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A. Provide a brief narrative rationale for each of the items, A1- AS.

1. How is/are the instructor(s) qualified in the distance education delivery method as well as the
discipline?

Dr. Hwang completed a facilitator training course which was offered by the Socrates Distance
Learning Technologies Group, the faculty training organization of Education Management
Corporation (EDMC) Online Higher Education during Spring 2006. She taught an online class
during Fall 2004 in Korea and also she taught an online class during Winter 2008, 2009, &
2010, and Summer 2009, 2010, & 2011 at Indiana University of Pennsylvania. She
incorporated WebCT and Moodle into several courses since Spring 2009. Students took
exams and submitted papers on-line. Students could access the syllabus, class notes, and

announcements on-line as well.

2. How will each objective in the course be met using distance education technologies?

The on-line course will consist of course materials, quizzes and assignments presented on-line
through Learning Management System (LMS). Chat Room and Discussion Thread
participation through the use of Learning Management System (LMS) will be part of the

course requirements.

1. Compare current organizational and apparel buying, merchandising, and promotional

practices and techniques for various retail institutions and resident buying offices.

* The instructor will cover in Day 1 (Module 1) and completing Chapter One Discussion
Question (p. 13) will help students to compare current organizational and apparel
buying, merchandising, and promotional practices and techniques for various retail
institutions and resident buying offices.

* The instructor will upload PowerPoint files to the students to download and study. She

will open discussion threads to answer to any questions.

2. Demonstrates an understanding of the planning, buying and controlling procedures used in

apparel merchandising.

*  The instructor will cover in Day 1 (Module 1), Day 3, Day 4 (Module 2), Day 5, Day 7,
Day 8, Day 9, Day 10, Day 12 (Module 3), and Day 13, Day 14 (Module 4) and
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completing Chapter Two Summary Problems (pp.55-59), Chapter Three Summary
Problems (pp. 93-98), Chapter Four Summary Problems (pp. 131-133), Chapter Five
Summary Problems (pp. 181-185), Chapter Six Summary Problems (pp. 215-219),
Chapter Eight Summary Problems (pp. 297-300) and Chapter Nine Summary Problems
(pp. 335-337). The text will help students to demonstrate an understanding of the
planning, buying and controlling procedures used in apparel merchandising.

* The instructor will upload PowerPoint files for students to download and study. She
will be available at regular times to answer any questions students might have regarding
the topic by e-mail or chat room. She will also use discussion threads to require
students to participate in on-line discussions actively. Questions will be embedded in
the notes as well as in daily postings by the instructor. The instructor will facilitate the
discussions. Students will participate in chat room discussions within groups assigned
to work on designated activities. The instructor will be available at regular times for

contact via email or chat room.

3. Explain the apparel buyer’s responsibilities in executing effective advertising and sales

promotion.

* The instructor will cover this in Day 1 (Module 1), Day 5, Day 6, Day 7 (Module 3) and
Day 13, Day 14 (Module 4) and completing Chapter One Discussion Question (p. 13),
Chapter Four Summary Problems (pp. 131-133), and Chapter Eight Summary Problems
(pp. 297-300). This will help students to explain the apparel buyer’s responsibilities in
executing effective advertising and sales promotion.

* The instructor will upload PowerPoint files for students to download and study. She
will be available at regular times to answer any questions students might have regarding
the topic by e-mail or chat room. She will use discussion threads to require students
toparticipate in on-line discussions actively. Questions will be embedded in the notes as
well as in daily postings by the instructor. The instructor will facilitate the discussions.
Students will participate in chat room discussions within assigned groups to work on
designated activities. The instructor will be available at regular times for contact via

email or chat room.

4. Know the functions of various resources utilized in apparel merchandising and promotion.
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* The instructor will cover this in Day 1 (Module 1) and Day 5, Day 7 (Module 3) and
completing Chapter One Discussion Question (p. 13) and Chapter Four Summary
Problems (pp. 131-133). This will help student to know the functions of various
resources utilized in apparel merchandising and promotion.

* The instructor will upload PowerPoint file for students to download and study. She will
be available at regular times to answer any questions students might have regarding the
topic by e-mail or chat room. She will use discussion thread to require students to
participate in on-line discussions actively. Questions will be embedded in the notes as
well as in daily posting s by the instructor. The instructor will facilitate the discussions.
Students will participate in chat room discussions within groups assigned to work on
designated activities. The instructor will be available at regular times for contact via

email or chat room.

3. How will instructor-student and student-student, if applicable, interaction take place?

Students will be required to actively participate in on-line discussions. Questions will be
embedded in the notes as well as in daily postings by the instructor. The instructor will
facilitate the discussions. Students will participate in chat room discussions within groups
assigned to work on designated activities. The instructor will be available at regular times for

contact via telephone, email or chat room.

