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Kingston Business School/Aventis School of Management

Level 6 Top-up Collaborative Programme

Programme Specification

Title of Course:
BA (Hons) Marketing Management
Date Specification Produced:
October 2012
Date Specification Last Revised:
November 2013
This Programme Specification is designed for prospective students, current students, academic staff and potential employers.  It provides a concise summary of the main features of the programme and the intended learning outcomes that a typical student might reasonably be expected to achieve and demonstrate if they take full advantage of the learning opportunities that are provided.  More detailed information on the teaching, learning and assessment methods, learning outcomes and content of each module can be found in Student Handbooks and Module Descriptors.

SECTION 1:
GENERAL INFORMATION
	Title:
	BA (Hons) Marketing Management


	Awarding Institution:


	Kingston University

	Teaching Institution:


	Kingston Business School
Aventis School of Management pte limited, Singapore



	Location:
	Aventis School of Management, Singapore


	
	


SECTION 2: THE PROGRAMME

A. Programme Introduction
This is a one year (Level 6) top-up programme that permits students who have achieved a diploma qualification equivalent to Level 5 of a UK honours degree (see Section D below) to continue their studies and achieve a UK honours degree.

This programme is designed for students who wish to pursue a career in marketing or brand management, with the aspiration to reach senior leadership and decision making positions.  It has sound emphasis on conceptual and theoretical business and marketing frameworks, models and thinking whilst developing practical management skills. Kingston Marketing graduates have secured jobs with companies such as Virgin Airlines, Marks & Spencer, Fedex, Toyota and Dairy Crest. 

Faculty members are academics with experience in research and working in business. The course has been developed in consultation with past students, relevant industry forums and external academic experts. The participation of practicing business people and past students in the delivery of the course is encouraged to ensure the content is lively and up-to-date.

This final year top-up programme is delivered exclusively at the Aventis campus in Singapore and is designed to provide students who have undertaken an academic qualification equivalent to the first two years of a UK degree programme within a relevant field, the opportunity to gain an honours degree in the areas of Marketing Management.  Typically, applicants have undertaken previous studies with a significant focus on business. The final year enables students to develop a critical understanding and ability to contribute to longer-term marketing strategy.  The final year also provides an opportunity for students to consolidate their learning via a capstone project relating theory to practice.
Throughout the course, there is a strong emphasis on developing skills sought by employers. This includes the ability to undertake in-depth analysis of both quantitative and qualitative business and marketing data, and the confidence to develop innovative marketing plans with a critical perspective on contemporary marketing issues.
Typically, graduates of the Marketing Management programme can expect to pursue a career in marketing and brand management, or continue to postgraduate study.  
B. Aims of the Programme
The main features of this programme:
· To provide all students with an in-depth knowledge and understanding of the key conceptual frameworks in business and marketing
· To develop  the intellectual skills necessary to solve contemporary, complex marketing problems

· To  enable students to identify, analyse and make recommendations for a range of marketing issues
· To develop subject related practical skills

· To prepare students for graduate employment, research, further study and lifelong learning by developing their intellectual, practical and key (transferable) skills

C. Intended Learning Outcomes
The programme provides opportunities for students to develop and demonstrate knowledge and understanding, skills and other attributes in the following areas.  The programme outcomes are developed with reference to the QAA subject benchmarks for General Business and Management (2007).

	Programme Learning Outcomes

	
	Knowledge and Understanding
On completion of the course students will be able to:
	
	Intellectual skills – able to:
On completion of the course students will be able to:
	
	Subject Practical skills 
On completion of the course students will be able to:

	A1
	Demonstrate a knowledge and understanding of the global business environment
	B1
	Develop the intellectual skills necessary to contribute to effective marketing practice
	C1
	Use a range of qualitative and quantitative market research techniques

	A2
	Demonstrate an in-depth knowledge and understanding of the key functional business areas such as marketing, accounting, human resources, projects and operations management
	B2
	Identify and select relevant sources of business and marketing data
	C2
	Confidently use marketing and financial data 

	A3
	Demonstrate a detailed and critical understanding of how the marketing function interrelates with other functional areas and affects overall organisational performance
	B3
	Critically analyse and appraise marketing information to solve complex marketing problems
	C3
	Select and critically evaluate appropriate theoretical frameworks to research business problems 

