MAR 4232 – RETAIL MANAGEMENT

FALL, 1998

CRN 80094 – Tue.  6:30 p.m. - 9:15 p.m. – Griffin Hall 107

Instructor:
 Dr. Hudson P. Rogers




(hrogers@fgcu.edu)

Phone:
(941) 590-7403

Office:

Academic II Room 134

Office Hours:
9:30 a.m. – 12 noon & 1:00-4:30 p.m. M-Th




5:00 p.m. – 6:30 p.m. Tuesday & Thursday & by appointment 

Required Text: Retailing Management, 3rd, Michael Levy and Barton A. Weitz, Boston, MA: Irwin/McGraw-Hill, 1998.

Other Class Materials: May be found on the COB network at:

Course Description: This is a managerial oriented course in retailing with an emphasis on practical applications of retailing policies, methods, and procedures for both small and large operations.  These fundamental retail management concepts are presented using a conceptual, theoretical, and strategic framework consistent with the dynamics of both the practitioner environment and current academic thought.

Course Objectives:
1.
To help further students' understanding of, and interest in, retailing and retail decision making.

2.
To enable students to become effective retail planners and decision-makers by focusing on change and successful anticipation of, and adaptation to, change.

3.
To enable students to expand their awareness of retail careers opportunities.

4.
To prepare students who pursue careers at other levels of the marketing channel to understand current retail management thinking and concerns as channel power shifts to the retailer.

5.
To provide students with a modest understanding of what lies ahead for retailing.

Prerequisites:  Prerequisite: MKTG 3023 Introduction to Marketing 

Grading:  There will be 500 possible points during the semester:

    Examinations (3 @ 100 points each)




300 points (60%)


Participation  



Attendance and Discussion . . . . . . . . . . . . .  

55 points ( 11%)



Application Exercises (5 @ 15 points. ea.)  .  . .  
75 points ( 15%)



Team Application Exercises (3 @ 20 points. ea.) . . .
60 points ( 12%)


Rogers Points . . . . . . . . . . . . . . . . . . .. ………..… 
10 points (  2%)














200 points (40%)


TOTAL 





 

500 points (100%) 


Examinations:  Three 100 point examinations will be given during the course of the semester.  These exams will be designed to assess students' understanding of all assigned materials, as well as their ability to apply this knowledge and information to retail situations.  The exams will be composed of some mixture of multiple-choice questions and short essay/problem questions or a case analysis.  The exams will not be cumulative in nature.

MAKE-UP EXAMS: Make-up exams will be given ONLY if students have an university approved excuse.  It is the student's responsibility to make arrangements with the instructor for make-up exams.  If possible, notify the instructor before the original exam period.  Make-up exams should be completed as soon as possible after the original exam period.  At the discretion of the instructor, total essay make-up exams may be given.
Participation:  Each student will be able to earn up to 200 points through the following activities:

Attendance and Discussion 55 points may be earned by regular attendance and class participation.  With the exception of exam days, you will earn 1.5 points for each day you attend class (40 possible points.).  At the discretion of the instructor, 3 points will be awarded for a positive contribution to the class discussion/4.5 points for a significant contribution.  No student can earn more than 4.5 points per day nor more than 55 points during the fall semester.

Application Exercises

Application Exercises
     As the name implies, these experiential learning exercises are designed to make you apply concepts presented in the lectures and the textbook.  Some will be completed individually, others will require you to analyze a situation, to take a position, and to support this position within your team and to the class.  To earn these points you must be in class the day the exercise is discussed.  Late papers will not be accepted without an university approved excuse.  There will be 5 of these exercises worth 15 points each for a total of 75 points.

Team Application Exercises 
 
During the semester several application exercises will be discussed in class.  To earn these points you must be in class the day the exercise/case is discussed.  Because these exercises are more complex and may require skills not taught in this course, your team would complete them.  Any notes or materials prepared by the team to aid in your class discussion will be collected at the beginning of the period, Therefore, you should make a copy of your notes for your use during class discussion.  Some of these exercises are supported by a spreadsheet template which may be accessed using Excel, Lotus 123 or Quattro Pro.  Late papers will not be accepted without an university approved excuse.  There will be 5 of these exercises/cases worth 20 points each for a total of 60 points.

Pop Quizzes


Pop quizzes may be used as a motivational tool if class participation lags and will be part of the “Rogers” points.

Final Grades: Grades will be assigned from the following scale:



500 - 450 = A (90%)



449 - 400 = B (80%)



399 - 350 = C (70%)



349 - 300 = D (60%)



< 300
     = F (below 60%)

Academic Honesty Policy: Each student is expected to adhere to the standards of academic honesty stated in the FGCU student handbook.

Emergency Evacuation Procedures: 

If this course is being taught within an on or off campus academic building, please take time to note all exits and evacuation maps in case it becomes necessary to evacuate the building.  At any time during the semester, students who may need assistance during emergency evacuation should identify themselves to the teaching faculty."  General information concerning evacuation procedures for fire, bomb threats and other disasters can be found within the FGCU Administrative Services Intranet at http://admin.fgcu.edu/police/chapter8.html.  

