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Marketing 
Department Website: http://www.collin.edu/department/Business/ 

Program Options: 
AAS – Marketing 
Certificate Level 1 – Entrepreneurship 
Certificate Level 1 – Marketing 

Marketing incorporates professional education courses to prepare individuals for career paths with retail or wholesale organizations, profit or non-profit organizations, governmental agencies, and academic institutions.

Collin’s Marketing Program is designed to give a thorough background in aspects of marketing for students new to marketing and to provide methods for improving skills for people already employed in marketing careers. Marketing students who have questions should visit with the Discipline Lead. 

Through a transfer agreement, students may earn their Associate of Applied Science (AAS) degree in Marketing from Collin and transfer to numerous universities in Texas where their Collin courses may be applied toward Bachelor of Applied Arts and Science (BAAS) and Bachelor of Applied Technology (BAT) degrees.

Students planning to transfer to a college or university should check with the Collin academic advisors. Also check the degree requirement of the intended transfer college prior to beginning this Program to verify course degree applicability. 

AAS – Marketing 
60 credit hours 

FIRST YEAR 
First Semester 
BMGT 1307 Team Building 
BMGT 2303 Problem Solving and 
Decision Making 
MATH 1332 Contemporary Mathematics 
(Quantitative Reasoning) 
(See Mathematics options) 
MRKG 1301 Customer Relationship 
Management (Fall semester only) 
MRKG 1311 Principles of Marketing 


Second Semester 
BMGT 1305 Communications in Management 
BMGT 1341 Business Ethics 
BUSG 2309 Small Business Management / 
Entrepreneurship 
ENGL 1301 Composition I 
IBUS 1354 International Marketing 
Management (Offered Spring Semester only) 
MRKG 2349 Advertising and Sales 
Promotion (Offered Spring Semester only) 

SECOND YEAR 
First Semester 
BMGT 1327 Principles of Management 
GEN ED Humanities / Fine Arts course 
IBUS2341 Intercultural Management 
MRKG 2312 e-Commerce Marketing 
MRKG 2333 Principles of Selling (Offered 
Fall Semester only) 

Second Semester 
ECON 1301 Introduction to Economics 1 
MRKG 2348 Marketing Research and 
Strategies 2 (Offered Spring Semester only) 
MRKG 2381 Cooperative Education – 
Marketing / Marketing Management, General (Capstone) 3 
SPCH 1321 Business and Professional Communication 
(See Speech options) 
1. May substitute ECON-2301, ECON-2302 or PSYC-2301 
2. May substitute BUSG-1307 
3. May substitute BUSG-2371, with consent of Discipline Lead (prior to registering) 






Certificate Level 1 – Entrepreneurship 
18 credit hours 

FIRST YEAR 
First Semester 
BUSG 1307 Entrepreneurship and Economic Development 
BUSG 2309 Small Business Management / 
Entrepreneurship 
MRKG 1311 Principles of Marketing 
MRKG 2333 Principles of Selling 1 

Second Semester 
MRKG 2312 e-Commerce Marketing 
BUSG 2371 Entrepreneurship Experience (Capstone) 2 
1. May substitute ACCT-2301, ACNT-1303 or ACNT-1311 
2. For approval, students must meet with the Discipline Lead for the Marketing Program to determine which Program packets are required for course completion. 

Certificate Level 1 – Marketing 
18 credit hours 

FIRST YEAR 
First Semester 
BMGT 2303 Problem Solving and 
Decision Making 
MRKG 1301 Customer Relationship Management 
MRKG 1311 Principles of Marketing 

Second Semester 
BMGT 1341 Business Ethics 
BUSG 2309 Small Business Management /Entrepreneurship
IBUS 1354 International Marketing Management
BUSG 2371 Entrepreneurship (Capstone) 

PLEASE NOTE:  The Marketing Program changed the rubric of the capstone course through Advisory Committee approval and CAB approval, better to exemplify the scope of the course content.





