
Learning Objectives 

  Explain why retailing is undergoing so much change today 

  Understand what is involved in a retail career and be able to list the 
prerequisites (requirements) necessary for success in retailing 
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The Nature of change in Retailing 

E-Tailing 

Price 
Competition 

Demographic 
Shifts 

Store Size 
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E-tailing 
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  What is E-tailing? 

1.  It basically means retailing online 
2.  Online shopping is big business. Why? 
3.  What are the features that make it successful? 
4.  What are the challenges for stores? 
5.  What about perfect information for consumers? 



China and the Internet: 
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E-grocers (p4) 

  A trend has been to buy groceries online 
 One can order their weekly food online. It is delivered at an 

agreed time 
 The website remembers your previous orders and also 

makes suggestions 
 Discounts may be offered 
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Auchan 

  Auchan offer an e-grocer service in Changyang, Shanghai 
and Suzhou 

  Is this a potentially successful online business for China? 

  Auchan group 
  1316 hypermarkets and supermarkets in 12 countries 
  262,000 employees 
  41 hypermarkets in mainland China 
  153 RT Mart hypermarkets 
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Most Popular On-line Categories 
Australia Canada Germany United 

States 

1 Books Computers Books Books 

2 Computers Books Computers Computers 

3 CDs CDs CDs CDs 

4 Tickets Tickets Tickets Apparel 

5 Apparel Apparel Videos Tickets 
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Price Competition: p6 

  With so many retailers, there is constant pressure to keep prices as 
low as possible  

  This means driving down costs 
  unnecessary costs are stripped 
  often extras that do not add any value for the customer are stripped away 
  giving more for less  

  As with Wal-Mart, they drive down the price of their suppliers which 
is then passed on to their customers 
  they average 3.5% profits on their total revenue 
  this shows that they pass on their savings to their customers 
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Price Competition: p6 
  Use of technology to cut costs 

  inventory management is one of the main advances 
  Sophisticated software for pricing 

  ability to calculate costs more accurately 
  this is then used to give a more accurate price for selling 
  there has a been a tradition to use cost plus pricing 

  calculate the cost of the product and then ADD an amount for profit.  
  some companies have a % amount they always add 
  while easy to do, it ignores many other factors such as competitor prices or what the 

customer would pay 

  Revenue management now is very important for Hotel rooms and Airline seats.  
  It is based on Supply and Demand 
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Demographic Shifts: p7 

 Changes in the birth rate (how many babies are born per 
year)  

 growing importance of Generation Y consumers 
 generation Xer’s starting to reach middle age,  
 baby boomers retiring are all demographic shifts in the West 

that are shaping retailing 

 What demographic changes are we seeing in China? 
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Demographic Shifts: p8 

Same-Store Sales:  
Compares an individual store’s sales to its 
sales for the same month in the previous year 

Market share:  
Is the retailer's total sales divided by total 
market sales 
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Store Size 

  As stores increase in size they often employ a scrambled 
merchandising strategy (i.e., when a retailer handles many different 
unrelated items) 

  Consider the selection of products that Auchan sells 
  e-Bikes, Meat, Coffee, Clothes, Stationary, Shampoo, DVDs 
  they are not related to each other 
  the goal is to sell as many different products that the customer wants.  
  by selling a wide range of products, the customer comes in to buy a specific 

product and will probably buy something else too   
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Store Size 

  What is happening in China? 
  Are we seeing larger stores? 
  What impact does this have on local businesses? 
  Can small businesses compete with large stores? 
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External Environmental Forces Confronting Retail Firms 
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Behavior 
 of  

Consumers 

Socioeconomic 
Environment 

Behavior 
of the 

Supply Chain 

State 
of 

Technology 

Behavior 
of 

Competition 

Legal and 
Ethical System 

Retail 
Firm 



Number of Outlets 

  Private label branding 
 Also called store branding, occurs when a retailer develops 

its own brand name and contracts with a manufacturer to 
produce the merchandise with the retailer’s brand on it 
instead of the manufacturer’s name 

 Allows the retailer to increase its profit 
 Some retailers offer own brands for different target markets 

  from economy (cheap) to premium (expensive) 
 Retailers have the power to decide what they stock on their 

shelves 
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Retail finance and indicators 

Operating Expenses 
•  Are the expenses the retailer incurs in running 

the business other than the cost of the 
merchandise 

Inventory Turnover 
•  Refers to the number of times per year, on 

average, that a retailer sells its inventory 
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Prerequisites for success 
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Success 

Hard 
Work 

Analytical 
Skills 

Creativity 

Decisiveness 

Flexibility 

Initiative 

Leadership 

Organization 

Risk 
Taking 

Stress 
Tolerance 

Perseverance 

Enthusiasm 



A Retailing Career: p20 

   Salary 
   Career Progression 
   Geographic Mobility 
   Women in Retailing 
   Societal Perspective 
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Prerequisites for Success 

  Hard Work 
  Analytical Skills 
  Creativity 
  Decisiveness 
  Flexibility 
  Initiative 

  Leadership 
  Organization 
  Risk Taking 
  Stress Tolerance 
  Perseverance 
  Enthusiasm 
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Prerequisites for Success 

   Hard Work 
   A willingness to work extra hours, evenings and weekends 

often pays off through career advancement 

  Analytical Skills 
 An ability to interpret the facts and data that are related to 

the past and present performance of a store, merchandise 
lines, and departments 
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Prerequisites for Success 

    Creativity 
 An ability to develop and capitalize on unique ideas and 

opportunities 
   Decisiveness 

 The ability to make rapid decisions, render judgments, take 
action and commit oneself  to a course of action until 
completion. 
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Prerequisites for Success 

  Flexibility 
 A willingness and enthusiasm to do whatever is necessary 

(although not planned) to complete the job 
  Initiative 

 The ability to originate action. 

 27 



Prerequisites for Success 

   Leadership 
 The ability to inspire others to trust and respect your 

judgment and an aptitude for delegating, guiding and 
persuading others 

   Organization 
 The ability to establish priorities and courses of action and to 

plan and follow up to achieve results. 
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Prerequisites for Success 

  Risk Taking 
 The willingness to take calculated risks and to accept 

responsibility for the results 
  Stress Tolerance 

 Retailing is a fast-paced and demanding career in a 
changing environment. The retailing leaders of the 21st 
Century must be able to  perform consistently under 
pressure and to thrive on constant change and challenge 
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Prerequisites for Success 

    Perseverance 
 Successful retailers must have perseverance.  All too often 

retailers may become frustrated due to the many things 
occurring that they can’t control.   

  Individuals that have the ability to persevere and take 
marketplace  changes in stride will find an increasing number 
of career advancement opportunities 
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Prerequisites for Success 

    Enthusiasm  
   Successful retailers must have a strong warmth of feeling for 

their job, otherwise they will convey the wrong image to their 
customers and associates in their department.   

 Retailers today are training their  sales force to smile even 
when talking to customers on the telephone “because it 
shows through in your voice.” 
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