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Date: 29-04-2023
Department of Commerce
2022-23
CERTIFICATE PROGRAMES

Name of the Programme : Retail Marketing

Duration : 31 hours

No of Students Enrolled : 28
Starting Date : 18.03.2023
Ending Date : 27.04.2023

Faculty /Resource Persons

1. S.Lakshmi Kantam, Lecturer in Commerce,RRDS GDC,Bhimavaram

2. G. Uma Maheswari, Lecturer in Commerce, RRDS GOC,Bhimavaram

3. Dr.V . Vijaya Kumar, Lec.in.Commerce, RRDS GDC,Bhimavaram

4. 5ri.V.Naga Raju, Retail Trader,Yendagandi.
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Date: 17-03-2023
Department of Commerce

2022-23
Certificate Programme in Retail Marketing
Curriculum

SYLLABUS

Module-1: .An overview of Retailing - Types of stores — Product Retailing vs. Service
Retailing - Non store Retailing — Retail strategy — Achieving competitive advantage and
positioning Retailing environment — Legal, Social, Economic, Technological, issues —
Trends in the Indian Retailing Industry.

Module-2:Retail store location and layout — Country/Region analysis — Trade area
analysis — Site evaluation and selection — Store design and layout - Comprehensive stare
planning - Exterior design and layout — Interior store design and layout — Interior design
elements.

Module-3: Planning merchandise needs and merchandise budgets — Methods for
determining inventory evaluation — Assortment planning, buying and vendor relations —
Merchandise pricing — Price strategies — Psychological pricing — Mark-up and markdown
strategies,

Module-4: Communicating with the retail customer — Retail promotion mix- Advertising
— Sales promotion — Publicity — Retail selling process — Retail database- In-store
customer service.

Module-5: Globalization and changing retail formats - Online retailing — International
Retailing — Opportunities and Challenges — Market entry formulas — New customized
formats (customized stores, portable stores, merchandise depots, retail theater, service
malls, customer-made stores, interactive kiosk ‘shopping arcades”)

Learning Qutcomes

1. understand what marketing means to business executives and academics

2, Understand the ways that retailers use marketing tools and techniques to interact
with their customers.

3. Helps in Identification of insider trading

3. To help self reliance of students by providing knowledge in operational
knowledge in Retail markets,




SCHEDULE

| Duration —One Hour | SYLLABUS TO BE COVERED
i per Day (410 5 pm)
{ Day ] An overview of Retailing — Types of stores
! Day 2 Product Retailing vs. Service Retailing
| Dy 3 MNon store Retailing — Retail strategy
| Day 4 Achieving competitive advantage and positioning
Retailing environment
Day 5 Legal, Social, Economic, Technological, issues
Day ¢ Trends in the Indian Retailing Industry
Day 7 Retail store location and layout — Country/Region analysis |
Day ¥ Teade area analysis — Site evaluation and sclection
Day 9 Store design and layout — Comprehensive store planning
Day 10 Exterior design and layout
Day 11 Interior store design and layout — Interior design elements
Day 12 Planning merchandise needs and merchandise budgets
Day 13 | Methods for determining inventory evaluation
Day 14 Assortment planning, buving and vendor relations
Day 15 Merchandise pricing — Price stratepics
Day 16 Psychological pricing — Mark-up and markdown strategies
Day 17 Communicating with the retail customer I
Day 18 Retail promotion mix- Advertising :
Day 19 Publicity — Retail sclling process
Day 20~ Retail database- In-store customer service
Day 21 Globalization and changing retail formats
Day 22 Online retailing
Day 23 Opportunities and Challenges
Day 24 Market entry formulas
Day 25 New customized formats {customized stores)
Day 26 MNew customized formats (portable stores)
Day 27 Mew customized formats (merchandise depats, retail
theater
Day 28 New customized formats (service malls, customer-made
slores
Day 29 Mew customized formats (interactive kiosk *shopping
arcades”)
Day 30 Case Studies of Retail traders
Day 31 Examination

Methodology followed

1. Lecture method 2. Interactive Sessions 3. Case Studies

R.R.D.S. Govt. Degree College
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4. Participative Learning
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DATE: 17.03.2023

Department of Commerce

2022-23

CERTIPFICATE PROGRAME
MName of the Programme : Retail Marketing
Duration : 30 hours

No of Students Enrolled : 28
Starting Date : 18.03.2023
Ending Date : 27.04.2023
Assessment Procedure

This certificate Programme consists 3] hours duration and teaching curriculum based on
learner centric methods. Formative Assessment will be done at the end of each class.
After Completion of teaching of modules a test will be conducted with 90 minutes
duration in the following Procedure and grades will be given based on the marks secured.

