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"1 Store’s business is books

By ]ulh!‘nunm

Slackod on lhe back shelves
of the University Bookstore's se-
cond floor, textbooks contain-
ing everything from
Shakespeare's greatest works to
Spanish lessons may seem to be
just another necessary task the
Bookstore must attend te at the
beginning of each term.

But while greeting cards and
computers rather than books on
chemistry or calculus occupy
space on the main level of the
building, textbooks represent
almost 40 percent of the
Bookstore's business and re-
main one of of its central year-
round concerns.

“They are one of our very
basic responsibilities,”’ says Jim
Williams, bookstore general
manager.

in fact, one of the main
reasons the Bookstore deals
with merchandise such as
calendars and coffee mugs is so
it can subsidize the sale of its
books, which lose money for the
bookstore annually.

Unlike many independent,
college-based operations, the
Bookstore discounts its books
by 10 percent for the Univer-
sity’s faculty, staff and
students. Last year, for in-
stance, it discounted $360,000
worth of book costs for its
customers.

Ironically, however, it is the
store's book prices and abun-
dance of commercial items that
subject the Bookstore to its most
frequent criticism, Williams
says.

“Books ‘are somewhat .of a
unique commodity,”’ he says.
“‘But one of the consistent goals
of the Bookstore has been to
provide students with their
books on time and at the lowest
possible cost.’

Besides offering discounts to
meet this goal,

the Bookstore

recently has developed its own
computer system to improve its
ordering process and provide
students with more lower-
priced used books,

Despite this competitive ap-
proach to book sales, Williams
does not believe the Bookstore
is in direct competition with
other bookstores in the area,
such as the Smith Family
Bookstore, which deals mainly
in used books.

“One of the main distinetions
between us and other
bookstures is that we have an
obligation to have all texts
available on time for University
classes,”” Willlams says. “We
don’t have the option of order-
ing whenever we want."’

Ordering the correct number
of new and used books for a cer-
tain course is another dif-
ference, says Chris Standish,
the Bookstore's course book
manager.

“A lot of people complain
when there are shortages of a
certain book, but usually there
are many more cases of overages
than outages each term. And
everything that is bought can-
not be sold back to the
publisher,”" Standish says

The Bookstore also offers a
two-fold buyback policy for
books.

students with their receipts a

full refund for course books that .

are returned within three woeks

after each term starts. The other’
policy provides a year-round:
buyback, based on the store's:

needs and - a national
wholesaler's demand

Students can expect (o gel

back about 50 percent of whata .
course book sold for new when - .
back to, the

they sell it
Bookstore, Standish-says: Bul a
slightly lower prite is pnid for

The first policy offers .

“want

- give it to them,’

7hoto by Karen Stallweod

books that are not used by the
Universitv and are sold to a-
wholesaler.

“Cetting- books back from
students is the best way 1o get
used books on the shﬂlf Stan-
dish says. %

Used books provide a benefit -

for the student, who pays only
“ three-fourths of the new book.

price -and can then sell it back
for. more than half of what they °
paid at the bogkstore. - j

The faculty is asked to make

- book orders the second week of

each term. This way, the -
Bookstore can’ figure out how *
many new and used l| xis it
must n‘rdu]'. and what til]nu,n an

. be placed ‘on the half-priced - -
. buvback ]mlx Slmullqh says.

There still are ‘problems. to. iu

',,wnrﬁ.(-(i out with the ‘ordering:
buyback ° -

process.
8y stem,

and_the
but Williams says ‘he

'lmlll wes the. Bookstore is doing. ¥
“the best job it can

*The mnlily. is that students
reliéf - from high  book -
prices, and we're trying-hard to
' he says. - -
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Campbell Co-op
1670 Alder
686-3453

CO-OPS
vy

¢ Student Owned and Operated

¢ Friendly Co-Ed Student Environment
for 61 women and men

* Adjacent to Campus

® Lower Cost Alternative (For people,

® Quality Meals (vegetarian and
conventional)
® Boarding (Meals only) Option

Visit, Write or Call for more info:
Janet Smith Co-op
’ 1790 Alder

Students Cooperative Association

1790 Alder
Eugene, Oregon 97401 * (503) 683-3777

at the
University of Oregon

Housing
of, by, and
for Students

683-3777
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Where We Take Your Look Seriouély

élgii' Design

Cuh such us the
Flick, the Biddy and
the Reversible preview-
ed the shape of hair for
Fall "85, These looks
are soft and feminine,
close to the head and
less voluminous than in
.'u:awn.s st, “‘broken
up' unblended for
a gcntly tousled texture,
Bangs are left very
long, or snipped very
short, either s.nfﬂy
pinted or hlun
geometric. always
pushed or I'lu,ku.i for-
ward, toward the face.
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Most Hair Stylists follow Fashion...

Few Create Fashion.

" 485-2005

“in the 5th Street
Public Market"

Monday, September 23, 1985



