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Week & date Topic & Indicative Content 

Week 01 

September 4,5, 

and 6 

Introduction class. 
What is a business strategy? 
The course contains an overview of entrepreneurial thinking and 
the balance between the hard & soft skills entrepreneurs should 
have to run the business successfully and implement the business 
strategies. The course has a couple of modules:  
1. Management section and Corporate governance.  
2. Marketing section, 4Ps,  
3. Research section 
4. Finance.  
5. Entrepreneurial Hard Skills: NPV,  
6. Entrepreneurial Soft Skills: making speeches 
 
Corporate Governance as an element of Business strategies of 
MNCs and listed companies.  
 
TOOLS from Corporate Governance 
Aim and objectives 
Introduction 
Disclosure and corporate governance 

 
 

 

 

Questions: Task 1: Please watch the company’s annual meeting. Do you consider such events useful for shareholders? Why? Task 2: Please, 
visit the company’s website, download its annual report (2022), and read the section “Corporate Governance”. Illustrate how one of the 
mechanisms of CG has been implemented in the company: 

Week 02 

September 

11,12, and 13 

Marketing 
• Define marketing • Identify evidence of marketing in everyday life • Demonstrate a clear understanding of the marketing concept • 
Describe the role of marketing in building and managing customer relationships • Describe how different types of organizations, such as 
non-profits, consumer product (B2C) firms and business-to-business (B2B) organizations, use marketing • Explain how marketing creates 
value for the consumer, the company, and society 

http://www.monich.pro/


 
Here are two popular and widely accepted definitions of marketing. The first is the definition preferred by the UK’s Chartered 

Institute of Marketing (CIM), while the second is that offered by the American Marketing Associatioan (AMA): 

(1) Marketing is the management process responsible for identifying, anticipating, and satisfying customer requirements 

profitably. (CIM, 2001) 

(2) Marketing is the activity, set of institutions, and processes for creating, communicating, delivering, and exchanging offerings 

that have value for customers, clients, partners, and society at large. (AMA, 2007) 

Week 03 

September 

18,19, and 20 

Product Marketing 
Learning Outcomes • Explain what a product is and the importance of products in the marketing mix • Discuss the product life cycle and its 
implications for entrepreneurship • Explain product portfolio management and how it relates to the organization’s business strategy and 
tactics • Define the process for creating new products • Identify the challenges associated with creating a successful new product 
Four Levels of the Product 

Week 04 

September 

25,26, and 27 



  
Products and Services Goods vs. Services 
Characteristics of Service Products • Intangible • Simultaneous Production and Consumption • Little Standardization • High Buyer 
Involvement 

 

  



  
Week 05 

No classes 

Segmentation and Targeting 
Why determine market segments and target customers? 
Learning Outcomes • Explain the purpose of segmentation and targeting in marketing • Describe common segmentation approaches • 
Explain the process of selecting an appropriate segmentation approach and deciding which customer segments to target for marketing 
activities • Explain how targeting influences each element of the marketing mix 

 
Targeting Strategies and the Marketing Mix 
Mass Marketing, Differentiated Marketing, Niche Marketing, Micromarketing 

 

Week 06 

October 9, 10, 

and 11 



Two major segmentation strategies: a concentration strategy or a multisegment strategy. • In the concentration strategy, a company 
chooses to focus its marketing efforts on only one market segment • In the multisegment strategy, a company focuses its marketing efforts 
on two or more distinct market segments 

Week 07 

October 16,17 

Marketing Strategy 

 
Learning Outcomes • Evaluate how marketing strategies align with corporate strategies • Explain the inputs and components of a 
marketing strategy • Show how common analytic tools are used to inform the organization’s strategy • Give examples of corporate 
strategies • Explain how the development and maintenance of customer relationships are an essential part of an organization’s marketing 
strategy 
Strategy and Tactics 

   
Boston Colbuslting group matrix and the excel template 



 
Strategic Opportunity Matrix 

 
Customer-Relationship Strategies 

Week 08 

October 23,24 

Ethics and Social Responsibility 

 

Week 09 

October 30,31 



 
The History of Consumer Protection 
Product Liability 
There are three types of product defects that incur product liability: • design defects, • manufacturing defects, and • defects in marketing. 
Privacy Laws 
Managing Customer Data 

 
Protecting Privacy Online 
Ethics in B2B Marketing 
Gifts and Bribes 



Three Dimensions of Evaluating Gifts: • Content • Context • Culture 
The five factors, which are nicely aligned with the topics of this module, are given below, each with a brief video description of how the 
companies show compliance. 1. Ethics and Compliance Program 2. Corporate Citizenship and Responsibility 3. Culture of Ethics 4. 
Governance 5. Leadership, Innovation, and Reputation 

Week 10 

November 

06,07 

 

Marketing Information and Research. Consumer Behaviour. 

 
Week 11 

November 

13,14, and 15 

- 

Week 12 

November 

20,21, and 22 

- 

Week 13 

November 27, 

28, and 29 

- 

Week 14 

December 4,5, 

6 

- 

Week 15 

December 

11,12, and 13 

- 

Week 16,17 

December 

18,19,20, 

27,28,29 

- 



Week 18 

January 4,5,6 

Review of the studied materials 

 

 

 

 


