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	COURSE OBJECTIVES 
	Introduce students to key issues related to the psychological aspects of the process of developing effective advertising campaigns and marketing strategies. Through an understanding of colour theory, persuasion, social influence, storytelling, targeting or neuromarketing, students will gain the skills necessary to develop effective and ethical marketing solutions. The subject also aims to develop creativity and an analytical approach through the implementation of practical exercises and the exchange of experiences between students

	COURSE CONTENT

(Division into contact hours and e-learning))


	Content delivered in face-to-face form: introduction to color theory, psychology of shapes and typography, techniques of persuasion, social influence, emotion and storytelling in advertising, targeting and market segmentation, product positioning strategies, neuromarketing, online advertising, ad testing and optimization, and ethics in marketing.

Content delivered via e-learning: not applicable.

	LITERATURE

(compulsory reading)
	1. Page S., Digital Neuromarketing, The Psychology Of Persuasion In The Digital Age, NeuroTriggers 2015.
2. Bridger D., Neuro Design. Neuromarketing Insights to Boost Engagement and Profitability, Kogan Page 2017.

Literature available in WSB University Library:
Foxall Gordon R, Fundacja Edukacyjna Przedsiębiorczości, Wydawnictwo Naukowe PWN, Consumer psychology for marketing, Goldsmith Ronald E. Au., Zagrodzki, Michał, 1994

	OPTIONAL LITERATURE (including at least two items in English, either books or articles)
	Al Fauzi A.., Widyarini, L., Neuromarketing: The Physiological Tools for Understanding Consumer Behaviour, Malaysian Journal Of Social Sciences And Humanities (MJSSH) 2023, vol. 8, nr 1.


