
Retail  
Management 

Become a competent 
strategic retail innovator   

Certificate of 
Competence

Create competitive advantage in 21st century retailing by gaining knowledge of innovative retail strategies.

WHY?
Duration: 8 consecutive weeks 
of online learning, one exam in 
week 10

Gain insight into identifying customer needs and gain skills to offer unique retail services that will distinguish 
your brand from competitors

Aimed at
y Existing and aspiring retail managers wishing to

acquire retail knowledge and skills to grow their
businesses and careers.

y New sales managers and assistant managers as
well as anyone pursuing a management career in
retail or a related industry.

y Marketing and brand managers who want to further
their knowledge and skills of retail operations.

y Graduates in graduate trainee programmes in
various retail companies

y Merchandise planners and buyers

In today’s competitive retail landscape, and with the significant growth of e-commerce, brands are 
under more pressure to create innovative and unique retail strategies to attract and retain customers.



Learning outcomes
	y Gain thorough insight into 21st century retailing trends that your brand can 

utilise to create a competitive advantage

	y Insight into the effectiveness of merchandise management

	y Developing an innovative integrated marketing communication strategy

	y The role of multi-channel and online retailing

	y Insight into customer behaviour and customer relationship management

	y Develop pricing strategies to enhance customer lifetime value

	y Gain insight into human resource management 

	y Developing a comprehensive retail strategy

The aim of this course is to provide both practical and theoretical insight into 
21st century retailing, by gaining the relevant skills to design and implement 
innovative retail strategies, both from a local and global perspective.

IMAGINE 
Building relevant 
retailing experiences 
that attract and 
retain your ideal 
customer base 
through innovative 
retail practices.
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Retail Management Course Prospectus
Course Curriculum

Format 	
Wits University Certified Online Short Course

Breakdown	
8 weeks consecutive online learning 
(asynchronous), one exam in week 10

Language
English

Course Outcomes (Summarised)	
•	 Retailing and the retail mix, 

merchandising, pricing strategies and 
customer lifetime value

•	 Single, multi-, cross-, omni- and non-store 
retail channels and online retailing

•	 Developing and implementing a strategic 
retail plan

Module 1 Module 5
Introduction to  
retail management, 
environment and trends

Customer Behaviour and 
Customer Relationship 
Management

Module 2 Module 6
Merchandise  
management

Pricing strategies and 
customer lifetime value

Module 3 Module 7
Marketing in retailing: 
Integrated marketing 
communications

Retail human resource 
management

Module 4 Module 8
Multi-channel and online 
retailing

Retail management in the 
real world: Developing a 
retail strategy
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Module 0

Module 5

Introduction to  
Online Learning 

Orientation module, preparing 
learners for the world of 

digital, online learning, as 
well as course format and 

requirements.

Customer Behaviour 
and Customer 
Relationship 
Management 

Customers, shopping 
behaviour and improving 

customer targeting.

Module 1

Module 6

Module 3

Module 8

Introduction to retail 
management, environment 

and trends
An introduction to retailing, 
the retailing concept and 

different retailing formats as 
well as the internal, micro and 
macro environmental impact 

on retailing. 

Pricing strategies  
and customer  
lifetime value
Retail pricing  

strategies, and the 
relationship between 
price and demand.

Marketing in retailing: 
Integrated marketing 

communications
Customer touchpoints, and 

strategies to reach customers 
at every touchpoint, including 

sales promotions, retail 
advertising, mobile marketing 

and more.

Retail management 
in the real world: 

Developing a  
retail strategy

The importance of  
retail strategic planning 

and the steps involved in 
creating a strategic  

retail plan.

Module 2

Module 7

Module 4

Week 9 Week 10

Merchandise management
Merchandise management 
planning, from pre-season 

planning, conducting 
research, to buying, handling 
and transport and inventory 

control and creating and 
managing the customer 

experience. 

Retail human  
resource management

Attracting, retaining 
and growing employees 

within the retail 
environment.

Multi-channel  
and online retailing

The changing face of retail 
and the retailing channels 
customers use to explore 

and purchase products and 
services in-store and online.

Study week Final assessment

Course Outline

Retail Management Course Prospectus
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Course and Module Overview

Retail management is essential to the success 
of any retail establishment. It entails looking 
after store employees, meeting sales targets, 
promoting products and services, supervising 
the daily operations of a retail outlet, and, most 
importantly, maintaining customer satisfaction. 
In this course, you will learn about the retailing 
environment, distribution and marketing 
channels, merchandise management and 
planning, what it takes to leverage integrated 
marketing communications, multi-channel and 
online retailing, segmentation and targeting, 
pricing strategies, and what it takes to develop 
a retail strategy and more.

