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Disclaimer 
 
This book details the author's personal experiences with and opinions 
about merchandising The author is not a licensed attorney or 
accountant. 
 
The author and publisher are providing this book and its contents on an 
“as is” basis and make no representations or warranties of any kind 
with respect to this book or its contents. The author and publisher 
disclaim all such representations and warranties, including for example 
warranties of merchantability and merchandising advice for a particular 
purpose. In addition, the author and publisher do not represent or 
warrant that the information accessible via this book is accurate, 
complete or current.  
 
The statements made about products and services have not been 
evaluated by the U.S. government. Please consult with your own legal 
or accounting professional regarding the suggestions and 
recommendations made in this book. 
 
Except as specifically stated in this book, neither the author or 
publisher, nor any authors, contributors, or other representatives will be 
liable for damages arising out of or in connection with the use of this 
book. This is a comprehensive limitation of liability that applies to all 
damages of any kind, including (without limitation) compensatory; 
direct, indirect or consequential damages; loss of data, income or profit; 
loss of or damage to property and claims of third parties. 
 
You understand that this book is not intended as a substitute for 
consultation with a licensed medical, legal or accounting professional. 
Before you begin any change your lifestyle in any way, you will 
consult a licensed professional to ensure that you are doing what’s best 
for your situation.  
 
This book provides content related to merchandising topics. As such, 
use of this book implies your acceptance of this disclaimer. 
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Dedication 
 
 
Dedicated to all the brilliant men and women all over the world, who 

built magnificent retail stores serving the public with the goods they 
wanted, needed, and desired. These ladies and gentlemen truly believed in 
providing excellent customer service and customer satisfaction by 
employing, very courteous, motivated, well-trained, and well-paid 
employees who enjoyed serving their customers, while maintaining a tidy 
store... Many of these Icons of Merchandising created a vast amount of 
stores covering all of America and the World.  

Neiman Marcus always believed in superior customer service and 
treating every customer equally, weather they were well dressed, or 
shabbily dressed. Customers are always treated cordially and gracefully. 
Neiman Marcus built their reputation on stocking unique, high quality 
products. 

Macy's believed in always giving something back to the community, 
and began their annual Macy's Thanksgiving Day Parade in 1924. Their 
first parade attracted over 250,000 very excited and jubilant people. Then 
in 1932, during the Great Depression, the Macy's Thanksgiving Day 
Parade attracted over one million people! NBC began a nationally televised 
broadcast of the parade in 1952. 

J. C. Penney opened his very first store in the tiny town of Kemmerer, 
Wyoming, population 2,656 in 2010 census. I have personally visited this 
very small two story location, and the store is on the ground floor. J.C. 
Penney and his wife lived upstairs. 

In 1902 J.C. Penney sold clothing and accessories to the local coal 
miners in his downtown location. J.C. Penney built a vast empire of J.C. 
Penney stores all across America reviewing each and every aspect of his 
stores, while insisting upon the very best service, and products for his 
customers. Years later he would arrive in his corporate office at 6a.m. each 
morning. He slowed down a bit when he reached 93 years of age, and 
would arrive at 6:30 a.m. every morning. I remember shopping at J.C. 
Penney’s for my back to school clothes for several years. J.C. Penny was 
always a nice shopping experience. 
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No matter how successful we become, we should never become 
complacent about our success, or accomplishments. We must always 
remember the “basics” of merchandising, and our customer’s complete 
satisfaction... All the founders of these nationally known retail stores knew 
their employees were their most valuable assets, and provided for their 
well-being, present, and future happiness, with great training, along with 
very good wages. 

------------------ Notes------------------ 
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Introduction 
 

At one time, every small community in America enjoyed a local 
“general store.” These unique stores stocked the basic staples for everyday 
living, and they would also “special order” any products you requested. 
The prices in the general store were normally very high, because of high 
shipping charges for being located in remote areas far away from the 
manufacturers. Many of these general stores would allow the local farmers 
and ranchers run a “charge account” to be paid when they sold their 
livestock, or crops. 

I can remember my Great grandfather, cranking up his Model A Ford 
pick-up truck, to head into town to buy flour and salt. Hondo was 8 miles 
away, thru hill and dale, and he would return late in the afternoon. My 
Great grandma would give him instructions to buy two 25 pound bags of 
flour, with matching floral designs, whenever she wanted to sew a new 
dress, or she would tell him to buy two bags of flour with different designs 
if he wanted her to sew him some shirts. Many times grandpa would barter 
his purchases with a few piglets. Perhaps this could also be called a 
“cashless society.” 

When I was in High School, we lived in Clear Spring, Texas 
(population 10), and I greatly enjoyed shopping at the most wonderful 
general store I've ever visited. This store had two gas pumps outside, plus a 
wide, and varied selection of merchandise inside this very unique store. 
They had everything from horse collars to Fritos. It was great fun to sit 
down at their beautiful mahogany bar and enjoy an ice cold 7-up, while 
wondering how one of their “pickled eggs” would taste from their big two 
gallon glass jar. I finally built up the nerve to try a “pickled egg” one day. 
Yuck! I suppose when you are drunk and hungry just about anything will 
taste good. 

This amazing general store always made me happy, and through the 
opened side door, they also had a nice dance hall with a band stand, 
beyond the last curve of the mahogany bar. Folks would come from miles 
around every Friday and Saturday night. They loved to dance and have a 
good time. I feel assured they didn't come into town for a “pickled egg,” or 
two. 
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In 1872, Arron Montgomery Ward, a former traveling salesman, mailed 
out a single sheet of paper containing 163 items with ordering instructions 
for delivery to the nearest train station. 

In 1888, Richard Sears, mailed out a printed sheet listing his watches. 
In 1894 the very first 132 page Sears and Roebuck catalog was mailed... In 
1907 Sears and Roebuck boasted about having the lowest prices on 
everything with over 100,000 items in a 40 acre warehouse. Sears and 
Roebuck claimed the largest mercantile warehouse in the world. If you 
were not completely satisfied with your purchase, you could return the 
items, and Sears and Roebuck would pay the freight charges both ways!  

On June 21st, 1889, F.W. Woolworth opened his 5 and 10 cent variety 
store in Lancaster, Pennsylvania. This store was open from 8a.m. until 
5:30p.m., and featured a “lunch counter.” Five and Ten cent stores began 
to spring up all across America. 

After World War 2, Discount Stores began to appear in the largest 
cities in America, offering much lower prices on all types of everyday 
merchandise. 

In 1962 Kmart, Target, and Walmart opened their first discount stores. 

In the 1980's “membership warehouses” began to appear, offering 
rock bottom prices on bulk purchases. They operated on a gross margin of 
17% versus a 5 and 10's 46%, while most discount stores average a 36 - 
38% gross profit margin. 

Retail stores come and go. Those that become enchanted with higher 
and higher gross profit margins, while forgetting about their employees 
“well-being,” and providing excellent customer satisfaction bite the dust. 
Those stores remembering the basic principles of their founders continue to 
thrive and flourish. 

“We cannot afford to lose a customer!” quote: Richard Sears (1907) 
Customer’s satisfaction is our most important goal! We can achieve this 
goal by employing happy, well-trained, well-paid, motivated employees 
who enjoy serving customers while providing for all their merchandise 
needs. 
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