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Work load: 3 hours lecture and 2 hours tutorial per week: total 4 credits 

 
Course Outcomes: 

1. Helps the students develop analytical skills to identify retail business opportunities and 

conditions for access to potentialmarkets. 

 

Unit-1: Introduction to Retail: Retail in India - Retail models and theories of retail 

development – Types of Retailers-Ethical & Security Issues in Retail - Retailing in other 

countries- opportunity in Retailing - multichannel retailing. 

 

Unit-2: Strategic Retail Planning: Strategic Retail Planning Process - Understanding the 

Retail Customer-Delivery value through retail formats - Role of Customer services and 

Relationship Marketing in Retail-Retail franchising-Retail location & Site decision - Retail 

buying-Retail Market Segmentation. 
 

Unit-3: Retail Marketing: Product Merchandise - Pricing decisions in retailing - Promotion 

& Communication Mix in Retail - Multi-channel retailing, Managing Retail services- 

Merchandise management process overview - considerations in setting up retail prices - Store 

design objectives. 

 

Unit-4: Retail Operations: Supply chain management & vendor relation‟s role in Retail- 

Management of Human Resources - Financial Management Issues in Retail - The strategic 

profit model - the profit path - Store operations - size & place allocation - Store Maintenance, 

Inventory Management -FDI in Retailing. 

 

Unit-5: Retail Structure- Enterprise Density- Market Concentration- Product Sector- 

Innovation Employment Structure- Merging Structure - Global Structure- Developing 

markets – Stages in development of International Operations - Export- Management 

Contracts- Franchising – Acquisition and Mergers – Organic Growth- Choice of Market 

Entry- Domestic Market- Retail Operations - Non Domestic market.- Retail Positioning and 

Brand Image - Measurement of Store Image – Open ended Techniques - Attitude Scaling 

Techniques - Multi Attribute model – Multi dimensional Scaling - Conjoint analysis. 

 

Unit-6: - Legal & compliances for a Retail Store Legal & compliances: License-Contracts 

& Recovery - Legal Process - PF/ESIC & Exemptions Food & Restaurants - PPF-IR – Law- 

Shops & establishments - IPR Patents - Copyright & Trademarks- Inclusion of Service Mark 

- Procedure and Duration of Registration - Collective Mark - Certification Mark - Procedural 



Compliance for Establishing an Retail Store - Customer Rights - Consumer Protection Acts - 

Unfair Trade Practices –Procedures applicable for a Retail Store. 
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