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Course Specification  

 

Course Summary Information 

1 Course Title BA (Hons) International Marketing (Top Up) 

2 Course Code 
 

US1421 

3 Awarding Institution  Birmingham City University.  

4 Teaching Institution(s) 
(if different from point 3) 

 

5 Professional Statutory or 
Regulatory Body (PSRB) 
accreditation (if applicable) 

 

 

6 Course Description 

  

Want to top up your marketing degree in Birmingham? Our International Marketing Top-Up course 

gives you the chance to broaden your knowledge of marketing within the global business 

environment. This degree gives you the practice-based skills needed to succeed in the ever-

changing discipline of marketing. You will learn how to apply your knowledge to real business 

scenarios, while also being able to develop the personal skills employers demand, allowing you 

to make an immediate impact upon graduation.  

  

What's covered in the course?   

You’ll be put into a range of exciting and innovative scenarios, strengthening your expertise and 

learning from different cultures and experiences. During this top-up year, you will take a range of 

advanced modules that look at current marketing methods and contemporary business issues, 

such as International Business, Marketing Strategy and Planning and Sustainable Marketing. 

Hands-on learning will go alongside more conventional teaching methods like lectures and 

seminars.  

As a student on the course, you will also get to participate in The Pitch, a nationwide marketing 

competition held annually by the Charted Institute of Marketing (CIM), that allows you to apply 

your academic knowledge and creative skills to real-world marketing problems. This opportunity 

serves as a critical stepping stone for future marketing professionals by enhancing your 

employability and practical skills. 

 

 

7 Course Awards 

7a Name of Final Award Level Credits 
Awarded 

 Bachelor of Arts with Honours International Marketing Level 6 
 

120 

7b Exit Awards and Credits Awarded  

 N/A   

 

8 Variation from the University Regulations  
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 None 

 

9 Delivery Patterns  
 Mode(s) of Study  Location(s) of Study Duration of Study Code(s) 

Full Time City Centre 1 Year US1421 

 

10 Entry Requirements 

 The admission requirements for this course are stated on the course page of the BCU website 
at https://www.bcu.ac.uk/, or may be found by searching for the course entry profile located on 
the UCAS website. 
 

11 Course Aims 

 • Equip students with the ability to apply marketing theory and practice in a variety 

of business situations. 

• Develop key transferable skills that are essential to a career in marketing. 

• Provide students with the opportunity to develop further specialist marketing 

skills of their choice. 

 

 

 

12 Course Learning Outcomes 

 This degree course will progress you through level learning outcomes detailed below to ensure 

that you meet the benchmarks set out in the latest Quality Assurance Agency for Higher 

Education (QAA) subject benchmark for Business and Management standards as well 

as the overall course learning outcomes detailed. 
 

 Knowledge and Understanding 

1 Interpret the practices of marketing within a wider context and defined marketing environment. 

2 Evidence the ability to appraise and apply contemporary marketing concepts, principles and 
theories in a real-life business context. 

3 Utilise a range of marketing techniques to undertake an analysis of business scenarios, applying 
findings to solve a set marketing problem. 

4 Analyse market data and trends to generate customer insights that inform marketing decisions. 

5 Identify international issues and assess the impact for marketing operations and strategy. 

6 Evaluate the ethical and sustainability impact of marketing decisions. 

 Skills and Other attributes 

7 Compose and construct effective methods of communicating marketing concepts and other 
relevant work, accurately and reliably using a range of specialist techniques and practices. 

8 Employ critical thinking skills to explain and solve marketing related issues. 

9 Develop skills pertinent to the global environment such as entrepreneurial skills, data analysis 
and interpretation skills and global citizenship skill. 

10 Relate professional skills and commercial acumen to justify marketing solutions where some 
personal responsibility and initiative is required. 

 

13 Level Learning Outcomes 

  

 Upon completion of 60 credits at Level 6 / the Bachelors Degree, students will be able to: 

1 Recommend solutions formulated from evidence-based arguments addressing both defined and 
undefined marketing problems. 

https://www.bcu.ac.uk/
https://www.ucas.com/
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2 Construct effective methods of communicating marketing concepts and other relevant work, 
accurately and reliably using data and a range of specialist techniques and practices. 

