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UIUTISII COLlJMHIA INSTl'l'll'l'l 1: (W TECIINOLO(; Y 

COURSE OUTLINE 

COURSE NAME ----=SA-=L=E=S--=-P-=-'R.:..::::Oc=M.:...a0;:;....::1:::.=1-=-0=--:.N ____________ _ 

. .. COURSE NUMBER MKTG 317 (~3) 1 DATE __ ~S~ep~t~emb~e~r~,~19~9~~'----. 

. · Prepar(?d~ by ____ L=-oaa..;.n---· -""R=o ...... m ...... e_w ____ o ___ o ___ d ____ _ Taught to Second Year 

~c4ool · •; · Business School __________ _ 
... . 

Prognuil Marketing . . . ' 
Program __________ _ 

Date P;~ared September 5, 1994 Option Advertising & Sales Promotion 
. ,; 

Term. : • : · • . 3 Hrs/Wk ----"3"----- Credits ___ 3 _______ _ 
... 

14 No. of Weeks ·,. ----------- Total Hours -----""'-'39-"------

Instructor{s) __ L_o_n ___ · _R_o_m ___ e~w_o~o_d __ Office 306 Local 6765 Phone I 9217 Voice Mail 
' .·. 

Office Hp-q.rs __ M_o ____ nday..............,.,.__a ........ nd ............... IB ........ e=---d ........ n ___ es=---day .............. .._· -=-11=-a ........ ·3 ......... 0-____ 1~2 ...... :3 ........ 0____.,___(o ___ r _____ b....,..y ___ a...,.o-E--p ___ oi ........ ·n __ tm _______ en ...... t_) _____ _ 

PREREQUISITES ...... . Completion of First year Core Program 

-. COURSE. OBJECTIVES 
(U~on .s4Cct?Ssful completion of this course, the student will be able to:) .. ' . .. .. : _Descxjl?e. the various types of trade and consumer sales promotion techniques and their 

ijdvaritages and disadvantages. 
~vaJ\late sales promotion efforts, analyze their strengths and weaknesses, and make 

.·recom;ihendations for improvements. 
. . 
• . . . . Dev~~op basic sales promotion strategies for manufacturers and retailers . 

. .. 

EVALUATION 

Mid,;Term Examination 
Final Bxaiµination 

. , . ·.-Projects··.; · 
· Lab P:µiicipation 

TOT~-:~·.:. .... . 

-'---2=.::5 __ % In order to pass the course, student must obtain a 
---~30 __ % passing grade o~ the aven;tge of the two exams . 

30 % 
15 % 

100 % 

Attendart~ ,requirements will be enforced as per the BCIT Policy on page 7 of the Calendar. 
Excessiv~ .absence will be deemed to be missing more than 2 labs for reasons within the 
student's·control. Upon notification of excessive absence and failure to provide adequate 
explanation~ t~e student will be disqualified from writing the final examination. 
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: ~:~::· ·~ · __ · ·. REOvµ$> · TEXT.{Sl AND ·F:o~MENT 
; • • • • • • 1 :· : •• • .._ '• • • • • • 

•· .... ;: . 

. ··· •. 

. . .. ... ·: . 

. ~··,. 

. ; .· . 

Sal~s: ~~·~,*~n Es~~ntial~ . :Schul~/Robinson 
. t··· 

· · ·Additio·n~l-~eading in the .. forin ofhandouts will be assigned. _Students are encouraged to read 
.·. all as$lgQ:etfmaterials prior to lectures. 

. . . .• ·• . -~ 
''•'• · . 

. : ·: .... 
:·••· ; 

: .· .· • .. .' . . ... 
.. ;,. . 

. ... : 

. REFERENCE TEXTS AND RECOMMENDED EQUIPMENT 
. . . . ·.:· . ·i.. . . . • . . . . • .. . ,; 

Marketing .-M~gazi~~ (Mc4ari_ I:I~qter). Published weekly . 
. A vailabl~ throug~ BC~T Lib~ry. and at: 
'. · Mayf~ News, .153.$ West Broa~way 

/ 

-· . . · · McNew.s-,..)_460 Noi:th Lonsdale .-.·. · ' 

. i.:. .• l ~::q:~~ (Als~ availabl~ at MaYfair News) 

·-.1.··. ·. 
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coURstfs~\r 
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The .e~ph;tsis of.t,Us. course·_will_.-be on the practical applicati~ of sales promotion 
·. tecliniqu~s; .:.Students will be required to produce written assignments of industry caliber, 

demonstratirtg a· thorough -~·nderstan~ing of the principles and practice of sales promotion in 
the 90s. _.:-,: · . · · · ··· :· · 

. ·.·.·· ·. 

· . Prese~tati9~ skills will be developed through oral pre~entations throughout the term . 
. . . . - : ; . 
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Week 

I;ectµre 
,. 

r ' 

·.September 

7 ! 

" . . : . 
.. . 

·12 

14 
. . 

:r9 
.. 

20 

. . . . . 

21. 

bc.to~er 

.. : . • 

:iO 

· .• .• · 11 

'19; 

24 

31 
·"" ". .., . 

·, 
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COURSE OUTLINE 
(continued) 

Material Covered 

Introduction· to Sales Promotion· 
It's Increasing Importance in the Promotional Mix 

Analyzing Current ·Sales Promotion . . 

Calculating :coupon Costs 

Couponing .-.- Continued 

Major Pr~j~t Briefing (Tuesday ·8:30) 
Tenn. Proj~t-

Shinerama ·::- 'No Class 

Develop Contests and Sweeps takes 

-Contests, Lptteries and the Law· 
Guest ,Spe~er 

. -. Written Pr~ject B?efing 

Price~offs 

Thanksgiving - No Class 

. Specialty Packages, Free Premiums 
Self Liquidators 

Continuity· 1?rograms 

Continuity ·programs - Written .Project Due 

Review 

_ .. MIDTERM" KXAM 

Retail Discc;mpt Promotions 

References 

Chapter 1 

Chapters 2 & 3 

Chapter 4 

C.N. 
L.H. 
L.B. 

Chapter 8 

Chapter 11 

Chapter 5 

Chapter 6 

Hand-out 
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Week 
Lecture 

r 

November 

2 

7 

9 

14 

16 

21 

22 -

23 

28, 29, 30 

December 

5 

7 

12 
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COURSE OUTLINE 
(continued) 

Material Covered 

Refunds 

Trade Deals and Allowances 

Point of Purchase Advertising 

Special Events and Sponsorships 

Sampling 

Direct Mail 
/ 

Written Component of Major Project Due 

Guest Speaker 
Direct Mail . ' 

Major Project Presentations 

Open 

Review 

) 

FIN AL EXAMS BEGIN 

References 

Chapter 12 

ChaQ~er ·lO 

Chapter 9 
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