UNIVERSITY OF DAYTON
MANAGEMENT AND MARKETING DEPARTMENT
MKT 315: RETAIL MARKETING Course Syllabus
Winter 2008, Section 01

INSTRUCTOR: Serdar S. Durmyoglu, Ph.D.

OFFICE LOCATION: Miriam Hall 703

PHONE: (937) 229-3540

E-MAIL: durmuser@udayton.edu

OFFICE HOURS: Wednesday 3:00 to 4:00 pm or by appointment

CLASS TIMES: Wednesday and Friday between 12:00 and 1:15 pm

CLASS LOCATION: Miriam Hall 209

COURSE WEB PAGE: https://quickplace.udayton.edu/mkt315-wi08

TEXTBOOK?®*: Retailing Management by Michael Levy (Author), BertA. Weitz (Author)
Publisher: McGraw-Hill/Irwin; & edition (2006)

ISBN-10: 007301978X ISBN-13: 978-0073019789

* Other supplemental materials such as news adiglél be available on the course website. You lval
informed when you are to read these materials aimjlihem to class.

READ THE SYLLABUS COMPLETELY
AND CONTACT ME IF YOU HAVE ANY QUESTIONS!

COURSE OBJECTIVES

This course is designed to help you develop annstetleding and appreciation of the difficulties
and challenges of starting, managing, expandind,camsequently, succeeding in retailing. In
this respect, we will cover the major functionsttb@emprise the retailing task, the decision tools
applied, planning, strategy formulation, impleméota and control in retail management.

METHOD OF INSTRUCTION

There will be two lectures each week. The lectaes designed to introduce and clarify the
topics being covered in the course, and to relasd topics to business applications. You can
find the notes for each class as well as announaisnaad other related materials on the course
web page. You should recognize that the lecturesia invaluable source for understanding the
concepts being introduced. Therefore, it is neagsor you to attend all the classes and have
the notes prior to the class hour in order to berfetty from the lectures and the class notes.
Assigned readings should be done prior to clasalltaww for a better understanding of the
concepts introduced. | strongly recommend thatd@umot postpone the readings until the exam
time. Also, do not hesitate to ask questions on angtiou do not fully understand.
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EVALUATION
There are four components in your final grade:
1. Contribution (based on in-class participatiorip-class contribution will be graded

objectively based on active participation in-cladsscussions, case studies, article
discussions, and in-class exercises.

What constitutes a contribution?

* Raising and answering substantive issues andtipnss

» Sharing relevant ideas, observations and perserpkrience

» Sharing analyses of class materials

* Generating potential solutions for problems

* Relating and synthesizing ideas of others smasdrease everyone’s understanding of a
concept, idea, etc.

» Pointing out relationships to earlier topics adcussions

* Helping others develop their views and ideas

2. Individual AssignmentYou will turn in one individual assignment. | Wwgost the details of
the assignment on the course website. The due afatieis assignment is noted on the
tentative course outline, at the end of the sykabu

3. Exams: There will be two midterm exams and one finalrex@ach with multiple-choice
guestions. The midterm exams will take place durggular class hours at the regular class
location. Your best midterm exam score will bedusecalculating your final grade.

The midterms will cover the material indicated e tourse schedule, including the videos
we will watch on certain retailing topicsThe final exam will be cumulative, but weighted
heavily toward the material covered after the sdcomdterm exam. _All exams will be
closed book and closed notes.

Exam dates are listed on the tentative coursenatéit the end of this syllabus. NO “early”
or “late” exams will be scheduled. A picture 1\Bill be required to take all exams.

Every exam will require arithmetic calculationsourare therefore advised to bring a simple
calculator with you. You will not be allowed to use any wireless conmmation device or
its calculator function during an exan¥ou cannot borrow _a calculator from another
classmate during the exam, either

4. Team PresentatiorGroups of five or six students will be assigned thsk of developing
(and subsequently presenting) a presentation cayehe major topics discussed in class,
with respect to a major retailer. | need to kntve members of each group by the end of
class on January £82008. If you are not in a group by then, | wélhdomly assign you to a
group with less than five or six members at theetim

A basic outline of the expected presentation wdl grovided to you._ Your presentation
should NOT exceed 18 minute¥.ou are expected to provide a hard copy of thedPBoint
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presentation to me before your presentation anplapeea two-page summary (or outlirie)
distribute to your classmates.

All group members are expected to participate fillyhe presentation. To ensure this, we
will use a ‘Group Assessment Form’, which is thst lpage of this syllabus. You have to
complete and submit this form at the end of thegméation day. Based on your (or lack of)
contribution (the average score of your peers’ @at@dns is a good measure to use to assess
this), your individual final project grade may bdjusted. Remember, group presentation
points make up 25% of your final grade.

FINAL EXAM

The final exam will be given on April 38 2008 between 2:30 and 4:20 prithe final exam
serves to ensure that you have an adequate unu#irgjeof concepts and topics taught in this
course. The final exam may include questionsedléd ALL concepts and topics covered in the
course.

