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3.1  EFFECTIVE MANAGEMENT TECHNIQUES 
 
 
Aims and Objectives 
�x�� To enable students to develop sound management skills which can be practiced in a marketing context. 
�x�� To develop a greater knowledge of personal strengths and weaknesses and the ability to undertake improvements. 
�x�� To develop sensitivity to others and the ability to work in groups and to manage people effectively. 
�x�� To develop the necessary skills for managing marketing operations, marketing information and promotional practices 

effectively. 
 
 
Indicative Content and Weighting 
 
 
3.1.1 The Nature of Management (10%) 
�x�� The role and functions of the manager. 
�x�� Developments and changes in the philosophies of business management. 
�x�� The responsibilities and activities of the marketing manager. 
 
 
3.1.2 Personal Effectiveness (40%) 
�x�� Analysis of personal management competences. 
�x�� Identifying areas of potential improvement in personal management effectiveness. 
�x�� Developing a strategy for personal management improvement. 
�x�� Production of a personal learning contract and project plan for its implementation. 
�x�� Improving skills of time management and prioritization. 
�x�� Improving skills of delegation. 
�x�� Creating and fostering client and customer relationships, sharpening negotiation skills and more effective personal 

marketing. 
�x�� Organizing project reviews, making presentations and managing meetings. 
 
 
3.1.3 Managing People (50%) 
�x�� Recruiting and selecting marketing staff- interviewing skills. 
�x�� Managing marketing staff as individuals- monitoring skills. 
�x�� Managing marketing teams, team building and leadership skills. 
�x�� Identifying problems in teams and individual performance. 
�x�� Appraising and developing marketing staff. 
�x�� Motivation and improving marketing Job satisfaction. 
�x�� Development of strategies and plans for improving the performance of marketing teams. 
�x�� Managing marketing change through people. 
�x�� Managing marketing through adversity and crisis. 
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