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Course Syllabus

COURSE:  MKTG 1105– Retailing
CREDITS: 3	CLASS HOURS PER WEEK: 3	PREREQUISITE(S): None COURSE DESCRIPTION
MKTG 1105 provides the student with an overview of current and evolving retailing trends and practices. Merchandising, sales promotion, finance, store operations and control are addressed. Special emphasis is given to the growing importance of international retailing, e-Commerce and multi-channel retailing. In addition, the course examines the impact of innovative technologies and methods used by retailers to improve store operating efficiencies and improve customers' shopping experiences.

STUDENT LEARNING OUTCOMES
· Describe the functions retailers perform and the variety of decisions that they make to
satisfy customers’ needs and explain how retailers create value.
· Describe the various types of retail establishments by ownership structures, products offered, and retailing strategy used.
· Evaluate the unique customer benefits offered by the three major retail channels: stores, catalogs, and the internet (e-Commerce).
· Distinguish between the variations of the consumer purchase decision process and the stages of the purchase decision process.
· Analyze a retailer's market strategy in terms of the intended target market, the retail format used and the sustainable competitive advantage distinguishing firms in the retail environment.
· Explain how retail strategy is reflected in a retailer’s financial objectives using the
strategic profit model to evaluate performance and investment decisions.
· Identify the factors that influence selection of specific retail market locations.
· Explain how information technology (IT) developments facilitate merchandise flow from the vendor, to the retailer, to the consumer.
· Explain the concept of relationship management in terms of customer lifetime value (LTV).
· Explain the differences between the methods of dollar merchandise planning used to determine the proper inventory stock levels needed to begin a merchandise selling period.
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· Describe the differences between the various pricing strategies available to a retailer and how retailers calculate the various markups.
· Name the basic components of the retailer's promotional mix and discuss their relationship with other decisions.
· Explain how various types of fixtures, merchandise presentation methods and techniques, and the psychology of merchandise presentation are used to increase the productivity of the sales floor.
· Describe the various types of customer service that retailers can offer and the importance of a customer service audit.
PROGRAM LEARNING OUTCOMES
The program outcomes covered in this course:
· Evaluate and apply fundamental marketing concepts as well as financial and quantitative analysis with regard to the pricing, promotion, and distribution of goods and services in a global economy.
· Explain how consumer behavior impacts overall marketing strategy and influences the purchaser’s decision-buying process as identified by consumer analysis and marketing information systems.
· Analyze sales and customer services processes as they relate to consumer and business-to-business purchasing and customer retention.
· Identify issues and opportunities that arise in global marketing, and describe the basic mechanisms for doing business in international markets.
· Evaluate business-to-business marketing issues as they relate to supply chain management, purchasing and pricing strategy, market segmentation, target markets, and positioning strategies in a global economy.

INSTITUTIONAL LEARNING GOALS
Columbus State Community College's Institutional Learning Goals are an integral part of the curriculum and central to the mission of the college. The faculty at Columbus State has identified the following institutional learning goals:
· Critical Thinking
· Ethical Reasoning
· Quantitative Skills
· Scientific Literacy
· Technological Competence
· Communication Competence
· Cultural and Social Awareness
· Professional & Life Skills
The Institutional Learning Goals specific to this course include:

