Principles of Marketing
[bookmark: _4620m22i8684][bookmark: _l3lxnx49yrt7]MKG 300 Online – Fall 2025 
 
Instructor: Mackenzie Mackie, MBA
Office: WB 314
Email: mjmackie@bsu.edu
Office Hours: MWF 10:00 AM – 11:30 AM, 1:00 – 1:30 PM and upon request. 
Required Materials: No materials are explicitly required for this course. Daily materials will be provided and created by me.
Optional Materials: Cannon, Essentials of Marketing 18th Edition.
*I strongly recommend students wait until the first digital lecture of class before choosing to purchase any materials*

 Communication With Me

The best way to get in contact with me is through email. Please do not use Canvas for communication. I do not receive notifications for messages and rarely check them. If you are on campus, you are more than welcome to attend my office hours or arrange an in-person meeting, as well as a virtual one.
I try my best to respond to students as quickly as possible. Please allow 24 hours as an acceptable timeframe for my response before following up with me. I usually respond to students’ questions within that window. Please understand that, while I try to make myself available and provide timely responses, any messages sent after 9:00 PM or before 6:00 AM will not be answered immediately.
This includes the hours leading up to an assignment’s due date. If you email me the day an assignment is due with questions or concerns, I can’t guarantee I’ll be able to respond before the assignment is due. Because of this, you should review all assignments and send any questions to me more than 24 hours before they are due. Not receiving an answer from me before a due date is not a sufficient reason for incomplete work.
The 24-hour window for responses should also apply to students responding to my requests. If you request me to meet with you and I provide you with options for meeting times, please let me know what time you’d prefer to meet as quickly as possible, preferably with at least a 24-hour notice before the meeting time. If not, I may not be able to accommodate your request.
[bookmark: _Hlk204623553]	Please feel free to follow me on LinkedIn if you wish, but please do not add me on any other platforms until after the end of the term (if for some reason you want to do so)
[bookmark: _3etkh7j08299]Course Description and Objectives

Course Description
Along with production/operations and finance, Marketing is one of the three primary functional areas driving today’s organizations.  This course examines marketing as a productive system within our economy.  We will study promotional activities, product policies, retail and wholesale activities, pricing policies, international marketing, and the role of marketing in society.  The course introduces marketing principles, functions, and contemporary practices essential for attaining organizational objectives in both profit and not-for-profit enterprises.  Topics include the marketing environment and technology, marketing research, consumer behavior, market segmentation, product management, professional selling, advertising, pricing, distribution channels, strategy development and implementation, and the role of marketing in society.
Course Pre-requisite:
MKG-300 is open to students with minimum sophomore standing; minimum grade of C in ECON 116 or ECON 201.  
Course Objectives:
In addition to your individual goals for MKG 300, the following statements reflect the overall goals of Principles of Marketing for all students.  All students successfully completing this course should be able to:
0. Understand marketing terminology and use it appropriately.
0. Explain the role of marketing in society, including the significance of marketing for non-profit organizations and personal use.
0. Articulate the concept of value and how marketing helps provide it through customer satisfaction and quality.
0. Define the term market and describe the relevant variables in segmenting a market related to the student’s career interest.
0. Explain the importance of understanding consumer behavior and relate it to providing quality offerings and satisfactory customer service.
0. Analyze a marketing strategy by scanning the pertinent environmental factors, describing the target market, and outlining the marketing mix.
0. Understand how marketing, financial, and operational decisions are synergistically interdependent and integrated in today’s business organization.
0. Describe common ethical issues surrounding marketing and explain the significant points of the issue.
0. Enhance their skills in written, oral, and interpersonal communications, critical thinking and problem-solving.
Course Assignments and Assessments
[bookmark: _o2g0jtwq0gp3]Course Assignments
Your success depends on your ability to stay on track. You must be self-motivated and disciplined to meet all due dates. Developing a routine is essential. All assignments are expected to be submitted by a specific time and date as posted on Canvas under the Modules menu area. It is recommended that you use the “Home” or Modules” tab on Canvas to view weekly material. These tabs will provide all necessary learning materials under weekly modules.

