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FCPC shall be a world-class university for lifelong learning.
[bookmark: _Hlk510601491]MISSION

FCPC shall:
1. Offer relevant and multidisciplinary academic programs to produce lifelong learners who are globally competitive and socially responsible professionals.
2. Provide viable researches for local and international publication and utilization.
3. Implement collaborative and sustainable community extension services.
	PROGRAM EDUCATIONAL OBJECTIVES
	MISSION

	Within three years after graduation, the graduates of BS Business Administratoin shall:
	1
	2
	3

	a. Qualify for a career in office administration specifically in various general and specialized administrative support supervisory, and managerial positions
	√
	√
	√

	b. Perform work responsibly guided by the institutions core values.
	√
	√
	√

	c. Acquire the competencies, skills, knowledge and work values necessary for self-employment
	√
	√
	√



COURSE SYLLABUS

I	Course Code		:
II	Course Title			: Retail Management
III	Year Level			: 3rd Year
III	Pre-requisite		: None
IV	Credit				: 3 units

V          Course Description	:

Retail Management is the process in which helps customers to procure the desired merchandise from the retail store for their personal use.  This course will provide information about retail customers and competitors that is used to effectively develop and implement a retail strategy.


In this course, learners are expected to know the functions of Retail Management, different types of retailers as well as the variety of decision they make to satisfy customer’s need.  This course also intends to explain to the learns how retailers use and coordinate multiple selling channels either through retail stores, the e-market, as well as different venues which has a purpose of interacting with the customers.  This course also discusses the process that the consumers go through when choosing retail outlets and buying merchandise and how they can affect the buying process.

 





VI        Program Outcomes and Relationship to Program Educational Objectives

	

Program Outcomes
	Program Educational Objectives

	
	A
	B
	C

	1
	Articulate and discuss the latest developments in the specific field of practice.
	√
	
	√

	2
	Effectively communicate orally in writing using both English and Filipino.
	√
	√
	√

	3
	Work effectively and independently in multidisciplinary and multi-cultural teams.
	√
	√
	√

	4
	Act in recognition of professional, social and ethical responsibility.
	√
	√
	√

	5
	Preserve and promote "Filipino historical and cultural heritage".
	
	√
	

	6
	Perform the basic functions of management such as planning, organizing, leading and controlling.
	√
	
	√

	7
	Apply the basic concepts that underlie each of the functional areas of business (marketing, finance, human resources management, and production and operations management) and employ these concepts in various business situations.
	√
	
	√

	8
	Use the proper decision-making tools to critically, analytically, and creatively solve problems and drive results
	√
	
	√

	9
	Express oneself clearly and communicate effectively with stakeholders both in oral and written forms 
	√
	
	

	10
	Apply information and communication technology (ICT) skills as required by the business environment
	√
	
	

	11
	Work effectively with other stakeholders and manage conflict in the workplace
	√
	√
	√

	12
	Plan and implement business-related activities
	√
	√
	√

	13
	Demonstrate corporate citizenship and social responsibility
	√
	√
	√

	14
	Exercise high personal moral and ethical standards
	√
	√
	√

	15
	Provide general administrative and clerical support to high-level executive guided by the Code of Ethics for Office Professionals
	√
	√
	√

	16
	Coordinate office management activities
	√
	
	√

	17
	Manage office communications
	√
	
	√

	18
	Organize files, information, and office supplies effectively
	√
	
	√

	19
	Exhibit acceptable human relations skills in a diverse environment
	√
	
	√





VII  Course Outcomes and Relationship to Program Outcomes

	Course Outcome
	Course Outcomes and Relationship to Program Outcomes

	
	Student Outcomes

	The student should be able to:
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10
	11
	12
	13
	14
	15
	16
	17

	1. to know the functions of Retail Management, different types of retailers as well as the variety of decision they make to satisfy customer’s need.
	
D
	
D
	
D
	
D
	
D
	
D
	
D
	
D
	
D
	
D
	
D
	
D
	
D
	
D
	
D
	
D
	
D

	
	18
	19
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
D
	
D
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
2. to know how retailers use and coordinate multiple selling channels either through retail stores, the e-market, as well as different venues which has a purpose of interacting with the customers.  

	1
	2
	3
	4
	5
	6
	7
	8
	9
	10
	11
	12
	13
	14
	15
	16
	17

	
	
D
	
D
	
D
	
D
	
D
	
D
	
D
	
D
	
D
	
D
	
D
	
D
	
D
	
D
	
D
	
D
	
D

	
	18
	19
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
D
	
D
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	3. to know the process that the consumers go through when choosing retail outlets and buying merchandise and how they can affect the buying process.


	1
	2
	3
	4
	5
	6
	7
	8
	9
	10
	11
	12
	13
	14
	15
	16
	17

	
	
D
	
D
	
D
	
D
	
D
	
D
	
D
	
D
	
D
	
D
	
D
	
D
	
D
	
D
	
D
	
D
	
D

	
	18
	19
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	D
	D
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	



Level 4:


VIII Course Coverage
	Week
	Topic
	Course
Outcome
	Learning Activities
Students will:
	Assessment

	1
	Orientation of FCPC Vision, Mission, Goal, Core Values, Program Education Outcomes and Course Outcomes
Essential Knowledge and Skills. 


