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COURSE TITLE/CODE:

MARKEVE (Event Marketing) 

COURSE CREDIT:

3 units

PREREQUISITES:



TYPE OF COURSE:

Elective

FACULTY:


GRACE F. VENZUELA

TERM/TIME/ROOM:

1T, SY 2002-2003/1800-2100 T/J306

COURSE DESCRIPTION:


This subject is designed as an introductory course in event marketing. The students will learn the rudiments of planning and executing events within the marketing setting, the basic concepts in event marketing, its various applications and its important role in the fulfillment of the marketing communications function.  Students will be given a chance to learn via lectures, guest speakers, library research, actual participation in marketing events, planning and designing their own event projects for a specified target institution or corporate sponsor. 

COURSE OBJECTIVES:

1. To develop a basic understanding of the basic event marketing approaches currently used by today’s top brands in achieving their marketing communications objectives.

2. To be able to expose the students to actual event marketing situations that will bring about a higher appreciation of this exciting field and its current role in brand imaging and positioning.

3. To learn basic skills and techniques in conceptualizing and mounting actual special events to give students a hands-on experience in event managements and marketing.

COURSE OUTLINE:

1. Events and Lifestyle Marketing: An Introduction

2. Creating An Events Program Within The Integrated Marketing Communications Function 

3. The Event Planning Process

4. Events and The Media: Adding Punch To Any Campaign

5. The World of Corporate Sponsorships

6. Arts Marketing: Corporate Involvement In The Arts and Culture  

7. Public Relations and Advocacy Campaigns – Using Events As A High Impact Strategy for Social Marketing 

8. Outlet Events and Promotions: Adding Heat To the Selling Environment

9. On-Line Marketing Events: The Future of Events Marketing

TEACHING METHODS/STRATEGY

· Lectures

· Special Guest Speakers From The Industry

· Video Presentations

· Actual Case Studies

· Required Reading

· Assigments

· Research

· Group Project with Culminating Presentation
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REQUIREMENTS

1. Participation in classroom discussions

2. Assignments and research documentation

3. Quizzes and two major exams

4. Final group project with culminating presentation

REFERENCES:

1. Lifestyle and Event Marketing: Building The New Customer Partnership

By:  Alfred L. Schreiber with Barry Lenson, 1994

       McGraw-Hill, Inc.

2. 1,001 Ideas To Create Retail Excitement

By:  Edgar A. Falk, 1994

       Prentice Hall

3. The Dartnell Sales Promotion Handbook (8th Edition)

Edited by:  Tamara Brezen Block and William a. Robinson

4. Special Events: The Art and Science of Celebration

By:  
Joe Jeff Goldblatt, 1990

     
Van Nostrand Reinhold   

ASSESSMENT/EVALUATION

· Midterm Grade (MG1)

· Attendance and Class Participation

25%

· Assignment and Research Documentation
25%

· Quizzes




25%

· Midterm Exam




25%

--------

TOTAL




           100%

· Midterm Grade (MG2)

· Attendance and Class Participation

25%

· Assignment and Research Documentation
25%

· Group Project and Presentation


25%

· Final Exam




25%

--------

TOTAL




           100%

FINAL GRADE:

MG1 + MG2

                                      ------------------
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Prepared by:  

GRACE F. VENZUELA

December 19, 2001

