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	SYLLABUS
MGM 301
PRINCIPLES OF MARKETING
Fall 2013 

*** Revised: August 19, 2013***

	
Instructor


Office
Contact Information


Lecture Class Hours and Location

Office Hours

	
Alan Dick, Associate Professor of Marketing
and Chairman of the Marketing Department

241 Jacobs 
Office Phone: (716) 645-3208
E-mail: mgtdick@buffalo.edu

Mondays and Wednesdays 10:00 am - 10:50 am, NSC 225

Mondays and Wednesdays 11:00 am - 12:00 pm, 241 Jacobs

	









Recitation Section Leaders and sections and hours
	  
Sec	    Day		Jungim Mun		          jungimmu@buffalo.edu
  
  A12	     F	    8:00 AM - 8:50 AM	              Norton 213
  A13	     F	  11:00 AM - 11:50 AM	              Alfiero 103
  A14	     F	  10:00 AM - 10:50 AM	              Alfiero 103
  A15	     F	    9:00 AM - 9:50 AM	              Talbert 106

Office:  234  Jacobs		Office Phone:  645-5233
Office Hours Thursdays 2:00 pm-4:00 pm 


	
	
Sec	    Day		Mike Kozlowski		 mjk45@buffalo.edu

  A2	    F	     1:00 PM - 1:50 PM	              Norton 210
  A3	    F	     2:00 PM - 2:50 PM	              Park 146
  A6	    F	   10:00 AM - 10:50 AM	              Jacobs 320
  A7  	    F	   11:00 AM - 11:50 AM	              Jacobs 320

Office:  234 Jacobs		Office Phone:  645-5208
Office Hours:  Wednesdays 2:00pm-3pm, Thursdays 9:00am-10:00am

	
	
Sec	    Day		Debbie Grossman		dmg33@buffalo.edu

  A1	     R	   12:00 PM - 12:50 PM	              Clemens 217
  A9           R         1:00 PM  -  1:50 PM               Capen 108
  A10	     R	     2:00 PM -   2:50 PM	              Norton 216
  A11	     R	     3:00 PM -   3:50 PM	              Norton 216

Office:  215C Jacobs		Office Phone:  645-5208
Office Hours Tuesdays  11:00 am – 12:30pm



COURSE OBJECTIVES: 

1. You will understand the role of marketing within society and within an economic system.
2. You will learn the vital role of marketing within a firm and the necessary relationships between marketing and the other functional areas of business.
3. You will consider the various decision areas within marketing and the tools and methods used by marketing managers for making decisions.
4. You will learn key marketing principles and terminology. Because this is a survey course, there is an emphasis on basic terminology and concepts.
5. You will appreciate how a marketing perspective is important in your own personal and professional development.
6. You will gain experience analyzing real world cases to discover what makes for good and poor marketing decisions.
7. You will gain experience writing a marketing plan.	 
			
REQUIRED TEXT  	

Principles of Marketing: 11th edition   by Kerin et.al. It looks like this:
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I have arranged with the UB Library and the publisher of the textbook to provide the book in electronic (e-book) form for free.  That is right.  You do not need to purchase a textbook for the course if you do not want to!  The e-book can only be accessed through the UBlearns website.   If you want, you can also purchase a black and white printed loose leaf version of the textbook at a greatly reduced price direct from the publisher.  This can be ordered thought the link to the e-book in UBlearns.

If you would rather have a bound hard copy of the book, it is available from several online outlets as well as the University Bookstore.  The new price varies from about $140 to $180, and used copies are less.  

If you want to purchase a hardcopy, I do not recommend buying an older or “international” edition.  The content is likely different and exam questions come from the new domestic version of the book.   IF YOU TURN IN ANY INCORRECT ASSIGNMENTS BECAUSE YOU HAVE AN OUTDATED BOOK YOU WILL RECEIVE NO CREDIT.




