
Dr. Thompson’s MKTG 
5000 Marketing Concepts 

INET 
Spring 2018 8WK1 

 
Instructors:  Professor Kenneth N. Thompson, Ph.D. (primary instructor) 
  Andrea Bennett, Ph.D. Student 

Hours: Online only– send e-mail  through BLACKBOARD  LEARN  only. Do not  use UNT e-mail  
unless you are experiencing problems accessing Blackboard e-mail (see below); No face to face 
appointments. 

E-mail: Kenneth.Thompson@unt.edu (Use this e-mail address  only  if  you  cannot  reach  me via 
the Blackboard Learn e-mail facility. It’s best to use the Learn e-mail facility as we check it daily 
during the work week. Do not expect any response toe-mails sent on weekends or  after 
5:00p.m.  on  week- nights. 

REQUIRED TEXT 
Gary Armstrong and Philip Kotler (2016), Marketing: An Introduction, 13e. (Upper 
Saddle River, NJ: Pearson) (ISBN-10: 013414953X; ISBN-13: 978-0134149530) 
bundled with My Marketing Lab. 

 

This book is available in hard copy from the UNT bookstore and from various online resources, 
such as Amazon. However, we recommend that you buy an electronic copy of the book directly 
from Pearson since you will need a subscription to Pearson’s My Marketing Lab for this course. 
As part of the subscription, you will receive access to an electronic copy of the text. We 
recommend buying the “MyLab” subscription directly from Pearson. If you chose to buy the 
text and MyLab access from the bookstore, a registration code should be provided with your 
package. MyLab registration procedures are detailed in a later section of the syllabus. 

 
COURSE OVERVIEW 

The purpose of this course is to provide an overview of marketing with special emphasis on the 
marketing mix, target marketing, and marketing strategy. The course is fundamentally an 
introduction to marketing with some use of cases to illustrate major concepts and marketing 
practices. The course condenses what is normally a full semester three credit hour course into a 
eight week course worth 1.5 hours of credit. It is intended primarily for students who have not 
taken an undergraduate course in marketing. Please be aware that, even though only allotted 
1.5 credit hours, the course entails work equivalent to that contained in my full semester 
undergraduate course. 
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COURSE INFORMATION 
Support Materials in “My Marketing Lab” 
 

To assist you with preparation for the midterm and final exams in this course you have several 
tools available in your ‘MyLab.’ Mylab is accessed via the ‘MyLab’ button contained in the left- 
most menu bar associated with the course homepage in Blackboard Learn. Clicking on this link 
will take you to the ‘MyLab’ site which contains several valuable tools: 

Assignment Calendar: The assignment calendar summarizes the due dates for all assignments 
that are part of MyLab. This applies only to the due dates for the Simulation Exercises and 
MBN Exercises described below. 

Gradebook: The grade book summarizes your grades on the Simulation Exercises. These grades 
will be imported manually into the grade book in Learn at the end of the term. 

eText: The eText can be accessed either in its entirety, or by individual chapter. The ‘eText’ link 
directly below the ‘Grade book’ link opens the entire book. Individual chapters are accessed via 
the individual ‘Chapter Content’ links discussed next. 

Chapter Content: Key assignments and supplementary learning materials are contained in this 
section of the MyLab course. This section is divided into 16 sections, one for each chapter in 
the book. We recommend that you approach these materials as follows. Start by reading the 
eText chapter. Then listen to the Interactive Lecture. At this point, you should be ready to 
plunge into the Simulation Exercises and MBN Exercises. These exercises are the only graded 
portions of each chapter’s content. The remaining materials can be used as you see fit. 

• eText Chapter. The eText chapter provides quick access to relevant material to 
assignments in each chapter. As with the eText for the entire book, each chapter is also 
searchable. 

• Flash Cards. Interactive flashcards that help reinforce understanding of each chapter's 
learning objectives. Flash cards are available via the “media library” menu. 

• Video Exercises. A series of short videos covering concepts highlighted in one or more 
chapters. The videos are accompanied by multiple choice quizzes. Video exercises are 
available via the “media library” menu. 

• Study Plan. This component of MyLab provides you with a pre-test over chapter material. 
Based on your responses to the pretest, you will be guided through a review of relevant 
material from the chapter designed to address any weak areas revealed by the pretest. 
Finally, you are given a posttest to determine how well you have done on addressing 
your weaknesses. This is a time-consuming drill. We recommend attempting one or two 
study plans to determine their relative value for your personal learning preferences. 

