EDUC 742
		ECO419: Economics and Marketing of Management

	READING SUMMARY AND REFLECTIVE COMMENTS FORM & INSTRUCTIONS


	For each assigned reading, summarize the main principles and reflect on these principles in order to make the content meaningful to you.  This will ensure that you understand the reading and understand its relationship to daily life experiences within your educational setting or work environment.  The reflective comments may draw on previous experiences or future plans to use the information from the reading.  Reading summaries will be 150-175 words and will be in paragraph form, and the reflective comments will be 100-200 words.  (Submit the Reading Summary and Reflective Comments by 11:59 p.m. (ET) on Sunday in Modules/Weeks 1, 3, and 5, and adding the new entries each time.)
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	Reading
Assignment
	Reading Summary (Main Principles)
	Reflective Comments

	Reading Summary and Reflective Comments 1- Week 1

	Tanner and Raymond
Ch. 1 & 2

	Marketing is the providing of goods/services which are of value to those who receive them. Involved in this process are those individuals/entities who:
· create the thing of value (suppliers, designers, collaborators, clients, etc)
· communicate about the thing of value; to discover what would be valued and also to describe that which is offered
· deliver the thing of value; not just to a place, but delivering to the recipient the best understanding of it for the best experience/use (customer experience)
· exchange the thing of value for a price that affirms its worth to the recipient and creates profit for the creator
Everyone engages in marketing. The for-profit to make money from their contribution of value, the non-profit for the fulfillment of their mission, and individuals for the promotion of their skills and/or value to others. 
The elements of a marketing plan contain research and strategy for understanding:
· who the organization is and what they want to accomplish
· the market 
· how their contribution might meet a need
· who those individuals are that would benefit and how
· who to collaborate with in order to make it all possible as they create, communicate, deliver, and exchange 
Understanding a target market and situation analysis can be done using SWOT analysis—understanding the strengths, weaknesses, opportunities and threats—both within the organization and externally in the marketplace.  
	The big question in marketing is, “Why?” Regardless of whether you’re an individual, a non-profit, or a for-profit the overarching question in marketing is related to the value proposition. Knowing why you want to do something gives purpose. Knowing why you want to partner with someone makes a statement about value—for them and for you. Knowing why an organization does what it does allows employees, investors, donors, volunteers, and participants to engage with it and whether it aligns with their own values and goals. When you know the ‘why’ you can create, communicate, deliver, and trade (exchange something of value for something else of value). In the non-profit that trade may be the contribution of one’s time, effort, or resources for the accomplishment of that valuable goal to meet a need. 
Understanding the need and the best way to meet it are equally important. The ‘how’ one does what they do is just as important as the ‘why’ they do it. In this way, marketing evaluates the audience/recipient’s worldview and understands that engaging with them in a manner that is worthwhile to them is just as important as the goods/services that are offered. 
The approach to marketing was once seen through the lense of product, promotion, place and price. The new paradigm expands this view to create, communicate, deliver, and exchange because the ‘why’ has expanded. Experience is the new playing field. The consumer wants to know how the organization sees themselves in the community and how the community experiences the organization, how the organization treats the environment, etc.. The promotion is an experience, the experience in the place where people shop is important (whether online of storefront). And the exchange may even include a benefit for someone other than the purchaser. 

	Reading Summary and Reflective Comments 2- Week 3

	Tanner and Raymond

ch. 5 & 6
	
	

	Reading Summary and Reflective Comments 3- Week 5

	Tanner and Raymond
week 5
ch. 10 & 12
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