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G1-4: This course is an introduction to marketing.
Ge-1: It is divided primarily into identifying consumer needs and product positioning in order to satisfy those needs and differentiate them from your competitors.
G2-2: The marketing mix will also be addressed for product and service marketing.
G2-1: The concepts outlined above will be introduced, explained and analyzed in class. You will be asked questions in class concerning said topics so participation is encouraged
— G3-2: Numerous examples of foreign businesses will be provided.
A 21T G4-1: Ethical implications of certain decision processes will be provided
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G1-4: This course is an introduction to marketing.
G2-1: It is divided primarily into identifying consumer needs and product positioning in order to satisfy those needs and differentiate them from your competitors.
G2-2: The marketing mix will also be addressed for product and service marketing.
G2-1: The concepts outlined above will be introduced. explained and analyzed in class. You will be asked questions in class concering said topics so participation is encouraged
_ G3-2: Numerous examples of foreign businesses will be provided.
A X211 G4-1: Ethical implications of certain decision processes will be provided
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