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To enable the students to obtain the following knowledge and skills which can be their
assets after graduation.
FEER - BN | OBEARREOMEA SFRZIEMRISD A1 Understand mechanism of Japanese companies
and characteristics.
QU—F—ILY—TF« O DIHIH ERFILZIEMHETSD %M Understand merchandizing
mechanism and related skllls (2nd term)
U &E&L£D)EBRHR(TOIZ)EEDT(HIHT B(ZDEDTD)DERR(LDOET)VEE(H
RO —Tﬁ%( /@ &£3) ng#ala_(—v\jﬁ? (3< VRAE(ZSESTD)DEEE( WEE(
S ESER(FVNUE)TITS(HTRD). Conduct each class through mutual Q&A.
BEI(FVNMN)EIEDKZD)BEDOVT(BEL DLW T)EEMN K U)1DER(LDOBA)ZRR(K
BERBMNDZRE SV)LTLS (STHENSRBNON SR, E(&£D)) Bring in at least 1 question on each
item at class.
C DBV EFREMATA)CHND(OND)FTER(LDEA)ISD Should ask
BELDFREIESE | questions until you understand them completely enough to answer the similar questions
raised by others
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4. XEEPBOREE

U—=F =LY =TT« 2D &3
Hh&IEf#Y D Understand what
retail marketing is

[a] FEEER BERNE
ORADHREZEEB 2B TR
¥3 Review what you have |Q&HDRNIIS - HIE - 5F9 - BANREDRFHEIRDIES Review
1 learned in 1st term @#HAD |structure, organization, characteristics Japanese management @QU—

FIR=TFT 1 > L(Mah ? #FHIEEEBL THER Understand what retail
marketing is by trying example questions




OFRBEEDZEEFESR  history
of distributing industry @
TIEEE S HFE D, NFEOEE

OFBEFEEDVDEKRN ? IEY—T T« > DAPICAD> TLSH ? What
does distribution mean? Why is it included in 4P? @HIZED &/NFEDDELY

2 wholesale and retail . ) S e
_ e Roles of differences between wholesale and retail @ FRiEB(C(EEARTEE
QOTRIBERDAAE category of | T
o MN&2h category of distribution outlets
distributing industry
ZIBFEITD
R—=Fv 2SI DEAREIE
- i i OmEmERRDIEL  difference between product and merchandize @t A
3 |f#9% Understand basics of o
o & ARZEpurchase and sales @BRZEEIE  sales management
merchandizing
Flztprofit, REEfinancial . _ e
Profit, AWEINANCEl | gy m et AN BRE100M TR 25, ESVSHRICAST, HsstE®
statements, #E#FFTHEEPL. B L
4 P — CEEMBRICEDSRRENZM ?  If you sell a goods at ¥100 purchased
D " at ¥80, what will happen in both P/L and B/S?
JEHEEDEAEIEMRT D
Understand basics of store . . _ - . -
5 management OFfE#Ef® Preparation for opening a store @8% Wrapping @BRFE{E
sales promotion. [Zx£5display/advertisement
TOBEEDIEZIERY D
TR - i ——B&&JEdepartment stores. FP9Especialized shops, GMS., X—/(—
6 Understand specific outlet — N N -
o ) =Ty b R—=Lt>H— RSYIRK7, ADEZIVRINT7E
styles of distribution industries
EAMBFRICIESHZEX. EDLDFEDHE%ZEI SN ?  Where to open a
P& & Y7 target market and .
7 sites . 9 shop and how to sell goods ZDREREICIRL TDOFRAEZE Research
i
methods for making a decision
R=Fv AU IDEEA— CARBFRICERZEBZ. ESDFNDAZEITSIN?  Where to open a
8 |— IEEMED. WX, MAZEID - |shop and how to sell goods ZDEBRE(CERLUTDHAESE Research
FA AT LA ®IBFITD methods for making a decisio
{EHEDRDTT. TNENDIEDRFR EREERhow to decide selling price,
5 {HtESERS 2 IR I D and advaantages/disadvantages of each method. {fi#&(3EEN RO DN ?
Understand pricing strategy ZIFNIFEFENS N ? Who will decide the price? If set in cheap, does it sell
well?
10 TEEEEIERTD TEEDZEFIIHICE> TRRD  What an inventory level means varies
Understand inventory control  |with a position.
1 RSTEEEIERTD JESHDANRL —> 3 > DEBRET 1)L Actual operation of a retail shop
Understand sales management |and its cycle
BERHEEZ ESPOTRHIN
[ S i ion, SAITETS
12 | %5 Understand how to BEZMEDER Factors for customer satisfaction, JAIE%E
i . . measurement methods
increase customer satisfaction
ITRE, AF)ILE2U—-FILY—4
13 FAICEDSENTN? How | SRFTLADIERL EFIA Development of the system and how to use it for
to utilize IT concept and skills |increasing sales
for retail marketing
14 #HERHER(LITA) 2nd term
examination
BHERER(LITA) T« — RNy
15 | 7feedback EFHIREDFEE

& summary of full-year class
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BrE

U—F—ILR—T7« OREMR BHREHRR

SEXH - ENF

EEPZOEEMAE TS Organized by the lecturer as required

SRR BAE
basically Japanese, while English explanation is addedd as requested.

TIION, BE - BENHNEREOMFRZNMZSD Language in class is