• Simulation Exercises. The simulation exercises are graded exercises taken directly from 
MyLab. These exercises are intended to exercise your ability to apply concepts brought 
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out in each chapter.  There may be more than one simulation exercise per chapter. The 
specific simulations assigned are contained in Table 2 below. 

• Marketing by the Numbers. The MBN exercises are graded exercises taken directly from 
MyLab. These exercises are intended to exercise your ability to apply numeric concepts 
brought out in each chapter. There may be more than one MBN exercise per chapter. 
The specific MBNs assigned are contained in Table 2 below. 

• Online Test Bank. This link presents you with between 80 and 100 multiple choice and TF 
questions over chapter content. These exams are a great way to finish up each chapter 
and prepare you for the midterm and final exams in the course. You have unlimited 
attempts with no time limits on these exams. 

Registering With My Lab 
To access the course materials in MyLab, you need an access code for the MyLab product. You 
may have purchased the access code along with your textbook via the UNT Bookstore. If not, 
you can buy access the first time you attempt to access the MyLab materials via the course in 
BBLearn. In either case, you should follow the instructions below.  

1. Sign in to Blackboard Learn and enter this course. Click the MyLab Link button on the 
left-most course toolbar.  Then click on the first (top) menu item “MyMarktingLab. All 
Assignments.”  This should bring up the MyLab course sign-in page. 

2. Either “Sign In” or “Create a Pearson Account” 

• If you have used other MyLab or Mastering products, enter your Pearson Account 
username and password, and click Sign in. 

• If you’ve never used a MyLab or Master product, click Create. Complete the 
required information and click Create Account.  

You now have a Pearson account, which you can use for all future Pearson products. 

3. Pay for the MyLab/Mastering portion of your course: 

• If you have an access code, click Access Code, enter the code and click Finish. 

• If using a credit card or PayPal, select the product you want (e.g. with or without 
eText), enter your payment information and confirm your order. 

• If you don’t have an access code or other payment method, scroll down and click 
the “get temporary access link.” 

4. Print the Confirmation & Summary page. 

You now have access to the MyLab portion of the course. Close the confirmation window to 
return to the course. 
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Using the MyLab course materials going forward: 
 

1. From the Blackboard Learn Courses tab, enter this course. 

2. From the course menu on the left of the home screen for the course, click “MyLab 
Link.” 

3. You should now have access to all materials for this course. 

 
Grading 
 

Your grade will be determined based on the following: 

Exams over chapters from the text (2 Exams @ 400 pts each). 

There are two online “open book” exams covering material contained in the text. Each exam 
contains 80 - 100 multiple choice and true-false questions. These exams will be available for a 
limited time identified in the course time-line (Table 1) below. You must complete the exams in 
the allowed time-frames. Plan you schedule accordingly. We will not modify these exam times. 
If you wait until the last minute to get the exams done it is highly likely that you will encounter 
technical problems with the Internet. I’m generally not sympathetic because most of these 
problems can be circumvented with better planning and less procrastination. 

The best way to approach these exams is to work through the MyLab supplementary materials 
before attempting the exams. Each exam is only open for 120 minutes, not allowing enough 
time for ‘original learning’ as you answer questions. Familiarity with the material in each 
chapter is crucial to your success on the exams. Even though the exams are open book, you 
cannot simply expect to look up the definition of a term in the glossary. 

Marketing Simulation Exercises (29 @ 10 pts each = 290 pts.) and MBN Exercises 
(23 at 10 pts. Each = 230 points) 

There are 29 “mini” simulations (SIMs) assigned that cover topics included in the 16 chapters 
contained in the text. These simulations are worth 10 points each toward your final grade. 
Overall, these are worth 290 points.  There are also 23 Marketing by the Numbers (MBN) 
exercises, also worth 10 points each.  The specific simulations and MBNs assigned are 
contained in Table 2 below. 

In the past, MyLab has had issues with auto-saving the exercise scores. Therefore, in addition to 
saving your submission on MyLab, take a snapshot of your score. The snapshot is for your 
reference, do not email me the snapshot unless we ask for it. We will ask for the snapshots of 
your scores only when MyLab encounters technical issues. 

