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COURSE DESCRIPTION:
MARKCOM or  Electronic Marketing is an emerging  concept that describes the buying and selling of products, services and information via computer networks, including the Internet.  Electronic Marketing ( or commonly referred to as E-Commerce) is a general term for buying and selling process that is supported by electronic means.  This course provides students with an introduction to Internet marketing and the foundation they need to manuever through the world of interactive marketing. E-Marketing will take up various diverse and interdisciplinary topic with issues ranging from technology to consumer behavior. 

 In this course, the student is further exposed to various decision-making process leading to the development of a cost-effective e-business plan.

While marketing concepts and theories are discussed to some extent as an aid in understanding the course, the primary focus  is on stimulated learning and hands-on experience. It is expected that a student completing the course will gain  theoretical as well as operational background through various reviews of dot.com companies and empirical studies.  Students will be able to put these concepts to work in actual situations.

COURSE OBJECTIVES

This course will ,

1. provide student with the basic framework for  e- Marketing which includes:

a. Understanding  key factors in reshaping electronic commerce

b. Discussion of the general purpose and implications of  e-Commerce  in general in   the marketing system

c. Describing the major benefits and limitation of electronic commerce

d. Knowing major legal concerns associated  with e- Commerce and  channel management in the retailing industry

1. introduce the students on how marketers are using the Internet to optimize transaction costs, 

a. improve brand image, enhance customers and revolutionize an entirely new channel of 

b. distribution for products and services.

METHODOLOGY

The course will be essentially hands-on and faculty-led. Review of dot.com companies   and empirical studies will be extensively used to maximize the extent of student participation. These  studies will place students in business situations requiring the use of marketing analysis and the development of action recommendation. The group work, representing a wide array of e-business plans will enable the student to expand his or her understanding of  electronic commerce environment decision processes and their application.

This course will introduce students to research and industry analysis through hands-on  participation in the following three sets of activities:

	SET 1

Survey of e-Commerce Tasks/Responsibilities in an industry
	SET 2

Cutting-edge Tools or 

Strategies in e-Business Operation
	SET 3

e-Business Case Devlpt  of a  Local    Company

	You select an industry and look into the product management responsibilities or tasks of at least two companies preferably one large and one small. Write a profile of the two companies and describe in what ways the companies are (or have been enhancing) their use of internet in their operation.
	From the discussions of  your findings in Set 1, discuss in depth the contemporary concepts, tools and strategies to address the challenges/problems faced by the chosen companies.
	With what you learned from Set 1 and Set 2, develop a comprehensive e-business plan of a new dot.com company.

	Your write-up is expected on or before Oct 8, 2001 to be submitted in HTML format
	Submission of report in HTML and start of class presentation –Oct 15, 2001
	This individual work will be submitted as a business plan write-up (hard copy+ diskette) on or before  Dec 4, 2001

	Individual  Report
	Individual Presentation
	Cluster Report


The class shall enjoy the convenience of IT, in particular e-mail and Web/HTML services, extend learning beyond the classroom. Our virtual classroom is at :




Website:
www.dlsu.edu.ph     and




URL
:
www.groups.yahoo.com/markcom
Grading System:      

	   Grade


	Internet Exercises (20%)
	Profile/Oral

Report  (30%)
	Empirical

Studies     (20%)
	E-Business

Plan      (30%)

	         4.0
	Excellent
	W/ interaction
	Comprehensive
	Blue Chips

	         3.5
	Very Good
	W/visuals
	Research- based
	Speculative

	         3.0
	Good
	JIT Reporting
	Article -based
	With potential

	         2.5
	Satisfactory
	Satisfactory
	N/A
	N/A

	         2.0
	Need Improvement
	Need Improvement
	N/A
	N/A

	         1.5
	Below Expectation
	N/A
	N/A
	N/A

	       INC
	Lack requirement
	Lack requirement
	Need revision
	Need revision


REQUIREMENTS 

1. Case development and/or  e-business plan (Cluster Report)

2. Internet Exercises (Individual)

3. Industry Analysis & oral presentation (Individual)

4. Two (2) empirical studies in e-Commerce ( Individual)

References:


