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COURSE CUTLINE

BA 208 — RETATLING AND MERCHANDISING

Retailing, Second Editiong Lewigon, D. M.; Delozier, M. Ma:

Merrill Publishing Company; Columbus, Ohio; 1986,

BA 109 or consent of Instructor.

This course surveys the Fiald of Betalling and Merchandiszing
from a practionér’s point of view, Hixing lectures with case
studies and the examining of existing retail sites, students
will be expected to develop an undgrstanding of the concepts
rélated to the followiog: aite apalysis, lavout and
space/productivity ratiocs, Stock buying, loventory contrel,
principles of pricing, customer services and congapts of
skpense management are also digcussed. Films and guest
lecturers will be used where appropriate.

. To explain what merchardising factors are Involved with
offering the righe prodect . . . in the cight quantities
= +» » in the right place , . . at Lthe tight cime ., . . at
the right price . . . by the right appeal.

2. To undérstand the criteria and procedures aonsumers lze
lo differant purchase problam aityations,

3. To identifwy the need for fiscal cantrol as an esgencial
ingeediant in any successful recail operation,

4. To understand and make the “which” apd “how many" product
decizions,

5. To understand design features RECESEArY Lo creale a store
atmoiphere conducive bo buving .

6. To plan an acceptable balance between merchandige
loventorfies and sales.

7o To identify the activities Lnvolved with physically
Retting the merchandise into the store and aonco khe
shalves,

8. To describe the buying methods used in che actual
putchasing of merchandisa.
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To identifty and define the five major components of the

recailer’s promotional mix.

Ta wederacand tho basia techniques for matohiog job
requirements wilth employee attributes,

To degeribe the methods by which retallers set their

price,

To comprehend the pesd to support the product mix wich

adequate customer services.

Final grades will be cosplled In the fellowing manper:
Lconversion from petcentage to stanlpes will occur).

Duizzes/Frojecta 60% (1.e. & @ 10X}
Tarm Assignment 10%
Final Exam IR
TOTAL 1003
Schedule of Quizzes/Projects as per Unics of Work
Peaca River GePaBaCo
Septembar I Septembar 21 = #1 (Unit T)
Oeeober 17 Joctober 5 = $#2 [(Uoit II}
Oceober 31 Oceober 19 - #3 (Unit ILID
Mowvember lé& November 2 = (4 (Unit IV)
Movember 28 Hovember 16 — &3 (Unit V)
December 5 Mecember 7 — #6 (Unit VI)
Term Assigonmant Due Date
Hovember 28th
REQUIRED
TOPICS READLNG
The Hature of Betaillng l
Strategic Hetail Managemant 4
Buying Behavior of Consumers i
The Retalling Information System B
Managing the Fira's Finances 7
The FProduct Mix 15
Dezigoipog Store Facilities L
The Retail Site 14
Merchandise Planning Process i9
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COURSE COWNTEWT: Lcont.?

RECUIEED

UNIT TGEICS BEEATITHG
v Procursment Process 15
Herchandise-Control Frocess 20
Buying Frocess 17
v Fergonal Selling 23
RBetall Advertising 22
Zales Promotions 2
Vi Staffing the Retail Score q
The Retail Price 21
The Service Mix 1A
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