4. How will student achievement be evaluated?

Multiple assessment techniques will be implemented to evaluate student achievement

including:

* Timed exams using Learning Management System (LMS) with password protection

* Daily assignments posted on Learning Management System (LMS)

* Individual summary problems — Students will turn their Summary problems to Instructor
by i-mail.

e Discussion contribution- this will be done by Discussion Thread

5. How will academic honesty for tests and assignments be addressed?
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The on-line quizzes will be designed in a manner such that items are randomly numbered so
that no two exams are exactly identical. The exams will not be printable. Students will
submit their paper through Turnitin.com. This program is used to prevent plagiarism. This

method was implemented by the instructor for this course during the Spring 2008 semester

C. Submit to the department or its curriculum committee the responses to items A1-AS, the current
official syllabus of record, along with the instructor developed online version of the syllabus, and
the sample lesson. This lesson should clearly demonstrate how the distance education instructional
format adequately assists students to meet a course objective(s) using online or distance
technology. It should relate to one concrete topic area indicated on the syllabus.
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Syllabus of Record

Catalog Description:

FSMR 360: Apparel Industry II 3 class hours
| 0 lab hours
3 credits
Prerequisites: FSMR 350 and Liberal Studies math requirement (3¢-01-3cr)

Introduces the student to the merchandising and promotion of apparel, including organization, buying
responsibilities, techniques and resources: various retail institutions, resident buying offices, apparel
dollar planning and control, apparel merchandise assortment planning, apparel buying practices,

application of apparel planning and buying, apparel advertising and promotion.

Course Objectives:
Upon completion of this course the student will:

1. Compare current organizational and apparel buying, merchandising, and promotional practices
and techniques for various retail institutions and resident buying offices.

2. Demonstrate an understanding of the planning, buying and controlling procedures used in
apparel merchandising.

3. Explain the apparel buyer’s responsibilities in executing effective advertising and sales
promotion.

4. Know the functions of various resources utilized in apparel merchandising and promotion.

This course is on Moodle. Get lecture note outlines, assignments, and check grades.

Required Textbook:
The class notes presented in the PowerPoint presentations will come from this source in which you

will have assigned readings. In addition, the presentations will contain information from outside
sources which you are also responsible for in your learning and test taking processes.
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Pearson Custom Library. (2010). Fashion: Apparel Industry Il FSMR 360. New York: Pearson.

Class Lectures:

The textbook, while useful, will not be the only source of information for the class. Periodically,
additional readings will be assigned. Class lectures are intended to enrich or supplement the assigned
readings. They are NOT intended to summarize or substitute for the readings. Exams will be designed
to assess the student’s knowledge of ALL reading materials and the material presented in class lecture,
as well as any oral reports and guest speaker presentations.

COURSE GENERAL POLICIES:
A. Attendance:

Attendance in class is very important. The students are required to stay the entire duration of the
class period to get credit for the same. Any student, who leaves before the class period without
the consent of the instructor, will be marked absent and will not get any credit for that class
period. An attendance sheet should be circulated and signed by everyone. It is a student’s
responsibility to sign the attendance sheet every class period of time. ‘

Class attendance and participation are required. Excessive absences will result in grade point
reductions. Please make sure to sign the attendance sheet by your name each class period. This is
students’ responsibilities to sign the attendance sheet. The student is responsible for all material
covered in class regardless of the reason for the absence. It is not the instructor’s responsibility to
provide that information. However, reports must be presented in person in class on date indicated.

a. Excused Absence Policy

If you have an unavoidable “excused” absence such as family crisis, death, or personal
illness, you must provide me with some type of documentation of the event such as an
obituary, funeral card, or doctor’s excuse form. If such an event does occur, please email me
to alert me of the absence. After the absence, it is your responsibility to arrange a time with
me to find out what material you have missed.

If you know of an absence ahead of time such as a job interview or school-sponsored trip, it
is your responsibility for finding out the material that you will be missing ahead of time.
Again, it is your responsibility for finding out the material that you will be missing ahead of
time. Again, it is your responsibility to arrange a time with me to find out what material you
will be missing,

b. Un-Excused Absence Policy
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If you miss class due to any other reason than stated above, you are responsible in finding
out what material you missed. You may come speak to me during my office hours in this
regard.

Assignments Requirements:

The due dates for all assignments are included in the syllabus, but may be subject to change. During
the semester, the instructor will keep students informed of any changes. It is the student’s
responsibility to contact someone in the class if he or she misses class near a scheduled due date,
Assignments are due in class AT THE BEGINNING OF the class in which the specified due date.
Instructor CANNOT ACCEPT LATE PAPERS and CANNOT ACCEPT E-MAIL SUBMISSION OF
PAPERS FOR ANY REASON. Having your work completed on schedule is a key to early success in
your business career. I would suggest that you start now to develop good work habits for meeting
deadlines. Partial credit will NOT be given for late work.

Late assignments WILL NOT BT ACCEPTED! The only exception to this rule is if you have
documentation of an excused absence (i.e., doctor’s note, obituary, or funeral card). In either event,
written documentation is required before an assignment is accepted. If you have an excused absence
the date an assignment is due, your assignment will be expected during the next class period after you
return. Only under special circumstances will this policy be modified! If you have prior knowledge of
an absence, it is expected that your project be turned in PRIOR to your absence.

Quizzes and in class assignments will be given at random. If you arrive late, you will not be allowed to
take the quiz. In Class assignments will not be made up.

In-Class Assignments. There are NO MAKE-UPS FOR IN-CLASS ASSIGNMENTS! Some
content will be assigned during the previous class period to be completed outside of class and brought
to the next class for in-class utilization. If this content is not completed as assigned no credit will be
given for that day’s in-class assignment.

NOTE: ALL WORK IS DUE ON THE DAY GIVEN OR WILL BE CONSIDERED LATE AND
THE GRADE WILL BE LOWERED IN PROPORTION TO LATENESS.

