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Section 1: Responsibilities of Retail Management

¢ Defining the roles and responsibilities of retail managers.

* The fundamentals of leadership and management.

¢ Balancing team dynamics and ensuring effective communication throughout.
 Building integrity, trust, and overall positive relationships with employees.

e Managing change to guarantee maximum performance.

Section 2: Innovative Decision-Making

¢ Analysing problems and assessing potential risks.

e The process of effective problem-solving.

e Effectively assess issues and make decisions to resolve them before productivity is
impacted.

e Factors that influence innovation.



e Techniques to invoke innovation to aid in resolving customer issues.

Section 3: Communication and Interpersonal Skills

e |dentifying ways of communication - verbal, non-verbal, and written formats.

¢ Defining the three communication barriers - linguistic, psychological, and emotional.
e Utilising PACT - Powerful Active Communication Techniques.

e Using effective language to defuse conflict and overcome employee resistance.

e Conducting team meetings to offer praise and rewards and to establish further goals
and objectives.

Section 4: Developing a Team

 Evaluating team dynamics and identifying conflicting personalities.

e Understanding the ideal to communicate on an individual basis and as a team.
e Recognising and creating plans for group improvement and development.

¢ Providing coaching to those performing below expectations.

e Offering and receiving constructive criticism.

Section 5: Time Management and Task Delegation

e The principles and benefits of effective time management.

e Methods and techniques to maintain effective time management.

e Delegating tasks to those most suitable for the responsibility.
» |dentifying when it’s appropriate to assign tasks less suited to employees in hopes of
developing their skills.

» Effective inventory record keeping ensures no time or productivity is wasted on
unusable products.
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WHAT'S A PRICING STRATEGY?
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YouTube Video

https://www.youtube.com/embed/YS26Mmr7UhM?si=bpKrh)3snNKsjwT1
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