	A4
	Demonstrate an understanding of the appropriate research approaches and literature in the marketing field
	B4
	Deal critically with marketing management problems and issues in order to produce recommendations for decision and subsequent action
	C4
	Conduct themselves in a professional manner appropriate for the workplace

	A5
	Demonstrate an awareness and understanding of current issues of global concern such as sustainability, ethics and social responsibility and how these relate to contemporary marketing practice

	B5
	Demonstrate the ability to be independent, autonomous learners
	C5
	Identify, analyse and make recommendations for a range of marketing issues

	Key Skills

	
	Self Awareness Skills
	
	Communication Skills
	
	Interpersonal Skills

	AK1
	Take responsibility for  own learning and plan for and record own personal development


	BK1
	Express ideas clearly and unambiguously in writing and the spoken word
	CK1
	Work well  with others in a group or team

	AK2
	Recognise own academic strengths and weaknesses, reflect on performance and progress and respond to feedback


	BK2
	Present, challenge and defend  ideas and results effectively orally and in writing
	CK2
	Work flexibly and respond to change

	AK3
	Organise self effectively, agreeing and setting realistic targets, accessing support where appropriate and managing time to achieve targets

	BK3
	Actively listen and respond appropriately to ideas of others
	CK3
	Discuss and debate with others and make concession to reach agreement

	AK4
	Work effectively with limited supervision in unfamiliar contexts
	
	
	CK4
	Give, accept and respond to constructive feedback

	
	
	
	
	CK5
	Show sensitivity and respect for diverse values and beliefs

	
	Research and Information Literacy Skills
	
	Numeracy Skills
	
	Management & Leadership Skills

	DK1
	Search for and select relevant sources of information
	EK1
	Collect data from primary and secondary sources and use appropriate methods to manipulate and analyse this data
	FK1
	Determine the scope of a task (or project)

	DK2
	Critically evaluate information and use it appropriately
	EK2
	Present and record data in appropriate formats
	FK2
	Identify resources needed to undertake the task (or project) and to schedule and manage the resources

	DK3
	Apply the ethical and legal requirements in both the access and use of information
	EK3
	Interpret and evaluate data to inform and justify arguments
	FK3
	Evidence ability to successfully complete and evaluate a task (or project), revising the plan where necessary

	DK4
	Accurately cite and reference information sources
	EK4
	Be aware of issues of selection, accuracy and uncertainty in the collection and analysis of data
	FK4
	Motivate and direct others to enable an effective contribution from all participants

	DK5
	Use software and IT technology as appropriate
	
	
	
	

	
	Creativity and Problem Solving Skills
	
	
	
	

	GK1
	Apply scientific and other knowledge to analyse and evaluate information and data and to find solutions to problems
	
	
	
	

	GK2
	Work with complex ideas and justify judgements made through effective use of evidence
	
	
	
	

	Teaching/learning methods and strategies
	
	
	

	   The range of learning and teaching strategies includes:

· Formal lectures

· Presentations 

· Independent exercises using online and remote resources
	· Student-led class discussion

· Seminars, workshops and tutorials

· Laboratory sessions

· In-class exercises
	· Group work

· Guest speakers

· Case studies

	Assessment strategies
	
	

	The assessment strategies employed in the Fields include the following:
· Written Exams/Tests

· Multiple choice tests

· Essays

· Posters and Presentations
	· Individual Reports

· Group Reports

· Case Studies

· Research Project

· Reflective Essays/Journals
	· Portfolio

· Peer assessment

· Online exercises

· Practical exercises

· Class Participation


D. Entry Requirements
The minimum entry qualifications for final year (Level 6) entry onto this programme are:

Public sector polytechnic institutions in Singapore: 

Polytechnic Advanced Diploma in a relevant subject: overall Good/60%+ average

Polytechnic Specialist Diploma in a relevant subject: overall Good/60%+ average

SQA Higher National Diplomas (HND): 
Pass overall with 5 Distinctions and 3 Merits at Level 5 in a relevant subject (second year).

