MKT 443 


         
   Retail Management 

    
  Spring 2009
Instructor:
   
Dr. Mary T. Curren

Office:
   
JH 4144; (818) 677-2070 

Dept. Office:  
JH 3119; (818) 677-2458 or 677-2457
Website:

www.csun.edu\~vcmkt00z 
E-mail:
   
mary.curren@csun.edu

Classroom:
   
JH 1127 

Office Hours:
Tu-Th 12:45-1:45; Tu 3:00-4:00
Lab:

   
JH 2103 & 2107

COURSE OVERVIEW

This course is designed to assist the student in applying business principles, especially marketing principles, to retail organizations.  The course is wide ranging in character, embracing all institutions involved in markets and marketing to personal (non-vendor) consumers.  
This is not a lecture course; it is a seminar.  We will use cases as a springboard to discuss a variety of retailing issues; thus, I place a strong emphasis on participation by all class members.  The object is to become familiar with a variety of retailing environments and to become comfortable in analyzing retail situations.  In addition to analyzing situations that have already been written about (e.g., cases), you will conduct extensive analyses of an existing retailer.

COURSE MATERIALS

A custom packet of cases and notes is available online from Harvard Business School Publishing.  The reference code for our Retail Management class is c27079. This is the website for the course materials --
http://harvardbusinessonline.hbsp.harvard.edu/relay.jhtml?name=cp&c=c27079
COURSE PREREQUISITES

"Prerequisites:  MKT 304;  Passing score on the Upper-Division Writing Proficiency Exam (WPE). BUS 302 and 302L are prerequisites for BSBA majors." (2006-2008 Catalog, p. 136). 

ASSIGNMENT WEIGHTS

Grading will use the plus/minus system and will be derived from the following:

15%
Individual Oral Presentation
50%
Retail Project


35%
Participation













case Participation & homework

A good seminar requires active participation on the part of all members.  The quality and quantity of your participation on case and topic presentation days will determine your grade.  High-quality participation requires preparedness.  In order to ensure that you are prepared to discuss the case in class, I require you to come to class on case days with one typed page of information about the case.  If you are worried about print quotas or you are going to miss a case discussion day, you should e-mail this to me before class.  These summaries are considered evidence of your preparation to participate; consequently, I do not grade them, I merely skim them to make sure you were prepared for class discussion.  

On case discussion days, I will bring in a pile of index cards: each card will bear one student’s name.  I randomly pick a card and that person becomes our first discussion leader for the day.  When s/he no longer wishes to lead the discussion, s/he picks another card (and so on).  If you think about it, you will realize that this means you could be called on to lead a discussion every single case day OR you might never be called on to lead a discussion.  Does this matter?  Not to your grade.  As I mentioned earlier, that is based upon the quality and quantity of your oral participation and every one of you should be active in these business discussions.  If it is evident that you are unprepared, your grade will suffer.   
After case discussion, we will frequently have time for discussions about current events.  If you read/watch/or hear about a current event that somehow relates to retail management, jot down the details, source, and relevance to retail (i.e., why do we care?).  Bring these in to share with the class.  I expect that everybody will have shared several current events by the end of the semester.
The last few minutes of each case day will be used for you to reflect on what you have learned from the readings and discussion.  You will then summarize this on the back of your homework before turning it in.

ORAL PrESENTATion & TOPIC PAPER
You are responsible for making one presentation to the class on any approved topic related to retailing.  Presentations should take between 10 to 20 minutes and should be interesting, informative, and clear---don’t forget your audience!  Each presenter is required to provide me with either a hard copy of his/her slides or a detailed presentation outline at the beginning of the presentation.  Be sure to include your references on your slides. 
RETAIL RESEARCH PROJECT: an original case
(Oral due APRIL 14; Written due may 7)
Each group will prepare an original case on an existing retailer.  This means that you will need to conduct in-depth research on your retailer and its environment first so that you can figure out what kind of a story line would be most appropriate for your case.   
Your group will present your preliminary story line and proposed exhibits to the class right after spring break.  Your final written case will be due May 7 in two formats: 1) electronic file submitted to Turnitin and 2) bound paper version.   
Since this work will be performed as a group, I will need your assistance in determining whether individual grades should differ from the group grade.  As soon as your group has completed its assignment, each member of the group should email me with his/her evaluation of the contributions made by each member of your group.  I will use these evaluations and my own observations to adjust individual grades.  
Why do I want you to write a case instead of a straightforward retail audit?  

It’s way more fun

You exercise more skills (e.g., creativity)

Future students will see your name in print and won’t have to pay HBS*!

*Assuming that you have provided me with a signed release allowing this  
course schedule

1/20-22
Introduction.  Purchase your case materials online at http://harvardbusinessonline.hbsp.harvard.edu/relay.jhtml?name=cp&c=c27079
-------------------------------------------------------------------------------------------------------
Our weekly format for the majority of the semester will
be 

Tuesdays   


Case discussion, current events, reflections
Thursdays


Individual presentations, group meetings w/the prof
1/27-29   CASES:IKEA’s Global Sourcing Challenge:Indian Rugs and Child Labor (A) & (B)    
2/3-5       CASES: Dubailand: Destination Dubai
2/10-12    CASE:  Whole Foods Market, Inc. 
2/17-19    CASE:  Starbucks Coffee Company in the 21st Century 
2/24-26    CASE:  Michaels Craft Stores
3/3-5
CASE:  Merchandising at Nine West Retail Stores  
3/10-12
CASE:  Personal Shoppers at Sears: The Elf Initiative

Read also: Putting the Service-Profit Chain to Work 
3/17-19
CASE:  Gap Inc.
3/24-26
CASE:  L.L. Bean: A Search for Growth
3/31-4/2 
Cesar Chavez holiday on 3/31
4/7-11 
SPRING BREAK!!
4/14-16
Retail Project Presentations (story line & exhibits).
4/21
CASE: Patagonia
23-25 I'll be out of town for a marketing educators' conference

4/28-5/5
Individual presentations; Group projects
5/7
Your original cases are due electronically at www.turnitin.com (class ID 2573405; password ethics) and the old-fashioned paper way to me.  
The syllabus is available at http://www.csun.edu/~vcmkt00z/mkt443.html
