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1. Exercises, Quizzes, Flashcards & Glossary
Number of Questions

Expert Instructor-Led Training

ADA Compliant & JAWS Compatible Platform
State of the Art Educator Tools

Award Winning Learning Platform (LMS)
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Chapter & Lessons

Syllabus

Chapter 1.
Chapter 2:
Chapter 3:
Chapter 4:
Chapter 5:
Chapter 6:
Chapter 7:
Chapter 8:
Chapter 9:

Chapter 10:
Chapter 11:
Chapter 12:
Chapter 13:
Chapter 14:
Chapter 15:
Chapter 16:
Chapter 17:
Chapter 18:
Chapter 19:
Chapter 20:

Introduction
Marketing and Customer Vaue

Strategic Planning in Marketing

Consumer Markets and Purchasing Behavior

Business Markets and Purchasing Behavior

Market Segmentation, Targeting, and Positioning
Marketing Research and Market Intelligence
Marketing in a Global Environment

Marketing in a Diverse Marketplace

Products: Consumer Offerings

Maintaining a Competitive Edge with New Offerings
Services. The Intangible Product

Pricing Products and Services

Integrated Marketing Communications

The Promotion Mix: Advertising and Public Relations
The Promotion Mix: Personal Selling and Sales Promotion
Direct, Online, Social Media, and Mobile Marketing
Distribution: Delivering Customer Value

Retailing and Wholesaling

Sustainable Marketing: The New Paradigm



Videos and How To

1. Exercises

There is no limit to the number of times learners can attempt these. Exercises come with detailed
remediation, which ensures that |earners are confident on the topic before proceeding.
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EXERCISES

2. @ Quiz

Quizzes test your knowledge on the topics of the exam when you go through the course material.
Thereisno limit to the number of times you can attempt it.

3. flashcards
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Flashcards are effective memory-aiding tools that help you learn complex topics easily. The flashcard
will help you in memorizing definitions, terminologies, key concepts, and more. There is no limit to
the number of times learners can attempt these. Flashcards help master the key concepts.
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FLASHCARDS

4. [J] Glossary of terms

uCertify provides detailed explanations of concepts relevant to the course through Glossary. It
contains a list of frequently used terminologies along with its detailed explanation. Glossary defines
the key terms.

774

GLOSSARY OF
TERMS

5. Expert Instructor-Led Training

uCertify uses the content from the finest publishers and only the IT industry's finest instructors. They
have a minimum of 15 years rea-world experience and are subject matter experts in their fields.
Unlike a live class, you can study at your own pace. This creates a personal learning experience and
gives you al the benefit of hands-on training with the flexibility of doing it around your schedule
24/7.

6. ADA Compliant & JAWS Compatible Platform



uCertify course and labs are ADA (Americans with Disability Act) compliant. It is now more
accessible to students with features such as:

Change the font, size, and color of the content of the course
Text-to-speech, reads the text into spoken words
Interactive videos, how-tos videos come with transcripts and voice-over

Interactive transcripts, each word is clickable. Students can clip a specific part of the video by
clicking on aword or a portion of the text.

JAWS (Job Access with Speech) is a computer screen reader program for Microsoft Windows that
reads the screen either with a text-to-speech output or by a Refreshable Braille display. Student can
easily navigate uCertify course using JAWS shortcut keys.

7. State of the Art Educator Tools

uCertify knows the importance of instructors and provide tools to help them do their job effectively.
Instructors are able to clone and customize course. Do ability grouping. Create sections. Design grade
scale and grade formula. Create and schedule assessments. Educators can also move a student from
self-paced to mentor-guided to instructor-led mode in three clicks.