· Ethical Reasoning
· Technological Competence
· Communication Competence
· Cultural & Social Awareness
CHAPTERS COVERED AND LEARNING OBJECTIVES/GOALS
· Chapter 1 – Introduction to the World of Retailing
· Identify retailing activities. Realize the importance of retailing in the U.S. and world economies. Analyze the changing retail industry. Recognize the opportunities for you in retailing. Understand the strategic retail management decision process.
· Chapter 2 – Types of Retailers
· List the different characteristics that define retailers. Categorize the various types of food retailers. Identify the various types of general merchandise retailers. Explain the differences between service and merchandise retailers. Illustrate the types of ownership for retail firms.
· Chapter 3 – Multichannel and Omnichannel Retailers
· Understand the channels used by retailers. Compare the relative strengths of the major retail channels: stores; Internet, mobile, and social; and catalog and other nonstore channels. Describe the opportunities associated with a true omnichannel strategy. Analyze the challenges facing multichannel and omnichannel retailers.
· Chapter 4 – Consumer Buying Behavior
· Describe the process that consumers go through when making retail patronage and buying decisions. Identify the different types of buying processes. Summarize how the economy and social factors affect customer purchase decisions. Determine why and how retailers group customers into market segments.
· Chapter 5 – Retail Market Strategy
· Define retail strategy. Illustrate how retailers build a sustainable competitive advantage. Classify the different strategy growth opportunities retailers pursue. Identify issues that arise as domestic retailers become global retailers. Know the steps retailers go through to develop a strategic plan.
· Chapter 6 – Financial Strategy
· Review the strategic objectives of a retail firm. Contrast the two paths to financial performance using the strategic profit model. Illustrate the use of the strategic profit model for analyzing growth opportunities. Review the measures retailers use to access their performance.
· Chapter 7 – Retail Locations

· Describe the types of retail locations available to retailers. Review the types of unplanned locations. Analyze the characteristics of the different types of shopping centers. Discuss nontraditional retail locations. Match the locations to a retailer’s strategy. Review the societal and legal considerations in selecting locations.
· Chapter 8 – Not covered in this course.
· Chapter 9 – Information Systems and Supply Chain Management
· Understand the strategic advantage generated by a supply chain. Describe how information flows in a supply chain. Consider the flow of merchandise through a supply chain. Review the considerations and trends in the design of supply chains.
· Chapter 10 – Customer Relationship Management
· Describe the customer relationship management process. Understand how customer shopping data are collected. Explain the methods used to analyze customer data and identify target customers. Outline how retailers develop their frequent-shopper programs. Explain various ways to implement effective CRM programs.
· Chapter 11 – Managing the Merchandise Planning Process
· Explain the merchandise management organization and performance measures. Contrast the merchandise management processes for staple and fashion merchandise. Describe how to predict sales for merchandise categories. Summarize the trade-offs for developing merchandise assortments.
· Chapter 12 – Buying Merchandise
· Identify the branding options available to retailers. Describe how retailers buy national brands. List the issues retailers consider when developing and sourcing store-branded merchandise internationally. Understand how retailers prepare for and conduct negotiations with their vendors. Determine why retailers build strategic relationships with their vendors. Indicate the legal, ethical, and social responsibility issues involved in buying merchandise.
· Chapter 13 – Retail Pricing
· Explain the difference between a high/low pricing strategy and an everyday low-pricing strategy. Identify the factors retailers consider when pricing their merchandise. Examine how and why retailers take markdowns. Identify the pricing techniques retailers use to increase sales and profits. Indicate the legal and ethical issues retailers should consider when setting prices.
· Chapter 14 – Retail Communication Mix
· Identify the new media elements. Identify the traditional media elements. List the steps involved in developing a communication program.

· Chapter 15 – Not covered in this course.
· Chapter 16 – Store Layout, Design, and Visual Merchandising
· Identify the critical issues retailers need to consider when designing a store. List the advantages and disadvantages of alternative store layouts. Describe how to assign store floor space to merchandise departments and categories. Illustrate the best techniques for merchandise presentation. Understand how retailers can create a more appealing shopping experience.
· Chapter 17 – Customer Service
Identify how retailers balance customer service through personalization versus standardization. Explain how customers evaluate a retailer’s customer service. Indicate the activities a retailer can undertake to provide high-quality customer service. Articulate retailers’ service failure strategies.
COURSE MATERIALS REQUIRED
Textbook: McGraw-Hill’s RETAIL MANAGEMENT, Levy & Weitz, 10th Edition with Connect access.
Access code for Connect is included with the purchase of a new book. If you purchase a used book, then you will need to purchase the code from McGraw Hill. The Columbus State Book Store has the best price for this book. The book is listed on the book store web site. The code for the Publisher Website must be purchased if you do not purchase a text that includes the free code. An access card for Connect is also available at the bookstore or directly through Connect and includes an electronic version of the textbook. Grades for homework and quizzes created during Connect’s free “trial period” are not retained beyond the trial period unless the code is purchased. These trial period grades will not be used in the course grade computation if the code is not purchased.