Section | Nature of Questions | Marks Allotted | Total
Marks
A 10 Objective Type Questions | 2 marks each question | 2()
B 5 Short Answer Questions 5 marks each question | 25
i 5 Fill in the Blanks | Mark Each Question | 05
Total | 50
Qualifyving Marks | 25

Grade A Above 70% of Marks
Grade B+ 70% to 60%
Grade B 60% to 70%
Grade C  50% to 60%

Qualifying Grade - C
T
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Date: 24.02.2023

Department of Commerce

Resolution for Conducting Certificate Courses

The Faculty of Commerce Department discussed in the Department of commerce to
conduct certificate courses for the academic year 2022-23 and resclved to conduct the
following certificate courses for the duration of minimum 30 hours.

1. Retail Marketing

Faculty Members Department in Charge
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Date: 02.03.2023

To

The In charge

Commerce Department
RRDS Govi.Degree College
Bhimavaram

Sub; Conduct of Certificate Programmes 2022-23 — Permission accorded

[n the view of value addition and enhancing skills of the students , accorded permission
to the commerce department o conduct Certificate courses at the Convenient Schedule .
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Department of Commerce

MNotice
date: 03.03.2023

All the students are here by informed that the department of commerce is going o
conduct the following centificate programs

1. Retai]l Marketing

The certificate programs will enhance the knowledge and abilities in addition to your
academics Register for the certificate courses before 06.03.2022 at commerce

department .

Circulated to Department In charge
IBCOM Lg,/ ¢, Fads P
I BCOM
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Circulated to Faculty members




RRDS GOVERNMENT DEGREE COLLEGE.BHIMAVARAM
Department of Commerce
2022-2023
Certificate Programme in Retail Marketing
Starting date From 18-03-2023 To 27-04-2023

Students Enrolled
University
‘5.NO | Name of the student Registered no. | Class & Group | Signature
1|Bosai 213128200001 | I B.com(CA)
| 32 |b Likitha 213128200002 | Il B.com({CA]
! 3 | B. Bhagya Sni 213128200003 | 1| B.com(CA)
' 4 | B. Siva Parvathi 213128200004 | Il B.com(CA)
5 | G. Lakshmi Satya Durga Bhaani | 213128200007 | Il B.com(CA)
a ', K. Prakash Rao 213128200009 Il B.com{CA)
7 | M. Ravi Teja 213128200011 | Il B.com(CA)
8 | P. Adi lakshm| 213128200012 Il B.com({CA)
g | P. Bala Sai 213128200013 | Il B.com(CA)
10 | 5. Siva Naga Mounica 213128200014 Il B.com(CA)
11 | T. Pandu Ranga 213128200016 Il B.com{CA)
12 | P. Naga Gopi Raju 213126203017 Il B.A
13 | K. Anil Kumar 213126203013 11 B.A .
14| chavwva Bhavani 223128100001 | | B.Com | Gen) |. ; =
15 | B. Chiranjeevi 223128200001 | IB.Com{CA) | :"'L‘,,-m_»m{.ejﬂ?
16 | G. Durga 223128200007 | 1B.Com(CA] |3y Ty omgn
17 | G. Amulya 223128200008 | | B.Com(CA) (e -A,Wﬂgm
| 18| ). Geetha Naga Durgani 273128200009 | |B.Com(CA) |, Mﬁﬁn_
| 13| K. Jyothi 223128200010 | | B.Com({CA) b T tfal |
20 | N. Rama Rao 223128200013 |B.Com{CA) [+ hinice s |
21 | P. Sravani 223128200015 | | B.Com({CA) P Soouana
22 | V. Mercy 223128200001 | B.Com|CA) L8
23 | G. Ravi Teja 223128200006 [ 1B.Com(CA) |/ - B
24 | D. Bhavya Sri 223126240003 | 1B.A e |
25 | 1. Pushpa Durga 223126240005 | B.A 3. =R, Tlr.i:l%_a
26 | M. Vera Babu 273126240009 | | B.A Vi, eom T
27 | Ch. Ragini 223126240002 | 1B.A . 'gnﬁg_hﬁi
25 | D. Elisha 223126240004 | IB.A @ Clicta
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Department of Commerce

