SEATTLE PACIFIC UNIVERSITY

SCHOOL OF BUSINESS AND ECONOMICS

BUS 6150





Office: McKenna 216

AUTUMN 2008




Phone: 205-281-3638

Dr. Regina P. Schlee




E-mail: rschlee@spu.edu








Office Hours: MWF: 12:30pm – 2:00pm







Th: 5:15 pm – 5:45 pm, or by appointment.






REQUIRED TEXTS: 

Marketing Management, 3rd edition,  Russel S. Winer, 2007
MarketShare Simulation, Interpretive Simulations, www.interpretive.com
RECOMMENDED TEXTS: 
The Everyday Writer, Lunsford, or a similar writing resource manual
COURSE OBJECTIVES:  This course satisfies the core requirement for Marketing in the MBA program.  Upon completion of the course, students should be able to do the following:


1.
Understand the vocabulary of marketing and the marketing manager’s framework.

2.
Understand how marketing is used to create value in all exchanges with customers.

3.
Evaluate the impact of major environmental trends on different industries and businesses domestically and globally.

4.
Utilize marketing research tools to obtain marketing information.


5.
Understand the basic concepts guiding consumer behavior.

6.
Examine elements of marketing strategy such as segmentation and targeting, positioning, and brand management.


7.
Understand how marketing plans are developed.


8.
Examine the ethical dimensions of marketing actions from the perspective 



of the Christian faith.

Managerial Marketing (BUS 6150) is primarily a conceptual class where students are taught to look at the marketplace from a marketing perspective. The MarketShare Simulation will allow us to do some basic marketing analysis examining the effect of various investments in marketing functions on marketing revenues. This class is followed by Marketing Analysis (BUS 6250) which focuses on strategic marketing decision-making and application of tools for evaluating market opportunities and marketing performance.  

Students will be asked to read the chapters for each lecture prior to coming to class.  Unfortunately, to get ready for the second week of class, you will have to read the chapters both for the first and second week of the quarter. The typical class session will include lecture, discussion, and an in-class exercise/activity.  

The slides for the course are available on Blackboard.  It is not necessary that you access Blackboard, but most students prefer to have access to the slides used in class over the internet. The slides are graphic-intensive, so you may select to print only some of the slides in each file.  You can access materials on Blackboard by following the link for Online Learning on SPU’s home page or by going to http://learn.spu.edu  You log on using your user name and password for your SPU email.  For all technical problems with regard to Blackboard, please send an e-mail message to onlinelearning@spu.edu.

EXAMINATIONS AND GRADING/EVALUATION CRITERIA:

Tests:  There will be two tests based on both lecture and textbook material.  Let me know ahead of time if you are going to be absent for one of the tests so that we can make arrangements for a makeup.  Make up exams can be given from 9 am to 6 pm Monday through Thursday - before the next class meeting.  I reserve the right to include different questions on the makeup than in the in-class exam.

MarketShare Simulation:  MarketShare is a rigorous marketing simulation that is based on the over-the-counter pharmaceutical industry.  This simulation has distinct advantages over cases because you will be able to observe the outcome of your decisions.  There is a great deal of documentation that accompanies the simulation: the case, the manual, a number of reports on industry conditions and competitors, additional reports that can be purchased using your marketing budget (not real money), and specific exercises that are meant to enhance important marketing skills.  Please consult the SBE writing rubric on Blackboard when preparing your reports.
All students will need to register for the case.  On the second week of the quarter you will form small groups (3-4 students per group).  I will provide you with time in class to work on the simulation.  The simulation can be downloaded on memory storage devices (flash drives) and on as many computers as you wish (your laptop, home computer, etc.).  All group members participate in the decision process, but only one student enters the group’s decisions online.
There are points allocated for completing a quiz online and preparing 5 group exercises.  In addition, teams will be evaluated at the end of the quarter based on the outcome of the simulation using the following criteria:

	
Outcome of team decisions
	Outcome evaluation

	Built market share and profits
	Excellent (grade will depend on relative share and profit increase)

	Built share and maintained profits, or 

maintained share and built profits
	Very Good

	Maintained share and profits
	Good

	Maintained share and lost profits, or
Lost share and maintained profits
	Poor

	Lost share and profits
	Very Poor


Canlis Case Analysis:  This case will be used as a “backup,” in case we encounter serious problems with the MarketShare simulation.  If  we decide to terminate the simulation before its conclusion, we may decide as a class to reallocate some of the simulation points to the Canlis case analysis.