GENERAL INSTRUCTIONAL METHODS
This is a web-based course that utilizes the required textbook (you can purchase a print version or e-book version of the textbook), case study assignments, research projects, discussion board questions, publisher based quizzes and homework manager system (Connect), and online examinations.
Web-based courses should be accessed frequently in order to stay current with posted announcements and discussion board conversations.

STUDENT RESPONSIBILITIES
As a student in this course, it is your responsibility to:
1. All work must be completed individually by the student registered for this course.
2. Read all course materials and information including the course syllabus.
3. Meet the objectives of any prerequisite courses.

4. Complete all assignments and exams according to the course calendar.
5. Login to the Web site periodically during the week to monitor class announcements.
6. Assignments must be submitted by the appropriate due date. There are no late assignments accepted for full or partial credit for any reason unless otherwise stated in this syllabus.
STANDARDS AND METHODS FOR EVALUATION
Exams:
There will be 3 exams. Each exam will be worth 125 points. Exams are available in Connect and accessed through the links on Blackboard in the “Exams” area. Students may take exams before the due date, but not after the assigned due date. NOTE: Students will receive only ONE chance to take exams. Please do not click on exams until ready.
No extensions or makeup exams will be allowed.
· All Exams will be graded by the instructor in a timely manner. Exams taken through Connect will be automatically graded.
· All Exams will be retained by the instructor and are the property of Columbus State Community College.
Written Assignments:
Instructions for Case Study Projects and the Final Retail Research Project are located on Blackboard in “Our Classroom”. All written assignments are to be uploaded using the links provided in the assignment. E-mailed assignments will not be accepted.
· Students are allowed to submit assignments early. Late case studies or assignments will NOT be accepted or graded.
· Each project will be grades on thoroughness, clarity, and insight.
· Instructions will be provided in each project assignment. All written assignments must adhere to the following.
· Standard business English with fewer than 5 grammatical/punctuations errors.
· Microsoft Word or PDF format only (NOTE: Any assigned received that cannot be opened because of software not supported by the college will receive "0" points).
· All assignments must include evidence of secondary research and a works cited page. A minimum of three sources (other than the textbook) must be included. Do not count the textbook or Wikipedia as one of the sources. You can find a link for the Columbus State Library in the "Orientation" menu link on Blackboard.
· All citations and works cited must use APA format.

Case studies should be submitted using the following format:

· 3 - 4 pages in length for Case Studies, at least 7 pages for the Retail Research Project.
· 12pt font, double-spaced, 1-inch side margins.

· Standard business English with fewer than 5 grammatical/punctuations errors.
· Microsoft Word or PDF format Only (NOTE: Any assigned received that cannot be opened because of software not supported by the college will receive "0" points) .
· All assignments must include evidence of secondary research and a works cited page. A minimum of three sources (other than the textbook) must be included. - Do not count the textbook or Wikipedia as one of the sources. You can find a link for the Columbus State Library in the "Orientation" menu link.
· All Case Studies will be graded by the instructor and reviewed with students with comments in a timely manner.
· All Case Studies will be retained by the instructor, and are the property of Columbus State Community College.

Connect Assignments:
Required assignments for this course include LearnSmart Assignments, Quizzes, and Homework Exercises. These assignments are completed in Connect by following the links provided in Blackboard within each of the chapter folders (found in “Our Classroom”). The LearnSmart Assignments for each chapter are completed through the SmartBook in Connect. There will be a quiz and homework exercise set for each chapter as well, also completed through the Connect links in Blackboard.
LearnSmart assignments are due by 11:59 pm EST on the due date. No late LearnSmart assignments are accepted for any reason. It is therefore strongly suggested that students avoid delaying submission until the due date and thereby avoiding unforeseen complications such as illness, computer issues, Connect access issues, etc.

