
1|Page BachelorinVocation(B.Voc)

SAVITRIBAIPHULEPUNEUNIVERSITY

CURRICULUM
FOR

B.Voc.
(BachelorinVocation)

in

RetailManagement

CreditBasedSemesterandGrading
System witheffectfrom the
AcademicYear2020‐2021



2|Page BachelorinVocation(B.Voc)

Syllabus

ChoiceBasedCreditSystem (CBCS)2020-2021
B.Voc(BachelorinVocation)inRetailManagement

Year/Semester NSQF
Certification

Vocational
Qualification

Title
Programme

FirstYear
(SemesterI)

(6Subjects+OJT)

5

Certification
Course

Duration–6
months

Certification
Coursein

Retail
Management

FirstYear
(SemesterII)

(12Subjects+2
OJT/Desk
Research)

Diploma

Duration–1
Year

Diplomain
Retail

Management

SecondYear
(SemesterIII&IV)

(24Subjects+4
OJT/Desk
Research)

6

Advanced
Diploma

Duration–2
Year

Advanced
Diplomain

Retail
Management

ThirdYear
(SemesterIII&IV)

(36Subjects+6
OJT/Desk
Research)

7

B.VocDegree

Duration–3
Year

B.VocDegreein
Retail

Management

Note:Asdescribedintheabovetable,theCertificationcourse,Diploma,Advanced
Diploma&B.VocDegreewouldhavethesamenumberofsubjects&syllabus.
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1.Title:

ThedegreeshallbetitledasB.Voc.(RetailManagement)undertheFacultyof
ManagementunderSavitribaiPhulePuneUniversityw.e.f.theacademicyear2020-
2021.PartIIw.e.f.2021-2022and.PartIIIw.e.f.2022-2023.

2.Objectives:

i.To provide adequate basic understanding aboutRetailManagementand
specificskillsetsamongthecandidates.

ii.Totrainthecandidatesincommunicationskillseffectively.
iii.Topreparecandidateswithspeciallabsinspecificcoursesandwithsuitable

trainingfrom Industry
iv.Togivecandidateshandsontrainingwithprojectstomakethem Industryready.

v.TodevelopappropriateVocationalemployabilityskillsinthecandidatessoasto
makethem competentandgetorprovidethemselvesself-employment.

3. Duration:

TheCourseshallbeafulltimecourseandthedurationofthecourseshallbeof
threeyears(SixSemesters).

4. Eligibility:

(i)A candidateforbeing eligibleforadmissionto theDegreecourseinRetail
Managementshallhavepassed 12th Std.Examination (H.S.C.10+2)from any
stream withEnglishaspassingsubjectandhassecured45%marksat12thStd.
(ii)MCVC
(iii)AnyEntrancetestspecifiedbythestatutorybody.

5. Medium ofInstruction:

Medium ofinstructionshallbeinEnglishonly.

6. SchemeofExamination:

TheRetailManagementExaminationwillbe180creditcoursedividedinto3partsas
perdetailsgivenbelow:
(i)PartI(Sem I,II)Aggregate60credits
(ii)PartII(Sem III,IV)Aggregate60credits
(iii)PartIII(Sem V,VI)Aggregate60credits

TherewillbewrittenExaminationof60marksof2hrsand30Minutesdurationfor
everyGenericcourseattheendofeachSemester.Theconcurrentevaluationwill
carry40marksduringeachcourse.
FortheCourseinIndustrialExposure(SemesterV),theprojectworkshouldbe
undertakenwhere,therewillbevivavoceexaminationandWrittenReportwhichwill
constitute200marksinTotalthatwillbebifurcatedas100marksinternaland100
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marksofexternalevaluation.

7.Backlog:

Thecandidatewillbeallowedtocarryanynumberofbacklogofcoursesprescribed
forPartI,II.Howeveracandidateshallnotbeadmittedto PartIIIExamination
(SemesterV)unlesshehaspassedinallcoursesatPartI.

8.StandardofPassingandAwardofClass:

Inordertopassexaminationacandidatehastoobtain40% marksoutof100for
eachcourseWherethecourseconsistsofconcurrentevaluation&SemesterEnd
Examination,Thecandidateshallobtainminimum of40%marks(i.e.16outof40or
40outof100forProject&TrainingPrograms)intheconcurrentevaluationand40%
marksinSemesterEndExamination(i.e.24Outof60)separately,topassthecourse
andminimum ofGradeEineachprojectwhereverapplicabletopassaparticular
semester.

ForVocationalCoursesconductedbyoutsideagenciespassingstandardsdecided
bytheexam conductingauthoritiesshallbeapplicable.
A candidatewillbesaidtohavepassedthecourseifthecandidatepassesthe
concurrentevaluation&SemesterEndExaminationtogether.

9.PerformanceGrading

Theperformancegradingshallbebasedontheaggregateperformanceof
concurrentevaluationandSemesterEndExamination.

10.StandardofPassing:

EverycandidatemustsecureatleastGradeEinConcurrentEvaluationandUniversity
Examination(asapplicable)asseparateheadsofpassingforeachcourse.

11.DegreeRequirements:

a) EarnedCredits:

AcandidatewhohassuccessfullycompletedalltheGenericcoursesand
accumulated,throughskillcourses,notlessthanminimum numberof
Creditsprescribed shallbeeligibleto receivetheDegree.Thedegree
requirementsfortheprogram iscompletionof100earnedcredits.

b) FinalGradePointRequirement:

AcandidatemustobtaintheFinalGradePointofaminimum of50%tobe
eligibleforawardofthedegree.
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Markingschemeon10PointScaleSystem
ConversionTableforsubjectwiseMarksobtainedoutofHundredand

Grades

Table1:MarkstoGradeandGradePointConversionforeachpaper

(Under10PointScaleSystem)

MarksRange
Outof100

GradeandGrade
Description

Grade
Point

80-100 O:Outstanding 10

70-79 A+:Excellent 9
60-69 A:VeryGood 8
55-59 B+Good 7
50-54 B:AboveAverage 6
45-49 C:Average 5
40-44 P:Pass 4

0-39/Absent F:Fail 0

Table2:ForFinalCumulativeGradePointAverage(CGPA)andFinalGradefor
Course

CGPARange FinalGrade

09.50-10.00 O

08.50-09.49 A+
07.50-08.49 A

06.50-07.49 B+

05.50-06.49 B

04.25-05.49 C

04.00-04.24 P

00.00-03.99 F

FormulaforWeighted%,SGPA&CGPA

1.Weighted%(WP)=
∑

n

i=1
Ci*Pi

∑n
i=1Ci

2.SGPA=
∑k

i=1
Ci*GPi

∑n
i=1Ci
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3.CGPA=
∑

n

i=1
Ci*GP

k

∑n
i=1Ci

Where,

Ci:Numberofcreditsoftheithpaper n:Totalnumberofpapers

Pi:Marksobtained(outof100)intheithpaper GPi:Gradepoint

earnedintheithpaper

k:Numberofpapersinthesemester. GPk:Gradepoints

earnedintheforall

semester

Thedescriptionofthefinalgradesshallbeasfollows:

O:Outstanding(ExcellentAnalysisofthetopic-75%andabove)
Accurate knowledgeofthe primarymaterial,widerangeofreading,logical
developmentofideasoriginalityinapproachingthesubject.Neatandsystematic
organizationofcontent,elegantandlucidstyle.

A:VeryGood(ExcellentAnalysisofthetopic-65to74%)
Accurate knowledge of the primary material,acquaintance with seminal
publications,logicaldevelopmentofideas.Neatandsystematicorganizationof
content,effectiveandclearexpression.

B:Good(GoodAnalysisandtreatmentofthetopic-55to64%)
Basicknowledgeoftheprimarymaterial,logicaldevelopmentofideas.Neatand
systematicorganizationofcontent,effectiveandclearexpression.

C:Average(Someimportantpointscovered–50to54%)
Basicknowledgeoftheprimarymaterial,logicaldevelopmentofideas.Neatand
systematicorganizationofcontent,goodlanguageorclearexpression.

D:Satisfactory(Somepointsdiscussed–45to49%)
Basic knowledge ofthe primary material,some organization ofcontent,
acceptablelanguageorexpression.

P:Pass(Anytwooftheabove–40to44%)

F:Fail(Noneoftheabove–0to39%)

Theperformanceofacandidatewillbeevaluatedintermsoftwoindices,viz.

a) SemesterGradePointAverage(SGPA)whichistheGradePointAveragefora
semester

b) CumulativeGradePointAverage(CGPA)whichistheGradePointAverageforall
thecompletedsemestersatanypointintime.
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SemesterGradePointAverage(SGPA):Attheendofeachsemester,SGPAis
calculatedastheweightedaverageofGPIofallcoursesinthecurrentsemesterin
whichthecandidatehaspassed,theweightsbeingthecreditvaluesofrespective
courses.

SGPA=GradePointsdividedbythesummationofCreditsofallCourses.
∑{Ci*GPI}

SGPA=----------------------forasemester.
∑Ci

WhereGPIistheGradeandCiscreditfortherespectiveCourse.

CumulativeGradePointAverage(CGPA):CumulativeGradePointAverage(CGPA)
isthegradepointaverageforallcompletedsemesters.CGPAiscalculatedasthe
weightedaverageofallGPIofallcoursesinwhichthecandidatehaspassedupto
thecurrentsemester.

CumulativeGradePointAverage(CGPA)fortheEntireCourse
∑{Ci*GPI}

CGPA=---------------------- forallsemesterstakentogether.
∑Ci

WhereGPIistheGradeandCiscreditfortherespectiveCourse.

Note:IfacandidatesecuresFgradeineitherorbothofConcurrentEvaluationor
UniversityEvaluationforaparticularcoursehis/hercreditsearnedforthatcourse
shallbeZERO.

Attendance:Thecandidatemustmeettherequirementof75% attendanceper
semesterpercourseforgrantoftheterm.TheDirectorshallhavetherightto
withholdthecandidatefrom appearingforexaminationofaspecificcourseifthe
aboverequirementisnotfulfilled.

Sincetheemphasisisoncontinuouslearningandconcurrentevaluation,itis
expectedthatthecandidatesstudyall-roundthesemester.Therefore,thereshall
notbeanypreparatoryleavebeforetheUniversityexaminations.

ATKTRules:AcandidateshallearnthecreditsforagivencourseinMAXIMUM
FOUR ATTEMPTS.Ifacandidatedropsacourse(generic/skill)andoptsfor
anothercourseinlieuofthedroppedcoursetheattemptsutilizedforthedropped
courseshallbeincludedinthemaximum 4attemptsavailabletoearnthecredits
foracourse.Thefacilityofdroppingacourseandoptingforanewcourseinlieuof
thedroppedcourseshallbeavailedbythecandidateonlyonceduringthesefour
attemptsavailabletohim.

Maximum DurationforcompletionoftheProgram:Thecandidatesshallcomplete
theBFSIProgram WITHIN 4YEARSfrom thedateofadmission,byearningthe
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requisitecredits.Thecandidatewillbefinallydeclaredasfailedifshe\hedoesnot
passinallcreditswithinatotalperiodoffouryears.Afterthat,suchcandidateswill
havetoseekfreshadmissionaspertheadmissionrulesprevailingatthattime.

