
UNIVERSITY OF KENT

Module Specification

1. Title: 


Retail Communication and Promotion (CB013 – blended version)

2. School responsible 

Kent Business School

3. Start date: 

2007/08
4. Number of learners 5-20
5. Modules to be replaced 

None (this module is a blended learning alternative to the module of the same 
name)

6. Level of module 

C (FHEQ level: 4)

7. Number of credits 

15

8. Term(s) module to be taught in: 

Start dates throughout year, for stand-alone modules.

9. Prerequisite modules 

None

10. Programme of study to which module contributes: 

Foundation degree in Retail Management or stand-alone module
11. Intended subject specific learning outcomes and, as appropriate, their 
relationship to programme learning outcomes


At the end of this module the learner will be able to:

· explain the purpose of in-store retail promotion

· describe the process of taking a retail promotion from inception to evaluation

· explain the importance of setting and achieving SMARRTT targets

· compare and contrast the effectiveness of the promotional campaigns of two different retail outlets


These will contribute to the following programme learning outcomes:

	A
	1, 2, 4

	B
	1, 2, 3, 4, 5, 6

	C
	1, 2, 3, 4, 6, 8

	D
	1, 2, 3, 4, 5, 6, 7


12. Intended generic learning outcomes and, as appropriate, their 
relationship to programme learning outcomes

· Ability to work in groups and teams

· Critical thinking skills

· Ability to learn through reflection on practice and experience

· Ability to analyse problems and identify appropriate solutions

· Ability to work and study independently and utilise resources effectively

· Communication and report writing skills

· Research skills in retail and management

· Ability to relate learning to the workplace context


These will contribute to the following programme learning outcomes:

	A
	1, 2, 4

	B
	1, 2, 3, 4, 5, 6

	C
	1, 2, 3, 4, 6, 8

	D
	1, 2, 3, 4, 5, 6, 7


13. A synopsis of the curriculum

· Marketing communications

· Role of promotion - large and small stores

· Buyer behaviour and target audiences

· Creative strategy, promotional strategy 

· Retail culture

· Corporate image 

· Assessing campaign effectiveness. 

· Store layout techniques – interior/exterior

· Display techniques and location of products

· Seasonal/themes

· Ethical/cultural awareness

14. Indicative Reading List 

Cunningham P and Kotler P, 2004, Marketing Management, Pearson

Diamond J and Pintel G, 1996, Retailing, 6th edition, Prentice Hall

Gilbert D, 1999, Retail Marketing Management, FT Prentice Hall

Humby C, Hunt T and Phillips T, 2003, Scoring Points, Kogan Page

McGoldrick P, 2003, Retail Marketing, McGraw-Hill

Journals:

Retail Marketing

Retail Week

Management Today

15. Learning and Teaching Methods, including the nature and number of 
contact hours and the total study hours which will be expected of 
learners, and how these relate to achievement of the intended learning 
outcomes

Total learning time for the module will be 150 hours. Learners will undertake a blended learning approach to the module, combining online (Moodle) study of the theories and key issues, independent reading, research and answering of assignments, and two face to face group workshops during which the tutor will introduce case studies, facilitate debate and discussion of the module content and encourage problem-solving. 

Learners will be expected to apply the work-based context to their assignments wherever possible. Scenario-based case studies will enable learners to relate the formal principles and concepts of the retail environment to real life situations, including their own experiences. Learners will be expected to contribute to discussions both as individuals and as part of the group. The focus of the online material will be on subject specific learning outcomes 11 and of the workshops on a combination of the subject specific learning outcomes 11 and generic learning outcomes 12.

16. Assessment methods and how these relate to testing achievement of the 
intended learning outcomes

A small-group presentation (15-20 mins), using appropriate supporting media (50% of assessment) and demonstrating work-related experience wherever possible; demonstrating achievement of learning outcomes 11 (a & b) and learning outcomes 12 (a-h)

Written assignment (50% of assessment) demonstrating understanding of learning outcomes 11 (c, d) and learning outcomes 12 (b, e, f, g, h)

17
Implications for learning resources, including staff, library, IT and 
space

Learners will need to ensure they have access to appropriate pc and Internet, either at home or in the workplace (with the support of their line manager). Applicants will be advised of PC requirements at interview and will need to confirm they have appropriate access.  If not, they will be able to go to the college, during normal hours at their own convenience, to use open access facilities.  Texts are held at HE Learning Resource Centre, Canterbury College and learners will also be encouraged to purchase key texts. 

18
As far as can be reasonably anticipated, the curriculum, learning and teaching 
methods and forms of assessment of this module do not present any non-
justifiable disadvantage to learners with disabilities

PAGE  
1

