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Course Description: Pricing and Distribution 
1- Basic Information: 

Pricing and Distribution Course Name 
BMK606 Course ID 

24 Contact Hours (Registered Sessions) 
24 Contact Hours (Synchronized Sessions) 

- Mid Term Exam 

75 min Exam 
48 Registered Sessions Work Load  
18 Synchronized Session Work Load 

5 Credit Hours 
6 Course level 

2- Pre-Requisites: 
Course ID 
Consumer Behavior BMK502 

3- Course General Objectives: 

The course deals with the concept, price and pricing through the different stages of product 

life, the behavioral bases of pricing management, methods of price discrimination, and 

how to display the price within the store. It also reviews the types of distribution channels 

and how to design and manage these channels. The course also focuses on the importance 

of retailing and how to choose the store location and how to design and organize the store. 
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4- Intended Learning Outcomes (ILO): 

Code Intended Learning Outcomes 

ILO1 

Explain the concept of price and determine the pricing methods and factors 

affecting it. 

ILO2 

Examine the psychological and behavioral effects of price and analyze pricing 

policies through the product life cycle and methods of price discrimination. 

ILO3 Define distribution channels and explain their importance and components. 

ILO4 Describe the stages of channel design decision and argue how to manage them 

ILO5 

Deduce the value added by the retailer, analyze factors affecting the choice of 

store location, and evaluate and develop the store design. 

ILO6 Propose pricing methods for the product inside the retail store. 

5- Course Syllabus  (   24   hours of total Recorded Sessions,   24  hours of total synchronized 

sessions) 

RS: Recorded Sessions; SS: Synchronized Sessions;  

Additional Notes Type SS RS Course Syllabus ILO 

An assignment which 

may focus on a store: 

How to display and price 

its products, its design 

and image ... 

 Exercises 

 Assignments 

 Seminars 

 Projects 

 Practices 

 Others 

2 2 

Chapter 1: Price Concept and 

Pricing Objectives 
ILO1 

An assignment which 

may focus on a store: 

How to display and price 

its products, its design 

and image ... 

 Exercises 

 Assignments 

 Seminars 

 Projects 

 Practices 

 Others 

2 2 Chapter 2: Pricing Methods ILO1 
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An assignment which 

may focus on a store: 

How to display and price 

its products, its design 

and image ... 

 Exercises 

 Assignments 

 Seminars 

 Projects 

 Practices 

 Others 

2 2 

Chapter 3: Psychological and 

behavioral effects of price 
ILO2 

An assignment which 

may focus on a store: 

How to display and price 

its products, its design 

and image ... 

 Exercises 

 Assignments 

 Seminars 

 Projects 

 Practices 

 Others 

2 2 

Chapter 4: Pricing over the 

product life-cycle 

 

ILO1 

ILO2 

An assignment which 

may focus on a store: 

How to display and price 

its products, its design 

and image ... 

 Exercises 

 Assignments 

 Seminars 

 Projects 

 Practices 

 Others 

2 2 Chapter 5: Price discrimination ILO1 

ILO2 

An assignment which 

may focus on a store: 

How to display and price 

its products, its design 

and image ... 

 Exercises 

 Assignments 

 Seminars 

 Projects 

 Practices 

 Others 

2 2 

Chapter 6: Introduction to 

Distribution Channels 
ILO3 

An assignment which 

may focus on a store: 

How to display and price 

its products, its design 

and image ... 

 Exercises 

 Assignments 

 Seminars 

 Projects 

 Practices 

 Others 

2 2 

Chapter 7: Designing Marketing 

Channels 
ILO4 

An assignment which 

may focus on a store: 

How to display and price 

its products, its design 

and image ... 

 Exercises 

 Assignments 

 Seminars 

 Projects 

 Practices 

 Others 

2 2 

Chapter 8: Managing the 

Marketing Channels 
ILO4 

An assignment which 

may focus on a store: 

How to display and price 

 Exercises 

 Assignments 

 Seminars 

 Projects 

2 2 Chapter 9: Retailing ILO5 
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its products, its design 

and image ... 
 Practices 

 Others 

An assignment which 

may focus on a store: 

How to display and price 

its products, its design 

and image ... 

 Exercises 

 Assignments 

 Seminars 

 Projects 

 Practices 

 Others 

2 2 Chapter 10: Store Location ILO5 

An assignment which 

may focus on a store: 

How to display and price 

its products, its design 

and image ... 

 Exercises 

 Assignments 

 Seminars 

 Projects 

 Practices 

 Others 

2 2 Chapter 11: Store Design ILO5 

An assignment which 

may focus on a store: 

How to display and price 

its products, its design 

and image ... 

 Exercises 

 Assignments 

 Seminars 

 Projects 

 Practices 

 Others 

2 2 

Chapter 12: Pricing in retail 

stores 
ILO6 

 

6- Assessment Criteria (Related to ILOs) 

ISC Interactive Synchronized Collaboration  Ex Exams  Rpt Reports 

PF2F Presentations and Face-to-Face Assessments PW Practice Work 

 

ILO 

Code 
ILO Intended Results 

Assessment Type 

ISC PW Ex PF2F Rpt 

ILO1 

 

 

 

Explain the concept of price 

and determine the pricing 

methods and factors affecting 

it. 

Define the price and 

determine pricing 

objectives 
X  X  X 

Determine factors 

affecting price 

determination 
X  X  X 

Discuss and apply 

pricing methods 
X  X   



Syrian Arab Republic 

 

 الجمهورية العربية السورية

Ministry of Higher Education وزارة التعـليــم العـالـــــــــي 

Syrian Virtual University الجامعة الافتراضية السورية 

 

-8/5- 

 

 

 

 

 

 

 

 

 

ILO2 

 

 

 

 

 

Examine the psychological and 

behavioral effects of price and 

analyze pricing policies 

through the product life cycle 

and methods of price 

discrimination. 