AwardofGradeCards:TheSavitribaiPhulePuneUniversityunderitssealshall
issuetothecandidateagradecardoncompletionofeachsemester.Thefinal
GradeCardissuedattheendofthefinalsemestershallcontainthedetailsofall
coursestakenduringtheentireprogram forobtainingthedegree.

FinalGrades:AftercalculatingtheSGPAforanindividualsemesterandtheCGPA
forentireprogram,thevalueshallbematchedwiththegradeintheFinalGrade
PointsTable(asperTableII)andexpressedasasingledesignatedGRADEsuchas
O,A,B,C,D,E,F.

TableII:FinalGradePoints
Sr.No. CGPARange FinalGrade

1 09.50-10.00 O
2 08.50-09.49 A+
3 07.50-08.49 A
4 06.50-07.49 B+
5 05.50-06.49 B
6 04.25-05.49 C
7 04.00-04.24 P
8 0.00 -03.99 F

AcandidatewhosecuresgradeP oraboveinacourseissaidtohavecompleted
/earned thecreditsassigned to thecourse.A candidatewho completed the
minimum credits required forthe B.Voc program shallbe declared to have
completedtheprogram.

NOTE:
TheGradeCardforthefinalsemestershallindicatethefollowing,amongstother
details:
a) Gradesforconcurrentevaluation(outof40andUniversityevaluation(outof

60),separately,forallcoursesofferedbythecandidateduringtheentire
program alongwiththegradeforthetotalscore.

b) SGPAforeachsemester.
c) CGPAforfinalsemester.
d) TotalMarksScoredoutofMaximum Marksfortheentireprogram,with

break-upofMarksScoredinConcurrentEvaluationandUniversityEvaluation
(SemesterWise).

e) MarksscoredshallnotberecordedontheGradeCardforintermediate
semesters.

f) Thegradecardshallalsoshow the10pointscaleandtheformulato
convertGPI,SGPA,and/orCGPAtopercentmarks.

g) ThefinalGPAshallnotbeprintedunlessthecandidateearnstheminimum
180creditsrequiredforearningtheB.VocDegree.

h) BGradeisequivalenttoatleast55%marks.
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i) IftheGPAishigherthantheindicatedupperlimitinthethreedecimaldigit,
thenthecandidatemaybeawardedhigherfinalgradee.g.acandidate
gettingaGPAof7.492maybeawardedgradeA.Thegradecardshallalso
provide,onthereverse,the10-pointscaleandtheformulatoconvertGPI,
SGPA,and/orCGPAtopercentmarks.

GradeImprovement:

A CandidatewhohassecuredanygradeotherthanF(i.e.passedtheBVoc
program)anddesirestoavailtheGradeImprovementfacility,mayapplyunder
GradeImprovementSchemewithinfiveyearsfrom passingthatExamination.
He/shecanavailnotmorethanthreeattempts,accordingtothesyllabusin
existence,forgradeimprovement.He/sheshallappearforUniversityEvaluation
ofatleast1/3rdGenericCourses(exceptInternships)forthepurposeofGrade
Improvement.

ExternalCandidates:BVocbeingafulltimeprogramme,thereisnoprovisionof
externalcandidates.

Verification/Revaluation:Candidatescanavailtheverification/revaluation
facilityaspertheprevailingpolicy,guidelinesandnormsoftheSavitribaiPhule
PuneUniversity.ThereshallbeRevaluationoftheanswerscriptsofSemester-
End examination butnotofIndustrialExposure as perOrdinance ofthe
University
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TitleoftheProgramme‐B.Voc.in
RetailManagement

StructureoftheCourseandtheSchemeofExaminationwithCreditSystem

Year Semester Course Code TitleoftheCourse Component Concurrent External
Total

marks
Credits

 1 I 

Theory

101 BusinessCommunication Generic 40 60 100 3

102 BasicsofMarketing Generic 40 60 100 3

103 FundamentalofCustomerServices Generic 40 60 100 3

104 BasicsofRetailing Generic 40 60 100 3

 

Lab/Practical

105 ProjectWork Skill 50 - 50 1.5

106
ComputerPracticalI–(MSWordand
Excel)

Skill 50 - 50 1.5

 

OJT/
Certifications

/
Qualification

Packs

107

BusinessCorrespondent/Business
Facilitator(BSC/Q8401)

Or

MOOC(NPTEL/Swayam)

Skill (AnyOne) 200 200 15

1 II Sem Total 700 30
 

Course Code TitleoftheCourse Component Concurrent External
Total

marks
Credits

Theory
201

BusinessOrganisationand

Management
Generic 40 60 100 3

202 BusinessMaths&Statistics Generic 40 60 100 3
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203 RetailManagement Generic 40 60 100 3

204 EnvironmentalStudies Generic 40 60 100 3

 

Lab/Practical
205

ComputerPracticalII
(MSPowerPointandInternet) Skill 50 - 50 1.5

206 LabinRetailStoreOperations-I Skill 50 - 50 1.5

 

OJT/
Certifications

/
Qualification

Packs

207 OnJobTraining–RetailSector Skill 100 100 200 15

      Sem Total 700 30
 

2 III
Course Code TitleoftheCourse Component Concurrent External

Total
marks

Credits

Theory

301 BusinessEconomics Generic 40 60 100 3

302 HumanResourcesManagement Generic 40 60 100 3

303 SupplyChainManagement Generic 40 60 100 3

304 ConsumerBehaviour Generic 40 60 100 3

 

Lab/Practical

305
ResearchPaperWritingand
PresentationonRetailingSector

Skill 50 - 50 1.5

306
PracticalTraining-retailstore
Operations-II
(IncludingWarehouse)

Skill 50 - 50 1.5
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OJT/
Certifications

/
Qualification

Packs

307 DeskResearchinRetailingSector Skill (AnyOne) 200 200 15

    Sem Total 700 30

2

                 

IV

Course Code TitleoftheCourse Component Concurrent External
Total

marks
Credits

Theory

401
Personalityandsoftskill
Development

Generic 40 60 100 3

402 StoreLayoutandDesign Generic 40 60 100 3

403 Organisationalbehaviour Generic 40 60 100 3

404 ElementsofSalesmanship
 

Lab/Practical
405

ResearchPaperWritingand
Presentation(II)onRetailStore
Operations

Skill 50 - 50 1.5

406
ProjectworkonRetailConsumer
BuyingBehaviorandSatisfaction

Skill 50 - 50 1.5

   
OJT/

Certifications
/

Qualification
Packs

407 MOOC(NPTEL/Swayam) Skill 100 100 200 15

 
              Sem Total 700 30

 
3 V

Course Code TitleoftheCourse Component Concurrent External
Total

marks
Credits

Theory 501 Merchandisebuyingand Generic 40 60 100 3
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Planning

502 RetailOperations Generic 40 60 100 3

503 EntrepreneurshipDevelopment Generic 40 60 100 3

504
AdvertisingandBrand
Management

Generic 40 60 100 3

   

Lab/Practical
505

FundamentalsofVisual
Merchandising(VM)

Skill 50 - 50 1.5

506 SummerProject Skill 50 - 50 1.5

 
OJT/

Certifications
/

Qualification
Packs

507
MOOC/Swayam/NPTELcourseon
MarketingManagement

Skill 100 100 200 15

 

  Sem Total 700 30

 
3 VI

Course Code TitleoftheCourse Component Concurrent External
Total

marks
Credits

Theory

601 StrategicManagement Generic 40 60 100 3

602 BusinessEthics Generic 40 60 100 3

603 ResearchMethodology Generic 40 60 100 3

604
CustomerRelationshipManagement
inRetail

 
Lab/Practical 604 LabinRetailSellingSkills Skill 40 60 100 1.5
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605 DeskResearch Skill 40 60 100 1.5

 
OJT/

Certifications
/

Qualification
Packs

607 MOOC(NPTEL/Swayam) Skill 50 150 200 15

 

  Sem Total 700 30

 

GrandTotal 4200 180
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SemesterI

Syllabus

BusinessCommunication

Semester I

CourseCode 101 Component Generic

BusinessCommunication

CourseOutcomes

1 ThiscourseisusefultomakethestudentsconversantandfluentinEnglish

2 Thiscoursewillcreateapositiveimageofselfandorganizationinthe
customers’mind

3 Thiscoursewillresolvecustomerconcernsandimprovecustomerrelationship

Syllabus:

Unit

Number

Contents Number

ofSessions

1
Tenses, Auxiliaries, Subject-Verb Concord, , Conjunction,

Preposition,Articles. 14

2
Synonyms/ Antonyms,Homophones,Prefix,Suffix,One Word

Substitution.
12

3
Translation (Hindito English),Retranslation (English to Hindi)

Curriculum Vitae,Paragraph Writing on currentand business

issues.

10

4
Comprehension,,DialoguesWriting,Voices,Narration

RolePlay,GD,PersonalInterview
12

48

LearningResources:

1 TextBooks
1.CommunicationSkillsinEnglishbyD.G.Saxena&KuntalTamang
2.WordPowerMadeEasybyNormanLewis

2
Reference

Books

01.RemedialEnglishGrammarbyFrederickT.Wood
02.IntermediateGrammarUsage&CompositionbyTickooM.L.
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BasicsofMarketing

Semester I

CourseCode 102 Component Generic

BasicsOfMarketing

CourseOutcomes

1
Thiscoursewillimprovetheunderstandandconceptofmarketing

Thiscoursewillexposethestudentstothelatesttrendsinmarketing.

2
Tiscoursewillmonitorandsolveserviceproblems

Thiscoursewillpromotecontinuousimprovementinservice

Syllabus:

Unit

Number

Contents Number

of

Sessions

1
IntroductiontoMarketing:Meaning,Definition,Nature,Scope,
Importance,difference between sales and marketing,The
Holisticmarketing,Targetmarketing.

10

2

Marketing Environment: Components of modern marketing

informationsystem,analysingthemarketingenvironment-Micro

andMacro,Demandforecasting–needandtechniques

10

3
Consumermarkets,Factorsinfluencingconsumerbehaviour,buying

decision process,analysing business markets-the procurement

process

10

4
MarketSegmentation:Bases forMarketSegmentation,Market

TargetingStrategies,designingandmanagingmarketingchannels,

marketingmix

18

48

LearningResources:

1 TextBooks 1.RajanSaxena–MarketingManagement

2
Reference

Books

1.PhilipKotler-MarketingManagement
2.J.C.Gandhi-MarketingManagement
3.William M.PrideandO.C.Ferrell–Marketing.
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FundamentalofCustomerServices

Semester I

CourseCode 103 Component Generic

FundamentalofCustomerServices

CourseOutcomes

1
This course willhelp students to understand the criticalneed forservice

orientationinthecurrentbusinessscenario.

2 Thiscoursewillhelpcustomerschooserightproducts

3 Thiscoursewillcreateapositiveimageofselfandorganizationinthe

customersmind
4 Thiscoursewillresolvecustomerconcernsandimprovecustomerrelationship

Syllabus:

Unit

Number

Contents Number

of

Sessions

1

FocusonCustomers:UnderstandingtheCustomers,Understanding

Customer Service, Service Triangle, Benefits of Exceptional

Customer Service, Customer Delight, First Impressions, and

Perceptionvs.Reality.