ADDENDUM A.2
COURSE DESCRIPTIONS FOR THE MARKETING PROGRAM 
2011-2012 through 2017-2018








































WORKFORCE COURSES REQUIRED FOR THE MARKETING AAS
ACADEMIC YEAR 2017-2018

BMGT 1305 Communications in
Management
Basic theory and processes of communication skills
necessary for the management of an organization's
workforce. 3 credit hours. (W)


BMGT 1307 Team Building
Principles of building and sustaining teams in
organizations. Includes team dynamics, process
improvement, trust and collaboration, conflict
resolution, and the role of the individual in the team.
3 credit hours. (W)


BMGT 1327 Principles of Management
Concepts, terminology, principles, theories, and
issues in the field of management. 3 credit hours.
(W)

BMGT 1341 Business Ethics
Discussion of ethical issues, the development of a
moral frame of reference, and the need for an
awareness of social responsibility in management
practices and Business activities. Includes ethical
corporate responsibility. 3 credit hours. (W)


BMGT 2303 Problem Solving and Decision
Making  Formerly BMGT 2347
Decision-making and problem-solving processes in
organizations utilizing logical and creative problem
solving techniques. Application of theory is
provided by experiential activities using managerial
decision tools. 3 credit hours. (W)


BUSG 1307 Entrepreneurship and
Economic Development
Overview of entrepreneurship as an economic
development strategy. Includes community support
systems for entrepreneurs. 3 credit hours. (W)

BUSG 2309 Small Business Management /
Entrepreneurship
Starting, operating, and growing a small Business.
Includes essential management skills, how to
prepare a Business plan, accounting, financial needs,
staffing, marketing strategies, and legal issues.
3 credit hours. (W)

BUSG 2371  Entrepreneurship Experience
Career related activities associated with the operation
of ones own Business.  This course will allow the
student to identify and implement the necessary
knowledge and skills required to be a successful
Business owner.  Prerequisite:  Consent of 
Discipline Lead. 3 credit hours (W)

IBUS 1354 International Marketing
Management
Analysis of international marketing strategies using
market trends, costs, forecasting, pricing, sourcing,
and distribution factors. Development of an
international marketing plan. 3 credit hours. (W)

IBUS 2341 Intercultural Management
Cross-cultural comparisons of management and
communications processes. Emphasizes cultural
ethnic geographic distinctions and antecedents that
affect individual, group, and organizational
behavior. May include sociocultural demographics,
economics, technology, legal issues, negotiations,
and processes of decision making in the
international cultural environment. 3 credit hours.
(W

MRKG 1301 Customer Relationship
Management
General principles of customer relationship
management including skills, knowledge, attitudes,
and behaviors. 3 credit hours. (W)

MRKG 1311 Principles of Marketing
Introduction to the marketing mix functions and
process. Includes identification of consumer and
organizational needs and explanation of
environmental issues. 3 credit hours. (W)

MRKG 2312 e-Commerce Marketing
Explore electronic tools utilized in marketing, focus
on marketing communications in developing
customer relationships. 3 credit hours. (W)

MRKG 2333 Principles of Selling
Overview of the selling process. Identification of
the elements of the communication process between
buyers and sellers. Examination of the legal and
ethical issues of organizations which affect
salespeople. 3 credit hours. (W)

MRKG 2348 Marketing Research and
Strategies
Practical experiences in analyzing marketing studies
using data-driven decision-making processes.
Includes interrelationships among marketing mix.
3 credit hours. (W)
MRKG 2349 Advertising and Sales
Promotion
Integrated marketing communications. Includes
advertising principles and practices. Emphasizes
multi-media of persuasive communication including
buyer behavior, budgeting, and regulatory
constraints. 3 credit hours. (W)

MRKG 2371 Entrepreneurship Experience
Career-related activities associated with the
operations of one’s own Business. This course will
allow the student to identify and implement the
necessary knowledge and skills required to be a
successful Business owner. Prerequisite: Consent of
Associate Dean. 3 credit hours. (W)

MRKG 2381 Cooperative Education-
Marketing/Marketing
Management, General
Career-related activities encountered in the student's
area of specialization offered through an
individualized agreement among the college,
employer, and student. Under the supervision of the
college and the employer, the student combines
classroom learning with work experience. Includes
a lecture component. Contact the Cooperative Work
Experience Office. 3 credit hours. (W)























ADDENDUM B

WORKFORCE COURSES REQUIRED FOR THE MARKETING AAS IN 2011-2012
BUT NOT BY 2017-2018

Please Note that the Marketing AAS comprised a Marketing Track and an International Business track in 2011-2012, constructed because of the emphasis on international interests that was present in the college from 2009 through 2012.  In addition, the Program offered an International Business Certificate.  After only one academic year (2011-2012), however, the emphasis had changed.  The Marketing Program then not only removed the International Business Certificate, and the International degree track, but also discontinued the degree-track method of presenting courses in its entirety.

