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Field: Economics, Management and Business Sciences EHEC /!
. ) \‘\. \
Branch : Business sciences

Specialty : International trade
Semester:Third
SchoolYear: 2025/2026

"~ Jdentification of the eachingsutject

Title: International Marketing 1
Teachingunit :Fundamental
Number of Credits: 04 Coefficient: 02
Total weeklyhourlyvolume : 06 h 00
* Classes (number of hours per week): 01h 30
* Supervisedwork (number of hours per week): 01h30

* Tutorials (number of hours per week): /

_H;adiof fgc?élfitggsu{:fecl

Last Name, First Name : ALLIOUCHE Rachid
Location of the office (Block, Office)

Email : ralliouche@yahoo.fr

Tel : /

Course time and location:: 8:30 am - 2:30 pm - EHEC -koléa
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Prerequisites: Basic marketing knowledge

methods and techniques of international marketing.

General objective of the teachingsubject: To familiarizestudentswith tH‘e approac

Learning objectives: Managing marketing activityinternationally

///\f?
)

Tl ourse content

company’senvironment -

sessions Chapters Content
1 SHendied Chapter 1: Introduction to | -  From local to international marketing
international marketing - The specificities of international marketing
- The objectives of international marketing
- International marketing approaches
- Case study
3ramesty Chapter 2: Analysis of the |- Politicalenvironment

Economicenvironment
Socio-cultural environment
Technologicalenvironment
Ecologicalenvironment
Legalenvironment

International environment
Case study

B U A Chapter 3: International | -

marketstudy .

Whatis international marketresearch?

The objectives of an international marketstudy
The different types of marketresearch
international

The approach of international marketresearch

The sources of information

ICT and international marketresearch
Case study

8 th meeting 9th

Chapter 4: Export -
diagnostics -

Definition of the export diagnosis
The objectives of the export diagnosis
The functionalanalysis

Evaluation of competitivecapacity
Case study
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10", 117&< 2 T Chapter 5: Market - The preparation of prospectifg /.-,
Exploration - The prospecting plan 3.
- The conduct of prospecting \:
- The prospecting budget N
- The monitoring of prospecting TRl
- Case study

13 ", 14th and | Chapter 6: Segmentation,

15 :Jaol'sgi:tcl;?n:nd niematians| - The process of international segmentation
- The particularities of  international
segmentation
- The selection of markets
- The choice of product/ market couple
- Case study
- AssessmentMethods
The nature of the assessment - Percenté-geweigh-tiugs
Exam 60 %
Mini-tests
Tutorials 40 %
Practical Assignments
Personal Project
Group Work
Field Visits
Attendance
Other
Total 100 %
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Textbook (Main reference): N ////
Title of the work Author Publlsher.anc! year of.
publication
; . PASCO-BERHO Editions Dunod, Paris, 2007.
1. International marketing Cori
orimne
The supportingreferences:
Title of the work Author Fullisherand yeae of
publication
Intemationa]. marketing, é lf)cal CROUE Charles Editions De Boeck, 2015
consumer in a global world
Title of the work Author Fublistirsd gexs of
publication
PRIME Nathalie,
International marketing USUNIER Jean- Editions Pearson, Paris, 2018
Claude
Course Schedule
Week Title Date

1st Week Chapter 1: Introduction to

International Marketing:

- From local to international
marketing From September 14 to 18

- The specificities of
international marketing From
local to international
marketing

Chapter 1: Introduction to

International Marketing:

- Marketing approaches

international

- Case study

Chapter 2: Business

EnvironmentAnalysis:

- Politicalenvironment

- Economicenvironment

- Socio-cultural environment

- Technologicalenvironment

2nd Week From September 21 to 25

From 28 to 30 September

3rd Week From 1 to 2 October
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4th Week

Chapter 2 Business
EnvironmentAnalysis:

- Ecologicalenvironment

- Legalenvironment

- International environment
- Case study

|JJ.1‘\_ y :

5th Week

- Chapter 3:
marketstudy:

- Whatis
marketresearch?

- The objectives of an
international marketstudy

International

international

From 1 to 16 October

6th Week

Chapter 3: International

marketstudy:

- The different types of studies
of international markets

- The approach of international
marketresearch

FromOctober 19 to 23

7th Week

Chapter 3: International
marketstudy:
- The sources of information

- ICT and international
marketresearch
- Case study

FromOctober 26 to 30

8th Week

Chapter 4: The export diagnosis:

- Definition of the export
diagnosis

- The objectives of the export
diagnosis

FromNovember 2 to 6

9th week

Chapter 4: The export

diagnosis:

- The functionalanalysis

- Evaluation of
competitivecapacity

- Case study

FromNovember 9 to 13

10th week

Chapter 5:Market Exploration:
- The preparation of

prospecting
- The prospecting plan

FromNovember 16 to 20

11th week

Chapter 5:Market Exploration:
- The conduct of prospecting

- The prospecting budget

FromNovember 2 to 6

Page5/7



Az b dabol, 8 o0 350540 dyy9 g odd

Républigue Algérienne Démocratique £t Populaire

Ministere de "Enscigne t Supdéri == i Ry L A=t = =
“ e:r:;'eehl Eﬁt‘t‘!:;l'{:h(‘ f:::liﬁttiﬁl:;lx‘;; e ’__"'l“‘i E ] ceeladt Zam 5 o Tadl o V350 5
Ecole des Hautes Etades Commercinles Erarmoreraire i sza Ao tanhy =) ;.:.L.al_‘_,fl As yna
EL Moudjahid Bounlem Qussedik : Garea ol e o ?:,;‘:}q_st‘/‘:i.x?\_m
el
A’/’“\\\
/2 Y NK \
Chapter 5: Market Exploration: L
12th week - The monitoring of | | J
prospecting .\;9/
- Case study v/

Chapter 6: Segmentation,
targeting and international

positioning: - N -
13th week - The process of international tom Navember 30 o
. December 4
segmentation

- The particularities of
international segmentation

Chapter 6: Segmentation,

targeting and international

14th k positioning: Fr X
wee - The selection of markets rom December 7 to 11

- The choice of product/
market couple

Chapter 6: Segmentation,
15th week targeting and international From December 7 to 11
positioning:

Integrative case study
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