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To enroll, 
visit your enrollment portal

Who Should Enroll
• Services marketing and   

operations professionals 
• Industry professionals interested in 

analyzing services marketing data to make 
strategic decisions

• Services marketing managers and 
professionals who interact directly and 
communicate with customers

• Product marketing professionals 
transitioning into a marketing role in 
service-centric firms

What You’ll Learn
• Analyze your firm’s marketing approach 

and make strategic decisions on how to 
optimize your team’s efforts

• Target your consumers at the right time 
and through the right channels

• Develop a service strategy that elevates 
and supports your brand

• Meet customer demand with creative 
pricing and distribution strategies

• Create effective marketing communications 
that drive demand and engagement for  
your services

Inside the Program
• Courses begin every 2 weeks, so you can 

start whenever you’re ready. You can take 
the  courses back to back or take time off   
between your courses.

• Students spend approximately 4-6 hours per 
week on each course.

• Lectures, text transcripts, readings, 
discussions, and projects are accessible 24 
hours a day for three weeks each.

• Courses include multiple choice quizzes and 
instructor-moderated discussions. 

• Expect plenty of opportunities for 
collaboration and networking with fellow 
participants both during and after   
your courses.

Each course is two weeks long, so you can 
finish your certificate in as little as 3 months.

Services Marketing 
When you’re marketing your services, success depends on knowing what target customers want 
and aligning it with the value your company delivers. 

This requires an integrated strategy that includes market analysis and demand management, 
marketing strategy, brand management, and marketing communications. 

By adopting this customer-centric approach to marketing, you’ll be better prepared to deliver 
memorable experiences, exceed customer expectations, gain competitive advantage, and 
ultimately position your company for success. 

This six-course online Services Marketing Certificate equips you to create a winning   
marketing strategy.

You can complete all 6 two-week courses in this program and earn your certificate in as little as 3 
months, spending 4-6 hours per week.
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Services Marketing Planning and  
Management (SHA521) 
Services marketing is often viewed in terms of 
outcomes, but services marketing is also an 
ongoing analytic process. In this course, you 
will learn how to properly analyze frameworks, 
tools, channels, data sets, customer behavioral 
data, decision-making factors, and strategies 
that support broader marketing decisions.

Evaluating Business and Customer Factors 
Affecting Marketing Decisions for  
Services (SHA522) To make services  
marketing work, you need to have a clear 
picture of the business environment and 
understand how your target customers behave. 
Knowing your market and assessing consumer 
demand can help inform and guide your 
marketing strategies. In this course, you will 
explore the role that micro and macro forces 
play when conducting a situation analysis. 
You’ll also take a deep dive into what drives 
consumer behavior.

Building a Resilient Services Marketing 
Information System (SHA523)  
Learn when to use internal or external market 
data and when to conduct your own primary 
research. Also, discover how segmentation, 
targeting, and positioning (the STP process) 
translates your analysis and research findings 
into a positioning strategy that appeals to the 
right target market at the right time and at the 
right price. 

Developing a Service Strategy and Managing 
the Brand (SHA524) 
You have marketing goals and you’re feeling 
ready to execute. Maybe you want to increase 
market share, retain more customers or 
generally broaden consumer awareness. But 
how do you turn your goals into action? And 
how will you measure success? In this course, 
you will explore how to turn marketing goals 
into action by developing a marketing strategy 
and creating an enduring brand promise.

Managing Service Demand through Pricing 
and Distribution Strategies (SHA525) 
You want your marketing efforts to generate 
demand. While increased demand naturally 
drives business and success, it does come with 
specific sets of challenges. Mitigating these 
challenges requires a keen understanding of 
demand management. In essence, demand 
management requires us to ask “How should 
we set our prices?” “How will we guarantee 
that our distribution partners ensure timely 
delivery?” In this course, you’ll answer those 
questions and explore how pricing and 
distribution strategies can directly affect 
demand for your service.

Developing an Integrated Marketing 
Communications Strategy for Services 
(SHA526) 
What you say, how you say it, how often 
you say it, the media channels you use to 
distribute your message, how you respond 
to complaints—all of this affects customers’ 
experiences with your brand. In this course, 
you’ll take a deep dive into integrated 
marketing communications, or IMC. You’ll 
explore a process-based approach to  
designing creative communications using a 
variety of methods and media. Finally, you’ll 
examine ways to assess the performance of an 
IMC campaign.

Services Marketing
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