14

2

ScanningEnvironmentalandCulturalInfluences:Environmentaland

CulturalInfluencesonCustomerBehaviour,creating,deliveringand

sustainingvalue

12

3

BuildingCustomerRelationship:WhydoPeopledoBusinesswith

you,WaystoAddressHumanNeeds,BuildingRelationshipsthrough

ValuingtheCustomer,BuildingRapport,EmotionalBankAccount,

theValueEquation.

14

4

Empathy,Empathy vs.Sympathy,Problem Solving,Customer

Interaction Cycle. Communication Styles:Three Main Styles.

(Aggressive, Passive and Assertive), Disagreement Process,

SelectiveAgreement,BenefitsofAssertiveCommunication

08

48

LearningResources:

1 TextBooks
PeeruMohammed:CustomerRelationshipManagement

R.Saxena:MarketingManagement

2
Reference

Books

GroverSK:Marketing:AStrategicOrientation

P.Kotler:MarketingManagement

Stanton:MarketingManagement
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BasicofRetailing

Semester I

CourseCode 104 Component Generic

BasicofRetailing

CourseOutcomes

1
Thiscourseenablestoknownaboutprevailing,pastandfuturescenarioof

retailinginIndia.

2 Thiscoursewillimprovecustomerrelationship

3
Thiscoursewillhelpfulto organizethedisplayatthestoreandToplanvisual
merchandising

Syllabus:

Unit

Number

Contents Number

of

Sessions

1

Introduction – Meaning,nature,scope,importance,growth and

presentsize.Careeroptionsinretailing,Technologyinductionin

retailing,futureofretailinginIndia
10

2

Typesofretailing:storesclassifiedbyowners,storesclassifiedby

merchandising categories. Retailing formats, cash and carry

business;Retailingmodels-franchiserfranchisee,directlyowned;

wheelofretailingandretailinglifecycle;cooperationandconflict

withotherretailers.

10

3

Retail planning- importance and process;developing retailing

strategies:objectives,actionplans,pricingstrategiesandlocation

strategies,visualmerchandisinganddisplays

10

4

Retail Selling Skills: Pre-Check, Opening the Sale, Probing,

Demonstration,Trial,HandlingObjections,Closing,Confirmations&

Invitations.RetailAudits,OnlineRetailing,changingroleofretailingin

globalisedworld

18

48

LearningResources:

1 TextBooks
01.SwapnaPradhan,RetailingManagement,TataMcGrawHill

PublishingCompany,New Delhi

2
Reference

Books

01.BarryBerman,JoelR.Evans,RetailManagement,Pearson
Education

02.A.J.Lamba,TheArtofRetailing,TataMcGrawHillPublishing
Co.Ltd.NewDelhi
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105ProjectWork

Semester I

CourseCode 105 Component Skill

ProjectWork

CourseOutcomes

1 Thiscoursewillhelpfultolearnthepracticaltacticsofretailbusiness

2 Thiscoursewillprovidesonthejobexperiencetostudents

Syllabus:

ProjectsBasedonClassificationandOverviewofVariousDepartmentsinAnyRetail

Setup,.FundamentalsofRetailingOperations,Footfalls,ConversionRate,Basket

size,Calculation ofsales,Margins,Break-even pointofa Retailbusiness,Pre

openingsetupofaretailbusiness,DivisionsoforganisedRetail,Negotiations.

Footfalls:Location,Advertising,Brand,pastexperience

ConversionRate:Rightcategory,RightBrand,RightPrice,Rightquantity

Basketsize:FillRate,Storearrangement,Discount,Upselling,Tagging,Customer

Care,Planogram

Pre-opening Depts.: Purchase, Inspection, Masters Preparation, Schemes,

Transportation,Rejections,AccountsandFinance.

Categories/DivisionsinaRetailbusiness:FoodItems,Non-FoodItems,Garments

Negotiations:Margin-Mark down ,Delivery Time,PaymentTerms,Freight&

Insurance,Rejections,Damages,Expiries,CashDiscount,Display,Advisors,Testers,

QuantityBasedInventories&Schemes,preparingpurchaseorder,

Storesecurity,Maintaining healthand safety:measuresofstoressafetyto be

adopted,techniquesandmethodstokeepemployeeshealthyandsafetymeasures

instore.

Note:BVRM -105PaperwillbeevaluatedonthebasisofProjectreportandViva-

vocebyInternalandExternalexaminer.StudentwillbeassessesforNSQFLevel4
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106ComputerPractical-MSOffice-I

Semester I

CourseCode 106 Component Skill

ComputerPractical-MSOffice-I

CourseOutcomes

1

ThiscourseisusefultoenhancetheknowledgeabouttheusageoftheComputerand

ITinretailbusiness

2 Thiscoursewillimprovethecomputerskillsofstudents

Syllabus:
IMSWORD

1.TypeChairman’sspeech/Auditor’sreport/Minutes/Agendaandperform the

followingoperations:Bold,Underline,FontSize,style,Backgroundcolor,Textcolor,

Linespacing,SpellCheck,Alignment,Header&Footer,Insertingpagesandpage

numbers,FindandReplace.

2.PrepareaninvitationforthecollegefunctionusingTextBoxesandClipArts.

3.DesignanInvoiceandAccountSalesbyusingDrawingToolBar,ClipArt,WordArt,

Symbols,BordersandShading.

4.PrepareaClassTimeTableandperform thefollowingoperations:Insertingthe

Table,DataEntry,AlignmentofRowsandColumns,InsertingandDeletingtheRows

andColumnsandChangeofTableFormat.

5. Prepare a Shareholders meeting letterfor10 members using mailmerge

operation.

6.PrepareBio-DatabyusingWizard/Templates.

II-MS-EXCEL

1.ApplicationsofaSpreadsheet;AdvantagesofanSpreadsheet;FeaturesofExcel;

Rows,Columns,Cell,Menus,Creatingworksheet,Formatting,Printing,establishing

worksheetlinks,Tablecreatingandprintinggraphs,Macros,UsingBuilt-in-functions.

Note:

PaperBVRM -106ComputerPracticals-I,50MarkswillbeforComputerPractical

Fileand50markswillbeforPractical(Ms-WordandMS-Excel)tobeconductedby
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Internaland ExternalExaminerappointedbyUniversity.Studentwillbeassesses

forNSQFLevel4
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SemesterIISyllabus

BusinessOrganisationandManagement

Semester II

CourseCode 201 Component Generic

BusinessOrganizationandManagement

CourseOutcomes:

1
ThiscoursewillprovideconceptualknowledgeofdifferentformsofBusiness

Organizationstostudents.

2 Thiscoursewillenablestudents’understandingvariousconceptsinManagement.

3
Students willbe enabled to work effectively in organization with proper

understandingofvariousaspectsofBusinessOrganizationandManagement.

Syllabus:

Unit

Number

Contents Number

of

Sessions

1

BasicConcepts:

1. Business Organization and its Scope – Business,

Profession,employment,Industry,Trade,

2.TypesofTradeandAidstoTrade,

3.TypesofIndustries

FormsofBusinessOrganizations:

1.SoleTrader–Characteristics,

2.MeritsandDemeritsofSoleTrader,

3.JointHinduFamily:Karta,MeritsandDemerits.

14

2

Partnership:

1.Characteristics,MeritsandDemerits,

2.PartnershipDeed,TypesofPartners,

3.RightsandDutiesofPartners.

JointStockCompany:

1.Characteristics,MeritsandDemerits,

2.KindsofCompanies,Promoters

12

3

IncorporationofJointStockCompany:

1.ProcedureandIncorporationofJointStockCompany,

2.Memorandum of Association,Articles of Association,

Prospectus.

Co-OperativeSocieties:

1.CharacteristicsandTypesofCo-OperativeSocieties,

2.Meritsand DemeritsofCo-OperativeSocieties

10
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4

ManagementandItsFunctions:

Management:

1.Introduction,concept,nature,processandsignificance

2.Planning:concept,typesandprocess,

3.Organizing:concept,nature,processandsignificance

4.Staffing:concept,natureandscope.

5.Controlling:concept,nature,processandsignificance

12

48

LearningResources:

1 TextBooks

a.FundamentalsofManagementbyRobbins,S.P.andDecenzo,D.A.,

PearsonEducationAsia,NewDelhi

b.Management,KoontzandWechrich,TMGH

2
Reference

Books

1.Management,Stoner,et.al,PrenticeHallofIndia,NewDelhi

2.Management-Text&Cases,SatyaRaju,PHI,NewDelhi

3.Management,RichardL.Draft,ThomsonSouthWestern
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BusinessMathematicsandStatistics

Semester II

CourseCode 202 Component Generic

BusinessMathematicsandStatistics

CourseOutcomes:

1
Thiscoursewillenablestudentstodevelopunderstandingofvariousmathematical

andstatisticaltoolsandtechniquesanditsapplicationinpracticalproblems.

2
Thiscourse willenable students’to perform mathematical,logicalcalculations

requiredfordecisionmakingindaytodayretailoperations.

3 Studentswillbeenabledtomonitorandmanagestoreperformance

Syllabus:

Unit

Number

Contents Number

of

Sessions

1

Interest

1.SimpleInterest

2.Compoundinterest(nominalandeffectiverateofinterest)

3.EquatedMonthlyInstalments(EMI)(Reducingandflatrateof

interest)

4.Examples

ProfitandLoss

1.ConceptofCostPrice,MarkedPriceandSellingPrice

2.TradeDiscountandCashDiscount

3.CommissionandBrokerage

4.Examples

10

2

Statistics:

1.Meaning, Evolution & Scope Statistics in Economics,

ManagementScienceandIndustry

2.LimitationsandApplications,

3.Diagrammaticandgraphicalpresentationofdata,

4.MeasuresofCentralTendencyandDispersion.

10
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3

MeasuresofCentraltendency

1.VariablesQualitativeandQuantitative,Rawdata,Classificationof

data,

2.Frequencydistribution,cumulativefrequencydistribution,

3.Histogram (findingmodegraphically)Ogivecurvesanditsuses.

4.Measuresofcentraltendency:Mean,Medianforungroupedand

Groupeddata.

Measuresofdispersion

1.ConceptofDispersion

2.Measures ofDispersion – Range,Variance and Standard

Deviation(S.D.)forGroupedandungroupeddata

3.Measures ofrelative dispersion-Coefficientofrange and

coefficientofVariation

5.Examples

10

4

Correlation:

1.Meaning&Types

2.KarlPearsoncoefficientofcorrelation

3.RankCorrelation,Concurrentdeviationmethod

LinearProgrammingProblems:

1.GraphoflinearEquation

2.GraphoflinearInequality

3.FormulationofLPP,SolutionbyGraphicalMethod

09

5

IndexNumber:

1. IndexNumberandTheirusesinBusiness

2. ConstructionofSimpleandWeighedPrice,

3. QuantityandValueIndexNumbers,

4. TestforanIdealIndexNumber.

5. Timeseries:componentsandseculartrends.

9

48

LearningResources:

1 TextBooks 2.BusinessMathematicsbyV.K.Kapoor(SultanChandAndSons)

2
Reference

Books

4.Gupta,S.P.& M.P.Gupta,BusinessStatisticalMethodsbyS.P.

