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Summary 
Content of this course is basic knowledge about International Technical Sales and Marketing for engineers 
with the topics ‘product policies’ and ‘communication/ promotional policies’. Additional content is the dis-
cussion of strategies for market communication. The course will focus on B-to-B perspectives. 

 

Outline of the Course 
 

The course gives an introduction in business-to-business sales and marketing. Necessary terms and def-
initions, conceptual approaches and basic theories as well as instruments from practice are explained and 
discussed. 

The main topics are:  

A. Theoretical Background 

1. Introduction of the case study  

2. Changes in B2B purchasing behavior 

B. The Inbound Method 

1. Characteristics  

2. Group Task: Competitor Analysis 

C. Electronical Sales support 

1. Requirements for electronical sales support  

D. Hubspot Case Study  

1. Characteristics of Hubspot 

2. Example “Thermission” 

3. Group task: Website analysis 

E. Case Study – Workshop 

1. Ideal accounts 

2. Buyer personas 

Course Intended Learning Outcomes and their Contribution to Program Intended Learning 
Outcomes / Program Goals 

 Learning outcome Contribution 

1.3 Students demonstrate key knowledge in Business 
Administration. 

Introduction and transfer of the key knowledge in Inter-
national Marketing and Technical Sales, first specializa-
tions in Industrial Marketing and technical Sales. 

3.1 Students are able to develop business ethics-
based strategies and are able to apply them to typ-
ical business decision-making problems. 

Discussion about the limits of marketing and dysfunction 
of the markets 

5.2 Students demonstrate their oral communication 
skills in presentations and lectures. 

Presentation of case studies and use of media 
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6.1 Students show that they are able to work success-
fully in a team by performing practical tasks. 

Processing of case studies in a team 

7.1 Students show that they are able to apply their 
cross-cultural skills in specific situations. 

Independent processing of case studies and autono-
mous familiarization with different industries/technolo-
gies 

Teaching and Learning Approach 
 

The teaching and learning approach is represented by a concept including three phases. During 
these phases it is more important to gain understanding of interdependencies and logical correlations 
than to just learn information by heart. In phase I the lecturer transfers relevant knowledge during 
the course itself. Students are asked to actively take part in the lectures e.g. by questions about 
course contents and discussions during the lessons. In phase II students deepen the acquired 
knowledge by exercises or case studies independently. The lecturer is present during this phase and 
is available for questions or further information. Results are presented by the students and discussed 
subsequently. This means that this course will provide basic knowledge but also cultivates individual 
understanding and practical knowledge transfer. Students broaden and deepen knowledge by liter-
ature related to the course. 

Nevertheless, continuous participation and co-operation as well as accompanying self-studies are 
essential for learning success. At the same time the preparation effort for the final exam is reduced 
– respectively shared during the semester. 

Active participation is the essential part of the teaching and learning approach. The lecturer will be 
available for questions as well as sparring partner for further discussion. Communication takes place 
by personal conversation and/or via email. 

 

Literature and Course Materials 
Course Material: 

• Lecture Notes (Download from e-learning system) 
• Backhaus, K.: Industriegütermarketing, 10. Auflage, München: 2014. 
• Kotler, P., Keller, K.L.: Marketing-Management. Boston/München, Pearson, 2016.  

 

Additional useful material: 

• Kleinaltenkamp, M.. Business Relationship Management and Marketing : Mastering Busi-
ness Markets [Online], Berlin, Heidelberg, Springer, 2015. 

• Meffert, H. et al.: Marketing: Grundlagen marktorientierter Unternehmensführung. Wiesba-
den: Gabler, 2007. 

• Fritz, W.; Oelsnitz, D.: Marketing - Elemente marktorientierter Unternehmensführung.   
4. Aufl. Stuttgart: Kohlhammer, 2006 

 

Assessment 
PLK 

After the end of the semester there will be a joint written examination with the course International 
Technical Sales 2. Thus, the knowledge imparted will be tested and graded in a joint examination 
with the lecture International Technical Sales 1. 
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Grading:  

• 'Sehr gut' represents exceptional work, far above average. 
• 'Gut' represents good work, above average.  
• 'Befriedigend' represents average work.  
• 'Ausreichend' represents below average work with considerable shortcomings.  
• And 'mangelhaft' is just exceptional work in the wrong direction or with unaccepta-

ble shortcomings. 
 

 

 

Schedule (tentative) 
Lesson Content 

1 Introduction 

2 Theoretical Background 

3 Introduction of the case study  

4 Changes in B2B purchasing behavior 

5 B. The Inbound Method 

6 Characteristics  

7 Group Task: Competitor Analysis 

8 C. Electronical Sales support 

9 Requirements for electronical sales support  

10 D. Hubspot Case Study  

11 Characteristics of Hubspot 

12 Example “Thermission” 

13 Group task: Website analysis 

14 Case Study – Ideal accounts 

15 Buyer personas 

 

Academic Integrity and Student Responsibility 
• Be fair to your fellow students 
• Arrive on time and do not leave early 
• Use the lecture to understand course topics and relating issues to other courses. 

 

Code of Conduct for Students 
• Take an active part in the lecture and discussions in course 
• Re-work course content continuously  
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• Work cooperatively in your team. In case of any doubt or problem please feel free to contact 
me as soon as possible. 

 
For online lectures 

• Follow the Code of Conduct of HS PF – especially 
• Write your full name 
• Turn on your camera 
 
Link to the Code of Conduct for online Teaching 

Teaching Philosophy  
My goal is to contribute my part to your successful progress in your studies and in gaining a reliable 
fundament for your future professional life. I can promise to always be committed to the course – 
content and auditorium. I do expect interest and commitment from the students. I do appreciate any 
active participation in the course. This may take place in discussions about content topics during 
lectures but also as questions of understanding at any time.  

Every student who is committed and takes an active part in lessons should pass the exam and be 
able to take knowledge with them from the course.  

Your learning progress and your success is important to me, therefore I want to support you. In case 
you have any questions or concerns regarding the course please feel free to contact me personally 
or send me an email. I will respond soon and arrange an appointment if necessary. 

Additional Information  
Learning Objectives: 

By the end of the course students 

• know targets and philosophy of International Technical Sales respectively marketing aspects 
as well as essential terms and definitions 

• understand the special aspects of B-to-B relationships and are able to understand purchasing 
decisions of industrial customers and how to deal with these 

• know special requirements and typologies of industrial marketing 
• are familiar with the essential aspects of the marketing mix 
• are familiar with basic concepts for an international market entry 
• are aware of new trends in international sales and marketing 
 

Language: 

English 

https://e-campus.hs-pforzheim.de/business_pf/digital_learning_tools_links
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