Quiz and Homework Exercise assignments are due by 11:59 pm EST on the due date. After that, these will receive a 20% penalty for each day submitted late. Upon five days late, these assignments will receive zero points. You must complete the LearnSmart assignments before the Quiz and Homework Exercises for each chapter. The Quiz and Homework Exercises will only appear after that chapter’s LearnSmart assignment is completed.

Discussion Board:
Discussion board postings must be completed and submitted by their respective due date. Your responses should be respectful and substantive to receive credit. All discussion board postings are due at 11:59 pm EST on the due date. No late posts are accepted for any reason.
GRADING SCALE AND POINT DISTRIBUTION
Course grading is based on the total points earned of the total points possible (total points earned divided by total points possible equals percentage earned).
Possible Points
	Category
	Possible Points

	Exams – 3 @ 125 points each
	375

	Quizzes – 15 @ 10 points each
	150

	Homework Exercises – 15 @ 15 points each
	225

	LearnSmart - 15 @ 10 points each
	150




	Case Study Projects – 3 @ 50 points each
	150

	Retail Research Project
	100

	Discussion Boards
		50

	Total
	1,200



Grade
	Letter
	Percentage
	Point Range

	A
	90% +
	1,080-1,200

	B
	80% +
	960-1,079

	C
	70% +
	840-959

	D
	60% +
	720-839

	E
	Below 60%
	Below 720



ONLINE GRADE BOOK
This course will utilize the online grade book. The student is responsible for monitoring of grades. Any discrepancies or missing grades must be brought to the attention of the instructor within the earliest of three days after grades are posted or one week after the due date of the respective assignment.
LATE ASSIGNMENT POLICY
Unless otherwise noted in this syllabus, no late assignments will be accepted for any reason. Any assignment completed, submitted, or posted after 11:59 pm EST on the due date will receive zero points unless specifically stated above. Not having the textbook or access to Connect is not an acceptable excuse for not completing your assignments on time. There are absolutely no make-up exams. If an exam is missed, the student will receive zero points for the missed exam.

ATTENDANCE POLICY
Attendance will be measured by the successful, timely completion of course assignments and
exams. Simply “showing up” or logging into Blackboard will not count as attendance.
INSTRUCTOR FEEDBACK AND AVAILABILITY
Grades for assignments and exams will be posted within one week of the due date for the assignments and exams. The instructor may periodically check e-mail during evening and weekend hours.

OUT-OF-CLASS RESPONSIBILITIES
Columbus State's policy states that students at schools receiving funds from the State of Ohio should be expected to do 30 hours of work for each credit earned. That means students should expect to spend about two hours on work outside of class for each hour spent in class (Policy Number 5-05). Students need to be aware of their out-of-class responsibilities, and they need to be aware that inability to fulfill the requirements for a course may mean failure.
AUDIT POLICY

Students must declare their preference for audit at the time of registration, and no later than the fifteenth day of the quarter. Some courses may be subject to college approval to audit.
Students shall pay regular fees for this course. No credit may be earned or claimed, nor will proficiency credit be given. The student will understand this course is to be taken for
information only. The course may be taken at a later date for credit. An “R” is not calculated as
part of the GPA.
INCOMPLETE GRADE POLICY
When circumstances beyond the control of a student prevent the completion of course requirements, the student may make a request to the instructor for an Incomplete (I) in the course. The student must arrange with the instructor specific procedures for fulfilling the course requirements. Course work must be completed within six weeks after the beginning of the next quarter. If the course work has not been satisfactorily completed in the specified time, the “I” will automatically be changed to an “E.”
COURSE ADD/DROP POLICY
A withdrawal before 20% of a course has elapsed is not recorded on the permanent grade transcript. A withdrawal after 20% and before 61% of the course has elapsed is recorded as a
W. Students cannot withdraw from a course if 61% or more of the course has elapsed. The credit for this course will not be calculated into the student's GPA. Please refer to the college Web site for specific semester date information.
To drop a class, it is the responsibility of the student to initiate the process with the college through CougarWeb; calling the Telephone Information Center, (614) 287-5353; or submitting a completed Registration Add/Drop Form to the Records and Registration Department or an Off-Campus Center during business hours. Failure on the part of a student to follow withdrawal procedures will result in an "E" (failing grade) recorded for the course or courses on the permanent grade transcript.
COMMUNICATION AND EMAIL PROTOCOL
You are to have a working and accessible Columbus State E-mail account in order to receive E-mail messages that have been broadcast to the entire class. You may forward your messages to another account if you desire. Please call the “Help Desk 287-5050” for any technical assistance with your Columbus State E-mail account or with this Web Site (“Blackboard”).