8. Award Winning Learning Platform (LM YS)

uCertify has developed an award winning, highly interactive yet smple to use platform. The SIIA
CODIE Awards is the only peer-reviewed program to showcase business and education technology's
finest products and services. Since 1986, thousands of products, services and solutions have been
recognized for achieving excellence. uCertify has won CODIE awards consecutively for last 7 years:

o 2014
1. Best Postsecondary Learning Solution

e 2015
1. Best Education Solution



Best Virtual Learning Solution

Best Student Assessment Solution

Best Postsecondary Learning Solution

Best Career and Workforce Readiness Solution

Best Instructiona Solution in Other Curriculum Areas
Best Corporate L earning/Workforce Development Solution
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e 2016

Best Virtual Learning Solution

Best Education Cloud-based Solution

Best College and Career Readiness Solution

Best Corporate / Workforce Learning Solution
Best Postsecondary L earning Content Solution
Best Postsecondary LMS or Learning Platform
Best Learning Relationship Management Solution
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2017
1. Best Overall Education Solution
Best Student Assessment Solution
Best Corporate/Workforce Learning Solution
Best Higher Education LM S or Learning Platform
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2018
1. Best Higher Education LMS or Learning Platform
2. Best Instructional Solution in Other Curriculum Areas
3. Best Learning Relationship Management Solution

1. Best Virtual Learning Solution
2. Best Content Authoring Development or Curation Solution
3. Best Higher Education Learning Management Solution (LMS)

2020



1. Best College and Career Readiness Solution
2. Best Cross-Curricular Solution
3. Best Virtual Learning Solution

Q. Chapter & Lessons

uCertify brings these textbooks to life. It is full of interactive activities that keeps the learner engaged.
uCertify brings all available learning resources for a topic in one place so that the learner can
efficiently learn without going to multiple places. Challenge questions are also embedded in the
chapters so learners can attempt those while they are learning about that particular topic. This helps
them grasp the concepts better because they can go over it again right away which improves learning.

Learners can do Flashcards, Exercises, Quizzes and Labs related to each chapter. At the end of every
lesson, uCertify courses guide the learners on the path they should follow.

Syllabus

Chapter 1: Introduction

Chapter 2: Marketing and Customer Value

In the Spotlight

Marketing and the Marketing Process

The Marketing Mix and the 4Ps of Marketing

Factors Comprising and Affecting the Marketing Environment

Evolution of the Marketing Concept

Determining Consumer Needs and Wants

Customer Relationship Management (CRM)



e Ethical Marketing

e L esson Summary

o Applied Marketing Knowledge: Discussion Questions
e Critical Thinking Exercises

e Building Y our Persona Brand

e What Do Marketers Do?

e Marketing Plan Exercise

e Closing Company Case

Chapter 3: Strategic Planning in Marketing

In the Spotlight

Developing a Strategic Plan

The Role of Marketing in the Strategic Planning Process

Purpose and Structure of the Marketing Plan

Marketing Plan Progress Using Metrics

Ethical Issuesin Developing a Marketing Strategy

L esson Summary

Applied Marketing Knowledge: Discussion Questions



Critical Thinking Exercises

Building Y our Persona Brand

What Do Marketers Do?

Marketing Plan Exercise

Closing Company Case
Chapter 4. Consumer Markets and Purchasing Behavior

e Inthe Spotlight

¢ Understanding Consumer Markets and Buying Behavior
e Factors That Influence Consumer Buying Behavior

e The Consumer Purchasing Decision Process

e Ethical Issuesin Consumer Buying Behavior

e Lesson Summary

e Applied Marketing Knowledge: Discussion Questions

e Critical Thinking Exercises

e Building Your Personal Brand

e What Do Marketers Do?

e Closing Company Case

Chapter 5: Business Markets and Purchasing Behavior



e Inthe Spotlight

e The Business-to-Business (B2B) Market

e Buyersand Buying Situationsin aB2B Market
e Magjor Influences on B2B Buyer Behavior

e Stagesin the B2B Buying Process

e Ethical Issuesin B2B Marketing

e L esson Summary

e Applied Marketing Knowledge: Discussion Questions
e Critical Thinking Exercises

e Building Your Personal Brand

e What Do Marketers Do?

e Closing Company Case
Chapter 6: Market Segmentation, Targeting, and Positioning

