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                                       Yarmouk University
Faculty of Economics and Administrative Sciences
                                        Dept. of Marketing
Class Days: (Sun.-Tues. - Thurs.)

                   Course Code: MKT 329
Class Hours:
8-9                                        
                   Semester: Spring 2016
Class Location: A 403  


                   Instructor: Ramiz Edhaiel  

                                        Email:Ramiz.Edhaiel@gmail.com  

Texts:

· Financial Services Marketing, First edition. Tina Harrison.
Course Description:

This course is structured around the core marketing principles: buyer behavior, segmentation, product development, distribution, pricing and promotion .As traditional distinctions among types of financial institutions continue to blur, competing in this marketplace will require strategic not just tactical marketing.

Financial Services Marketing gives students the opportunity to examine the contribution that marketing can make to the success of an organization that operates in this industry. The focus is on learning how to solve marketing problems and applying marketing theory to “real life” situations. Key topics include: the financial services customer; identifying and targeting financial prospects; development and management of financial products; traditional channels of distribution; technology-driven delivery channels; pricing for financial services; communication and promotion; building customer relationships; and service delivery and service quality. 3 credit hours.  Prerequisite: MKT 220.
Course Objective:

	The Financial services marketing course will review general marketing concepts, the main characteristics that distinguish financial services from traditional goods and services, factors make financial services critical and important to consumers, and implementing successful marketing strategies to maintain profitability and build relationships with loyal customers.
 


Learning Outcomes: Be able to…..
· Determine effective strategies and tactics for managing the marketing function within a financial institution

· Use segmentation tools and strategies to develop effective marketing strategies

· Identify bases for marketing segmentation

· Explain traditional and technology-driven delivery channels

· Discuss different pricing methods

· Understand the importance of building customer relationships
Guidelines on Student Conduct:

In an effort to create an environment that is conductive to learning, the following guidelines are expectations for students in class.  Students are to:
1. Respect differing views on campus.

2. Regularly attend classes and submit assignments on or before deadlines.

3. Raise a hand if you wish to speak.   

4. Act in a reasonable manner in the classroom and halls so as not to disrupt others.

5. Cell phones, PDAs, laptops, etc. are not to be used in class or during exams.
6. Dispose of gum, trash, and paper in designated receptacles.  

7. Take exams when they are scheduled unless you have been excused. 

8. Obtain class notes from your classmates if you will miss or have missed a class to immediately make up what you have missed.

Teaching Methods
The lecture will take the form of discussion of topics covered in details in the textbook. Students are expected to prepare well before classes in order to be able to contribute effectively in the discussion. Syllabus and any other related materials will be available on the website: http://faculty.yu.edu.jo/edhaiel
Evaluation Plan
First exam                                                         20%

Second exam                                                    20%

Participation                                                     10%

Final exam                                                        50%          
                                                Total                100%
Attendance
According to the university policies, any student who has marked as an absent for more than 15% of the classes would be dismissed from the course. However, for each student’s absence, one point will be deducted from his\her attendance share. If you exceeded the 15% and you still officially attending classes for any reason, then you will lose the opportunity of getting a shifting curve with other classmates at the end of the course, if there would be a need for that. “Beware of not being excluded”. 
-
If you miss the first, or the second exam you will be given a zero grade in the missed one, unless you have an acceptable reason (which is a medical report or a death certificate of one of the relatives for the student). 
If you miss the final exam, you have to present your reason to the faculty Dean, who either accept it (then you will be given an incomplete position) or reject it.

Course Schedule 

Topics to be covered….
.
	Topic

	Financial services consumer, Identifying and targeting financial prospects, Development and management of financial products.

	Traditional channels of distribution, Technology-driven delivery channels, Pricing for financial services, Communication and promotion.

	Building customer relationships, Customer retention and loyalty, Service delivery and service quality, Corporate Financial services.


Note:
  Schedule is subject to adjustment by instructor during the term.

Please ask me when you have any questions or concerns.
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