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(@) Course Description:
This course incorporates lectures, group work, and presentations using the latest marketing
cases and materials. Students will conduct research both on and off campus, fostering
collaborative learning and deepening connections with their group members.
Research and Presentation:
Students will analyze a real-world company and present their actionable ideas and findings.
Teaching Approach:
Taught by an instructor with practical industry experience, this course strongly emphasizes an
active learning approach.
) Week 1: Course Introduction and Overview of the Real-World Business Project

1

Week 2: The Path to Marketing 7.0 (Ch 1) and Current Situation Analysis
2 7.0 1

Week 3: Cognitive Mapping & Deep Insights (Ch 6) and Target Audience Definition
3 6

Week 4: Value Proposition (Ch 8) and New Product Concept Generation
4 8

Week 5: Fieldwork / Company Visit and Concept Refinement
5

Week 6: Brand Storytelling (Ch 7) and Value Proposition Design
6 7

Week 7: Group Work: Finalizing the New Product Concept
7

Week 8: Project Presentation 1 (Product Concept & Target Audience)
8 1

Week 9: Group Work: Visualizing the Concept into Product Design (Utilizing Al Tools)
9 Al

Week 10: Mind-Centric Marketing in the Age of Al (Ch 5) and Exploring PR Strategies
10 Al 5 PR

Week 11: Customer Experience (Ch 10) and PR Strategy Formulation




®)

11 10 PR

Week 12: Group Work: Finalizing Product Design and PR Plan
12 PR

Week 13: Preparation and Rehearsal for Final Presentation
13

Week 14: Course Wrap-up & Reflection on Marketing 7.0
14 7.0

Week 15: Review Week and Final Project Pitch Event

15
Week 16: Final Exam and Course Evaluation Survey
16
©) 1. Mid-term & Final Presentations (2 in total, 15% each) : 30%
2 15%  : 30%
2. In-class Activities & Short Assignments (Designed for lighter workload) : 30%
o 30%
3. Final Exam : 30%
: 30%
4_ Class Participation & Group Work Contribution (Evaluated based on active engagement in class
discussions and collaboration with team members) : 10%
: 10%

Please refer to the syllabus for the schedule. It will also be explained during the first class.
a S 90

A 90 80 )

B 80 70

c 70 60

D 60

S: Excellent, A: Very Good, B: Good, C: Fair, D: Poor
() Students are required to read the assigned materials and complete the weekly tasks prior to

attending each lecture. Mastering the course material and completing the assignments will

require a total of 60 hours of out-of-class study throughout the semester.

60

(©)) Late assignment submissions will result in a penalty. Requests for extensions must be submitted

in writing to the lecturer before the due date, accompanied by medical certificates or other

evidence to justify the extension.
(10) Consultation time: Thursday 14:30-15:30

E-mail: sydney@shinshu-u.ac.jp
Please email me in advance to schedule an appointment. | can also arrange a meeting outside of
the designated consultation hours upon request. Feel free to email me if you have any questions.

14:30-15:30
: sydney@shinshu-u.ac.jp

Marketing 7.0: A Guide for Thinking Marketers in the Age of Al (English Edition)
Philip Kotler Philip Kotler, et al.
5,053 ( )
Kindle
Wiley; 1st edition (April 7, 2026)




ISBN-13 ~ 978-1394329861

2026 4 7
Pre-order

Amazon

The lecturer will provide necessary materials in class.




