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PGDRM Syllabus

SEMESTER 1

	S. No.
	Subjects
	L
	T/P
	CREDITS

	RM 101
	Introduction to Management
	3
	
	3

	RM 102
	Retail Concepts
	3
	
	3

	RM 103
	Store Operations & Visual Merchandising
	3
	
	3

	RM 104
	Retail Buying & Category Management
	3
	
	3

	RM 105
	Viva - Voce
	3
	
	3

	
	Total
	15
	
	15


*ADDITIONAL:

Personality Development shall form the core activity other than imparting knowledge and professional skills.

Evaluation of Winter Project:

	Presentation / Viva Voce(Open Presentation)
	50 Marks

	External Assessment by Corporate
	50 Marks


Working Hours: 40 to 45 per paper per semester (this will include classroom teaching presentation and personality development)

PGDRM – RM 101
Introduction to Management

Course Coverage:

UNIT I

1. General Management: Principles of Management, Managerial Communication, Accounting for Managers, Managerial Economics, Organizational Behavior.










(08 Lectures)
UNIT II

2. Finance Management: Corporate Finance, Taxation Direct or Indirect, Financial Services, Security  Analysis and Portfolio Management, Strategic Finance Management.











(09 Lectures)
UNIT III

3. Human Resource Management: Strategic Human Resource Management, Organizational Development, Labour Law-I, Training and Development, Labour Welfare.








(09 Lectures)
UNIT IV

4. Quantitative Techniques: Basic Principles of Quantitative Analysis, Introduction to quantitative Decision Making Concepts, Relevance of Operation research, Production Operation Management.  






(09 Lectures)
Suggested Reading:
VSP Rao

: Management 

L M Prasad

: Principles of Practices of Management

I M Pandey 

: Financial management

Prasanna Chandra
: Theory & Practices Financial management 

Greenfield, Tonny
: Research Methods – Guidance for post Graduates  
PGDRM – RM 102
Retail Concepts

Course Objective: The objective is to introduce various aspects of professional Retailing and to develop fundamental understanding of retailing and various decisions -making situations of retailers.

Course Coverage:
UNIT I
1. Introduction to retailing: What is Retailing, Role of Retailing, Careers in Retail, Retailers Classification, Wheel of Retailing, Future of Retailing, Retailing Market Mix

(08 Lectures)
UNIT II
2. Understanding Basics of Retail Strategy: Strategic Retail Management, Market Research, and Market Research in Retailing, Concepts of Customer Relationship Management, Retail Locations and Site Selections Decisions.

(09 Lectures)
UNIT III
3.Retail Advertising and Consumer Behaviour,Meaning ,elements of CB,Factors afecting CB.Impact of CB on Advertising,Mai aspects of Retail Advertising seen in India.

(09 Lectures)
UNIT IV
4.Retail Verticals: Government Policy-Retail Sector, Ethical  Issues In  Retailing ,New Internet Applications In Retailing, Understanding Various Retail Verticals –Food & Grocery, Apparel, Lifestyle / Jewellery / Accessories, Consumer Durables & Home Improvement, Petro Retailing, Books  And Music. 
(09 Lectures)
Suggested Reading:

Chetan Bajaj

: Retail Management 

Prentice Hall

: Retail Management: A Strategic Approach 

Swapna Chandra
: Retail Management

A. J. Lamba

: The Art of Retailing 

PGDRM – RM 103
Store Operations and Visual Merchandising

Course Objective: The objective of this course is to provide real time exec rice of store

Operations, practiced in a daily basis in any store of an organization. This course provides Pure employability prospects to a candidate.

Course Coverage:
UNIT I
1. Introduction to Store Operation: Overview Of Store Operation, Functions Of Retailing, Parameters For Strategy Mix Decision, Dialectic Process (Project/ Case Study On Creating A Store) 





(08 Lectures)
UNIT II
2. Floor Space Management  - Plannogram, Managing Store Inventories, Quick Response Inventory Planning, Managing Merchandise, Cashiering Process, Managing In Store Promotions and Events.

(09 Lectures)
UNIT III
3. Objectives Of Good Store Design: Consistency Of Design With Image And Strategy, Design and Consumer Behavior, Flexibility in Store Design, Principles of Good Store Design.