Gupta(SultanChandAndSons)

5.Gupta,C.B.,AnIntroductiontoStatisticalMethods

6.Gupta,B.N.,AnIntroductiontoModernStatistics

7.Gupta,S.P.,StatisticalMethods

8.Sharma,J.K.,BusinessStatistics,PearsonEducation,NewDelhi

6. FundamentalsofStatisticsbyS.C.Gupta(HimalayaPublishing

House)

7.BasicStatisticsbyB.L.Agrawal(NewAgeInternationalPublishers)
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RetailManagement

Semester II

CourseCode 203 Component Generic

RetailManagement

CourseOutcomes:

1
Thispaperwillbeusefulinprovidingstudentswithacomprehensiveunderstanding

ofthetheoreticalandappliedaspectsofretailmanagement.

2
Thiscoursewillhelpstudentstoidentifyvariousretailmanagementfunctionsand

activitiesandenablethem tounderstandtheirimportanceinsatisfyingcustomer

needs.
3 Students willbe enabled to effectively monitor and manage retailstore

performanceSyllabus:

Unit

Number

Contents Number

of

Sessions

1

ManagementofRetailingOperations,RetailingManagement:

1.Functions,strategicretailmanagementprocess

2.RetailCommunicationMix

3.RetailSalesManagementandSalesPromotion

4.RetailHumanResourcesManagement

5.CustomerService

6.TheGAPsModelandCustomerRelationshipManagement

14

2

Informationgatheringinretailing:

1.Retailstrategicplanningandoperationmanagement

2.Retailfinancialstrategy

3.Targetmarketselectionandretaillocation

4.Storedesignandlayout,visualmerchandisingandDisplays

12

3

LogisticsFramework:

1.Concept,objectives,scope

2.Transportation

3.Warehousing

4.InventoryManagement

5.Packagingandunitization

6.communicationandcontrol

14

4

RoleofInformationtechnologyinLogistics:

1.Roleofecommerceinretailing

2.ManagingRetailoperationsinRuralMarkets,GlobalRetailing

3.Legalandethicalissuesinretailing

4.MallintroductionandMallmanagement

08

48
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LearningResources:

1 TextBooks
1.LevyIM.AndWeitzB.A(2004),RetailingManagement,5thed.,Tata

McGrawHill.

2
Reference

Books

1.Berman B.Evans J.R.(2004),RetailManagement,9th Edition,

PearsonEducation.

2.BajajC;TuliR.,SrivanstavaN.V.(2005),RetailManagement,Oxford

UniversityPress,Delhi.

3.DunneP.M,LuschR.F.andDavidA.(2002),Retailing,4thed.,South-

Western,ThomsonLearningInc.
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EnvironmentalStudies

Semester II

CourseCode 204 Component Generic
EnvironmentalStudies

CourseOutcomes:

1
This coursewillprovide a comprehensive knowledge of mechanism of

EcologicalSystem

2 Studentswillbe enabled to understand the variousenvironmentalissues and

legislation.
3

Thiscoursewillhelpstudentstounderstandthevariouselementsofecological

system anditsimpact.
Syllabus:

Unit

Number

Contents Number

of

Sessions

1

EnvironmentalStudies:

1.Nature,ScopeandImportanceofEnvironmentalStudies,

2.NeedforPublicAwareness,

3. Natural Resources, Renewable and Non-Renewable

Resources,

4.Use and Over-Exploitation/Over-Utilization ofVarious

ResourcesandConsequences,

5.RoleofanIndividualinConservationofNaturalResources,

6.EquitableuseofResourcesforSustainableLifestyles

10

2

Ecosystems:

1.Concept,StructureandFunctionofanEcosystem

2.EnergyFlowintheEcosystem

3.EcologicalSuccession,Food Chains,Food Webs and

EcologicalPyramids

4.Types of Ecosystem: Forest Ecosystem, Grassland

Ecosystem DesertEcosystem,AquaticEcosystems

10

3

ProblemsorIssuesRelatedtoEnvironment:

EnvironmentalPollution:

1.Definition,Causes,Effects and ControlMeasures of

Different2.TypesofPollutions,AirPollution,WaterPollution,

SoilPollution,Marine Pollution,Noise Pollution,Thermal

Pollution,NuclearHazards,

3.RoleofanIndividualinPreventionofPollution

SolidWasteManagement:

1.Causes,Effects and ControlMeasures of Urban and

IndustrialWastes

10
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4

SocialIssuesandtheEnvironment:

1.SustainableDevelopment

2.UrbanProblemsRelatedto Energy,WaterConservation,

RainWaterHarvesting,WatershedManagement

3.ResettlementandRehabilitationofPeople,ItsProblems

andConcerns

4.ClimateChange,GlobalWarming,AcidRain,OzoneLayer

Depletion,NuclearAccidents and Holocaust,Wasteland

Reclamation,Consumerism andWasteProducts

10

5

Environmentallegislation:

1.EnvironmentProtectionAct.

2.Air(PreventionandControlofPollution)Act.

3.Water(PreventionandControlofPollution)Act,

4.WildlifeProtectionAct,ForestConservationAct.

08

48

LearningResources:

1 TextBooks
1.Rajagopalan R,EnvironmentalStudies,Oxford University Press,

NewDelhi

2
Reference

Books

1.Kaushik Anubha,C.P.Kaushik,PerspectiveinEnvironmental

Studies,NewAgeInternational(P)Ltd.Publishers

2.Joseph Benny,EnvironmentalStudies,Tata McGraw Hill

PublishingCompanyLtd.,NewDelhi

3.Ubaroi,N.K.,EnvironmentManagement,ExcelBooks,NewDelhi

Note:Latestandadditionalgoodbooksmaybesuggestedand

addedfrom timetotime.
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205COMPUTERPRACTICALS-II(MS-Powerpoint&Internet)

Semester II

CourseCode 205 Component Skill

ComputerPracticalsII(MS-Powerpoint&Internet)

CourseOutcomes:

1
Thiscoursewillenhancetheknowledgeofstudentsregardingbasicelementsand
useofPowerPointandInternetinperformingvariousbusinessactivities.

2 Thiscoursewillhelpstudentstoacquireproficiencyinapplicationsuchaspower
point.

3
StudentswillbeenabledtounderstandthevariouselementsofInternet,functioning

ofthesameandlatestconceptsandwillhelpthem toworkuponthem.

Syllabus:

Unit

Number

Contents

1

I-MSPOWERPOINT

1.Designpresentationslidesforaproductofyourchoice.Theslidesmust

includename,brandname,typeofproduct,characteristics,specialfeatures,

price,specialofferetc.Addvoiceifpossibletoexplainthefeaturesofthe

product.Thepresentationshouldworkinmanualmode.

2.Designpresentationslidesfororganizationdetailsfor5levelsofhierarchyof

acompanybyusingorganizationchart.

3.Design slides forthe headlines News ofa popularTV Channel.The

PresentationShouldcontainthefollowingtransactions:Topdown,Bottom up,

Zoom inandZoom out–Thepresentationshouldworkincustom mode.

4.Design presentation slides aboutan organization and perform frame

movementby

interestingclipartstoillustraterunningofanimageautomatically.

5 Design presentation slides forthe Seminar/Lecture Presentation using

animationEffectsandperform thefollowingoperations:Creationofdifferent

slides,changingbackgroundcolor,fontcolorusingwordart.

2

II–INTERNET

1.Createane-mailidandcheckthemailinbox.

2.Learn how to use search engines and visityahoo com,bing.com,

hotmail.com and

google.com

3.WorkingwithE-Commercewebsites,shoppingcart,onlineshopping.

4.VisityourUniversityandcollegewebsitesandcollecttherelevantdata

5.WebDesigning:,HTML,BasicstructureofHTMLdocument,creatingHTML

document,HeadingTags,formattingtags,HTMLtags,workingwithlists,tables,

hyperlinks,images.

6.Createasimplewebsite.



35|Page BachelorinVocation(B.Voc)

3

BVRM -205ComputerPractical-II,50MarkswillbeforComputerPracticalFile

and 50 markswillbe forPractical(MS-PowerPointand Internet)to be

conductedbyExternalExaminerappointedbyUniversity.

206LabinRetailStoreOperations-I

Semester II

CourseCode 206 Component Skill

LabinRetailStoreOperations-I

CourseOutcomes:

1 Thiscoursewillhelpstudentstolearntacticsofretailstoreoperationspractically.

practical2
Thiswillhelpstudentsingaininginsightsintoretailstoreplanning,organizingand

managing.

Syllabus:
Unit
Number

Contents

1

ForLabinRetailStoreOperations-I,thestudentswillvisitaretailstoreand

shallproceedfortheirstoreoperationstrainingoftwoweeksdurationduring

thesemester.
Followingareasofstudytobeincluded:

•ManagingRetailOperations

•WhatareStoreOperations

•Productivity&OperatingEfficiency

•MostCommonMistakesofRetailers

•ControlsEssentialforsuccessfuloperations

•MeasuringPerformance

•StockTurn

•StoreAppearance&HouseKeeping

•FunctionsofaStoreManager

•Promotion,PlanningandExecutionRetailOperations

2

ReportandViva–Voce

ThestudentsarerequiredtoprepareaTrainingReportwhichshallbe

evaluatedbyExternalExamineratthetimeofviva-voce.
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SemesterIII

BusinessEconomics
Semester III

CourseCode 301 Component Generic

BusinessEconomics

CourseOutcomes

1
Thiscourseistomakethestudentunderstandhowthebusinessorganizationswork
byapplyingeconomicprinciplesintheirBusinessManagement.

2 Thiscoursewillprovidepracticalknowledgeaboutbusinesseconomicstostudents

Syllabus:
Unit
Number

Contents Numberof
Sessions

1

BusinessEconomics:Meaning,NatureandScope,Lawof

Demand,Exceptions to Law of Demand,Change in

demand,ElasticityofDemand:Types,measurementand

determinantsLawofSupply,elasticityofSupply.

10

2
Theory of Consumer Behaviour:Utility Analysis and

IndifferenceCurveAnalysis,Derivationofdemandcurves, 10

3

TheoryofCost,Type ofCosts,Shortand Long Run Costs,

Revenue,Break-evenpoint,TheoryofProduction-Returnsto

FactorandReturnstoScale

14

4
Markets:Perfectcompetitions,Monopoly,Monopolistic

CompetitionsandOligopoly:FeaturesandComparison 14

48

LearningResources:

1 TextBooks 1.AdvanceEconomicTheoryH.L.Ahuja

2. Reference
Books

1.JoelDean:ManagerialEconomics

2.Sankaran:BusinessEconomics

3.VarsheneyandMaheswari:ManagerialEconomics

4.SethM LTextBookofEconomicTheory

5.Petersen&Lewis:ManagerialEconomics
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HumanResourcesManagement

Semester III

CourseCode 302 Component Generic

HumanResourcesManagement

CourseOutcomes:

1
Thiscourse isaimedatprovidingcomprehensiveknowledgeofHumanResources

Management

2 ThiscoursewillprovidesknowledgeofallthefunctionsofHRM

Syllabus:
Unit
Number

Contents Number
of
Sessions

1

AnIntroductiontoHumanResourceManagement

Definition,Importance Objectives,Scope & functions ofHuman
Resource Management,Qualification and Qualities of Human
ResourceManagerinourOrganization

10

2

RecruitmentSelectionandTraining

Recruitment:Meaning,StepsinRecruitmentPolicy,Sourcesand

ModesofRecruitment,FactorsAffecting Recruitment;Selection:

Meaning,Essentials of Selection Procedure, Training:Need,

Importance,MethodsofTraining:

12

3

WageandWageIncentives

Wages:Methods ofWage Programme:Time Wages and Piece

Wages Methods,ConceptofWages:Fair,Minimum and Living

Wage,FactorsDeterminingWageStructureofanOrganization.

