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Credit 
Value: 12.00

Total 
Delivered 
Hours:

26.00

Total 
Learning 
Hours:

120
Private 
Study: 94

Delivery Options
Course typically offered: Semester 1

Component Contact Hours
Lecture 13.000
Tutorial 13.000

Grading Basis: 40 %

Assessment Details

Category Short 
Description

Description Weighting
(%)

Exam 
Duration

 Report AS1 Coursework - 5,000 word 
individual report

100.0 0.00

Aims

To provide the students with the fundamental background to international marketing, 
which will prepare them for deeper treatment of specific key subject areas in 
LBSMK3010 International marketing.  In itself, this course will substantially improve 
the knowledge and awareness of students with regard to research, evaluating and 
undertaking successful international marketing.  

Learning Outcomes
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After completing the module the student should be able to: 

 1 Appreciate and apply definitions of International Marketing.
 2 Analyse the international environment using the DEPICTS model and key cultural 

issues.
 3 Appreciate the importance of researching export markets.
 4 Critically assess the best mode of entry into overseas markets.

Learning Outcomes of Assessments

The assessment item list is assessed via the learning outcomes listed:

 Report 1
  

2
  

3
  

4
  

Outline Syllabus

Topic 1: Module Introduction - what is international marketing?

Topic 2: The international environment - DEPICTS.  

Topic 3: The impact of Culture on international marketing.  

Topic's 4 & 5: Researching export markets

Topic 6: Analysis of international competitors

Topic 7: International Pricing Strategies

Topic's 8&9: International market entry strategies

Topic 10: Assessing international marketing performance

Learning Activities

The module will consist of 10 structured lectures and tutorials which will be designed 
to reinforce and test the students understanding of that weeks topic.  In addition 
there will be activities posted onto the module Blackboard site to reinforce and 
supplement students learning.  A final week, week 12, will be a revision week 
especially designed to prepare the students for the assessment.

References

Course Material Book
Author Doole, I & Lowe, R
Publishing Year 2008 
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Title International Marketing Strategy
Subtitle
Edition 5th edition
Publisher Thomson Learning London
ISBN 978184480763-5
   AA
Course Material Book
Author Albaum, G. & Duerr, E.
Publishing Year 2008 
Title International Marketing & Export Management
Subtitle
Edition 6th edition
Publisher Prentice Hall London
ISBN 978027371387-6
   AA
Course Material Book
Author Bradley F
Publishing Year 2005 
Title International Marketing Strategy
Subtitle
Edition 5th edition
Publisher Prentice Hall London
ISBN 0273686887
   AA
Course Material Book
Author Cateora, P.R. & Graham, J.L.
Publishing Year 2007 
Title International Marketing
Subtitle
Edition 13th edition
Publisher McGraw Hill, London
ISBN 0071105948
   AA

Notes

Markets and marketing are becoming ever more international in their nature and 
managers around the world ignore this fact at their peril. To achieve sustainable 
growth in markets that are becoming increasingly global, or merely to survive in 
domestic markets that are increasingly attacked by international players, it is 
essential that organisations understand the complexity and diversity of international 
marketing and that their managers develop the skills, aptitudes and knowledge to 
compete effectively around the globe.

This course will serve as a comprehensive yet readily understandable introduction to
the key issues underlying international marketing. Particular emphasis is placed on 
the importance of researching export markets and choosing a suitable international 
market entry strategy. It is ideal for students from a non-business background 
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preparing for LBSMK3010 International Marketing.

Hand-in date for the 100% individual report is Wednesday 9th December 2009.


