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Course Description

“Retailing” is the final stop on distribution path. It is a process by which products are sold to end consumers. And retailers are face value of the organization with an image of inventory, service quality, location, pricing policies. Merchandising is considered as “eyes and ears” of the organization. A merchant is a person who is responsible to put the right product, at right place on right time with right quantity and right price.

Format of the Course: 

Weekly readings with supplement lecture material.

Instructional Goals (or Course Objective) 

· Understanding of Retailing and Merchandise. Basic definitions.

· Supply chain new evolutions in international Markets. Supply chain is no more only “Logistics”.

· To develop the products as per need of customers

· Develop the products with alignments of organizational objectives as well.

· Minimize the risk factors with world renowned techniques.

· Study of successful retail merchandising organization

· Ideas in business development with career orientation while studying international and local trends.
Course (Student) Objectives 

Upon completion of the course, students will be able to:

· Understand the roles and types of retailer merchandisers
· Develop basic level of Business plans
· Assess the success and failures of a business in retail model
· Can Apply techniques in there practical life
· Internationally scenarios will help them to solve issues in Pakistani Market
Brief Course Content  

Part-I:
Introduction to the world of retailing
Session 1: Introduction of Retail Merchandising and Distribution
· Introduction of Retailing and Merchandising

· Reasons of Studying Retailing and its Importance

Learning Objectives
Participants will have briefing on retail management. Which will help them to understand the roll of a merchandiser in practical field. This knowledge will help them to make a good business plan and understand the nature of the business. So, they will be able to apply relative techniques over there.
Activity
· Distribution of Reading Material

· Announcement of Assighmnet-1

Session 2: Situation Analysis
· Value and Value Chain

· Goods and Services Retailers

· Objectives & Identification of Consumer needs and overall Strategy

Learning Objectives
Participants will have briefing on retail management. It will help them to understand the roll of a merchandiser in practical field. This knowledge will help them to make a good business plan and understand the nature of business. So, they will be able to apply relative techniques over there.

Activity

· Distribution of Reading Material

· Submission of Assighmnet-1 & Announcement of Assighmnet-2

Session 3: Retail Types


· Retail Institution by Ownership
· Retail Institution by store-based Strategy Mix
· Web and Non-Store Retailing
· Other Retailing Formats

Learning Objectives

New concept of retailing is non-store retailing. Participants will learns its methodology. New Era of customer is more of a non-store retailers. These sessions will help them to understand the customer behavior and changes in their customer choices trends.

Activity

· Outline Submission
· Submission of Assighmnet-2 & Announcement of Assighmnet-3
Session 4: Customer Buying Behavior

· Buying Process and Types of Buying Decisions
· Social factors influencing buying Behavior &Market Segmentation
Learning Objectives

In this session, participants will be able to how customers make decisions about prioritization of a retailer. What social and personal factors affect their buying decisions, and how retailers attract them?
Activity

· Submission of Assighmnet-3 & Announcement of Assighmnet-4

Part-II: Retailing Strategy

Session 5: Retail Location

· Importance of Location to a retailer
· Trading area analysis
· Characteristics of a trading area & Types of Locations
· Location and Site Evaluation
Learning Objectives
In these sessions, participants will be able to understand importance of choosing a location. They will examine three major factors in trading: area analysis: population and competition. And will also study, how many different types of locations are available to a retailer.
Activity

· Submission of Assighmnet-4 & Announcement of Case Study

Session 6: Trading a Customer and Gathering Information

· Information Flaws in a Retail Distribution Channel
· Avoiding Retail Strategies based on Inadequate Information
· Retail Information System & Marketing Research Process
Learning Objectives

In these sessions, participants will be able to understand, why it is so important for a retailer to properly identify, understand and appeal a customer. To examine consumer attitude towards shopping. They will also note some of environmental that also effect a customer’s shopping behavior.
Activity

· Discussion on Case Study
Session 7: Managing a retail Business
· Retail Organization and Human Resource Management
· Operational Management and Financial  and Operational Dimension
Learning Objectives

In these sessions, participants will be able to understand, how retailers make their business successful by looking in all angels of cash, its profits. And Selection of the media where to use that cash effectively

Session 8: Mid Term/Visit

Part-III: Merchandise Management
Session 9: Process of Merchandise Plan

· The Buying Organization
· Fashion Sales & Developing an Assortment Plan
· Setting Product and Inventory Level & Allocating Merchandise to Stores
Learning Objectives

Participants will be able to make a good merchandise plan with effective communication strategies. Very famous techniques used in fashion forecasting, will help them to understand pulse rate changing of sales trends. 
Activity