Private sector colleges: 

Qualifications that are equivalent to the SQA HND in a relevant subject, with overall Good/B/60%+ average
Admissions Process:

Initially, all applications will be reviewed by the Kingston Business School Liaison Co-ordinator in consultation with the Aventis Liaison Co-ordinator to ensure accurate and appropriate mapping to UK equivalent qualifications.  The mappings above have been undertaken in conjunction with the International Qualifications Comparison database via the UK National Recognition Information Centre (NARIC), and historical records of students transferring into Kingston University with such qualifications.  As the programme matures, details of all applicants’ incoming qualifications and progression on the programme will be monitored to ensure the entry levels are appropriate.  It is intended that in future, a sustainable and self-managed process will develop through the construction of a tailored database will be constructed and maintained to subsequently inform admissions officers regarding equivalences of qualifications so that standard applications can be agreed by Aventis programme staff, with oversight by the KBS Liaison Co-ordinator.  

Additionally, for those for whom English is not their first language, the following (or equivalent) qualifications are also needed:

TOEFL:
IELTS:

Minimum overall grade of 80
Minimum overall grade of 6.0

Minimum element marks in:
Minimum element marks in:

Reading: 
20

Reading:
5.5

Listening: 
19

Listening:
5.5 

Writing: 
20 

Writing:
5.5

Speaking: 
21

Speaking:
5.5

E. Programme Structure
This programme is offered in full-time mode and leads to the award of BA (Hons) Marketing Management.  Entry is at level 6 (final year) with equivalent qualifications to those listed above.  There are three intake points, in February, July and September of each year. 
E1.
Professional and Statutory Regulatory Bodies


N/A
E2.
Work-based learning, including sandwich programmes

N/A
E3.
Outline Programme Structure

Level 6 comprises four modules, each worth 30 credit points.  Students must complete 120 credits at this level in addition to the previous studies totalling a minimum of 240 credits (with at least 120 credits at each of levels 4 and 5 or equivalent) which will be credited against a student’s registration via APCL – accreditation of prior credited learning.   All students will be provided with the online link to the University regulations during the Induction period and full details of each module will be provided in module descriptors and student module handbooks.  

	

	Level 6 (3 x 30 credit modules = core 1 x 30 credit module = elective)

	Compulsory modules


	Module code
	Credit 

Value
	Level 
	% 

Written exam
	% practical exam
	% 

course-work
	Teaching Block
	Pre-requisites

	Contemporary Marketing
	BM6621
	30
	6
	0
	20
	80
	1 and 2
	

	Buyer Behaviour
	BM6613
	30
	6
	75
	0
	25
	1 and 2
	

	Managing Brands
	BM6611
	30
	6
	0
	20
	80
	1 and 2
	

	Elective
	Various
	30
	6
	
	
	
	1 and 2
	


F. Principles of Teaching Learning and Assessment 

At the heart of the programme is the combination of theory and business practice.  Research active staff expose students to current research developments, whilst industry guest speakers provide additional opportunities to relate these to practice.  Furthermore, assignments typically require substantial primary and secondary research to be undertaken, thereby ensuring students progressively develop both their analytical and research skills at each level of the programme. 
 The assessment strategy ensures that students have explicit formative opportunities for practice and ‘feed forward’ designed to help them achieve their full potential in summative assessment. A range of methods will be selected to actively engage students, including problem and enquiry-based learning, industry research and peer-assisted learning.

 

To further support students and integrate the role of the personal tutor within the academic course structure, all personal tutors will be advised of the nature and timing of the assessments for each module on their tutee's course. This will enable tutors to identify and discuss areas of strength and weakness in each individual student's skills and knowledge set.  As personal tutors remain with a student throughout their degree studies, feedback received and discussed in year one will feed forward into year two, and subsequently into the final year, further enabling tutors to direct tutees to appropriate sources of support, guidance and development.

 

In addition, early formative and summative assessment during the first five weeks of the course is used to monitor student engagement with both in-class and online learning.  Students who are considered 'at risk' due to low engagement can be identified and advised by the personal tutor with the support of the student liaison team where issues are non-academic.

G. Support for Students and their  Learning

Students are supported by:
· Module leader for each module 

· A Course Director to help students understand the programme structure

· A designated programme administrator

· Personal Tutors

· Technical support to advise students on IT and the use of software

· An induction week at the start of the programme

· Ongoing re-induction sessions at appropriate points in the course

· Access to English Language Support and Foreign Language tuition
· Staff Student Consultative Committee and Course Representatives

· Student Quality Circles (Student led groups that collect feedback and make recommendations for change)
· StudySpace – a versatile on-line interactive intranet  and learning environment

· Student support facilities that provide advice on issues such as finance, regulations, legal matters, accommodation, international student support etc.