[bookmark: _kth45ovdfx7k]Course Weights and Grading Scale
	Assignment
	Percent 

	 Lecture Review Assignments
	(15%)

	 Weekly Quizzes
	 (25%)

	 Reflections
	(10%)

	 Exams
	 (25%)

	 Research Experience Program (REP)
	 (5%)

	 Midterm Synthesis Paper
	 (10%)

	 Final Synthesis Paper
	 (10%)

	 Total
	 (100%)


[bookmark: _gp0fhecmtxo6]*Specific point values will be known in canvas once assignments have been posted
Grading
Appropriate evaluation of your academic performance is a central part of the learning experience in this course. As your instructor, I am responsible for assessing your work based on the standards and criteria outlined in the syllabus and in individual assignments. In accordance with university policy, final grades reflect the quality of your work and your adherence to course expectations.
If you believe a grading error has occurred, or if you have a concern regarding the fairness of an assigned grade, you are encouraged to contact me in writing. Grade disputes must be supported by specific evidence and should follow the procedure outlined by the University. For further information on the process of grade appeals, consult the Ball State website
Grades will be determined by the quality of work demonstrated by each student and will be administered based on the University's marking system:
"A" represents work of excellent quality and is recorded for students who do outstanding work.

"B" represents work of good quality and is recorded for those who do work which is clearly above the average.

"C" represents work of average quality and is recorded for students who do average work.

"D" represents work that is below average, but above failure.

"F" represents work that is not of an acceptable quality.

A plus or minus may be applied to the above scale, except "A+" "F+" and "F-" A plus or minus indicator after the grade indicates quality earned slightly above or below the grading scale


Grading scale:
	Letter Grade
	Percentage Lower Bound

	A
	93%

	A-
	90%

	B+
	87%

	B
	83%

	B-
	80%

	C+
	77%

	C
	73%

	C-
	70%

	D+
	67%

	D
	63%

	D-
	60%

	F
	59% or below



[bookmark: _jtafp1j1wxer]Lecture Review Assignments (15%)
Lecture Review Assignments are short quizzes based on material covered in each video lecture. They are designed to reinforce key concepts, check for understanding, and serve as a record of your engagement with the day’s content. Each assignment must be submitted by the posted deadline to receive credit, in accordance with the Late Assignment Policy
[bookmark: _ekyvkvijq8di]Weekly Quizzes (25%)
Weekly quizzes are based directly on the assigned textbook chapters and accompanying lecture materials. These quizzes are designed to help you review and apply the foundational principles of marketing in a focused and manageable format. While the structure may vary slightly from week to week, you can expect a combination of multiple-choice and true/false questions that assess your understanding of core ideas and terminology. Quizzes must be completed individually and by the posted deadline each week. You will answer 15 questions from a question bank within 30 minutes. You have the option to take the quiz twice; your highest score will be recorded. Quizzes are intended to serve as a check for your comprehension of weekly material, so notes may be used.
[bookmark: _nym4cuy110l]Exams (25%)
Exams serve as cumulative assessments of your understanding of the major topics covered in the course. There are three exams scheduled throughout the semester, each one aligned with a specific set of chapters. These exams evaluate your ability to apply marketing concepts, analyze business scenarios, and demonstrate familiarity with the frameworks and terminology discussed in class. Exam dates are noted in the course schedule and will be administered online through Canvas. You will answer 50 questions from a question bank within 100 minutes. You have the option to take the exam twice; your highest score will be recorded. Exams are intended to be semi-cumulative, covering the first and second half of class, for which notes may be used.
Reflections (10%)
10 times throughout the semester, you will complete a short, written reflection that encourages you to engage critically with the course material and connect it to your own perspectives and experiences. Reflections will prompt you to consider what you learned, how it applies beyond the classroom, and any questions or challenges that remain. These assignments are designed to promote deeper understanding and personal relevance, rather than simply summarizing content. Reflections are due by the posted deadline each week and must be completed individually.
 