12

4

IndustrialRelation :concept,Importance,objectiveofIndustrial

relations, contents and participants of Industrial relations,

EssentialsofgoodIndustrialRelationsProgramme,Participative

Management.

14

48

LearningResources:

1 TextBooks

01.Human Resource Management:Concepts and Issues,by T.N.

Chhabra,DhanpatRai&Co.NewDelhi.

2
Reference

Books

1.Human Resource Management by R.Wayne Mondy,Pearson

Publications,

Delhi.

2.HumanResourceManagementbyC.B.Gupta.
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SupplyChainManagement

Semester III

CourseCode 303 Component Generic

CourseTitle:SupplyChainManagement

CourseOutcomes:

1
Thiscoursewillcreateawarenessaboutthesupplychainactivitiestakeninorder
todeliverthegoods

2
Thiswillhelpfultounderstandtoolsandtechniquesofsupplychainmanagement
intheretailsector

Syllabus:
Unit

Number

Contents Number

of

Session

s

1

Supply Chain Management:GlobalOptimization,Importance,Key

Issues,Inventory Management,Economic LotSize Model,Supply

Contracts,Centralizedvs.DecentralizedSystem.
10

2
Supply Chain Integrates:Push,PullStrategies,Demand Driven

Strategies,ImpactonGroceryIndustry,RetailIndustry,andDistribution

Strategies.ERG)

10

3
Supply Chain Benchmarking- Introduction, Understanding the

Benchmarking Concept, Benchmarking Process, Benchmarking

Procedure

08

4

Recent Trends in Supply Chain Management-Introduction,New

DevelopmentsinSupplyChainManagement,OutsourcingSupplyChain

Operations,Co-Makership,TheRoleofE-CommerceinSupplyChain

Management,GreenSupplyChainManagement,DistributionResource

Planning,WorldClassSupplyChainManagement

20

48

LearningResources:

1 TextBooks

01.Supplychainmanagement,KulkarniSarika& SharmaAshok
02.Supplychainmanagementconceptsandcases,RagulV.Altekar
03.Textbookoflogisticsandsupplychainmanagement,ProfD.K.
Agarwal

2
Reference

Books

1. Rushton,A.,Oxley,J&Croucher,P(2ndEdition,2000).Handbook

ofLogisticsandDistributionManagement.KoganPage.

2. Simchi-Levi,David,Kamisnsky,Philip,andSimchi-Levi,Edith.(2nd

Edition,2004).DesigningandManagingtheSupplyChain:Concepts,

StrategiesandCaseStudies.Irwin/McGrawHill32
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ConsumerBehaviour

Semester III

CourseCode 304 Component Generic

ConsumerBehaviour

CourseOutcomes:

1
Thiscoursewillimpartconceptualknowledgeaboutconsumerbehaviourandother
relatedissues

2
Thiscoursewillusefultounderstandtheretailcustomeranditisoriginof
variousretailstrategy

Syllabus:
Unit
Number

Contents Number
of
Sessions

1

Nature and Scope ofAnalysing ConsumerBehaviour,Factors

influencing consumerbehaviour,Building CustomerSatisfaction,

consumertrendsforthefuture
10

2

Connecting with consumers :building and delivering Customer

values,Satisfactionandloyalty.Cultivatingcustomerrelationship,

CustomerEquity
14

3
Organisingbuyerbehaviour:Keypsychological process,

Motivation,ConsumerAttitudeandAttitudeChange
14

4
ConsumerBuyingDecisionProcess-Problem Recognition,Situation

Influence,PostPurchaseAction.
10

48

LearningResources:

1 TextBooks 1.ConsumerBehavior:SatishKBatra&SHHKajmi

2 Reference
Books

1.ConsumerBehavior:Solomon,MichaelR

2.ConsumerBehavior:Evans,Martin,Jamal,Ahmad

3.MarketingManagement:PhilipKotler
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305ResearchPaperWritingandPresentationonRetailingSectorI

Semester III

CourseCode 305 Component Skill

ResearchPaperWritingandPresentation(I)

Courseoutcomes

1
Thiscoursewillprovidestudentsconceptualunderstandingofdifferentoperating

processes and theirsignificance in running retailoperations by undergoing

researchintothesame.

2.
Italsohelpsdevelopunderstandingaboutnecessaryskillsforundertakingresearch

paperwritingtaskandpresentation.

Syllabus:

Unit

Number

Contents

1

ForResearchpaperwritingandpresentationstudentsarerequiredto

undertake research (Primary ,secondary research )related to

variousareasofretailstoreoperations.Studentswillpreparea

researchpaperonsomeofthefollowingareasandarerequiredto

presentthesame:

OrganizeRetailSector

VariousFormats

MostPreferOrganizeRetailFormat

UnorganizedRetailSector

Problem ofUnorganizedRetailSector

SurvivalStrategiesforUnorganizedRetailSector

2
PresentationofResearchPaper:TheyThestudentsarerequiredto

Presenttheresearchpaper.

LearningResources:

Reference

Books

1.SwapnaPradhan,RetailingManagement,TataMcGrawHillPublishing

Company,New Delhi

2.BarryBerman,JoelR.Evans,RetailManagement,PearsonEducation
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306PracticalTraining-retailstoreOperations-II

Semester II

CourseCode 306 Component Skill

PracticalTraining-retailstoreOperations-II

CourseOutcomes

1 Thiscourseprovidepracticalexperienceandexposuretostudents.

2.
Thiscoursewillmakestudentsunderstandvariousaspectsofretailstore

operation

Syllabus:

1

Studentshouldworkinorganizeretailstore/anyformatofretailstore forlearning

retailstoreoperations.

Itisexpectedstudentshouldpreparethereportofthispracticaltraining

2.

ReportandViva–Voce

BVRM -306PaperwillbeevaluatedonthebasisofProjectreportandViva-Voceby

InternalExaminerandexternalexaminer.



45|Page BachelorinVocation(B.Voc)



46|Page BachelorinVocation(B.Voc)

307 DeskResearchinRetailingSector

Studentshouldselectonecompany/organizationofretailsectorandpreparethe

reportoffollowingpoints

01.CompanyProfile

02.ProductProfile

03.IndustryProfile

04.SWOC

05.CompetitorAnalysis

06.Porterfiveforcesmodes

07.Strategiesoforganization

08.LearningandOutcome
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SemesterIV

PersonalityandsoftskillDevelopment
Semester IV

CourseCode 401 Component Generic

PersonalityandSoftSkillDevelopment

CourseOutcomes:

1
Thiscoursewillenablestudentstounderstanddifferentaspectsofpersonality

developmentandsoftSkills.

2

Thiscoursewillhelpstudentstounderstandneedandimportanceofpersonality

andsoftskilldevelopmentinworkplaceandwillenablethem toworkon

personalityandsoftskilldevelopmentofthemselves.

3
Thiscoursewillenablestudentstoshapethemselvesappropriatelywhilebehaving

insocialandprofessionalcircles.

Syllabus:
Unit
Number

Contents Numberof
Sessions

1

Introduction:

1.ConceptofPersonality

2.PersonalityConsciousness

3.PersonalityPatterns

4.PersonalityPattern,PersistenceandChange

10

2

KeyElementsRelatedtoPersonality:

1.PersonalityTraitsandTypes

2.PersonalityDeterminants

3.PersonalityDevelopment

4.HealthyPersonalities

5.DevelopingSelfAwareness

6.Examples

10

3

ManagingforGoodPersonality:

1.ManagingPersonalStress

2.SolvingProblemsAnalyticallyandCreatively

3.Grooming, Appearance, Dress Sense, Personal Hygiene,

EtiquettesandBodyLanguage

4.TimeManagement

5.PublicSpeaking

14
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4

InterpersonalandGroupSkills:

1.BuildingPositiveRelationship

2.StrategiesforGainingPowerandInfluence

3.FosteringMotivationalEnvironment

4.InterviewingSkills

5.ConductingMeetings

14

48

LearningResources:

1 TextBooks  Hurlock,ElizabethB,PersonalityDevelopment,TataMcGrawHill,

NewDelhi

2. Reference
Books

 McGrath,E.H.,BasicManagerialSkillsforAll,PrenticeHallof

IndiaPvt.Ltd.,NewDelhi

 Wehtten, David A and Kim S Cameron, Developing

ManagerialSkills,PearsonEducation,NewDelhi

 Note:Latestandadditionalgoodbooksmaybesuggestedand

addedfrom timetotime.
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StoreLayoutandDesign

Semester IV

CourseCode 402 Component Generic

StoreLayoutandDesign

CourseOutcomes:

1
ThiscoursewillhelpstudentsingainingcomprehensiveknowledgeofStoreLocation,

layoutandoperations.

2
Thiscoursewillhelpstudentstounderstandcrucialelementsofstorelayoutand

designtomaximisesalesofgoods&servicespromotecontinuousimprovement

inservice.

3

Thiscoursewillhelpstudentsto developthesenseofunderstandingaboutthe

importance of effective store layoutand design in facilitation consumer

purchasesandmaximizingsalesofthestore

Syllabus:
Unit
Number

Contents Number
of
Sessions

1

StoreLocation:

1. NatureandsignificanceofRetailLocation

2. Typesandfactorsaffectingstorelocation

3. LocationandSightEvaluation,TradingAreaAnalysis

4. RecentTrendsinLocationofStore

10

2

NatureandObjectiveofStoreLayout:

1. Allocationoffloorspace

2. Classificationofstoreoffering

3. Trafficflowpatternofstore

4. RetailStoreSpaceManagement

5. Interiordisplay

12

3

StoreDesign:

1. ObjectiveandTypesofStoreFormat

2. RetailStoreDesignElements:InteriorandExteriorStore

3. ImpactonConsumerBehaviour

4. ImpulsiveBuying,

5. Out–storeandIn-StoreTactics

6. StoreSecurity

12



50|Page BachelorinVocation(B.Voc)

4

PlanningandControllingofInventory:

1. PlanningandControllingofInventory

2. RetailLogistics

3. RetailSupplyChainManagement

4. TheSupplyChannel

5. StoreMaintenance

14

48

LearningResources:

1 TextBooks

1.SwapnaPradhan,RetailingManagement,TataMcGrawHill

PublishingCompany,New Delhi

2.BarryBerman,JoelR.Evans,RetailManagement,PearsonEducation

2
Reference

Books

1.TheRetailRevival-ReimagingBusiness:DougsStephens

2.RetailAnalytics:TheSecretWeaponbyEnmetsCox

3.Emerging Trends in RetailManagement:N Panchanatham & R

Gnanguru

Note:Latestandadditionalgoodbooksmaybesuggestedandaddedfrom

timetotime.
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OrganizationalBehaviour

Semester IV

CourseCode 403 Component Generic

CourseTitle:OrganizationalBehavior

CourseOutcomes:

1
Thiscoursewillprovideafoundationforunderstandingindividual,groupand

organizationalbehavior,whichisessentialforbettermanagementofan

organization.

