                                                 IUP518  

Marketing Channels 
	Prerequisite(s): Principles of Marketing , Principles of Management

Credits: 1
Class Hours: 12
Instructors:  尚晓燕 (Grace)
Offered by: Department of Marketing,  School of Business, UIBE

Office：Rm. 522 , Hall of Ning yuan 

Tel： 64494372


Marketing channels is an upper-level, managerially-oriented course .It focuses on how to design, develop, and manage channels for profitable and nonprofitable organizations, to achieve sustainable competitive advantage. This course could enable students to better understand how a company runs. This course will help students in future business.  

Text

Louis W. Stern, Adeli.Elansary, Anne t.Coughlan, Marketing Channels, 7th  edition, Prentice Hall, 1996

Grading Criteria

	Assignment
	Group/individual
	Weight (100%)

	Project
	group
	20%

	Homework 
	individual
	10%

	Quiz
	individual
	10%

	Final exam
	individual
	60%


Course Schedule

	Week
	Session Topic and description

	
	

	1
	Session  1:  Introduction to marketing channels  

Learning Objectives:

1. Understand the importance of channel strategy to a company.

2. Understand the importance of channel to consumers.

3. Understand the definition of the marketing channel.



	2,3
	Session 2: The Channel participants: Retailers and wholesalers 
Learning objectives
1. Know the major participants in marketing channel.
2. Identify the major types of wholesalers
3. Identify the major types of retailers
4. Be aware of the major trends in retailing 



	4
	Session 3: Marketing Channel Design I ---Objectives  Decision
Learning objectives
1. Understanding the end-user’s service output demands
2. Understand that segmentation is the beginning of channel design.

3. Be aware of the factors that influencing a channel design.


	5,6
	Session 4: Marketing Channel Design II---Structure &Strategy Decision
Learning objectives
1. Know the major types of channel structure.

2. Understand the advantage and disadvantage of every kinds of channel structure.

3. Understand the role of channel flow.

4. Know that different companies producing similar product may have different channel strategy.

5. Know the channel strategies in different stages of product life cycle.


	7
	Session 4: Channel member management 

Learning objectives
1. Be familiar with generalized lists of selection criteria.

2. Be aware of the factors that influence channel member choice decision.

3. Recognize the need for adapting selection criteria to the needs of particular firms.

4. Know the major means of motivating channel members.


	8
	Session  5: Managing Marketing Channels  
---Getting, Using and Keeping Channel Power
Learning objectives
1. Know five sources of power and how to build power.

2. Be familiar with the use of power


	9,10
	Session  6:Managing Marketing Channels 
---Managing Channel Conflicts (II)

Learning objectives
1. Be familiar with the inherent sources of channel conflict. 

2. Be familiar with the effects of channel conflict.
3. Know the ways to reduce or avoid channel conflicts.



	11
	Session  7: Supply chain management
Learning objectives
1. Understand the definition of supply chain management and state its boundaries.
2. Be aware of the role of supply chain in the firm.
3. Understand the approach of supply chain management.



	12
	Case study & Review 


	13
	Examination               
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