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MKT 201 

Principles of Marketing 

 

Instructor: Dr. Ralph Rich 

Phone: (920) 713-7356 (Available Monday-Friday 10 AM to 4 PM; Wednesday, Thursday and Friday 

evenings from 6 to 9 PM; or by appointment) 

Email: rrich85@marianuniversity.edu 

Mode of Delivery: Online 

 

Course Number: MKT 201 

 

Course Title: Principles of Marketing 

 

Required Textbook: Kotler, P., & Armstrong, G. (2014) Principles of Marketing (15th ed.). Englewood 

Cliff, NJ: Prentice Hall. ISBN: 978013308404 

 

Course Description: A general overview of the scope and significance of marketing both domestically 

and internationally. The course emphasizes the marketing of consumer and industrial goods and analysis 

of the marketing mix variables of product, price, promotion, and place. It introduces marketing policies 

and practices of business firms. 

 

Prerequisite: ENG 105 or ENG 230 or appropriate English placement test score. 

 

Course Objectives: 

1. Develop a basic understanding of key marketing concepts including: what marketing is, micro- 

and macro-environmental forces that impact the firm, marketing research, market segmentation, 

targeting, positioning, and the use of elements of the marketing mix.  

2. Apply the knowledge above to analyze case studies and make marketing recommendations. 

3. Develop written communication skills by turning in numerous assignments that will be graded 

carefully with regard to grammar, spelling, punctuation, etc., in addition to content. 

4. Develop oral communication skills by actively participating in class and by making an oral 

presentation to the class using marketing concepts. 

 

How these objectives tie into Marian University’s overall Learning Objectives 

 

1. Essential - Gaining factual knowledge (terminology, classifications, methods, trends) 

2. Essential - Learning fundamental principles, generalizations, or theories. 

3. Important - Learning to apply course material (to improve thinking, problem solving, and 

decisions) 

4. Important - Developing skill in expressing oneself orally or in writing 

 

Teaching Strategies: Discussion, written assignments, quizzes, marketing plan, and presentations 

 

Module Topic Outline: The course will be divided into seven sessions. One session will be covered 

during each calendar week. Students are expected to complete the assigned readings and any pre-

assignments required for each week by Saturday night.  A detailed description of each session follows at 

the end of this document. Specific dates will be detailed in the online assignments. 
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Course Management and Standards 

IMPORTANT: Due Dates for Online Assignments. Because this is an online course participation and due 

dates are different from face-to-face courses. Weekly learning sessions begin on Tuesdays each week and 

end on the following Monday nights at 11:59 PM Central.  

 

Course Schedule 

 

Learning Session Online Particpation Begins Assignment Due Date 11:59 PM Central 

Week 1 Tueday, September 3 Monday, September 9 

Week 2 Tuesday, September 10 Monday, September 16 

Week 3 Tuesday, September 17 Monday, September 23 

Week 4 Tuesday, September 24 Monday, September 30 

Week 5 Tuesday, October 1 Monday, Octobber 7 

Week 6 Tuesday, October 8 Monday, October 14 

Week 7 Tuesday, October 15 Monday, October 21 

 

Expectations: Due to the online and accelerated format of this course, success in this course will depend 

on the practices outlined below.   

 

1. Students must familiarize themselves with Marian Online’s course shell prior to the first week of 

class. Tutorials are available.   

2. Student must check the online e-mail accounts assigned to them by the course shell for 

announcements, course documents, and e-mail communications from the instructor or fellow 

students.  

3. Student must also check the announcements posted by the instructor. When students log in to the 

course, the announcement page is displayed.   

4. Assignments will be uploaded to student’s folders on time and discussion posts will be made no 

later than the due date assigned. Late assignments will reflect a penalty of 10% per day late.  

 

Students are expected to participate a minimum of four times over the course of a week in the discussion 

board. This means on four separate days and not all in one evening. Spreading the participation over the 

entire week dramatically enriches the quality of the discussion and thus the entire on-line learning. 

 

Week 1 Participation: Please note that if you do not participate in the online class before Friday, 

September 6 by 6 PM, you will be administratively dropped from the class. 

