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Course Summary

This is a 2 year Master Program “Marketing” course
Course Prerequisites: Business Accounting, Management, Marketing. 
Course Layout: the course will consist of lectures and seminars, also case studies, essay writing and presentations on projects will be included in the course.
New to This Course and Added Value for Students

	This course focuses on support role management accounting in marketing decision making in modern business environment.  The goal of the course is to give students an understanding of integral role accounting systems in managerial decision making.  An important set of decisions made by managers, those of planning and control of operations, illustrate the decision-making process.  The use of accounting in the process is highlighted in the examples from practice experience of lecture. Elements of management accounting systems in operations are described through the basic questions of where, why, what, how, when, and who.  Within the answers to these questions, basic concepts key guidelines are presented.  Some key guidelines are consistent themes throughout the course: cost-benefit approach, budget variances and benchmarking, different costs for different purposes.
Pricing Decisions, Customer-Profitability Analysis, and Sales-Variance Analysis topics are included to improve marketing emphasis of this course. 

This course is supported by last editions of books, which hasn’t translated into Russian yet.

Recommended books for basic reading widely spread in Europeans and American Universities.  Therefore, this course is useful for English-speaking students from different countries. 
The using of management accounting in the process is highlighted in the examples different levels of difficulty, including professional Certified Management Accountant (CMA) adapted tests. 

Final assessment of this course fits Learning Management System (LMS).



	Topics Covered
	Hours

	Topic 1. The Accountant’s Role in the Organization
	4

	Topic 2. An Introduction to Cost Terms and Purposes
	4

	Topic 3. Cost-Volume-Profit Analysis
	4

	Topic 4. Activity-Based Costing and Activity-Based Management
	4

	Topic 5. Master Budget and Responsibility Accounting
	4

	Topic 6. Flexible Budgets, Direct-Cost Variances, and Management Control
	4

	Topic 7. Decision Making and Relevant Information
	4

	Topic 8. Pricing Decisions and Cost Management
	4

	Topic 9. Strategy, Balanced Scorecard, and Strategic Profitability Analysis 
	4

	Topic 10. Cost Allocation, Customer-Profitability Analysis, and Sales-Variance Analysis
	4

	Topic 11. Balanced Scorecard: Quality, Time, and the Theory of Constraints
	4

	Topic 12. Management Control Systems, Transfer Pricing, and Multinational Considerations
	4

	
	

	Total
	48

	
	


Outline of Overall Course Structure
Topic 1. The Accountant’s Role in the Organization
Learning Objectives:
1. Distinguish financial accounting from management accounting.

2. Understand how management accountants affect strategic decisions.

3. Describe the set of business functions in the value chain and identify the dimensions of performance that customers are expecting of companies.

4. Explain the five-step decision-making process and its role in management accounting.

5. Describe three guidelines management accountants follow in supporting managers.

6. Understand how management accounting fits into an organization’s structure.

7. Understand what professional ethics mean to management accountants.
Notes: Topic 1 is an important introductory topic. This topic introduces the five-step decision process utilized by managers to make a variety of decisions. The five steps include (1) identify the problem and uncertainties, (2) obtain information, (3) make predictions about the future, (4) make decisions by choosing among alternatives, (5) implement the decision. With the emphasis on the five-step decision process, material relating to the problem solving, scorekeeping, and attention-directing roles of the management accountant are streamlined. There is also the linkage between the set of business functions in the value chain and a customer expectation as key success factors.

Topic 2. An Introduction to Cost Terms and Purposes

Learning Objectives:

1. Define and illustrate a cost object.

2. Distinguish between direct costs and indirect costs.

3. Explain variable costs and fixed costs.

4. Distinguish inventoriable costs from period costs.

5. Explain why product costs are computed in different ways for different purposes.

Notes: Costs are a critical element in most business decisions. Topic 2 defines and explains important accounting terms and concepts that will be discussed in the following topics. This topic continues building on the framework begun in Topic 1, emphasizing (1) calculating the cost of products or other cost objects, (2) obtaining information for planning and control as well as performance evaluation, and (3) identifying relevant information for decision making. 
Topic 3. Cost-Volume-Profit Analysis

Learning Objectives:
1. Explain the features of cost-volume-profit (CVP) analysis.

