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Improve Your 
Career Options 
with a Professional
Certificate

In today’s competitive business

environment, leaders are appointed

based on credentials and experience. 

To stay ahead of the competition, advance

your career and increase your earning

potential, enroll in one of University of

California, Irvine Extension’s professional

certificate programs. Convenient and

affordable, UC Irvine Extension makes it

easy to learn on your own time, in your

own way. Courses are designed to ensure

you gain mastery of a particular topic, 

and instructors are highly qualified leaders

in their professions. 

UC Irvine Extension is the only continuing

education provider in Orange County that

represents the University of California. 

A certificate bearing the UC seal signifies

a well-known, uncompromising standard

of academic excellence. 
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Required Courses (12.5 units) 
Essentials of Marketing Beyond the Four Ps
MGMT X461.6  (3 units)
For marketing managers, company generalists, entrepreneurs
and non-marketing professionals, this course provides a strong
understanding of fundamental marketing principles and practices.
Students will learn the role and application of the “4 P’s” – 
product, price, place and promotion-in developing a strategic
marketing plan. In addition, students will gain experience with
market segmentation, positioning, the product and service devel-
opment process, financial budgeting and integrated marketing
communications. By the end of the course, students will have
experienced creating an integrated, strategic marketing plan for a
product or service in the marketplace and will have the skills and
knowledge required to create plans for their own organizations.

Using the Web as a Marketing Tool
MGMT X461.13 (2 units)
Determine what it is you want your web site to do, then learn
how to make your site accomplish those objectives. Strategic use
of the Internet can increase the efficiency and effectiveness of
your overall marketing program when you know what options 
are available to you in terms of techniques and tools. Learn how
you can use your web site as a research tool, selling tool, and
communications tool. Discover how to develop and use your 
web site to provide customer service, test new products, and
obtain marketing research information. This course is a must for
marketing professionals who must collect and analyze market
data to develop strategies that increase sales.

Understanding Customers and Markets Through
Research
MGMT X461.1 (3 units)
The success of your marketing program rests on effective market
research and knowing as much as possible about your current
customers, prospective customers, and your competition. Explore
the most advanced market research methods including usage of
web-based tools. Learn how to analyze research data to measure
the effectiveness of your marketing program, determine what
changes are needed, and implement a competitive strategy.
Explore the factors that impact consumers’ buying decisions and
learn how to affect demand for your product or service. Under-
stand the tools/techniques for anticipating competitive strategies
so you can outmaneuver your competitors.

Writing Workshop for Marketers
MGMT X461.15 (2.5 units)
Writing is an essential part of Marketing as well as expressing
yourself in everyday life. Whether it is executing a Direct Mail
piece, formulating an effective Public Relations or Advertising
campaign, TV and radio commercials, or designing a new web-
site, the goal is to compose a message that will entice the reader.
The message should intrigue the reader and hold their interest.
The message should also initiate the stated call to action. This
course will introduce the key components and techniques to
strengthen writing skills and help write effective marketing 
campaigns.

Marketing Planning for Your Product or Business
MGMT X461.61 (2 units)
Understand the modeling and mechanics of preparing a market-
ing plan with a focus on both understanding strategic and tacti-
cal planning. Learn how to analyze marketplace dynamics, identi-
fy customer and business needs, prepare a creative strategy,
build an action plan for implementing the strategy, develop budg-
ets and financial projections, and analyze the plan’s effective-
ness. Other topics include how to work with agencies and internal
departments, and how to “sell” the marketing plan to senior man-
agement.

Elective Courses (choose 2)
Business to Business Marketing
MGMT X461.14 (1.5 units)
Historically, marketing programs focused on understanding and
knowing the consumer, the ultimate buyer of your product or
service. The internet is creating tremendous new opportunities
for business-to-business marketing, changing the 4Ps as we
know them to a modified set of Ps based on relationship market-
ing, creating customer value, and competing in a global environ-
ment.  To thrive in this marketplace, the student must master a
diverse skill-set, which includes assessing market trends and
risks, understanding customer needs, implementing value based 
marketing and pricing programs, and leveraging technical, 
distribution channel and marketing communications resources 
for maximum advantage. This course provides the edge needed
to understand company culture, procedures, and buying 
dynamics for B2B products and the tools to follow through 
with appropriate market plans and strategies.

Public Relations and Advertising
MGMT X461.12 (2 units)
Learn what makes a “story” and how you can increase the odds
that yours will be selected for publication in newspapers, 
magazines, radio, television, and on the Internet. Gain an insid-
er’s grasp of how to communicate effectively with reporters and 
editors. Learn how to develop and maintain a network of contacts
to increase your competitive edge within the media. Understand
how news cycles on the Internet differ from traditional media.
Today’s manager or marketing professional will obtain relevant,
hands-on training in the development of a successful PR and
new media program.

Branding
MGMT X462.9 (2 units)
In this course, students develop a working knowledge of how to
initiate and develop a brand process within their own organization,
and how to integrate brand strategy into communications. Students
will develop a working knowledge of predominant brand theory as
well as new perspectives on how to achieve branding success.
Topics include: anatomy of brands, brand lifecycles, building
brands, brand integration, and online branding. Students will
learn the methods and techniques for creating and maintaining a
brand from product differentiation to brand communications, and
will actively participate in projects to emulate the brand develop-
ment process.

