
Bookstore Advisory Council 

October 22, 2018 2:00 p.m. 

Business Services, Conference Room (Bldg. 8, Room 1106) 

 

Members Present: Jennifer Spaulding-Givens (Chair), Jen Jones-Murray (A&P 
Representatives), Sherri Charles (USPS Association), Sonia Vargas (Student Government 
Representative), Michael Hurley (Student Government Representative), Chiu Choi (Faculty 
Association) 

Others Present: Tully Burnett (Business Services), Matthew Davidson (Bookstore Manager), 
Kirsten Golonek (Bookstore-Textbook Manager), Shane Borden (Business Services),  

The meeting was called to order at 2:00 p.m. by Jennifer Spaulding-Givens (Chair) 

1. Approval to Audio Record Meeting 
Jennifer informed the attendees that the meeting would be recorded to assist with 
minutes. No objections. 
 

2. Approval of minutes from October 22, 2018, Meeting 
Motion to approve minutes as written by and seconded by committee members. The 
motion to approve the minutes passed unanimously with no discussion. 
 

3. Operational Report  

New items – Women’s apparel is increasing, and there are now more assortments. The 
new Winter line includes sweatpants, shirts, hats, and jackets.  

Sales- For overall clothing sales, the Bookstore is up 6.5 percent, compared to last year. 
Sales for women and children’s clothing is down. Gift sales rose .3 percent. Overall, the 
Follett Bookstore is down $97,000, but $86,000 is Graduation, which was placed in a 
different matrix. So the Bookstore is just down slightly, percentage-wise, as compared to 
last year’s sales. 

Course Material Sales – Used text sales are down slightly (7 percent), and as the industry 
changes electronically, sales have declined. New text sales have also declined from last 
year (10 percent).  Text custom publishing, where the professors provide their own 
material and submit to the Bookstore for printing, is up 77 percent. Also, Brightway 
digital format (electronic pdf copy) sales are up 66 percent. This is a way that the Follett 
Bookstore offers cheaper material to the students. Students may be able to access material 
normally priced at $100 for approximately $30, so more students are taking this route. 
Professors are now choosing to not only use digital components but also access codes.  



Digital Sales – Approximately one-third of Bookstore sales are done through the E-
Follett website. These sales are ever-increasing (up 10 percent from last year). 

Top selling items –  First Expressions, the book used for the basic English course, was 
the top selling item for the Fall, 2018. 1230 were sold. Also, clickers are still a popular 
item, although sales are down slightly. More students are now using a smartphone with 
the app instead of the actual clicker.  

Supplies –  The 99-cent notebook is the top-selling item. Also, 5-star portfolios, blue 
books, binders, and pens are the next four top-selling supply items. 

Men’s Clothing -  Sweatshirts, the crew shirts, t-shirts, Polo shirts, and colored Sports 
team shirts were the top-selling items. 

Women’s Clothing – UNF Mom shirts, Champion Alumni shirts, Polo shirts, and the 
regular Champion V-neck shirts were the top-selling items. 

Accessories – The Nike hat has been the top seller for several terms now, followed by the 
UNF Academic Logo shirt, and then the Academic Bird shirt. 

Gifts – UNF Dad shirts, pennants, key chains, and license plate frames were the top-
selling items. 

Computers – Douglas Stewart earbuds, ink, charge cables, and Apple iPods were the top-
selling items. 

Upcoming Promotions – Parent Weekend Sale was held October 26 – 28, and there are 
no plans for any other sales until late November. A notice will be placed in the Osprey 
Update and signs around the store. There will also be a “Star Wars Reads” promotion in 
November. 

 
4. Bookstore Updates 

Adoption compliance Fall, 2018 – The goal of 95 percent was met for the Fall, 2018.  

Current adoption numbers for Spring, 2019 – Currently, adoption numbers are at 29 
percent for the Spring, 2019, as compared to 18 percent a year ago.  

Renovations Update – Tully Burnett mentioned that the $800,000 project for renovating 
the Follett Bookstore was complete in the Spring. It looks a lot different now. Follett 
management has experienced many positive reviews about the new look. 

 

 



5. Emerging/Other Issues 
 

Jennifer Spaulding-Givens stated that the committee needs to identify a Vice-Chair. 
There have been no nominations so far. 

 
Question from Michael Hurley (SG Representative): What procedures are followed when 
a customer returns a rental? Does the Bookstore document whether it was mishandled in 
any way? Bookstore Manager Matthew Davidson answered, “The procedure is when a 
student rents an item, they have to sign a contract that they agree to bring the item back. 
At that time a due-date sticker is placed on a book. The student will get 3 or 4 email 
reminders throughout the semester. When the rental is brought back to our store by the 
due date, it is checked in to our system and placed back into inventory. The customer is 
now relieved of the contract. If the rental does not come back within 4 days of the due 
date, the credit card on file is attempted to be charged. If the credit card on file for 
collateral is unable to be charged, then 2 or 3 attempts are made to charge the card. We 
also try reaching out to the returner in those 3 days in an attempt to finalize collection. As 
far as checking the item for being mishandled, the Bookstore demonstrates check-in 
standards used for each return. The item must be in a re-sellable condition, and if it is, 
then it can be checked in. If it is damaged, for example, with water then it cannot be 
accepted. 
 
Question from Jen Jones Murray: What are the sales goals for the Bookstore for the next 
fiscal year? Follett Manager Matthew Davidson answered, “Follett is focusing not 
necessarily on sales because sales are dropping with the more inexpensive price 
of textbooks. Hence, we can’t extremely focus apples to apples, but more on margins. 
Digital books allow a more significant margin because you’re really not purchasing 
anything in particular. The cost is so much lower and a significant saving to 
the student. Jones Murray replied. "One of the primary fund-raising goals of 
the library is to help create textbook affordability, so there just may be another 
collaboration opportunity there with Follett." Tully Burnett added, Follett is a private 
company. They have company goals, but from the UNF perspective, 
what we’re trying to do with the Bookstore contract is to drive down the cost of course 
materials. We have negotiated margins with Follett so they can’t just charge what they 
want to for books.  We are currently working on a project to use as a pilot for the Spring 
called Include Ed. If a professor has adopted an access code for a class, and a student 
registers for that class, they will receive an email requesting them to opt-in. This program 
is for students to be able to acquire the access code for a less expensive cost. Plus, allow 
students to get the course material before the class begins. 
 
 



 
6. Future Meeting(s) 

The committee agreed to meet March 2019. 


