York University

Marketing Channels  Course Outline - FOR COURSE WEBSITE POSTING
ADMS 4230 A 
Fall 2019       
Wednesday 4pm      

ACW008
NOTE THAT THIS IS AN ABREVIATED COURSE OUTLINE. 
A DETAILED SYLLABUS WILL BE AVAILABLE VIA MOODLE.

COURSE DIRECTOR: 

Chuck Hendriks 

chendriks@sympatico.ca – Send Emails as such: Subject: “ADMS 4230  - ____________”

COURSE DESCRIPTION: The course covers a variety of topics including channel management, selecting channel partners, supply chain logistics, franchising, promotion within the channel, channel audits as well as understanding the issues of power and conflict and how they are resolved in ways that promote strategic relationships that integrate with strategic planning. Integrates theory and practice of Marketing Distribution Channels - the "place" of Marketing. In this course, students analyze marketing problems and develop solutions to real-world situations. Course components include: strategy in marketing channels, multi-channel environments, designing channels, selecting channel members, issues in channel management, etc.

Required Material

Text: Marketing Channels, 8e, Bert Rosenbloom
	Week of:

OR Lecture #
	Topic
	Chapters
	In Class

Case Presentation

	1
	Course Outline Review, Group Formation

Channel Concepts; Channel Participants
	Ch 1, 2
	

	2
	Group Formation Complete

Environment of Channels; Behaviour Process in Channels
	Ch 3, 4
	

	3
	Strategy in Channels; Designing Channels
	Ch 5, 6
	

	4
	Selecting Channel Members; Target Markets and Channel Design Strategy
Potential Exam 1
	Ch 7, 8
	Cases 

	5
	Probable Exam 1 = Chapters = 1, 2, 3, 4, 5, 6, 7, 8
	
	Cases 

	6
	Motivating Channel; Product Issues
Addn'l Perspective: Electronic

Potential Exam 1
	Ch 9, 10
Ch 15
	Cases 

	7
	Pricing Issues; Promoting through the Channel
Addn'l Perspective: Franchise

Potential Exam 1
	Ch 11, 12
Ch 16
	Cases 

	8
	Logistics
Addn'l Perspective: Services
	Ch 13
Ch 17
	Cases 

	9
	Logistics; Evaluating Channel Performance
Addn'l Perspective: International

Potential Exam 2; Project Due

	Ch 13, 14
Ch 18
	Cases 

	10
	Evaluating Channel Performance 
Addn'l Perspective: International

Probable Exam 2 
	Ch 14

Ch 18
	

	11
	Potential Presentations

Potential Exam 2 = Comprehensive of all chapters
	
	

	12
	Potential Presentations

Potential Exam 2
	
	


You are expected to read the chapters on your own and before each class. The agenda above is tentative and subject to change - but is largely expected to follow the scheduled coverage of the text. Note that "Additional Perspective" chapters is the sole responsibility of the student and may not be covered by the Instructor. Note that these chapters are delineated as "Additional Perspective" in the text. Exams will include all lecture and text material including Additional Perspective chapters. 
GRADE BREAKDOWN (Subject to Change):   

Note: timing of lectures, cases and exams ARE subject to change. Exact dates will be announced IN CLASS!

Exam I 




 

30% - exact timing tbd. Probable class#5.

Group - Case Analysis (Written and/or) Presentation
10%

Group - Mktg. Analytical Channel Plan


30% 

Group - Mktg. Chanel Plan Presentation


10%

Exam II






20% - exact timing tbd. Probable class #10.
Exam I - See detailed course syllabus. 
Exam II
 - See detailed course syllabus. 
Exam dates are to be finalized but the expected dates are as per the course outline.  There is no provision in this course for a make-up exam. Note that the dates may change. Changes will be announced in class. The content will include All Lectures, Cases, Classroom topics and ALL chapters of the text (whether covered in the class or not). The focus will be on classroom-led topics and the focus on the exams will be both TEXT AND LECTURE MATERIAL!!!  THESE ARE CLOSED BOOK EXAMS. BRING 2 SOFT PENCILS, CALCULATOR, A GOOD WHITE ERASER AND 2 PENS TO EACH EXAM!!  It is your responsibility to ensure that any bubble sheets are completed properly and that your written / case work is legible.
Group - Case Analysis and Presentation - You must work in a group to analyze and (probably) present (a)case(s) to the class and lead (a) classroom discussion(s) of the case(s). Submission details (hard copy) and probable presentation details will be provided in class. You will work with your professor to select the cases for your group to present. Your group may be assigned 1 longer case or 2 shorter cases. You should plan for a 20 minute detailed presentation of each case, including your group’s analysis and recommendations. The calculation of an individual’s grade will depend on peer feedback and the overall project grade. All group members will be told the “overall” grade. Individual grades will be confidential to ensure peer feedback confidentiality.

Group - Marketing Channel Plan:

You will produce a Marketing Plan with  MAJOR FOCUS on the Distribution/Channel Partner Element(s). A detailed guide is available via the detailed course syllabus available on the Moodle site. Submission is due - start of class, Week 9. This is a group project; you must work as part of a group. The Marketing Plan will NOT be returned and thus you may want to consider making copies. Your grade on this Marketing Plan as well as all group work including cases and presentations will be impacted by Peer Evaluations.

Group - Marketing Chanel Plan Presentation: You and your group will present your marketing channel plan.  Your presentation will be graded on content, creativity and its contribution to the learning objectives of the course. Presentations will take place in weeks 9, 10, 11 and/or 12 and will last 16 to 22 minutes. The calculation of an individual’s grade will depend on peer feedback and the overall project grade. All group members will be told the “overall” grade. Individual grades will be confidential to ensure peer feedback confidentiality.

ADDITIONAL NEEDS:

You must be registered to attend this class. If you are not officially registered in this course you must do so BEFORE the “Add Without Permission” date, as you will not be allowed to register after that date - due to the group work required.

Deferred and Make-Up Exams - There are no provisions for missed exams and no alternate dates will be provided.

Group Work and Peer Evaluation for ALL Group Work
There are 3 group work components: Case Analysis and Presentation, Marketing Channel Plan and Marketing Chanel Plan Presentation. You are expected to participate in your group, and you have the responsibility, to ensure to that your group is productive.  You may NOT work alone. Time may be allowed in some classes for group meetings and work, but you are expected to spend time outside of class with your group. 
Peer Evaluations will be used to assign individual grades for the Group Elements of the course. Peer Evaluations are due: Week 9  – start of class along with the group project (marketing channel plan). Late submissions will NOT be accepted – one non-folded size 9x12 envelope per group – official forms ONLY. The calculation of an individual’s grade will depend on the peer feedback and the overall project grade. All group members will be given (ie. told) the “overall” grade. Individual grades will be confidential to ensure confidentiality. An overall grade of a “B”, for example, on the Marketing Plan or Presentation may see individual students scoring a “C” (for “below average” contribution) or a “B” (for “average” contribution) or an “A” (for “above average” contribution), for example. The ranges and grades may vary based on the peer feedback and other factors.

