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ructure and distinguishing characteristics of organizational 

• d considerations involved in organizational buying;  

2. Explain ho o m zational situations; 

 

 
M: Course Objectives / Learning Outcomes  

At the end of the course, the successful student should be able to: 
1. Explain the nature, structure and characteristics of consumer and organizational marketing strategies:  

A. For consumer markets: 
• demonstrate an understanding of consumer motivation, perception, learning, 

personality, attitude formation, and change;  
• explain the social and cultural dimensions of consumer behaviour;  
• explain the role of the consumer and consumerism in Canadian society;�x




	Education
	Lectures and Seminars
	15 Weeks X 4 Hours per Week = 60 Hours
	Nil