¢ Inthe Spotlight
e Market Segmentation and Consumer Markets
e Segmentation of B2B Markets

e Segmentation of International Markets



e Essential Factorsin Effective Market Segmentation

e Selecting Target Markets

e Product Positioning

e Ethical Concerns and Target Marketing

e Lesson Summary

e Applied Marketing Knowledge: Discussion Questions
e Critical Thinking Exercises

e Building Your Personal Brand

e What Do Marketers Do?

e Marketing Plan Exercise

e Closing Company Case

Chapter 7: Marketing Research and Market Intelligence

In the Spotlight

Marketing Research and Big Data

Sources of Marketing Information

Steps in a Successful Marketing Research Plan

Ethical Issuesin Marketing Researc

L esson Summary



Applied Marketing Knowledge: Discussion Questions

Critical Thinking Exercises

Building Y our Persona Brand

What Do Marketers Do?

Marketing Plan Exercise

Closing Company Case
Chapter 8: Marketing in a Global Environment

e Inthe Spotlight

e The Global Market and Advantages of International Trade
e Assessment of Global Markets for Opportunities

e Entering the Global Arena

e Marketing in a Global Environment

e Ethical Issuesin the Global Marketplace

e L esson Summary

e Applied Marketing Knowledge: Discussion Questions

e Critical Thinking Exercises

e Building Your Personal Brand



e What Do Marketers Do?

e Closing Company Case

Chapter 9: Marketing in a Diverse Marketplace

In the Spotlight

o Strategic Marketing: Standardization versus Adaptation
e Diversity and Inclusion Marketing

e Multicultural Marketing

e Marketing to Hispanic, Black, and Asian Consumers
e Marketing to Sociodemographic Groups

e Ethical Issuesin Diversity Marketing

e L esson Summary

o Applied Marketing Knowledge: Discussion Questions
e Critical Thinking Exercises

e Building Your Personal Brand

e What Do Marketers Do?

e Closing Company Case

Chapter 10: Products. Consumer Offerings



e Inthe Spotlight

e Products, Services, and Experiences

¢ Product Items, Product Lines, and Product Mixes

e The Product Life Cycle

o Marketing Strategies at Each Stage of the Product Life Cycle
e Branding and Brand Development

e Forms of Brand Development, Brand Loyalty, and Brand Metrics
e Creating Value through Packaging and Labeling

e Environmental Concerns Regarding Packaging

e Ethical Issuesin Packaging

e L esson Summary

e Applied Marketing Knowledge: Discussion Questions

e Critical Thinking Exercises

e Building Your Personal Brand

e What Do Marketers Do?

e Marketing Plan Exercise

e Closing Company Case

Chapter 11: Maintaining a Competitive Edge with New Offerings



e Inthe Spotlight

e New Products from a Customer’ s Perspective

e Stages of the New Product Development Process

e The Use of Metricsin Evaluating New Products

e Factors Contributing to the Success or Failure of New Products
e Stagesin the Consumer Adoption Process for New Products
e Ethical Considerationsin New Product Development

e L esson Summary

e Applied Marketing Knowledge: Discussion Questions

e Critical Thinking Exercises

e Building Your Personal Brand

e What Do Marketers Do?

e Closing Company Case
Chapter 12: Services. The Intangible Product

¢ Inthe Spotlight
e Classification of Services

e The Service-Profit Chain Model and the Service Marketing Triangle



e The Gap Model of Service Quality

e Ethical Considerationsin Providing Services

e L esson Summary

e Applied Marketing Knowledge: Discussion Questions
e Critical Thinking Exercises

e Building Y our Persona Brand

e What Do Marketers Do?

e Closing Company Case
Chapter 13: Pricing Products and Services

e Inthe Spotlight

e Pricing and Its Role in the Marketing Mix

e The Five Critical Csof Pricing

e The Five-Step Procedure for Establishing Pricing Policy
e Pricing Strategies for New Products

e Pricing Strategies and Tactics for Existing Products

e Ethical Considerationsin Pricing

e Lesson Summary

e Applied Marketing Knowledge: Discussion Questions



Critical Thinking Exercises

Building Y our Persona Brand

What Do Marketers Do?