At the end of the Certificate Programme Examination, 2022-23
NN Retail Marketing
|"r..-2 1~ '7-" ..a]lll'.

o

Max.Marks: 50

\ i’ Section-A 10x2=20

Objective type guestions

1. The word Retails derived from the—!—

o e "3
A Latin B. French. C. English, [, German f
2. The functions of management start with—. r
q__,f.ﬂ._ buying. ,.E_Ii;plsnning. C.organizing. D supervising, A
3, Form of payment which a retailer may accept is —-.
A cash enly. B. cash Bcredit cards..#%cash &debit cards.  D. all of these

4, —= helps the retailers to face the crisis situations.
: . ! !
A. Risk management. B. Credit management /Q*,ﬁnancml management D. All of these

5. Atmasphere in retailing refers to —-. -
‘-_L/ A. the weather outside a store, y‘Fhe ambbence, music, color scent in a store,
C. assortment of products in the store. D, display of items in @ store.

B. Retailing is a marketing function which —-,
A, sells products to other business. W sells products to a company that resells them.
C. sells products to final consumers. D. sells products for one's own use

7. Al of the following are possible types of sérvice that a retailer can offer except —-,
' 1/' A seli servica. B self selection. ,6’ limited service. D, all of the above,

£. The term which is used to identify the major aress of business of a diversified ocrganization |s.

/‘,l’ﬂ/l.uslness area, B. Business segment, group or diversion
C. Business scope., D. Diversified business,



~

N

response

9. E-tailing refers to —.

ﬁ‘. A zale of alectronic items in a store. B.;atafqg shopping-
¥ €. music store. :;D?'Fetalllng shopping using tha inter.

10. Which of the following will act as a corner stone in maintaining the competitiveness of
company
A Market focus. " Defining capabilities.
T, Relationships and organizational change. | D, Mone of the above

Section-B 5x5=25

Short Answer Questions

Write any five Questions
1. What is the retail marketing?

2. What are the 5 basics of marketing?

3. Who is our ideal customer?

4, How can we best reach customers matching that profile?

5. How can we best add value ta that customer's life, career or compamy?
6. How can we articulate that value to the customer in 15 words or less?

7. What is retall used for?

Section-c 5x1=5
Fill in the blanks

1. If the product passes through a longer channel of distribution, the marketer will have to give
importance to -@dﬂﬂ—‘-‘:lfﬁ”ﬂ i

mankebn
2. isdirect communications with carefully targeted individual consumers to an immediate

Tirag
3. Transport system creates _ utility. ~

4, Smaller companies tying up with leading companies to distribute through its network is
known as & Distribution, '

5. What does FMCG stand for? [} 7ec b mmmﬁﬂa \/
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(r 2 ?;il Department of Commerce
K ::Lf;lit the end of the Certificate Programme Examination, 2022-23
Retail Marketing
Max.Marks: S50
Section-A 10x 2 =20

Objective type questions
1. The word Retails derived from the——
:! /Latm B, French. L. English. D. German

2. The functions of management start with—.
'c.}f A, buying. ﬁlannir@- C.organizing. D. supervising.

3, Form of payment which a retailer may accept s —-,
' Y A cashonly. "\,;\E’.' cash &credit cards, C. cash &debitcards.  D. all of these

4, —— helps the retailers to face the crisis situations.
II"-.I 5 Risk management. B. Credit mnagment,ﬁ‘(’_fimnfial management 0. All of these
%,

5. Atmosphere in retailing refersto —-.
A. the weather outside a store. fo'fhe ambience, music, color scent in a store,
C. assortment of products in the store.  D. display of items in a store.

6. Retailing is @ marketing function which —.

A, sells products to other business. B. sells products to a company that resells them.
&7 sells products to final consumers. D. sells products for one's own use
[

7. All of the following are possible types of service that a retailer can offer except —-.
A self service,  B'Relfselection,  C.limited service.  D. all of the above.