As you complete each exercise, your grade (expressed as a percent) will appear in your 
“MyLab Gradebook.” It is your responsibility to track your grades in this gradebook. We will 
transfer overall grades to the Learn grade book at semester’s end when we finalize grades.  
We will not transfer grades for all individual assignments. DO NOT EMAIL THE 
INSTRUCTOR OR TAs ABOUT YOUR SIMULATION GRADES NOT APPEARING IN 
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BLACKBOARD UNTIL AFTER THE INSTRUCTOR ANNOUNCES THAT GRADES HAVE 
BEEN POSTED. 
 

Total points = 800 (Exams) + 290 (Simulations) + 230 (MBN Exercises) = 1,320 for the 
semester. Your final letter grade is awarded based on the percentage of points you earn 
from the available 1,340 as shown below: 

 
% Grade Letter Grade 

90-100 A 

80-89 B 

70-79 C 

60-69 D 

below 60 F 

 
Final grades are just that, FINAL. The end of the semester is not the time to talk to me about 
grades. If you are not doing well it is your responsibility to contact me and try to determine 
how you can do better. The earlier in the semester the better. 

 
Checking In with the Course 
 

You should log-in at least once per day during the week to make sure you are cognizant of 
current information and assignments. We make extensive use of “announcements” in this 
course. The Blackboard announcement tool is a great way to provide additional guidance and 
clarification on course procedures and materials. You must check for announcements daily – 
no excuses! The syllabus in always subject to change and such changes are announced via 
Blackboard. We may (or may not) post a revised syllabus based on announced changes. 

Communicating with Instructors and TAs 
 

All communications with instructors should be via BBLearn  e-mail. The link is on the left-most 
menu bar on the home page for the course i.e. “’email to instructor.” Do not use Eagle Mail or 
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any other e-mail facility. As we are often away from campus traveling for research purposes, 
there may be delays responding to  e-mail queries. 

Treat all e-mail communications as professional correspondence. Remember  that you are not-
mailing or texting a peer. 

You  should adhere  to the  following e-mail  guidelines: 

• Employ a subject line that clearly indicates the content of your e-mail. There should not 
be an ‘RE:’ in the subject line unless you are responding to a previous e-mail received 
from me. 

• The body of your e-mail should begin with an appropriate salutation. For this course please 
employ the salutation “Instructors.” Do not begin your salutation with ‘hi’ or ‘hello’ or 
‘hey.’ You would be surprised at the number of ‘hey dude’ salutations we receive from 
undergraduate students each semester (fortunately, not many from grad students). 

• Pay close attention to spelling, punctuation, and grammar. Do not employ e-mail or 
‘texting’ abbreviations, or slang. We strongly recommend that you compose your e-mail in a 
word processor and then paste the communication into your e-mail. Most word processing 
programs have good spelling and grammar checking capabilities. We don’t expect 
anyone’s writing to be error free. We certainly make our share of errors. However, you 
should do your best. International students need to pay particular attention here. These 
standards apply equally to all students. 

• The ‘tone’ of your e-mail  should be  professional. Carefully proof  your e-mail before 
hitting the ‘send’ button. Ask yourself how you would interpret the tone and content of 
the e-mail had you  received it from someone  else. 
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Table 1. Schedule of Readings, Cases, Exams, and Deadlines 
 

Date Chapter Reading Assignments Simulation a n d  
M B N Assignments Exams 

Week 1 
 

Jan 15 - 
21 

• CH 1 Creating & Capturing  Customer 
Value 

• CH 2 Company & Marketing  Strategy 

SIMs CH1 and CH2 
MBNs CH1 and CH2 

(Due Sunday Jan 21 at 
11:59pm) 

 

Week 2 
 

Jan 22 - 
28 

• CH 3 Analyzing the Marketing 
Environment 

• CH 4 Managing Marketing 
Information 

SIMs CH 3 and CH4 
MBNs CH3, CH4 

(Due Sunday Jan 28 at 
11:59pm) 

 

Week 3 
 

Jan 29 – 
Feb 4 

• CH 5 Understanding Consumer & 
Business Behavior 

• CH 6 Customer- Driven Marketing 
Strategy 

SIMs CH5, CH6 
MBNs CH5, CH6 

(Due Sunday Feb 4 at 
11:59pm) 

 

Week 4 
 

Feb 5 – 
11 

• CH 7 Products, Services, & Brands 
• CH 8 Developing New Products & The 

Product Life Cycle 
 
• Midterm Exam 

SIMs CH7, CH8 
MBNs CH7, CH8 

(Due Sunday Feb 11 at 
11:59pm) 

Midterm Exam over 
chapters 1 – 7.  Exam will 

be open for 4 days only 
beginning on Thursday 

Feb 8 at 8:00 am and 
closing on Sunday Feb 11 

at 11:59 pm. 

