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	Bearcat Shop
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	Assessment Coordinator
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	 May 30, 2017

	
	


I. Unit/Program Goal:  Efficiency and Effectiveness of the Bearcat Shop

	Strategic Goal Supported
	5.  Accountability

	Indicator of Success/ Student Learning Outcome
AND

Summary of Data
	
	Indicator/

Learning Outcome
	2011-12
	2012-13
	2013-14
	2014-15
	2015-16

	
	1.
	Bearcat Shop Average % Sales Increase compared to Annual NACS (National Average)
	-.52%
N/A
	-13.50%
(-2.8)
	-18.23%
(-13.5%)
	4.33%

(-4.5%)
	-9.89%
(N/A)

	
	2.
	Bearcat Shop Average Returns (Refunds) as a percent of total sales
	8.2%
	6.6%
	7.3%
	6.6%
	5.5%


	Assessment Instruments and Frequency of Assessment
	
	Instrument
	Frequency

	
	1.
	NACS Annual Survey and Bearcat Shop system reporting software
	Annually

	
	2.
	Bearcat Shop System reporting software
	Annually


	Expected Outcome 
	
	Met (3)
	Partially Met (2)
	Not Met (1)

	
	1.
	Bearcat Shop sales increase is more than or equal to 2% above the national average
	Bearcat Shop sales increase is more than or equal to 1% and less than 2% above the national average
	Bearcat Shop sales increase is less than 1% of the national average

	
	2.
	Refund percentage not to exceed 10%
	Refund percentage between 11% and 25%
	Refund percentage exceeds 25%


	Review of Results and Actions Taken
	1.
	This demonstrates the Bearcat Shop’s increase or decrease in sales compared to the national average as reported by NACS and may indicate areas where improvements are necessary.  The 2011-2012 NACS report wasn't ordered that year, and therefore the data is unavailable at this time, and as such that value is listed as N/A.  We feel the drop in sales for the past three years is due to current conditions in the collegiate market as well as the general economic condition.  The high cost of the materials needed for higher education has caused students to search harder than ever for lower cost alternatives.  Textbook rentals and ebooks are the most popular options and are widely available from competitors, specifically online competition.  This created a need for our store to improve the quality, quantity, diversity and value of goods and services offered to our customers to satisfy their collegieate needs.  Our legacy inventory/point of sale software didn't allow such upgrades or expansion.  April 2, 2014 we went live on new software that does allow for such options as textbook rental and ebook offerings as well as improved online shopping experience that we expect to increase our sales for the coming year(s).  Increased demand for pricing transparency, additional product offerings and the ability to keep student purchases taking place on campus will affect future revenue.  Due to the reporting requirments of this program and the NACS availabilty constraints, we are exploring other indicators to replace this one that will be equally beneficial.

	
	2.
	A low returns percentage demonstrates the ability of the Bearcat Shop to provide its customers with the correct products, improving timely access to the materials needed for academic success.  Returns have decreased annually since the 2013-14 school year.  Improved communication with students and faculty on needs and requirements are two factors for this decrease. For example, the new system provided for a new format in shelf tags to indicate to the students the required and optional materials needed for their classes as well as the purchasing options.  (New, used, rental and ebooks)  The new web software did the exact same thing – by making it easier for them to determine their needs by looking at website.  This decreased returns as the students got the right things the first time.  As it pertains to faculty communication, the new faculty web adoption process (their class required needs) improved communications between the faculty and the bookstore – as well as providing a resource for materials and textbooks available in the marketplace.  

	
	Sum
	Data above is collected and analyzed on an academic year basis (July 1 - June 30)

	Indicator of Success or Student Learning Outcome Outcomes
	
	Indicator of Success Evaluation
	Indicator of Success Score 

	
	1.
	Not Evaluated
	Not Scored

	
	2.
	Met
	3

	Additional Resources Required to Achieve or Sustain Results
	In order to support both indicators 1 and 2, we would like to further improve communication between the faculty and the Bearcat Shop and strengthen faculty cooperation to improve the value of student investment in academic material.  By increasing the length of time that textbooks are in circulation, a broader textbook rental program will be possible - affording increased sales, lower prices and overall increased value for students.  

Another supporting resource would be to extend the period of time that students are allowed to access financial aid funds on campus which would increase revenues in the Bearcat Shop and discourage off-campus spending.  This lengthened selling period would support indicator 1.

Additional cooperation from campus departments to include possible incentives for their departmental purchases through the Bearcat Shop rather than their spending those dollars with outside vendors will improve the exposure of the Bearcat Shop to the campus community and increase revenues.  


II.   Unit/Program Summary
	Unit/Program Goal
	Strategic Goal Supported
	Unit/Program Goal Outcome
	Additional Resources Required to Achieve or Sustain Results

	
	
	Score
	Evaluation
Met: 3.00 – 2.01

Partially Met: 2.00 – 1.01

Not Met: 1.00 – 0.01

Not Evaluated: 0.00
	

	1. Efficiency and Effectiveness of the Bearcat Shop3 

3
 

	Accountability
	3.0
	
	

	UNIT/PROGRAM TOTALS
	3.0
	
	$0.00
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