 

Attendance and Participation: Online courses replace the time spent in classroom. They offer you 

flexibility in the times during the day and the week when you are required to be online in the discussions, 

but about 4 hours each week should be invested in various online activities, such as reading and 

responding to online discussions, other online activities, quizzes, and viewing PowerPoint slides. Because 

28% of your grade is reflected in your online discussions, please plan to spread these required 

interactions and responses across four or more days each week. Most discussions require you to make at 

least ONE posting before Thursday at 11:59 PM each week and at least TWO additional postings before 

the following Monday night at 11:59 PM Central time. Posting more often is encouraged because it 

increases our learning.  
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Online Weekly Attendance & Participation: 

• You must actively participate in ALL required weekly online discussions to be marked 

present for that week.  

• Most discussions will require you to post at least three times each week. Although meeting 

the required quantity determines if you are marked present for that week, the quality of your 

postings determines your grade an how many of the 4 points you will earn that week. 

• The quality of your discussion postings is based upon the following criteria: 

o Posting on four or more days during the week 

o Using correct spelling, language, capitalization, and sentence structure 

o Providing value-added content means that you must develop or expand the 

discussion, just as you would in a face-to-face classroom. Comments that just restate 

what others have already said or indicate agreement (such as “I agree” or “Thank 

you”) do not count as quality postings. Although effective interactions often include 

these brief comments, please understand that they are not value-added comments 

unless you also include additional material. 

o Provide sources for any cited material, such as including the Internet URL link, page 

number from the text (Kotler & Armstrong, 20012, p. #), or the complete citation for 

other sources used, such as Kotler, P., & Armstrong, G. (2012). New York, NY: 

Prentice Hall. (Please include pages cited). 

o It is okay to quote small citations from the textbook, but you should not include long 

passages in your discussions postings. For longer sections, you should just give the 

page references in your summary. Except in those small direct quotations, you should 

only summarize and paraphrase material from the text into your own words. 

o Asking effective questions is appropriate, so long as you explain the context for the 

question and its relevance. 

• Some other examples of value-added postings include the following: 

o Relevant personal experiences 

o Examples from professional or work experiences 

o Examples of sales management situations or examples with your full explanations of 

why you are sharing them and why the material relates to the discussion. (Please use 

direct links to these printed or YouTube materials to avoid copyright problems.) 
 

Evaluation Methods/Instruments: 

 

Grading (100 points = 100%) 

Weekly written assignments (Weeks 1-6): 24% (Each assignment is worth 4% of total grade) 

 Quizzes (14 quizzes, one for each chapter): 28% (Each quiz is worth 2% of total grade) 

 Online weekly discussion participation: 28% (Each week’s posts worth 4% of total grade) 

 Final PowerPoint Presentation:  20% 

 

Online Quizzes: Fourteen quizzes will be given during the course of the class, one quiz for each assigned 

chapter. You should take quizzes each week after completing your chapter readings. 

 

Online Class Discussion: Each week you are assigned several discussion topics to which you must join 

and contribute. You should read what others have said, and provide additional material to build the 

discussion. Class participation is a large portion of your grade. 
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Written Assignments: Each week you will have a written assignment. These will be directed to the 

instructor and submitted for grade before the end of each week. These assignments should be fun as well 

as good learning experiences.   

 

PowerPoint Presentation:  

This is where you will select one nationally regognized brand and develop it into a 12-15 slide 

presentation to share with the class in the last week. This presentationt follows the marketing plan 

example from the textbook. Information for this assignment will be discussed during Week 2. You must 

choose a brand for which you will present complete marketing plan summary. You will be graded on 

having all sections complete and supported by concepts from the text. Note: This assignment is due on 

the first day (Tuesday) of Week 7 by 11:59 PM CDT. 

 

Developing and Measuring Fundamental Knowledge: The ETS Business Exam 

Knowledge Acquisition Assessment. This business course contains fundamental information that is 

important for all business students to master. It is important for students to develop a strong foundational 

understanding, in this subject area, in order to be successful in upper-level business courses, and 

ultimately, in your career. The Peregrine CPC-Comp exam is designed to assess your understanding and 

knowledge in specific subject areas in business. In additional to factual knowledge, the Peregrine exam 

evaluates students’ abilities to analyze and solve problems, understand relationships, and interpret 

material.  Some of the material from this course will be assessed in the exam. You are expected to take 

the Peregrine exam during your final semester at Marianin BUS 495 – Synthesis Portfolio.    

 

E-mail: Check your Marian e-mail account daily for any messages that I may have sent you.  When you 

e-mail me, use professional business language at all times. 