2
Thiscoursewillhelpstudentstounderstandvariousbehavioralaspectsaffecting

theoperationsofanorganization.

Syllabus:
Unit

Number

Contents Number

of

Session

s

1

Overviewoftheconceptandrelevanceoforganizationalbehavior:

1.Meaning,features,approaches,models

2.Challengesandopportunities

Foundationofindividualbehavior

1.Biography,ability,personality(determinantsandmodels)

2.Perception(definition,components,factorsaffecting,perceptionin

decisionmaking).

10

2

Individualbehavior

1.Attitude:types-Jobsatisfaction,involvement,commitment,effects

ofemployeeattitude,changingattitudes

2. Learning: Nature, theories classical conditioning, operant

conditioning,cognitivelearning,sociallearning

3.Motivation:Conceptandtheories(Maslow,Mc-Gregor,Herzberg,

ERG)

10

3

Communication,GroupDynamicsandTeam Work

1.Communication:Definition,interpersonalcommunication,process

ofcommunication,formal& informalcommunication,barriers to

effectivecommunication,buildingeffectivecommunication,recent

trendsincommunication

2.Groupdynamics:Nature,theories,typesofgroup

3.Team work:Nature,effectiveness,potentialproblems

08
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4

Workingwithothers

1.Leadership: Meaning,skills needed,basic leadership styles,

theoriesofleadership-Traittheory,behavioral,Contingency

2.Power and Politics:Concepts,bases of power,power and

leadership,causesandconsequencesofpolitics

3.Conflict:Meaning,process,types

4.Negotiation:Concept,process,approaches-traditional,modern

10

5

OrganizationalCulture&Lifeinorganizations

1. Organizational culture: Definition, types, maintaining and

changingcultures

2. Organizationalclimate-features,dimensions,significance

Lifeinorganizations

1. Change:Forces stimulating change,resistance to change,

managingchange

2. StressManagement:Nature,potentialsources,consequences

10

48

LearningResources:

1 TextBooks

1. Robbins S.P. (1999) Organizational Behaviour, concepts,

controversiesandapplications,Prentice-Hall,NewDelhi.

2.Rao,V.S.P.(2009)OrganizationalBehaviour,ExcelBooks,India.

2
Reference

Books

1.Luthans,Fred(2002)OrganizationBehaviour(9thed),McGraw Hill,

India.

2.Mishra M.N.(2001)OrganizationalBehaviour,Vikas Publishing

HousePvt.Ltd.,NewDelhi.

3. Newstrom W. John, Davis Keith (1996)

OrganizationBehaviour,McGraw Hill,India.

4.Sharma R.A.(1982)Organization Theory and Behaviour,Tata

McGraw-Hill,India.

5.Andre,R.(2009)OrganizationalBehaviour,Pearson,India.

6.Chadha,N.K.(2010)PerspectivesinOrganizationalBehaviour.
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ElementsofSalesmanship

Semester IV

CourseCode 404 Component Generic

ElementsofSalesmanship

CourseOutcomes:

1
Thiscoursewillimpartconceptualknowledgeofsalesmanshipandunderstanding

consumerbehaviour.

makethestudentsawareaboutvariousactivitiesofbusiness,businesspractices

and

recenttrendsinbusinessworld.

2
Thiscoursewillenablestudentsinunderstandingtheimportanceofcreationof

positiveimageofselfandorganisationinthecustomersmind.

Syllabus:
Unit
Number

Contents Number
of
Sessions

1

Introduction:
1.ConceptofSalesmanship&TypesofSelling

2.ChangingRolesandFunctionsofaSalesman
3.ImportanceofPersonalSellingintheContextofCompetitive

Environment

10

2

SalesmanCareer:
1. C

areerCounselling&Guidance
2. T

ypesofSalesman,Duties,Responsibilities
3. O

pportunitiesandGrowthintheSalesField
4. Q

ualities,RewardsinSelling:FinancialandNon-Financial
(Incentives)

5. M
ethodsofTrainingSalesmen

14

3

BuyerBehaviour:
1.Introduction,ClassificationofBuyer
2.BuyingMotives-RationalandEmotional
3.FactorsInfluencingPurchaseofaProduct,ShoppingBehaviour
4.MethodsofIdentifyingCustomerPerceptions
5.FindingoutCustomer’sNeeds,ProblemsandPotentialities

14

4

SalesPresentation:
1.IntroductionandPlanningSalesPresentation,
2.ObjectivesofSalesPlanning,SalesTalk,SupportingEvidenceetc.
3.Stepsinvolvedinproductpresentationanddemonstration

10

48

LearningResources:

1 TextBooks

1.SalesmanshipandSalesManagement,3rdRevisedEdition,Kishore
ChandRautandPramodKSahu.
2.SalesManagement:Theory&Practice,2ndEdition,BillDonaldson



54|Page BachelorinVocation(B.Voc)

2 Reference
Books

1.HowtoSellAnythingtoAnybody,JoeGirard

2.HowtoMastertheArtofSelling,Tom Hopkins

3.CoachingSalespeopleintoSalesChampions,KeithRosen′s



55|Page BachelorinVocation(B.Voc)

405 ResearchPaperWritingandPresentation(II)onRetailStore

Operations

Semester IV

CourseCode 405 Component Skill

ResearchPaperWritingandPresentation(II)

CourseOutcomes:

1
Thiscoursewillprovidestudentsconceptualunderstandingofdifferentoperating

processes and theirsignificance in running retailoperations by undergoing

researchintothesame.

2.
Thiscoursewillhelpstudentstodevelopnecessaryskillsforundertakingresearch

paperwritingtaskandpresentation.

Syllabus:

Unit

Number

Contents

1

ForResearchpaperwritingandpresentationstudentsarerequiredto
undertake research (Primary ,secondary research )related to
variousareasofretailstoreoperations.Studentswillpreparea
researchpaperonsomeofthefollowingareasandarerequiredto
presentthesame:
•ManagingRetailOperations
•WhatareStoreOperations
•Productivity&OperatingEfficiency
•MostCommonMistakesofRetailers
•ControlsEssentialforsuccessfuloperations
•MeasuringPerformance
•Managingandcontrollingstockofretailmerchandise
•StoreAppearance&HouseKeeping
•FunctionsofaStoreManager
•Promotion,PlanningandExecutionRetailOperations

2 PresentationofResearchPaper:TheyThestudentsarerequiredto
Presenttheresearchpaper.

LearningResources:

Reference

Books

1.SwapnaPradhan,RetailingManagement,TataMcGrawHillPublishing

Company,New Delhi

2.BarryBerman,JoelR.Evans,RetailManagement,PearsonEducation
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406-ProjectWorkonRetailConsumerBuyingBehaviorandSatisfaction

Semester IV

CourseCode 406 Component Skill

ProjectworkonRetailConsumerBuyingBehaviorandSatisfaction

CourseOutcomes:

1 Thiscoursewillprovidepracticalexperienceandexposuretostudents.

2.
Thiscoursewillhelpstudentstounderstandvariousaspectsofconsumerbuying

behaviourandcustomersatisfactionandfactorsaffectingthesame.

3.
Thiscoursewillhelpstudentsdevelopnecessaryskillsforplanningandmanaging

forbettercustomerservicesinaretailstore.

Syllabus:

1

StudentswillhavetodoProjectworkbasedonthefollowingareasrelatedtoRetail

ConsumerBuyingBehaviourandCustomerSatisfaction:

-ConsumerBuyingProcesswithreferencetospecificproductcategorysoldby

retailstore

-FactorsInfluencingConsumerBuyingbehaviourforparticularproductfrom retail

store

-Customersatisfactionforparticularretailstore

-Factorsaffectingcustomersatisfactionforcustomerservicesprovidedbystore

-Retailstorestrategiesformanagingcustomersatisfaction

-Roleofsalesforceinconsumerbuyingbehaviour

-RoleofSalesForceinCustomerSatisfaction

-Any otherrelevanttopics related to retailconsumerbuying behaviourand

satisfaction2.

ReportandViva–Voce

BVRM -406PaperwillbeevaluatedonthebasisofProjectreportandViva-Voceby

externalexaminer.
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SemesterV

MerchandisebuyingandPlanning
Semester V

CourseCode 501 Component Generic

Merchandisebuyingand

Planning

CourseOutcomes:

1 ThiscoursewillmakestudentunderstandaboutMerchandisebuyingandPlanning

2 ThiscourseenablesstudentsdevelopstrategiesaboutMerchandisebuyingand
Planning

Syllabus:
Unit
Number

Contents Numberof
Sessions

1

Merchandise Management:Objective,Presentation and

DemonstratingMerchandise;StrategiesforCreatingGood

lookingRetailStoresDisplays,RetailPlanoGram.
10

2

VisualMerchandise:ObjectiveandPrincipleofsuccessful

visualMerchandise.Signage:TypesandCharacter,Visual

Display
10

3

ManagementofServiceandQualityinMerchandisePlanning,

Devising Merchandise Plan: Innovativeness, Assortment,

CategoryManagement.

14

4

RoleofInformationTechnologyinPoint-of-SaleSystem;

ElectronicFundTransferatPOS;DataWareHouseandData

Mining,GeneralMerchandisePlanningSoftware.
14

48

LearningResources:

1 TextBooksRetailManagement:PatericM Dulle&RobertFLusch

2. Reference
Books

1. RetailManagement:GauravGhosal
2. DataDrivenMarketing:MarkJeffrey
3. ReflectioninRetailing:StanleyMarcus
4. RetailMerchandising:RischE.H.
5. MerchandiseBuying:M SmithBohlinger
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RetailOperations

Semester V

CourseCode 502 Component Generic

RetailOperations

CourseOutcomes:

1
Thiscoursegetthestudentacquaintedwiththeknowledgeofretailoperations

performedinaretailorganisation

2 Thiscoursewillmakestudentsunderstandretailoperation

Syllabus:
Unit
Number

Contents Number
of
Sessions

1

RetailsOperation:ElementsandComponents,StoreAdministration
and ManagementofStoreFloor.ManagementofthePremises,
OpeningandClosingActivityofStore,SkillsandResponsibilityof
RetailsStoreManager.