[bookmark: _6fxqobqh6z3l]Research Experience Program (REP) (5%)
[bookmark: _qybvn69hozyu]To complete the REP program, you need to 1) register for REP and 2) complete four research credits over the course of the semester. To earn the full 5%, you will need 5 credits (1 registration credit and other 4 research credits) by Friday, December 5th, 2025, by 5pm EST.
Registering for REP To register, go to https://bsu-miller.sona-systems.com. It only takes about 2 minutes and is totally free! By registering for the program prior to August 24th, 2025, you will receive one percent of your MKG or MGT 300 semester grade. There are step-by-step detailed instructions on how to register at https://www.bsu.edu/academics/collegesanddepartments/mcob/about-us/research-experience-program
Completing REP Studies
Participating in REP studies is easy and fun! You have two ways to earn REP credits: 1) Participate in research study and/or 2) Review articles in scholarly journals. Participation in research studies is not guaranteed, it is on a first-come, first-serve basis. The first study(s) will launch Sunday, August 24th, 2025.
In lieu of participating in research studies, you may choose to write reviews of current Marketing or Management articles. Each article review is worth one percent of your semester grade. You are able to write four article reviews should you choose to forego the opportunity to participate in research.
Student credits will be maintained in the MCOB REP online system, called Sona, by the Subject Pool Administrator. Regardless of how you satisfy your REP requirements, you must register in the Sona online system by Sunday, August 31st, 2025. For additional information about the REP program—including instructions on how to register online, sign up for experiments, or write a review—please go to the REP website listed above and click on the link for Research Experience Program on the right toolbar. Sona (our online system) has an extensive section of FAQ’s to help answer questions. Any other questions about the REP program should be directed to the Subject Pool Administrator (REP@bsu.edu) and not to your MKG 300 instructor. The deadline for completing REP research credits and/or submitting article reviews is Friday, December 5th , 2025 by 5pm EST.

Midterm Synthesis Paper (10%)
[bookmark: _lgduxjduymz1]The Midterm Synthesis Paper is a written assignment that requires you to reflect on and integrate material from the first half of the course. You will demonstrate your understanding of marketing foundations by discussing key concepts, identifying their real-world application, and using marketing vocabulary appropriately. This paper is due in Week 9 and should be submitted via Canvas by the posted deadline. I will provide further details about this assignment later in the semester.
Final Synthesis Paper (10%) 
The Final Synthesis Paper asks you to draw on your cumulative knowledge of the course. This assignment gives you an opportunity to evaluate how the topics explored throughout the semester connect to one another and to broader strategic decision-making in marketing. Like the midterm, the final synthesis paper should reflect your ability to clearly communicate ideas, support them with course concepts, and demonstrate critical thinking. This paper is due Wednesday, December 3, and I will provide further details about it later in the semester.
Student Expectations
[bookmark: _leua8h8iewp6]
[bookmark: _7vuw6erot]Late Assignment Policy
All assignments should be submitted on Canvas by 11:59 pm EST on their assigned due date unless the assignment details say otherwise. If you need an extension on an assignment, you must proactively reach out to me one week in advance of a due date to request it. Extensions can be granted for up to one week beyond the original due date. I reserve the right to deny any requests for extension. Once a due date has passed, extensions will not be considered. After a due date has passed, any assignment can still be submitted late for 50% of its original point value until three weeks after the original due date.
[bookmark: _n582mis993dg]Academic Dishonesty
Students are expected to follow the University’s Academic Integrity Policy and understand the consequences of any failure to comply. Academic dishonesty will not be tolerated and will be reported to the Office of the Vice Provost of Academic Affairs for review and disciplinary action.   
Because this course requires students to create and submit digital content, plagiarism of other students’ work or published work from online sources when original work is expected will result in a failing grade for the course and submission of an Academic Ethics Reporting Form. There are times when students may work together and collaborate on assignments; this is not plagiarism. Those assignments will be clearly defined and explained. There are also times when referencing or pulling information from online sources is appropriate. Those details will be clearly outlined in assignments. 
It is never appropriate to copy and paste social media posts, content from websites, blogs, or Google results into an assignment unless it’s to provide an example of a brand’s online content. In that case, you should properly source the original material. Your work should always be original. Please familiarize yourself with university ethical standards regarding plagiarism. If you have questions regarding specific assignments in class, please ask.
Use of AI
Large Language Models and Artificial Intelligence
The use of generative AI tools (e.g., ChatGPT, Dall-e, etc.) is permitted in this course for the following activities: 
· Brainstorming and refining your ideas
· Fine-tuning your ideas
· Finding information on a topic
· Drafting an outline to organize your thoughts
· Checking grammar and style
 
The use of generative AI tools (e.g., ChatGPT, Dall-e, etc.) is not permitted in this course for the following activities: 
· Impersonating your creative efforts in classroom contexts, such as using the tool to compose an entire reflection assigned to you
· Completing group work that your group has assigned to you
· Developing a draft of a writing assignment
· Writing entire sentences, paragraphs, or papers to complete class assignments

