SYLLABUS 
	Basic data por subject:

	Academic unit: 
	Economic Faculty

	Subject:
	Marketing 

	Level:
	BSc

	Subject status:
	Elective

	Study year:
	II

	No. of hours per week:
	2

	ECTS:
	4

	Time / Lokation:
	Prishitinë 

	Proffesor:
	Prof.ass. Hykmete Bajrami

	Contact detals: 
	Hykmete.Bajrami@un-pr.edu 

	

	Description of the subject
	The marketing course contains basic knowledge for students who for the first time approach to study for the subject. Marketing aims to create value for consumers and also benefit from them by creating loyal relations, consequently a safe market for the products and services provided by the enterprises. Knowing customer needs is one of the main marketing pillars, then the design of programs and marketing strategies follows. Marketing requires answers to the question of how organizations should guide their activities to create value for consumers and society in general. Today, companies cannot do business without proper implementation of marketing activities, because they operate in very complex environment where competition is global and quality and pricing are not enough, communication with the market is essential to succeed.

	Objective of the course
	The purpose of the subject is to equip students with basic knowledge on marketing

	Expected learning outcomes:
	At the end of the course, students should know what is marketing, what activities are involved in marketing implementation, moreover  should know how they should be able to make a difference between sales and marketing, to know what is market segmentation, market types, access to different markets and marketing strategies, know and organize market researches, know how to combine mix elements of marketing.

	Kontributi nё ngarkesën e studentit 

	Aktivity
	Hours
	Day/week
	Total

	Lectures
	2
	13
	26

	Theoretical / laboratory exercises
	1
	15
	15

	Practical work
	0
	0
	0

	Contacts with the teacher / consultations
	1
	15
	15

	Field exercises
	
	
	

	Colloquium, seminars
	2
	2
	4

	Homework
	2
	10
	20

	Student study time (in library or at home)
	2
	5
	10

	Final exam preparation
	2
	5
	10

	Total
	
	
	100

	Teaching Methodology:

	Learning methods in the subject matter include keeping students engaged with reading and involving in marketing activities because lectures should not be as means of broadcasting knowledge from professors to the student but it also requires more active participation in the learning process. The basic methods used in the implementation of the course program are: the method of analysis of phenomena, the method of explanation, the method of conversation (repetition conversation, reinforcing conversation) and illustrative demonstration method. Teaching means are very important to concretizing the lesson because they make it easier, the most accessible and synthesizing matter. Students learn more from what they see, so using visual audio teaching tools it becomes better because it is achieved that getting information is realized in two forms: audio (listening) and visual (visual). To this end, I use slides, transparent photographic movies, designed on a large distance screen, often inscriptions and adhesive diagrams. When it is possible students will be in field visits and case studies.

	Methods of assessment:


	Evaluating knowledge is done through:

Attendance of lectures: 10 points

Activity and seminar work: 10 points

The first colloquium: 40 points

Second colloquium: 40 points

Total:

Evaluating the final exam, assessed by 50% of success, with a system of further construction of the final grade with other highlighted criteria.

	Literature:

	Basic literature:  
	Philip Kotler, Gary ArmStrong - Principles of Marketing-Pearson, 2018

	Additional literature:  
	Philip Kotler: Marketing Management, 2016                                Nail Reshidi & Bardhyl Ceku: Marketingu, 2006                           Ali Jakupi: Marketing. 2005


	Described Learning Plan:

	Week
	Lecture to be held

	First week:
	Marketing concept and definition 

	Second week
	Market and market segmentation

	Third week:
	Crating consumer value 

	Fourth week:
	Market research 

	Fifth week:
	Product 

	Week six :
	First test i

	Week Seven:
	Branding 

	Eighth week:
	Product life cycle 

	Ninth week:
	New product conecept 

	Tenth Week:
	Pricing strategy 

	Week Eleven:
	Break even point and it role in setting prices 

	Twelfth Week:
	Logistics and Distribution

	Thirteenth Week:
	Promotion mix 

	Fourteenth Week:
	Student presentations of seminars and case studies 

	Fifteenth week:
	Second test 


	Academic policies and rules of conduct

	The tools they used during classes should be cleaned and stored at the end of the time. Mobile / wise phones and other electronic devices (eg iPods) should be find (or constrained in vibration) and not be exposed during lessons. Laptops and tablet computers are allowed to use only silent; Other activities such as contacting personal e-mail or web site browsing are prohibited. Copying and transmission of words is not allowed in this subject. If students meet in these acts, they will be handled on the basis of the respective regulations of the University of Prishtina. On this occasion, it will take the poor grade and this activity will be forwarded to their personal scores.
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