LIST OF APPLICATION EXERCISES AND TEAM APPLICATIONS
TEAM APPLICATIONS

Koenig, Evan, Case 15 – Winn-Dixie Stores, Inc., and Dillard Department Stores, Inc.: Comparing Strategic Profit Models,” in Michael Levy and Barton A. Weitz, Retailing Management, Homewood, IL:  Irwin, C22-C23.  [Team Application 1]

Levy, Michael & Koenig, Harold, Case 23 – “McFaddens Department Store:  Preparation of a Merchandise Budget Plan," in Michael Levy and Barton A. Weitz, Retailing Management, Homewood, IL:  Irwin, C37-C38.  [Team Application 2]

Case #27 – Pricing Problems, #1-10, pp. C43-44. [Team Application 3]

Individual Exercises

Pride and Ferrell Learning Center, "Chapter 15: Retailing - Virtual Shopping Centers,"

  http://www.hmco.com/college/PridFerr/exercise/chap15a.html (May 19, 1997).

  [Application 1]

Knott, Allison T., Case 4 – “Virtual Vineyards: Wine On-Line,” in Michael Levy and Barton A. Weitz, Retailing Management, Homewood, IL:  Irwin, C3-C5.  [Application 1]

__________, "Chapter 15: Retailing - Kmart," http://www.hmco.com/college/PridFerr/exercise/chap15b.html (May 19, 1997).

  [Application 1]

Weitz, Barton, Case 22 – “Open-to-Buy Exercise, #8, #9, #10" in Michael Levy and Barton A. Weitz, Retailing Management, Homewood, IL: Irwin, C36-37.  [Application 2]

Knott, Allison T., Case 9 – “Bloomingdale’s Customer Service Reaches Abroad,” in Michael Levy and Barton A. Weitz, Retailing Management, Homewood, IL:  Irwin, C10-C11.  [Application 3]

Kenny, Robert, Letovsky, Robert, & Murphy, Debra, Case 14 – “Retailing in China,” in Michael Levy and Barton A. Weitz, Retailing Management, Homewood, IL:  Irwin, C16-C21.  [Application 3]

Knott, Allison T., Case #10 – “Toys R US: A New Beginning,” in Michael Levy and Barton A. Weitz, Retailing Management, Homewood, IL:  Irwin, C11-C12.  [Application 4]

Knott, Allison T., Case #34 – “Olathe Lanes East Bowling Center: Retail Space to Mirror Customers’ Lifestyles,” in Michael Levy and Barton A. Weitz, Retailing Management, Homewood, IL:  Irwin, C49-C51.  [Application 5]

TENTATIVE CLASS CALENDAR
8/25:
Introduction to Class



Chapter 1 - "Introduction to the World of Retailing"
9/1:
Chapter 2 - "Store-Based Retailing"



Chapter 3 - "Non-Store Retailing-Electronic Retailing & Catalogs"
9/8:
Application 1: Retailing and the Internet


Chapter 4 - "The Retail Customer"


Chapter 5 - "Customer Buying Behavior"
9/15:
Flex Class – See Net for Posting of Lecture Materials



Chapter 6 – “Retail Market Strategy”



Chapter 7 - "Financial Strategy"

Team Application 1 (C) - "Winn-Dixie Stores, Inc., & Dillard Department Stores, Inc: Comparing Strategic Profit Models,”-  pp. C22-C23
9/22
Chapter 8 - "Retail Location"



Chapter 9 – “Site Selection”

9/29
*** EXAM I; includes Chapters 1-6 ***
10/6
Chapter 11 - "Integrated Retail Logistics and Information Systems"



Chapter 10 - "Organization Structure and Human Resource Management"

10/13
Chapter 12 - "Planning Merchandise Assortments"



Chapter 13 - "Buying Systems" 


Application #2: Case 22 "Open-to-Buy Exercise - #8-10"
10/20 Team Application 2 (C) - Case 23 "McFaddens Department Store: Preparation of a Merchandise Budget Plan"



Chapter 14 - "Buying Merchandise”

10/27
*** EXAM II; includes Chapters 7-12 ***
11/3
Chapter 15 - "Pricing"



Team Application 3 – Case # 27 - Problems 1-10, pp. C43-C44  
11/10
Chapter 16 – “Retail Promotion Mix”



Chapter 17 - "Managing the Store"



Application 4:
11/17
Chapter 18 - "Store Layout, Design, and Visual Merchandising"



Chapter 19 – “Customer Service”

12/1
Chapter 20 - "Retail Selling"



Application 5:
12/8
*** FINAL EXAM – MAR 4232 at 6:30-9:15 p.m.; Chapters 13-20 ***

The instructor reserves the right to alter this tentative calendar as circumstances dictate.  Any changes will be announced in class at the earliest possible date.  It is the student's responsibility to make note of these changes, and contact other class members when absences are unavoidable.