· Support for disabled students
· The Students’ Union
H. Ensuring and Enhancing the Quality of the Course

The University has several methods for evaluating and improving the quality and standards of its provision.  These include:

· External examiners

· Boards of study with student representation

· Annual review and development

· Periodic review undertaken at the subject level

· Student evaluation

· Staff Student Consultative Committees

· Moderation policies

· Informal feedback mechanisms including Student Quality Circles (Student led groups that collect feedback and make recommendations for change)
I. Employability Statement 

Developing employable graduates is at the heart of this programme.  Kingston Marketing graduates have secured jobs with companies such as Virgin Airlines, Toyota and Dairy Crest. 

At all levels students have the opportunity to engage in work related projects drawing on case studies and real life scenarios and all modules are designed to develop the skills valued by employers, such as presentations, teamwork, problem-solving and communication skills.  This is achieved by embedding employability initiatives within the curriculum as well as designing appropriate assessment methods to mirror real-life practices, e.g. business plans, reports and summaries, so that students are exposed to opportunities that continually develop their skills. Students are encouraged to reflect on their learning so they can also articulate how the acquisition of such skills relates to practice and how they can be developed in the future. Business practitioners often contribute to the evaluation of student work.  

To complement the development of employability skills within the curriculum, the Faculty award certificates, such as ‘Career Chase’, that formally recognise students who build up a portfolio of skills developed through non-academic activities, for example; volunteering and maintaining a personal development planning journal and networking seminars.   The faculty offers both employment-based activities where employers are invited on campus to participate in specialist networking activities, such as Spotlight on Marketing, Spotlight on HR, as well as the Strategy into Practice seminar series, which provides additional opportunities for students to hear about current business issues from prominent guest speakers.  

As an alternative to immediate employment, Kingston Business School graduates are also well prepared for postgraduate study.
J. Approved Variants from the UMS/PCF

There are no variants to the UMS.

K. Other sources of information that you may wish to consult

QAA Benchmark statement website:  http://www.qaa.ac.uk/Publications/InformationAndGuidance/Pages/Subject-benchmark-statement-General-business-and-management.aspx
· Module guides/module handbooks

· Student handbook


Development of Programme Learning Outcomes in Modules

This map identifies where the programme learning outcomes are assessed across the modules for this programme.  It provides an aid to academic staff in understanding how individual modules contribute to the programme aims, and a means to help students monitor their own learning, personal and professional development as the programme progresses and a checklist for quality assurance purposes
	
	
	
	
	Level 4
	Level 5
	Level 6

	
	Module Code
	
	
	Managing Marketing Information
	Marketing Principles
	Business Economics
	Organisational Behaviour
	Managing Financial Resources
	Market Research
	Marketing Strategy and  Planning
	Contemporary Marketing
	Buyer Behaviour
	Managing

Brands

	Programme Learning Outcomes
	Knowledge & Understanding
	A1
	Demonstrate a knowledge and understanding of the global business environment
	
	
	F/S
	
	F/S
	
	F/S
	F/S
	
	

	
	
	A2
	Demonstrate an in-depth knowledge and understanding of the key functional business areas such as marketing, accounting, human resources, projects and operations management
	
	F/S
	
	F/S
	F/S
	F/S
	F/S
	F/S
	
	

	
	
	A3
	Demonstrate a detailed and critical understanding of how the marketing function interrelates with other functional areas and affects overall organisational performance
	
	F/S
	
	
	
	
	F/S
	F/S
	
	

	
	
	A4
	Demonstrate an understanding of the appropriate research approaches and literature in the marketing field
	F/S
	
	
	
	
	F/S
	F/S
	
	
	

	
	
	A5
	Demonstrate an awareness and understanding of current issues of global concern such as sustainability, ethics and social responsibility and how these relate to contemporary marketing practice
	
	
	F/S
	
	
	
	F/S
	F/S
	
	

	
	Intellectual Skills
	B1
	Develop the intellectual skills necessary to contribute to effective marketing practice
	F/S
	F/S
	F/S
	
	
	F/S
	F/S
	F/S
	
	