The easiest and best way to contact your instructor is via E-mail. Please use E-mail to discuss issues, concerns, questions, etc. The instructor will respond using the E-mail address that you sent your message from unless you instruct him/her otherwise. If you need to speak with your instructor, add your phone number and recommended times to call you.
E-mail protocol must be followed in order to receive credit or response. Subject line: The subject line must contain: Course, Section #, and Topic.
Using the "Email Instructor" link provided in the Blackboard menu for your course will automatically insert this course information for you.

STUDENT CONCERNS
Each of the Business Programs technologies has a Program Coordinator who is responsible for discussing concerns that students may have with their course and/or instructor.

If you have a concern:
· First, have a discussion with your instructor;
· Second, have a discussion with the Program Coordinator (see below for contact information);
· Third, have a discussion with the Department Chair

At the third step, students should be prepared to fill out a written, documented complaint.

Program Coordinator information is listed below:
	Accounting
	Shannon Bookout
	sbookout@cscc.edu
	614-287-2059

	Business Management
	Charla Fraley
	cfraley@cscc.edu
	614-287-5209

	Business Office Applications
	Amy Popovich
	apopovich@cscc.edu
	614-287-3951

	Finance
	John Eldridge
	jeldridg@cscc.edu
	614-287-2119

	Human Resource Management
	Reuel Barksdale
	rbarksda@cscc.edu
	614-287-3872

	Marketing
	Rick Hyatt
	rhyatt2@cscc.edu
	614-287-5110

	Real Estate
	Jacqueline Lovelace
	jpopovic@cscc.edu
	614-287-2313



TECHNICAL SKILLS REQUIREMENT
As the catalog states Business Program Majors are expected to have mastered MSWord, Excel, PowerPoint, and Access software applications. Courses are offered in our Business Office Administration (BOA) programs to accommodate these skills.
POTENTIAL GRADUATES
Columbus State graduating students must see his or her faculty advisor to obtain signatures on the Petition to Graduate and submit to the Records and Registration Department no later than the deadline posted on the petition form.
Anyone requiring an early grade or early grade release from another college or university, typically due to graduation, must complete the following:
· Immediately inform the instructor of your intention, via a discussion board posting to the respective topic, of possible graduation this semester.
· Make sure that you receive a confirmation of receipt from the instructor.
· If you are graduating from a school other than Columbus State Community College,
complete and submit an “Early Grade Release” form to your instructor by the end of the 6th week of the semester.
· If graduating from another institution complete all assignments and exams five days prior to your grade deadline. Special arrangements will have to be made for Exam 3 if taken at a remote testing site to have the exam returned by this due date. Anyone

requiring an early grade release may need to complete course requirements early. It is the responsibility of the Student to make such arrangements with the instructor.
· Verify and make note of the deadline for submission of assignments and exams.
· Anyone not complying with these instructions will have the grades processed in the normal course for non-graduates
ACCREDITATION STATEMENT
Columbus State Community College is accredited by The Higher Learning Commission; Member-North Central Association. In addition, degree programs in the Business Programs Department are accredited by the Association of Collegiate Business Schools and Programs (ACBSP).
BUSINESS PROGRAMS DEPARTMENT WEB SITE
The Business Programs Department homepages can provide you with additional information, including programs, faculty advisors, and transfer information. You may visit the sites for each program as follows.
· Accounting www.cscc.edu/academics/departments/accounting/
· Business Management www.cscc.edu/academics/departments/business-management/
· Business Office Administration www.cscc.edu/academics/departments/business-office-administration/
· Finance www.cscc.edu/academics/departments/finance/
· Human Resources Management www.cscc.edu/academics/departments/human-resources/
· Marketing www.cscc.edu/academics/departments/marketing/
· Real Estate www.cscc.edu/academics/departments/real-estate/
You may also visit us on Facebook at www.facebook.com/CSCCBusiness/ for updates, events, and information for students in any of our programs.