Exams:

There will be three (3) exams consisting of a combination of True/F alse, Multiple Choice, Matching,
and potential Completion/Short Answer Essay. Dates for the three exams are listed on the syllabus.
Final exam is NOT cumulative. Dates are given in the “Tentative Schedule”. If an emergency arises
and a student is unable to take an exam notification of the instructor must be made prior to the exam. [f
the instructor is NOT NOTIFIED BEFORE THE EXAM there will be NO makeup exam.
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Grading:

Grades will be posted on the Learning Management System (LMS) (use “my grade™). The instructor
will make every effort to keep accurate records. However, it is also the student’s responsibility to
monitor their grade reports and keep all materials related to the course. Grade related claims should be
in writing (e-mail acceptable). Your total grade is based on the exams, assignments, presentations, and
attendance/participation as follows:

* Three Exams (Exam #1, Exam #2, & Final EXam)..........oooevvevevvoonn 300 points

®  ASSIIMENLS ..ovoeveceieececeesesetrses s eee s seseesss s e e ee st 700 points

® AHENAANCES ...ttt eest st s s 54 points

TOTAL POINTS 1054 POINTS
Grading System:

Below is the grading scale that will be used to determine the final letter grade:

A=90-100% B=80-89 C=70-79
D=60-69 F =59 and below
Classroom Etiquette:

To create and maintain a positive learning environment, proper classroom etiquette/decorum is vital. It
is expected that students conduct themselves in a mature, professional manner. Essentially you are
training program for a future career in fashion, and behavior including talking out of turn,
inappropriate comments, and other disruptive behavior will not be tolerated.

The following guidelines will help us to achieve this goal:
1. Refrain from chatting with your neighbor(s) during class.
* Non-relevant chatting with classmates during class (lectures, guest speakers, presentations,
videos, slides, etc) disrupts the normal learning environment
* Should you engage in this behavior the instructor could and may ask you to leave the room

2. Reading writing and studying of material other than for this class is not acceptable.

* This includes reading newspapers (Penn), magazines, course materials, writing letters, and
studying for exams.
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3. Completing assignments that are the day of class.

The instructor has the right to NOT accept the assignment.

4. Make every effort to get to class on time and stay until class is dismissed.

If you have to leave early or are going to be late, inform the instructor in advance.

If you are late, respect those who arrived on time by not disrupting the class, especially those
around you. Quietly come in, sit down, and do not converse with your neighbor to “catch up”
Coming and going during class disrupts the learning environment. Take care of “necessities”
prior to coming to class (i.e. go to the restroom, get a drink of water, go to the vending
machines, converse with friends, etc.).

5. Obtaining class content and assignments if absent is your responsibility.

Ask another student about what content was covered and assignments given. It is not the
instructor’s responsibility to re-present class material that was missed.

It is inappropriate to ask the instructor, prior to or after a missed class, whether the content
covered that day is/was important — all class content is important!

6. Sleeping during class is not acceptable.

This behavior is disrespectful to anyone presenting information during class (i.e. instructor,
guest speaker, peers).

Also remember that this behavior is not appropriate during the use of audio/visuals (i.e. slides,
videos)

If a student engages in this behavior the instructor could and may ask the student to leave the
room.

7. Respect others.

Be polite in your speech and manners — no profanity or lewd language.

Be patient with other students when they are asking a question, even when the answer may be
obvious.

Be respectful of the opinions of others even if they fifer from your own.

Be courteous by not interrupting others, not having more than one speaker at a time, and not
engaging in side discussions.

Turn off all electronic equipment (cell phones, CD players, MP3, etc) prior to entering the
classroom. These are to remain off until class is dismissed.

PLEASE MAKE SURE YOUR CELL PHONE IS TURNED OFF DURING CLASS TIME!

1¥ Offense: If a student’s cell phone rings or buzzes during class, the student will forfeit any
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future opportunity of extra credit but can keep the extra credit currently earned.

e 2" Offense: The student’s previously earned extra credit will be taken away.

e 3%and Any Further Offenses: The student will be asked to take their belongings and the leave
the class.

8. Read and follow the Academy Integrity Policy and Procedures that appears in the J[UP
Undergraduate Catalog,

* Do your own work

* Any form of academic dishonesty can cause a lack of respect and trust, and can be extremely
detrimental to your college career.

* Hats/caps and sunglasses will not be worn during exams

9. Respect and maintain the appearance of the classroom.
* Discard all trash; someone else does not want to sit in your mess!
Participation:

1. Participation includes ALL in-class activities and supplementary assignments. If you are not in
class, you will not receive credit for the activity.

2. Students are expected to be in class on time. Recurrent tardiness will negatively affect a student’s
participation grade.

3. Each student’s initial participation grade will be calculated based on the percentage of classes
attended. Participation in class discussion, class activities and tardiness will either positively or
negatively affect the final participation grade

* Practice being professional at all times. Any presentations require professional dress.

* Be prepared for each class period. Read chapters and come ready to participate in classroom
discussion.

*  This syllabus is subject to change without advance notice. The instructor reserves the right to
change or add assignments with prior notice.

