Certificate 1V In Business

[BSB40701]

[Marketing]

Course Suitability
This course has general suitability for people
wishing to develop their marketing skills eg

Marketing assistants

Marketing officers

Sales managers

Store managers

Store owners or New Business starters

NSW Vocational
Education & Training
Accreditation Board

Enrolment Options
Private enrolment
Employer sponsored enrolment
Traineeship enrolment*

o New Worker Traineeships

* Subject to eligibility in your state. Refer to our

brochure About Traineeships. Note: all types of

enrolments are subject to meeting the entry

requirements.

Course Duration

You study at your own pace with distance
delivery. You are however, required to submit
work at regular intervals and to an agreed
timetable of study. Normal fulltime study takes
21 weeks. Part time study takes 42 weeks.
Traineeships allow 12 months for completion
but the course is normally timetabled over 40
weeks. The College commences courses all
year round.

Course and Vocational Outcomes
The core modules of this course deliver skills
and knowledge in:
Researching the market
Profiling consumers
Implementing marketing activities
Promoting the business
Analysing research information
Developing work priorities
Identifying marketing opportunities
Monitoring a safe workplace

Entry Requirements

Entry is open to all students who already have
proficient English literacy, computer and office
skills that are equivalent to the Certificate 1l in
Business competency levels. Experience in a
business environment would be beneficial.

Qualification Pathway

Career paths include opportunities as:
Marketers; and
Promotions Officers.

This is a nationally accredited formal
qualification recognised as part of the
Australian Qualifications Framework. After
completion of this qualification you have a
range of opportunities to continue your studies
at Diploma level.

Diploma in Business

Diploma in Business (Frontline

Management)

The electives allow skills development in:
Customer service management
Building client relationships
Establishing networks
Making a presentation
Developing product knowledge

Optional electives can also be substituted to
add industry specific relevance eg
Sales module
Small Business Management module
Frontline Management module

For More Information or To Enrol
Phone: 1800 686 883

Australian College

of Commerce & Management

Registered Training Organisation National ID 1441 Phone: 1800 686 883 www.austcollege.com.au
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10 Units of Competence are required to achieve this Qualification.
The following list details the 8 core or compulsory units of study taken in this course.

Two further units must be selected from the Electives listed to achieve the qualification

Module of Study Workplace Skills and Outcomes

Core Module 1. Achieving Work P riorities

BSBCMN402A - Plan own work schedule

Develop work priorities - Monitor own work performance
Coordinate professional development

Core Module 2. Identify Marketi ng Opportunities

BSBMKG302A - Confirm business needs

Identify marketing - Identify market needs

opportunities . ldentify market opportunities

Core Module 3. Market Research

BSBMKG301A - Collect and present information on the internal business
Research the market environment

Collect and present information on the external business
environment

Investigate new or emerging factors in the market
Record market data

Core Module 4. Consumer Behavio ur

BSBMKG402A - Confirm product / service market

Analyse consumer behaviour | . Assess the reasons for existing levels of consumer interest
for specific markets - Recommend a focus of appeal for marketing strategies for

a product or service

Core Module 5. Profile the Mark et
BSBMKG401A - Segment the market
Profile the market - ldentify the target market

Profile target audience
Develop a positioning strategy

Core Module 6. Ensure a Safe Wo rkplace
BSBCMN411A - Implementing Occupational Health and Safety procedures
Monitor a safe workplace - Implementing workplace participation about OHS issues

Legal OHS obligations
Risk assessment
Implementing Occupational Health and Safety training
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Module of Study Workplace Skills and Outcomes

Core Module 7. Product Promotio n

BSBCMN409A - Plan promotional activities

Promote products and - Coordinate promotional activities

services - Review and report on promotional activities
Core Module 8. Implementing Mar Kketing Solutions
BSBMKG405A - Review the marketing mix for the business
Implement and monitor - Implement marketing activities

marketing activities . Monitor and review marketing performance

Following are the Elective Modules.

Please select 1 Group A Elective module to complete the qualification OR 2 Group B
Elective modules

Advanced Customer Service Group A Elective Module

BSBCMN410A - Advise on customer service needs

Coordinate implementation | . Support implementation of customer service strategies

of customer service - Evaluate and report on customer service

strategies

BSBCMN418A - Assist customer to articulate needs

Address customer needs - Satisfy complex customer needs
Manage networks to ensure customer needs are
addressed

Business Networks Group A Elective  Module

BSBCMN403A - Develop and maintain business networks

Establish business networks | .  Establish and maintain business relationships
Promote the organisation

BSBMKG406A - Initiate interpersonal communication with clients

Build client relationships . Establish client relationship management strategies

Maintain and improve ongoing relationships with clients

Make a Presentation Group B Elective  Module

BSBMKG407A - Prepare the presentation

Make a presentation - Deliver a presentation
Review the presentation

Introduction to Sales Group B Elective  Module

BSBSLS301A - Acquire product knowledge

Develop product knowledge | .  Convert knowledge into customer benefits
Evaluate competitors’ products

Or any other relevant modules may be selected
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