Marketing Plan Exercise

Closing Company Case

Chapter 14: Integrated Marketing Communications

In the Spotlight

¢ The Promotion Mix and Its Elements

e The Communication Process

e Integrated Marketing Communications

e Stepsin the IMC Planning Process

e Ethical Issuesin Marketing Communication

e Lesson Summary

e Applied Marketing Knowledge: Discussion Questions
e Critical Thinking Exercises

e Building Your Personal Brand

e What Do Marketers Do?



e Marketing Plan Exercise

e Closing Company Case

Chapter 15: The Promotion Mix: Advertising and Public Relations

In the Spotlight

e Advertising in the Promotion Mix

e Mgor Decisionsin Developing an Advertising Plan

e The Use of Metrics to Measure Advertising Campaign Effectiveness
¢ Public Relations and Its Role in the Promotion Mix

e The Advantages and Disadvantages of Public Relations
e Ethical Concernsin Advertising and Public Relations

e L esson Summary

o Applied Marketing Knowledge: Discussion Questions
e Critical Thinking Exercises

e Building Your Personal Brand

e What Do Marketers Do?

e Closing Company Case

Chapter 16: The Promotion Mix: Personal Selling and Sales Promotion



e Inthe Spotlight

e Persona Selling and Its Role in the Promotion Mix

e Classifications of Salespeople Involved in Personal Selling
e Steps in the Personal Selling Process

e Management of the Sales Force

¢ Sales Promotion and Its Role in the Promotion Mix

e Main Types of Sales Promotion

e Ethical Issuesin Personal Selling and Sales Promotion
e Lesson Summary

e Applied Marketing Knowledge: Discussion Questions
e Critical Thinking Exercises

e Building Your Personal Brand

e What Do Marketers Do?

e Closing Company Case
Chapter 17: Direct, Online, Social Media, and Mobile Marketing

¢ Inthe Spotlight
e Traditional Direct Marketing

e Socia Mediaand Mobile Marketing



e Metrics Used to Evaluate the Success of Online Marketing
e Ethical Issuesin Digital Marketing and Social Media

e L esson Summary

o Applied Marketing Knowledge: Discussion Questions

e Critical Thinking Exercises

e Building Y our Persona Brand

e What Do Marketers Do?

e Closing Company Case

Chapter 18: Distribution: Delivering Customer Value

In the Spotlight

The Use and Value of Marketing Channels

Types of Marketing Channels

Factors Influencing Channel Choice

Managing the Distribution Channel

The Supply Chain and Its Functions

Logistics and Its Functions

Ethical Issuesin Supply Chain Management



Lesson Summary

Applied Marketing Knowledge: Discussion Questions

Critical Thinking Exercises

Building Y our Persona Brand

What Do Marketers Do?

Marketing Plan Exercise

Closing Company Case

Chapter 19: Retailing and Wholesaling

In the Spotlight

¢ Retailing and the Role of Retailersin the Distribution Channel
e Major Types of Retailers

e Retailing Strategy Decisions

e Recent Trendsin Retailing

e Wholesaling

e 18.6 Recent Trendsin Wholesaling

e Ethical Issuesin Retailing and Wholesaling

e Lesson Summary

e Applied Marketing Knowledge: Discussion Questions



Critical Thinking Exercises

Building Y our Persona Brand

What Do Marketers Do?

Marketing Plan Exercise

Closing Company Case

Chapter 20: Sustainable Marketing: The New Paradigm

In the Spotlight

e Sustainable Marketing

e Traditional Marketing versus Sustainable Marketing

e The Benefits of Sustainable Marketing

e Sustainable Marketing Principles

e Purpose-Driven Marketing

e Lesson Summary

e Applied Marketing Knowledge: Discussion Questions

e Critical Thinking Exercises

e Building Your Personal Brand

You can't stay away! Get



