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3 credits
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Introduces students to all facets of retailing including the history of retailing, retail

theories, and decision-making in retailing framework.

Course Objectives

il Students will learn the history and environment of retailing in a dynamic

retailing framework.

2. Students will learn the retail management functions and learn how to

efficiently run a retail store.

3. Students will learn to evaluate retail markets.

4. Students will learn about the retailing mix and how to implement it. Topics
include choosing a site, product, service, buying processes, procurement,
merchandise planning and control, advertising, personal selling and

promotions.

B, Students will learn to apply their knowledge to actual retailing operations.

Course Outline

A. Discovering the World of Retailing (3 lectures)

1. Nature of Retailing
2 Strategic Retail Management
B. Analyzing the Environments of Retailing (6 lectures)
1. Competitive Behavior of Retail Institutions
2. Buying Behavior of Consumers

3. Regulatory and Ethical Aspects of Retailing
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4, Retailing Information System

Retail Management Function (10 lectures)

1. Managing the firm’s finances, and financial and capital
management
2. Organization of the retail firm: elements, principles, forms and

patterns of retail firms.
3. Staffing the retail store
4, Designing the store facilities
5. Ensuring retail store security: internal and external
Retailing Mix Management (21 lectures)
1. Choosing the retail site

2. Managing the product mix

3. Managing the service mix

4. Buying function: processes and patterns
5. Procurement process: principles

6. Merchandise planning process

7. Setting retail prices

8. Retail advertising function and processes
9. Personal selling in retailing environment

10. Retail promotions: displays, sales promotions, and publicity

Careers in Retailing and Growth Prospects (2 lectures)



IV.

VL.

VII.

Evaluation Methods
The final grade for this course will be determined as follows:

60% Tests. Three tests (two during semester and a final) consisting of multiple
choice, true-false and short essay.

30% Retail Research Project: Each student will prepare a 15-20 page paper on
a specific topic relating to a specific retail store approved by the instructor.
Specific instructions for research will be provided to students on one-to-
one basis depending on the chosen topic and the store setting. Research
project will be graded on its content and research effort.

10% Assignments/Participation. Students will be graded on their pericdic
homework assignments and/or class assignment work.

Grading:

A =90-100 D = 60-69

B = 80-89 F = 59 and below
C=70-79

Required Textbooks, Supplemental books and Readings

Textbook: Lewison, Dale M. Retailing, McMillan College Publishing, New
York, 1994.

Special Resource Requirements
No special resource requirements are necessary for this course
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Course Analysis Questionnaire

Section A: Details of the Course

A1

This course will be an elective for students in the BS in Marketing program .

The course replaces DE332 (Retail Management) which is being deleted. The course
is not intended for inclusion in the Liberal Studies program.

A2

A3

A4

A5

A6

A7

Yes (affects program requirements).

1. Marketing majors - controlled electives, replaces DE332.
2. Business Education Majors - replaces DE332.

3. Interior Design/Housing Majors - replaces DE332.

4. Fashion Merchandising Majors - replaces DE332.

Course deletion for DE332 is being submitted by the OSBE Department.

Yes, the course has been offered as MK481 during Fall 1996 with an enroliment
of about 40 students including Marketing Majors, Business Education Majors,
Marketing Minors and free-elective students.

This course is not intended to be dual level.
This course is not to be taken for variable credit.

Similar courses are offered at these institutions:
Arizona State University: Retail Management
Youngstown State University: Retail Marketing
Oklahoma State University: Retailing Management

A catalog description for each course is attached to this proposal

Although this course is not required for accreditation, the Association of
American Colleges and Schools of Business (AACSB) has recommended that
the course be taught in the Marketing Department. The Eberly College of
Business is currently in the final stages of the accreditation process.

Section B: Interdisciplinary Implications

B1

B2

The course will be taught by one instructor.
This course replaces DE332. Memo of support from OSBE Department is

attached. This course does not overlap with any other current courses of the
University.
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B3

Yes, students from the School of Continuing Education, if they so desire, will be
allowed to take this course.

Section C: Implementation

C1

C2

C3

C4

C5

C6

c7

No new faculty are needed to teach this course. The course is currently being
taught by the Marketing Department as MK481.

Current resources including space and equipment in the new Eberly College of
Business building are adequate. The current library holdings also are adequate.

No grant funds are associated with this course.

One section of this course will be offered every other semester.
One section of the course will be offered at a time.

We plan to accommodate about 30 students per section.

No professional society has recommended enrollment limits for this course.

Section D: Miscellaneous

No additional information is necessary.





