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A study and analysis of long range personnel policy and operation planning of the organization, organizing of 
work system both in its structure and procedures, departmental human resources, demand, rate of manpower 
procurement to replace vacancy due to promotion, retirement, and dismissal of human resources, factors and 
limitations of personnel development at all organizational levels for both existing and incoming personnel, including 
manpower planning for all types of personnel at different periods and situations.

MGT 4925 Labor Relations 3 credits 

Prerequisite: MGT 3923  Strategic Human Resources Management
 
An analysis of labor relations, focusing on management problems and their solutions, the environmental frame-
work, the legal framework, the behavioral structure of organized labor groups, collective bargaining, administration 
of labor agreement, handling of labor disputes, and labor relations polices.

MGT 4943 Organizational Development 3 credits 

Prerequisites: MGT 3901 Business Organization

MGT 3942 Organizational Behavior

A study of concepts for developing organizations, determining the direction for organization development, stages 
of organization development work, strategies and tactics of organization, development such as team development, 
intergroup relationships, goalsetting and planning, development of skills and abilities for individual participants, and 
so forth. The course also covers organization-environment interface, the group-to-group interface, individual and 
organization interface, problem-solving by means of managerial strategy, the way work is done, new environment 
strategy, communications and influence patterns.  It explores the application of organization development prin-
ciples and concepts in practice, which leads to effective cooperation and a healthy organization.

MGT 4944 Organizational Psychology 3 credits

Prerequisite: MGT 3942  Organizational Behavior

This course deals with an application of psychology to personnel problems in an organization, with major emphasis 
on problem-solving approaches, and selection of personnel strategies, Within this course, students will be given an 
opportunity to learn real personnel problem-solving utilized by psychologists.

MKT 2280 Principles of Marketing 3 credits

Prerequisite: MGT 1101 Introduction to Business

A study of the principles and problems involved in the transfer of goods and services from the producer to the con-
sumer, consumer’s buying motives, product policies, distribution policies, price policies, sales promotion policies, 
and the improvement of marketing efficiency.

MKT 3515 Purchasing and Supply Chain Management 3 credits

Prerequisite: MKT 2280 Principles of Marketing

Topics include the scope and objective of negotiation in procurement, participation and relationship of functional 
elements of the organization of the purchasing department; preparation, conduct and recording of negotiations; 
analysis of sources of supply, contract cost, price, profit, investment and risk; cost principles; techniques of negotia-
tion; make or buy; and transportation service.

MKT 3525 Sales Management 3 credits

Prerequisite: MKT 2280 Principles of Marketing
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This course discusses the management of the personal selling process in marketing covering types of sales orga-
nizations and their relations with other departments of the business, the place of sales research and planning in 
marketing, the selection of selling methods, credit collection and sales financing hiring, training, and compensating 
and supervision of salesmen.

MKT 3530 Consumer Behavior 3 credits

Prerequisites: MGT 2404 Managerial Psychology 

MKT 2280 Principles of Marketing
 
A study of the nature and determinants of consumer behavior. Attention will be focused on the influence of socio-
psychological factors such as personality, various social groups, demographic variables, social class, and culture 
on the formation of consumers’ attitudes. The course will cover consumption and purchasing behavior; including 
steps in the decision-making process starting from problem identification, information and fact finding, evaluation 
of alternatives, buying decision, and after-purchase evaluation.

MKT 3620 Global Marketing 3 credits

Prerequisite: MKT 2280   Principles of Marketing
 
Topics discussed include principles and operations of international and global marketing concepts, the interna-
tional marketing environment; trade promotion activities of the government and private agencies environmental 
aspects of international market; financial features and instruments, marketing structure of international trade, 
terms of trade and credit. International marketing position, foreign market survey, segmentation, targeting and 
positioning, souring strategies, global market entry strategies, strategic elements of competitive advantage, global 
marketing mix including product decisions, pricing, channels of distribution and global marketing communication 
mixes will also be discussed.

MKT 3629 Pricing Strategy and Decision 3 credits

Prerequisite: MKT 2280 Principles of Marketing

Topics include strategic pricing concept, cost structure, market-based pricing for profit, understanding of pricing 
influence on purchase decision, role of value in pricing, price sensitivity analysis, price elasticity; competitive pricing, 
proactive pricing, and an initial launch of integration of elements in profitable pricing. The course will also cover 
pricing for new products and different pricing schemes by segments, product-line pricing, pricing as a promotional 
tool, pricing to leverage competitive advantages, pricing psychology, and pricing ethics.

MKT 3803 Retail Management 3 credits

Prerequisite: MKT 2280   Principles of Marketing
 
This course aims at introducing students to the essential principles and practices of a small business in the area 
of retail operations.  It will cover planning, operations and control in the various retailing institutions, retailing op-
portunities and careers with a major emphasis on the need to adopt decisions on store location, layout, building, 
fixtures, equipment and merchandise management. It will also discuss buying, handling, control and pricing, store 
promotion and customer services.

