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COURSE DESCRIPTION:

Give student's sufiicient understandinE of the different consumer behavior in fashion and Lrxury

business with a strong mu ticLrlturil aporoach.
We wil first focus in Europe key p ayers malnly: France and ltaly.
On a second stage, we wil focus on the new consumers from the Br cs (Brazil, Russia, China and
lndia) but also n the USA, the first luxury rnarket in the world.
Emerging econom,es are becominB the main buyers and the new terrrtory for fashion and urLrry
brands Their increasing buyinB power, the growing numbers of w€althy tour st and a differeni
consumer behavior has started to affe(t the way fashion and luxury houses bui d and distribute
their bra nds.
Understanding cultural differencer is key for futlrre managers as the fashlon b!siness is one of
most internationa indrstry and each of these markets has its own and unique .haracteristlcs.
Luxury and fashion brand are an e,(pression on a nationa culture They act as ambassadors of
national virtues We wiil also focus on some ofthese new fashion designers from China, Brazilthat
cou d play an important role in a near Iuture and influence thus the fashion industry.
To succeed, flrture sales & market ng 8 communications managers need to have a mu ticultural
approach of these markets and its consumer's habits.
This course s for students interesied r working in marketing, brands managemenl, ad sa e5, and
sales managers in both retail and ll2B a the luxury and fashion industry more and more
confronted with customers from oivers cultures
MarketinB of mass consumpt on goods was lnvented in the US and d€veloped by US corporations
such as P&G and they conquered rhe planet. The luxury and fashion strategy was invented n

E!rope mainlv by French and ltalian companies and develop€d worldwide.

INSTRUCTiONAL METHODOLOGY :

I The course is interactive, students are requested to participate and p ay the role of brand
manaSers

-1 Teacher presents and clar fi€s how to present and sale luxury fashion brands
il Presentation of practical business cases (success or failure).
I Student groups are requested to work in teams and to present a luxury brands and premium in

a competitive environment.
I Student are invlted to analyse, sugsest managing ideas to implement brands

EVALUATION/GRADING SYSTTM: Mid Ierm Exam: 30%; C ass Presentations 30'%; Final Exam: 40%
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