2. Determine the breakeven point and output level needed to achieve a target operating income.

3. Understand how income taxes affect CVP analysis.

4. Explain how managers use CVP analysis in decision making.

5. Explain how managers use sensitivity analysis to cope with uncertainty.

6. Use CVP analysis to plan variable and fixed costs.

7. Apply CVP analysis to a company producing multiple products.

Notes: This topic presents the cost-volume-profit (CVP) analysis model and illustrates how managers use that model to help answer important “what-if” business questions. The concepts of contribution margin, contribution margin income statement, breakeven, target operating income, along with other measures are introduced in this topic. This topic contains updated coverage of strategy and strategic uses of cost information. The five-step decision process is applied to CVP decisions. There is a shift to the “essentials” of cost-volume-profit analysis with less focus on the assumptions of CVP analysis. 
Topic 4. Activity-Based Costing and Activity-Based Management

Learning Objectives:
1. Explain how broad averaging undercosts and overcosts products or services.

2. Present three guidelines for refining a costing system.

3. Distinguish between simple and activity-based costing systems.

4. Describe a four-part cost hierarchy.

5. Cost products or services using activity-based costing.

6. Evaluate the costs and benefits of implementing activity-based costing systems.

7. Explain how activity-based costing systems are used in activity-based management.

8. Compare activity-based costing systems and department costing systems.
Notes: In this topic the five-step decision process is applied to a specific problem faced by management of a company. Topic focuses on allocation of indirect costs by using an activity-based costing (ABC) system. Companies that produce a variety of products need a costing system that allocates costs based on the varying resource demands of each product. Activity-based costing systems can help companies make better decisions about pricing and product mix, and assist in decisions about product design, by providing more accurate information about how different products and services use resources. 
Topic 5. Master Budget and Responsibility Accounting

Learning Objectives:
1. Describe the master budget and explain its benefits.

2. Describe the advantages of budgets.

3. Prepare the operating budget and its supporting schedules.

4. Use computer-based financial planning models for sensitivity analysis.

5. Describe responsibility centers and responsibility accounting.

6. Appreciate the special challenges of budgeting in multinational companies.
Notes: Budgets are a primary financial planning tool used by businesses and other organizations. The topic explains how businesses use and prepare budgets as part of the management process. The concept of responsibility centers and responsibility accounting is also discussed and are related to the concept of controllability. The decision model is applied to the process of developing the budget given goals and objectives for the coming year. As time allows cover the cash budget.
Topic 6. Flexible Budgets, Direct-Cost Variances, and Management Control

Learning Objectives:
1. Understand static budgets and static-budget variances.

2. Examine the concept of a flexible budget and learn how to develop it.

3. Calculate flexible-budget variances and sales-volume variances.

4. Explain why standard costs are often used in variance analysis.

5. Compute price variances and efficiency variances for direct-cost categories.

6. Understand how managers use variances.

7. Describe benchmarking and explain its role in management control.
Notes: This topic introduces the concept of flexible budgets and variances. Direct-Cost Variances—Direct Materials Price and Efficiency Variances and Direct Labor Price and Efficiency Variances are calculated and analyzed. In addition, managerial use of variances and benchmarking are discussed.

Topic 7. Decision Making and Relevant Information

Learning Objectives:
1. Use the five-step decision-making process to make decisions.

2. Distinguish relevant from irrelevant information in decision situations.

3. Explain the opportunity-cost concept and why it is used in decision making.

4. Know how to choose which products to produce when there are capacity constraints.

5. Discuss factors managers must consider when adding or dropping customers or segments.

6. Explain why book value of equipment is irrelevant in equipment-replacement decisions.

7. Explain how conflicts can arise between the decision model used by a manager and the performance-evaluation model used to evaluate the manager.

