UNIVERSITY OF TEXAS AT SAN ANTONIO                                                   Fall 2011

Department of Marketing

Course

MKT 3043.901     
Advertising
Web page
http://faculty.business.utsa.edu/rutecht/



Room

BV 3.318

Instructor
Dr. Rick Utecht

Office

BV 4.320



Email

richard.utecht@utsa.edu
Phone  

458-2525

Hours

T-TH 11:00-11:30, 3:45-4:15 downtown, Tue 9:45-10:45pm  at 1604 in BB 3.01.10 


and by appointment

Text

Contemporary Advertising, by William Arens, 13th ed., McGraw-Hill, Irwin.

Purpose
This class is intended to develop an appreciation of advertising as it relates to marketing. 
  This class is somewhat unique in that its purpose is to help the student to develop a philosophy of the advertising discipline.  Lectures will consist of selected topics designed to help the student construct a personal taxonomy of the discipline.  The taxonomy is intended to enable the student to identify and bridge existing advertising concepts in order to interpret future advertising/marketing phenomena for application.  In other words, it is important for you to become conversant in the advertising/marketing discipline and be able to comprehend problems.

QEP

The Quality Enhancement Plan (QEP) is a course of action designed to 




enhance student learning and is a required component of the accreditation 



process conducted by the Southern Association of Colleges and Schools (SACS).



The UTSA QEP Quantitative Scholarship: From Literacy to Mastery 




provides you with the skills needed to evaluate and interpret data, 




understand risks and benefits, and make informed decisions in your 




personal and professional lives.  The plan focuses on integrating 




quantitative reasoning and communication skills in existing courses across 



the undergraduate curriculum.



The SACS team will visit UTSA during March 23-25, 2010 to review the 



reaccreditation plan.  All UTSA students, faculty, and staff are encouraged 



to learn more about the QEP by visiting the website www.utsa.edu/qep

College

Goals

Learning Goals for Bachelor of Business Administration:




Students will be able to use quantitative analysis and quantitative and non-quantitative 


reasoning to effectively identify and solve business problems.




Students will be able to communicate, both in written reports and oral presentations, 


information and ideas pertinent to business decision-making.




Students will be able to use current information technology to support business decision-


making.




Students will be able to identify ethical and legal issues in a business context and find 


alternatives that demonstrate ethical values.




Students will be able to incorporate a global perspective in business decisions.

Learning

Objectives
1. Develop a personal taxonomy of the promotion/marketing discipline.


2. Develop a philosophy of the promotion discipline.


3. Develop the ability to systematically critique ads.  

General

The student is expected to read the material in the book prior to class.  Pop tests and 

                             homework assignments will be given throughout the semester.  All makeup    

examinations will be given on the day of the final exam less any adjustments.  If you miss a test review, you lose your right to see it.

Grading
Three exams:  100% less the number of in-class exercises or homework at 2% each.



Test I:  10/11  

Chapters 1-7 


plus lecture notes.



Test II:  11/17 

Chapters  8, 10-12, 17, 18      
plus lecture notes and 








             

comprehensive taxonomy notes.

Final:  12/13

Chapters  9, 13-16

plus lecture notes and 

                               @10:30                                                 


comprehensive taxonomy notes.

UTSA policies and services regarding disabilities and academic dishonesty— these may be found online at: 


Disability: http://www.utsa.edu/disability/students.htm 
                                                                 

Academic dishonesty:  http://www.utsa.edu/infoguide/appendices/b.html under section 203
Always remember, never forget:  REVIEW YOUR NOTES and MAKE CONNECTIONS!!!  

Course Schedule:








Readings:

8/25

Introduction

8/30

Marketing your career






Chapter 1

9/1

Advertising/marketing working definitions, International implications



9/6

Marketing mix/taxonomy overview




Chapter 3

9/8

Promotion overview

9/13

Advertising industry






Chapter 2

9/15

Agency classifications





Chapter 7

9/20

Agency/client relationships 





Chapter 4

9/22

In-house departments
 

9/27

Functional departments in the ad agency




Chapter 6 

9/29

Functional departments in the ad agency

10/4

Advertising research and consumer behavior




Chapter 5

10/6

Advertising research and consumer behavior

10/11

Exam one, chapters 1-7

10/13

Test review 

10/18

Creative strategy 






Chapter 10

10/20

Creative execution and formula advertising




Chapter 11 

10/25

Public relations






Chapter 12

10/27

Public relations process 

11/1

Crisis PR







Chapter 18

11/3

Sales promotion

11/8

Intermediary sales promotions 





Chapter 17

11/10

Consumer sales promotions

11/15

AGA’s Analytical Guidelines for Advertising



Chapter 8

11/17

Exam two, chapters 8, 10, 11, 12, 17, 18

11/22

Test review, print guidelines 





Chapter 9

11/24

Thanksgiving






Chapter 13

11/29

Ad cases







Chapter 14

12/1

Ad cases







Chapter 15

12/6

Ad cases







Chapter 16

12/13

Final exam, chapters 9, 13, 14, 15, 16 @ 10:30am 
Always remember, never forget:  REVIEW YOUR NOTES and MAKE CONNECTIONS!!!  

New:
10,   11,   12,   13,   14,   15,   16,   17,   18

Old:
12,   13,   14,   15,   16,   17,   18,   10,   11