2, The term which is used to identify the major areas of business of a diversified organization is.
A Business area. B. Businass segment, group or diversion
lI_-' C. Business scope. D. Diversified business.




9. E-tailing refers to —-,

-'\Ivf,a.ﬁ.. sale of electronic items in a store. B catalog shopping.
C. music store, g B retalling shopping using the inter,

LT

10 Which of the following will act as a corner stone in maintaining the competitivensss of

4/ company
arket focus. B, Defining capabilities.
"‘!E Relationships and organizational change. . Mone of the above
AA @fx\“ Section-B 5x5=25
Short Answer Questions

Write any five Questions
1. What is the retall marketing?

“2+What are the 5 basics of marketing?
3. Who is our ideal customer?
4, How can we best reach customers matching that profile?
5, How can we best add value to that customer's life, career or company?
£. How can we articulate that value to the customer in 15 wards or less?

7. What is retail used for?

Section-¢ 5x1 =35
Eill in the biank
1. If the product passes through a longer :;mﬂrlel of distribution, the marketer will have to give

importance to - OOERS \E‘l},r% ,,,-"
DEgRcd YORkedy

2. isdirect communicatiofis with a::areﬁ.ll ly targeted individual consumers to an immediate

response WE__

3, Transport system creates _ wkility.

\f,\ 4, smaller companies tying up with leading companies to distribute through its netwark is
known Eshﬁistrihuﬁun. \

5. What does FMOG stand for? fcﬁ,j; VM%@T@WE %Iﬂﬁ
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RRDS GOVERNMENT DEGREE COLLEGE,BHIMAVARAM
Department of Commerce
2022-2023

Students list of Grades obtained

Certificate Programme in Retail Maketing
Started From 18.03.2023 to 27.04.2023

University

S5.NO | Name of the student Registered no. | Class & Group | Grade Obtained |
1|8 213128200001 | I B.eom(CA) | C
2 | b. Likitha 213128200002 | 11 B.com(CA) | A
1 | B. Bhagya Sn 213128200003 | I B.com(CA) A

| 4| B SivaParvathi 213128200004 | II Beom(CA) | A
5 | G. Lakshmi Satya Durga Bhavani | 213128200007 | Il B.com({CA) A

| 6| K. Pmkash Rao 213128200009 | 11 B.com{CA) B
7 | N. Ravi Teja 213128200011 | 11 B.com{CA) B
& | P. Adi lakshmi 213128200012 | I B.com(CA) A
g | P. Bala Sai 213128200013 I B.com{CA) A+
10 | 8. Siva Naga Mounica 213128200014 | I1 B.com{CA) A
11 | T. Pandu Ranga 213128200016 | II B.com(CA) A
12 | P. Naga Gopi Raju 213126203017 |1 B.A A
13 | K. Anil Kumar 213126203013 |11 B.A A
14 | Chavva Bhavani 223128100001 | 1B.Com ( Gen) | A+
15 | B. Chiranjeevi 223128200001 | 1 B.Com(CA) B
16 | G. Durga 223128200007 | 1 B.Com(CA) A
17 | G. Amulya 223128200008 [ B.Com(CA) A
18 | J. Geetha Naga Durgani 223128200009 | I B.Com{CA) A
19 | K. Jyothi 223128200010 | I B.Com{CA) A+
20 | N. Rama Rao 223128200013 | I B.Com{CA) C
21 | P. Sravani 223128200015 | 1 B.Comi{CA) B
22 | V. Mercy 223123200001 [ B.Com(CA) A
21 | G. Ravi Teja 223128200006 [ B.Com{CA) C
24 | D. Bhavya Sri 223126240003 | IB.A A
25 | J. Pushpa Durga 223126240005 1 B.A B
26 | M. Vera Babu 223126240009 | IB.A B
27 | Ch. Ragini 223126240002 | 1B.A A
28 | D. Elisha 223126240004 1B.A B

R.R.D.S. Govt. Degree College

BHIMAVARAM-534 202.
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RRDS GOVERNMENT DEGREE COLLEGE- BHIMAVARAM

West Godavari District, Andhra Pradesh

Department of ..GOQMMERCE..........
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