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	1. Title of subject


	Retail Management

	2. Subject code


	BMK2124

	3. Status of subject


	Major 

	4. Stage


	Degree

	5. Version


	Date of Previous Version : Jan 2005

Date of Current Version : Oct 2005



	6. Credit hour

LAN Credit Hour Equivalent


	3



	
	3 



	7. Pre-Requisite


	BMK1014 Principles of Marketing



	8. Teaching Staff  
	Pn. Nurazlin binti Mohd Fauzi;BA (Ottawa), MBA (UITM)

	9. Semester


	Second (Gamma) Year, Trimester 1

	10. Objective of Subject


	· To describe and illustrate the different types of strategies retailers use

· To outline the factors that should be considered in picking a strategy

· To discuss retailing strategic principles as the need to develop a sustainable competitive advantage 



	11. Learning Outcome of Subject


	At the completion of the subject, students should be able to:

· Explain the background information about retail customers and competitors nature of retails environments

· Apply the strategic decisions in the retailing such as financial strategy, location strategy and human resource strategy.

· Identify the tactical decisions concerning merchandise and store management

· Develop and implement an effective retail strategy



	
	Programme Outcomes
	% of Contribution

	
	· Acquisition of technical  competence in the specialized areas of Marketing Management
	40

	
	· Understanding and commitment to professional and ethical responsibilities
	15

	
	· Ability to work independently as well as with others in a team
	15

	
	· Ability to be a multi-skilled marketing executives with good business knowledge, decision making, interpersonal, leadership and entrepreneurship skills
	30

	12. Assessment Scheme


	Tutorial / Assignment
	· Group assignment 

· Focus on group discussion and team work

· To enhance understanding of basic concepts in lecture


	10%



	
	Project 
	· Individual/ Group based
	10%

	
	Test / Quiz
	· Written exam


	10%

	
	Mid term exam
	· Written exam
	20%

	
	Final Exam
	· Written exam
	50%



	13. Details of subject


	Topics Covered
	Hours

	
	Introduction  

What Is a Retailer? Retailing’s role in Distribution Channels, Functions Performed by Retailers, Organization of the Distribution Channel, Economic Significance of Retailing, Retail Sales, Opportunities in Retailing ,Retail Management Decision-Making Process, Understanding the World of Retailing and Retailing Strategy


	4

	
	Store-Based Retailing  

Types of Retailers, Nature of Retail Mix, Services Retailing, Types of Services, Retailers, Differences between Services and Merchandise Retailers, Types of Ownership, Independent, Single-Store Establishments, Corporate Retail Chains, Franchising, Other Forms of Ownership.


	8

	
	Retailing Strategy  

Retail Market Strategy, Financial Strategy, Retail Locations, Types of Retail Locations, Central Business Districts (Lecture: CBDs), Shopping Centers, Strip Shopping Centers, Shopping Malls, Other Retail Location Opportunities, Location and Retail Strategy, Site Evaluation, Accessibility, Locational Advantages within a Center Terms of Occupancy, Legal Considerations.


	8

	
	Merchandise Management  

Planning Merchandise Assortments, Organizing the Buying Process by Categories, Category Management, The Buying Organization, Setting Merchandise Financial Objectives, Measuring Inventory Turnover, Sales Forecasting, The Assortment Planning Process, Merchandise Budget Plan, The Inventory Management Report, Allocating Merchandise to Stores, Analyzing Merchandise Performance, ABC Analysis Sell-through Analysis, Multiple-Attribute Method, Buying Merchandise, Branding Strategies, Manufacturer Brands, Private-Label Brands, International Sourcing Decisions, Costs Associated with Global Sourcing Decisions, Managerial Issues Associated with Global Sourcing Decisions, Meeting Vendors, Wholesale Market Centers, Trade Shows, Buying on Their Own Turf, Resident Buying Offices, Establishing and Maintaining Strategic Partnerships with Vendors, Establishing Strategic Partnerships, Maintaining Strategic Partnerships, Ethical and Legal Issues in Purchasing Merchandise and Pricing Strategies and Practices, 


	7

	
	Store Management and Operations  

Store Management Responsibilities, Recruiting and Selecting Store Employees, Job Analysis &Job Description, Locating Prospective Employees, Training Store Employees, Motivating and Managing Store Employees, 517 , Leadership Evaluating Store Employees and Providing Feedback, Compensating and Rewarding Employees, Legal and Ethical Issues in Managing Store Employees, Hiring, Promotion & Selection Issues, Controlling Costs, Labor Scheduling, Store Maintenance, Energy Management and Reducing Inventory Losses


	8

	
	Store Layout, Design, and Visual Merchandising  

Store Layout, Types of Design, Types of Display Area , Flexibility of Store Design, Recognizing the Needs of the Disabled, Space Planning, Location of Departments, Location of Merchandise within Departments: The Use of Planograms, Evaluating Space Productivity, Merchandise Presentation Techniques, Idea-Oriented Presentation, Style-Item Presentation, Color Presentation, Price Lining, Vertical Merchandising, Tonnage Merchandising, Frontal Presentation, Fixtures, Atmospherics, and Visual Communications


	7

	14. Teaching and Learning Activity
	This subject will be delivered using the following means:
· Lecture Hours = 42 

              Total Contact Hours = 42



	15. Laboratory


	Not Applicable 

	16. Reading Material


	Text 


	Michael Levy, Barton A. Weitz, Retailing Management, Latest Edition.  McGraw Hill, USA.

	
	References


	· Lewinson, Dale, Retailing, Latest Ed. Prentice Hall, New Jersey

· Barry Berman and Joel R. Evans, Retail Management: A Strategic Approach, Latest Ed., McGraw-Hill.
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