10

2
Method and Approaches to RetailOperations:RetailLocation:

StrategiesandDecisions,RetailBranding. 12

3
RetailMarketingMix:RoleofPersonalSellinginRetailprocesses.

RetailPromotion:RoleandObjective,StoreSecurity
12

4
SupplyChainManagement:Objectives,IntegrationofSupplyChain

Strategies;BottlenecksandRemedies,SupplyChainPerformance. 14

48

LearningResources:

1 TextBooks
1.SwapnaPradhan,RetailingManagement,TataMcGrawHill

PublishingCompany,New Delhi

2
Reference

Books

1. SupplyChainManagementforRetail:RajeshRay
2. LogisticandRetailManagement:JohnFervieleighs
3. Retalmanagement-AStrategiesapproach:BarryBermanand

JoenREvan
4. MarketingatRetail:RobertLilejenwaleandBarba

Note:Latestandadditionalgoodbooksmaybesuggestedandaddedfrom

timetotime.
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EntrepreneurshipDevelopment

Semester V

CourseCode 503 Component Generic

CourseTitle:EntrepreneurshipDevelopment

CourseOutcomes:

1 ThiscoursewillprovideafoundationforEntrepreneurshipDevelopment

2 Thiscoursewillmakethestudentstopreparebusinessplans

Syllabus:
Unit

Number

Contents Number

of

Session

s

1

Entrepreneurship:IntroductiontoEntrepreneur,Entrepreneurshipand
Enterprise,Importanceand RelevanceoftheEntrepreneur,Factors
InfluencingEntrepreneurship,ProsandConsofbeinganEntrepreneur,
Women Entrepreneurs, Problems and Promotion, Types of
Entrepreneurs,CompetencyRequirementforEntrepreneurs.

10

2
Entrepreneurshiptheories:Theoriesofentrepreneurship,
entrepreneurialDevelopmentProgrammes,EDPobjectives 10

3

PreparingtheBusinessPlan(BP):Introduction,meaning,objectives
andsignificanceofabusinessplan,componentsofBP,contentsof
BP,FeasibilitystudyandCommonPitfallstobeavoidedinPreparation
ofaBP,legalformalitiesanddocumentation.

08

4

SmallScaleIndustries:Meaning,definition,nature,scope,Importance,
ofSmallScaleIndustries/TinyIndustries/AncillaryIndustries/Cottage
Industries,ProductRange,CapitalInvestment,Ownership Patterns,
ProblemsFacedbySSI’sandtheStepsTakentoSolvetheProblems,
PoliciesGoverningSSI’s;Sourcesoffinance,nature,scope,rolein
economicdevelopment. 48

LearningResources:

1 TextBooks

1. Robbins S.P. (1999) Organizational Behaviour, concepts,

controversiesandapplications,Prentice-Hall,NewDelhi.

2.Rao,V.S.P.(2009)OrganizationalBehaviour,ExcelBooks,India.

2
Reference

Books

1Mark.J.Dollinger,Entrepreneurship – Strategies and Resources,

PearsonEdition.

2.UdaiPareekandT.V.Rao,DevelopingEntrepreneurship

3.S.V.S.Sharma,DevelopingEntrepreneurship,IssuesandProblems

4.Srivastava,APracticalGuidetoIndustrialEntrepreneurs
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AdvertisingandBrandManagement

Semester V

CourseCode 504 Component Generic

AdvertisingandBrandManagement

CourseOutcomes

1
Thiscoursewillmakethestudentsunderstandtheimportanceofadvertisingand
medias’roleinadvertisingandBrandmanagement.

2
ThiscourseenablestodevelopthevariousstrategiesofAdvertisingandBrand
Management

Syllabus:
Unit
Number

Contents Number
of
Sessions

1

Introduction to Advertisement: Concept and Definition of
Advertisement, Social, Economic and Legal Implications of
Advertisements,Setting AdvertisementObjectives,Advertisement
Agencies,SelectionandRemuneration,AdvertisementCampaign.

10

2
AdvertisementMedia:MediaPlan,TypeandChoiceCriteria,Reach

andFrequencyofAdvertisements,CostofAdvertisementsRelated
toSales,MediaStrategyandScheduling.

14

3

DesignandExecutionofAdvertisements:MessageDevelopment,
DifferentTypesofAdvertisements,Layout,DesignAppeal,Copy
Structure,AdvertisementProduction,Print,Radio.T.V.and Web
Advertisements,MediaResearch,TestingValidityandReliabilityof
Ads,MeasuringImpactofAdvertisements

14

4
BrandManagement:Meaning,definition,scope,building,measuring,
managing Brand Equity, Brand positioning: developing and
communicatingapositioningstrategy

10

48

LearningResources:

1 TextBooks

1.SalesmanshipandSalesManagement,3rdRevisedEdition,Kishore
ChandRautandPramodKSahu.
2.SalesManagement:Theory&Practice,2ndEdition,BillDonaldson

2 Reference
Books

1.KennethClow.DonaldBack,“IntegratedAdvertisements,Promotion

andMarketingCommunication”,PrenticeHallofIndia,NewDelhi,2003.

2.S.H.H.Kazmi,SatishKBatra,“Advertising&SalesPromotion”,Excel

Books,NewDelhi,2001.

3.GeorgeEBelch,MichelABelch,“Advertising&Promotion”,McGraw

Hill,Singapore,1998.

4.JulianCummings,“SalesPromotion”,KoganPage,London1998.
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505 FundamentalsofVisualMerchandising(VM)

Semester V

CourseCode 505 Component Skill

FundamentalsofVisualMerchandising(VM)

CourseOutcomes:

1
Thiscourse aimsatlearningbasicvisualmerchandisingconceptsandtheories

essentialinthestoreimage,itsmerchandise,anddisplays.

2 ThiscoursewillhelpfultoformulateStrategiesofVisualMerchandising(VM)

Syllabus:
IntroductiontoVM
Pre-openingOperations:Preparationofcheckchart,Pointofsalemechanism,
Customerservice,Value addition and Loyalty Programmes,Personality
developmentandgroomingofemployees,PreOpeningOperationsandcheck
chart,Personalgroomingofstaffmembers,POS,Managementinformation
System ,FreeItems/Schemes,CustomercareandLoyaltyprograms
VisualMerchandising:Devisingamerchandisingplan,FactorsinVM,Visual
merchandisinginonlineretailformats,PreparationofaRetailbusinessplan,
GlobalpracticesinRetailformats,
Devisingmerchandiseplan:Innovation,Assortment,Categorymanagement,
Outstore-In storetactics,Security,Renovationplanning,Storeplanningand
layout
Visualmerchandisingdetails:PropsandSignage,Visualdisplayanddesign,
Mannequins,Toolsandmaterialsoftrade,Fixturesandlighting,
Preparation ofa retailbusiness plan:Business plan formats,financial
assistance,Stepsinvolved in starting a business venture,Licensing and
registrationprocess
#ProjectswillbegiventostudentsrelatedtoExtensivepracticalsessions,
Visittovariousstoresandprojects,puttingupdisplaysetc.

LearningResources:

Reference

Books

1.SwapnaPradhan,RetailingManagement,TataMcGrawHillPublishing

Company,New Delhi

2.BarryBerman,JoelR.Evans,RetailManagement,PearsonEducation



63|Page BachelorinVocation(B.Voc)



64|Page BachelorinVocation(B.Voc)

506-SummerProject

Semester V

CourseCode 506 Component Skill

SummerProject

CourseOutcomes:

1 Thiscoursewillprovidepracticalexperienceandexposuretostudents.

2.
Thiscoursewillmakestudentsunderstandvariousaspectsofretailsector

3.
Italsohelpsdevelopnecessaryskillsforplanningandmanagingforbetter

customerservicesinaretailstore.

Syllabus:

1

StudentswillhavetodoProjectworkbasedonthefollowingareasrelatedto

 Changesinorganizedretailsectorandunorganizedretailsector

 ComparisonbetweenRetailinginMetroCity,UrbanareaandRuralAreas

 OrganizedRetailingVsUnorganizedRetailing

 Changesinshopping

 Researchonretailers,supplychaininretailing

 Projectonvariousretailingformatsandconsumerpreference

 Developmentofnewretailformatasperlocalneedofconsumer

2.

ReportandViva–Voce

BVRM -506PaperwillbeevaluatedonthebasisofProjectreportandViva-Voceby

Internalandexternalexaminer.
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SemesterVI

601 StrategicManagement
Semester VI

CourseCode 601 Component Generic

StrategicManagement

CourseOutcomes:

1
Thiscoursewillenablestudentstounderstandvariousperspectivesandconceptsin

StrategicManagement

2
Thiscoursewillenablestudentstodevelopskillsforapplyingtheseconceptsto

differentBusinesssituations.

3. This course willhelp students to understand the analyticaltools ofstrategic

management.

Syllabus:
Unit
Number

Contents Number
of
Sessions

1

StrategicManagement:AnIntroduction

1.Concepts:Vision,Mission,Goals,Objectives,Strategy

2.Meaning of strategic management and concept of

strategy,policyandstrategy,strategyandtactic,Strategy

andstrategicplan

3.Natureofstrategicplanandnatureofstrategicdecisions

4.approachestostrategicdecisionmaking

5.levelsofstrategies

6.Thestrategicmanagementprocess

10

2

ExternalEnvironment:

1.AnalysisandappraisalConceptofenvironment

2.Environmentalscanningandanalysis

3.Componentsofenvironment,

4.SWOT:A toolof environmentanalysis,techniques of

environmentalsearchandanalysis,

5.ETOP:A technique ofdiagnosis,decision making on

environmentalinformation.

10

3

Organizationalchangeandinnovation:-

1.Plannedandunplannedchange

2.Causesorforcesoforganizationalchange

3.Managingplannedchange,choosingachangestrategy

4.Creativityandinnovationinorganizations

5.Organizational creativity and innovation process,learning

organization

08
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4

StrategicFrameworkinRetail:

1.Retailingorganizations,Formulationandevaluationofstrategic

options withinretailingorganizations,Mergers,Acquisitionand

strategicalliancesinvolvingretailers

2.Analysis oforganization structure and design among retail

organizations

3.RetailMix

4.RetailProductandPricingStrategies

5.RetailStoreLocationstrategiesanddecisions

6.RetailPromotionMix

10

5

Genericcompetitivestrategy:

1.Genericvs.Competitivestrategy,

2.Genericcompetitivestrategy,competitivemarketing strategy

option,offensivevs.defensivestrategy,Corporatestrategy:-

Conceptofcorporatestrategy,offensivestrategy,defensive

strategy,scopeandsignificanceofcorporatestrategy

Strategicevaluationandcontrol:-

1.Evaluationofstrategyandstrategiccontrol,NeedofEvaluation

2.Criteriaforevaluationandtheevaluationprocess,

3.Strategiccontrolprocess,typesofexternalcontrols.

10

48

LearningResources:

1 TextBooks
1.StrategicManagementandBusinessPolicybyAzharKazmi,Tata

McGraw-Hill,ThirdEdition.

2.
Reference

Books

1.StrategicManagementbyIreland,Hoskisson&Hitt,IndianEdition,

CengageLearning,2008Edition

2.ConceptsinStrategicManagement&BusinessPolicybyThomasL.

Wheelen&J.DavidHunger,Pearson,12thed.

