CAMBRIAN COLLEGE
of Applied Arts and Technology
Sault Ste. Marie

COURSE OUTLINE

RETAILING

MKT 105-3

Revised 1970.



RETAI LI NG

Al4  To prepare the student for a career in Marketing in general and Retailing
in particular by

(a) Devel oping greater understanding of nanagenent's view of the firmand
its relationship with its enviornment.

(b) Stressing the difference in philosophy and the outl ook between the
retailer and the nmanufacturer.
(c) Providing the student insight into how managenent nakes retail deci sions.
(d) Developing a better understanding of the opportunities in retailing
as well as the duties demanded of the profession.

METHCD:
(1) Student participation and class discussion will be used as nuch as
possi bl e.
(2) The students will be assigned to prepare case anal ysis.
(3) The high-l1ights of each chapter of the textbook will be enphasized by
the instructor in the class.
(4) Ashort quiz will be given after each chapter to
(a) determine the student's understanding of the naterial
(b) assess a termmark
(5) The use of audio-visual equipnent will be nade often to enphasize pertinent
materi al .

TEXT: (l) Retail Strategy and Structure: A Managerial Approach by David J. Rachman
(Ppentice-Hall)
(2) Retail Managenent Cases by David J. Tachman & HG H am

REFERENCE MATER AL:
(a) Journal of Markteing
(b) Journal of Retailing
(c) Canadi an Busi ness
(d) Business Quarterly



RETAI LI NG

TCPI C NO PER COS TGP C DESCR PTI ON

Essentials of Retailing

Approaches to the study of Retailing
The bontrollable m x
The xntontrol | abl e envi ronnent

Deci sion Making in Retailing

Fi rms* obj ectives
P anning the strategy

Conpetition

Rol e- of conpetition
Managenent's view of conpetition

Legal Restraints

Restrictive Laws
Price Regul ations
Restrictions on bigness

Consurrer

Popul ation Characteristics

| ncone

Consurer Expendit ures

Consuner Behavi or and Moti vation

.3 Retail R sk

Gonducting Retail Research
(bservati on Met hod
Survey Met hod

Buyi ng

Onner Buyer
Central i zed Buying
Cooper ati ve Buyi ng
Wiat goods to buy
Wen to buy

Securi ng Merchandi se

Wigl esal e buyi ng functions
Mer chant whol esal ers

Food brokers

Rack j obbers



RETA LIM G

TCGPIC NO PER CDS TCPI C DESCR PTION

9 2 Servi ces

| nfl uence on denand
Cost of services

10 3 Retailing Picing;

Pricing goals and policies

Manuf act urer- Retai |l er differences
Price determnation

Internal & External Price Conpetition
Pricing Techni ques

11 3 Communi cati on wi th CQustomer

DCevel opi ng a store image
Retai |l Advertising
Adverti si ng Expenditures
How t o Budget

Retail selling

Retail selling function

12 2 Physical D stribution

D stribution Functions
I nventories and Costs

13 4 A anning and Controlling

Estimating Retail Sales
A anni ng I nventory
Stock Sales Ratio

Repl eni shnent Syst ens
Determning order size

14 3 Store Location

Choosing a site
Gty Retail Structure
Locati on deci si on naki ng

15 4 Changes in Retailing

Nat ure of Changes

Uncontrol | abl e Changes

Changes in Gommuni c ati on

Changes In the firms controllabl e environmen
Changes in physical distribution