1.
http://www.iitf.nist.gov/telecomm/ecomm.htm.july1997


2.
www.ecommerce.gov
3.
www.computerworld.com
4.
www.nw.com
5.
www.usc.edu
6.
www.ascusc.org/jcmc
7.        www.cisp.org/imp
8.
www.economist.com
9.
www.oecd.org/dsti/sti/it/ec/prod/gd97219.htm
10.
www.askjeeves.com
11.
www.amazon.com
12.
www.forrester.com
13.
www.zonaresearch.com
14.
www.mckinsey.com
15.
www.nielsenmedia.com
16.
www.nytimes.com/library
17.
www.ecommerce.mit.edu
18.
www.wharton.upnn.edu
19.
www.fortune.com
20.
www.electronicmarkets.org/netacademy

               .

SELECTED dot.com COMPANIES:

1. Top Philippine E-Commerce Venture (2000)


SourcePilipinas.com, BayanTrade.com, I-Vantage, FL.com,

MyAyala.com, DFNN.com, CateringXchange.com

2. Philippines Top Search Engines and Websites


Yehey.com, EdsaMail.com, Localvive.com, Legmania.com, LakbayNet.com


Travelsmart.net, Worldroom.com, Manilaguide.com, bworld.com


Inquirer.net, Pinoymail.com, trabaho.com, jobsearch.webmanila.com


Classifiedpost.com.ph

DE LA SALLE UNIVERSITY

Course:   e-MARKETING

Professor:    A.C. PANIZALES
S C H E D U L E  O F  A C T I V I T I E S

	SESSION/DATE

1               9/18
	SUBJECT

               Orientation
	 REFERENCE

E-Groups.com

	
	PART I – Foundation of Electronic Commerce
	Slides

	2            9/20
	Definition, History, Scope
	

	3            9/25
	Inter-organizational Information System and Electronic Market
	

	4            9/27
	The Process & Future of Electronic Commerce
	

	5            10/2                            
	Group 1. E-commerce:The Big Market Place
	

	6            10/4
	Group 2. New EC Models for New Market
	

	7            10/9
	Laboratory/Internet Activities

Group 3. Design of EC B2B.B2C Storefront
	HotHotHot.com; amazon.com; e-How.com

	
	PART II. INTERNET ADVERTISING AND CHANNEL MARKETING
	

	8            10/11 
	Group 4. What Is EC Plan?
	Slides

	9            10/16
	Group 5.  Using the Internet (to advertise as PR Tool)
	

	10          10/18
	Selecting & Managing Marketing Channels 
	

	11           10/23

12           10/25          
	The nature of marketing channels; Channel decision design; Channel dynamics; Channel cooperation, conflict & competition

Group 6. Global EC Business Issues

MIDTERM EXAM

Laboratory Works
	

	13          10/30
	MIDTERM EXAM
	E-Commerce Status Report

	
	PART III- Electronic Commerce Applications
	

	14          11/6
	Business to Consumer (B2C)
	Wellsfargo.com

	15          11/8
	Group 1. What is EC Plan?
	Sfub.com

	                                               
	Group 2. EC and Management
	Onsale.com

	16           11/13
	Group 3. EC Procurement
	Virtualvine.com

	17          11/15

18          11/20
	Business to Business (B2B)

Group 4. EC Brand Building

Group 5.E-Commerce Marketing Techniques
	Ge.com

Cisco.com

Slide Presentation

	19          11/22 
	Group 6. Web Development &EC Content               
	

	                                  PART IV. Customers, Market Research & Customer Support



	20          11/27


	Alternate Class. Laboratory Works
	

	
	Market research

Customer Service

Electronic commerce agent
	Askjeeves/conjoint analysis

Futurestep.com

	
	 PART V. INFRASTRUCTURE, PAYMENTS AND SUPPORT
	

	21          11/29
	Electronic Commerce Infrastructure
	Slide Presentation

	
	Electronic Payment

Legal and Security
	Mondex,e-cash

Cybercash

	
	Multimedia Application
	TV Internet/I-gaming



        PART V.  E-BUSINESS PLAN PRESENTATIONS

22
12/4


Group 1 & 6

23
12/6


Group 2 & 5

24
12/11


Group 3 & 4

