Institute of Business and Information Technology (IBIT)
University of the Punjab
Course
:


Direct Marketing
Recommended Text:
Contemporary Direct Marketing– By Lisa Spiller / Martin Baier
Objectives / Outcomes of the Course:

1. This course is designed to assist the students in understanding and organizing the process of management decision making and activities required to plan and implement direct marketing programs. It provides a systemic approach to the study of direct marketing by emphasizing the scope of direct marketing and the nature of what direct marketers do.
2. This course provides a thorough coverage of the direct marketing field. Each topic includes descriptions of important direct marketing concepts and applications, the related major managerial decision issues, and examples of direct marketing. These examples and applications are about wide range of consumers, and business to business direct marketing efforts for both products and services.
3. Our emphasis will not only be on helping students to have clear concepts of theoretical aspect, but shall learn how to apply this knowledge through various practical presentations market researches.

4. Special attention shall be given to developing communicating skills of students. All students shall actively participate in all presentations. Moreover all quizzes shall be conducted verbally/orally (VIVA).

Grading Criteria:



%

Mid-term Exam



35

End-term Exam 



40

Presentations / assignments 


15

Quizzes 




10
Total




         
100

Lecture Plan
	Week#
	Ch #
	Contents
	Quiz / Assignment

	1
	
	Class Introduction
	

	2
	01

	Introduction to Direct Marketing
	

	3
	02
	Direct marketing strategies
	

	4
	03
	Segmentation and target marketing
	

	5
	04
	Direct Marketing and Technology
	1st quiz          (5 Marks)

	6
	05
	Database marketing
	

	7
	06
	List selection and Management
	1st Assignment

                     (5 Marks)

	8
	07
	Positioning and Offer Planning
	

	9
	
	Mid-Term Exam
	                      35 marks


	10
	08
	Creative strategy and Execution
	

	11
	09
	Direct-mail marketing
	

	12
	10
	Catalog marketing
	

	13
	11
	Telemarketing
	2nd quiz        (5 Marks)

	14
	12 - 13
	Direct response Television and Radio
	

	15
	14
	Direct response in print media
	

	16
	
	2nd assignment and presentations
	2nd presentation

                   (10 Marks)

	
	
	      Final – Term Exam


	                     40 marks


*Instructor reserves the right to change the plan without prior notification to students.