 

Extra Credit: Extra-credit work will not be accepted.  Assignments, exercises, readings and other work 

have been designed to achieve the objectives of the course and maximize your learning experience in this 

course.  

 

Grading Criteria:  

A Excellent 4.0 93-100 

A-  3.75 90-92 

B+  3.25 88-89 

B Good 3.0 83-87 

B-  2.75 80-82 

C+  2.25 78-79 

C Satisfactory 2.0 73-77 

C-  1.75 70-72 

D+  1.25 68-69 

D Lowest Passing 1.0 63-67 

D-  .75 60-62 

F Failing 0 Below 60 

WD Withdrew   

  Your instructor reserves the right to adjust 

the above grading range. Any changes will 

be discussed the first week of class. 
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University Policies 

 

It is expected that students, faculty and courses will comply with Marian University and School of 

Business policies. Statements of Policies related to instruction in Adult Courses offered by the School of 

Business at Marian University have been removed from this syllabus and included in the document 

Marian University - School of Business - Adult & Graduate Studies Policies. See this document for more 

information on each of the policies listed below: 

• Academic Honesty Policy 

• Disability Statement 

• Student with Temporary Impairments/Injuries 

• Classroom and Campus Expectations 

• Course Time and Out-of-classroom Workload Expectations 

• Attendance Policy 

• Class Cancellation Due to Inclement Weather 

• Instructor Absences 

• Cell Phone Use 

• Internet Use 

• Children in the Classroom Policy 

• Changing Course Requirements 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Weekly Assignments Follow Below: 
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Course Assignments 

Session One: 

Defining marketing and the marketing process, and understanding the marketplace and consumers 

 

Assignment to be completed during the week of Session One: 

READ and be prepared to discuss the following: 

 Chapters 1, 2, and 3. 

 

Pre-Assignment: 

1. Ensure that you have the correct text for the course.  

2. Write a two or three paragraph definition of marketing. Do not just copy the definition given in 

the book. Describe it in your own words using the descriptions throughout the assigned reading.   

3. Type answers to each of the “questions for discussion” for Company Case  in Chapter 2: Trap-

Ease America: The Big Cheese of Mousetraps. For question 1, ignore how they would write it, 

just answer what information they need to evaluate this opportunity and how you would write 

their mission statement. On question 6, you do not need to answer the part about controls. 

 

Objectives: 

Upon completion of Session One, students will be able to do the following: 

1. define marketing and outline the steps in the marketing process    

2. explain the importance of understanding customers and the marketplace, and identify the five 

core marketplace concepts 

3. Identify the key elements of a customer-driven marketing strategy and discuss the marketing 

management orientations that guide marketing strategy.  

4. discuss customer relationship management, and identify strategies for creating value for 

customers and capturing value from customers in return 

5. describe the major trends and forces that are changing the marketing landscape in this age of 

relationships 

6. explain companywide strategic planning and its four steps 

7. discuss how to design business portfolios and develop growth strategies 

8. explain marketing's role in strategic planning and how marketing works with its partners to create 

and deliver customer value 

9. describe the elements of a customer-driven marketing strategy and mix, and the forces that 

influence it 

10. list the marketing management functions, including the elements of a marketing plan, and discuss 

the importance of measuring and managing return on marketing 

11. describe the environmental forces that affect the company’s ability to serve its customers 

12. explain how changes in the demographic and economic environments affect marketing decisions 

13. identify the major trends in the firm’s natural and technological environments 

14. explain the key changes in the political and cultural environments 

15. discuss how companies can react to the marketing environment 

 

Activities: 

1. Introduction 

a. overview of course and online requirements. 

b. review of course objectives. 

c. explanation of course requirements and grading procedures. 

d. review of module one objectives. 



7 

 

2. Online PowerPoint review of Chapter 1 with comments: Marketing: Creating and Capturing 

Customer Value 

3. Discuss your definition of marketing 

4. Online PowerPoint review of Chapter 2 with comments: Company and Marketing Strategy: 

Partnering to Build Customer Relationships 

5. Discuss Pre-Assignment⎯3 print advertisements will be discussed in the discussion area and 

your written assignment must be posted to your folder. 