For class schedule:  extension.uci.edu/marketing 
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Multicultural Marketing
MGMT X461.22 (2.5 units)
Multicultural marketing is the effort to communicate a believable
story, celebrating commonalities and honoring differences across
diverse consumer segments, to influence future consumption.
Multicultural marketing recognizes that each U.S. consumer is
different and may fit into any number of groups or communities
that define not only the consumer, but the motivation behind
what he or she decides to purchase, how they buy it, and even
expectations that may occur after the purchase is made.

Making Money with Marketing
MGMT X461.21 (3 units)
This course is for marketing professionals, individuals interested
in a marketing career, key executives, entrepreneurs, and 
business owners. Marketing should be connected directly to the 
bottom line. Learn how to bridge marketing and finance utilizing
analysis strategies to increase profitability through customer 
loyalty, marketing profitability and value creation. This is not
another 4Ps of marketing course. We will move beyond marketing
fundamentals and learn how to integrate measurement systems
that quantify marketing activities in terms of revenue and return
on investment. Learn the language and tools of finance to help
achieve desired marketing budget allocation and increase 
marketing’s role and value in the organization.

Crisis Management and Communications
MGMT X441.8 (2 units)
Recent crises affecting British Petroleum and Toyota Motor
Corporation underscore the need for a well-developed and 
executed strategic crisis communication plan. Is your organization
prepared to handle any potential business crisis? Do you have 
the skills and tools necessary to present information to the media,
write press releases and work with media outlets? Using case
studies, this class explores strategies for minimizing risk, creating
a crisis plan, and leveraging social media to educate and update
the public. You’ll leave with a solid understanding of crisis man-
agement and knowledge of the tools, techniques and strategies
for effective media relations.

How to Profit from Creating New Global Products
MGMT X462.31 (3 units)
This is an essential course for profit-oriented small- and medium-
size organizations, entrepreneurs and large organizations with 
little global experience, looking to develop new products and
services for emerging global markets. This course will help 
students create profitable new products or reposition existing
products/services to be successful in the international markets
and cultures of their choice. The course begins with an overview
of the principles of international marketing and then moves 
into cultural analyses and their impact on marketing strategies.
Students might include entrepreneurs, marketing managers,
export directors, non-marketing executives and others with a
strong international marketing interest. We will also cover pack-
aging, branding, pricing, promotions, channels of distribution and
the creation of line extensions. Students will be guided to create
a new product of their passion and write a final Marketing Plan
for their product in the countries or cultures of their choice.

Planning and Developing Your Search Engine
Marketing Strategy
MGMT X461.24 (1.5 units)
This course is designed for marketers and business people 
wishing to learn more about the topic of search engine marketing
(SEM). Students will be introduced to technologies, techniques,
and strategies required to achieve high rankings on search
engines and will learn why search engine marketing is one of 
the most cost-effective promotional strategies available. An 
introduction of both organic search engine optimization practices
as well as pay-per-click will be presented, enabling the student to
compare and contrast these strategies. Students will be given
guidance on how to select the best method and create an 
effective search engine marketing campaign to achieve their 
promotional goals.

Preparing for Entrepreneurship
MGMT X494.12 (1.5 units)
Success in business can be greatly enhanced with an under-
standing of key entrepreneurial characteristics and competencies
solutions. This interactive course provides potential entrepreneurs
with the knowledge of succeeding in an entrepreneurial opportu-
nity. Topics include: how creativity, opportunity and feasibility are
best evaluated; business strategies for new businesses; impor-
tance of a business plan; achieving success in a new business.
Team projects create an experience in developing an entrepre-
neurial business. At the end of the course students will have the
skills and confidence to evaluate starting a business.

Professional Selling: A Course for Sales & 
Non-Salespeople
MGMT X469.1 (3 units)
This course introduces sales and non-sales personnel to the sell-
ing process through practical and interactive discussions along
with role-playing exercises designed to develop their confident
implementation of these skills for a positive impact on the 
customer. Participants will learn and practice the necessary 
skills required to implement a proactive approach to selling that
includes developing a customer-focused and solution based
strategy in establishing strong relationships and long-term part-
nerships. Sales process, sales plans, and the challenges that may
be encountered during the sales cycle will be discussed and
tools for successfully going from planning to close are explored.
Considerable class focus will be placed on effective questioning
techniques, active listening and adaptive selling skills that will
enhance the ability to effectively work with both external and
internal customers.

Green Marketing Principles: Winning Strategies 
for a New Era
MGMT X461.63 (3 units)
Intended for both marketers and non-marketers, this course
explores the broad marketing-related challenges that are 
increasingly affecting how business is conducted in an era of
heightened awareness of environmental and social issues. 
Socio-economic, cultural and legislative pressures are creating 
an inevitable tide towards a future in which companies will be
more socially responsible and provide cleaner and more efficient
products and services that damage the planet less. Examine
green marketing and consumer trends and analyze the 
implications for organizations, business 
and society at large.
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