MKT 3823 Marketing Channel Strategy and Decisions 3 credits

Prerequisite: MKT 2280   Principles of Marketing
 
Structure, functions, types, and operating problems of the various institutions in the chain of distribution of differ-
ent types of products and industries, and segmentation for marketing channel design will be included.  Channel 
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strategy formulation and implementation, the scope of the distribution system, distribution policies, the commu-
nication network, evaluation and control of channel performance are to be discussed. The course will include the 
fast emerging Thai cooperatives as part of a channel system, their organization, and management.  The course will 
also explore channel implementation issues regarding distribution intensity and vertical constraints, and strategic 
alliances in distribution.

MKT 3830 Direct Marketing 3 credits

Prerequisite: MKT 3530   Consumer Behavior

This is a study of the methods of direct marketing to consumers and businesses without using conventional retail-
ers or sales forces.  It discusses the use of direct marketing techniques to enhance traditional marketing methods. 
Topics include the scope of direct marketing, strategic planning, offer planning and positioning database manage-
ment, direct mail, telemarketing, catalogs, and direct response advertising. Marketing applications and concepts 
will be illustrated through examples and case studies.

MKT 3831 Retail Buying and Merchandise Management 3 credits

Prerequisite: MKT 3803   Retail Management

A study of organization and responsibilities of merchandise divisions, both independent and chain. Topics include 
duties and problems of the store buyer, the merchandise manager, demand forecasting, sources of buying infor-
mation, buying policies and practices, selection and evaluation of resources, inventory planning, and control.  

MKT 4725 Competitive Analysis and Strategy 3 credits

Prerequisite: MKT 2280 Principles of Marketing

The course covers provision of analytical concepts in competitive environment, efficient market functioning, indus-
try analysis, strategic groups in industry and global competition, as well as encompassing analysis for competitive 
advantage, vertical linkages, corporate diversification, and competitive strategic alliances.  It provides an under-
standing of the rivalry using game theory, product positioning, competitive pricing, and research and development 
in competitive environment.

MKT 4730 Marketing Management 3 credits

Prerequisites: MKT 2280 Principles of Marketing 

MGT 2900   Principles of Management 

A study and discussion of the scope and field of marketing management.  It discusses the need of marketing and 
product planning for promotional purposes, the need to plan for new products to replace existing products, and 
planning for new marketing techniques, including pricing and pricing policies, the techniques of market survey, its 
objectives and limitations, the management of personal selling, coordination of advertising with all other aspects 
of marketing, the development of policy toward changing the items comprising the product lines, and the control 
of the marketing operation.

MKT 4805 Business-to-Business Marketing 3 credits

Prerequisite: MKT 2280   Principles of Marketing
 
A course encompassing the marketing problems of manufacturers and distributors of industrial goods such as 
machinery and equipment, raw and semi-fabricated materials, and industrial supplies and component parts. The 
course includes the industrial marketing system and concepts, demand and product characteristics, product and 
service definitions, market identification, evaluation and measurement of marketing performance, pricing; promo-
tion and public relations, industrial channel strategy and logistics, and performance standards and instruments 
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of control.

MKT 4806 Product and Brand Management 3 credits

Prerequisite: MKT 2280 Principles of Marketing
 
A study of management concepts concerning price and product policies; strategies used in developing product 
lines; pricing decisions in keeping up-to-date the prices of both industrial and consumer goods; product line man-
agement; environment factors that have impacts on price and product strategies.

MKT 4807 Agricultural Marketing 3 credits

Prerequisite: MKT 2280   Principles of Marketing
 
A study of the nature and problems of marketing agricultural products with an emphasis on Thai agricultural 
marketing.  It discusses the nature of Thai agricultural products and their marketing systems, survey of local and 
foreign agricultural marketing, environmental factors of the agricultural markets, grading, storing and transport-
ing the products, promotional activities and policies of the government and private agencies.

MKT 4809 Marketing for Services 3 credits

Prerequisites: MKT 3530 Consumer Behavior 

Senior standing (Marketing Major)

A study of nature and characteristics of market and consumer behavior for various services; marketing mix for 
services; structure and development of institutions involved in selling services such as financial institution, banks 
insurance companies, transportation firms, hotels and various travel industry agencies. The course also covers 
the comparison between marketing for goods and marketing for services.

MKT 4810 Export-Import Management 3 credits

Prerequisite: MKT 3620 Global Marketing
 
In addition to common principles and practices of international marketing management, the course will include 
foreign market exploration, exchange problems, practices and document preparation, customs clearances and 
forwarding practices, detailed study of customs tariffs, duties and export-import premiums, landed cost calcula-
tion methods, commodity classification system of the Customs Department, carrier selection decision making, 
management and organization of freight forwarding and customs clearance agencies, marketing communication 
for foreign products, management and organization of import and export departments of large commercial firms, 
and the relationship with financial and transportation intermediaries.

MKT 4811 Seminar in Marketing 3 credits

Prerequisites: MKT4730   Marketing Management

Senior standing (Marketing Major)

The primary objective of this course is that of an integrating experience for the students. All areas of marketing 
curriculum will be brought to play on the problems encountered. The approach will be case study analysis, guest 
lecturers from business fields, research, and others.

