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The course information as follows may be subject to change, either during the session because of unforeseen
circumstances, or following review of the course at the end of the session. Queries about the course should be
directed to the course instructor.
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This course will focus on both the theoretical development of marketing and Fintech to real-world problems. We will begin
our course with a review of traditional marketing concepts and tools. We will then focus on how to apply Fintech tools,
such as Al/Big Data/Financial Cloud/Mobile. APP etc. to deploy financial marketing plan for different financial assets and
institution.
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After taking this course, students will be able to know fundamental marketing concepts and tools and have a financial
marketing frame work. Based on traditional marketing theorem, students should understand the difference between
traditional financial marketing and Fintech marketing. Finally, students could make financial marketing plan using various
Fintech tools.
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Course Contents (in Parts/Chapters/Sections/Weeks. Please notify name of instructor for course section(s), if
this is a team teaching or module course.)
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Lecture 1: Introduction to Financial Marketing Management (3 Hours)

This lecture mainly introduces the basic concepts of marketing management, including the definition of marketing,
marketing management process, understanding of the market and customer needs. Through the comparative analysis of
the case of FMCG and financial products, explore the similarities and differences between financial industry marketing
and other industry marketing, understand the “intangible” characteristics of financial products and services, and deeply
understand the key points of financial marketing. After learning, master the basic marketing concepts and characteristics
of financial industry marketing.
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Lecture 2: Understanding Financial Markets and Customer Value (3 Hours)

This lecture introduces the financial market and its main players (banks, securities, insurance, trusts, funds, etc.), target
customers of financial products and services, and further explores how to establish customer relationships, how to obtain
value from customers, how to play games dynamically, and the possible direction of future development of financial
marketing. The bank and stock market are used as examples to analyse the significance of different customers to
different financial institutions. After learning, it should be clear that financial products and services are one of the
important needs of customers. For financial institutions, customers are of great significance.
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Lecture 3: Customer-Driven Marketing Strategy and Marketing Mix (3 hours)

This lecture takes the designated customer-driven marketing strategy as the starting point, takes marketing management
as the company orientation, formulates the integrated marketing plan, and deeply analyses the 6R model—Right Time,
Right Price, Right Place, Right Pattern, Right Product, and Right Customer. Taking VC and PE private equity funds as a
case study, explore how to apply the 6R model to develop a marketing strategy combination.
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Lecture 4: Marketing Strategy in the Background of Fintech (3 Hours)

This lecture introduces the impact of three revolutions in financial history on financial marketing, namely, asset portfolio
management, pricing of derivatives such as options and fintech, research the impact of technological and theoretical
revolutions on financial markets and financial marketing. The focus is that the development of fintech changes the supply
and demand of financial products and services, especially the new marketing ideas and strategies resulting from the
expansion of financial services in the context of fintech. Two cases were chosen: China Merchants Bank Machine Gene
Investment and the 2015 China Net Securities online account opening overtaking. Understand the difference between
marketing strategy and tradition after learning. Arrange the first case-sharing assignment: Choose a brokerage and
develop a marketing plan for the investment banking business.
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Lecture 5: Marketing Mix in the Background of Fintech (3 Hours)

This lecture introduces the relationship between the five main aspects of financial technology - big data, cloud
computing, mobile internet, artificial intelligence and blockchain technology, and the opportunities and challenges they
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bring to financial marketing. Explore how to apply a 6R model to develop a marketing strategy portfolio in a new
environment. Select the insurance company as the case and introduce how to apply big data, Al and blockchain
technology to develop marketing mix strategy. After studying, students should master the basic framework for
formulating financial marketing portfolios under the background of fintech.
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Lecture 6: Human Behaviour and Smartphones (3 Hours)

This lecture introduces the history of the development of smart phones and introduces the revolutionary changes in the
development of smart phones. The main battlefield of future marketing is in the mobile terminal, which is represented by
smart phones for a long time. By studying the way people use smart phones, the fragmentation and intelligence of
information transmission and acquisition, understand the similarities and differences between traditional media financial
marketing and the smart phone marketing, grasp the future development direction of financial marketing. Arrange the
second case study to share the assignment: use a smart phone as a marketing platform to develop a marketing mix for
wealth management products for a bank.
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Lecture 7: The Development Of New Media Marketing (3 Hours)
This lecture continues to focus on the changes in marketing strategy and marketing mix in the context of mobile internet,
introduces the concept of financial new media marketing, and leads students to explore the main features and

importance of developing new financial media marketing under the mobile Internet, and understand its development.
Learn the strategies and means of major financial new media marketing.
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Lecture 8: Financial Marketing Case Sharing -1 (3 hours)

