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Prerequisites:  None

Catalog Description (40 Word Limit):
Covers the practical application of retailing as it affects farm business supplies by divisions merchandising, sales, promotion, personnel control and operation.
List the Major Course Segments (Units)                                    Contact Lt Hrs            Contact Lab Hrs

Organization of the Retail Business
10
Employing Personnel
  4

Pricing Merchandise
  3

Markups and Markdowns
  3

Kinds of Advertising
  4

Product Promotion
  4

Customer Relations
  2

	EVALUATION:
	Quizzes
	X
	Exams
	X
	Oral Pres.
	X
	Papers
	

	
	Lab Work
	
	Projects
	X
	Comp Final
	X
	Other
	


Textbook:               Title:  
Retail Management:  A Strategic Approach



Author:
Barry Berman and Joel Evans

Publisher:
Prentice Hall

Volume/Edition:
11

Copyright Date:
2009
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Major Course Segment

   Hours


Learning Outcomes
	
	
	Student will be able to:

	
	
	

	Organization of the Retail Business
	10/0
	Examine and discuss the essential steps of organization.  Review such topics as researching the proposed market area, labor needs and availability, demand for the products, property availability, transportation and government clearances.

	
	
	

	Employing Personnel
	4/0
	Create a chain of command along with job descriptions and applications for employment.

	
	
	

	Pricing Merchandise
	3/0
	Discuss the different costs which must be recovered to determine prices attached to products.

	
	
	

	Markups and Markdowns
	3/0
	Relate price changes to retail business.

	
	
	

	Kinds of Advertising
	4/0
	Name different types of advertising along with costs of each and appropriate type.

	
	
	

	Product Promotion
	4/0
	Discuss the need for product promotions especially in new product areas.  Create a promotion and make a presentation.

	
	
	

	Customer Relations
	2/0
	Explain how to keep the customer satisfied along with handling complaints and warranty problems.

	
	
	

	
	
	


Course Outcomes:  At the successful completion of this course, students will be able to:

· Demonstrate an understanding of the 4 elements of the retail promotional mix: advertising, personal selling, publicity, and sales promotions.
· Create a written promotional strategy for an agricultural retailer.

· Deliver a professional presentation on the promotional strategy they create for an agricultural retailer.
