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Catalog The student reviews the competitive and financial environment related to
Description price proposals utilizing the techniques of cost and price analysis, life-cycle

costing, return on investment, and cost-benefit analysis.

Prerequisites

The prerequisite for this course is PROC 5000.

Course Level
Learning
Outcomes

The following is a list of the learning outcomes for the course:

The students will be able to know and explain the important
terminology, facts, concepts, principles, and theories used in the field of
Procurement and Acquisition Management. These will consist of the
mandatory topics taught in the pre-requisite, advanced core courses, and
integrative capstone course.

The students will be able to apply the important terminology, facts,
concepts, principles and theories in the field of Procurement and
Acquisition Management and to analyze simple to moderately complex
factual Procurement and Acquisition Management situations by
determining applicable, relevant costs, performing a break even and
financial analysis to determine economic value of a product or service.

The students will be able to creatively construct and implement
moderately complex Procurement and Acquisition Management
solutions to real organizational problems using frameworks procedures
and methods derived from the individual PROC disciplines to explain
the concept of product life cycles and how changes in costs, customer
sensitivity and competition can impact the pricing decision and impact
on negotiations.

The students will be able to assess the effectiveness of their solutions by
quantitatively or qualitatively measuring their results against theory-
based criteria and standards of performance to explain placement and
evaluation of a product in a marketing mix, and will define the available
channels for distribution or sale of a product/service.

The students will be able to utilize themselves as scholar-practitioners,




capable of creatively synthesizing intellectual explanation of PROC
models with methodological competencies and experience-based
perceptual skills and judgment to research techniques and utilization to
determine customer perceptions, price sensitivity, and constraints and
restrictions on pricing decisions relating to ethics and the law.

Materials

The Strategy and Tactics of Pricing: A Guide to Growing More Profitably
Author: Thomas T. Nagle

Publisher: Prentice Hall

ISBN: 0-13-185677-4

Grading

The student’s grade will be determined by the following:

* Examinations.Two examinations will be given to cover text and lecture
material. The exams will consist of essay questions and problems
associated with the concepts covered in class. Each exam will represent
30% of the student’s final grade.

* Term paper.Each student is expected to write an original term paper.
Such paper will be at least fifteen (15) pages in length. Students will be
expected to follow the format style espoused by the Manual of the
American Psychological Association (APA) Fourth Edition, Tenth
Printing. Topics for this paper must be approved by the instructor by the
third week. The paper will be due by the end of the eighth week and
will be worth 30% of the student’s final grade.

* Participation. Each student will be expected to attend class and
participate in class discussions and exercises. A student’s participation
will account for 10% of the final grade.

The GRADUATE catalog provides these guidelines and grading options:

* A/AD Superior graduate work

* B+/B/Bb Satisfactory graduate work

¢ C Work that is barely adequate as graduate-level performance

* CR Work that is performed as satisfactory graduate work (B— or better). A grade
of "CR”is reserved for courses designated by a department, involving internships, a
thesis, practicums, or specified courses.

* F Work that is unsatisfactory

* | Incomplete work

* ZF Anincomplete which was not completed within one year of the end of the
course. ZF is treated the same as an F or NC for all cases involving G.P.A.,
academic warning, probation, and dismissal.

¢ |IP Inprogress

* NR Notreported

* W Withdrawn from the course

Activities

In addition to lectures, the class will consist of:

* In class case studied'he students will participate in small group
discussions with the object of analyzing real world and real company
situations related to pricing applications.

* Article reviews




* Problems The student will have the opportunity to utilize their
cognitive skills to solve problems related to the course material.

Policy
Statements:
University
Policies

University policies are provided in the current course catalog and course
schedules. They are also available on the university website. This class is
governed by the university’s published policies. The following policies are of
particular interest:

Academic Honesty
The university is committed to high standards of academic honesty.
Students will be held responsible for violations of these standards. Please
refer to the university’s academic honesty policies for a definition of
academic dishonesty and potential disciplinary actions associated with it.

Drops and Withdrawals
Please be aware that, should you choose to drop or withdraw from this
course, the date on which you notify the university of your decision will
determine the amount of tuition refund you receive. Please refer to the
university policies on drops and withdrawals (published elsewhere) to find
out what the deadlines are for dropping a course with a full refund and for
withdrawing from a course with a partial refund.

Special Services
If you have registered as a student with a documented disability and are
entitled to classroom or testing accommodations, please inform the
instructor at the beginning of the course of the accommodations you will
require in this class so that these can be provided.

Disturbances
Since every student is entitled to full participation in class without
interruption, disruption of class by inconsiderate behavior is not
acceptable. Students are expected to treat the instructor and other students
with dignity and respect, especially in cases where a diversity of opinion
arises. Students who engage in disruptive behavior are subject to
disciplinary action, including removal from the course.

Student AssignmentRetained
From time to time, student assignments or projects will be retained by The
Department for the purpose of academic assessment. In every case,
should the assignment or project be shared outside the academic
Department, the student's name and all identifying information about that
student will be redacted from the assignment or project.

Contact Hours for this Course
It is essential that all classes meet for the full instructional time as
scheduled. A class cannot be shortened in length. If a class session is
cancelled for any reason, it must be rescheduled.

Course Policies

This syllabus may be revised at the discretion of the instructor without the
prior notification or consent of the student. The schedule below presents an




approximate expectation of course progress. The instructor reserves the right
to change the overall course grade weighting. Any changes will be
announced in class.

In line with the university’s policy on academic honesty, please be advised
that instances of academic dishonesty will result in a zero for the assignment
and will be reported to the Dean of the School of Business and Technology
for further disciplinary action. In this course we will use turnitin.com, an
electronic database, which assists students and faculty with academic work.

Weekly Schedule

Pre-Assignment for Week 1
* Read Chapters 1 & 2.

Week 1
Topics
* Overview of course requirements
* The role of pricing in Purchasing and Materials Management
* Introduction to pricing
* Tactical pricing
* Pricing strategy
Assignment for Week 2
* Read Chapter 3.

Week 2
Topics
* The effect of pricing on value creation
* Economic value analysis
Assignment for Week 3
* Read Chapter 4 & 5
* Term paper topic

Week 3
Topics

* Pricing structure

* Price and value communication
Assignment for Week 4

* Read Chapters 6 & 7

* Article review

Week 4
Topics
* Pricing policy




* Price level

* Customers and their effect on pricing
Assignment for Week 5

* Prepare for midterm exam

* Read Chapter 8

Week 5
Midterm Examination
Topics
* Costs
Assignment for Week 6
* Read Chapter 9

Week 6
Topics
* Financial Analysis
Assignment for Week 7
* Read Chapter 10 & 11
* Article review

Week 7
Topics

* Competition

* Channels of Distribution
Assignment for Week 8

* Read Chapter s 12 and 13

Week 8
Topics
* Pricing over the product life cycle
* Price and value measurement
Assignment for Week 9

* Prepare for final examination
* Read Chapter 14

Week 9
Topics

e Ethics and the law
Final Examination

Additional
Information

None




