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BA 208 - RETAILING AND MERCHANDISING

Retailing, SBecond Edition; Lewlson, D. M.; Delozier, M. N.;
Merrill Publishing Company; Columbus, Ohio; 1986.

Ba 109 or conzent of Instructor.

This course surveys the field of Retailing and Merchandising
from a practioner's point of view. HMixing lectures with case
etudies and the examining of existing retail sites, students
will be expected to develop an understanding of the concepts
related to the following: site amalysis, layout and
gpace/productivity ratlos. Stock buying, inventory comtrol,
principles of pricing, customer services and concepts of
expanse management are also discussed, Films and gusst
lecturers will be uwsed where appropriate.

1. To explain what mécchandising factors arve invelved with
offering the right product , + » In the right quantities
« «» &« in Ehe right place . + « 2t the right time . . . at
the right price , . . by the right appeal.

2. To understand the eriteria and procedutres consumers use
in different purchase problem situations.

3: To ildentify the need for fiscal control ag an essential
Ingredient In any successful retall operation.

b, To understand and make the "which" and "how meany"” produce
deciglons,

5 To understand design Eeatures necessary Lo oredtd a stoce
atmosphere conducive to buying.

6. To plan an acceptable balance between merchandise
inventories and galea.

7. To identify the activities inwvolved with phygically
gotting the merchandise into the store and onto the
ghelves.

8. To describe the buving methods wsed in the actusl
putchising of merchandise,
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To identify and define the five major components of the

retaller's promotlonmal mix,

Te underatsnd the baclic techniques for motchiog job
reguirements with employee attributes,

To degcribe the sethods by which retailers set their

price,

To comprehend the need to support the product mix with

adequate customer services.

Final grades will be compiled in the followlnng manner:

{conversion from percentage ta stanines will ocecur).

tuizzen/Projects 60X (1.8, & B 10X
Term Assignment | K1k
Final Exam 0T
TOTAL 100%

Schedule of Quizzes/Units of Work

8. January [3th

b. Jamary 27th = Quiz #2 {Unic
€+ Pebpuary lOth - Cuiz #3 (Unit
d. March 4ch - Duiz #4 (Unic
e, March 18ch = Ouiz #5 (Unic
f. April &ch - Quiz #6 (Unit

Term Asgipgoment Due Date

Mareh 25th

TOPICS

The Hature of Retailling
Strategic Retall Management
Buying Behavior of Consumeras

The Retailing Information System
Hanaging the Firm's Finances
The Product Mix

Designing Store Facilitles
The BRatall Site
Herchandise Planning Procesas
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REQUIRED
TTNTT TOPTNG EEADING
v Procurement Frocess 18
Merchandise—Conttol Frocess a0
Buying Process 17
v Pergonal Selling 23
Eetail Advertising s
Sales Promotions 74
VI Scaffing cthe Retail Store [
The Betall Price 21
The Service Mix = 16
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