MKT 4812 Individual Research 3 credits

Prerequisite: Senior standing (Marketing Major) 

This course aims at developing in students the ability to apply a theoretical concept to the real world problems of 
any organization in a selected industry in Thailand. Any specific area of concentration will be chosen by the student 
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upon agreement with an instructor selected from the faculty members of the Marketing Department. A typewrit-
ten report must be submitted.

MKT 4824 Advertising Management 3 credits

Prerequisite: IMC 3102 Integrated Marketing Communications

A study of the management of personal and non-personal communication in the marketing process.  This course 
is an overview of the functions of the advertising agency as a business operation and the advertising departments 
of large business firms. The course emphasizes accounts management and advertising campaign planning, execu-
tion and control, billing procedures, income sources, costing techniques, internal operations, personnel policies, 
media strategy formulation and selections, measurement of advertising effectiveness, and current topics such as 
truth and ethics in advertising.

MKT 4825 Marketing Logistics 3 credits

Prerequisite: MKT 2280  Principles of Marketing

Topics include an analysis of distribution logistics as they relate to time-service concepts, profit control centers, 
technological gains, the transportation system, economics of transportation pricing, national and international 
regulations of transportation, freight rates of different modes and their classification systems, transportation 
terminology, documentation, routes, Thai transport laws, quantitative transportation models, and other modern 
topics. This course focuses on a study of organization structure, communication problems and alternatives evalu-
ation, inventory management, warehousing, and transportation.

MKT 4829 Marketing Decision Making 3 credits

Prerequisites: MKT 2280   Principles of Marketing

Graduating Only or Department Chairperson’s Approval

A course directed towards planning and control in the area of marketing. It includes the principles, techniques and 
actual practices of marketing forecasting, demand analysis and evaluation of market potential. Emphasizing the 
market projection, sales budgeting, pricing, demand analysis, production and distribution scheduling as a part of 
administrative planning for profit, market campaign planning, and execution and control.

MKT 4831 Retail Sales Promotion 3 credits

Prerequisite: MKT 3803 Retail Management

A study of sales promotion within the framework of the retail store. The organizational structure of retail store’s 
sales promotion divisions. A comprehensive examination of the retail sales promotion environment and technique.   
The planning and evaluation of retail sales promotion mix.

MKT 4848 Contemporary Issues in Marketing 3 credits

Prerequisites: MKT 2280  Principles of Marketing 

Senior standing only

This course is designed to incorporate the current issues in marketing field, marketing theories and practices in 
developing and less developing nations, social marketing, green marketing, application of generic marketing theo-
ries to multiple industries, including services, trading, health care, and agriculture and ethical marketing practices 
and dilemmas.

MKT 4855 Research in Marketing 3 credits
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Prerequisites: MKT 2280 Principles of Marketing

MGT 3940 Business Research Methodology
 
An introduction to the principles and methods of marketing research: securing the respondents, making a test 
investigation, sampling, collecting data, types and errors of collected data, tabulating and analyzing the informa-
tion, interpreting the findings and stating the conclusion. Through a series of class projects, practical experience 
is offered to the students on how research techniques and procedures are applied to the solution of marketing 
problems.  The determination of market potential and sales quota, reduction of selling costs, forecasting and ap-
praisal of sales promotional efforts, advertising program and channels of distribution are also comprehensively 
discussed.

MKT 4857 Qualitative Research in Marketing 3 credits

Prerequisites: MKT 4855: Research in Marketing

Senior standing only

An initial course to provide basic application of qualitative techniques in research including in-depth interviews, 
focus-group research and applicable psychological measurement techniques to understand the consumers’ buy-
ing decision making, data collection and analysis through content analysis, discourse analysis and others. It inte-
grates some concepts especially delicate methods of data collection for which quantitative analysis may not be 
sufficient. 

MT 4201 Social Interests, Government Policies and Technology 3 credits

Prerequisite: Required at least 80 credits

The course is the study of the interrelationships among businesses, government, society, and technology and 
how they effect business decisions. Business leaders steer companies through a world continuously altered by 
environmental forces that reshape the economic, cultural, political, technological and ecological terrain in which 
companies operate. This course will introduce student to understand idea of how to operate a company with ethi-
cal and social responsibility.

MU 0601 University Choir

A large group of singers that performs a wide variety of choral works, required at least one major concert each 
semester. Additional performances, both on and off campus are included as well. No audition is required, and open 
to music major and non-music major.

MU 0602 Wind Ensemble

A large group of  band instrumentalists organized on the objectives of service to the university and the study and 
performance of significant repertoire specifically on this medium. Audition is required and open to all students.

MU 0603 Orchestra

A large group of mixed instrumentalists organization on the purposes of orchestral training, including preparation 
and performance of standard orchestral works, opera and oratorio.
Open to all students by audition.

MU 1001 Music Appreciation

A study of music through the techniques of listening to recognize the various elements, styles, genres, forms and 


