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Course Learning Outcome: -
* Understand the Fundamental Concept of Retail Management.
* Understand the Shopper’s behavior
* Understand Visual Merchandising,
! ¢ Understand E-Retailing system.

* Understand E- Payment system

Particular / faavuy

Unit | "_-'T-Fundam_entals of Retail Mzinagemenl | | _ —|
1. Basic Concept of Retailing, Types of Retailer, Multi-Channel retaility organized retaility

' Organised Retailing in India, Retail Market Strategy. Retail Format and target market. |

- Growth strategies, Pricing Strategy, Consumer behaviour .Determinants of Consumer

' behaviors, Consumer Marketing strategy. consumer decision making process. Organisation

consumer Behaviours, Post purchase behaviour.

2. Service Retailing- Importance of Service retailing and its Challenges. Consumer
| Behaviour in Services Zone of Tolerance, Service Perception and Expectation, Service
| | strategy, Service triangle, marketing mix, Marketing Segmeniarion.
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Unit 11 ' Merchandise Management ,
' I Merchandising Philosophy, Merchandising plans, Merchandise budget, financial l

inventory control, Pricing Strategy. i
2. Basics of visual Merchandising, Retail Store site and design. Store layout, Image mix, "
Store Exterior and Interior, Color Blocking, Signage and Understanding Material ‘
§)| Planograms, Window Display.
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| E-Retailing

Introduction: The concepts of E-Commerce, E Business and E-marketing, Evolution of E-
Commerce, E-Commerce Vs Traditional Commerce, Network infrastructure for E-
- Commerce. Internet, Extranet., E-Commerce applications:  Consumer Applications
Organisation Applications, Procurement — Online Marketing and Advertisement, Online
Interactive Reatiling, E-Commerce — Business Models: B2B, B2C, C2C. B2 Government,
Government to Government.

E- Marketing: Information based marketing, E-Marketing Mix, - Cost, Connectivity,
Convenience, Customer, interface, speed of delivery. Web retailing, Process of Website
development. E-Retailing / reverse marketing. Electronic Payment Systems, Introduction
to payment systems, On-line payment systems-Prepaid E — payment system, Post- paid E-
payment systems, E-Cash or Digital cash, E-Cheques, Credit Cards. Smart cards, Debit
cards.
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Practical

Product based Store Layout, Product Segmentation, Product Mix. Window Dwsqmg
(display) Analysis of Online Retailing (Product based)Indexing of Product based online
retailer, Payment App Procedure, Case studies, Practical Sessions by Industry Experts,
Covering all aspects of Retailing.

Practical
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'__P_lz)‘_j_eil_;’_Field Trip:- Visit to Branded Retail Store

Text Books, Reference Books, other resourses

l K.V.C madaan, Fundamental of retailing, Tata Mc Graw Hill Education Pvt. Ltd. New Delhi.
2. Swapna Pradhan Retail Management, Tata Mc Graw Hill Educatlon Pvt. Ltd. New Delhi,
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Suggested Continuous Evaluation Methods:

Maximum Marks: 100

Continuous Comprehensive Evaluation 30 marks (CCE): Term End Exam Theory 70 marks

70

Time : 03:00 Hrs.

Internal  Assessment There shall be 4 class tests of 10 marks each, | 10+10+10= 30
Continuous  Comprehensive | out of which the 3 best scores are to be taken

Evaluation (CCE); 30 | into account.

Marks

External Assessment: | Section (A) 10 Marks

Term End Exam (Theory)

(a) Objective questions — 5
(b) Very Short Answer type question — 5
(word limit 50 words)

Section (B) 24 Marks:

Short Answers Type Questions | question
from each unit (word limit — 250 words) 4 to
be attempted out of 7 given questions

Section (C) 36 Marks:

Long answer type questions (word limit 500
words) 4 to be attempted out of 7 given
questions

10 question 01 marks each - 10

4 question 06 marks each - 24

4 questions 09 marks each - 36

Total

70

Course CourseType | Credits Allocated Distribution of Distribution of Tutorial
(Credit) Theory marks Practical marks marks
Theory | Practical | Tutorial | Internal | External | Internal | External
CCE (Year (Year
End End
Exam) Practical
Exam)
DSE/SEC | Type 1 4 0 NA 30 70 NA NA NA
(Vocational
Course)(4)
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