6. Company Case 2: Trap-Ease America: The Big Cheese of Mousetraps, questions will be 

discussed in the discussion area 

7. Online PowerPoint review of Chapter 3 with comments: Analyzing the Marketing Environment 

8. Complete all online discussions. 

9. Complete quizzes 1, 2, and 3. 
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Session Two:  

Understanding the Marketplace and Consumers 

 

Assignments to be completed during the week of Session Two : 

READ and be prepared to discuss the following: 

 

Chapters 4 and 7.  (Note you may skip chapters 5 and 6 since they are covered in other marketing 

courses.) 

Pre-Assignment: 

1. Type answers to each of the “questions for discussion” for Company Case from Chapter 7: 

Darden Restaurants: Balancing Standardization and Differentiation.  

2. Prepare for quizzes on chapters 4 and 7.  

3. Marketing Plan Review: Choose a brand for which you will create a 12-15 slide PowerPoint 

marketing plan summary due at the end of Week 6 for presentation in the online discussions in 

Week 7. 

 

Objectives: 

Upon completion of Session Two, students will be able to do the following: 

1. explain the importance of information to the company and its understanding of the marketplace 

2. define the marketing information system and discuss its parts 

3. outline the steps in the marketing research process 

4. explain how companies analyze and distribute marketing information 

5. discuss the special issues some market researchers face, including public policy and ethics issues 

6. define the consumer market and construct a simple model of consumer behavior 

7. name the four major factors that influence consumer buyer behavior 

8. list and understand the major types of buying decision behavior and the stages in the buyer 

decision process 

9. describe the adoption and diffusion process for new products 

10. define the business market and explain how business markets differ from consumer markets 

11. identify the major factors that influence business buyer behavior 

12. list and define the steps in the business buying-decision process 

13. compare institutional and government markets and explain how institutional and government 

buyers make their buying decisions 

 

Activities: 

1. Online PowerPoint review of Chapter 4 with comments: Managing Marketing Information to 

Gain Customer Insights 

2. Review of Chapter 7: Customer-Driven Marketing Strategy 

3. Complete online discussion for Company Case from Chapter 7: Darden Restaurants: Balancing 

Standardization and Differentiation. 

4. Complete all online discussions. 

5. Complete quizzes 4 and 7. 
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Session Three:  

Designing a customer-driven marketing strategy and mix 

 

Assignment to be completed during the week of Session Three: 

READ and be prepared to discuss the following: 

 Chapters 8 and 9 

 

Pre-Assignment: 

1. Prepare for a quizzes on chapter 8 and 9.  

2. Prepare for Pre-Assignment Chapter 9 Case for Google: New-Product Innovation at the Speed 

of Light 

3. Work on your marketing plan 

 

Objectives: 

Upon completion of Session Three, students will be able to do the following: 

 

1. define the three steps of target marketing: market segmentation, target marketing, and market 

positioning 

2. list and discuss the major bases for segmenting consumer and business markets 

3. explain how companies identify attractive market segments and choose a target marketing 

strategy 

4. discuss how companies position their products for maximum competitive advantage in the 

marketplace 

5. define product and the major classifications of product and services 

6. describe the decisions companies make regarding their individual products and services, product 

lines, and product mixes 

7. discuss branding strategy – the decisions companies make in building and managing their brands 

8. identify the four characteristics that affect the marketing of a service and the additional marketing 

considerations that services require. 

 

Activities: 

1. Online PowerPoint review of Chapter 8 with comments 8: Product, Services and Brands: 

Building Customer Value 

2. Online PowerPoint review of Chapter 9 with comments 9: New Product Development and 

Product Life-Cycle Strategies 

3. Complete online discussion for Chapter 9 Case reviewing Google: New-Product Innovation at the 

Speed of Light. 

4. Complete all online discussions. 

5. Complete quizzes 8 and 9. 
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Session Four 

Designing a customer-driven marketing strategy and mix (continued) 

 

Assignments to be completed during the week of Session Four: 

READ and be prepared to discuss the following: 

 Chapters 10 and 11. 

 

Pre-Assignment: 

1. Prepare to discuss each of the “questions for discussion” for Company Case in Chapter 11 on 

Amazon vs. Walmart: Fighting It Out Online on Price.  