Notes: Topic discusses the decision-making process and the concept of relevant information. This topic continues the emphasis on the five-step decision process, applying it to relevant cost decisions relating to special order, outsourcing, capacity constraints, and equipment-replacement scenarios. 
Topic 8. Pricing Decisions and Cost Management

Learning Objectives:
1. Discuss the three major influences on pricing decisions.

2. Understand how companies make short-run pricing decisions.

3. Understand how companies make long-run pricing decisions.

4. Price products using the target-costing approach.

5. Apply the concepts of cost incurrence and locked-in costs.

6. Price products using the cost-plus approach.

7. Use life-cycle budgeting and costing when making pricing decisions.

Notes: This topic describes the relationship between pricing decisions and product costing. Three major influences on pricing decisions are customers, competitors, and costs. The time horizon of the pricing decision needs to be considered as there are different factors in play for short-term versus long-term pricing decisions.

Topic 9. Strategy, Balanced Scorecard, and Strategic Profitability Analysis

Learning Objectives:
1. Recognize which of two generic strategies a company is using.

2. Understand what comprises reengineering.

3. Describe the four perspectives of the balanced scorecard.

4. Analyze changes in operating income to evaluate strategy.

5. Identify unused capacity and how to manage it.

Notes: Topic explores the role of strategy in long-range planning, focusing on the two generic strategies of product differentiation and cost leadership. The balanced scorecard is discussed as a method for implementing and evaluating strategies. The four perspectives of the balanced scorecard—financial, customer service, internal processes, and learning and growth are discussed. Analysis of changes in operating income using the growth, price-recovery, and productivity components is explored.

Topic 10. Cost Allocation, Customer-Profitability Analysis, and Sales-Variance Analysis

Learning Objectives:
1. Identify four purposes for allocating costs to cost objects.

2. Understand criteria to guide cost-allocation decisions.

3. Discuss decisions faced when collecting costs in indirect-cost pools.

4. Discuss why a company’s revenues and costs can differ across customers purchasing the same product.

5. Identify the importance of customer profitability profiles.

6. Subdivide the sales-volume variance into the sales-mix variance and the sales-quantity variance.

7. Subdivide the sales-quantity variance into the market-share variance and the market-size variance

Notes: This topic extends the discussion on allocation of indirect costs to products, identifying the reasons for such allocations and moving into the criteria and procedures for these allocations. The concept of allocating indirect costs to customers to determine customer profitability is introduced through a discussion of customer-level costs.

Topic 11. Balanced Scorecard: Quality, Time, and the Theory of Constraints

Learning Objectives:
1. Explain the four cost categories in a costs-of-quality program.

2. Develop nonfinancial methods and measures to improve quality.

3. Combine financial and nonfinancial measures to make decisions and evaluate quality performance.

4. Describe customer response time and explain why delays happen and their costs.

5. Explain how to manage bottlenecks.

Notes: This topic looks at the balanced scorecard with particular reference to quality and time factors. Quality can be design quality or conformance quality. Quality costs are usually categorized as appraisal, inspection, internal failure, and external failure. A quality program will incur costs in the first two categories, with the expectation that failure costs will decrease. Several measures designed to detect quality problems are presented. The topic also examines time as a competitive tool, focusing on customer-response time and on-time delivery as time-related factors.
Topic 12. Management Control Systems, Transfer Pricing, and Multinational Considerations
Learning Objectives:
1. Describe a management control system and its three key properties.

2. Describe the benefits and costs of decentralization.

3. Explain transfer prices and four criteria used to evaluate alternative transfer price methods.

4. Illustrate how market-based transfer prices promote goal congruence in perfectly competitive markets.

5. Understand how to avoid making suboptimal decisions when transfer prices are based on full cost plus a markup.

6. Describe the range of feasible transfer prices when there is unused capacity.

7. Apply a general guideline for determining a minimum transfer price.

8. Incorporate income tax considerations in multinational transfer pricing.

Notes: Topic discusses the links among management control systems, strategy, organizational structure, and accounting information. The costs and benefits of centralized and decentralized organizational structures are compared.
Assessment output

· Final assessment — exam (test)

· Grading requirements — 50% - Final test, 25% - midterm test, 25% - project (homework). 

