COURSE: 
AP/ADMS 4225 

Retailing Management     
WINTER 2020
Tues 7pm   ACW009
ADDITIONAL REQUIREMENTS:

You must be registered to attend this class. If you are not officially registered in this course you must do so BEFORE the “Add Without Permission” date, as you will not be allowed to register after that date - due to the group work required.

Exam and presentation dates are tentative but the expected dates are as per the course outline.  Note that the dates may change. Changes will be announced in class. Exact dates will be confirmed IN CLASS. The content of this course will include Lectures, Cases, Classroom topics and ALL chapters of the text (whether covered in the class or not). The focus will be on classroom-led topics and the exams will be both TEXT AND LECTURE MATERIAL!!! 

REQUIRED COURSE TEXT / READINGS:

Retailing Management
Michael Levy, Barton Weitz, and Sheryn Beattie
WEIGHTING OF COURSE:

GRADE BREAKDOWN (Subject to Change):   

Note: timing of lectures and exams ARE subject to change. Announcements re: details and confirmation of dates will be made IN CLASS!

Exam I






30% 

Group - Case Analysis / Presentation 

10% 
Group - Field Audit and Presentation


15% 

Group - Retail Management Project


25% 

Exam II (All Chapters)



20% 

COURSE INSTRUCTOR / CONTACT:
Chuck Hendriks 

chendriks@sympatico.ca – Subject: “ADMS 4225 –____________”

EXPANDED COURSE DESCRIPTION:
This develops a framework for identifying, appraising and formulating retail marketing strategies; stresses the interrelationships among manufacturers, distributors and final consumers. Areas studied include trade area analysis, design and layout, merchandising and inventory control, retail math, trends and technology in retailing.

ORGANIZATION OF THE COURSE:

COURSE OUTLINE / SCHEDULE:

	Week
	Topic
	Chapters

* Please check Your Edition
	Other / Potential Presentation Dates

	1
	Introduction to Retailing

– Attendance At Class 1 is Important
	1
	Formation of Groups

	2
	Types of Retailers / E-Tailing


	2, 
	Complete Groups; Decide Case, Field Audit and Project

	3
	Customer Behaviour / Retail Market Strategy
	3,4
	Complete Groups; Decide Case, Field Audit and Project

	4
	Retail Market Strategy / Location Strategy

Potential Exam I
	5
	Possible Case Presentation(s)


	5
	Store Design Layout / International Retailing

Potential Exam I
	6,7
	Possible Case Presentation(s)


	6
	Store Design Layout / International Retailing

Potential Exam I
	6,7
8,9
	Possible Case Presentation(s)


	7
	Financial Strategy / Planning Merchandise Assortment

Potential Exam I
	8,9
11, 12
	Possible Case Presentation(s)


	8
	Buying Strategies / Retail Pricing

Managing the Store
	11,12
	Possible Case Presentation(s)


	9
	Managing / Promoting the Store
Retail Management Project Due

Potential Exam II
	11,12
13, 14, 15

	Possible Case Presentation(s)


	10
	Potential Exam II / 
Group Presentations

Promoting the Store
	13, 14, 15 
	Possible Case Presentation(s)


	11
	Promoting the Store

Potential Exam II / 
Group Presentations
	13,14, 15
	Possible Field Audit 
Presentation

	12
	Strategy, Review

Potential Exam II / 
Group Presentations
	15
	Possible Field Audit 
Presentation


Please note that there will be no shared exams of this class with other sections of this course. That is, the exams for this class will be unique in their questions and held separately from the exams of other sections of this course.
Note: Timing of lectures and exams ARE subject to change. Confirmation of exam dates will be made IN CLASS!

COURSE LEARNING OBJECTIVES:

1. Understanding Advanced Marketing Concepts
2. Understanding Retail Marketing Concepts

3. Understanding Retail Marketing Practices

4. Awareness of the Current Retail Environment (In Canada)
5. Developing Skills in the areas of Group Dynamics and Team Building

6. Developing Analytical Skills 
7. Developing and Improving Writing Skills

8. Developing and Improving Presentation Skills
9. Developing Retail Math Skills

ADDITIONAL INFORMATION / NOTES:
Case / Presentation:

Working in a group, you will analyze/report on 1 case from the text OR a series of news articles that outline a current/planned retail trend/activity. Further details will be made available via the Detailed Syllabus. This element may include a classroom presentation.
Field Audit:
Working in a group, you will visit a Mall and interview 2 – 5 retailers in that mall. You will analyze the mall, and separately, analyze - in detail - one retailer within the mall. Thus, the Field Audit has 2 parts: 1 = the Mall, 2 = a Retailer. You will conduct "high level" analysis on both the mall and the retailer. Further details will be made available via the Detailed Syllabus. You will present your findings to the class.
Group Retail Management Project:
Working in a group, you will write and submit an analysis of a Retailer. You will analyze current marketing and operational practices and recommend action. For this assignment, you are expected to understand the procedures and practices on a "granular level". Further details will be made available via the Detailed Syllabus.
For this course you must work in a Group for three components: You can NOT work alone for these three components: Case, Field Audit, Retail Management Project

NOTE: A Detailed Syllabus will be available at the start of the first class which will further explain the Case, the Field Audit and the Group Retail Management Project. Additionally, details surrounding the exam, exam composition, assignment submissions, etc. will be outlined in the Detailed Syllabus.