Week 5 
 

Feb 12 - 
18 

• CH 9 Pricing: Understanding & 
Capturing Value 

• CH 10 Marketing Channels 
• CH 11 Retailing & Wholesaling 

SIMs CH9, CH10, CH11 
MBNs CH9, CH10, CH11 
(Due Sunday Feb 18 at 

11:59pm) 

 

Week 6 
 

Feb 19 - 
25 

• CH 12 
Communicating Customer Value 

• CH 13 Personal Selling & Sales 
Promotion 

SIMs CH12, CH13: 
MBNs CH12, CH13 

(Due Sunday Feb 25 at 
11:59pm) 

 

Week 7 
 

Feb 26 – 
Mar  4 

• CH 14 Direct & Online Marketing 
• CH 15 Global Market Place 
• CH 16 Sustainable Marketing: 

Social Responsibility & Ethics 

SIMs CH14, CH15, CH16 
MBNs CH14, CH15, CH16 

(Due Sunday Mar 4 at 
11:59pm) 

 

 

Week 8 
 

Mar 5 - 
9 

• Final Exam  

Final Exam over chapters 8 – 
16.  Exam will be open for 4 

days only beginning on 
Tuesday Mar 6 at 8:00 am 

and closing on Friday  Mar 9 
at 11:59 pm. 
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Table 2. Due Dates for Marketing By the Numbers Exercises and Simulations. 

 

 MBN Exercises Mini Simulations 
Chapter 1 
Due Jan 21 

 Sim 1.1 Creating Value 

Chapter 2 
Due Jan 21 

2.1 Computing Profit Margin, NMC, ROI, and 
ROS 

2.1 Marketing Mix 
2.2 Marketing Plans 
2.3 Strategic Marketing 

Chapter 3 
Due Jan 28 

3.1 Demographic Trends 3.1 The Marketing Environment 

Chapter 4 
Due Jan 28 

4.1 Expected Monetary Value – Price Change 
Decisions  

4.2 Expected Monetary Value – Value of 
Perfect Information 

4.1 Marketing Research 
4.2 Big Data 

Chapter 5 
Due Feb 4 

5.1 Consumer Brand Choice – Weighted Point 
Models 1 
5.2 Consumer Brand Choice – Weighted Point 
Models 2 

5.1 B2B 
5.2 Consumer Behavior: Buyer Decision 
Process 
5.3 Consumer Behavior: Decision Making 
Influences 

Chapter 6 
Due Feb 4 

6.1 Estimating Market Demand 6.1 Segmentation, Targeting 

Chapter 7 
Due Feb 11 

7.1 Cannibalization of Sales 7.1 Service Marketing 

Chapter 8 
Due Feb 11 

8.1 Break-even sales 8.1 Product Life Cycles 
8.2 New Product Development 

Chapter 9 
Due Feb 18 

9.1 Effect of Price Changes on Sales and 
Profits 
9.2 Relationships Between Price and Cost 
Changes 

9.1 Pricing 
9.2 Pricing Strategies 

Chapter 10 
Due Feb 18 

10.1 Breakeven Sales to Cover Cost Increases 
10.2 Number of New Accounts Needed to 
Breakeven 

10.1 Supply Chain 

Chapter 11 
Due Feb 18 

11.1 Computing Stockturn Rates 
11.2 Computing and Using Stockturn Rates 

11.1 Retailing 
11.2 The Shopping Experience 

Chapter 12 
Due Feb 25 

12.1 Percent of Sales Advertising Budgeting 12.1 Advertising 
12.2 Communications Model 
12.3 IMC 

Chapter 13 
Due Feb 25 

13.1 Determining Number of Sales Persons 
13.2 Sales Reps Vs. Agents 

13.1 Personal Selling 
13.2 Personal Selling in B2B 
13.3 Sales Management 

Chapter 14 
Due Mar 4 

14.1 Marketing ROS, ROI, and NMC 14.1 Online Marketing 

Chapter 15 
Due Mar 4 

15.1 Determining Market Potential 
15.2 Determining Marketing Potential and 
Currency Strength 

15.1 Global Marketing 

Chapter 16 
Due Mar 4 

16.1 Pricing Organically Grown Products 
16.2 Determining Breakeven Sales for 
Organically Grown Products 

16.1 Ethics 
16.2 Sustainability 
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ADDENDUM ON 
GENERAL UNIVERSITY AND DEPARTMENTAL 