	CO - 1 
	· Adhere to FCPC’s vision, mission, core values, and program educational outcomes.

	Formative Assessments 



	2
	Introduction to Retail Management

	CO - 1
	· Definition of Retail Management and its significance to the market
	Recitation


	3
	The Basics of Retail Management

	CO - 1
	· Differentiate the types of retailers
	Assignment / Quizzes

	4
	
Multi-channel Retailing
	CO - 1
	· Different types of retail channels 
· Direct Selling
· Internet
· Catalogues
· Benefits to the market

	Lecture / Discussion

	5
	
Customers’ Buying Behavior



	
	
· Mechanics of the buying process
· Market segmentation
· Consumers’ side in the retail

	
Discussion / Recitation

	6
	Summative Test 1 and Long Examination 1 (Prelims)


	7
	
Retail Market Strategy


	CO-2
	·  Definition of Retail market
· Target market and retail format
· Global opportunities
· Retail Planning Process

	
Discussion / Recitation

	8
	Financial Strategies in Retail Management

	CO-2
	· Concepts of Retail strategies

	Seatwork 

	9
	Information System /
Supply Chain Management

	CO-2
	· Supply chain and its purpose
· Flow of information in and the product in the supply chain information
	Lecture / Discussion


	10
	Customer relationship management
	
	· Significance of Customer Relations in the business setting
	Assignment

	11
	Review
	CO-2
	· 
	

	12
	Summative Test 2 and Long Examination 2 (Midterm)

	13
	Managing the Merchandising Planning Process

	CO-3
	· Significance in the business setting process
· Sales Forecasting
investments

	
Assignment / Discussion

	14
	Retail Pricing
	CO-3
	· Different types of pricing strategies
· Cost and Price sensitivity
	Discussion / Presentation 


	15
	
Managing Retail Store

	CO-3
	
· Different strategies in managing retail store
· Basics of Store management
	
Research / Presentation


	16
	
Spending Saving and Investing Money

	CO-3
	
· Finance Principles
	
Research / Presentation

	17
	Recap in preparation for the examination 
	
	
	


	18
	Summative Test 3 and Long Examination 3 (Finals)




IX: Grading System:

Course Outcome 1 (30%)
 5% 	- Communicative Competence (Learning Interaction, EAR, 6 Facets of Understanding Questions,  Individual Goal Plan, Learning Task Output Plan)
  10% 	- Other Evidence (Individual Goal Plan, Learning Task Output Plan, Individual and Group Presentations, Assignments, Learning Assessments, etc.)
  5 % Perfornance Task
  			10 % 	- Long Examination 1 
Course Outcome 2 (30%)
  5% 	- Communicative Competence (Learning Interaction, EAR, 6 Facets of Understanding Questions,  Individual Goal Plan, Learning Task Output Plan)
  10% 	- Other Evidence (Individual Goal Plan, Learning Task Output Plan, Individual and Group Presentations, Assignments, Learning Assessments, etc.)
   5% Performance Task
  			10% 	- Long Examination 2
Course Outcome 3 (30%)
  5% 	- Communicative Competence (Learning Interaction, EAR, 6 Facets of Understanding Questions,  Individual Goal Plan, Learning Task Output Plan)
  10% 	- Other Evidence (Individual Goal Plan, Learning Task Output Plan, Individual and Group Presentations, Assignments, Learning Assessments, etc.)
   5 % Performance Task
  			10% 	- Long Examination 3
			
Final Examination 

			10% Field Familiarization

	          		100%     TOTAL





X: Course Requirements:
· Formative Assessments
· Summative Tests	
· Long Examinations
· Performance Tasks

XI: References: 

Text book: H.M. Neck, C.P. Neck, & E.L Murray (2018). Entrepreneurship - The Practice and Mindset, Sage Publications Inc.

[bookmark: _GoBack]
XII: Other Course Policies
a. Attendance
1. Regularity and punctuality in attending classes are expected of each student.
2. In article XIV, Section 73 of the Manual of Regulations for Private Schools (8th edition), the following provision is stated: “A student in every private school who incurs absences of more than (20%) of the prescribed number of class or laboratory periods during the school year or term should be given a failing grade and given no credit for the course or subject.
However, the school may adopt an attendance policy to govern absences of its pupils or students who belong to the upper half of their respective classes.”
3. Any student who has accumulated more than the maximum number of absences tolerated in a given subject disqualifies himself for earning any unit and causes himself to be dropped automatically from the class.
4. A student who has not completed all academic requirements by the end of the last semester of his curriculum year is not eligible for graduation and is not allowed to take part in the commencement exercises for that year.
b. Submission of Assessments/Outputs
1. All subject assessments and outputs must be submitted on time. Considerations could only be given if there had been proper communication between the instructor and the student prior to the dates of submission.
c. Consultation Schedule
Students must first set an appointment to confirm the instructor’s availability.
Committee Members:
Course Cluster Chair:		Anne Michelle J. Naig,MAED,MBA,CHP
CQI Cluster Chair:			Anne Michelle J. Naig,MAED,MBA,CHP
Members:			           
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