For the Canlis case, small groups of students will examine the environment of the fine dining industry in the greater Seattle area, will analyze market segments, and will evaluate different aspects of Canlis’ current marketing strategy.  

Group members will be asked to evaluate each other’s performance at the completion of each of these case analyses.  My evaluation of each student’s performance will take into consideration the overall quality of the marketing analysis you submitted, your personal contribution to the project, and other group members’ evaluation of your overall performance.  

Christian Reflection: For this assignment, you will reflect on the application of Christian values to the discipline of marketing.

Class Attendance and Participation:  I believe that class attendance and participation greatly facilitate learning.  Students will be asked to participate in many in-class activities individually and as members of a small group. 

Students with Disabilities:  Accommodations will be made for students with disabilities.  Please contact Debbie Wysomierski for additional information.

Inclement Weather or other Emergencies: The University maintains an Emergency Closure Hotline (281-2800).

Grading:  The maximum number of points that will be given for each activity are as follows:


2 Tests




600 points


MarketShare Quiz (online)

 10 points


MarketShare Exercises

200 points


MarketShare Outcome 

100 points


Group Evaluations


  50 points



Participation and Activities

  20 points


Christian Ethics Reflection

  20 points

Grading Scale:
A

940-1000


C-
700-729



A-

900-939


D+
670-699



B+

870-899


D
600-669



B

830-869


E
    0-599



B-

800-829



C+

770-799



C

730-769

SCHEDULE OF EVENTS/COURSE OUTLINE*
	WEEK

READINGS

                ASSIGNMENTS

	Oct. 2
	Introduction to marketing management

Introduction to the MarketShare Simulation
Chapters 1 and 2


	Log in after given the invitation by www.interpretive.com (a few days after class)

Register and pay 

The “key” provided with new books provides you with a $10 discount on the cost of the simulation.

Read Case and Simulation Manual 

	Oct. 9
	Analysis for Marketing Decisions
Chapters  3, 4 and 5


	Test run of simulation.  Does not count towards final outcome.

Take case quiz online individually.
Groups work on Exercise 1 – Understanding Marketing Research 

	Oct. 16
	Market Structure and Competitor Analysis
Product Decisions and New Product Development

Chapters 6, 7, and 8
	Groups give a short presentation on understanding marketing research in class.

Groups enter information into first period of simulation.  Decisions can be changed 3 times.
Start work on Exercise 2 -  Understanding Consumer Behavior

	Oct. 23
	Pricing
Chapter 9
	Groups enter information into second period of simulation.  Decisions can be changed 2 times.
Groups present Exercise 2 – Understanding Consumer Behavior

	Oct. 30
	
	Test #1 on material covered in first 4 weeks.

	Nov. 6
	Communication and Advertising Strategy
Chapters 10 and 11
	I will be at a conference.  Groups meet to enter information into the third period of the simulation.
Groups complete Exercise 3 – Competitor Analysis

	Nov. 13
	Communication and Advertising Strategy

Channels of Distribution
Chapters 10 - 13
	Groups enter information into the fourth period of the simulation.
Groups complete Exercise 4 – Value Proposition

	Nov. 20
	Customer Relationship Management and Services
Chapters 14 and 15

Canlis Case

Marketing Ethics
	Groups enter information into the fifth period of the simulation.

Groups work on Exercise 8 – Advertising Storyboard

Canlis Case 
Marketing Ethics Reflection

	Nov. 27
	Thanksgiving Holiday
	

	Dec. 4
	Marketing Ethics

Canlis Case
	Groups enter information into the sixth period of the simulation

Marketing Ethics Reflection

	Dec. 11
	Final Exam
	Exam will cover Chapters 10 to 15 and Marketing Ethics
Group members evaluate each other online


* This is the first time we are using the MarketShare simulation.  It may be necessary to adjust the schedule if complications related to the case arise during the quarter. As a general rule, I will adhere to this schedule to the best of my ability, however, specific dates may be changed for pedagogical reasons, as well as in case of inclement weather, illness, or other unforeseen event.  In cases of a change to the syllabus, you will be notified both orally in class and by email.
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