
Understanding Market Relationships Module 

Course Details 

Module code: MK5151 

Available: Part-time 

NFQ Level: 9 

Duration:  5 weeks 

Qualification: University Certificate of Study 

Faculty: Kemmy Business School 

Course Type: Taught Professional/Flexible 

Delivery: Online 

Brief Description 

Understanding Market Relationships is a powerful business and transversal skillset. This 

module will introduce participants to the nature of marketing relationship in both 

Business to-Business (B2B) and Business to Consumer (B2C) settings, thus enhancing 

professional learners as well as providing an attractive gateway for those returning to 

the workforce.  

The module seeks to inform a critical appreciation of marketing relationships and the 

potential incommensurability of relationships to meet economic, relational, and societal 

expectations. The theoretical frameworks that inform a relational approach to marketing 

will be explored. The potential of technology will be introduced, including how customer 

relationship management (CRM) systems connect internal and external stakeholders in 

the firm.The participants will be able to demonstrate knowledge and understanding of 

the underlying concepts and principles of both customer and business relationships with 

reference to appropriate theory, frameworks and practice.  They will learn to appreciate 

the different perspectives and insights offered by RM and SDL in managing market 

relationships. The participants will be capable of evaluating the manner in which 

relationships with customers or suppliers are managed within an organisation. 

Participants will be enabled to make strategic recommendations based upon their 

analysis of how relationships are managed. 

Participants will be expected to explore and critically reflect on their experiences and 

devise ways to transfer learning back to the workplace. On successful completion of this 

module participants will be able to demonstrate effective communication skills, including 

the ability to persuade, motivate and influence others. They will also develop the 

recognition of the importance of teamwork in business management and develop core 

skills for building and managing effective teams. 

CANDIDATE PROFILE 

 
The programme is open to managers, supervisors from a variety of disciplines or those 
aspiring to a managerial role with three to five years organisational experience. 
 
Desirable:  Completion of an NFQ level 8 certificate in marketing or equivalent qualification.  


