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	Name: Kamau John Njau
	University: Africa Nazarene University
	Prerequisite  Course: Principles of Marketing
	Course Language: English
	Keyword: Business to Business Marketing, Industrial Marketing
	Course Description 100 200 words: The course also referred to as industrial marketing focuses on building capacity in learners in areas of business to business buying process. It exposes learners to the nature and scope of industrial marketing, industrial market segmentation, customers service management in business to business engagement as well as application of four Ps of marketing in industrial buying process with a focus on industrial marketing strategies; Product strategies; Channel strategies; Promotional strategies; Pricing strategies; and International industrial marketing.  The course further examines  industrial marketing research, application of information communication technology in business to business marketing  and ethical issues in business to business marketing.(101 words) 
	The format  Title AuthorEditor Publisher Year of PublicationReferences: 1.  Business to Business Marketing Management, Jim Blythe and Alan Zimmerman, Thomson Learning UK. (2005) 
2.  B2B Digital Marketing Strategy: How to Use New Frameworks and Models to Achieve Growth, Hall, S,  Kogan Page, .(2021).
3.   B2B Marketing: A Guidebook for the Classroom to the Boardroom (Management for Professionals), Seebacher,  U.G. Springer, 1st Edition. (2020). 
4. New insights on trust in business-to-business relationships: A multi-perspective approach. Akrout, H., Raies, K., & Woodside, A. G. (Eds ProQuest Ebook Central https://ebookcentral.proquest.com (2019).
	The format  Title AuthorEditor Publisher Year of PublicationCourse Requirements and Grades: Pre-requisite: Principles of Marketing
Grading Scale:  A 80-100   A- 76-79   B+ 72-75  B 68- 71  B- 64-67   C+ 60-63   C 56-59   C- 52-55   D+ 48-51   D 44-47   
D- 40-43  F 0-39
Assessments
1. CATs =20%
2. Project=20%
3. Assignments = 10%
4. Final Examination: 50%
	Main Topics1: The scope and nature of business-to-business marketing
	Keywords1: Introduction 
	Main Topics2: Business buying process 

	Keywords2: Buying process
	Main Topics3: Researching business to businesses markets 
	Keywords3: Market research
	Main Topics4: Business market segmentation 

	Keywords4: Market segmentation
	Main Topics5: Customer relationship management in business-to-business markets 
	Keywords5: Customer Relationship
	Main Topics6: Product strategy in business markets

	Keywords6: Product strategy
	Main Topics7: Pricing strategy in business markets 

	Keywords7: Pricing strategy
	Main Topics8: Marketing communication in business markets

	Keywords8: Communication strategy
	Main Topics9: 
Distribution strategy in business markets
	Keywords9: Distribution strategy
	Main Topics10: E-commerce strategies for business markets 

	Keywords10: E-commerce
	Main Topics11: Market planning, implementation and control in business markets
	Keywords11: Marketing plan
	Main Topics12: Ethical issues in business markets
	Keywords12: Ethics 
	Main Topics13: 
	Keywords13: 
	Main Topics14: 
	Keywords14: 
	Main Topics15: 
	Keywords15: 
	Main Topics16: 
	Keywords16: 
	Course Name: Business to Business Marketing
	Course Start Date: 2023-01-16
	Course End Date: 2023-05-31
	Course Goals and Objectives Approximately 100 words: The overall objective of this course is to equip learners with knowledge and skills that will enable them to effectively participate in business-to-business marketing roles. The specific objectives include:
1. To expose learners to fundamental differences between business markets and consumer markets
2. To create awareness on organizational buying process and its influence on business marketer strategy.
3. To enable learners, examine application of information and communication technologies in business-to-business marketing
4. To evaluate ethical issues in business-to-business marketing and implications to business marketer
5. To expose learner to application of 4Ps of marketing in business to business marketing strategy 
(102 words) 

	Textbook: 1. Business-to-Business Marketing, Brennan, R., Canning, L. & McDowell, R.  SAGE Publications Ltd 5th Edition (2020)
2.  Industrial Marketing: Analysis, Planning and Control, Robert R Reeder, Betty H Reeder, Edward G Brierty Prentice hall India   1997