3 Adapt professional skills where some personal responsibility and initiative is required in 
addressing entrepreneurial activities. 

4 Develop a comprehensive plan evidencing the application of professional and academic skills 
within the context of a business scenario. 

 

14 Course Learning, Teaching and Assessment Strategy 

 
The International Marketing Top Up degree is aligned to the college mission to ‘…inspire 
creativity and innovative mindsets that provides sustainable solutions to communities and the 
wider world’ and its vision to embed digital, entrepreneurial, and employability skills and 
experiential learning in our curriculum. 

The course also aligns to the university strategy 2030 strategic pillars of (1) developing talent for 
tomorrow by providing students studying on the course with transformative, inspiring and 
inclusive educational experience that equips them with the skills they need to be successful, and 
(2) powering prosperity by working in with our local and regional businesses and by leveraging 
on STEAM house to drive innovation, growth and productivity. 

At the heart of the BA (Hons) International Marketing Top Up is employability, with a strong focus 
on providing students with the practice-based skills needed to succeed in the dynamic field of 
marketing. This focus is embedded throughout all modules and supported by a range of extra-
curricular activities, such as the opportunity to work in our student-led marketing agency, The 
Link. 

Level 6 marks the culmination of the student journey, with a focus on marketing at the strategic 
level. Students will apply their learning to live client projects, such as developing strategic 
marketing plans and pitching sustainability proposals. All modules and assessments will further 
refine both soft and hard skills, ensuring that students are fully prepared for the workforce. By 
graduation, student will have the ability to apply marketing theory and practice in a variety of 
business settings and possess the key transferable skills needed for a successful marketing 
career. 

 

15 Course Requirements 
 

15a Level 6: 
 
In order to complete this course a student must successfully complete all the following 
CORE modules (totalling 120 credits): 
 

Module Code 
 

Module Name Credit Value  
 

 Marketing Strategy and Planning   20 

 Digital Marketing Performance and Analytics 20 

 Customer Relationship Management 20 
 

 Sustainable Marketing   20 

 International Business 20 

 Sales and Channel Management 20 
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15b Structure Diagram 

Please note list of optional modules is indicative only. Students’ choice will not be guaranteed for 

optional modules but a fair and transparent process will be adopted and shared with students. 

Include a structure diagram for each mode of study. Level 4 is completed as an example including 

modules which extend the whole year.  

 

Level 6 

Core 

Module code: Marketing Strategy and Planning 
(20 credits) 

Module code: Customer Relationship 
Management (20 credits) 

Module code: Digital Marketing Performance and 
Analytics (20 credits) 

Core 

Module code: Sustainable Marketing (20 credits) 

Module code: Sales and Channel Management 
(20 credits) 

Module code: International Business (20 credits) 

 

16 Overall Student Workload and Balance of Assessment 
Overall student workload consists of class contact hours, independent learning and assessment activity, with each 

credit taken equating to a total study time of around 10 hours. While actual contact hours may depend on the 

optional modules selected, the following information gives an indication of how much time students will need to 

allocate to different activities at each level of the course. 

• Scheduled Learning includes lectures, practical classes and workshops, contact time specified in timetable 

• Directed Learning includes placements, work-based learning, external visits, on-line activity, Graduate+, 

peer learning 

• Private Study includes preparation for exams 

The balance of assessment by mode of assessment (e.g. coursework, exam and in-person) depends to some 

extent on the optional modules chosen by students. The approximate percentage of the course assessed by 

coursework, exam and in-person is shown below.  

Level 6 
 
Workload 
 
18% time spent in timetabled teaching and learning activity 
 

Activity Number of Hours 

Scheduled Learning 216 

Directed Learning 360 

Private Study 624 

Total Hours 1200 

 
Balance of Assessment 
 

Assessment Mode Percentage 

Coursework 75% 

Exam 0 

In-Person 25% 

 
 