COURSE WEBSITE
· The UBLEARNS site for this class.  If you are registered for the class you will be able to sign onto this site using your UBIT userid and password.  https://ublearns.buffalo.edu/    Once you log on, you select the courses folder, and if you are registered for this course, you should see it listed.  This site contains a lot of material for the class including:

· The class schedule

· Skeleton Notes (Strongly Recommended) I will post copies of my lecture outlines / skeleton notes on the course website.  It is strongly recommended that you download these and bring them with you to class.  This will make it easier for you to follow what I am saying, if you do not have to write down everything I say.  You still need to take notes as the handouts are only a partial outline, not a complete set of notes for the class.  They are in no way a substitute for coming to class and taking notes, but they will relieve you of the tedium of copying definitions and other long blocks of material.	

The notes for each chapter will be made available about a week before we cover the chapter in class. This allows me the opportunity to update the lectures right up until class time. 

· Notices of any changes in the class schedule will be indicated in the announcements section of this website.  It is your responsibility to check this site at least once a week for any announcements.

· Some sample test questions based on the lecture material from class (The textbook website, discussed below, has sample questions based on the book).

· A record of your grades in this class.

Business Periodicals
You need to develop the habit of reading current business news periodicals (e.g., Wall Street Journal, Business Week, and Fortune). I strongly suggest you begin reading one of these publications. The articles will help you see how the marketing concepts you learn in this course are used in the "real world". The reading will help you decide on careers and choosing industries and companies for employment. Many sources of “free” business news are available on the World Wide Web.  A list of many of these sources, with links, is located in the external links section of the website.

LECTURES:

Most of the lectures will be conducted live at the time and place indicated above.  Occasionally lectures will also be presented online in streaming video form.  I will be experimenting with putting some of the lectures on line this semester to be able to use more of the class time for discussion. At a minimum I intend to put lectures on on retailing and new product development online and perhaps more.  These lectures are already identified as online in the syllabus. If new lectures are put online an announcement will be made in class.  In either case you are responsible for knowing the material presented in the online lectures as well as the “live” lecture material.

Lectures will examine some of the key concepts and material from the text, but primarily the lectures provide additional material that does not come from the textbook.  I do not lecture from the text. You are expected to read the textbook on your own and that information is supplemented with the lecture material.  It is highly recommended that you read the assigned chapter, before the associated material is discussed in class

Your success in this class requires that you attend all classes and take good notes as well as read the book, and complete all of the assignments.


RECITATION SECTIONS:

In additional to the course lectures, students are also required to register for one recitation section of the course.  These recitation sections will meet once a week in small classes by taught by a teaching assistant.  Some of these are Ph.D. students and some may be practitioners working in the field.  These recitation sections will allow students to interact with each other and an instructor discussing real world cases and additional examples of the concepts presented in the lectures.  Additionally, this will provide a forum to facilitate the development of a group project, discussion of the group project, student group presentations, and to allow students to ask questions about material from the lectures that they do not understand.  YOU MUST ATTEND THE RECITATION SECTION YOU ARE REGISTERED FOR.

 CLASS E-MAIL LIST:
E-mails with important class-related information will be sent to your UB e-mail address.  If you do not routinely use your UB account, it is imperative that you access it and follow the directions to have your e-mails forwarded to your preferred e-mail address.  Please do so immediately.    You are responsible for all announcements made through email or posted on the course web site.  You are required to check the course website for these announcements at least once a week.

STUDENT SUBMITTED EMAIL POLICY:
Often times, students find it more convenient to contact their recitation instructors via email, rather than visiting them during office hours.  In the past, this has led to problems with floods of students bombarding the recitation instructors shortly before an assignment is due making it impossible to respond to all of the students.    Consequently, I strongly recommend that you see your recitation instructors during office hours in their office.  If, however, you contact them by email, you can expect a response no sooner than 48 hours after the email is received by the recitation instructor.  If you wait until the last minute to contact your recitation instructor, it is unlikely that they will respond back to you in time.  You cannot wait until the last minute and expect that we can help you.  You need to plan your assignments in advance.


COURSE REQUIREMENTS:
1. Exams 

There will be three exams during the semester.  You will be responsible for all material presented in lectures (not just the topics listed in the outlines). The exam questions will come from lecture material as well as the textbook.    

The exam material will be drawn evenly from all assigned chapters. Even though I do not specifically discuss all material from the text in class, you are still responsible for all assigned text material.  Additionally, the exams questions will contain a considerable number of questions based on material discussed in class, but not in the book.  

