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The result of the operation of the course. (TQF 5 RBRU)
	Name of University 
Rambhai Barni Rajabhat University

	Faculty/Department              Faculty of Communication Arts   


Section 1 : General Information
	1. 
Course code and title

 8001005 Principles of Marketing Communication

	2. Credits  3(3-0-6)

	3. Academic program
curriculum : Communication Arts 
Type of course : A Required course

	4.
Responsible faculty and teachers
4.1 Responsible Lecturer:  
     Assistant Professor Dr. Chamlong Kankasri
4.2 Lecturer:         
         Dr. Adi Shakedi
4.3     Group 5 Communication Arts (Bilingual): 29 students

	5. Course semester/academic year and student Level
Second semester/ 2020 and 1st year student level

	6. Pre-requisite (if any) N/A  

	7. Co-requisites (if any) N/A  

	8. Place of study
Classroom number 35410      

	9. Last updated
      April 25, 2021


Section 2 The teaching management in comparison with lesson plans
2.1 Report hours teaching compared with the teaching plan.
	Topic
	Hours/ lesson plans
	Hours/ Teaching
	Causes of teaching differs from the teaching plan is exceeded 25%

	Course overview 

Chapter 1 

Introduction to communication and marketing.

-Communication

-Means of communication

-Processes and communication elements

-The type and purpose of communication

-Means of marketing

-General characteristics of the market

-The importance of marketing 

-The marketing mix

-The present market

-Conclusion


	3


	 3


	

	 Chapter 2 

marketing communications

     -    Means of marketing communication

     -    Marketing communication

     -    Marketing communication goals

     -    Marketing communication 
     -    process

    -   Marketing communication process

    -   An analysis of market 

        opportunities

    -   Show the target recipients of

        marketing communications.

    -   The objectives of the 

        communication to the market

    -   Creating compounds for marketing

        communications

    -   Marketing communication tools

    -   Evaluation of marketing

        communications

    -   Marketing communication strategy

    -   Conclusion

	3
	3


	

	Chapter 3

Communications Integrated Marketing 

    -   Evolution of IMC

    -   Meaning of IMC

    -   Element of IMC

    -   Theories 

    -   Importance of IMC 

    -   Process of IMC 

    -   tools of IMC 

    -   Conclusion
	3
	3
	

	Chapter 4

Consumer behavior with marketing communications 

    -   The definition of consumer

        behavior

    -   the study of consumer behavior 

   -   An analysis of consumer behavior   
   -   A model of consumer behavior 

   -   The process of consumer

       purchase decisions

   -   Social factors that influence

       purchase behavior

   -   Conclusion

	3
	3
	

	Chapter 5

Advertising 

   -   The definition of advertising
   -   The characteristic of advertising

   -   The importance of advertising

   -   Types of advertising

   -   The benefits of advertising

   -   Advertising business

   -   Structure of the agent

       advertisement

   -   Advertising planning

   -   The advantages and disadvantages

       of advertising

   -   Conclusion
	3
	3
	

	Chapter 6 

Sales promotion
   -   The meaning of the promotion

   -   The purpose of sales promotion

   -   The need for the sales promotion

   -   Planning sales promotion

   -   Sales promotion techniques

   -   The type of sales promotion

   -   The trend of sales promotion

   -  The advantages and disadvantages

      of the sales promotion

   -  Conclusion
	6
	6
	

	chapter 7 

Public relations
   -  The meaning of public relations

   -  The purpose of public relations

   -  The importance of public relations

   -  Public relations for the corporate

      image

   -  Public relations for marketing

      communications

   -  The advantages and disadvantages

      of public relations

   -  Conclusion
	6
	6
	

	Chapter 8

Personal selling

   -  The meaning of personal selling

   -  The role of the personal selling
     -  The obligation to personal selling

   -  The process of Personal selling

   -  The need for Personal selling

   -  The advantages and disadvantages

      of Personal selling. 

   -  Conclusion

	6
	6
	

	Chapter 9

Direct marketing 

   -  The meaning of direct marketing

   -  Characteristics of direct marketing

   -  Factors that make direct marketing

      growth

   -  Data base for direct marketing

   -  Direct marketing tools 

   -  Direct marketing plan

   -  The advantages and disadvantages

      of direct marketing

   -  Conclusion
	6
	6
	

	Chapter 10 

Special events for marketing communications

   -   The meaning of special events for

       marketing 

   -   The aim of special events for

       marketing 

   -   Measurement of special events for

       marketing 

   -   The advantages and disadvantages

       of special events for marketing 

Marketing 3.0
Creative Age Marketing 4.0
Digital Marketing

  -  Conclusion
	3
	3
	

	Study of marketing communications / Ayotaya water maket /nation TV/ Ch 3   
	3
	3
	


2.2  Topics that are not covered by the plan
	Topics that are not covered by the plan (if)
	The significance of topics not covered by teaching plan
	Compensation

	N/A
	N/A
	N/A


2.3 The effectiveness of teaching methods that result in learning, as stated in the course details (TQF 3)
	Learning Outcome
	Methods of teaching
	Effectiveness
	Problems /Suggestion

	
	
	have
	No have
	

	1. Moral
	((1) teachers moral Ethics and professional ethics in the class.

(2), the importance of discipline, punctuality, sending the scheduled work and honesty in doing activities or assignments.

