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Course Timing/Topics Map

3. Course “Playbook:” Objectives/Assignments/Grading/Cases with Questions
4. Course Syllabus/Master Schedule/Topics Discussed

5. BrandScape Presentation Date Signup Sheet

6. “Build Your Brand As A Relationship,” by Mark Bonchek and Cara France, Harvard Business Review, May 9, 2016; Reprint H02VNZ
Session 2
7. Case 1:  “Building Brand Community on the Harley-Davidson Posse Ride,” Harvard Business School Case No. 9-501-015

          For review/refresh - View the BrandScape Overview Video on Angel 
Session 3
8. “The Brand Relationship Spectrum,” California Management Review, Vol. 42, No.4, Summer, 2000

9. Case 2: “A Case for Brand Loyalty," Harvard Bus. School Case No. 9-598-023
Weekend 2
Session 4
10. “Market Segmentation, Target Market Selection, and Positioning;” Harvard Business School Note (April 2006) HBS Reprint 9-506-019

11. An Illustrative Example:  “The International Paper Milk Carton Dilemma.” Read for use as part of class discussion only, No “Case Insight” on this reading.
12. An Illustrative Example:  “TI Digital Signal Processors,” by Dr. Ralph Oliva Read for use as part of class discussion only, No “Case Insight” on this reading.
Click on/read through the materials on “VALS” ("Value and Lifestyle System") see http://www.strategicbusinessinsights.com/vals/ustypes.shtml
Session 5
13. “What are Your “Signature Stories?””  David and Jennifer Aaker, California Management Review, Vol 58. No. 3, Spring 2016; Harvard Product # CMR620

14. “The Behavioral Timeline®,” by Bob Lauterborn

Session 6
15. Case 3:   “Ontela PicDeck A and B,” HBS Case Nos. KEL 450 and KEL 451


Weekend 3
Session 7
16. “The FOCUS Process Overview, GE” (Reprinted with Permission of Bob Pulver)

17. “Creativity in Advertising: When it Works and When it Doesn’t,” by Werner Reinartz and Peter Saffert, HBR, June 2013, Reprint # R1306H

18. “Customer Value Propositions in Business Markets” by James Anderson, James Narus, and Wouter van Rossum, Harvard Business Review “On Point” Reprint Product 3544

Session 8
19. “Why You Need a New Media ‘Ringmaster,” by Patrick Spenner, Harvard Business Review, December 2010, HBR Reprint # R1012E
20. "Branding in the Digital Age,” Harvard Business Review, December 2010, Reprint # R1012C
21. "Branding in the Age of Social Media," by Douglas Holt, Harvard Business Review, March 2016, HBR Reprint # R1603B

Session 9
22.  “Tweet Me, Friend Me, Make Me Buy,” Barbara Giamanco and Kent Gregoire, Harvard Business Review, July-August 2012, HBR Reprint # R1207G

23. Case 4:  “Metabical: Positioning and Communication Strategy for a New Weight-Loss Drug” HBS Brief Case # 4240, July 2010
Weekend 4

Session 10 

24. “Planning for Integrated Marketing Communications,” from “Building a Marketing Plan,” by Ho Yin Wong, Kylie Radel, and Roshnee Ramsaran- Fowdar; Harvard Business Publishing Reprint BEP 122; January 31, 2011
25. “Using Customer Franchise Value to Bridge Short-and Long-Term Investments in a Financial Context”, Pat LaPointe, Marketing NPV; Volume 4, Issue1, Jan, 2007

Session 11
26. “How to Save Your Brand in the Face of Crisis,” by Gita Johar, Matthias Birk and Sabine Einwiller, Sloan Management Review, Summer 2010; Volume 51, No. 4, Reprint Number 51415
27. Historic/Classic Article: “Marketing Myopia,” Theodore Levitt; HBR Classic, July-August, 2004, HBR Reprint # R0407L

Session 12

NOTE: Case 5-    “CTV NewsNet,” Richard Ivey School of Business,Case 9B00C027; Will be Handed Out in Class 
�





Read/ Scan Before Class
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