POLICIES 
Academic  Misconduct 
All work performed in this class must be your own. Violation of this policy can result in a grade 
of "F" for the course and notification of appropriate university officials for disciplinary action. 
Academic misconduct consists of, but is not limited to, the use of notes or other memory aids 
during exams, obtaining/passing answers or other information from/to others during exams, 
plagiarism, passing copies of exams to others, and obtaining copies of exams from others. You 
should familiarize yourself with the University’s disciplinary rules and regulations available in 
the Student Guidebook and the Student Code of Conduct brochure. Both are available from 
information desk in the Administration building or the third floor of the Student Union. 

Departmental Policy on Grade Appeals 
Any student who believes a grade has been inequitably awarded should first contact the 
instructor who awarded the grade to discuss the issue and attempt to resolve the differences. 
Any instructor no longer associated with UNT at the time of the appeal will be represented in 
these proceedings by the chair of the department in question. A student not in residence the 
semester following the awarding of the grade or a resident student who is unable to resolve 
the differences with the instructor has 30 days following the first day of the succeeding 
semester to file a written appeal with the chair of the instructor’s department, or the 
equivalent administrative unit. Refer to the Undergraduate Catalogue for further details. 

Departmental Policy on Grade Changes 
No grade except 'I' may be removed from a student’s record once properly recorded. Changes 
are not permitted after grades have been filed except to correct documented clerical errors. 

Requests for error corrections must be initiated immediately after the close of the semester 
for which the grade was recorded. 

A faculty member who believes an error has been made in calculating or recording a grade 
may submit in person a request with a detailed justification for a grade change to the 
department chair and the appropriate dean. The Registrar accepts requests for grade changes 
only from the academic deans. 
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University Policy on Awarding and Removal of Incomplete (I) 
The grade of I is a non-punitive grade given only during the last one-fourth of a semester. This 
grade can be awarded only if a student: 

Is passing the course; 

Has reasons beyond the control of the student why the work cannot be completed on 
schedule; and, 

Arranges with the instructor to finish the course at a later date by completing specific 
requirements that the instructor must list on the grade sheet. 

A student may remove a grade of I within one year by completing the stipulated work, paying 
a fee at the Bursar’s Office and returning the permit form to the instructor. Obtain the 
Student Request to Remove Grade of I from the departmental secretary. The instructor then 
files the permit form in the Registrar’s Office along with the grade, and the grade point 
average is adjusted accordingly. If a student does not complete the stipulated work within the 
time specified (not to exceed one year after taking the course), the instructor may change the 
grade of I to a grade that carries credit or assign a grade of F if appropriate. The GPA is 
adjusted accordingly. 

A student who could not complete final examinations because of illness may remove a grade 
of I without payment of the fee. The academic dean is authorized to waive the fee upon 
certification of illness signed by the attending physician. 

Departmental Policy For Informing Students of Final Grades 
Final grades will be posted through the grade book within Blackboard. Please bear in mind 
that departmental staff are not allowed to give out grades. Do not call or stop by the 
department office to ask for your grade. Only I can release your grade. 

Americans With Disabilities Act 
The College of Business Administration complies with the Americans With Disabilities Act in 
making reasonable accommodation for qualified students with disabilities. If you have an 
established disability as defined in the Act and would like to request accommodation, please 
contact me as soon as possible. My office hours and office number are shown on the first 
page of this syllabus. Please note: University policy requires that students notify their 
instructor within the first week of class that an accommodation will be needed. Please do not 
hesitate to contract us now or in the future if you have a question or if we can be of 
assistance. 

Changes to the Syllabus 
We reserve the right to make changes to this syllabus at any time. Such changes may be 
verbal in nature or disseminated via announcements in BB. There may not be a hard copy 
revision to this document. It is your responsibility to stay on top of any changes that 
have been made, regardless of how the change is disseminated. 
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