BUS297D

MARKETING IN TECHNOLOGY INDUSTRIES

SYLLABUS

Summer, 2010, Session A

J.J. McClatchy and Joe Giglierano, Instructors
PURPOSE

The purpose of this class is to give the student exposure to marketing in technology industries.  The class will focus on the differences between technology marketing and other kinds of marketing.  Concepts that drive technology marketing will be explored and special skills identified.  
This is an area that has been advanced as much, maybe more, by practitioner/researchers outside of academia than it has by academic researchers.  For this reason, we will use two professional books as our course reading material, rather than a traditional textbook.  Also, material and concepts developed through the research and practice of instructors will an important part of the core material for the course. 

“High technology” in this instance will be focused principally on information technology.  Some students may come to the course with an interest in biotechnology and an effort will be made, through the term project, to give them a chance to gain insight in this industry.
The approach used in this class is to learn some core concepts and explore their application in real-world situations.  These core concepts are Moore’s Technology Adoption Life Cycle and Christensen’s Sustaining/Disruption Model of Innovation.  The course will focus, then, on managing when innovation is a key driver of business performance.
Learning Objectives:

· Understand the basics and implications of:

· The Technology Adoption Life Cycle

· Christensen’s Model

· Uncertainties faced in a technology market

· Obtain practice in gathering and analyzing customer information in a technology market

· Obtain practice in designing exploratory marketing strategy and tactics

· Develop new insights into marketing in technology startups

· Develop new insights into converting startup processes into continuing processes as the new technology firm becomes established

Topics
April 27
Overview of course

What’s “high tech?”

Value Chain Concept

Projects and Assignments

May 4
Innovator’s Dilemma
Segmentation

Chasm and Tornado Concepts

Read Anthony Intro Chapter and Moore Ch 7

May 8 Saturday

Buyer Behavior in Technology Markets

Market Research in Technology Markets

Business Development 1

In-class Assignment 1
Read Anthony Chs 1-4
May 11
Business Plan
Marketing Plan

Cases 1 and 2
Read Anthony Chs 5 & 6

May 18
Early Market
Chasm and Bowling Alley

In-class Assignment 2
Read Moore Chs 8 - 10
May 25
Business Development 2
Growth processes
Experimentation

Read Anthony Chs 7 – 9
June 1
Turn in Interviewing Assignment -- Discussion

Continue Discussion of Growth Processes
Project clinic

Read Moore Chs 12 & 13

June 5 Saturday 

Communications and Branding

Cases 3 and 4
Clean up

June 8 

Breakthrough Innovation
Continuing Innovation

In-class assignment 3

Read Anthony Chs 10 and 11
Read Moore Chs 11 and 14

June 15 

Final presentations

Final discussions

Book
Anthony, Scott D.,  Mark W. Johnson, Joseph V. Sinfield, Elizabeth J. Altman, Innovator’s Guide to Growth:  Putting Disruptive Innovation to Work, Harvard Business School Press, 2008.
Moore, Geoffrey A., Living on the Fault Line:  Managing for Shareholder Value in Any Economy (Revised Edition), HarperCollins, 2002.
You can order these through Amazon.  I got the Kindle versions for a total of about $21.
ASSIGNMENTS AND GRADING

We will have 3 in-class assignments in which you will be given a situation and problem and asked to work up an approach or solution, based on concepts discussed in class – 25 points each; 75 points total.
We will also have an outside assignment that requires interviewing two managers outside of class – 50 points.

Cases:  You will each prepare analyses of two short cases.  We will discuss four cases in class, so you will choose two of these and prepare written analyses with recommendations.  – 50 points each, 100 points total.
We will do periodic quizzes to keep you on your toes on the reading – 25 points total.

Participation – 25 points total.

Term Project:  We will have two real projects, which I will explain on the first night.  I’d like to get a team working on each of these.  Alternative projects may be possible – we’ll see what the distribution of backgrounds and interests we have in the class.  Paper is due on the last day of class – 100 points

Presentation on one of the last two days of class – 25 points

Total for everything – 400 points total
CONTACT INFO

Office:


BT950

Phone:

408 924-3411

E-mail:

Giglierano_J@cob.sjsu.edu

Web Site:

http://www.cob.sjsu.edu/facstaff/giglie_j

Office Hours:

Before class for 1 hour

