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This course is a combination of theoretical studies and practice. In the 18-week
course, in addition to learning important concepts in retail management,
students will be divided into groups to cooperating with one of four coffee
bean small farmers in Alishan. Students are expected to applying the concepts
learned in the course to assist small farmers to deal with a series of marketing
activities such as market analysis, consumer insights, conduct product
portfolio planning, packaging design, cost structure and analysis, pricing, new

product launches and online/offline marketing (e.g., social-networking

community management and, live streaming selling) and sales promotion
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strategy planning. The course will arrange business visits, online seminars

with small farmers, and an exhibition will be held at the end of the course to

showcase students' practical achievements.
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Course Objective

1.

To provide students insights into current marketing issues and demonstrate
international views in terms of cultural, economic, and technology

environmental perspectives.

2. To enhance students’ communication skills.

3. To enhance students’ ability to work independently.
36 & A Levy, Weitz, and Grewal, Retailing Management, 10 ed.
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This course is postgraduate level program. Undergraduate students in their

junior and senior year are also welcomed.
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The first lecture is the formal class. It means all students who have
enrolled or intend to join the course are supposed to attend their first class.
If students miss the first class, they would not be assigned to a group. After
the second class, students who failed to attend the first class will be asked
to withdraw the course. Please keep in mind !

This course requires students’ highly enthusiastic participation and
commitment for high standard evaluation. If you cannot cooperate and
with the team members, complete all the missions allocated from our
business partners over the semester, please do not enroll in this course.
Students are expected to attend classes regularly. If students need to take
a day off, please request a leave from your instructor in advance and

submit a formal leave document within one month. During the lecture,

the instructor will invite students randomly to voice their views, share
their opinions to the selected topic, or give a presentation representing
their groups. TWENTY marks deduction will be granted in the final

course evaluation for students who got over FOUR absences (including

four) with no formal leave documents submitted.

At the end of the semester, there will be a self-evaluation and mutual-
evaluation mechanism for the group, which will adjust the grades based
on the evaluation. For other details, please refer to the course

regulations.
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CLASS SCHEDULE

Week | Date Content Note
1 2/25 | F#42 14 Course orientation Grouping %48
M B2 sr Group Building
2 34 | REHBAUARS>ZTERHB LA Chapter 2 and 3
Types of Retailers and Omni Channel Retailing
Introduction of our project (Meet our business partners)
3 3/11 | 3§ & %A % Consumer Insights study Ch4
Task 1: Client requirements Analysis
4 3/18 & & R Retailing Strategy Ch5
5 3/25 A1 % % =& Financial Strategy Ché6
3/26 | Task2: Z &b 44633 Fv s A 5 #7 product portfolio
planning and cost analysis
3/26 Field trip
4/1 #1& Spring Holiday, No Class
4/8 7 B :E uk B 31 3345 Retail location and site location Task 1 Submission
evaluation
8 4/15 7 B :E uk & 31 33 4E Retail location and site location
evaluation
9 4/22 &b %% 32 ¥ 33, 8] Managing the merchandise planning Ch11
Task 3: # & 22 9575 545 & B & Product launch and Task 2 submission
sales performance
10 4/29 | Buying merchandise Ch12
11 5/6 Retail pricing Ch 13
12 513 | T-F B 58434745 Electronic Commerce and Internet
Marketing
4 4 2 Fa) ) 48 4%
13 5/20 AN BIR% IR JE % 32 Human Resources and Chil5
Managing the store
14 5127 | BJE RN B AREEE Ch 16
Store layout, Design and Visual Merchandising
15 6/3 s)n48 Presentation: & 5h F WL F A RIS ES)
16 6/10 | /|48 Presentation : & & b 22 $13R & A 4% RAR4H 5 8
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Task 3 Submission