QUIZ Topic 8 (pattern)
1. Major influences of competitors, costs, and customers on pricing decisions are factors of

a. supply and demand.

b. activity-based costing and activity-based management.

c. key management themes that are important to managers attaining success in their planning and control decisions.

d. the value-chain concept.

2. Short-run pricing decisions include

a. pricing a main product in a major market.

b. considering all costs in the value chain of business functions.

c. adjusting product mix and volume in a competitive market while maintaining a stable price if demand fluctuates from strong to weak.

d. pricing for a special order with no long-term implications.

3. Burkhart Company manufactures a product that has a variable cost of $25 per unit. Fixed costs total $1,000,000, allocated on the basis of the number of units produced. Selling price is computed by adding a 25 percent markup to full cost. How much should the selling price be per unit for 200,000 units?

a.
$31.25

b.
$42.00

c.
$37.50

d.
$30.00
4. The first step in implementing target pricing and target costing is

a. choosing a target price.

b. determining a target cost.

c. developing a product that satisfies needs of potential customers.

d. performing value engineering.

5. The best opportunity for cost reduction is

a. during the manufacturing phase of the value chain.

b. during the product or process design phase of the value chain.

c. during the marketing phase of the value chain.

d. during the distribution phase of the value chain.

The following data apply to questions 6 and 7.
Each month, Haddon Company has $275,000 total manufacturing costs (20 percent fixed) and $125,000 distribution and marketing costs (36 percent fixed). Haddon’s monthly sales are $500,000.

6. The markup percentage on full cost to arrive at the target (existing) selling price is

a.
25 percent.

b.
75 percent.

c.
80 percent.

d.
20 percent.
7. The markup percentage on variable costs to arrive at the existing (target) selling price is

a.
20 percent.

b.
40 percent.

c.
80 percent.

d.
66 
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 percent.
8. The price of movie tickets for opening day and the few days following compared to the price six months later is an example of

a. price gouging.

b. peak-load pricing.

c. dumping.

d. demand elasticity.

9. Price discrimination is
a. always illegal.
b. a type of peak-load pricing.

c. not regulated in the United States.

d. the practice of charging different prices to different customers for the same product or service.

10. Which of these do antitrust laws on pricing not cover?

a. Collusive pricing

b. Dumping

c. Peak-load pricing

d. Predatory pricing

Basic Reading 
1. Cost Accounting with MyAccountingLab: Global Edition, 14/E Charles Horngren 
Srikant M. Datar, Madhav Rajan. © 2011 by Prentice-Hall, Inc.
2. Managerial Accounting / M. Suzanne Oliver, Charles T. Horngren, © 2010 by Prentice-Hall, Inc.
Supplementary Reading 
1. Financial & Managerial Accounting: International Edition, 3/E Charles T. Horngren, Walter T. Harrison Jr., M. Suzanne Oliver. © 2011 by Prentice-Hall, Inc.

2. Хан Д. Планирование и контроль: концепция контроллинга/Пер. с нем. - М.: Финансы и статистика, 2007.-800 с.

3. АВС: Себестоимость без искажений / Э.В.Кондукова. – М.: Эксмо, 2008. – 288 с. –(Профессиональное издание для бизнеса)
4. Маркетинг по нотам: практический курс на российских примерах. / Под ред. Л.А.Данченок. –М.: ООО «Маркет ДС Корпорейшен», 2004. – 758с.
5. Кузин Д.А., Баляева Е.В. Оценка прибыльности клиентов // Новости маркетинга, 2006. № 7. C. 33—38

6. Кузин Д.А., Коржов М.М. Сравнительный анализ и практическое применение методов ценообразования с ориентацией на спрос / Новости маркетинга, 2007, №4
7. Кузин Д.А. Сравнительный анализ прибыльности клиентов региональных и международных компаний / Вестник Одесского национального университета, 2012
Internet links 
www.gaap.ru
http://www.bettermanagement.com
www.apics.org 

www.manufacturing.net 

www.supply-chain.org 
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