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                                                    BSc. Agric. (Makerere University) 

                                                    MSc. Agric. & Consumer Econ. (University of Illinois, USA) 

                                                    PhD (University of Illinois, USA)

4. COURSE TYPE:
Core for Master of Agribusiness Management (MABM) I

5. COURSE STRUCTURE AND LOCATION

This course is equivalent to 3 course units (CU) or 45 contact hours. The course duration is 15 weeks comprising of 45 lecture hours (LH). The course is located in the Department of Agricultural Economics and Agribusiness, Faculty of Agriculture, Makerere University.

6. COURSE DESCRIPTION

Introduction: marketing concepts, importance of marketing. Commodity Marketing: cash and food crops, livestock and their products, fish and fish products, honey, market liberalization, agricultural markets and institutions. New Product Development: innovation, new product development process, adoption and diffusion processes. Product Management: product concept, product mix, product line extensions and deletions, product branding. Consumer behaviour and Market Segmentation: consumer behaviour, market segmentation. Pricing Decisions: pricing objectives, law of supply and demand, theory of costs, pricing strategies. Channel Management and Physical Distribution: key decisions in channel management, types of distribution systems, power and conflict in distribution channels, physical distribution, and the total distribution concept. Marketing Communications: advertising, sales promotion, personal selling, public relations, choice of communication mix and media. Marketing Costs and Margins: marketing efficiency and effectiveness, price efficiency, identifying marketing costs and margins. Marketing Research: market research brief, research proposal.

7. COURSE OBJECTIVES

The main objective of this course is to enable students develop efficient and effective marketing plans for agricultural products. 

Specific objectives of this course are:

i. To make students understand the components of the marketing mix

ii. To impart students with skills for conducting marketing research

8. RECOMMENDED REFERENCES FOR READING

· Crawford, I. M. 1997. Agricultural and Food Marketing Management. Rome: Food and Agriculture Organization of the United Nations.

Available online at: http://www.fao.org/docrep/004/w3240e/w3240e00.HTM
· Carter, S. 1998. Global Agricultural Marketing Management. Rome: Food and Agriculture Organization of the United Nations. 

· Kohls, R. L. and Uhl, J. N. 2007. Marketing of Agricultural Products. Tenth Edition. Prentice Hall. 

· Kotler, P. and Keller, K. L. 2006. Marketing Management. Twelfth edition. Prentice Hall, Englewood Cliffs, N.J.

· Park, M. M. and G. Zaltman. 1987. Marketing Management. Dryden Press.

· Peter, J. P. and J. H. Donnelly, Jr. 1995. Marketing Management. Fourth edition. Irwin.

· Kotabe, M. and K. Helsen. 2001. Marketing Management. Second edition. John Wiley and Sons, Inc.

· Boyd, Jr., H. W. and O. C. Walker, Jr. 1990. Marketing Management: A Strategic Approach. Irwin, Inc.

9.COURSE CONTENT

	TOPIC
	CONTENT
	METHOD OF INSTRUCTION/

Time allocated
	TOOLS/EQUIPMENT NEEDED

	Introduction
	· Marketing concepts

· Importance of marketing
	Interactive Lecture (3 hrs)
	· Chalk/BB

· Marker/white board

· Slide projector

· Power point projector 

	Commodity Marketing
	· Cash crops

· Food crops

· Livestock and their products

· Fish and fish products

· Honey

· Market liberalization

· Agricultural markets and institutions
	Interactive Lecture (3 hrs)


	· Chalk/BB

· Marker/white board

· Slide projector

· Power point projector

	Commodity Marketing
	· Cash crops

· Food crops

· Livestock and their products

· Fish and fish products

· Honey

· Market liberalization

· Agricultural markets and institutions
	Interactive Lecture (3 hrs)


	· Chalk/BB

· Marker/white board

· Slide projector
· Power point projector

	New product development
	· Innovation

· Process

· Adoption and diffusion processes
	Interactive Lecture (3 hrs)


	· Chalk/BB

· Marker/white board

· Slide projector
· Power point projector

	Product Management
	· Product concept

· Product mix
	Interactive Lecture (3 hrs)


	· Chalk/BB

· Marker/white board

· Slide projector
· Power point projector

	Product Management
	· Product line extensions and deletions

· Product branding
	Interactive Lecture (3 hrs)
	· Chalk/BB

· Marker/white board

· Slide projector

· Power point projector

	Consumer Behavior and Market Segmentation
	· Consumer behavior

· Market segmentation
	Interactive Lecture (3 hrs)


	· Chalk/BB

· Marker/white board

· Slide projector

· Power point projector

	Pricing Decisions
	· Pricing objectives

· Law of supply and demand
	Interactive Lecture (3 hrs)


	· Chalk/BB

· Marker/white board

· Slide projector

· Power point projector

	Pricing Decisions
	· Theory of costs

· Pricing strategies
	Interactive Lecture (3 hrs)


	· Chalk/BB

· Marker/white board

· Slide projector
· Power point projector

	Channel Management and Physical Distribution
	· Key decisions in channel management

· Types of distribution systems

· Power and conflict in distribution channels
	Interactive Lecture (3 hrs)


	· Chalk/BB

· Marker/white board

· Slide projector

· Power point projector

	Channel Management and Physical Distribution
	· Physical distribution

· The total distribution concept
	Interactive Lecture (3 hrs)


	· Chalk/BB

· Marker/white board

· Slide projector
· Power point projector

	Marketing Communications
	· Advertising

· Sales promotion

· Personal selling

· Public relations,

· Communication mix

· Communication media
	Interactive Lecture (3 hrs)


	· Chalk/BB

· Marker/white board

· Slide projector
· Power point projector

	Marketing Costs and Margins
	· Marketing efficiency and effectiveness

· Price efficiency

· Identifying costs and margins
	Interactive Lecture (3 hrs)


	· Chalk/BB

· Marker/white board

· Slide projector
· Power point projector

	Marketing Costs and Margins
	· Marketing efficiency and effectiveness

· Price efficiency

· Identifying costs and margins
	Interactive Lecture (3 hrs)


	· Chalk/BB

· Marker/white board

· Slide projector
· Power point projector

	Marketing Research
	· Research brief

· Research proposal
	Interactive Lecture (3 hrs)


	· Chalk/BB

· Marker/white board

· Slide projector
· Power point projector


10. SUMMARY OF TIME NEEDED

Lectures (Interactive)



45 hrs

11. OVERALL COURSE EVALUATION

· Continuous Assessment



40%

(Homework assignments, Test, Term paper)

· Final examination




60%
END

