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GENERAL ACADEMIC INFORMATION 
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ACADE

MIC 
Marketing 



DEPART

MENT 

Subject 

type 
Elective/Emphasis 

Languag

e 
English 

Semeste

r 

Programme Semester  

BBA Elective  

BA&S Elective  

BIB Elective  

BIMLA Elective  

BEIF Elective  

GAS Elective  

Number 

of 

Academi

c Credits 

3 

Hours of 

academi

c work 

96 

Contact 

hours 
32 

Hours of 

indepen

dent/au

tonomo

us work 

64 

Learning 

prerequi

sites 

• English V 



Internati

onal 

Compon

ent 

• National and international standards, policies, regulations and mores related to the professional field.  

• Vocabulary and technical language to communicate in different cultural contexts. 

• Research and/or projects with international and intercultural components. 

 

Sustaina

ble 

Develop

ment 

Goals 

(SDG) 

SDG: 4. Quality Education 

COURSE DETAILS 

COURSE 

DESCRIP

TION 

Know, evaluate and apply economic and financial tools so that, in line with marketing and corporate strategies, they can execute a successful 

price management - Course is taught in English 

Key 

Words: 
Pricing, Strategy, Management of prices. 



COMPET

ENCES 

DEVELO

PED 

EICEA ILOS or 

Programme 

ILOS 

Course ILOS 

Type  Content 

Teaching 

and Learning 

strategy 

 

Assessment 

 Method 

ILO 02 

ILO 05 

BIMLA ILO 07 

Knows and 

evaluates the 

fundamental 

elements that 

determine the 

price. 

Knowledge Concepts and fundamentals of the price. 
The pricing processes. 

 

Theoretical 

Class 

Formative 

Assessment 

ILO 01 

ILO 02 

ILO 03 

ILO 05 

BIMLA ILO 07 

Applies the 
basics of pricing to 
set the price of 
products and 
services in 
different contexts. 

 

Knowledge Determinants of price: costs, demand 
and competition. 
Price policies. 

 

Theoretical 

Class 

Formative 

Assessment 

ILO 01 

ILO 02 

ILO 03 

ILO 05 

BIMLA ILO 09 

BIMLA ILO 08 

Plans the pricing 
strategy for 
products and 
services. 

 

Skill Price management strategies: price 
fixing, increasing and decreasing 

Discovery 

Based 

Learning 

Formative 

Assessment 

ILO 01: Global Vision: Demonstrate an understanding of multicultural environments both in local and global contexts.  

ILO 02: Critical Thinking: Evaluate information using critical and analytical reasoning to address changing economic and business 

situations.   

ILO 03: Teamwork: Understand and work with others of different backgrounds to solve problems, develop meaningful 

relationships, and share knowledge.  

ILO 05: Business Analytics: Interpret data sets according to their different patterns, trends and scenarios using analytical tools 

that create value in organizations. 

BIMLA ILO 07: Apply technical skills in marketing and logistics: Apply technical skills associated with marketing and logistics in 

the decision making process of the firm.  

BIMLA ILO 08: Understanding marketing tendencies in value chains: Understanding marketing tendencies and demonstrating 

ability to identify critical components in value chains.  



BIMLA ILO09: Communication: Communicate effectively in written and spoken manner in Spanish, English, and a third language. 
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