(3) teachers activities to students working together.

(4) teachers behave good example to the student
	
	
	

	2. Knowledge
	((1) instructional module required by the emphasis is placed on integrating knowledgeandprofession.

(2) provide a learning applied to the theory of real events

(3) special lecture by external experts with expertise or experience

(4) provide a project course / practice in the workplace

	
	
	

	3. Cognitive Skills
	(1) Event teaching the skills of thinking and new technology, 

(2) teaching and learning activities, learning experiences 

(3) The teaching practice. 

	
	
	

	4. Human relations skills and responsibilities
	(1) activities and focused on teamwork and work to have communication and interaction between people.

(2) intervening the responsibility of human relations to understand the culture of the enterprise in the courses.
	
	
	

	5. Numerical analysis of communication skills and use of information technology.
	(1) The curriculum focuses on practical skills, mathematics and statistical techniques to the use of information technology 

(2) experience, the students present their work using information technology, mathematics and statistics.
	
	
	


	2.4   Proposals to improve teaching methods
Because the principles of marketing communication theory as related areas, teachers should develop strategies teaching to be interesting pace with society. 4.0 instructional design should be open to the business sector to participate to make the student's thinking skills analysis with the real situation. The level of activity. Universities and public holiday affecting teaching teachers need to adjust teaching method in accordance with the calendar of activities each stage accordingly.


Section 3 Summary of teaching and learning results
	Section 5: Dr. Adi Shaked
1. Students enrolled 29
2. Students remain at the end of the semester 29
3. The students revoked (W) N/A 
4.  Variability of scores level (grades) 

Rating
Number
Percentage
A

7
24.14
B+

2
6.90
B

15
51.72
C+

2
6.90
C

2
6.90
D+

0
0
D

1
3.45
F

0

0.00

 I
0

0.00

P,S
0

0.00

 U
0

0.00

 W
0

0.00




1. Factors influencing unusual scores level. (If any)
	Factors
	Errors
	Reasons

	N/A
	N/A
	N/A


2. Error from evaluation plan regarding learning outcome assessment plan, as outlined in Course Specification (TQF3)
2.1 Errors about setting time for assess
	Errors
	Reasons

	N/A
	N/A


2.2 Errors about assessment procedures
	Errors
	Reasons

	N/A
	N/A


3. Verification of student learning outcomes
	Method(s)
	Result(s)

	Questionnaires
	1. Ethics and Moral

The results assessment of Ethics and Moral found that students have knowledge understanding of professional ethics at a high level, 86.5%.
2. Knowledge


The results assessment of knowledge found that students have knowledge and understanding about important concepts and theories in the field of communication arts at a high level, 85%

3. Cognitive Skills

The results assessment of Cognitive Skills found that students can use intelligence to create useful communication knowledge for self-development. Society and participation at a high level 87% percent
4. Interpersonal Skills and Responsibility

The results assessment of Interpersonal Skills and Responsibility found that students can be responsible for the assignments. Both individual and group reports at a high level of 87 percent.
5. Numerical Analysis, Communication and Information Technology Skills 

The results assessment of Numerical Analysis, Communication and Information Technology Skills found that students can communicate effectively in both speaking and writing. Along with choosing the appropriate media presentation format at a high level of 87 percent.


Section 4 : problems that affect the course

1. Issues regarding learning resources and facilities
	Issues regarding learning resources   (if any)
	Effect

	N/A
	N/A


2. Management and Organizational Issues

	Management and Organizational Issues (if any)
	Effect

	N/A
	N/A


Section 5  Evaluation
	1.Course evaluation results by students (Document Attached)

	     1.1 Key issues from student evaluation results (online evaluation)
***Average teaching evaluation results group 5 in the course was 4.31, representing 86.2%

	      1.2 The instructor’s opinion on the issues raised in 1.1
          - Agreed with the student evalution results  

	2.Result of course evaluation from other evaluation methods. 


	      2.1 Feedback from other evaluation methods.
          - N/A

	      2.2 Lecturer’s opinion of feedback raised in 2.1
          - N/A


Section 6 Planned improvements
	1. The progress of the improvement of instruction as proposed in the report of the last

	The improvement plans proposed in the semester / year ago.
	Execution result

	Adjust the content to be modern and up to date
	Action plan to improve teaching

	2.  Other actions to improve the course.
     N/A

	3.  Proposal improvement plan for semester / year.

	Suggestions
	Scheduled to be completed
	Lecture

	N/A
	N/A
	N/A

	4.  Recommendation of the teacher responsible for the course instructor responsible for the course
devices used in the classroom are not ready-to-use condition. The Internet signal to classroom performance. Fan or air conditioning is inadequate. And not the full amount classrooms


Sign.................................................... The teacher who responsible for the course

   (Asst.Prof.Dr.Chamroen Khangkhasri)    

              April 25, 2021
Sign.................................................... The instructor 

    (Dr. Adi Shaked)

              April 25, 2021
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Bachelor of Communication Arts Program in Communication Arts (Bilingual) 1
Bachelor of Communication Arts Program in Communication Arts (Bilingual) 13