* Ifyou are having difficulty in this class, it is your responsibility to bring this to my attention.
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FSMR 360 — Apparel Industry II

Spring, 2011

Tentative Class Schedule
Schedule is tentative and subject to change

HOMEWORK
WEEK | DATE TOPICS TEXT ASSIGNMENT
Introduction of Course
1. Jan.18 & Assignments
Jan. 20 Getting Comfortable with Ch. 11 Assignments will be
2 Jan. 25 Numbers (pp-239- announce in class
) Jan, 27 263)
Feb. 1 Ch. 12 . .
3 Feb. 3 Buying for Profit (pp. 267- Ass1g1unlr11 entii\zllll be
4 Feb. 8 295) announce in class
) Feb. 10 Ch. 13
5 Feb. 15 [ The First Price: Individual ® '297_ Assignments will be
' Feb. 17 and Initial Markup P announce in class
327)
6 Feb. 22
) Feb. 24 | Markups to Sell: Average, Ch. 14 Assignments will be
Mar. 1 Cumulative, and Maintained | (pp. 333- announce in class
7. ) Markup 353)
Mar. 3 EXAM #1 (CHAPTER 11 & 12)
Mar. 7
8. Mar. 11 SPRING BREAK
Markups to Sell: Average, Ch. 14 Assignments will be
8 Mar. 15 | Cumulative, and Maintained (pp. 333- announce in class
) Markup 353)
Mar. 17 Controlling the Flow: (: h‘31559_ Assignments will be
9 Mar. 22 Calculating Open to Buy 36 5) announce in class
Mar. 24 | Make the Most Out of Your Ch. 16 Assignments will be
Space: Sales Per Square Foot | (pp. 367- announce in class
Mar. 29 373)
10. The P & L Is the One That Ch. 17 Assignments will be
Mar. 31 Counts: Operating (pp. 375- announce in class
Statements 393)
Apr. 5 EXAM #2 (CHAPTER 14 & 15)
1 The P & L Is the One That Ch. 17 Assignments will be
’ Apr. 7 Counts: Operating (pp. 375- announce in class
Statements 393)
Apr. 12 Building Balance Assignments will be
12, Apr. 14 Classification Planning Handouts announce in class
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HOMEWORK
WEEK | DATE TOPICS TEXT ASSIGNMENT
13, Apr. 19 Changmg A Slx-.Month Plan Handouts ASSIgnment.s will be
Apr. 21 Using Historical Data announce in class
Apr. 26 | Developing New Six-Month Assignments will be
14 Apr. 28 Merchandising Plan Handouts announce in class
May 3 FINAL EXAM - Chapter 16, 17, & 6 Month Merchandising Plan
Section I: 10:15am - 12:15pm Room 204
May 5 FINAL EXAM - Chapter 16, 17, & 6 Month Merchandising Plan

Section II: 10:15am — 12:15pm Room 204
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FSMR 360 — Apparel Industry II

Winter, 2011

Online Syllabus
Instructor Dr. Eun Jin Hwang E-mail eun.hwang@iup.edu
Class Room | Learning Management | Class Meets December 19, 2011 — January 6,
System (LMS) 2012
Office 208 Ackerman Hall Phone Number | 724-357-2346
Catalog Description:

Prerequisites: FSMR 350 and Liberal Studies math requirement

3 Class hours, 0 Lab Hours, 3 Credits (3¢-01-3cr)

Introduces the student to the merchandising and promotion of apparel, including organization, buying

responsibilities, techniques and resources: various retail institutions, resident buying offices, apparel

dollar planning and control, apparel merchandise assortment planning, apparel buying practices,

application of apparel planning and buying, apparel advertising and promotion.

Course Objectives:

Upon completion of this course the student will:

1. Compare current organizational and apparel buying, merchandising, and promotional practices
and techniques for various retail institutions and resident buying offices.

2. Demonstrate an understanding of the planning, buying and controlling procedures used in appa

rel merchandising.

3. Explain the apparel buyer’s responsibilities in executing effective advertising and sales promot

10n.

4. Know the functions of various resources utilized in apparel merchandising and promotion.

Required textbooks, supplemental books and readings:

Eastering, C., Flottman, E., Jernigan, M., & Wuest, B. (2008). Merchandising

mathematics for retailing (4% ed.). Upper Saddle River, NJ: Pearson Prentice
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Hall.

Course General Policies:

A. Assignments Requirements:

The due dates for all assignments are included in the syllabus but may be subject to change.
During the semester (winter session), the instructor will keep students informed of any
changes. This course contains several assignments. To complete the assignment, click on the
particular Discussion or Assignment link that accompanies the given day’s lecture before
reading the materials that day so that you will know what you are going to have to complete by
the due date. Assignments are due on specified due date. Instructor WILL NOT ACCEPT
ANY LATE ASSIGNMENTS. Having your work complete on schedule is a key to early
success in your business career. Try to keep up with assignments. This is a fast-paced learning
environment. Falling behind can be very stressful and discouraging which will impact your
ability to learn and enjoy the course. I would suggest that you start now to develop good work
habits for meeting deadlines. Partial credit will NOT be given for late work. You NEED TO
SHOW ALL WORKS WHEN YOU SOLVE PROBLEMS. You cannot just write answer
only.

Attendances

Individual student needs to reply to instructor’s e-mail everyday to receive attendance points.

Late assignments WILL NOT BE ACCEPTED!!!

Course Requirements & Evaluation

a.

b.

