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Power Retail, Stevenson, L.N., Schlesinger, J.C., Pearce, MR,
McGraw-Hill Ryerson Linted, [999,

SUGGESTED READING: _Canadian Retailing, Third Edition, Mason, 1L.B.. Mayer,

PREREQUISITE:

M.L., Ezell, HE., Laroche, M., MeDougall, G.H.G., McGraw-Hill
Ryerson Limiled, 1997,

Eadical Marketing, Hill, Sam, Rifkin, Glenn, HarperCollins
Publishers Ing,, 1994,

BA 1090 or comgent of instructaor,

COURSE DESCRIPTTON:

This course examines the field of retmhog and merchandising from
a practitioner’s poind of view, Mixing lectures with case sindies
and the examnation of cxrsting retail sites, an understanding of the
tallowing concepis is developed: what s retailing, what is
merchandizing, store layout and design. Some differem upproaches
W retailing, coustomer services, and enlreprensurship are also
discussed, Guest lecturers will be used



COURSE OBJECTIVES:

ATTENDANCE:
A KRS
PROJECT:

L To understand the retail customer - motives for shopmng.
the purchuse process, nfluences on the customer,

84 To develop the retail strategy and the mindset 1o go with o

3 T learm and wnderstand aboul some dilferent approwches
the Retailing.

4. Lo lears hivw 1o evaluate strategles.

The stodent 15 expected 1o attend closses on a regular basis and
contribute Lo the activitics and discussions that ke place,

Marks will be distributed in the following manner:
Mid term: 30

Project: i
Final Exomm: 35%
In Class: A%
Total: [N

Students will be expected to complete an individual Project that
deals with the development of a Rewil Strategy for a business.
Detmls will be provided separately. The instructor must approve
the Project



