do we love

bf the internship was being
different areas of the
store/company and gain a greater
understanding of how everything correlates and
works. | also especially loved visual merchandising
and doing big floor moves in the store.” -
Mackenzie Mackin (Broomfield, CO 2023)

“I think that my favorite part of the internship was
that | was always on my feet and doing hands on
work. | knew early on that | didn't want to be sitting
around all day, and being able to help participate in
different projects both alone and with my fellow
interns really made the internship worth while! | am
now a assistant design liaison at the Dillard's
corporate office and it has been nothing short of
busy, fulfiling and rewarding! GO RAMS" - Jaiden
Constance (Lone Tree, CO 2023)

“I really enjoyed being able to work on visual
merchandising throughout the store and
colaborate wrth other local Dillard’s interns in

e skills and gained
ence earlg inmy

ard
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Expectations Weekly Training Potential
Opportunities areer Paths

« Understanding of daily, monthly, an o Networking and hiring. ffers a wide variety of
focuses to exceed sales targets. » Evaluate current associates that could be ities for internal promotion
« Involvement with the networking a considered for promotions. the completion of your degree. The
: « Calculate the cost of turnover. -
of experienced personnel. » Development Internship is an
. . « Tour competition. ) . e ,
«» Evaluating and analyzuing sales and . Participate in hiring events. tgl ﬁrs’t step in establishing one’s
performance. : » Evaliate and interview candidates. Dillard’s. From an entry level
» Understand and implement regiona o Training and development of staff. uch as this, employees are given
merchandise guidlines. « Coach and challenge performance to advance in the direction
« Engage in all categories of selling 3 expectations.
selling areas within the store. - Evaluate service indicators related to
« Interaction with both Regional a performance. -
Corporate executives for learg + Review schedules to maximize

" performance.
opportunities. « Analyze sell through %.

0 Retail sales and planning.
- « Establish a plan of action to improve
Chhs underdeveloped business.
K
-~

-

« Understanding of gross margin and
markdown dollars / percent relative to your
business.

« Communication with buyers — contact with
opportunities on underdeveloped business.

« Review daily sales goals.

« Inventory processes.

« Review best sellers.

« BOPIS.

« Credit sales penetration.

o Visual merchandising.
« Proper execution of directives.
oy | « Impactful visual displays to drive sales.
our Ol‘ganlzatlon TO a“OW fOl‘ t - Comprehension of Signage‘
opportunity for success, Dillarc . Validate proper signage.
interns access to store, divisio o Promotions/events.
corporate executives. Interns « Effective use of clientele systems.
leadership skills through event p + Sales promotions.
personnel development, system t » Pre-sale events.
product placement enhanceme : 1(.3 redit contest.
. : - Tax free weekend.
interns will have access to unde Registri
) » Registries.
and evaluating the procure
merchandise within our stg

goal of the internship is to tra