The core principles of retailing and the retail 
mix, the micro and macro-environmental 
factors that impact the retail landscape, 
particularly in the South African retailing 
environment are explored.

	y Topic 1: Introduction to retailing

	y Topic 2: The South African retail 
environment

	y Topic 3: The retailing environment

	y Topic 4: The role of retailing in the  
supply chain

Merchandise planning and buying processes 
are discussed and the core principles 
of store layout and design in creating a 
customer experience identified.

	y Topic 1: Introduction to merchandise 
planning and management

	y Topic 2: Merchandising strategy

	y Topic 3: Store layout and design

	y Topic 4: The customer experience

Course  
Overview

Module 1:  
Introduction to retail management, 

environment and trends

Module 2: 
Merchandise management

Retail Management Course Prospectus
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Course and Module Overview

Retail Management Course Prospectus

The critical components of retail marketing 
and integrated marketing communications 
(IMC) are discussed. We also explore how to 
formulate and measure the performance of 
an IMC campaign.

y Topic 1: Introduction to retail marketing

y Topic 2: Integrated Marketing
Communication (IMC) and the IMC plan

Single, multi-channel, cross-channel, and 
omni-channel retailing are compared along 
with non-store retail channels and the types, 
trends, opportunities, and challenges in 
online retailing, specifically in South Africa.

y Topic 1: Single, multi-channel, and
omnichannel retailing

y Topic 2: Non-store retail channels

y Topic 3:  Retail trends, opportunities and
challenges

Describe what is involved in preparing a  
Retail market segmentation, targeting and 
positioning strategy and how it relates to 
the consumer decision-making process and 
buying behaviour are discussed.

y Topic 1: Segmentation, targeting and
positioning

y Topic 2: Customer decision-making and
purchasing behaviour

y Topic 3: Loyalty and churn behaviour

Module 3: 
Marketing in retailing: Integrated 

marketing communications

Module 4: 
Multi-channel and online retailing

Module 5: 
Customer Behaviour and Customer 

Relationship Management
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Course and Module Overview

Retail Management Course Prospectus

Different pricing strategies in retail are 
identified and the concept of customer 
lifetime value (CLV) is applied to the 
profitability of a business.

y Topic 1: Introduction to pricing

y Topic 2: Retail pricing strategies

y Topic 3: Customer lifetime value

The role and importance of human resource 
management and the organisational 
structures in retailing are discussed.

y Topic 1: Introduction to human resource
management

y Topic 2: Organisation structures in retail

y Topic 3: Steps in human resource
management

y Topic 4: Diverse and inclusive workforce

The importance of retail strategic planning 
is discussed and the steps involved in 
developing a strategic retail plan unpacked.

y Topic 1: Strategic retail plan

y Topic 2: Opportunities in retail

Module 6: 
Pricing strategies and  

customer lifetime value

Module 7: 
Retail human  

resource management

Module 8: 
Retail management in the real 

world: Developing a retail strategy
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Content Experts and Lecturers

Dr Melissa Zulu

Lecturer and Chair of Branding & Marketing Committee - School of 
Business Sciences

PhD in Business Sciences in retail innovation effect on customer 
retention in the Township Economy 

Lecturer and course writer 

Dr Marike Venter de Villiers

Senior Lecturer and Head of Department in Marketing - School of 
Business Sciences

PhD in Business Sciences in experiential retailing and the use of multi-
sensory marketing in influencing consumer’s in store experience

Lecturer and course writer 
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DigitalCampus is an online education platform owned by LRMG 
(Pty) Ltd. It was established to provide university and education 
institution certified short courses to the African market.

LRMG has a certified AAA+ rating and is a Level 1 Contributor to 
B-BBEE as per the South African DTI’s gazetted Codes of Good
Practice. LRMG has a 25-year global track record for creating
profit through people and their processes. We service clients in
18 African countries.

We understand that studying can be daunting. But it doesn’t 
have to mean time out of the office, tedious travel to a campus, 
or fitting in with the University’s schedule. DigitalCampus brings 

the campus experience online. Our dedicated course leaders 
facilitate your journey and you receive all the support you need to 
successfully complete the course. With expert content designed 
to deliver individual and business competence in collaborative 
and engaging blended learning experiences, you can take the 
all-important step towards that new role.

We make it simple to access the skills you need.

Our mission at DigitalCampus is to help you reimagine your 
personal and professional potential and transform into the shape 
you need to fly. Our reward? The smile on your face when you 
receive your Certificate of Competence from Wits University. 
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Trusted Certification in the palm of your hand

y A 90% Pass Rate

y Certificate of Competence from Wits, voted
No 2 University in Africa: 2022 Academic Ranking
of World Universities (ARWU)

y Trusted by some of the largest organisations in Africa
with over 9000 corporate Alumni

y Individual interaction with Wits academics and tutors

y Focused learner support and engagement on the
learning journey

y Completion and progress reporting to track your
investment and impact your scorecard

For your peace of mind, here’s 
why our students succeed:
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Contact Us Pay Options
We have various payment 
options for students. 
When you apply we will 
be able to discuss these 
with you and help you 
choose the best option 
for you.
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www.digitalcampus.co.za

info@digitalcampus.co.za

+27 (0) 87 023 0888

DigitalCampus

@DigitalCampusAfrica

@DigitalCampus_Africa 

@DigitalCampus_

DigitalCampus

Sign up to our newsletter