The exams will be given outside of class.  The dates of the exams are listed in the course schedule.  You need to make arrangements to be present at the exams. If you sometimes work on Friday nights, there is plenty of time to inform your employer to make alternate arrangements.  If your employer is unable to accommodate your exam schedule, you must provide a letter from your employer indicating they are unwilling or unable to make an accommodation NO LATER THAN THE END OF THE SECOND WEEK OF THE SEMESTER.

OTHERWISE IF YOU MISS AN EXAM, A MAKEUP EXAMINATION WILL BE GIVEN ONLY IN THE CASE OF A DOCUMENTED MEDICAL EMERGENCY OR A DOCUMENTED FAMILY EMERGENCY.   
2. Cases

It is one thing to read a textbook, and attend lectures.  But in the real working world you will rarely be given exams.  Instead, typically jobs in business will require that you analyze various business situations and make decisions based on your training, background and experience.  You are then evaluated on your performance.

To give you some experience making these types of decisions, this course has a case analysis component.  At the end of each chapter in the text book, a number of cases are presented that represent real world business problems and situations.  You will be responsible for analyzing 2 of these cases.  This will require that you understand the text and lecture material, and then apply your knowledge to the assigned cases.  A written case report will be required for each of the cases.  You will be evaluated on your thoroughness and thoughtfulness of your responses.  The requirements of your report will be communicated to you by your recitation instructor the week before the case is due.

In addition, each of these cases will be discussed in detail in the recitation sections, and your participation in the discussion of the issues in the cases will be graded.

The case assignments are to be done individually.  You may not work on these cases with any other students. Any cases found to be significantly similar to cases done in the past, or other cases done this semester, will receive a grade of 0 and the student will be reported to and brought to honor court.

At some point during the semester we may adopt an electronic submission policy using SafeAssign.  But unless you hear otherwise, the cases are to be turned in on hard copy during your recitation section.  If we do begin using the SafeAssign electronic submission service, you will still need to turn in the hard copy of the cases during your recitation section as well.

Cases will not be accepted late – NO EXCEPTIONS!  
If for some reason you need to miss a class in which a case is due, it is your responsibility to get the case to your recitation instructor prior to the beginning of the class.  You can do this by email, but it must reach the instructor before the class session begins.   You cannot email it to the instructor after the class has met.  If you do email the case prior to class, you must ALSO provide a hard copy within one day of the due date to the instructor with a note attached that indicates that the case was emailed on time.  

3. Recitation Section Class Participation

In the recitation sections, students are expected to not simply be passive observers of the class.  They are expected to participate in class discussions, especially of the assigned cases and Interactive Class Activities. This will be graded on a daily basis.   Just showing up for class is not sufficient for a good class participation grade.  You must contribute on a regular basis to class discussions.  Missing class, obviously, will have a significant negative impact on your class participation grade!

5.	Group Project

Students will work in a group to form a marketing plan for a company.  The written plan will be evaluated as will a group presentation of the plan.  Grades on the project and presentation will be based on the recitation instructor’s evaluation of the presentation and report as well as student evaluations of their group members.  The project will be discussed in detail in the recitation sections.  A sample of the forms used for grading these projects is provided for download at the course website.  


GROUP PROJECT			

Important Dates
Group Project Teams Formed: By recitation section week  4. 
Project Outline: Due at the beginning of the recitation section meeting during week 5
Final Project/Paper: : Due at the beginning of the recitation section meeting during week  15

Objectives
To help students integrate the concepts learned all semester and apply them by developing an in-depth marketing plan for a product or service. The project will also help students develop skills to work in groups.  


Project Description
Select a product category of your choice. Keep in mind that writing a marketing plan in a category that is currently experiencing a lot of marketing action (e.g., Internet service provider) will make the project more interesting.  The next step is to come up with an idea for a new product or service and develop a marketing plan for that product/service.

Administrative Details

By week 4 each group will provide the names of the group members for each group.  By week 6 each group will need to decide on the new product they intend to work on with a one-page outline of what they intend to include in their plan and expected information sources. Before you commit to a product it is a good strategy to first do some preliminary research to find out if there is enough information on the product category to write a good report. Later on, you will be doing detailed research and contacting customers and retailers to find specific information. 

