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Is thera a science to selling? Count on Kyle Murray
and his research team to find out. BY LINDA WOOD ECWARDS

ctailers know that consumers
struggle with the many choices
they face in the marketplace,
but do those same retailers also knesw
this abundance of choice may result in a
decrease in overall happiness and self-es-
teem? Much in the way that Apple gen-
erates a song list based on one preferred
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bock, the University of Albertas School
of Retailing intends to develop tools to
help consumers navigate myriad choices
with less pressure, time, and effort, there-
by increase purchasing satistaction.

It’s just one of the projects in which
Evle Murray, Director of the School
of Reetailing and Associate Professor of
Marketing in the School of Business at
the University of Alberta, is invalved
since returning to the school in July.
Research may be Mlll‘l.’.l::,-'.'!p first lowve,
but because his research must be sched-
uled around teaching, writing, school
administration, liaising with indusery,
and tundraising, he is surrounded by
quality staff to help meet the secror’s
demand for good information.

Drr. Murray'’s research focus is con-
sumer judgment and decision making.
In the L1l'.|i'-.-'i_‘I5:i.l"__+"5 behavioural labs,
groups undertake shopping and pur-
chasing simulations, and share their
teelings about the experience.

Murray knows that careers in retail-
ing go far beyond the most visible jobs
of cashier ar clerk. The need for high-
er education in retailing depends on
the employee’s interests and the retail-
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er's needs. Cashiers and clerks approach
the undergraduate program because
they want to excel at what they already
know. However, a clerk who gets pro-
moted or a businessperson entering re-
tail after another career is often ill-pre-
pared for management. Here, retailers
can upgrade their yvoung, high-poten-
tial employees or enhance the skills of
people from outside the company.
Murray’s advice to people in retail or
corsidering it as a career is to ind some-
thing you're passicnate about and go after
it. With respect o retail, there 15 0 much
bevond what the public sees. Managing a
store can be huge, especially it that store is,
say, a Wal-Mart Supercentre; atter all, how
many other careers put you in charge of
a $150 million budget right after gradua-
tion? “Fetailing offers a world of oppor-
tunity, says Murray,"and presents some of
the more interesting carcers available”"m
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