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COURSE TITLE:   Database Marketing 
COURSE NUMBER: BBA 380 
PRE-REQUISITE(S): BMK 305 and BBA 350  
COURSE DESCRIPTION: 
In this course students will acquire a comprehensive understanding of how an 
organization can use its customer data to maximize the value of customer relationships. 
Businesses now have a wide array of tools to convert raw customer transactional data 
into usable marketing intelligence. Companies can identify, profile, analyze, and interact 
with both current and prospective customers on a personal basis. Topics covered 
include upselling and cross-selling, customer lifetime value, customer segmentation, 
predictive modeling, RFM analysis, customer loyalty and reward programs, and churn 
management. 

MAJOR INSTRUCTIONAL GOALS:  
GOAL A: 
Identify and understand the key concepts and components of database marketing  

Learning Objectives: The student will: 

A-1 Describe the key concepts and components of database marketing 

A-2 Differentiate among different database marketing methodologies and their 
applicability to various business situations 

A-3 Describe how database marketing can help business managers can better 
reach and target their customers from tactical and strategic perspectives 

GOAL B: 
Identify, collect, evaluate, and organize the data relevant to implementing database 
marketing programs 

Learning Objectives: The student will: 

B-1 Define customer data requirements 

B-2 Understand the database technology, organizational considerations and 
database planning aspects necessary to implement a database marketing 
program 
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GOAL C: 
Critically analyze business problems and develop hands-on expertise in selecting and 
applying the appropriate customer analysis methodologies given the business context 

Learning Objectives: The student will: 

C-1 Define and access the relevant customer population 

C-2 Develop and interpret customer segmentation models 

C-3 Utilize predictive modeling to determine customer targets 

C-4 Develop and interpret gains charts and forecast expected profit from the 
results 

C-5 Examine and apply lifetime value models 

C-6 Plan, design and analyze marketing tests 

GOAL D: 
Exercise critical thinking strategies including problem solving, analysis, and evaluating 
possible alternatives for database marketing decisions 

Learning Objectives: The student will: 

D-1 Make a logical decision based on the evidence 

D-2 Recognize why analytical thinking is important for customer strategies 

D-3 Recognize and identify possible alternatives to reaching customers 

D-4 Discuss social, ethical and global implications of collecting and using 
customer data 
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