Written Report: Due Week 15, at the beginning of recitation section. It should be typed and should be about15 pages (excluding graphs and exhibits). The written report must include a cover sheet (including the name, phone number and email address of each person in the group) and all of the components listed on the next page.  In addition you must turn in a machine readable copy of the report as well (e.g., Microsoft Word)  This is to insure that no projects are plagiarized from the reports of prior students who took the class.  All projects will be run though a computer program designed to catch plagiarized or partially plagiarized works.  Any projects found to be significantly similar to projects done in the past, or other projects done this semester, will receive a grade of F and the group will be reported to and brought to honor court.  To be fair to all groups in the class, late submission of the final report will result in a 20% reduction in the grade for the report. For each additional day's delay, another penalty will be incurred.  Some of the components to be included in your marketing plan are:

	1.	Executive Summary
	2.	Company Description
	3.	Strategic Focus and Plan
	4.	Situation Analysis
	5.	Market-Product Focus
	6.	Marketing Program
	7.	Financial Data and Projections
	8.	Organization
	9.	Implementation Plan
	10.	Evaluation and Control
	A.	Appendices

Note: A student guide and sample student group marketing plan is available on the course website.
  
Oral Presentation: At the end of the semester, each group will make an oral presentation of about 15 minutes. The presentation should cover each of the components of the typed report and can be creative in taking advantage of the audio-visual mediums. Presentation grades will be based on both individual and group performance - all members of the group will not necessarily receive identical scores. 
Individual Components - command of material, clarity / volume, eye contact, and presence / confidence  
Group Components - inclusion of all key sections of typed report, clarity / focus of group, flow / transitions, quality of materials, handling questions. Although it is not mandatory, you are also encouraged to be creative. Samples of TV or print ads, prototype packaging, etc. can help earn a maximum of 10 extra credit points. 

Group Project Peer Evaluation: A form is available for download from the website for you to assign points to other group members on the basis of the degree to which they contributed to the project for both the written and oral presentation. These evaluations will be used as part of the assignment of individual grades. An individual who makes a less than equal share of contribution than his/her peers in the group will be penalized with a grade lower than those members in the group who contributed more.  You will need to download this form, complete it, and turn it in by the end of the semester.

Groups with good working relationships and equitable contribution from members tend to produce the best reports. Managing relationships with peers is an extremely important business skill. If your group is missing one of the above characteristics, it is your responsibility to work at finding a solution that everyone in the group is comfortable with. Please approach the recitation instructor only if the problem is serious or if the problem persists despite repeated attempts by the group to sort it out.

Proof Reading Written Assignments

It is your responsibility to proof read your written assignments before they are turned in.  Once the assignment is turned in, you may not make any changes to your assignments.

GRADING SCALE:

The course is graded out of 1000 points.  The numbers of points available for each of the elements of evaluation are as follows: 

	
Element
	Points

	Exam 1 
	200

	Exam 2
	200

	Exam 3
	300

	2 Written Case Projects
	70

	Group Project Report
	150

	Group Project Presentation
	30

	Class Participation
	50

	Total
	1000



Grades will be assigned as follows:<div align="center">
	A    
	  920-
	C+  
	  780 -799

	A -  
	 900 - 919
	C    
	  720 – 779 

	B + 
	  880 - 899
	C - 
	  700-719

	B    
	  820 – 879
	D+  
	  680-699

	B -
	  800-819
	D    
	  620-679


</div>
The grade cutoffs may be lowered if warranted, but will not be raised under any circumstances.

Once the final course grading scale is set, it is set in stone. There will be no extra-credit work, outside papers, etc. If you miss the next highest grade by one point you will have my sympathy - but I will not change your grade!