After evaluating what employers wanted, the Program sunset all IBUS courses except for International Marketing and Intercultural Management.  These two courses were ones that were not only relevant to the Business community of Collin College but the ones that also exposed students to the analytical and the creative aspects of Marketing internationally—a concept that would be used when the Courses in Common were included in both the Business Management and Marketing degrees.






























WORKFORCE COURSES REQUIRED FOR THE MARKETING AAS
ACADEMIC YEAR 2011-2012
NOT REQUIRED FOR THE MARKETING AAS BY 2017-2018


BMGT1391 Special Topics in Business Administration and Management, General 
Topics address recently identified current events, skills, knowledge, and/or attitudes and behaviors pertinent to the technology or occupation and relevant to the professional development of the student. This course was designed to be repeated multiple times to improve student proficiency. 3 credit hours. (W) 
	Sales Management 
Sales management has the primary goal of teaching people how to manage others in the workplace. In this course students practice determining the needs of subordinates, cohorts, and superiors; controlling the work environment so as to encourage personnel to achieve; understanding necessary practices for promoting personnel so that they can fit into their new positions well; and evaluating practices so as to make adjustments as needed. Students also perform activities that teach them how adult learning differs from non-adult learning.

IBUS1305 Introduction to International Business and Trade 
The techniques for entering the international marketplace. Emphasis on the impact and dynamics of sociocultural, demographic, economic, technological, and political-legal factors in the foreign trade environment. Topics include patterns of world trade, internationalization of the firm, and operating procedures of the multinational enterprise. 3 credit hours. (W) 

IBUS1351 Multinational Enterprise and Partnerships 
The essential relationship between domestic and foreign Business and industries engaged in shared services 
and production. Includes economic development through international co-production agreements with governments, technology transfer, legal, financial, labor and management factors, and practical applications of agreements. 3 credit hours. (W) 

IBUS1380 Cooperative Education-International Business / Trade / Commerce 
Career-related activities encountered in the student's area of specialization offered through an individualized agreement among the college, employer, and student. Under the supervision of the college and the employer, the student combines classroom learning with work experience. Includes a lecture component. Contact the Cooperative Work Experience Office. 3 credit hours. (W) 

IBUS1391 Special Topics in International Business 
Topics address recently identified current events, skills, knowledge, and/or attitudes and behaviors pertinent to the technology or occupation and relevant to the professional development of the student. This course was designed to be repeated multiple times to improve student proficiency. Lab required. 3 credit hours. (W) 
	Conducting Business with the International Countries 
A case-based approach to the study of international countries and their long-term, international economic potential. Students will study aspects of global capitalism represented by premier international suppliers of goods, services, and raw materials, along with their interactions with global organizations from countries outside their own borders and strategies of multinational companies operating in the global Business environment 


IBUS2381 Cooperative Education-International Business / Trade / Commerce 
Career-related activities encountered in the student's area of specialization offered through an individualized agreement among the college, employer, and student. Under the supervision of the college and the employer, the student combines classroom learning with work experience. Includes a lecture component. Contact the Cooperative Work Experience Office. 3 credit hours. (W) 

MRKG1302 Principles of Retailing 
Introduction to the retailing environment, types of retailers, current trends, the employment of retailing techniques and factors that influence retailing. 3 credit hours. (W)






























ADDENDUM C
ADVISORY COMMITTEE MEETING MINUTES
2011 THROUGH SPRING, 2017


ADENDUM D

CONCEPT OF ENTREPRENEURSHIP CERTIFICATE
(For existing or aspiring Entrepreneurs or Intrapreneurs)

Ideally, what is the pathway from concept to Business ownership/operation? 

Phase 1: Conception of the Business idea
Phase 2: Evaluation and development of the idea
Phase 3: Gathering the resources
Phase 4: Growth of the Business
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Minimum certificate hours – 18 hrs
(3) BUSG 1307 Entrepreneurship and Economic Development 
	(Originally created as a Local Need course, but during the process of organizing this new
	certificate, so many other colleges throughout Texas realized the same need as had the Collin Marketing Program and applied 	to WECM for just such a course, that the State included this course in the WECM inventory of courses.) 
(3) MRKG 1311 Principles of Marketing 
(3) BUSG 2309 Small Business Management / Entrepreneurship
(3) BUSG 2371 Entrepreneurship/Entrepreneurial Studies (Local Need course) 
		(3) MRKG 2312 eCommerce/Marketing
	(3) MRKG 2333 Principles of Selling

Please see Addendum A.2 for descriptions of courses included in the Entrepreneurship Certificate.
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