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	FACULTY OF ECONOMICS, ADMINISTRATIVE AND SOCIAL SCIENCES 

DEPARTMENT OF INTERNATIONAL TRADE AND LOGISTICS
INTERNATIONAL RETAIL COURSE SYLLABUS



	Course Name
	Course Code
	Academic Semester
	T+P 

(hours per week)
	Local Credit
	ECTS

	International Retail
	ITL307
	5
	2 + 0
	2
	3


	Academic Department
	Department of International Trade and Logistics

	Prerequisites
	None

	Type & Level of Course Unit
	Elective

	Language of Instruction
	English

	Academic Year and Semester
	2026-2027 Fall Semester

	Meeting Time and Place 
	Wednesday 13:00-14:50 FEAS004, LAB

	Course Objectives
	The course aims to introduce the students to the basic concepts of international retail. It also explains the retail management issues and the relationship between logistics and retailing.

	Course Description 
	This course informs students about the wide range of options that are available in the implementation of retail management and the career roles that relate to this discipline, with a view to ultimately optimizing retail organizations’ performance. The course provides a current picture of developments in the areas of retailing and management, although these are subject to such rapid change, necessitating a contemporary perspective. It will help students to understand all the major issues affecting international retailing, including logistics and supply chain management, service quality across international boundaries, design, ethical sourcing, luxury brands, young consumers, and global trends.

	Learning Outcomes
	Upon successful completion of this course, students will be able to:

1. Define the role and importance of retailing within the international economy and examine different perspectives on its development. 

2. Develop knowledge of strategic retail management principles and the processes involved in building and maintaining strong relationships in retailing. 

3. Understand the growth of global retail businesses, including product and brand management, logistics, and the process of retail internationalization. 

4. Recognize the significance of location in retail business success and decision-making. 

5. Explain the role of consumers in retailing and understand key aspects of retail operations, including buying and merchandising, pricing strategies, and communication practices.

	Course Rules
	1. Class attendance is compulsory at a rate of 70%; otherwise, the students cannot take the midterm and final exams. Attendance is entered into the system every week after class; there is no possibility of changing it later. 

2. Books that can be used as a resource in the course are indicated in this form. Students are responsible for the topics specified in this form and for the material covered in class. Students can also learn the topics covered during the semester from other books.

3. Assignments are due and submitted on time. In case of delay, prior permission from the instructor is required.

	Planned Learning Activities and Teaching Methods 
	 Lectures, Presentations, Homework, Discussion.


INSTRUCTOR

	Name of Lecturer
	Prof. Dr. Elma SATROVIC

	Office
	FEAS308

	Office Hours
	15:00-16:00 Wednesday; 09:00-11:00 Thursday

	e-mail
	elma.satrovic@hku.edu.tr

	Teaching Assistant
	

	e-mail
	


WEEKLY SCHEDULE 
	Weeks
	Topics
	Assignments
	Learning Outcomes

	1. 
	Course introduction
	General Information & Course Content
	-

	2. 
	Perspectives of international retailing
	Lectures  &  Discussion
	LO1 LO5

	3. 
	Building and sustaining relationships in retailing
	Lectures  &  Discussion 
	LO1 LO2

	4. 
	Strategic planning in retailing
	Lectures  &  Discussion 
	LO2

	5. 
	Retail customer service
	Lectures  &  Discussion 
	LO5

	6. 
	Retail product and brand management
	Lectures  &  Discussion 
	LO3 LO5

	7. 
	Presentations
	-
	-

	8. 
	MIDTERM EXAM
	MIDTERM EXAM
	EXAM 

	9. 
	Retail logistics: changes and challenges
	Lectures  &  Discussion
	LO3 LO4

	10. 
	Retail buying and merchandising
	Lectures  &  Discussion
	LO5

	11. 
	Retail pricing
	Lectures  &  Discussion
	LO3 LO5

	12. 
	Retail marketing communications
	Lectures  &  Discussion
	LO5

	13. 
	Retail location
	Lectures  &  Discussion
	LO3 LO4

	14. 
	Presentations
	-
	-

	15. 
	Final exam review
	-
	-

	16. 
	FINAL EXAM
	FINAL EXAM
	EXAM 


COURSE RESOURCES
	· Retail Management: A Strategic Approach (13/e), by Berman, Evans, and Chatterjee (2021). Pearson. ISBN: 9780133796841

	· Retailing Management (evergreen release), by Levy and Grewal (2026). McGraw-Hill. ISBN: 9781266189319

	· Retail Marketing Management: Principles & Practice, by Goworek and McGoldrick (2015). Pearson. ISBN: 9780273758747

	· International Retail Marketing: A Case Study Approach (1/e), by Bruce, Moore, and Birtwistle (2004). Butterworth-Heinemann. ISBN: 9780750657488

	· Global Fashion Business: International Retailing, Marketing, and Merchandising (1/e), by Jin (2024). Bloomsbury Visual Arts. ISBN: 9781350180185


GRADING
	Types of Activity
	Frequency
	Percentage in Grading

	Attendance and Participation
	
	

	Practice
	
	

	Fieldwork
	
	

	Internship
	
	

	(Pop-) Quizzes
	
	

	Homework/Paper
	5
	10

	Presentation
	1
	20

	Classroom Performance
	
	

	Projects
	
	

	Seminars
	
	

	Midterm Exam(s)
	1
	20

	Final Exam
	1
	50

	Total
	
	100


ECTS ALLOCATION

	Learning Activities
	Frequency
	Time (hours)
	Workload

	Attendance
	
	
	

	Practice
	
	
	

	Fieldwork
	
	
	

	Internship
	
	
	

	(Pop-) Quizzes
	
	
	

	Homework/Paper
	5
	14
	70

	Presentation
	1
	18
	18

	Classroom Performance
	
	
	

	Projects
	
	
	

	Seminars
	
	
	

	Midterm Exam
	1
	1
	1

	Final Exam
	1
	1
	1

	Total Workload
	
	
	90

	Total Workload / 30 hours
	
	
	3

	ECTS
	
	
	3


PROGRAM LEARNING OUTCOMES (PLO) AND COURSE LEARNING OUTCOMES (CLO) 

Please note that a learning outcome should reflect at least one of the program qualifications. 

Also specify the strength of the relation between the Course Outcome and Program Learning Outcome as follows: 

1= Very Slightly Related

2= Slightly Related

3= Related

4=Strongly Related 

5=Very Strongly Related

	
	PLO1
	PLO2
	PLO3
	PLO4
	PLO5
	PLO6
	PLO7
	PLO8
	PLO9
	PLO10

	CLO1
	4
	5
	3
	4
	3
	4
	5
	5
	3
	4

	CLO2
	5
	3
	5
	4
	3
	3
	2
	5
	4
	3

	CLO3
	5
	4
	5
	4
	3
	4
	4
	5
	5
	3

	CLO4
	4
	3
	5
	4
	5
	3
	3
	5
	5
	3

	CLO5
	3
	2
	2
	4
	5
	4
	3
	5
	2
	2
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