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Course Objectives:

To acquaint students with Retail Management Strategies.

To enable the learners with Factors Influencing Retail Shopper and Changing Trends.
To understand the Importance of Customer Service to build Loyal Customers.

To acquaint students to Retail Growth Strategies and Retail Logistics Management.

Expected Course Outcome:
® Explain and Strategize Retail Major Decisions pertaining to Marketing Mix.
® Describe the buying behaviour of retail consumers and examine the changing trends among them.
e Differentiate between standardization and customization of customer service.
® Discuss retail strategies and their implementation process.

Student Learning Outcome:
e Explain and Strategize Retail Major Decisions pertaining to Marketing Mix.
o Describe the buying behaviour of retail consumers and examine the changing trends among them.
e Differentiate between standardization and customization of customer service.
e Discuss retail strategies and their implementation process.
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