	
	
	B2
	Identify and select relevant sources of business and marketing data
	F/S
	F/S
	
	
	F/S
	F/S
	F/S
	F/S
	
	

	
	
	B3
	Critically analyse and appraise marketing information to solve complex marketing problems
	F/S
	
	
	
	
	F/S
	F/S
	F/S
	
	

	
	
	B4
	Deal critically with marketing management problems and issues in order to produce recommendations for decision and subsequent action
	
	
	
	
	
	F/S
	F/S
	F/S
	
	

	
	
	B5
	Demonstrate the ability to be independent, autonomous learners
	
	F/S
	
	
	
	F
	F
	F/S
	
	

	
	Practical Skills
	C1
	Use a range of qualitative and quantitative market research techniques
	F/S
	
	
	
	
	F/S
	F/S
	F/S
	
	

	
	
	C2
	Confidently use marketing and financial data 
	F/S
	
	
	
	F/S
	F/S
	F/S
	F/S
	
	

	
	
	C3
	Select and critically evaluate appropriate theoretical frameworks to research business problems 
	
	
	
	
	
	F/S
	F/S
	F/S
	
	

	
	
	C4
	Conduct themselves in a professional manner appropriate for the workplace
	
	
	
	
	
	
	F
	F/S
	
	

	
	
	C5
	Identify, analyse and make recommendations for a range of marketing issues
	
	
	
	
	
	F/S
	F/S
	F/S
	
	

	
	Self Awareness Skills
	AK1
	Take responsibility for  own learning and plan for and record own personal development
	S
	F/S
	S/F
	F/S
	F
	
	
	
	
	

	
	
	AK2
	Recognise own academic strengths and weaknesses, reflect on performance and progress and respond to feedback
	F
	F/S
	S/F
	F/S
	F
	F
	F
	F
	F
	F

	
	
	AK3
	Organise self effectively, agreeing and setting realistic targets, accessing support where appropriate and managing time to achieve targets
	S
	F/S
	S/F
	F/S
	F
	F
	F
	F
	F
	F

	
	
	AK4
	Work effectively with limited supervision in unfamiliar contexts
	F
	F/S
	S/F
	F
	F
	F
	F
	F
	F
	F

	
	Communication Skills
	BK1
	Express ideas clearly and unambiguously in writing and the spoken work
	F
	F/S
	S/F
	F/S
	F/S
	F/S
	F/S
	F/S
	F/S
	F/S

	
	
	BK2
	Present, challenge and defend  ideas and results effectively orally and in writing
	F
	F/S
	S/F
	F/S
	F/S
	F/S
	F/S
	F/S
	F/S
	F/S

	
	
	BK3
	Actively listen and respond appropriately to ideas of      others
	F
	F/S
	S
	F/S
	F
	F
	
	F/S
	F/S
	F/S

	
	Interpersonal Skills
	CK1
	Work well  with others in a group or team
	F
	F/S
	S/F
	F
	F
	S
	F/S
	S
	S
	S

	
	
	CK2
	Work flexibly and respond to change
	F
	F/S
	S/F
	F/S
	F
	S
	
	S
	S
	S

	
	
	CK3
	Discuss and debate with others and make concession to reach agreement
	F
	F/S
	S/F
	F
	F
	F
	S
	S
	S
	S

	
	
	CK4
	Give, accept and respond to constructive feedback
	F
	F/S
	
	F
	F
	F
	
	F/S
	F/S
	F/S

	
	
	CK5
	Show sensitivity and respect for diverse values and         beliefs
	F
	F
	S/F
	F/S
	F
	
	
	
	
	

	
	Research and Information Literacy Skills
	DK1
	Search for and select relevant sources of information
	F
	F/S
	S/F
	F
	F/S
	F/S
	F/S
	F/S
	F/S
	F/S

	
	
	DK2
	Critically evaluate information and use it appropriately
	S
	F/S
	S/F
	F/S
	F/S
	F/S
	F/S
	F/S
	F/S
	F/S

	
	
	DK3
	Apply the ethical and legal requirements in both the access and use of information
	F/S
	F/S
	S/F
	F/S
	F
	F/S
	F/S
	
	
	

	
	
	DK4
	Accurately cite and reference information sources
	F/S
	F/S
	S/F
	F/S
	F/S
	F/S
	F/S
	S
	S
	S