Attendance 45 points

(15 days X 3 points/day-Individual student require to reply instructor’s e-mail everyday for
attendance points)

Summary Problems 501 points
A. Chapter One Discussion Questions (p. 13) — 48 points

Chapter Two Summary Problems (pp. 55-59) — 84 points

Chapter Three Summary Problems (pp. 93-98) — 98 points

Chapter Four Summary Problems (pp. 131-133) — 44 points

m 9 0 w

Chapter Five Summary Problems (pp. 181-185) — 76 points
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F. Chapter Six Summary Problems (pp. 215-219) — 60 points -
G. Chapter Eight Summary Problems (pp. 297-306) — 49 points

H. Chapter Nine Summary Problems (pp. 335-337) — 42 points

c. Three Exams . 300 points
A. Exam #1 — 100 points
B. Exam #2 - 100 points

C. Exam #3 - 100 points

TOTAL Possible Points 846 points

Grading System:

Below is the grading scale that will be used to determine the final letter grade:

A =758 - 846 B=673-1757 C=588-672
D =504 - 587 F =503 and below
Class Lectures:

The textbook, while useful, will not be the only source of information for the class. Periodically,
additional readings will be assigned. Class materials are intended to enrich or supplement the assigned
readings. It is important that you read these carefully so that you don’t overlook essential content. They
are NOT intended to summarize or substitute for the readings. Exam will be designed to assess the
student’s knowledge of ALL reading materials and the material presented in Learning Management
System (LMS).

Links/Web Site:

Some of the material in this course will require you to explore Web sites. Bring to the course issues
that you find most interesting and compelling.

Discussion:
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Due to the highly interactive nature of this course, you will frequently find yourself in the “Discussion
Area.” Participation in discussion in required during the entire course. Each student’s initial
participation grade will be calculated based on the number of participations in discussion.

Written Assignments:

*  There will be written assignments throughout the Winter Session.

* Al papers and assignments must follow the APA guidelines in the Publication Manual of the
American Psychological Association (6" Ed.). Not following the APA guidelines will result in
grade points reduction.

* Al papers must be typed (1.5 spaced) and properly identified — Student Name, Class and Project
Title — points will be deducted for papers not meeting these requirements.

* Late assignments will NOT be accepted.

*  Allresearch and abstracts must be properly documented. Plagiarism will not be tolerated.
Academic dishonesty in any forms is unacceptable.

Summary Problems and Exam:

* In order to receive full points you must complete and clearly shown your work with a correct
answer(s).

Be prepared for each class. Read chapters and be ready to participate in discussion threads.
This syllabus is subject to change with advance notice.

If you are having difficulty in this class, it is your responsibility to bring this to my attention.
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Winter, 2011

Tentative Class Schedule

Schedule is tentative and subject to change

Day

Date

TOPIC & TEXT

HOMEWORK
ASSIGNMENTS

COURSE
OBJECTIVES

MODULE 1: FACTS AND FUNDAMENTALS ABOUT THE TOOLS OF THE TRADE

Dec. 19

Introduction Class
Introduce Homework
Assignments

Chapter One: Introduction (pp.

1-13)

. Check e-mail
. Reply to instructor’s e-mail

for attendance

. Open Dec. 19th folder,

read, and study them

. Read Chapter Two
. Complete Chapter One

“Discussion Questions (p.
13)” send to Instructor (i-
mail) by Dec. 20",
11:00pm.

#1,#3, and #4

Dec. 20

Chapter Two: Basic
Merchandising Mathematics

(pp. 15 - 60)

. Check e-mail
. Reply to instructor’s e-mail

for attendance

. Open December 20™

folder, read, and study
them

. Reade Chapter Three
. Complete Chapter Two

“Summary problems (pp.
55-59)” send to Instructor
(i-mail) by Dec. 21,
11:00pm.

#2

MODULE 2: PURCHASING AND PRICING

Dec. 21

Chapter Three: Profitability
(pp. 61 - 100)

Check e-mail

Reply to instructor’s e-
mail for attendance

Open Dec. 21* folder, read
and study them

#2
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Day

Date

TOPIC & TEXT

HOMEWORK
ASSIGNMENTS

COURSE
OBJECTIVES

MODULE 2: PURCHASING AND PRICING

Dec. 22

Chapter Three: Profitability
(pp. 61 — 100)

w

Check e-mail

Reply to instructor’s e-mail
for attendance

Read Chapter Four
Complete Chapter Three
“Summary problems (pp.
93-98)" send to Instructor
(i-mail) by Dec. 23,
11:00pm.

#2

MODULE 3: BALANCE BRINGS PROFITS

Dec. 23

Chapter Four: Cost of
Merchandise Sold (pp. 101-
136)

Check e-mail

Reply to instructor’s e-mail
for attendance

Open December 23™
folder, read, and study
them

#2, #3, and #4

Dec. 26

EXAM #1: Chapter 1, 2, and
3

Check e-mail

Reply to instructor’s e-
mail for attendance
Click Exam Icon to take
exam

Dec. 27

Chapter Four: Cost of
Merchandise Sold (pp. 101-
136)

Check e-mail

Reply to instructor’s e-mail
for attendance

Reade Chapter Five
Complete Chapter Four
“Summary problems (pp.
131-133)” send to
Instructor (i-mail) by Dec.
28, 11:00pm.