A grade of “I” (incomplete) can be issued to students who are unable to complete the course due to some type of unforeseen medical, or family emergency. Students may only be given an “I” grade if they have a passing average in coursework that has been completed and have well-defined parameters to complete the course requirements that could result in a grade better than the default grade.  Prior to the end of the semester, students must initiate the request for an “I” grade and receive the instructor’s approval. Assignment of an “I” grade is at the discretion of the instructor and will be considered on a case by case basis.  If you anticipate a problem that might result in your requesting an “I” grade, you need to see your instructor right away.  Do not wait until the end of the semester.  Additional information about University grading policies is available at:
http://undergrad-catalog.buffalo.edu/policies/grading/explanation.shtml

Best Practices for a Good Grade

The keys to good grades on the exams in this class are:

1) Attendance and Attention

You need to attend class regularly, and MORE IMPORTANTLY, pay attention to the lecture and take good notes.  I do not lecture out of the book.  I discuss topics that are not covered in the book.

I cannot overemphasize the importance of good note taking skills.  Frequently, students come to me for help after receiving a poor test grade.  The first thing I ask them to do is show me their class notes.  The majority of these students have very little added to their notes above what is printed for them.  I give a lot of examples in class to help you understand the concepts.  You really need to understand these in order to understand the material.

2) Review your class notes

After every class, while the material is still fresh in your mind, review your notes.  Rewrite them if necessary, so that you can easily read and understand them.  If there is something you do not understand, see me at my NEXT OFFICE HOUR.  Do not wait until right before an exam to review your notes.  Do this continuously!
	
3) Study in Groups

One approach that can be added to just reviewing your notes, is after every class, while going over and clarifying your class notes, make up 5 multiple choice test questions based on the notes.  Get together with 3 or so other students who do the same thing.  Once every couple of weeks, assemble all of your questions into a practice exam that all of the students in your group take separately from each other.  Once everyone has done this meet up as a group to discuss each question you do not agree about.  Going through this process will contribute greatly to your depth of understanding of the material – especially the material from the lectures.

4) Read the book

The book contains different examples than those I use in class, and by understanding both sets of examples, your comprehension will improve.  Also, I do not lecture on all of the topics covered in the assigned reading.  You need to read the book to understand those topics.  The exams contain both information from the book and the lectures.  Students do best on the exams when they read the assigned chapters BEFORE the associated lecture is given in class.  This helps you understand and REMEMBER the lecture better.

5) Use the book website.

The website for the book that we will be using is located at 
http://highered.mcgraw-hill.com/sites/0078028892/student_view0/
Or you can just click on the link on the UBlearns webpage for the class so you do not have to type in the long link above.

This website is available to everyone and has a practice multiple choice exam for each chapter of the book.  This will be a good way to practice answering these types of questions.  There is also some premium content available from the publisher on the website.  You are not required to purchase any of the premium content for this class.


The keys to good grades in the recitation sections are:

	1)  Come to every session
	2)  Participate each class
	3)  Keep track of  the assignment due dates – do not put them off to the last minute!
4)  Form a group with people you can work well with!  Do not wait until the end to do a rush job on your projects.  


Academic Integrity

University policy requires that I remind you of the common sense values embodied in the University Honor Code.  The following webpage provides the University’s academic policy and procedures:
http://undergradcatalog.buffalo.edu/0304/undergraduateeducation/strightslong.shtml

The following pledge will be assumed in regard to all examinations and individual assignments:  “On my honor, I have neither given nor received unauthorized aid in doing this assignment or exam.”  

More about Exams:
What to Bring and not to Bring to Your Exams:

· You MUST bring a photo ID and a soft lead (#2) pencil (two pencils just in case) to the exams (test locations will be listed on the course website).  Nothing else may be brought to the exam!

· You MAY NOT use any books, notes, or electronic devices, during the exams. 

· You MAY NOT have any electronic devices out during the exams.  This includes but is not limited to, cell phone, pagers, IM devices, PDAs, computers, etc...  If you are found with any of these devices out during an exam, even if you are not caught using it, your exam will be taken from you and you will receive a grade of 0 for the exam.

· If you are found cheating on an exam you will receive an F in the course and be remanded to the University’s Honor Court for potentially additional punitive action.
Posting Answers:
· The exams will be gone over during recitation section 1 week after the exam is given.  During that session you will be able to see which questions you got correct and which ones you missed.  And you will know your final score.  Additionally, you will be given the opportunity to ask questions about things you do not understand about the exam. 
 