Content: You are responsible for the information you submit based on an AI query (e.g., that it does not violate intellectual property laws, contain misinformation or unethical content). Be careful, generative AI may not always contain correct information. Check out the article where two lawyers submitted fake quotes and citations to a court created by ChatGPT.
References: Your use of AI tools must be properly documented and cited in order to stay within university policies on academic honesty. Any assignment that is found to have used generative AI tools in unauthorized ways will receive a grade of 0. When in doubt about the permitted usage, please just ask me for clarification.
If I find you using AI inappropriately for any assignment or course activity, it will result in disciplinary action as outlined in the cheating and plagiarism section above. 
Subject to Change Statement
This syllabus is subject to change in the event of extenuating circumstances.
[bookmark: _mg9yhaldl8cb][bookmark: _2dpb9fpplps]University Policies and Academic Support Services

University Statement
We are committed to ensuring that all members of the community are welcome, through valuing the various experiences and worldviews represented at Ball State and among those we serve. We promote a culture of respect and civil discourse. If you need course adaptations or accommodations because of a disability, please contact the instructor of record as soon as possible. Ball State's Disability Services Office coordinates services for students with disabilities; documentation of a disability needs to be on file in that office before any accommodations can be provided. Disability Services can be contacted at 765-285-5293 or dsd@bsu.edu.

C-KITE
The Miller College of Business is committed to ensuring that every student graduating with a business degree is competent in five areas that are crucial to success in business. These learning goals can be easily remembered with the acronym C-KITE (Communication, Knowledge, Integration, Technology, and Ethics).
Communication: Miller College Graduates will be able to communicate appropriately in a professional context. Specifically, they will be
· effective oral communicators who can: organize a presentation; use transitions; avoid verbal pauses; maintain audience interest; use eye contact, body language, and use visual aids effectively
· effective written communicators who can: introduce the main idea; provide closure consistent to the main idea; use content to support the main idea; use transitions and emphases; maintain connections between ideas; use organizational structure effectively (paragraphs, flow); effectively use diction and conventions; and avoid spelling and grammatical errors.
Knowledge: Miller College Graduates will demonstrate basic knowledge in
· Operations
· Marketing
· Finance
· Management
· Accounting
· Economics
Integration: Miller College Graduates will be able to integrate business knowledge in decision making. They will be able to
· Identify issues confronting the organization
· Synthesize and analyze available information
· Draw well-reasoned inferences and judgments for courses of action
· Design a plan for implementing the course of action
Technology: Miller College Graduates will be able to obtain, manage and communicate data effectively. They will be able to
· Analyze data for information to support decision-making using technology
· Identify common data security risks and safeguards
· Use common cloud technologies to collaborate on projects effectively
Ethics: Miller College Graduates will be able to recognize and resolve ethical dilemmas. They will demonstrate an ability to
· Identify an ethical dilemma in a business situation
· Identify relevant stakeholders
· Assess potential consequences to the stakeholders
· Recognize the importance of making ethical decisions
In this class, you will demonstrate
· Communication, by discussing topics with your peers and myself
· Knowledge, by mastering basic business concepts
· Integration, by applying concepts to everyday lives and understanding how they affect you
· Technology, by using the tools available to you to accomplish your goals
· Ethics, by understanding ethics in the context of marketing, and how to adhere to them

Freedom of Expression
In this course, we are committed to fostering a learning environment that values intellectual diversity, encourages free expression, and promotes open inquiry. As members of the Ball State Community, we treat each person in the Ball State community with civility, courtesy, compassion, and dignity and respect and learn from differences in people, ideas, and opinions. Please review Ball State University’s Statement on Freedom of Expression, the resources on Ball State’s Freedom of Expression webpage, and Ball State’s Beneficence Pledge.


Disability Services
If you need course adaptations or accommodations because of a disability, please contact me as soon as possible. Ball State's Disability Services office coordinates services for students with disabilities; documentation of a disability needs to be on file in that office before any accommodations can be provided. Disability Services can be contacted at 765-285-5293 or dsd@bsu.edu.  

[bookmark: _qw1j1p1yck39]Diversity Statement
Ball State University aspires to be a university that attracts and retains a diverse faculty, staff, and student body. We are committed to ensuring that all members of the community are welcome through valuing the various experiences and worldviews represented at Ball State and among those we serve. We promote a culture of respect and civil discourse as expressed in the Beneficence Pledge. For Bias Incident Response information, please click here or email reportbias@bsu.edu.