#2, #3, and #4
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Day

Date

TOPIC & TEXT

HOMEWORK
ASSIGNMENTS

COURSE
OBJECTIVES

MODULE 3: BALANCE BRINGS PROFITS

Dec. 28

Dec. 29

Chapter Five: Markup as a
Merchandising Tool (pp. 137-
185)

1.

Check e-mail

2. Reply to instructor’s e-mail

for attendance

Open December 27
folder, read, and study
them

#2

et

Check e-mail

Reply to instructor’s e-mail
for attendance

Reade Chapter Six
Complete Chapter Five
“Summary problems (pp.
181-185)” send to
Instructor (i-mail) by Dec.
30, 11:00pm.

#2

10.

Dec. 30

Chapter Six: Retail Pricing for
Profit (pp. 189-223)

Check e-mail

. Reply to instructor’s e-mail

for attendance

. Open Dec. 30" folder,

read, and study them

Read Chapter Nine
Complete Chapter Six
“Summary problems (pp.
215-219)” send to
Instructor (i-mail) by Jan.3,
11:00pm.

#2

11.

Jan. 2

EXAM #2: Chapter 4, 5 and
6

Check e-mail

. Reply to instructor’s e-mail

for attendance
Click Exam Icon to take
exam
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Day

" Date

TOPIC & TEXT

HOMEWORK
ASSIGNMENTS

COURSE
OBJECTIVES

MODULE 3: BALANCE BRINGS PROFITS

12.

Jan. 3

Chapter Nine: Dollar and Unit
Open-to-Buy (pp. 307-341)

Check e-mail

Reply to instructor’s e-
mail for attendance

Open Jan. 3" folder, read,
and study them

Reade Chapter Ten
Complete Chapter Nine
“Summary problems (pp.
335-337)” send to
Instructor (i-mail) by
Jan.4, 11:00pm.

#2

MODULE 4: THE PLANNING PROCESS

13.

Jan. 4

14.

Jan. 5

Chapter Eight: The Dollar
Merchandise Plan (pp. 263 -
306)

1.

Check e-mail

Reply to instructor’s e-
mail for attendance

Open Jan. 4" folder, read,
and study them

Check e-mail

Reply to instructor’s e-
mail for attendance

Open Jan. 4 folder, read,
and study them

Complete Chapter Eight
“Summary problems (pp.
297-300)” send to
Instructor (i-mail) by
Jan.6, 11:00pm.

#2 and #3

15.

Jan. 6

Final Exam: Chapter 8 and 9

Check e-mail

Reply to instructor’s e-
mail for attendance
Click Exam Icon to take
exam
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FSMR 360 — Apparel Industry II

Lecture Plan

Day 3 — December 23

Lecturer: Dr. Eun Jin Hwang

Lecture 3: Cost of Merchandise Sold (Module 2)

A. Issues Covered in the Lecture

L Cost of Negotiations

IL. Discounts

>

. Quantity Discounts
Trade Discounts

Seasonal Discounts

O 0 W

. Cash Discounts

III.  Dating

Cash on Delivery (COD)

Regular (Ordinary or Normal) Dating
Receipt of Goods (ROG)
End-of-Month (EOM)

Extra Dating (X-Dating)

H m o 0o w op

Advanced Dating (as of)

IV.  Anticipation
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V. Loading

VI.  Allowances

VII.  Transportation Costs

VIII. Factors

IX.  Negotiation Services

X. Case Study

A. Communicating Payment Terms with New Accounts

B. Required Reading for Lecture 3

Eastering, C., Flottman, E., Jernigan, M., & Wuest, B. (2008). Merchandising mathematics
for retailing (4" ed.). Upper Saddle River, NJ: Pearson Prentice Hall.
*  Chapter Four: Cost of Merchandise Sold (pp. 101-136)

C. Discussion Questions

1) After you read Case 4.1 would it be beneficial for Chase to seek financial help from a factor so
that he can take advantage of the discount date?

2) Using your answers from question number 1, if you were in Chase’s situation, which vendor
would you choose and why?

3) Could Chase negotiate services that would help in reducing the cost of the lamps? If yes, what
services?
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CASE STUDY
FINDING A NEW VENDOR WITH DISCOUNT TERMS

Eun Jin Hwang

Indiana University of Pennsylvania

Elizabeth Oaks, owner of a home décor boutique, is having trouble with her lamp vendor, Green
Lighting. Merchandise is consistently delivered several weeks late and often with the wrong labels.
Several lamps have been returned by customers for being defective. Recently, Elizabeth found that the
same merchandise she had ordered from Green Lighting is being sold in the gray market. While the
gray market is legal, the merchandise is often sold at a price much lower than the boutique’s retail
price. Elizabeth recently terminated her contract with Green Lighting and now, she needs to find a
new lighting vendor who she can trust and also provide good discounts and terms.

Elizabeth hires a new assistant buyer, Chase Seo, for her lighting accessories department and assigns
him to find a vendor. Chase visited the Dallas Total Home Market to shop for a new lamp vendor.
After talking with other buyers and meeting with several lighting representatives, Chase was able to
narrow the search to three different vendors. All three vendors have been reported to have good
reputations, lead times, factory capacity, and product quality. Each vendor provides different discount
terms and offers. In order for Elizabeth and Chase to decide which vendor they should select, they
need to compare the discount terms and shipping terms that have been offered.