3.StrategicManagementbyDr.YogeshwariL.Giri
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602BusinessEthics

Semester VI

CourseCode 602 Component Generic

BusinessEthics

CourseOutcomes:

1
Thiscourse willprovideconceptualand comprehensiveknowledgeofBusiness

Ethics

tostudents.
2

Thiscoursewillimpartknowledgeto studentsofdilemmasofethicaldecision

making

inbusiness.
3

Thiscoursewillprovidebasicunderstandingofethicsmanagementandoverviewof

ethicsindifferentfunctionalareas

4
Thiscoursewilldevelopunderstandingoftherelationshipbetweencorporatesocial

responsibilityandbusinessethicsamongstudents.

Syllabus:
Unit
Number

Contents Number
of
Sessions

1

IntroductiontoBusinessEthics:

1.Definitionofethicsandbusinessethics,Lawvs.Ethics

2.EthicalPrinciplesinBusiness

3.Approaches to Business Ethics:Teleology,Deontology and

Utilitarianism

4.ImportanceofBusinessEthics

5.DebateforandagainstBusinessEthics

10

2

EthicalDecisionMakinginBusiness:

1.Ethicaldilemmasinbusiness

2.Ethicaluniversalism andrelativism inbusiness

3.Factorsaffectingthebusinessethics

4.Processofethicaldecisionmakinginbusiness

5.Individualdifferencesinmanagersandethicaljudgment

12
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3

EthicsManagement:

1.RoleoforganizationalcultureinEthics

2.Structure ofethics management:Ethics programs,code of

conduct,ethicscommittee,ethicsofficersandtheCEO

3.Communicating ethics:communication principles,channels,

trainingprogramsandevaluation

4.Ethics audit,corporate governance and ethicalresponsibility,

transparency

5.Internationalandotherethicalbodies,recenttrends,issues

14

4

EthicsinFunctionalAreas:

1.Marketing,HR,Production,IT/SystemsandFinance

2.EnvironmentalEthics

3.Genderethics

4.EthicsinInternationalBusiness

06

5

CorporateSocialResponsibility:

1.Concept,benefits,challengesofCorporateSocialResponsibility

2.LawsrelatingtoCSR,

3.ExperienceinIndia,CSR&ethics

06

48

LearningResources:

1 TextBooks

1.GhoshP.K.(2010)BusinessEthics,VrindaPublications.
2.JohnR.Boattright(2008)EthicsandtheConductofBusiness,Pearson

Education.

2
Reference

Books

1.ManuelG.Velasquez(2008)BusinessEthics,PearsonPrentice-Hall.

2.TrevinoK.LindaandKatherineA.Nelson(1995)ManagingBusiness

Ethics,JohnWiley&Sons.
3.AlbuquerqueDaniel(2010)BusinessEthics,OxfordUniversityPress.

4.ChakraborthyS.K.(2003)ManagementandEthicsOmnibus,Oxford

UniversityPress.
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603ResearchMethodology

Semester VI

CourseCode 603 Component Generic

ResearchMethodology

CourseOutcomes:

1
Thiscoursewillprovideafoundationforconceptualunderstandingofessential

elements inResearch.

2
Thiscoursewilldevelopunderstandingofneed&importanceofresearch,conduct

ofresearchandapplicationofvariousessentialelements.

3
ThiscoursewillenablestudentstounderstandthebasicframeworkofResearch

Methodology.

Syllabus:
Unit

Number

Contents Number

of

Session

s

1

IntroductionofResearchMethodology:

1.MeaningandScope

2.Needforbusinessresearch

3.StepsinResearchProcess

4.Identificationofresearchproblem

5.IntroductionandimportanceofReviewofLiterature

6.ComponentsofLiteratureReview

10

2

Variable&ClassificationofResearch:

1.Variables

2.Typesofvariables

3.Developinghypothesisbasedonvariables.

4.TypesofHypotheses

08

3

Scale&ResearchDesign

1.ImportanceofMeasurement

2.TypesofScale

3.PurposeofResearchDesigns

4.ClassificationofResearchDesigns

5.TypesofDataSources

6.MethodsofDataCollection

10
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4

Framingofobjectives,Rationale&Sampling

1.PurposeofResearchObjectives.

2.FramingofResearchobjectives

3.Connectingresearchobjectiveswithdatarequirementand

appropriateresearchdesign

4.NeedforSampling

5.SamplingPlan

6.Typesofsamplingtechniquesandtheirapplication

2.

3.

4.

5.

10

5

DesigningDataCollectionTools

1.Questionnaire&itsdesignprocess

2.DesigningFocusGroups

3.ObservationsStudy

4.Interviewschedule

5.DataCollection,FieldWork&itschallenges.

10

48

LearningResources:

1 TextBooks

1.ResearchMethodology:MethodsandTechniques,byC.R.Kothari,

2ndEdition

2
Reference

Books

1.PracticalResearchMethods,byCatherineDawson

2.BusinessResearchMethods,byAlanBryman

3.BusinessResearchMethods,byDonaldCooperandPSchindler,12th

Edition
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604CustomerRelationshipManagementinRetail

Semester VI

CourseCode 604 Component Generic

CustomerRelationshipManagementinRetail

CourseOutcomes:

1 ThiscoursewillenablestudentstolearnthebasicsofCustomerRelationship

Managment.

2
ThiscoursewillenablestudentstounderstandtheroleandchangingfaceofCRM as

ITenabledfunctions,andapplicationofCRM activitiesinretailbusiness

operations.3 StudentswillbeenabledtomanageCustomerRelationships.

Syllabus:
Unit
Number

Contents Number
of
Sessions

1

Introduction:

1.CustomerRelationshipManagement:Meaning,Definition

andScope

2.Acquiring customers,-Customerloyaltyand optimizing

customerrelationships

3.BuildingLoyalty

4.TypesofRelationshipMarketing

5.CustomerLifecycle

10

2

CustomerRelationshipManagement(CRM):

1.CRM:OverviewandEvolutionoftheConcept

2.CRM andRelationshipMarketing

3.CRM Strategy

4.ImportanceofCustomerDivisibilityinCRM

5.Customer Retention,Behaviour Prediction -Customer

Profitability&ValueModeling

6.CRM andCustomerService-TheCallCentre,CallScripting

-CustomerSatisfactionMeasurement

10

3

BuildingCustomerValue:

1.SatisfactionandLoyalty

2.TotalCustomerSatisfaction

3.CultivatingCustomerRelationship

4.SalesForceAutomation

5.ContactManagement

6.CRM inIndia

1.

2.

08
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4

ValueChain:

1.ValueChain:Concept,IntegrationBusinessManagement,

2.BenchmarksandMetrics,

3.CultureChange,

4.AlignmentwithCustomerEcoSystem,

5.VendorSelection

CRM linksine-Business:

1.E-CommerceandCustomerRelationshipsontheInternet

EnterpriseResourcePlanning(ERP)

2.SupplyChainManagement(SCM),-SupplierRelationship

Management(SRM),-Partnerrelationship Management

(PRM).

10

5

CRM Implementation

1.Definingsuccessfactors–

2.Preparing a business plan requirements,justification and

processes

3.ChoosingCRM tools–

4.Managingcustomerrelationships-conflict,complacency,

5.ResettingtheCRM strategy

6.SellingCRM internally-CRM developmentTeam -Scopingand

prioritizing-Developmentanddelivery-Measurement

2.

3.

4.

5.

10

48

LearningResources:

1 TextBooks
1.RelationshipMarketing:S.Shajahan-TataMcGrawHill,

2.CustomerRelationshipManagementconceptsandcasesbyRaiAK

2
Reference

Books

1.CustomerRelationshipManagementbyG.ShaineshandJagdishN

Sheth

2.CustomerRelationshipManagementbyDr.K.GovindBhat

3.“Customer Relationship Management:A strategic Approach to

Marketing”byMukherjeeK
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605 LabinRetailSellingSkills

Semester VI

CourseCode 605 Component Skill

LabinRetailSellingSkills

CourseOutcomes:

1
Thiscoursewillprovideconceptualunderstandingofvariousessentialelementsfor
maximising retailsales and theirsignificance in successfulretailbusiness
operationswitheffectivesalesperformance.

2.
This course willhelp to develop understanding aboutnecessary skills for
undertakingvarioussellingactivitiesandbettercustomerservicetotheretailstore
customers.

Syllabus:

Unit

Number

Contents

1

ForLabinRetailSellingSkills,sessionswillbetakenforthestudentsonthe

followingareasofstudy:

1.UnderstandingofSellingProcess:

PersonalSelling Skills:objectives ofPersonalSelling,Identifying the

potentialCustomers,Receiving& Greeting,Ascertainingtheneedsand

ArousingInterest.

Process ofPersonalSelling,Handling Objections,Closing the Sale,

CustomerFollowup

NegotiationStrategies.

2.Managingself:

BasicGrooming:KnowingSelf,SWOTAnalysis,CodeofConduct

Manners&Etiquettes:BodyLanguage,FaceExpressions& Gestures&

Postures,SelfPresentation,VoiceModulations

3.RequiredSkills:

BasicCommunicationSkills:UseofWords,UseofSigns,Communicating

withCustomers

ConversationalSkills Development on Phone:How to Make calls,

AnsweringtheCalls,RepresentingtheCompany,FollowingtheCompany’s

Procedure

RefreshingKnowledge:BuildingGeneralAwareness,NewDevelopmentin

Retail,EnhancingReasoningAbilities

4.ManagingKeyPerformanceAreas:

CustomerDealing:How to Build Patience,Developing Listening Skills,

HumourinConversation,UnderstandingtheCustomerNeeds

DevelopingRelationships2

ReportandViva–Voce

ThestudentsarerequiredtoprepareaReportwhichshallbeevaluatedonthe

basisofviva-voce.
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LearningResources:

Reference

Books

1.SwapnaPradhan,RetailingManagement,TataMcGrawHillPublishing

Company,New Delhi

2.Hurlock,ElizabethB,PersonalityDevelopment,TataMcGrawHill,

NewDelhi

3.HowtoSellAnythingtoAnybody,JoeGirard

4.HowtoMastertheArtofSelling,Tom Hopkins

5.CoachingSalespeopleintoSalesChampions,KeithRosen′s
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606-DeskResearch

Semester VI

CourseCode 606 Component Skill

DeskResearch

CourseOutcomes:

1 ThiscoursewillprovidethefoundationforunderstandingretailstrategiesandCRM

activitiesofretailstore

2.
Thiscoursewillenablestudentstounderstandvariousaspectsofretailstore

strategiesanditsimplementation.

3.
Thiscoursewillhelpthem tounderstandvariousCRM activitiesrunbyretailstores

andcustomerresponsetoCRM Programsoftheretailstore.

Syllabus:

1

Studentswillhavetododeskresearchbasedonthefollowingareasrelatedto

RetailstrategiesandCRM activitiesofretailstore:

-RetailStrategiesadoptedbyretailstore-Product,Price,PlaceandPromotion

-FactorsInfluencingRetailStrategiesoftheretailstore

-CustomerRelationshipManagementActivitiesadoptedbyretailstore

-RetailstorestrategiesformanagingcustomersatisfactionandLoyalty

-CustomerLoyaltyProgramsandcustomerresponsetotheprograms

-AnyotherrelevanttopicsrelatedtoretailstrategiesandCRM

2.

ReportandViva–Voce

BVRM -606PaperwillbeevaluatedonthebasisofdeskresearchreportandViva-

Voceby externalexaminer.
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