DISCIPLINE SPECIFIC ELECTIVE — MARKETING (DSE-1)

DSE 1: RETAIL MANAGEMENT

Credit distribution, Eligibility and Pre-requisites of the Course

Course title & Code Credit|Credit distribution of the  [Eligibility criteridPre-requisite of the
s EeSE course
Lecture [Tutorial |Practical/
Practice
Retail Management (DSE 1) |4 3 1 0 Class XII Basics of
marketing

Learning Objectives

e Understand the concept and characteristics of retailing, emerging trends, and the evolution of
the Indian retail industry.

e Examine store location selection and store planning, including trading area analysis, site
selection, store design and layout, and effective retail space management.

e Develop an understanding of retail marketing and merchandising, including retail marketing
mix, advertising and sales promotion, CRM, buying organization formats and processes,
merchandise planning, and pricing strategies.

e Acquire knowledge about the various elements/components of retail store operation, store
administration, inventory management, customer service, store maintenance, and store security.

Learning Outcomes

On successful completion of the course the learner will be able to:

e Describe the concept and characteristics of retailing and explain the emerging trends and
evolution of the Indian retail industry.

e Analyze the characteristics of trading areas and evaluate different types of store locations
based on the trading area analysis.

e Develop a retail marketing plan that includes the retail marketing mix, advertising and sales
promotion strategies, store positioning, and CRM strategies.

e Formulate pricing objectives, strategies, and types of pricing based on external factors
that impact a retail price strategy.

e Recognize and understand the operations-oriented policies, methods, and procedures used by
successful retailers in today’s global economy.

SYLLABUS OF DSE 1
Unit 1: Introduction to Retailing and Retail Formats (12 hours)
Introduction to Retailing: Definition, Characteristics, emerging trends in retailing, Evolution of



retailing in India, Factors behind the change of Indian retail industry. Retail Formats: Retail
institutions by ownership, Retail institutions by Store-Based Strategy Mix, Web, Non-store based,
and other forms of Non-traditional Retailing.

Unit 2: Choosing a Store Location and Store Planning (12 hours)
Choosing a Store Location: Trading-Area analysis, characteristics of trading areas, Site selection,
Types of locations, location and site evaluation. Store Planning: Design & Layout, Retail Image
Mix, effective retail space management, floor space management.

Unit 3: Retail Marketing (12 hours)
Retail Marketing: Retail Marketing Mix, Advertising & Sales Promotion, Store Positioning, CRM.
Retail Merchandising: Buying Organization Formats and Processes, Devising Merchandise Plans,
Shrinkage in retail merchandise management, Markup & Markdown in merchandise management.

Unit 4: Merchandise Pricing and Retail Operations (9 hours)
Merchandise Pricing: Concept of Merchandise Pricing, Pricing Objectives, External factors
affecting a retail price strategy, Pricing Strategies, Types of Pricing. Retail Operation:
Elements/Components of Retail Store Operation, Store Administration, Store Manager —
Responsibilities, Inventory Management, Customer Service, Management of Retail Outlet/Store,
Store Maintenance, Store Security.

Essential/recommended Readings (latest edition of readings to be used)
e Berman, B., & Evans, J. R. (2012). Retail management. Pearson Education.
e Vedamani, G. G. (2010). Retail management: Functional principles & practices. Jaico
Publishing House.

Suggested Readings (latest edition of readings to be used)
e Cullen, P., & Newman, A. (2014). Retailing: Environment & operations. Cengage Learning
EMEA.
e Bajaj, K., Tuli, G., & Srivastava, R. K. (2017). Retail management. Oxford University Press.

e Singh, H. (2017). Retail management. S. Chand Publishing.

Note: Examination scheme and mode shall be as prescribed by the Examination Branch,
University of Delhi, from time to time



