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	Course Title

	RETAIL MANAGEMENT

	Course Code

	MB 851
	No. of Credits
	2

	Department

	Management Studies
	Faculty
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 Professor

	Pre-requisites
Course Code
	MB704-Marketing Management Concepts and Design
MB716-Marketing Management Planning and Control

	Course Teacher(s) E-mail
	Phone Office : +91431 2503707
            Hand : +9488058971
	vjs@nitt.edu

	Course Type
	
	Core 

	
	√
	Elective   -             

	
	
	Open Elective 

	
	
	Laboratory

	Course Learning Objectives
	The course is to help students succeed in their potential roles as executives of retail organizations and to encourage students to rural retail service organizations.

	Text Books
	1. Michael Levy, Barton A Weitz and Ajay Pandit, “Retailing Management” 6th edition, McGraw Hill publishing house, 2008.  
2.Swapna Pradhan, “Retail Merchandising”, McGraw Gill Publishing house, 2010

	Reference Books
	1. Barry Bermans and Joel Evans, “Retail Management – A Strategic Approach”, 8th edition, PHI   private limited, Newdelhi, 2002. 
2. A.J.Lamba, “The Art of Retailing”, 1st edition, Tata McGrawHill, New Delhi, 2003


















		COURSE TEACHING AND LEARNING ACTIVITIES

	Sl.No.
	Topic
	Class room exercises/ Assignments

	1. 
	Retailing-Introduction
	

	2. 
	Retailing- Definition ,Functions ,Types and Forms of retailing based on ownership
	

	3. 
	Retail theories – Wheel of Retailing – Retail life cycle
	

	4. 
	Retailing in India – Influencing factors, Present retail scenario
	

	5. 
	Retailing from the International perspective
	

	6. 
	Buying decision process
	

	7. 
	Customer shopping behavior Customer service
 satisfaction
	

	8. 
	Retail planning process
	

	9. 
	Preparing a complete business plan – implementation – risk analysis
	

	10. 
	Choice of Store location: Factors Market area analysis-Trade area analysis- Site evaluation
	

	11. 
	Retail Operations: Store Layout and visual merchandising – Store designing – space planning
	

	12. 
	Retail Operations: Inventory management – Merchandise Management – Category Management.
	

	13. 
	Retail marketing mix- Introduction
	

	14. 
	Decisions related to delivery of service
	

	15. 
	Pricing: Price sensitivity - Value pricing – Markdown pricing
	

	16. 
	Place: Supply channel – SCM principles – Retail logistics – computerized replenishment system – corporate replenishment policies
	

	17. 
	Promotion: promotional mix
	

	18. 
	Human Resource Management in Retailing
	

	19. 
	Information Technology in retailing
	

	20. 
	customer database management system
	

	21. 
	Legal aspects in retailing
	

	22. 
	Social issues in retailing. Ethical issues in retailing
	

	COURSE ASSESSMENT METHODS

	Sl. No.
	Mode of Assessment
	Week / Date
	Remarks
	% Weightage

	1. 
	Cycle test
	1.Completion of first 7 Topics

	Individual
	25

	2. 
	Case Study Presentation
	
	group
	10

	3. 
	Assignments-Both Soft and hard Copy& Presentation 
	
	individual
	15

	4. 
	Final Assessment - Examination Method 
	
	
	50

	Note: 
1. Attending all the assessments (Assessment 1 to 4) is MANDATORY for every student.
2. If any student is not able to attend cycle test due to genuine reason, student is permitted to appear for retest.
3. Every student is expected to score minimum 40% (i.e., 40 marks) to pass the course. Otherwise the student would be declared fail and ‘F’ grade will be awarded.
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