INCLEMENT WEATHER OR OTHER EMERGENCIES
In the event of severe weather or other emergencies that could force the college to close or to cancel classes, such information will be broadcast on radio stations and television
stations. Students who reside in areas that fall under a Level III emergency should not attempt to drive to the college even if the college remains open.
In the event of a Blackboard or CSCC Network outage of 24 hours or more, the instructor will post an announcement within 24 hours of the resumption of service detailing any changes in deadline dates.

For online courses, assignments due on a day the college is closed will still be due on that day as long as Columbus State's Blackboard system remains available. If an on-campus examination is scheduled for a day the campus is closed, the examination will be available on the next class day. The emergency make-up final examination schedule for distance-learning courses will be posted in Blackboard Announcements.

COLUMBUS COMMUNITY COLLEGE STANDARD SYLLABUS STATEMENTS
Columbus State Community College required College Syllabus Statements on College Policies and Student Support Services can be found at www.cscc.edu/academics/syllabus or on the College Web site Quick Links “Syllabus Statements”.
ASSESSMENT
Columbus State Community College is committed to assessment (measurement) of student achievement of academic outcomes. This process addresses the issues of what you need to learn in your program of study and if you are learning what you need to learn. The assessment program at Columbus State has four specific and interrelated purposes: (1) to improve student academic achievements; (2) to improve teaching strategies; (3) to document successes and identify opportunities for program improvement; (4) to provide evidence for institutional effectiveness. In class you are assessed and graded on your achievement of the outcomes for this course. You may also be required to participate in broader assessment activities.

TIME COMMITMENT
The Ohio Board of Regents (our governing body) classifies class and laboratory credit according to the preparation time required by students. In classes where one credit hour is equal to one class hour (lecture style classes) the expectation is that for each credit hour the student receives he/she will spend one hour per week in class and two hours per week outside class in preparation. For a five credit hour class this means 5 hours in class and 10 hours outside of class per week. In a web class the one hour of "class" time would consist of looking at PowerPoints, videos, and other presentations in the Learning Units. The additional two hours would involve reading texts, and completing assignments, and studying and preparing the material. Again, for a five credit hour class this means 5 hours of "instructional time" and 10 hours of reading/assignment/preparation time per week.

FINAL EXAM SCHEDULE
Final exams are scheduled by the college.
More information is available here: http://www.cscc.edu/academics/calendar/

GNERATION ONE TRAILBLAZERS
Are you the first in your family to attend college? Then GOT is the group for you! The Generation One Trailblazers (GOT) is a resource group for first generation college students at Columbus State Community College. We provide peer support and academic resources to help you make it through college. Meetings will also be sponsored by departments around the college to provide further opportunities for support, which include workshops, faculty presentations, community speakers, and other forms of advice to help you achieve your goals. Check out the GOT Network website (www.GOTNetwork.wordpress.com) or "like" GOT CSCC on Facebook for more information. Congratulations on your achievements thus far! Allow GOT to help you continue your success of blazing a new trail for you and your family!

PLAGIARISM
As an enrolled student at Columbus State Community College, you have agreed to abide by the Student Code of Conduct as outlined in the Student Handbook. You should familiarize yourself with the student code. The faculty at Columbus State expect you to exhibit high standards of academic integrity. Any confirmed incidence of Academic Misconduct, including plagiarism and other forms of cheating will be treated seriously and in accordance with College Policy and Procedure.
COLUMBUS STATE TESTING CENTER
The Student Success Testing Center (Testing Center) provides students with a testing environment where tests are administered accurately and securely according to instructor's guidelines. The Testing Center located in Aquinas Hall, Lower Level, Room 002, at Columbus State Community College or at one of the three branch testing centers.

To learn more about the Testing Center, follow this link: Testing Center.
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