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Module Aims:

While at university students enrolled on the BSc Marketing & Consumer Psychology degree
spend a significant amount of time developing their academic skills and studying theoretical
consumer psychology. Yet in the commercial sector, the way theory is applied to problems,
and that research is conducted can differ considerably to the textbooks description. This
module aims to bridge the gap by providing students with practical hands on experience,
working with a business to tackle a genuine business problem relating to consumer psychology.

Students will be partnered with a business, and will be given an actual brief from a client to try
and solve a genuine problem that the business is facing. Any students who are unable to be
partnered with an actual business will be provided with a simulated business problem within
the university. A typical project will see students complete a placement with the business, and
during this time they will develop an intervention to tackle the problem. To assess the success
or failure of their intervention they will be required to collect and analyze data which will be
presented as part of their final report.

After studying this module students will:

¢ Be able to effectively communicate with clients (both orally & written).
e Conduct and manage a research project.

Intended Learning Outcomes:

At the end of this module, students will be able to

1. Understand the range of challenges faced by commercial organizations relating to
consumer psychology & marketing. (KS3, KS6, KS6, KS8, KS9)

2. Analyze consumer problems faced by commercial organizations in a systematic and
scientific method. (KS5, KS6, KS 8, KS9, KS10)

3. Plan and write a commercial research proposal that evaluates and synthesis all available
information and presents an appropriate and feasible method to address the issue. (KS1,
KS2, KS3, KS5, KS6, KS8, KS9, KS10)

4. Present scientific data and conclusions in a manner that is appropriate and accessible to
commercial organizations. (KS1, KS2, KS3, KS4, KS5, KS6, KS8, KS9, KS10)

Key skills for employability

Written, oral and media communication skills

Leadership, team working and networking skills

Opportunity, creativity and problem solving skills

Information technology skills and digital literacy

Information management skills

Research skills

Intercultural and sustainability skills

Career management skills

Learning to learn (managing personal and professional development, self management)
Numeracy

PO NN RE




Assessment:

Learning Word count
Assessment Type of I S , :
number Outcomes to assessment Weighting Duration (if exam) (or equivalent if
be met appropriate)
1 LO: 1,2,3 Proposal 50% N/A 1,000
words
2 LO: 1,2,4 Research 50% N/A 3,000
Report words

Indicative Assessment One;:

Assessment 1 is a commercial research proposal that requires students to outline: the research
problem; provide some background to the problem and outline their proposed solution.

Indicative Assessment Two:

Assignment two is a commercial research report, that summaries the intervention and its
effectiveness to the client. However, this assignment is designed to represent the totality of
what students have learnt of the three years of the degree. Consequently, the student is
expected to draw upon all of the previously studied modules to develop a suitable intervention,
test it, and communicate the research to the client.

Learning and Teaching Strategies:

Although students will have a small number of taught lectures to help prepare them for their
placement, the prime strategy will be ‘learning by doing’, this will be achieved by the student
undertaking a placement.

Syllabus outline:

1. Identifying a commercial research problem
2. Writing a commercial proposal
3. Writing a commercial research report.
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