[bookmark: _saeobya9fcj3]The Learning Center
The Learning Center offers free Tutoring and Academic Coaching for many courses at Ball State. Students can make appointments for online (Zoom) or in-person (NQ 350) appointments. To make an appointment, visit myballstate.bsu.edu and click on “Navigate” in the Academic Tools section, or just go directly to https://bsu.navigate.eab.com. 
Testing accommodations for students with disabilities are available for students who have received the appropriate documentation from Disability Services. Tests may be administered in the Learning Center.   
[bookmark: _kbqmtq3tvw0l]Supplemental Instruction is available in select courses. If you have an SI leader for your course, that person will provide students with information the first week of school regarding weekly study sessions. For more information about Learning Center programming, visit bsu.edu/learningcenter or call 765-285-1006. Follow us on Instagram: BallStateLC. 
The Writing Center
All writers improve with practice and feedback, so as a student in this course, you are encouraged to use the Writing Center (in Robert Bell 295 during weekdays, Bracken Library First Floor West in the evenings, or online during any of our regularly scheduled hours) to get additional feedback on your writing. 
The Writing Center offers free planning, feedback, and accountability sessions (in person and online) to all students composing essays, reports, reflections, research projects, web content, lesson plans, slideshows, poster presentations, resumes, and other digital or print texts. To schedule a free appointment to discuss your writing, go to http://www.bsu.edu/writingcenter. Online and in-person appointments are available; however, plan ahead because appointments book quickly!

[bookmark: _npur8ukz4lki]The Basic Needs Hub
[bookmark: _ypaw3ff2h2lw]If you are having difficulty affording enough food, do not have a safe and reliable place to sleep, and/or experiencing an emergency or crisis, help is available through the Basic Needs Hub.  The Basic Needs Hub has information, resources, and provides individualized support to students.  To talk with a supportive staff member about your experience, receive one on one assistance, or learn more about resources, you can submit a Basic Needs Assistance Form. 

Ball State First Day
This course is part of our course material delivery program, Ball State First Day. The bookstore will provide each student with a convenient package containing all required physical books and any digital materials will be integrated into Canvas for this course.
You should have received an email from the bookstore confirming materials provided for each of your courses and asking you to select how you would like to receive any printed components (in-store pick up or home delivery). If you haven't done so already, please confirm your fulfillment preference so the bookstore can prepare your materials. Students who do not want to participate in the First Day program may choose to opt out.
To access your digital materials within Canvas:
[image: A list of directions

AI-generated content may be incorrect.]
Title IX
Ball State University is committed to providing a safe and inclusive learning environment for all students. If you or someone you know has experienced sexual harassment—including sexual assault, dating violence, domestic violence, or stalking, please know that you are not alone. The University offers support services and resources. For more information or to report an incident, please visit bsu.edu/titleix or contact the Title IX Coordinator at 765-285-1545 or at titleix@bsu.edu
As your instructor, I am a mandatory reporter under the Title IX policy and required to report any information I receive about possible sexual harassment. This includes information shared in class discussions, assignments, or private conversations.
What happens after I report? The Title IX Coordinator will email the person who experienced sexual harassment (complainant) and invite them to schedule a meeting. If the complainant chooses to meet with the Title IX Coordinator,
· Title IX Coordinator will offer supportive measures (e.g., counseling, extensions on deadlines, course-related adjustments, changes to work or class schedules, and/or referrals to campus offices), review the policy, and discuss options to move forward.
· If a complaint is filed by the complainant or the University, an investigation will begin following University policy.
University Grade Appeal Policy
If you believe you received a final course grade that does not reflect your performance due to fairness or a procedural issue, you have the right to file an appeal within 5 school days after final grades are posted by the Office of the Registrar. Review the University Grade Appeal Policy and Process.]