	
	
	DK5
	Use software and IT technology as appropriate
	S
	F/S
	S
	F/S
	F
	S
	F/S
	S
	S
	S

	
	Numeracy Skills
	EK1
	Collect data from primary and secondary sources and use appropriate methods to manipulate and analyse this data
	F/S
	F/S
	S/F
	F/S
	F
	F/S
	F/S
	 F/S
	 F/S
	 F/S

	
	
	EK2
	Present and record data in appropriate formats
	S
	F/S
	S/F
	
	F/S
	F/S
	F/S
	S
	S
	S

	
	
	EK3
	Interpret and evaluate data to inform and justify arguments
	F
	F/S
	S
	
	F/S
	F/S
	F/S
	F/S
	F/S
	F/S

	
	
	EK4
	Be aware of issues of selection, accuracy and uncertainty in the collection and analysis of data
	F/S
	F/S
	S
	
	F/S
	F/S
	F/S
	F/S
	F/S
	F/S

	
	Management and Leadership Skills
	FK1
	Determine the scope of a task (or project)
	F/S
	F/S
	S
	
	F
	F/S
	
	S
	S
	S

	
	
	FK2
	Identify resources needed to undertake the task (or project) and to schedule and manage the resources
	F
	F/S
	S/F
	F
	F
	F
	
	S
	S
	S

	
	
	FK3
	Evidence ability to successfully complete and evaluate a task (or project), revising the plan where necessary
	F
	F/S
	S/F
	F
	F
	F
	
	S
	S
	S

	
	
	FK4
	Motivate and direct others to enable an effective contribution from all participants
	F
	F/S
	S/F
	F/S
	F
	
	
	
	
	

	
	Creativity and Problem Solving Skills
	GK1
	Apply scientific and other knowledge to analyse and evaluate information and data and to find solutions to problems
	F/S
	F/S
	S
	S
	F/S
	F/S
	S
	F/S
	F/S
	F/S

	
	
	GK2
	Work with complex ideas and justify judgements made through effective use of evidence
	F/S
	F/S
	S
	F/S
	F/S
	F/S
	S
	F/S
	F/S
	F/S


S 
indicates where a summative assessment occurs.  

F
where formative assessment/feedback occurs.  
Indicative Module Assessment Map

This map identifies the elements of assessment for each module.  Course teams are reminded that:

· There should be no more than three elements of assessment per module

· There should be no more than one formal examination per module.  

· Synoptic assessments that test the learning outcomes of more than one module are permitted

· Written individual assessment is subject to a maximum word count of 3000 words. Module leaders may set a lower limit that is appropriate to the subject and nature of the coursework.
· Written group coursework is subject to a maximum word count of 5000 words. Module leaders may set a lower limit that is appropriate to the subject and nature of the coursework. 
	Module
	Coursework 1
	Coursework 2
	Examination

	Level 
	Module Name
	Module code
	Credit value
	Core/option
	Type of coursework
	Word Length
	Weighting %
	S/F*
	Type of coursework
	Word Length
	Weighting %
	S/F*
	Written/

practical
	Duration
	Weighting %
	S/F*

	6
	Buyer Behaviour


	BM6604
	30
	C
	individual
	3000
	25
	F/S
	
	
	
	
	written
	2 hours
	75
	S

	6
	Managing Brands


	BM6611
	30
	C
	group
	5000
	20
	F/S
	individual
	3000
	60
	
	practical
	15 mins
	20
	S/F

	6
	Contemporary Marketing


	BM6621
	30
	C
	individual
	3000
	60
	F/S
	group
	5000
	20
	
	practical
	15 mins
	20
	S/F

	6
	Elective


	
	30
	O
	various
	
	
	
	various
	
	
	
	various
	
	
	


Technical Annex

	Final Award(s):


	BA (Hons)

	Minimum period of registration:
	1 year



	Maximum period of registration:
	2 years


	FHEQ Level for the Final Award:


	Level 6

	QAA Subject Benchmark:
	General Business


	Modes of Delivery:
	Full-time 


	Language of Delivery:
	English



	Faculty:
	Business and Law



	School:
	Business



	JACS code:
	N5 Marketing



	UCAS Code:
	N500 


	Course Code:
	

	Route Code:
	

	
	