Posting Grades:

· We will post grades on the class website when they available.  This is usually about a week after the exam.

· Check Your Exam Scores:
If you think there may have been a mistake in your posted exam grade, you must see Professor Dick prior to the next exam. If you do not do this, your score, even if it should have been changed, will not be modified. 
In the 20+ years I have been teaching here, I have NEVER seen the computer make a grading mistake.  That is not to say that it would be impossible for the computer to make a mistake in the future, so I encourage you to check your score and see me if you thing there has been an error.   But in all of the cases so far where a discrepancy existed, the student either bubbled in a different answer from the one circled on the exam booklet or failed to bubble in a response, or did a poor job erasing an answer they changed.  These types of errors are your responsibility.  If you make a mistake bubbling in an answer, or fail to erase any mistakes completely, you will have my sympathy but your grade will not be changed. So check your bubbling carefully before you turn in your answer sheet.
If you do want your scantron hand graded you will need to come into my office (either during office hours or by appointment) prior to the time the next exam is administered.  


Classroom Etiquette
Given the size of the lecture sections, we need to abide by a few common sense rules.  All of these are based on the notion of respect for the other students. 

· No talking in class unless asking a question or are instructed to discuss something

· No sleeping or reading of non course material in class

· Be seated and quiet when class starts

· Do not leave the class early.   

· No electronics policy – during class there are to be no cell phones, PDA’s laptop computers, etc. in use. 

· Anyone who cannot abide by these simple rules should not come to class.  I will not permit some students to interfere with the learning of other students by failure to follow these rules.  Violators will be asked to leave and depending on the violation may be subject to more severe penalties including expulsion from the course and/or the University.

Accessibility Resources

The University provides many resources for students with disabilities.  If you have a disability you must contact this office in order to receive accommodations in this or any other class. Any accommodation memos issues by that office must be delivered to your instructor(s) each semester.  Additional information is at http://www.buffalo.edu/accessibility/students.php 

 

Tentative Course Schedule
This may be changed during the course of the semester based on class progress.


Last Revised: August 20, 2013

	Lecture Date
	Recitation
Week
	TOPIC
	CHAPTER

	Mon Aug 26
	 
	Introduction and Overview
	Read syllabus 

	Wed Aug 28
	
	Creating Customer Relationships and Value (start)
	1

	 
	1
	Introduction to Recitation Sections 
	 

	Mon Sept 2
	
	No Class
	

	Wed Sept 4
	 
	Creating Customer Relationships and Value finish)
	1

	 
	2
	Marketing Plans and the Group Project
	Appendix A, Ch 2.

	Mon Sept 9
	
	Developing Successful Mkt and Corporate Strategies (begin)
	2

	Wed Sept 11
	 
	Developing Successful Mkt and Corporate Strategies (part 2)
	2

	 
	3
	In Class Activity 2-2 and 1-2 (time permitting).

Review Case 1 expectations
	

	Mon Sept 16
	
	Developing Successful Mkt and Corporate Strategies (finish)
	2

	Wed Sept 18
	 
	Scanning the environment (begin)
	3

	 
	4
	Written Case 1
IBM: Using Strategy to Build a Smarter Planet
Due at beginning of recitation section.
-also-
Group Membership Sheet Due
	Pages 46-47

	Mon Sept 23
	
	Scanning the environment (part 2)
	3

	Wed Sept 25
	
	Scanning the environment (part 3)
	3

	
	5
	
Project Outline Due

	

	Mon Sept 30
	
	Consumer Behavior (start)
	5

	Wed Oct 2
	
	Consumer Behavior (finish)
	5

	 
 
 
	6
	 Exam 1 Review Session
	 

	Fri Oct 4
	
	Exam 1 (Chapters 1,2,3,5 and all associated lecture material)
 Friday Night EXAM
6:30pm to 8:00 pm – Knox 20
	