Analyze factors 

affecting consumer 

perception of price 
X  X  X 

Explain the 

psychological 

impact of numbers 

and price ends 

X  X  X 

Evaluate the 

appropriate pricing 

policy over the 

product life cycle 

X  X   

Define, present 

examples, and 

evaluate the 

practices of price 

discrimination 

X  X  X 

ILO3 

 

 

Define distribution channels 

and explain their importance 

and components. 

Review the types 

and components of 

distribution 

channels 

X  X   

Discuss the 

importance of 

marketing channels 
X  X  X 

ILO4 

 

 

 

Describe the stages of channel 

design decision and argue how 

to manage them 

Explain the stages 

of the channel 

design decision 
X  X   

Discuss how to 

select, motivate and 

evaluate channel 

members and how 

to solve conflicts 

between them 

X  X   

 

 

 

 

ILO5 

 

 

 

Deduce the value added by the 

retailer, analyze factors 

affecting the choice of store 

Explain the 

importance and 

added value of 

retail stores 

X  X  X 

Discuss the 

importance of 

choosing the right 

store location and 

factors affecting it 

X  X  X 
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location, and evaluate and 

develop the store design. 

Discuss and 

evaluate the types 

and features of the 

shop interior design 

X  X  X 

ILO6 

 

 

Propose pricing methods for 

the product inside the retail 

store. 

Apply and analyze 

the methods of 

setting and 

changing prices of 

goods within the 

store and their 

effects on 

customers 

 

X  X  X 

7- Practice Tools: 

Description Tool Name 

 -- 

8- Main References 

(، إدارة التوزيع: منظور متكامل، دار اليازوردي العلمية للنشر والتوزيع، 2008، محمود جاسم، )الصميدعي -1
 عمان، الأردن.

، دار المسيرة للنشر 2(، أساسيات التسعير في التسويق المعاصر، ط2008، محمد ابراهيم، )عبيدات -2
 والتوزيع والطباعة، عمان، الأردن.

3- Berman Barry, Evans Joel R., Chatterjee Patrali, Retail Management: A Strategic 

Approach, 13th Edition, Pearson Education, 2018 

4- Coughlan Ann T., Anderson Erin, Stern Louis W., El-Ansary Adel I., Marketing 

Channels, 7th Edition, Pearson Prentice Hall, 2006 

5- Dunne Patrick M., Lusch Robert F., Carver James R., Retailing, 7th Edition, South-

Western Cengage Learning, 2011 
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6- Levy Michael, Weitz Barton A., Grewal Dhruv, Retailing Management, 9th Edition, 

McGraw Hill Education, 2014 

7- Monroe Kent B., Pricing: Making Profitable Decisions, 3rd Edition, McGraw 

Hill/Irwin, 2003 

8- Rosenbloom, Bert, Marketing Channels: A Management View, 8th Edition, South-

Western Cengage Learning, 2013 

9- Simon Hermann, Fassnacht Martin, Price Management: Strategy, Analysis, 

Decision, Implementation, Springer, 2019 

 

9- Additional References 

 ، مكتبة لبنان ناشرون، بيروت، لبنان.التسويق(، 2006إيتزل، مايكل؛ ووكر، بروس؛ و ستانتون، ويليام، ) -1
 ، الجامعة الافتراضية السورية، دمشق، سورية.مدخل إلى التسويق(، 2017ديب، حيان، ) -2
مبادئ التسويق الحديث بين (, 2009عزام، زكريا أحمد؛ حسونة، عبد الباسط؛ والشيخ، مصطفى سعيد ) -3

 ، دار المسيرة للنشر والتوزيع، عمان، الأردن.2، طالنظرية والتطبيق
 – التسويق: السلع والأسعار(؛ 2003كوتلر، فيليب؛ سوندرز، جون؛ أرمسترونغ، غاري؛ بونغ، فيرونيكا ) -4

 بع، ترجمة مازن نفاع، دار علاء الدين للنشر والتوزيع والترجمة، دمشق، سورية.الجزء الرا
5- Cox Roger, Brittain Paul, Retailing: An Introduction, 5th Edition, Pearson Education 

Limited, 2004 

6- Fernie John, Sparks Leigh, Logistics and Retail Management: Emerging Issues and 

New Challenges in the Retail Supply Chain, 4th Edition, Kogan Page Limited, 2014 

10- Grewal Dhruv, Levy Michael, Marketing, 5th Edition, McGraw-Hill Education, 

2017 

11- Kerin Roger A., Hartley Steven W., Marketing, 13th Edition, McGraw-Hill 

Education, 2017 
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7- Kotler Philip, Armstrong Gary, Opresnik Marc Oliver, Principle of Marketing, 17th 

Edition, Pearson Education Limited, 2018 

8- Kurtz David L., Contemporary Marketing, 15th Edition, South-Western Cengage 

Learning, 2012 

9- Nagle Thomas T., Hogan John, Zale Joseph, The Strategy and Tactics of Pricing: A 

guide to Growing More Profitability, 5th Edition, Pearson Education Limited, 2014 

10- Perreault William D. Jr., Cannon Joseph P., McCarthy E. Jerome, Essentials of 

Marketing, 13th Edition, McGraw-Hill/Irwin, 2012 

12- Pride William M., Ferrell O.C., Marketing, 18th Edition, Cengage Learning, 2016 

11- Smith Tim J., Pricing Strategy: Setting Price Levels, Managing Price Discounts, & 

Establishing Price Structures, South-Western Cengage Learning, 2012 

12- Vohra Rakesh V., Krishnamurthi Lakshman, Principles of Pricing, Cambridge 

University Press, 2012 

  

 