In this lecture, students share 4 first assignments: the marketing plan of the securities industry investment banking
business. Discuss and comment in class to summarize future trends.
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Lecture 9: Financial Marketing Application - Bank (3 Hours)

This lecture introduces the history and future development direction of banking industry marketing. By studying the
characteristics of bank products and services and the characteristics of target customers, this lecture introduces new
thinking, new models and new trends in marketing under the background of fintech and 5G. Banks with three different
characteristics - state-owned banks, commercial banks, and city commercial banks were selected as examples to
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analyse the similarities and differences between their marketing mix and strategy.
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Lecture 10: Financial Marketing Application - Securities (3 Hours)

This lecture introduces the history and future development of the securities industry marketing development. By studying
the characteristics of securities products and services and the characteristics of target customers, this lecture introduces
new ideas, new models and new trends in marketing under the background of fintech and 5G. Two different brokers with
different characteristics - large brokers and small brokers were selected as examples to analyse the similarities and
differences between their marketing mix and strategy.

bk SRR (3 %)

AU IS R L SRR RS . FUBEUR IR S5 H T TE S R E R 27, VORI IR RS, T g
RREHE . WEBREESESE, THaemii s 56 1R TN B MR A B, Frés. xttbatrh
SMEEE AR AT B =R AR ERYINIESR A2 5 P (4500 3 2807 s B A U5 5

Lecture 11: Financial Marketing Application - Supervision (3 Hours)

This lecture introduces the history of regulatory development and future development trends. Compare the differences
between marketing of government service departments and marketing of commercial organizations, know the
characteristics of regulatory service objects, understand the transmission and communication of investor education and
regulatory policies, and study the new characteristics, new models and new trends of the regulatory marketing under the
background of fintech and 5G. Compare and analyse the similarities and differences between Chinese and foreign
regulatory marketing. Arrange the third case sharing assignment: develop a marketing plan for investor education in the
Shenzhen Stock Exchange.
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Lecture 12: Financial Marketing Applications - Funds, Insurance, Trusts, etc. (3 Hours)

This lecture introduces the development history and future development direction of the fund, insurance and trust
industry. By studying the characteristics of the above-mentioned institutional products and services, and the
characteristics of target customers, this lecture introduces new thinking, new models, and new trends in marketing under
the background of fintech and 5G. Each of the selected ones was used as a case to analyse the similarities and
differences between their marketing mix and strategy.
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Lecture 13: Financial Marketing Case Sharing - 2 (3 Hours)

In this lecture, students share 4 second assignments: using a smart phone as a marketing platform to develop a
marketing mix for a bank. Students should appreciate the important role of smart mobile terminals in future financial
marketing, discuss and comment in class, and summarize future trends.
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Lecture 14: Financial Market Research and Marketing Forecast (3 Hours)

This lecture introduces the important role of financial market research in financial marketing, helping students
understand the main tasks of financial market research (including understanding the target market, evaluating marketing
plans, weighing marketing results, etc.), and grasping the specific procedures for financial market research, such as
collecting and evaluating existing materials, fielding survey analysis, and writing survey reports. It will improve students'
practical application ability.

Bt SREHFERARAKERE (35

AU BAR B S SRS ERIRS TR SR RS A SURK KA E S, UL YA T5 AR
PP R (Rl E B 1 A R 5 e A, T Lh G R E I ST PR k. DUEER I G DI POARERAT . RUR &R
NG 3 HT AR KT RE R E BB

Lecture 15: Prospects for the Future Development of Financial Marketing (3 Hours)

This lecture introduces the development trend of the future four areas of fintech, financial products and services,
financial service customers, and financial consumption concepts, as well as the development and changes of financial
marketing brought about by the four changes. Explore how to adapt financial marketing to new challenges. Taking
Internet Finance include Ant Financial, WeBank and JD Finance as examples to analyse the possible new marketing
trends in the future.
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Lecture 16: Financial Marketing Case Sharing -3 (3 Hours)
In this lecture, students share 4 third homework: Shenzhen Stock Exchange investor education marketing plan. Expand

student thinking by developing marketing programs for government departments, discuss and comment in class, and
summarize future trends.
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