GRADING

Your final course grade will be based on the folluyvpercentages for in-class contribution,
individual assignment, team presentation, and es@ores:

Percent of Final Grade Notes
In-class contribution 5%
Individual assignment 10%
Team presentation 25%
Midterm exam 1 30% Best midterm exam score
Midterm exam 2 30% will be used
Final 30%
Total 100%

| will use the categorization below in grading yowrk and in assigning your final grade for the
course. Moreover, | reserve the right to grade assignment, etc., in this class in a holistic
fashion, thus overriding any grading scheme desdrib the syllabus or other handouts.

A = Outstanding: You consistently demonstrate a nuanced undelsignaf the class
materials, are always prepared, engage in highitgquyadrticipation, clearly understand the
relevance and application of the discussed topitd BBsues, exhibit excellent team
management abilities, turn in excellent quality kyaatc.

B = Above Average: You consistently demonstrate above average undelisth of
materials, engage in participation that demonstreg¢gular preparation, work well in group,
have good grasp of relevance and application ofudsed topics and issues, turn in
thoughtful, well prepared, and high quality workc.e You might demonstrate intermittent
“outstanding” work at times, but not in a consist@shion.

C = Average: You demonstrate an average understanding of therialat come to class
and participate frequently, are usually prepared,alpng in your group, provide a positive
contribution to team assignments, and turn in wadrkrofessional quality.
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D = Below Average: You do not fully understand the relevance and appbn of
materials, miss class and fail to participate radul do not prepare for class regularly, do
not get along in your group, do your share, butghality may not meet the expectations of
other group members, put together deliverablelsealast minute, etc.

F = Failure: You have an inadequate understanding of some afahe materials, miss
class, do not participate, do not turn in all dedables, and/or do not participate in achieving
team objectives.

Consistent with these standards, letter gradeshwilassigned based on the plus/minus system
(the schedule is in the table below). Howeverpkeemind that in determining final grades, |
will consider your overall performance on coursesigraments, the consistency of your
performance, and your performance relative to yellow classmates. | therefore reserve the
right to shift or “scale” final grades either updown as | see fit.

Grade Point Scale Letter Grade Percentage in Course
4.0000 A 94 - 100%
3.6667 A- 90 - 93
3.3333 B+ 87 -89
3.0000 B 84 - 86
2.6667 B- 80 - 83
2.3333 C+ 77-79
2.0000 C 74 -76
1.6667 C- 70-73
1.0000 D 60 - 69
0.0000 F < 60

POLICIES

Drinks and Food: The School of Business Administration recently s@esignificant amount
of your money updating the classrooms. As such, libralgsrshould be enforced. Only water
will be allowed in plastic, screw-top container&ll other drinks require spill-proof containers.
Food is not allowed.

Classroom Etiquette: All cellular phones and pagers should be placethrate’ or turned off.

Be prepared to remain in the class for its duraéisrtoming late or leaving early would disturb

your classmates. Additionally, please be constdaevhyour fellow classmates and do not cause
any distractions by socializing, reading newspamerether actions that take away from the

learning environment. If your disruption seriousigtracts from the class discussion, you may
be asked to leave. If you use a laptop in claesse don’t surf the Internet or engage in other
non-class related activities. Finally, always lespectful of others’ (professor and students)
opinions and comments in the class. Respect atends beyond the classroom. The content of
any e-mails, group meetings, etc., should be chyeffuiought out. So, once again, please be
respectful of each other and the professor, inolyidh your electronic transmittals. Remember,

this is a formal business course and | expect gotohduct yourselves as business people both
inside and outside of the classroom, including @myespondence. Any behavior deemed by the
professor as unprofessional, disrespectful, orpgr@miate may result in up to a 20% reduction

in your final grade.
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Academic Integrity: Academic dishonesty will not be toleratetf.cheating, plagiarism, or
academic dishonesty of any kind occurs, the offendevill be automatically dismissed from
the course with a failing grade. Please refer to the UD academic dishonesty pdliggu have
guestions regarding this matter. The UD policyavsilable in the University Bulletin or at
http://www.udayton.edu/~studev/studenthandbook fowroading. The University Bulletin
specifies what constitutes academic dishonestyl, soggest that you read it. For example,
beyond those types of dishonesty discussed insdution, academic dishonesty also involves
enabling others to cheaflhat is, if you “lend an assignment” to someone, ahthey copy it

all (or just portions of it), you will receive the same penalty as they do.lt doesn’t matter if
you tell them not to copy, if they do so anywayu ghare liability with them.

Plagiarism, as defined in the academic dishonedigypof the University, will be scrutinized on
all student assignments. Note that using the ewactls from an unquoted published work is
within this definition. It also includes informati from websites that is not properly cited.
Make sure that if exact words are used, they ackosed in quotation marks and the source is
referenced. With regard to citing references jltat have used within the body of your work,
you must cite all sources. Anything that is cull @asted should be included in quotes, and cited
in your references section. Do not excessivelydiszt quotes, either. Be sure to paraphrase if
direct quoting becomes excessive.

