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This course aims to provide an interesting decision—making approach to
retailing, Through instruction and curricular activities to reflect how real
retailers view their customers and make decisions, it also imparts the
fundamental knowledge necessary for a success in retailing management and
related disciplines,
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112/09/11~
1 Introduction This schedule will be
112/09/17 .
rearranged if need be,
112/09/18~
2 112/00/24 Types of retailers The contents of this
course will be
adjusted if need be.
112/09/25~ . ) ..
3 112/10/01 Multichannel/ omnichannel retailing
112/10/02~ ) )
4 112/10/08 Customer buying behavior
112/10/09~ .
5 12/10/15 Retail market strategy




112/10/16~
6 . .
112/10/92 | Financial strategy
112/10/23~
7 . .
112/10/99 Retail locations
) 112/10/30~ H .
112/11/05 uman resource managemen
112/11/06~
9 .
112/11/12 Midterm Exam Week
112/11/13~ ) .
10 12/11/19 Information systems and supply chain management
112/11/20~ ] . .
11 19/11/26 Customer relationship management guest talk if needed
112/11/27~ . . .
12 112/12/03 Managing the merchandise planning process
112/12/04~
13 : .
12/19/10 | Buying merchandise
112/12/11~
14 . . .
112/19/17 Retail pricing
112/12/18~ . o . . —
15 19/12/94 Retail communication mix business trip if needed
112/12/25~
16 :
/1931 | Managing the store
113/01/01~
17 1
113/01/07 Final Exam Week
113/01/08~ . ]
18 113/01/14 Flexible Teaching Week for Faculty (real-world
observation and practice)
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including but not limited to research papers and academic journals
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