(09 Lectures)
UNIT IV
4. Merchandise Presentation Techniques: Idea oriented presentation, style oriented presentation, colors presentation, price lining, visual merchandising, customer Service: strategic advantage through customer service, gap model of improving Customer service. 
(09 Lectures)
Suggested Reading:

A. J. Lamba


: The Art of Retailing 

Swapna Chandra

: Retailing Management

Barry Berman, Joel & Evans 
: Retail Management: Strategic Management

David Gilbert
 

: Retail Marketing 
PGDRM – RM 104
Retail Buying & Category Management

Course Objective: To acquaint the students with the basic procedures of retail buying & merchandising and also the Management of Vendors with Category Management.

Course Coverage:
UNIT I
Retail Buying: Buying Organizations Formats And Processed, Staple Merchandise Buying System, Computer Assisted Ordering, Elements of Retail Buying.

(08 Lectures)
UNIT II
Retail merchandising : Definition & Importance of merchandising ,merchandise planning, item selection ,Types of merchandise, sources of merchandise, The assortment planning process, variety ,Assortment, product availability, Allocating Merchandise to stores , Implementing merchandise plans ,open to buy.
(09 Lectures)
UNIT III
Category Management: definition and impact, Elements of category Management, developing category plans, Benefits of category management, Category management Implementation, Logistic in retailing and concepts of distribution centre.

(09 Lectures)
UNIT IV
Vendor Management: Types of vendors, Distributor-Manufacturer comparison, Factors of vendor identification, connecting with vendors, Vendor Negotiation, Establishing and maintaining Relationships with Vendors.

(09 Lectures)
Suggested Reading:

Levi Witz


: Retail Management

Swapna Pradhan

: Retailing Management

Barry Berman, Joel & Evans 
: Retail Management: Strategic Management

PGDRM – RM 105
Dissertation& Vice-Voce & Industry Affiliation
Students are supposed to undertake research survey work on specific business Organizations and performa due diligent exercise of the company in the light of Global competitiveness .This may include an in depth analysis of all-round performance Of the company like financial and non-financial performance, global marketing strategy, change management, international management practices in the background of customer satisfaction

The student will have to select a topic from a list of topics to be provided by the supervisor and submit the complete work within a stipulated time-frame in the form of a Dissertation of around 50pages (spiral in triplicate for self, supervisor and the examiner) With Times New Roman font of size12. (Only heading and sub-heading may be bold or italic with font size up to 16), with the help of faculty guide. 

NATIONAL PG COLLEGE

RANA PRATAP MARG LUCKNOW

PGDRM Syllabus

(Full Time One Year duration Comprising 2 Semesters)

SEMESTER 2

	S. NO
	SUBJECTS
	L
	T/P
	CREDITS

	RM 201
	WINTER PROJECT EVALUATION
	
	3
	

	RM 202
	RETAIL SELLING SKILLS & MALL MANAGEMENT
	3
	
	3

	RM 203
	RETAIL BRANDING & STRATEGY
	3
	
	3

	RM 204
	RETAIL SUPPLY CHAIN MANAGEMENT & LOGISTICS
	3
	
	3

	RM 205
	DISSERTATION & VIVA – VOCE & INDUSTRY AFFILIATION
	
	3
	

	
	TOTAL
	9
	6
	9


ADDITIONAL:

Personality Development shall form the core activity other than imparting knowledge and professional skills.

Evaluation of winter project:

	Presentation / Viva Voice (Open Presentation)
	50 Marks

	External Assessment by Corporate
	50 Marks


Working hours: 40 to 45 per paper per semester (this will include classroom teaching presentation and personality development)

End of 1st Semester will lead to WINTER INTERNSHIP PROJECT    

          Duration: - 3 weeks

          Evaluation: - 30 Internal 70 External

PGDRM – RM 201
Winter Project Evaluation

Course Objective: The objective for this course is to evaluate the understanding of

Candidates, post completion to first semester. 

Course Coverage:

1. Power Point Presentation on different Topics related to 1st Semester.

2. An Extempore or Viva-Voce round to judge the understanding of the student about the concepts.

3. A case Study Presentation on any relevant Topic to 1st Semester.  

4. External evaluation of project by the corporate Tie-up of the institution.
PGDRM – RM 202
Retail selling skills & Mall management

Course objective

The course is aimed at developing effective selling skills and building good consumer relationship through the study if consumer behavior.

