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	1. Title of subject


	Retail Business Management

	2. Subject code


	BRB2054

	3. Status of subject


	Major

	4. Stage


	Degree

	5. Version


	Date of Previous Version : May 2000

Date of Current Version : Jan 2005



	6. Credit hour

LAN Credit Hour Equivalent


	3

	
	3

	7. Pre-Requisite


	BFB1014 Fundamentals of Business

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

	9. Semester


	Second Year (Gamma), Trimester 3

	10. Objective of Subject


	· To provide students with the principles and practices of retailing business and exploring the broad-ranged changes of the current and future of retailing business

· To explain the different methods used for the study and practice of retailing and to understand the inter-relationship of the various activities that retailers face daily 

· To familiarise students with the decisions involved in running a retail firm and the concepts and principles for making those decisions.



	11. Learning Outcome of Subject


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

· Develop a good concept of new retailing business 

· Assess the possible factors that could influence the current and future of retailing operating environment 

· Generate and plan the decisions involved in running a retail firm such as retail operations, retail administration and market selection and location analysis. 

·  Evaluate and construct the retail strategic planning as a need to sustain in competitive advantage




	
	Programme Outcomes
	% of Contribution

	
	· Capability to communicate effectively
	20

	
	· Acquisition of technical competence in specialised areas of entrepreneurship


	50

	
	· Understanding and commitment to professional and ethical responsibilities


	10

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


	10

	
	· Ability to be multi skilled entrepreneur with good business knowledge, decision making, interpersonal, leadership and other business related skills


	10



	12. Assessment Scheme


	Tutorial / Assignment
	· Group assignment 

· Focus group discussions

· To enhance understanding of basic concepts in lecture


	30%



	
	Mid-Term                       


	· Written exam


	20%

	
	Final Exam
	· Written exam
	50%



	13. Details of subject


	Topics Covered
	Hours

	1.
	Introduction to retailing 

The nature of retailing. Careers. Franchising. Consumer Behavior.


	8

	2.
	Organization, management, and operational functions 

Store organization. Human resources management. Store location and layout. Merchandise handling. Loss prevention.


	10

	3.
	Buying and merchandising concepts 

The buying function. Resident buying offices and other market consultants. Merchandise pricing.


	8

	4.
	Building and maintaining the retail clientele 

Advertising and promotion. Visual merchandising. Direct retailing.


	8

	5.
	Retail information systems, functions and controls 

Personal selling. Accounting procedures and operational controls. Credit and customer services. Research.


	8

	
	Total Contact Hours
	42

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

              Total Contact Hours = 42



	15. Laboratory


	Nil

	16. Reading Material


	Text 


	Dunne & Lusch. (2004) Retailing, 5th Edition, Thomson Learning.
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