Student Academic Ethics Policy
Honesty, trust, and personal responsibility are fundamental attributes of the university community. Academic dishonesty and other forms of academic misconduct threaten the foundation of an institution dedicated to the pursuit of knowledge and will not be tolerated. To maintain its credibility and reputation, and to equitably assign evaluations of scholastic and creative performance, Ball State University is committed to maintaining a climate that upholds and values the highest standards of academic integrity. Visit the VPAA’s academic integrity website (Students tab) for resources on understanding academic integrity, citing sources properly, and avoiding inadvertent academic dishonesty. To learn about BSU’s academic integrity expectations and students’ rights, please read the University Student Academic Ethics Policy.
Academic integrity violations include giving or receiving an unfair academic advantage (cheating), presenting someone else’s ideas or work as your own (plagiarism), and falsifying academic records. Unless otherwise indicated, you must work independently by yourself. Check
with me if you are unsure whether something constitutes academic dishonesty. Examples of academic integrity violations include but are not limited to:
·  Using resources not authorized by the faculty member (including devices, AI tools, hidden notes, and open books)
·  Using commercial study websites to find answers to graded assignments (Chegg, Course Hero, StudyPool, OneClass, etc.).
·  Without the instructor’s written permission, giving away, buying, or selling graded assignments class notes, exams, study guides, or other course materials to other students or to third-party vendors (Course Hero, Chegg, 24HourAnswers, etc.).
·  Working with another person on any assignment other than authorized group projects.
· Sharing or allowing others to access your files, whether done with permission or not.
· Reusing your own work from another semester, course, or section.
· Sharing answers with others during exams (passing notes, texting, whispering, gesturing)
· Discussing exam questions and answers with students who have not taken the exam.
· Soliciting others to complete work for you.








Assignment Schedule
*Schedule is subject to change; revisions will be noted and posted to Canvas when necessary.
	Week
	Assignment / Material
	Due Date 

	Week 1
August 18 - 24
	Ch. 1: Marketing’s Value to Consumers, Firms, Society
Quiz 1
Lecture Review Assignment 1

	August 24

	Week 2
August 25 - 31
	Ch. 2: Marketing Strategy Planning
Ch. 3: Evaluating Opportunities in the Changing Market
Quiz 2
Reflection 1
Lecture Review Assignment 2
	August 31

	Week 3
*Labor Day*
September 1 - 7
	Ch. 4: Focusing Marketing Strategy with Segmentation /Positioning
Quiz 3
Reflection 2
Lecture Review Assignment 3
	September 7

	Week 4
September 8 - 14
	Ch. 5: Final Consumers and their Buying Behavior
Ch. 6: Business and Organizational Customers
Quiz 4
Reflection 3
Lecture Review Assignment 4
	September 14

	Week 5
September 15 - 21
	Ch. 7: Improving Decisions with Marketing Information
Quiz 5
Lecture Review Assignment 5
Exam 1
	September 21

	Week 6
September 22 - 28
	Ch. 8: Elements of Product Planning for Goods/Services
Quiz 6
Reflection 4
Lecture Review Assignment 6
	September 28

	Week 7
September 29 – October 5
	Ch. 9: Product Management and New Product Dev.
Quiz 7
Reflection 5
Lecture Review Assignment 7
	October 5

	Week 8
*Fall Break*
October 6 - October 12
	Ch. 10: Place and Development of Channel Systems 
Quiz 8
Reflection 6
Lecture Review Assignment 8
	October 12

	Week 9
October 13 - 19
	Ch. 11: Distribution, Customer Service, and Logistics 
Quiz 9
Midterm Synthesis Paper
Lecture Review Assignment 9
	October 19

	Week 10
October 20 - 26
	Ch. 12: Retailers, Wholesalers, and their Strategy Planning 
Quiz 10
Lecture Review Assignment 10
Exam 2

	October 26

	Week 11
October 27 – November 2
	Ch. 13: Promotion
Ch. 14: Personal Selling and Customer Service 
Quiz 11
Reflection 7
Lecture Review Assignment 11
	November 2

	Week 12
November 3 - 9
	Ch. 15: Advertising and Sales Promotion 
Quiz 12
Reflection 8
Lecture Review Assignment 12
	November 9

	Week 13
November 10 - 16
	Ch. 16: Publicity: Promotion through earned, owned, social media 
Quiz 13
Reflection 9
Lecture Review Assignment 13
	November 16

	Week 14
November 17- 23
	Ch. 17: Pricing Objectives and Policies 
Quiz 14
Reflection 10
Lecture Review Assignment 14
	November 23

	Week 15
November 24 - 30
	THANKSGIVING BREAK, NO CLASSES



	NA

	Week 16
December 1 - 7
	Ch. 18: Price Setting in the Business World
Quiz 15
Lecture Review Assignment 15
Exam 3
	December 7

	FINALS WEEK
	Final Synthesis Paper 
DUE WEDNESDAY

	December 3
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Delivery Method

Direction

Book

Select the “Course Materials™ link

Courseware — SSO Partner Integration

Select the “Course Materials™ fink

Courseware — Access Code Reveal

Reveal the access code in the “Course
Materials™ link and redeem the code at the
link provided on that page.

orin the publisher's integration in Canvas

Courseware — Publisher Direct

Select the publisher's link in your course