2. Work on your marketing plan. 

 

Objectives: 

Upon completion of Session Four, students will be able to do the following: 

1. explain how companies find and develop new-product ideas 

2. list and define the steps in the new product development process 

3. describe the stages of the product life cycle 

4. describe how marketing strategies change during the product’s life cycle 

5. identify and define the internal factors affecting a firm’s pricing decisions 

6. identify and define the external factors affecting pricing decisions, including the impact of 

consumer perceptions of price and value 

7. contrast the three general approaches to setting prices 

8. describe the major strategies for pricing imitative and new products 

9. explain how companies find a set of prices that maximize the profits from the total product mix 

10. discuss how companies adjust their prices to take into account different types of customers and 

situations 

11. discuss the key issues related to initiating and responding to price changes 

 

Activities: 

1. Review of Chapter 10: Pricing: Understanding and Capturing Customer Value 

Complete online discussion for Company Case from Chapter 11 on on Amazon vs. Walmart: Fighting It 

Out Online on Price. 

2. Complete all online discussions. 

3. Complete quizzes 10 and 11. 
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Session Five 

Designing a customer-driven marketing strategy and mix (continued) 

 

Assignments to be completed during the week of Session Five: 

READ and be prepared to discuss the following:  

Chapters 12 and 13. 

 

Pre-Assignment:  

1. Type answers to each of the “questions for discussion” of Company Case for Chapter 12 on 

Pandora: Disintermediator or Disintermediated? 

2. Prepare for quizzes on chapter 12 and 13 

3. Continue to prepare marketing plan 

 

Objectives: 

Upon completion of Session Five, students will be able to do the following: 

1. explain why companies use marketing channels and discuss the functions these channels perform 

2. discuss how channel members interact and how they organize to perform the work of the channel 

3. identify the major channel alternatives open to a company 

4. explain how companies select, motivate, and evaluate channel members 

5. discuss the nature and importance of marketing logistics and integrated supply chain management  

6. explain the role of retailers and wholesalers in the distribution channel 

7. describe the major types of retailers and give examples of each 

8. identify the major types of wholesalers and give examples of each 

9. explain the marketing decisions facing retailers and wholesalers 

10. name and define the tools of the marketing mix 

11. discuss the process and advantages of integrated marketing communications 

12. outline the steps in developing effective marketing communications 

13. explain the methods for setting the promotion budget and factors that affect the design of the 

promotion mix 

 

Activities: 

1. Review of Chapter 12: Marketing Channels: Delivering Customer Value 

2. Discuss Pre-Assignment on Company Case for Chapter 12 on Pandora: Disintermediator or 

Disintermediated? 

3. Review of Chapter 13: Retailing and Wholesaling 

4. Complete all online discussions. 

5. Complete quizzes 12 and 13. 
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Session Six:  

Designing a customer-driven marketing strategy and marketing mix (continued) and extending 

marketing 

 

Assignments to be completed during the week of Session Six: 

READ and be prepared to discuss the following: 

 Chapters 14, 15, and 16. 

 

Pre-Assignment: 

Submit answers to the following questions: 

1. Which element of the promotion mix does each of the following represent? (Choose the 

best answer based on your reading of the chapter.) 

a. exhibiting your products at a trade show booth. 

b. meeting with the Wal-mart buyer to try to obtain distribution. 

c. A People Magazine interview with Jay Leno arranged by Jay’s manager. 

(Think of this one from Jay Leno’s point of view.) 

d. printing your logo put on the side of a skating rink for a fee. 

e. an office supply store calling local businesses on the telephone. 

f. setting up a point-of-purchase display at a drug store. 

Submit answers to the following questions.  

1. List and describe the three major ways in which sales managers structure their sales 

forces. 

2. In bullet-point format, develop a comprehensive list of the pros and cons of each of the 

major sales force structures you described in question 1 above.  Note:  In answering the 

above questions, you should not write about complex sales force structures, nor about 

team selling, nor about inside or outside sales forces. 

Prepare to list and discuss the steps involved in the personal selling process.  

Prepare for quizzes on chapters 14, 15, 16. 

