
	Course
	PROC 5830/63  Pricing

	Term
	Fall 1, 2007

	Instructor
	Instructor: Dr. Harold D. Coleman,  Phone: 321-269-7978 or Cell #: 321-223-4573,  Email:  hcoleman01@earthlink.net,  Office Hours:  30 Minutes before class.

	Catalog

Description
	The student reviews the competitive and financial environment related to 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
	REQUIRED TEXTS:  The Strategy and Tactics of Pricing: A Guide to Growing More Profitably. Thomas T. Nagle and John E. Hogan. Prentice-Hall, Upper Saddle River, NJ. 4th  Edition, 2006. ISBN: 0-13-185677-4.
SUGGESTED SUPPLEMENTAL READINGS:  Students are expected to keep abreast of the current trends in articles that pertain to this course and report orally and in writing.  Specific assignments may be made in class by the Instructor. 

	Grading
	COURSE REQUIREMENTS:
% OF GRADE
a. Class participation/case discussion
10%
b. Examination: Mid-Term
30%
c. Formal Paper
20%

d. Final Exam
40%

Taking the numerical score from the formula above and converting it to the appropriate letter grade from the chart determine the student’s letter grading for the course.

Letter Grade
Numerical Score
A

96-100% (4.0) 

A-

91-95% (3.67)

B+

87-90% (3.33)

B

82-86% (3.0)

B-

78-81% (2.67)

C

70-77% (2.0)

F

69 & below (0)

I

Incomplete (0) 

W

Withdrew



	Activities
	· Weekly reading assignments

· Weekly group case studies done during class

· Weekly homework assignments dealing with topic from textbook

· Both mid-term and final exams should be given and should have both short answer and hands-on components relating to attached cases.

· Research project that requires “field” study on a pricing concept

· Problem solving group presentation of an assigned pricing case

	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 Assignments Retained
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
	Attendance at all class sessions is expected.

Late weekly write-ups and written case assignments will be accepted if prior arrangements have been made with the instructor, but will be given reduced points based upon the number of class sessions it is late.

	Week 1 Schedule
	PREPARATION FOR CLASS:
Read Chapters 1 & 2
CLASSROOM DISCUSSION TOPICS:
· Introduction to Course

· Chapter 1 – Tactical Pricing: Changing the Pricing Game to Drive Profitable Growth
· Chapter 2 – Pricing Strategy: An Integrated Approach


	Week 2 Schedule
	PREPARATION FOR CLASS:
Read Chapter 3, Choose Topic for Term Paper & Choose Case for Class Presentation
CLASSROOM DISCUSSION TOPICS:  

· Chapter 3 – Value Creation: The Source of Pricing Advantage
· Submit Topic for Term Paper

· Submit Case for Class Presentation



	Week 3 Schedule
	PREPARATION FOR CLASS:
Read Chapters 4 & 5
CLASSROOM DISCUSSION TOPICS:  

· Chapter 4 – Price Structure: Segmentation Pricing Tactics for Separating Markets
· Chapter 5 – Price and Value Communication: Strategies to Influence Willingness-to-Pay
· Case Discussion


	Week 4 Schedule
	PREPARATION FOR CLASS:
Read Chapters 6 & 7
CLASSROOM DISCUSSION TOPICS:
· Chapter 6 – Pricing Policy: Managing Customer Expectations and Behaviors
· Chapter 7 – Price Level: Setting the Right Price for Sustainable Profit
· Case Discussion


	Week  5 Schedule
	PREPARATION FOR CLASS:
Prepare for Mid Term Exam & Read Chapter 8
CLASSROOM DISCUSSION TOPICS:  

· Mid Term Exam

· Review Chapter 8 – Costs: How Should They Affect Pricing Decisions?
· Case Discussion


	Week 6 Schedule
	PREPARATION FOR CLASS:
Homework & Read Chapters 9 & 10
CLASSROOM DISCUSSION TOPICS:  

· Review Mid Term Exam

· Chapter 9 – Financial Analysis: Pricing for Profit
· Chapter 10 – Competition: Managing Conflict Thoughtfully
· Case Discussion


	Week 7 Schedule
	PREPARATION FOR CLASS:
Read Chapters 11 & 12 & Prepare for Class Case Presentations
CLASSROOM DISCUSSION TOPICS: 

· Chapter 11 – Pricing in Channels of Distribution: Managing Multiple Transactions and Relationships
· Chapter 12 – Pricing over the Product Life Cycle: Adapting Strategy in an Evolving Market
· Class Case Presentations


	Week 8 Schedule
	PREPARATION FOR CLASS:
Read Chapters 13 & 14, Prepare for Class Case Presentations & Complete Term Paper.
CLASSROOM DISCUSSION TOPICS: 
· Submit Term Paper

· Chapter 13 – Price and Value Measurement: Research Techniques to Supplement Judgment
· Chapter 14 – Ethics and the Law: Understanding the Constraints on Pricing
· Class Case Presentations
 

	Week 9 Schedule
	PREPARATION FOR CLASS:
Prepare for Research Paper Presentation & Prepare for Final Exam
CLASSROOM DISCUSSION TOPICS:
· Present Term Paper

· Final Exam



PURCHASING TEXTBOOKS--Most textbooks can be purchased through MBS Direct. Check the syllabus for textbook information. Give MBS Direct the campus location (for the purpose of ordering books the campus is Space Coast Campus, course name, number and section number (i.e. Space Coast Campus, COMP5000/64) and most important, the title, author, edition, and ISBN of the book you are ordering. MBS Direct will buy back your book at the end of the term should you elect not to retain it as a reference book. Order by phone or online. Orders should be placed no earlier than 4 weeks prior to the start of the term.

MBS Direct: 1-800-325-3252


MBS Direct Website is www.mbsdirect.net/webster
Monday-Thursday 7am-10pm(Central Time)
Friday 7am-6pm (Central Time)
Saturday 8am-5pm (Central Time)
Sunday noon-4pm (Central Time) 

In order to meet the course objectives this syllabus may be modified at the discretion of the instructor without approval of the students.
Original approved by:
Dr. Calvin D. Fowler Academic Dean Space Coast Region, July 26, 2007
 Copyright © 2005 – 2006, School of Business & Technology, Webster University Space Coast Region.  All rights reserved. 
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