California Lighting offers trade discounts of 5%, 15%, 10% with 2/10, n/30, FOB Factory. New York
Lighting offers trade discounts of 10%, 5%, with 8/10 EOM, FOB Factory, and also offers a quantity
discount of 5% when a buyer orders more than 75 total units. Pennsylvania Lighting offers a $500
rebate to retailers for purchases above $5,000 with 6/10, n/30, FOB Factory. Before an agreement is
made and a contract is signed, Chase needs to determine the cost of the lamps from each vendor.

Discussion Questions for the Case Study

1. Chase decides to order the following items:

Items Quantity Cost

Desk Lamps 20 $46.00 each
Table Lamps 25 $68.00 each
Floor Lamps 30 $89.00 each

How much should be remitted to each vendor, if Chase pays for the merchandise before the
discount deadline dates expire?

a. California Lighting

b. New York Lighting

c. Pennsylvania Lighting
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2. How much should be remitted to each vendor, if Chase pays for the merchandise after the discount
date and therefore does not take advantage of the discount date? Would it be beneficial for Chase to
seek financial help from a factor so that he can take advantage of the discount date?

a. California Lighting
b. New York Lighting
c. Pennsylvania Lighting

3. Using your answers from question number 1, if you were in Chase’s situation, which vendor would
you choose and why?

4. Could Chase negotiate services that would help in reducing the cost of the lamps? If yes, what
services?
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Appendix A

Sample of PowerPoint

&

Notes
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FOB (Free on Board)
> A shipping term placed before a specific location, such as factory, origin, or store.

> That location is the point at which title (ownership) to the merchandise changes.

FOB Destination

» The vendor pays all transportation costs and owns the merchandise until it arrives at the

place designated by the buyer.

» These terms can also be written as “FOB Store” or “FOB Buyer’s Warehouse.”

FOB Destination; Charges Reversed

» The vendor owns the goods until they get to the buyer’s designated point; however, the
buyer pays the transportation charges.

FOB Factory (FOB origin)
» The buyer takes title to the merchandise at the point of shipment (Factory).

> The buyer pays all transportation charges and assumes all risks for the goods while they

are in transit.

FOB Shipping (Consolidation) Point

» The vendor pays any crating and other costs necessary for getting the goods to a point
where they can be turned over to a transportation company.

» These terms can also be written as “FOB Consolidation Point.”

» The retailer pays transportation costs from the shipping point to the store/distribution

center.
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Appendix B

Sample of Summary Problems
From Required Textbook
Eastering, C., Flottman, E., Jernigan, M., & Wuest, B.

(2008). Merchandising mathematics for retailing
(4™ ed.). Upper Saddle River, NJ: Pearson Prentice.
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Chapter 4 » Summary Problems

1. An invoice dated May 15 with trade discounts of 40% and 15% has terms of 3/10, n/30. The invoice reads

as follows:
Quantity Item List Price
3Y, dozen Clutch $35.00 each
2Y, dozen Billfold $30.00 each
1Y, dozen French purse $45.00 each
2Y, dozen Card case $25.00 each

How much should be remitted if the invoice is paid on (a) May 257 (b) June 10?

2. An invoice is dated June 28 for $867.60 with terms of 8/10 EOM, anticipation not permitted. Merchandise
was.received on July 3. How much is due if the invoice is paid (a) on or before July 107 (b) on August 107
(c) on August 30?

3. Merchandise received on July 20 is charged to the store on an invoice dated July 8 for $1,254 with terms of
6/10-60X, anticipation permitted.
(a) What is the last day for taking the cash discount?
(b) If the invoice is paid on August 30, how much should be remitted?

& 4. A vendor who normally sells with a 3% cash discount is asked to sell with an 8% discount. What will
be the loaded cost of merchandise normally selling for $968 when the invoice is loaded to allow the
8% discount?
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Chapter4 Summary Problems 133

10. The toy buyer had the option of ordering stuffed animals directly from the manufacturer or from a nearby

wholesaler. The manufacturer will not ship orders for less than $1,200 total list price. Delivery typically
' requires five weeks, and freight averages 2.5% of total billed cost. Trade discounts on this merchandise are
40% and 10%; terms are 2/10, n/30.

A wholesaler, located in the retailer’s area, stocks many of the same stuffed animals. He does not
require a minimum order and will deliver at no charge in the area if the order has a billed cost of at least
$500. The manufacturer and wholesaler base cost on the same list price; however, the wholesaler sells with
trade discounts of 40% and 8% and terms of 1/15, n/30.

(a) Whatis the difference in the total net cost (including freight) of merchandise with a total list price of
$1,200 from these two vendors? (Be sure to take the cash discount.)
(b) What other considerations should influence the choice of vendors?
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Practice Problems » Exercise 4.5

1. If merchandise is shipped FOB vendor’s distribution center, is the retailer or the vendor responsible for pay-
ing transportation costs?

2. An invoice for costume jewelry is dated October 22 with terms of 3/10, n/30, FOB Providence, Rhode
Island (the vendor’s warehouse). The total billed cost of the merchandise is $956.20, and shipping charges
of $12.80 have been prepaid. If the invoice is paid November 10, how much should be remitted?

3. Merchandise with a total billed cost of $2,230 arrived at the store on May 16. Terms of the invoice dated
April 25 were 3/10 ROG, FOB store. No anticipation is permitted. Transportation charges were $128. If the
invoice is paid on May 21, how much should be remitted?

