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Short This course discusses the concept of marketing management and its implementation, especially in the world of economic
Course education, especially as preparation for entering the world of work as an economics teacher at a vocational school. Understanding
Description | the basics of marketing management, marketing control and improving marketing systems and trade systems. Lectures are
carried out using a system of case study analysis, presentations and discussions. and reflection
References | Main :
1. Kotler. Philip. 2005. Manajemen Pemasaran Analisis Perencanaan, Implementasi dan Kontrol. Jilid | dan Il. Edisi Ke
sebelas. Jakarta: PT Indeks.
2. Kotler,Philip dan Keller, Kevin Lane. 2013.Manajemen pemasaran (Edisi 13).PT. Indeks: Jakarta3. FandyTjiptono.
2001.Strategi Pemasaran. Penerbit Andi: Yogyakarta.
3. Sumarwan,Ujang. 2002.Perilaku Konsumen (Teori dan Penerapannya dalam Pemasaran). Ghalia Indonesia: Jakarta
Supporters:
Supporting | Dr. Harti, M.Si.
lecturer Dr. Raya Sulistyowati, S.Pd., M.Pd.

Novi Marlena, S.Pd., M.Si.
Septyan Budy Cahya, S.Pd., M.Pd.
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1 Examining core 1.Define Criteria: Reading 0%
marketing concepts marketing 1.The maximum | literature,
concepts score with all | lectures and
2.Describe correct discussions
the core answers is: 100 | 8 X 50
concepts of with the
marketing following
and criteria:
markets 2.1. Question
and number 1, the
transactions correct answer
ina is worth 40
marketing 3.2. Question
activity number 2, the
3.Describe correct answer
the core is worth 30
concepts of 4.3. For question
marketing number 3, the
and correct answer
markets is worth 30
and
transactions
ina
marketing
activity
2 0%
3 Analyze consumer Analyze Criteria: Reading 0%
behavior and the consumer Maximum score literature
factors that behavior and with all correct lectures r;\nd
influence consumer | the factors that answers is: 100 f .
behavior influence discussions
consumer 4 X 50
behavior
4 Examining Analyze Criteria: Reading 0%
marketing marketing Maximum score literature
strategies based on | strategies with all correct lectures é\nd
the STP strategy based on STP answers is: 100 f ;
strategy discussions
4 X 50
5 Examining 1.Analyze Criteria: Reading 0%
;r:ggagt:gg based on marketing 1.The maximum literature,
SWOT strategy strategies score with all | lectures and
based on correct discussions
SW answers is: 100 | USIng case
strategies with the examples,
2.Analyze following Visit Wisi
marketing criteria: ;:(;Jr:pany visit
strategies 2.1. Correct 1 business/UKM
based on value 50 10 X 50
oT 3.2. Correct 2
strategies marks 100
3.Analyzing
the SWOT
ofa
business
6 0%
7 0%
8 MIDDLE 0%
SEMESTER 4 X 50
EXAMINATION
(UTS)
9 Examining the Analyzing the Reading 0%
mar_ketlng mix in a marketing mix literature,
business concept (4P) lectures and
discussions
using
4 X 50 case
examples
10 Examining Analyzing Reading 0%
market!ng market!ng literature,
strategies based on | strategies lectures and
PLC and BCG based on PLC f .
matrix and BCG discussions
matrix 4 X50
11 Examining product Analyzing Criteria: Reading 0%
managementin a product Maximum score literature
business managementin | - with all correct lectures z’md
a business answers is: 100 discussions

4 X 50




12 Examining pricing Analyze pricing | Criteria: Reading 0%
strategies in a strategies in a Maximum score literature,
business business with all correct lectures and
answers is: 100 discussions
using
2 X 50 case
examples
13 Examining various Analyzing Criteria: Reading 0%
distribution distribution Maximum score literature,
phalnnels ted i g:halnnels ted | with all correct lectures and
implemented in a implemented in | answers is: 100 f .
business a business d|spussmns
using
4 X 50 case
examples
14 Examining Analyzing Criteria: Reading 0%
promot_lonal promot_lonal Maximum score literature,
stra'tegles ina stra_tegles ina with all correct lectures and
business business answers is: 100 discussions
using
4 X 50 case
examples
15 Examining Analyze Criteria: Reading 0%
customer value- customer Maximum score literature,
dtrlwten marketing valult(e-?_nven with all correct lectures and
strategies marketing answers is; 100 f :
strategies d|spussmns
using
4 X 50 case
examples
16 FINAL SEMESTER 0%
EXAMINATION 2 X 50
(UAS)
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Learning Outcomes of Study Program Graduates (PLO - Study Program) are the abilities possessed by each
Study Program graduate which are the internalization of attitudes, mastery of knowledge and skills according to the
level of their study program obtained through the learning process.

The PLO imposed on courses are several learning outcomes of study program graduates (CPL-Study Program)
which are used for the formation/development of a course consisting of aspects of attitude, general skills, special skills
and knowledge.

Program Objectives (PO) are abilities that are specifically described from the PLO assigned to a course, and are
specific to the study material or learning materials for that course.

Subject Sub-PO (Sub-PO) is a capability that is specifically described from the PO that can be measured or observed
and is the final ability that is planned at each learning stage, and is specific to the learning material of the course.
Indicators for assessing ability in the process and student learning outcomes are specific and measurable statements
that identify the ability or performance of student learning outcomes accompanied by evidence.

Assessment Criteria are benchmarks used as a measure or measure of learning achievement in assessments based
on predetermined indicators. Assessment criteria are guidelines for assessors so that assessments are consistent and
unbiased. Criteria can be quantitative or qualitative.

Forms of assessment: test and non-test.

Forms of learning: Lecture, Response, Tutorial, Seminar or equivalent, Practicum, Studio Practice, Workshop
Practice, Field Practice, Research, Community Service and/or other equivalent forms of learning.

Learning Methods: Small Group Discussion, Role-Play & Simulation, Discovery Learning, Self-Directed Learning,
Cooperative Learning, Collaborative Learning, Contextual Learning, Project Based Learning, and other equivalent
methods.

Learning materials are details or descriptions of study materials which can be presented in the form of several main
points and sub-topics.

The assessment weight is the percentage of assessment of each sub-PO achievement whose size is proportional to
the level of difficulty of achieving that sub-PO, and the total is 100%.

TM=Face to face, PT=Structured assignments, BM=Independent study.
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