CHAPTER TWELVE: KEY CONCEPTS


RETAILERS WHOLESALERS & strategy
Features of Retailer’s Offering Relating to Economic Needs: P291
Convenience: Hours, Parking, Fast Checkout, Proximity, Product Availability.

Product Selection: Quality & Quantity of Assortment. 

Special Services:  Home delivery, Special Orders, Gift Wrap, Entertainment.

Fairness in Dealings:  Honesty, Correcting Problems, Return Privileges, Satisfaction Guarantee. 
Helpful Information:  Courteous Sales Help, Knowledgeable, Displays, Demonstrations, Product Information.

Prices:  Value Offered, Credit, Special Discounts. 
Features of Retailer’s Offering Relating to Social & Emotional Factors:
Social Image: Status, Prestige, “Fitting In” with Other Shoppers. P292

Shopping Atmosphere: Comfort, Safety, Excitement, Relaxation, Sounds, Smells. 

Retail Types:
Limited Line Stores:  Specialize in Certain Lines of Related Products. (Shoe Store)
Specialty Shop: Small, Distinct Personality Matching Target Market Need. (Golf Shop, Camera Store, Antique Store) 

Department Stores: Larger, Products Organized in Separate Departments. (Nordstrom, Macy’s)

Supermarkets:  Large, Groceries with Self Service & Wide Assortment. (Ralph’s, Vons)

Mass-Merchandise:  Large, Self-Service Offering Soft Goods & Staples. (WalMart, Target)

Supercenters/Hypermarkets:  Very Large, Offering Wide Variety of Products at Low Price. (Super Target, Costco, Sam’s Club)

Single Line Mass Merchandiser: Specific Product Category at Low Price. (Toys R Us, Ikea, Home Depot, Office Depot, Staples, Best Buy)
Evolution of Retailing:  Wheel of Retailing theory explains the process of low status, margin & price retailers evolution into those offering more services with higher operating costs and prices. P302

Scrambled Merchandising:  More retailers are expanding their product lines to include any they can sell profitably, such as supermarkets & drugstores.

Wholesalers / TYPES

Retailer Size & Profits  P303

Corporate Chain: Firms that own and manage more than one store, often many. (In N’ Out Burger)

Cooperative Chain: Retailer-sponsored groups – formed by independent retailers – that run their own buying organizations and conduct joint promotional efforts. (True Value Hardware)

Voluntary Chains: Wholesaler-sponsored groups that work with independent retailers. (SuperValu, Ace Hardware)

Franchise Operation: Franchisor develops a good marketing strategy, the retail franchise holders carry out the strategy in their respective units/locations.

Wholesaling: The activities of persons or establishments that sell to retailers and other merchants, industrial, institutional & commercial users but not to final consumers. P305

Service:  Merchant wholesalers who own or take title to the goods they sell. 

General Merchandise:  Carry a wide variety of non-perishable items.

Single-Line: Carry a narrower line of merchandise, such as food or clothing.

Specialty:  Carry narrow range of products with increased knowledge & service.

Limited-Function:  Provide select functions such as ownership, display & delivery.

Cash-and-Carry:  Operate like service wholesalers but customers must pay cash.

Drop-Shippers:  Take title but do not handle, stock or deliver, usually bulky items.

Truck:  Deliver products (usually perishable) they stock in their own trucks.

Rack Jobbers: Specialize in hard-to-handle assortments of products.

Catalog:  Sell out of catalogs distributed widely to smaller industrial customers.

Agent Middlemen: Assist in the buying & selling of similar products, new products, & facilitate international trade. P311
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