 

Objectives: 

Upon completion of Session Six, students will be able to do the following: 

1. define the role of advertising, sales, promotion, and public relations in the promotion mix 

2. describe the major decisions involved in developing an advertising program 

3. explain how sales-promotion campaigns are developed and implemented 

4. explain how companies use public relations to communicate with their publics 

5. discuss the role of a company’s salespeople in creating value for customers and building customer 

relationships 

6. identify and explain the six major sales force management steps 

7. discuss the personal selling process, distinguishing between transaction-oriented marketing and 

relationship marketing 

8. define direct marketing and discuss its benefits to customers and companies 

9. identify and discuss the major forms of direct marketing 

10. Identify the major forces shaping the new digital age 

11. explain how companies have responded to the Internet and other powerful new technologies with 

e-business strategies, and how these strategies have resulted in benefits to both buyers and sellers 

12. describe four major e-commerce domains 

13. discuss how companies go about conducting e-commerce to profitably deliver more value to 

customers 

14. overview the promise and challenges that e-commerce presents in the future 
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Activities: 

1. Review of Chapter 14: Creating Customer Value: Integrated Marketing Communications Strategy 

2. Discuss the Pre-Assignment questions on the Promotions Mix 

3. Review of Chapter 15: Advertising and Public Relations 

4. Review Chapter 16: Personal Selling and Sales Promotion 

5. Complete all online discussions. 

6. Complete quizzes 14, 15, and 16. 

7. Submit your PowerPoint Presentation marketing plan summary for grade. 
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Session Seven: 

Extending Marketing 

 

Assignments to be completed during the week of Session Seven:  

 

Pre-Assignment:  

Prepare a 12-15 slide PowerPoint presentation for the class that discusses in depth one of the 

marketing principles or concepts in the text. Be sure to site at least four sources in addition to 

citing the text. Note: Your PowerPoint must include slide notes or voice recordings to earn full 

points (Slide notes are preferred because they are easier to review and have smaller file sizes).  

 

Because the majority of Week 7 will be to review your presentation, it must be posted by Tuesday evening 

at 11:59 PM CDT of Week 7. Posting it late will result in a 10% penalty. 

 

Objectives: 

Upon completion of Session Seven, students will be able to do the following: 

1. present a well-prepared PowerPoint presentation on your brand selection in the disucsions and be 

prepared to respond to student questions about your presentation 

2. carefully review at least three other student presentations and ask one thoughtful question about 

their presentations 

3. post final course comments as a self-review of what you learned from the course and how you 

will apply the concepts learned 

 

Activities: 

1. Student evaluation of the course. 

2. Complete all online discussions. 

3.  Post your 12-15 slide PowerPoint presentation for the class that discusses in depth one of the 

marketing principles or concepts in the text. To earn full points, you must answer any questions 

from other class members, plus you must post at least one question to at least three other 

students. 

4. Post final comments to the discussions explaining the most important thing that you learned from 

this class. 
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Oral Presentation Communication Rubric (For Online Presentations) 

Definition:  Oral presentation / communication is a prepared, purposeful presentation designed to increase knowledge, to foster 

understanding, or to promote change in the listeners' attitudes, values, beliefs, or behaviors. 

Speaker:      Course:   

Topic:   Date:   

Criterion 

Area 

Superior 

(Mastery = 5) 

Above Average 

(Developed = 4) 

Average  

(Acceptable = 3) 

Needs Work  

(Below Average = 2) 

Poor  (Fails to meet 

Requirements = 1) 

Comments Pts. 

Central 

Message 

Key message is compelling 
(precisely stated, appropriately 

repeated, memorable, and 

supported.) 

Key message is clear and 
consistent with the supporting 

material. 

Key message is basically 
understandable but is not often 

repeated and is not 

memorable. 

Key message can be deduced, 
but is not explicitly stated in 

the presentation. 

Key message is totally unclear.    

Content Presentation thoroughly covers 
all important aspects of the 

topic. 

Presentation covers key 
aspects of the topic.   

Presentation covers the most 
important parts of the topic. 

Presentation has gaps in topic 
coverage.  It covers only parts 

of the topic.  

Presentation has major gaps - 
parts of the topic are not 

addressed.  It lacks substance 

  

Supporting 

Material  

(e.g., relevant 

examples, 
illustrations, 

statistics, 

analogies, 
quotations) 

Several types of supporting 
materials make appropriate 

reference to information or 

analysis that significantly 
supports the presentation or 

establishes the presenter's 

credibility/ authority on the 
topic. 

Supporting materials make 
appropriate reference to 

information or analysis that 

generally supports the 
presentation or establishes the 

presenter's credibility/ 

authority on the topic. 

Supporting materials make 
appropriate reference to 

information or analysis that 

supports portions of the 
presentation or establishes the 

presenter's credibility/ 

authority on the topic. 