· Submission of Visit Report

Session 10: Managing a Financial Merchandise Plan
· Merchandising Software & Inventory Management

· Logistics & Inventory Evaluation

· Merchandise Forecasting and Budgeting

· Financial Inventory Control
Learning Objectives
Participants will learn major aspects of financial merchandise planning and management. They will learn cost and retail methods of accounting. They will study forecasting and merchandise process and alternate methods of inventory control.
Activity

· Discussion on Visit Report & Assement-2

Session 11: Buying Merchandise
· Developing Sourcing Private Label Merchandise
· Negotiating with Vendors
· Strategic Relationship & Legal and Ethical Issues for Buying Merchandise

Learning Objectives

Participant will be able to understand about material management. Sourcing and outsourcing. What a different techniques of vendor management and what legal and ethical issues limit you.
Session 12: Pricing and Retail Communication Mix
· Pricing Strategy & Considerations in retail Prices
· Setting Retail Prices & Markdowns

· Pricing Techniques for Increasing Sales and Profits

Learning Objectives

Without right price, complete retail model will be a failure. These sessions will help student to make to right price for customer and for organization as well. How Gross margin can be planned, and how effective price can help to attract the customer. In these sessions, participant will be plan it a good manner.

Activity

· Announcement of Assighment-5
Part IV-
Store Management

Session 13: Store Management & Controls in Retailing
· Store Management & Store Designs, and its elements
· Space Management
· Visual Merchandising
Learning Objectives

Participant will be able to learn, different techniques of presentation of the product in the store. Moreover, they will learn, that how worldwide different techniques are used to make a product more customer friendly and convenient. 
Activity

· Submission of Assighment-5 & Announcement of Assighment-6
· Announcement of Group Formation

Session 14: Retailing and Fashion Industry in Pakistan
· Discussion on Leading Retail Organization of Pakistan
· SWOT Analysis of these organization & Discussion on their Future
Learning Objectives

In Pakistan, what retail industry is doing and fashion merchandising is how much contributing in retailing. 
Activity

· Submission of Assighment-6

· Submission of Project Name

Session 15: Project Presentation
Learning Objectives

All participants are required to submit a document and present it in Groups. This will help them to presenting their documents to the stake holders of the information system development project

Recommended Book (s) & Text:

· Retail Management: A Strategic Business Approach 12TH Edition by Barry Berman (Author), Joel R. Evans (Author) 12th Edition
· Retail Management by Michael Levy and Barton Weitz 9th Edition
· Other books, book chapters, and papers will be made available during the semester.

ASSESSMENT METHODOLOGY
	Class Participation 
	15

	Assignments
	15

	Mid Term/ (Visit of a Retail Firm + Report Submission)
	15

	Team Project
	25

	Final Term Exam
	30

	Total
	100


CALENDAR OF ACTIVITIES

	Session
	Sub-Topic
	Date
	Readings 
	Activities

	1
	Introduction 

Definition of Retailing and Merchandising 
	10-2-2018
	Ch-1 by Levy
	Discussion



	2
	Situation Analysis
	17-2-2018
	Ch-3,4 Berman
	Assighment-1

	3
	Retail Types
	24-2-2018
	Ch-5,6 by Berman
	Assignment-2

	4
	Customer Buying Behavior
	3-3-2018
	Ch-4 by Levy
	Assighment-3

	5
	Site Selection, Retail Location, Trading Area
	10-3-2018
	Ch-9,10 by Berman
	Assighment-4
Case Study

	6
	Targeting Customer & Gathering Information
	17-3-2018
	Ch-8 by Berman
	Case Study Discussion

	7
	Managing A Retail Business
	24-3-2018
	Ch-11,12,13 by Berman
	No Activity

	8
	Mid Term/ Visit
	31-3-2018
	
	

	9
	Managing a Merchandise Plan & Its Process
	7-4-2018
	Ch-12 by Levy
	Submission Visit Report

	10
	Managing a Financial Merchandise Plan
	14-4-2018
	Ch-15,16 by Berman
	Assessment-1

	11
	Buying Merchandise
	21-4-2018
	Ch-13 by Levy
	Assessment-2

	12


	Pricing & Retail Promo Mix
	28-4-2018
	Ch-14 by Levy, Ch-19 by Berman
	Assighment-5

	13
	Managing Store & Store Layout

Design and Visual Merchandise

Customer Servis & Controlling
	5-5-2018
	Ch-16,17,18 by Levy
	Assighent-6
Submission of Project Name & Group

	14
	Project Presentation
	12-5-2018
	
	Presentation

	15
	Retailing in Pakistan

Fashion Industry in Retailing

Effects of International Events on Retailing + BI
	19-5-2018
	Discussion
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