	Mon Oct 7
	 
	Marketing Research (start)
	8

	Wed Oct 9
	 
	Marketing Research (finish)
	8

	
	7
	Go over exam 1

Review Case 8 expectations
	

	Mon Oct 14
	
	Identifying Segments and Targets (start)
	9

	Wed Oct 16
	 
	Identifying Segments and Targets (part 2)
	9

	
	8
	
Case 8 -  Carmex:
 due at beginning of recitation section meeting

	216-217

	Mon Oct 21
	
	Identifying Segments and Targets (finish)
	9

	Wed Oct 23
	 
	
Managing Products and Brands (start)
	11

	 
	9
	In Class Activity 9-2
	

	Mon Oct 28
	
	Managing Products and Brands (part 2)
	11

	Wed Oct 30
	
	Managing Products and Brands (part 3)
	11

	
	10
	In class activity 10-2 and 10-3 (time permitting)
	

	Mon Nov 4
	
	New Product Development Process
	10

	Wed Nov 6
	
	Pricing (Start)
	13,14

	
	11
	Exam Review
	

	Fri Nov 8
	
	Exam 2 (Chapters 8,9, 10, 11 and all associated lecture material)
 
Friday Evening EXAM
6:30 – 8:00pm – Knox 20
	

	Mon Nov 11
	
	Pricing (contd.)
	13,14

	Wed Nov 13
	 
	Pricing (finish)
	13,14

	 
	12
	Go over exam 2
	

	Mon Nov 18
	
	Channels and Wholesaling (start)
	15  (pp 378-291)  and ch 16 (425-426)

	Wed Nov 20
	
	Channels and Wholesaling (finish)-- In Class, 
-----
View Retailing Lecture Online
	Same as above
----
Ch 16 403-424

	 
	13
	GROUP PRESENTATIONS
	 

	Mon  Nov 25
	 
	Advertising, Sales Promotion and Public Relations (start)
	18

	Wed Nov 27
	
	No Class
	

	 
	 14
	No Recitations
	

	Mon Dec 2
	 
	Advertising, Sales Promotion and Public Relations (continued)
	18

	Wed Dec 4
	
	Advertising, Sales Promotion and Public Relations (finish)
	18

	
	15
	
GROUP PRESENTATIONS
Written Projects Due

	

	
	 
	
	

	[bookmark: DATEDAY4$0]Friday 
Dec 13
	
	
Exam III
(Chapters 13,14,15, 16, 18)

Knox 20 – 9am to 11:00am

Note: We are only using the 9-11am portion of the time block reserved for this class.
 
	



SPECIAL THANKS TO …	Professor Richard Lutz, University of Florida for 					contributing many examples and course materials to this 				class

Hints and Reminders from the Recitation Instructors

Below is a list of mistakes the recitation instructors have found students to make that can hurt their grades.  They are presented here for your convenience.


Regarding Case Studies:

1.	Recitation instructors will review each case assignment in your recitation one week before the assignment is due.  This will be important information for you.  If you must miss the class, be sure to get the information from a classmate or come see your instructor during his/her office hours.  Under no circumstances will the information about the assigned case be emailed to you.

2.	Case assignments are to be completed individually.  No group work is allowed. If group work is suspected, you will earn a zero.

3.	No late cases are accepted.  If you miss a class in which a case is due, it is your responsibility to get the case to your recitation instructor before the beginning of class. If the case is received after the beginning of your recitation, you will earn a zero. If you email it, it must be received before the beginning of your recitation on the due date.  In addition, a hard copy must be handed in to the instructor within one week.  If a hard copy is not handed in within one week, the student will earn a zero.

4.	If you complete a case other than the one assigned, you will earn a zero.

5.	Cases must be typed.  If it is hand-written your score will be reduced by 7 points.

Regarding Group Projects:

1.	Don’t wait to the last minute to begin your work.  It is recommended that you meet with your group on a weekly basis.

2.	Project ideas must be formally approved by your recitation instructor.  However, it is the group’s responsibility to complete some due diligence to make certain their product idea does not already exist. 

Regarding Group Presentations:

1. Teams have a chance to earn 10 extra points on the presentation by creating supplemental materials, such as promotional items, prototypes and packaging.

2.	If you are absent on any of the presentation days, it will greatly affect your participation grade.

Regarding Class Participation:

-- In order to earn maximum points, it is not enough to come to every class.  You must participate and be an active speaker. 
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