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Course Description:

Retail Merchandising is a two semester in-class program and a third semester on-site OJT (for further information regarding OJT, please see OJT section). The Fall semester focus includes general marketing and visual merchandising. The spring semester explores advertising, sports and entertainment marketing, and entrepreneurship. Though the two semesters are linked, students may begin with either semester, but should not take two first or two second semester classes as they will be repeating material. 

Though each semester is unique, each share several common strands: GLOBE, DECA and espresso bar operation. Because these are unique and variable aspects of the program, students will continue to be enriched by them in the second semester of their experience

	Course Objectives
	Student Outcomes

	1. Basic Marketing 

2. Retailing Modes

3. Job Seeking Skills

4. Personal Development and Professionalism through DECA

5. Business Computer Skills

6. Principles of Business Economics

7. Applied Business Skills                  (both specific and non-specific to an espresso business)

8. Personal Selling

Semester II—see notes in narrative section, each semester emphasizes different areas and semester I is not required before semester II is attempted, certain materials will be readdressed in the second semester for new students

9. Event Marketing                      (including sports and entertainment)

10. Advertising and Promotion

11. Business Operations 


	· Explain the scope of marketing

· Explain where retailing fits as an aspect of marketing

· Differentiate between consumer and customer

· Apply concepts of marketing such as the five utilities, targeting, customer profiling, marketing mix, market segmentation, demographics, psychographics, and the four p’s (product, price, place, promotion)

· Identify, describe and differentiate among major types of businesses 

· List steps from creation to sale of a processed product

· Identify and differentiate among activities in each of the four retail functions

· List the four basic requirements for succeeding in retailing

· Able to produce an acceptable  computer generated resume, cover letter and letter of inquiry

· Participate successfully in a mock interview

· Successfully complete a standard application form

· Understand the importance of good work habits in a job setting

· Demonstrate concern for community through community service activities

· Demonstrate leadership skills and team building

· Demonstrate respect for self and others

· Demonstrate orderly participation in decision making meetings through the use of parliamentary procedure

· Identify ways that technology impacts business

· Demonstrate basic computer skills in the following areas: word processing, database, spreadsheet, presentation software, and internet usage

· Identify examples of voluntary exchange, scarcity, opportunity cost, and marginal cost

· Describe the four basic economies indicating the strengths and weaknesses of each

· Draw and explain circular flow

· Explain methods for determining the economic health of our economy by using such indicators as GDP, GNP, CPI, inflation, balance of trade, and employment rate

· Apply concepts such as supply and demand, substitution, use of compliments, production possibility, marginal cost and elasticity to the operation of a business 

· Demonstrate an understanding of comparative advantage, barriers to trade such as tariffs, quotas and subsidies and apply them to the operation of an international business

· Demonstrate ethical (to include environmental issues) behavior in dealing in international trade with third world countries

· Create a profit and loss statement

· Generate a corporate business annual report

· Demonstrate appropriate food handling techniques including personal cleanliness

· Demonstrate correct measurement and preparation of food and beverage items

· Demonstrate the ability to operate, maintain, and clean espresso machine, microwave, commercial blender, and microwave oven correctly 

· Demonstrate safe operation and handling of all potentially hazardous machinery and tools

· Differentiate among basic cash register types indicating advantages and disadvantages of each

· Demonstrate successful operation of a PLU cash register

· Describe the use of UPC and UVM codes and their advantages

· Identify methods for authorizing customer credit including all types of checks and credit/debit cards

· Demonstrate price programming of a PLU cash register

· Demonstrate the ability to track and maintain inventory insuring adequate supply to meet customer demand

· Demonstrate the ability to make customer change using the count-back method

· Provides positive customer service

· Demonstrate the ability to work well with others as a good team member

· Gather data and determine cost of products, then set appropriate prices 

· Determine total costs of operation (product, fixed costs, labor) and create a profit and loss statement

· Demonstrate the ability to manage payroll

· Use persuasive personal selling techniques to increase sales, manage customers, create/serve personal customers, deal with customer complaints and service multiple customers

· Identify the four key characteristics of a successful salesperson

· List pre-approach (sales support) activities in which the successful salesperson engages

· Explain the nature of marketing research and be able to use technology to assist in retrieving it

· Develop a public relations plan

· Analyze costs and benefits of participation in community activities

· Explain and demonstrate how to obtain publicity for events, organizations and businesses

· Produce effective press release using proper form and annotation

· Explain the role of promotion as a marketing function

· Identify the elements of promotional mix

· Describe/use technology in the promotion function

· Explain the types of advertising media

· Evaluate the effectiveness of advertising

· Calculate the costs of advertising in representative media

· Explain the difference between public relations and promotion

· Develop a sales promotion

· Explain the advantages and disadvantages of using an advertising agency

· Explain the difference between promotional and institutional advertising

· Able to list qualities of the advantageous business site

· Describe basic types of commercial business leases and given figures, determine costs of sample leases

· Understand terms such as assignment, tenant improvement allowances, subleasing, CAM and use limitations found in a basic commercial business lease agreement

· Able to define entrepreneurship and site examples of successful entrepreneurs

· Explain the importance of a business plan and its parts

· Explain the importance of research to the creation of a new business

· List and explain sources of funding for entrepreneurial businesses and explain such terms as debt funding, collateral, and cosigner

· Explain the process from the creation of a product to the final sale including suggested percentage mark ups

· Describe the nature and scope of purchasing

· Explain the buying process including developing resources, shipping, warehousing, receiving, purchase orders, invoices, terms, assortment planning, open-to-buy, six month buying plans, stock turnover, negotiation, shrinkage, pricing, development of private labels, national branding and off-shore buying

· Identify methods for business product services and ideas sales to include in-store promotion visual merchandising, store layout, use of advertising media, and the on-line store

· Explain risks, responsibilities and advantages for the use of credit cards as a means of payment for the entrepreneurs’ point of view

· Describe successful employee relations including scheduling, team building, benefits, unionism, and wages