4. A manufacturer ships all merchandise FOB Dallas. His own trucks transport the merchandise to Dallas,
where it is turned over to the carrier specified by the retail buyer. A store in Kansas has ordered merchandise
with a total billed cost of $1,258. The terms are 8/10 EOM. The entire order is shipped August 22, with
transportation charges of $26.50 (from Dallas to Kansas City) prepaid. If the store pays for this merchandise
on September 10, how much should be paid to the vendor?

5. A sportswear buyer receives a shipment of 40 dozen pairs of pants costing $21 each. The invoice is dated
April 29 with terms 6/10 EOM, FOB store. No anticipation is permitted. Shipping charges are $182. If the
bill was paid on May 11, how much was remitted to the vendor?
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Appendix C

Sample of Exam Questions
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FSMR 360 Exam #1

Name:

Please show your works and round your answers to the nearest hundredth.

Loaded Cost | :
Loaded Cost = Net Cost + Complement of the Cash Discount Desired
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1. Asporting goods buyer purchased 50 individual golf clubs of one style that cost $35 each. When
the merchandise was received, the invoice indicated that an additional 5% quantity discount was
allowed when more than 36 clubs of any one style were purchased. Additionally, a 3% cash
discount was allowed when payment was made within 10days. What amount should have been
remitted to the manufacturer if payment was made in 7 days? (5 points)

2. Abuyer purchased 75 ginger jar lamps at a list price of $40 each. The trade discounts were 30%,
20%, and 5% with terms of 2/10, net 30. The lamps were shipped and billed on October 18 and
were received October 22. The bill was paid on October 31. What amount was paid? (6 points)

3. On June 24, a buyer received a purchase that amounted to a list price of $16,000. This merchandise
had a trade discount of 37.5%. The buyer wanted to negotiate with the supplier the last date
possible to take a cash discount. The invoice on this purchase was dated June 22. Determine the
various cash payment dates for the buyer under the following purchase terms: (8 points)

2/10, /30

2/10, /30 ROG

2/10, n/30 EOM

2/10-60X, anticipation allowed

a0 o
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4. Aninvoice for a shipment of luggage is dated September 27 and is paid on October 25. The trade
discount is 45% and 5%, with terms of 2/10 EOM, anticipation permitted, FOB retailer’s
warehouse. There is a quantity discount of 1% on initial orders of $6,000 or more. What amount

should be remitted to the vendor if the bill was for: (8 points)

Quantity Luggage List price
50 2 Suiter $45
120 Overnighter $25
70 Dress Bag $30
90 Vacationer $60

5. On June 10, the junior sportswear buyer for a large department store placed an order with a
resource who offered terms of 8/10, n/30 EOM, FOB warehouse, freight prepaid. Determine the
required payment if the date of the invoice was August 10, the amount of the invoice was $8,700,

and the bill was paid August 18. (5 points)

6. An invoice was received by Grandma’s Closet in the amount of $2,100 with terms of 2/10-30X,
n/90. If the invoice is dated April 20, what payment would be made on April 30? If the buyer

desired a 6% cash discount, what is the “loaded “cost? (4 points)
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7. Asalesperson in the furniture department received 8% commission on special orders and only 5%
commission on goods on hand. How much he receive in commissions if he sold $30,500 of special-
order furniture and $20,552 of furniture on hand? (3 points)

8. A sportswear buyer placed the following order for coordinates:

Quantity Item Cost

4 % dozen Blouses $10.00 each
3 % dozen Skirts $21.00 each
2 Y% dozen Pants $23.00 each
3 1/6 dozen Jackets $36.00 each

The merchandise is shipped September 15 and received September 22. Invoice terms are
8/10 EOM, FOB factory; transportation charges of $24.70 have been prepaid. How much
should be remitted if the invoice is paid on (a) October 8? (b) October 25? (10 points)
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9. The toy buyer had the option of ordering stuffed animals from the manufacturer or from a nearby
wholesaler. The manufacturer will not ship orders for less than $1,200 total list price. Delivery
typically required five weeks, and freight average 2.5% of total billed cost. Trade discounts on this
merchandise are 40% and 10%; terms are 2/10, n/30.

A wholesaler, located in the retailer’s area, stocks many of the same stuffed animals. He does not
require a minimum order and will deliver at no charge in the area if the order has a billed cost of at
least $500. The manufacturer and wholesaler bas cost on the same list price; however, the

wholesaler sells with trade discounts of 40% and 8% and terms of 1/15, n/30.

(a) What is the difference in the total net cost of merchandise with a total list price of $1,200
from these two vendors? (9 points)

(b) What other considerations should influence the choice of vendors? (2 points)

10. An order totals $2,341 for merchandise normally sold with terms of 2/10, n/30. What will be the

loaded price if the merchandise is sold with terms of 4/10, n/30? (3 points)

11. Smith Brothers Furniture Store buys from a manufacturer that offers discounts of 30%, 15%, and
10%. If the total cost after trade discounts exceeds $6,000, a quantity discount of 0.75% is
allowed. The terms are 2/15, n/30. On the following order how much should be remitted when the

cash discount is taken? (7 points)

Quantity Item List Price
3 Table $900
6 Chair $230
24 Chair $180
Hutch $1,200
Serving cart $380
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