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Information about the course

Course Details

8.00 ECTS (2.00 SWS) | compulsory attendance | continuous assessment | course format: on site |
SPL 4 - Wirtschaftswissenschaften | max. 24 participants | Language: English

Course nr. 040192-2 | Start: Tuesday, 21.10.2025 - 11:30

Course Instructor: Univ.-Prof. Christoph Fuchs,
Contact: christoph.fuchs@univie.ac.at

Target Audience

This seminar is designed for bachelor students in Business Administration who have completed the VO
Introduction to Academic Work course.

Topic of the Seminar

The overarching topic of the seminar is retailing. Retailing, which has ties to marketing and operations
management, is undergoing profound transformation, driven by technological innovations, changing
consumer expectations, and evolving business models. This seminar mainly explores retailing from a
behavioral perspective—examining how consumers perceive, evaluate, and interact with retail envi-
ronments (offline and online). Students will engage with current research on behavioral retailing, pre-
pare and deliver topic presentations, and develop an independent seminar thesis.

Learning Objectives
By the end of the seminar, students will be able to:

Understand key theories and empirical findings in behavioral retailing.

Critically evaluate academic literature in marketing, consumer psychology, and retailing.
Apply theoretical frameworks to real-world retail contexts.

Present complex ideas clearly in oral and written form.

Develop and defend a research-based seminar thesis.
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Prerequisites

Completed “VO Introduction to Academic Work” course. Successful completion of ABWL Marketing 2 is
strongly recommended.

Course Policies
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The course has “prifungsimmanenten Charakter”. Attendance is compulsory throughout the semester
(see also Admission and Attendance Policies on our homepage). More than three absences will auto-
matically result in a “fail” grade.

Students wishing to take this seminar must register via u:space during the registration period. By regis-
tering for this course, you agree that the automated plagiarism software Turnitin processes and stores
your data (i.e. presentation slides, Bachelor Thesis). Registered students who, for whatever reason, are
not able to take the course must de-register electronically.

It is absolutely essential that all registered students attend the first session (Introduc-
tion/Vorbesprechung) as failure to do so will result in their exclusion from the seminar.

Course Structure

The course includes a combination of lectures, presentations, and group work. Students will be assigned
into small groups and will work toward a specific group project (i.e., a presentation and a Bachelor The-
sis) in accordance with the guidelines set by the course instructor.

Note: Each group member must present. Group members who are absent or are not presenting, without
prior confirmation from the course instructor, will be graded with zero points.

Groups are expected to integrate the feedback from the presentation blocks and workshops in their
final Bachelor.

Performance & Assessment

Minimum requirements: regular attendance, active participation in class discussions, contribution to
group work, delivery of a presentation and submission of the Bachelor Thesis.

Performance in the seminar will be assessed as follows:

Group work/Presentation (group assessment) 40%
Participation (individual assessment) 10%
Bachelor Thesis (group assessment) 50%

The group work/presentation assessment comprises the preparation and presentation of the ongoing
work on the Bachelor Thesis. The same points will be awarded to students belonging to the same group.

The participation assessment will be based on the quality and quantity of students’ contribution to the
sessions. Students are encouraged to participate regularly and actively in all sessions.

The bachelor thesis will be assessed based on the final scientific work submitted by the group. The
same points will be awarded to students belonging to the same group.

A minimum of 50 percent needs to be attained overall to pass the course. The grading system is as fol-
lows:

1 >290%
2 80-89%
3 65-79%
4 50-64%
5 <50%
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Students who fail the course must repeat the entire course (and must register in the usual way next
time the course is offered). No alternative formats of assessment or make-ups will be offered.

Dates & Content

Sessions
1&2 21.10.2025 11.30-14.45SR 13
3&4 18.11.2025 11.30-14.45SR 13
5&6 02.12.2025 11.30-14.45SR 15
788 13.01.2026 09.45-16.30SR 6
9&10 15.01.2026 09.45-16.30 PCSR 5

Registration/De-Registration

https://ufind.univie.ac.at/

Recommended literature

Bandi, N., Cohen, M. C., & Ray, S. (2024). Behavioral Retail Operations: Tactics to Win Customers.

Foundations and Trends® in Technology, Information and Operations Management, 18(3-4), 214-420.

Additional readings

Selected journal articles may be used to further support students’ understanding of the academic writ-
ing process and/or on a specific marketing topic.
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