Insufficient supporting 
materials make reference to 

information or analysis that 

minimally supports the 
presentation or establishes the 

presenter's credibility/ 

authority on the topic. 

Few or no supporting materials 
are used to support the 

presentation or establish 

credibility of the presenter. 

  

Organization Organization is clearly and 

consistently observable. 
Introduction previews well. 

Body has good development.   

Conclusion ties presentation 
together. Clear transitions. 

Organization pattern is 

observable.  Speech is 
prepared, organized into an 

introduction, body, and 

conclusion with some 
transitions. 

Speech is prepared and 

somewhat organized. It has no 
clear intro, body, and/or 

conclusion.  It lacks clear 

transitions. 

Presentation has an 

impromptu effect.  It has no 
discernible parts or transitions. 

Organizational pattern is not 

observable.  There is no clear 
introduction, body or 

conclusion.  There is no clear 

sequence. 

  

Delivery 

(PowerPoint 

Slide Notes) 

Prepared slide notes provide 

effective narrative that makes 

the presentation compelling.  
Slide notes add strong value to 

slide points, graphics, and data 

with supportive details and 
analysis. 

Prepared slide notes provide 

solid narrative that helps 

make the presentation 
believable. Slide notes add 

good value to slide points, 

graphics, and data with 
supportive details. 

Prepared slide notes have 

some supporting narrative, 

explaining the presentation. 
Slide notes add some value to 

slide points, graphics, and data 

with additional comments and 
information. 

Prepared slide notes provide 

little value to slide points, 

graphics, and data. 
Information is disjointed, 

incomplete, and lacking 

analysis. 

Prepared slide notes are 

missing, and provide no direct 

value to slide points, graphics, 
and data.  

  

Language, 

Tone, and 

Wording 

Language used is imaginative, 

memorable, or compelling, and 
enhances effectiveness of the 

presentation. 

Language in presentation is 
appropriate to audience. 

Language choices are 

thoughtful and generally 
support the effectiveness of 

the presentation. Language in 

presentation is appropriate to 
audience. 

Language choices are 

mundane and commonplace 
and partially support the 

presentation effectiveness. 

Language in presentation is 
appropriate to audience. 

Language choices are unclear 

and minimally support the 
effectiveness of the 

presentation. Language in 

presentation is not appropriate 
to audience. 

Language choices are poorly 

selected. Words are misused.  
There are internal conflicts. 

Language in presentation is not 

appropriate to audience. 

  

Discussion 

Posting 

Support 

Discussion postings add value 

and increase understanding of 

presentation, answering all 
questions effectively. 

Discussion postings generally 

add value and help explain 

presentation, answering most 
questions appropriately. 

Discussion postings add some 

value and provide some 

additional insights, answering 
some questions. 

Discussion postings add little 

value or understanding of 

presentation, answering few 
questions. 

Discussion postings were 

missing, inappropriate, or 

failed to answer questions. 

  

Feedback from: 

 

 

General Comments: 

 

Overall Score (1-to-5) 

= 
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Course Materials Rubrics 

 

Assignment A B C D F 

Case Study 

Assignments  

 

Written 

Assignments 

 

PowerPoint 

Presentation 

Information 

clearly supports 

main topic. It 

includes several 

supporting 

details and/or 

examples.  No 

grammatical, 

spelling or 

punctuation 

errors.  Meets 

minimum page 

requirements.   

Information 

supports main 

topic. It includes 

some supporting 

details and/or 

examples.  Some 

grammatical, 

spelling or 

punctuation errors.  

Meets minimum 

page requirements.  

Support of main 

topic is weak.  

Few or no details 

and/or examples 

provided.  Some 

grammatical, 

spelling or 

punctuation errors.   

Information does 

not support main 

topic.  No 

supporting details 

or examples 

provided.   

Assignment 

not 

completed 

Weekly 

Discussions 

(participation) 

Minimum 

required posts 

met.  Content 

of responses 

relate to 

Marketing topic 

presented and 

clearly add 

value to 

discussion 

while engaging 

others.   

Minimum required 

posts met.  

Content of 

responses relate to 

Marketing topic 

presented and add 

some value to 

discussion.   

Minimum required 

posts met.  

Content of 

responses does not 

relate to topic.  

Minimal value-

added to 

discussion.   

Minimum 

required posts not 

met and/or 

responses do not 

add to discussion.   

No 

discussion 

items 

posted. 

 

 

 

 