To sum up, be aware that UD’s policy identifies thweal activity as any attempt by the student
to obtain,or to assist another student to obtain, a grade higher than honestly earned. My
expectation is that the students will neither ggytite in nor condone activities such as cheating
or plagiarism. It is your responsibility to undersd what constitutes a violation of this policy.
By placing your name on exams and assignments gndohsenting to have your work
submitted to www.turnitin.com by the instructor,uyare affirming that the contents are your
original work. Specifically, | may submit your papfor the Article Analysis assignment to the
turnitin.com service in order to prevent any unfailvantages being obtained by your fellow
students who violate this policy. Failure to abiole these standards will result up to the
penalties outlined by University policy.

Announcements:lmportant announcements will be made in class astiep on course web site.

| will send a number of e-mails throughout the sstereregarding the class. | will use the
University’s Lotus Notes e-mail system and the esponding e-mail addresses for the members
of the course. Consequently, it is your respohsibio check your Lotus Notes account for
e-mails or forward those e-mails to your preferetiail account regarding the class materials.

Final Grades: Final course grades are FINALChanges will only be made if there is a mistake
in the calculatiorof the final grade.
COURSE OUTLINE

Course schedule is on the next two pages. Pledsdimat every effort will be made to cover the
assigned topics on the scheduled days. Howevere snodification can be expected based on
class discussions, questions, etc.
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MKT 315-01 — TENTATIVE COURSE OUTLINE

Week Class Date Readings Assigned Notes
1 January 9 i Syllabus, Course Introduction|,
y and the Wheel of Retailing
Chp 1: Introduction to the World
January 11 -
of Retailing
Chp 2: Types of Retailers
2 January 16 AND Article 1
Chp 3: Multichannel Retailing
January 18 AND Article 2
3 January 23 Chp 5: Retail Market Strategy
Chp 5 (cont'd.), Article 3,
January 25 AND Chp 6: Financial Strategy
Chp 6 (cont'd.)
4 January 30 AND Chp 7: Retail Locations
February 1 Chp 7 (cont'd.)
. Chapters 1, 2,3,5,6,&7;
5 February 6 Midterm Exam 1 Articles 1, 2. & 3
Article 4 & 5
February 8 AND Case Study #1
6 February 13 Chp 8: Retail Site Selection
Chp 10: Information Systems and
February 15 Supply Chain Managemen
AND Article 6
7 February 20 Chp 10 (cont'd.)
February 22 Chp 11: Customer Relationship
Management
8 February 27 Chp 11 (cont'd.)
February 29 NO CLASS - TEAM PRESENTATION WORK DAY
Chp 12: Managing Merchandise
9 March 5 Assortments
AND Atrticle 7
March 7 Chp 12 (cont'd.)
. Chapters 6, 7, 8, 10, 11, &2;
10 March 12 Midterm Exam 2 Articles 4. 5, 6, & 7
March 14 Chp 13: Merchandise Planning
Systems
11 March 19 and 21 NO CLASS - MID-TERM BREAK

6/8



Chp 13 (cont'd.)

12 March 26 AND Case Study #2
. oo Individual Assignment
March 28 Chp 15: Retail Pricing due by 5:00 pm
. Chp 15 (cont’'d.)
13 April 2 AND Article 8
April 4 Chp 16: Retall_ Communication
Mix
14 April 9 NO CLASS - TEAM PRESENTATION WORK DAY
. Chp 16 (cont'd.)
April 11 AND Article 9
Chp 18: Store Layout, Design, and
15 April 16 Visual Merchandising
AND Article 10
April 18 Group Presentations Groups 1, 2, and 3
16 April 23 Group Presentations (cont'd.) Group$§,4nd 6
Einal Exam Cumulative, but weighted
17 April 28 heavily on Chapters 11, 12,

TIME: 2:30 to 4:20 pm

13, 15, 16, & 18
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MKT 315: RETAIL MARKETING
Winter 2008, Section 01

Confidential Team Assessment Form

Assessment Date: Team Number:

Your Name:

Please comment on each person’s contribution téetio@ project. Indicate the mark you assign

Retailer Preseh

each person in the table provided below.

“This person...

00
10
20
30

40
50
60
70
80

90

...didn’t contribute at all; “who?”
...showed up, but hardly said or did anything.”
...participated sporadically in conversation; madether contribution.”
...took part in conversation regularly, but did add significantly to the overall
assignment.”
...added occasional useful comments, but didnihdoh else besides.”
...added some useful comments and/or did his#weprfoportion of other work.”
...made several useful comments and/or did sfightre than his/her fair
proportion of work.”
...brought in many ideas or made significant malteontributions (e.g., content,
structure, analysis, layout, etc.).”
...did most of the work for the project, and/ord@anost of the insights and
suggestions necessary to complete the project.”
...did close to all the work necessary for theceasful completion of this
project.”
Team Member Name Mark
#1 (myself)
#2
#3
#4
#5
#6

Please note the following:

» This peer/self assessment form is due on the dgyusfteam presentation. Please hand it to
me, or slide it under my office door (Miriam Ha03) before 5:00 pm.
* The information you provide on this form will remaionfidential!
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