Course coverage

UNIT I

1. Consumer Behavior and Demand Analysis: Cardinal and Ordinal Approaches to Consumer Behavior, Demand function, Determinates of Demand, Elasticity of Demand, Derivation of Market Demand, Demand Estimation and Forecasting.

(09 Lectures)
UNIT II
2. Consumer Decision process, Problem Recognition and methods of problem solving   and purchase, post purchase behavior and customer satisfaction.

(08 Lectures)
UNIT III

3. Retail selling skills: Role of selling, retail selling process, approach, identifying customer needs and wants, presenting the merchandise, selling feature and benefits objection handling. closing the sales up selling and cross selling

(09 Lectures)
UNIT IV

4. Introduction: concepts of shopping mall, growth of malls in India, mall positioning strategies, facility management, common area management, tenant management.

(09 Lectures)
Suggested Reading:

James R. Ogdel, Denise Ogden
: Integrated Retail Management, Biztantra 2005

Gibson G. Vedamani
: Retail Management – Functional Principles &   

  Practices 
Swapna Pradhan


: Retailing Management

Brian Muller, Craig, Johnson 

: “The Psychology of Consumer”

Jill Griffen, Robert T. Herres

: “Customer Loyalty : How to earn it, How to keep 

  it”
PGDRM – RM 203
Retail Branding and Strategy

Course Objective

The objective of this course is to provide understanding of the basic principles of advertising management and to develop and understanding of the brand concept and the operational aspects of managing the brand.

Course Coverage

UNIT I

1. Definition of advertising, function of advertising, process of advertising, scope of advertising, Advertising and consumer behavior, setting up of advertising objectives, DAGMAR, determining advertising budget.









(09 Lectures)

UNIT II
2. Measuring advertising effectiveness, media planning and scheduling, setting up of media objectives, developing media strategy, evaluation of different and media selection, media buying.

(09 Lectures)
UNIT III
3. Brand Concepts- Nature and Importance of Brand, Brand Name, Brand Management, Brand Vs Generics, Brand Life Cycle, Brand Loyalty, Brand Equality, Brand Personality.

(09 Lectures)
UNIT IV
4. Brand Positioning- Concepts and definition, repositioning, Celebrity endorsement, brand extension, differential advantage, strategies for competitive advantage, brand pyramid.
(08 Lectures)
Suggested Reading:

Rajan Nair



: Marketing

Philip Kotler   



: Marketing Management 

R.S.N. Pillai & Bagavathi

: Modern Principles & Practice 
K. Ramamohana Rao


: Services Marketing 
PGDRM – RM 204
Retail Supply Chain Management & Logistics

Course Objective: The course provides the in-depth knowledge of Supply Chain Management and provides to gain expertise in integration of operation management to supply chain management.

Course Coverage:

UNIT I

1. Inventory Management, Loss prevention, Shrinkage, SCOR Modeling, S&OP,

(09 Lectures)
UNIT II
2. Distribution Management, Process Analysis
(08 Lectures)
UNIT III
3. Warehousing-Dry & Wet, Warm and Cold Storage
(09 Lectures)
UNIT IV

4. Transporting- Cost effectiveness measures, Optimization, JIT concept

(09 Lectures)
Suggested Reading:

Sunil Chopra & Peter Meindel 
: Supply Chain Management: Strategy, Planning & 

  Operation
Jeremy F. Shapiro


: Modeling the Supply Chain

Swapana Pradhan


: Retailing Management
PGDRM – RM 205
Dissertation & viva – Voce & Industry Affiliation
Students are supposed to undertake research survey work on specific business organizations and perform a due diligent exercise of the company in the light of global competitiveness. This may include an in depth analysis of all-round perform of the company like financial and non-financial performance, global marketing strategy, change 

Management, international management practices in the background of customer satisfaction.

The students will have to select a topic from a list of topics to be provided by the supervisor and submit the complete work within a stipulated time-frame in the form of a dissertation of around 50 pages (spiral in triplicate for self, supervisor and the examiner) with Times New Roman font of size 12. (Only headings and sub-headings may be bold or italics with font size up to 16), with the help of faculty guide).
A mid-term evaluation would precede the final submission which would carry 70-30 percentage of marks as decided by the institute. 

