Marketing GI’OUPZ Mission, Electives & Job Tracks

Our Mission:
To develop and disseminate knowledge about marketing processes essential to
creating value for customers, shareholders and society.

Our Teaching Objective:
To stimulate students with managerially relevant and pragmatically useful
offerings that reflect our vision.

Common Principles Guiding our Elective Offerings:
1.  Focus on creating and delivering customer value at marketing interfaces.

2. Integrate strong analytical and critical thinking skills.

3. Each elective supported by an “advisory board” of 3-5 senior marketing
executives/ WSOM-alumni.

4. Connect to Weatherhead signature themes of Design (Marketing Insight
Management) and Sustainability (Marketing Value Creation)
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