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RATIONALE

This course has been designed to enable Sales Managers to: Develop a vision and mission
for their organisation; Be able to understand the dynamics of business environments and
make appropriate strategic decisions for such environments; Understand the importance of
creating sustainable competitive advantages (SCAs), for their firm and apply these to their
marketing activities.

SYNOPSIS

This course covers three major areas - firstly understanding the role of strategy in Marketing
Management, secondly, developing strategy alternatives which capitalise on firm capabilities
and marketing opportunities and lastly implementing such strategies.

OBJECTIVES

On successful completion of this course students will be able to:

• Understand the role and functions of Strategic Management.
• Analyse the external (business) environment in order to identify opportunities and

threats by looking at customers/competitors/markets and other business
environmental factors.

• Analyse the organisation's internal strengths and weaknesses in order to develop
sustainable competitive advantage.

• Use planning techniques and tools to match firm competencies.
• Select and implement appropriate Sales Management strategies to capitalise on

Market opportunities.
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TOPICS

Description Weighting (%)

1. Introduction to Business Strategy 5.00

2. Strategic Market Management 7.50

3. Sales Management Strategies 7.50

4. External Analysis - Customers/Competitors 10.00

5. External Analysis - Market Analysis 10.00

6. External Analysis - Environmental Analysis 10.00

7. Internal Analysis - functional areas of the firm 10.00

8. Using Planning Tools for the Development of Strategy Options 10.00

9. Evaluating and Selecting Strategies 10.00

10. The Role of Sales Management in Strategy Formulation 10.00

11. Implementation of Strategies 10.00

TEXT and MATERIALS required to be PURCHASED or ACCESSED:

Books can be ordered by fax or telephone. For costs and further details use the 'Book Search'
facility at http://bookshop.usq.edu.au by entering the author or title of the text.

Aaker, David A. 2001, Strategic Market Management, 6th edition, John Wiley & Sons Inc,
New York.

Summers, J. & Smith, B. 2002, Communication Skills Handbook: How to succeed in Written
and Oral Communication, John Wiley & Sons, Brisbane.

REFERENCE MATERIALS

Reference materials are materials that, if accessed by students, may improve their knowledge
and understanding of the material in the course and enrich their learning experience.

Avila, Ramon A., Ingram, Thomas N., La Forge, Raymond W. & Williams, Michael R.
1996, The Professional Selling Skills Workbook, The Dryden Press, Fort Worth, Texas.

Futrell, Charles, M. 2001, Sales Management: Teamwork, Leadership, and Technology,
6th edition, Harcourt Brace, Fort Worth, Texas.

Ingram, Thomas M., LaForge, Raymond W. & Schwepker, Charles H. 2001, Sales
Management: Analysis and Decision Making, 4th edition, Harcourt College Publishers,
USA.

McDonald, Malcolm. 1999, Marketing Plans, 4th edition, Butterworth Heinemann, Oxford.

Page - 2



STUDENT WORKLOAD REQUIREMENTS

ACTIVITY HOURS

Directed Study 44

Examinations 55

Private Study 66

ASSESSMENT DETAILS

Description Marks Out of Wtg(%) Required Due Date

CASE ANALYSIS 40.00 40.00 Y 30 Aug 2002

STRATEGY PROJECT 60.00 60.00 Y 04 Nov 2002

OTHER REQUIREMENTS

1 To be assured of a passing grade in this course students will be required to obtain
at least 50% for the assignments in aggregate; at least 50% in the final examination;
and an overall mark of at least 50%. Final grades for the course will be determined
by the addition of the marks obtained in each assessment item, weighted as in the
Assessment Details. To be assured of a B grade students will be required to obtain
an overall mark of 65%. To be assured of an A grade students will be required to
obtain an overall mark of 75%. To be assured of a HD grade students will be
required to obtain an overall mark of 85%.

2 Due Date: The due date for an assignment is the date by which a student must
despatch the assignment to the university. The onus is on the student to provide,
if requested, proof of despatch. In the absence of proof, the Course Leader will
apply the late penalty. Extensions: Applications for extensions should be in writing
and must include supporting documentary evidence. Extensions are only granted
in unforeseen and uncontrollable circumstances. The Course Leader shall consider
all documentary evidence (including statement from a doctor, employer, counsellor
or independent member of the community as appropriate) accompanying an
application for extension and decide on the outcome. Length of extensions: Up to
one week's extension (five working days) may be granted if a signed statement
with supporting documentation is sent with the assignment, proving that an
unforeseen and uncontrollable circumstance caused the delay, for example unusual
and unpredictable work or family commitments. If the signed statement and
supporting documentation does not show that unforeseen and uncontrollable
circumstances were present for the days claimed, then the normal reduction in
marks for a late assignment of 20% per working day will apply. Extensions beyond
one week are not allowed unless express permission is obtained from the Course
Leader. Extensions beyond one week are only granted in extreme circumstance
because model answers may be distributed after this time. If you are likely to require
an extension for a longer period than one week, you must contact the Course Leader
for advice. In most cases, you will be required to complete an alternative make-up
assignment. However, make-up assignments are only granted if you have passed
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all other pieces of assessment for the course. Medical extensions: In the case of an
application for extension for medical reasons, the documentation should include
a statement from a doctor stating: - the date the medical condition began or changed;
- how the condition affected the student's ability to study; - when it became apparent
that the student could not submit the assignment As a rule, you will be granted an
extension for the number of working days covered on a medical certificate. In the
case of a medical extension, you do not need to contact the Course Leader unless
you require an extension of longer than one week. Extensions for family/personal
reasons: In the case of an application for extension for family/personal reasons,
the documentation should include a statement from a doctor, counsellor or
independent member of the community stating: - the date the student's personal
circumstances began or changed; - how the circumstances affected the student's
ability to complete the assignment; - when it became apparent that the student
could not complete the assignment. In the case of an extension for family/personal
reasons you must contact the Course Leader before the due date to discuss the
reason for the extension and to negotiate the length of an extension if granted.
Extensions for employment-related reasons: In the case of an application for
extension for employment-related reasons, the documentation should include a
statement from the student's employer stating: - the date the student's employment
began or the conditions of employment changed; - how this prevents the student
from completing the assignment In the case of an extension for employment-related
reasons you must contact the Course Leader before the due date to discuss the
reason for the extension and to negotiate the length of an extension if granted.

3 Text Books: Please note that it is the responsibility of the student to acquire a copy
of the textbook as soon as their enrolment in the course has been confirmed.
Extensions will not be granted on the basis of the student not having a copy of the
text, if the text is available from the USQ bookshop.

4 Students must retain a copy of all assignments, which must be provided if/when
required by the Course Leader.

5 Course weightings of topics should not be interpreted as applying to the number
of marks allocated to questions testing those topics in an examination paper.

6 Students must put the `word count' for their assignment on the front page of the
assignment. The word count is the number of words in the body of the assignment
report and does not include the title, executive summary, list of references or
appendices. To grade an assignment a marker does not need to read more words
than the word limit of the assignment.
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