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C U R R I C U L U M

1 Customer Service Excellence 4 chapters · 20 classes   90 marks  

• 1 Understanding the Luxury Customer — 5 classes 

› 1.1 Identifying Luxury Customers: Characteristics and Behaviours

› 1.2 Exploring Psychological Motivations in Luxury Shopping

› 1.3 Differentiating Luxury Customer Expectations from General Retail

› 1.4 Adapting Communication Styles for Luxury Clientele

› 1.5 Creating Memorable Experiences for Luxury Shoppers

• 2 Principles of Luxury Retail Etiquette — 5 classes 

› 2.1 Understanding the Foundations of Luxury Retail Etiquette

› 2.2 Mastering First Impressions: The Art of Luxury Greetings

› 2.3 Communicating with Elegance: Tone and Language in Luxury Settings

› 2.4 Managing Customer Expectations with Poise and Professionalism

› 2.5 Applying Luxury Etiquette to Enhance Customer Experiences

• 3 Personalized Customer Interaction Techniques — 5 classes 

› 3.1 Understanding Customer Profiles for Personalization

› 3.2 Building Rapport Through Active Listening

› 3.3 Identifying Customer Needs with Effective Questioning

› 3.4 Crafting Tailored Recommendations for Customers

› 3.5 Implementing Feedback to Enhance Customer Experience

• 4 Handling Challenges and Enhancing Customer Satisfaction — 5

classes 

› 4.1 Understanding Customer Expectations in Luxury Retail

› 4.2 Identifying and Analyzing Common Service Challenges

› 4.3 Developing Solutions to Address Customer Complaints

› 4.4 Enhancing Customer Satisfaction through Empathy and Communication

› 4.5 Implementing Feedback to Improve Customer Experience

2 Introduction to Luxury Branding 4 chapters · 20 classes   90 marks  

• 1 The Evolution and Significance of Luxury Branding — 5 classes 

› 1.1 Understanding the Origins of Luxury Brands

› 1.2 Tracing the Historical Impact of Luxury on Society

› 1.3 Analyzing Key Milestones in Luxury Branding Evolution

› 1.4 Identifying Modern Changes in Luxury Branding Strategies

› 1.5 Evaluating the Role of Cultural Significance in Luxury Brands

• 2 Key Characteristics and Elements of Luxury Brands — 5 classes 

› 2.1 Exploring the Essence of Luxury Brands

› 2.2 Identifying Key Distinctions of Luxury Products

› 2.3 Analyzing the Role of Heritage in Luxury Branding

› 2.4 Understanding the Importance of Exclusivity

› 2.5 Evaluating Luxury Brand Storytelling and Experience

• 3 Consumer Psychology and Luxury Market Segmentation — 5

classes 

› 3.1 Understanding Consumer Motivations in the Luxury Market

› 3.2 Exploring Psychological Drivers of Luxury Purchases

› 3.3 Identifying Luxury Market Segments and Their Characteristics

› 3.4 Analyzing Consumer Behavior Trends in Luxury Branding

› 3.5 Applying Consumer Insights to Luxury Branding Strategies

• 4 Creating and Managing Luxury Brand Equity — 5 classes 

› 4.1 Understanding the Core Elements of Luxury Brand Equity

› 4.2 Analysing the Role of Perceived Value in Luxury Branding

› 4.3 Exploring the Impact of Brand Prestige on Consumer Behavior

› 4.4 Distinguishing Between Brand Awareness and Brand Identity

› 4.5 Implementing Strategies to Enhance Luxury Brand Equity



3 Luxury Consumer Behaviour 4 chapters · 20 classes   90 marks  

• 1 Understanding the Luxury Consumer Profile — 5 classes 

› 1.1 Defining the Luxury Consumer: Characteristics and Desires

› 1.2 Exploring Cultural Influences on Luxury Consumer Behaviour

› 1.3 Identifying Psychographics: Values and Attitudes of Luxury Consumers

› 1.4 Analyzing Purchasing Patterns in the Luxury Market

› 1.5 Applying Consumer Profiles to Enhance Luxury Retail Strategies

• 2 Psychological and Emotional Drivers in Luxury Consumption — 5

classes 

› 2.1 Understanding Psychological Motivations in Luxury Purchases

› 2.2 Exploring Emotional Connections to Luxury Brands

› 2.3 Identifying Status and Prestige as Drivers in Luxury Consumption

› 2.4 Analyzing the Role of Self-Identity in Luxury Buying Decisions

› 2.5 Applying Psychological Insights to Enhance Customer Engagement

• 3 Cultural Variations in Luxury Perception — 5 classes 

› 3.1 Explore Cultural Influences on Luxury Perception

› 3.2 Investigate Regional Differences in Luxury Preferences

› 3.3 Analyze the Impact of Social Norms on Luxury Consumption

› 3.4 Examine Case Studies of Luxury Markets in Different Cultures

› 3.5 Apply Cultural Insights to Enhance Luxury Retail Strategies

• 4 Trends and Future Directions in Luxury Consumer Behavior — 5

classes 

› 4.1 Understanding Emerging Trends in Luxury Consumer Behaviour

› 4.2 Analyzing the Impact of Digital Transformation on Luxury Consumption

› 4.3 Evaluating the Role of Sustainability in Future Luxury Markets

› 4.4 Predicting the Influence of Globalization on Luxury Consumer

Preferences

› 4.5 Applying Future Trends to Enhance Customer Experience in Luxury

Retail

4 Performance Metrics and Brand Positioning 4 chapters · 20 classes   45 marks  

• 1 Analyzing Key Performance Metrics in Luxury Retail — 5 classes 

› 1.1 Understanding Key Performance Metrics in Luxury Retail

› 1.2 Exploring Customer Acquisition and Retention Indicators

› 1.3 Analyzing Sales Performance and Profitability Metrics

› 1.4 Evaluating Brand Health through Performance Indicators

› 1.5 Applying Performance Metrics for Strategic Brand Positioning

• 2 Understanding Consumer Perception and Its Impact on Brand

Positioning — 5 classes 

› 2.1 Exploring Consumer Perception in Luxury Retail

› 2.2 Analyzing Factors Influencing Consumer Perceptions

› 2.3 Identifying the Impact of Perception on Brand Positioning

› 2.4 Evaluating Case Studies on Brand Perception

› 2.5 Applying Consumer Insights to Enhance Brand Positioning

• 3 Strategic Use of Metrics for Brand Enhancement — 5 classes 

› 3.1 Understanding Key Performance Metrics

› 3.2 Analyzing Brand Positioning through Data

› 3.3 Leveraging Metrics for Competitive Advantage

› 3.4 Implementing Metrics to Enhance Customer Engagement

› 3.5 Evaluating Success and Adjusting Strategy

• 4 Integrating Performance Metrics with Brand Management

Strategies — 5 classes 

› 4.1 Understanding Luxury Brand Metrics

› 4.2 Analyzing Key Performance Indicators in Retail

› 4.3 Aligning Performance Metrics with Brand Vision

› 4.4 Implementing Brand Management Strategies

› 4.5 Evaluating Brand Performance Outcomes

5 Sales Techniques in Luxury Retail 4 chapters · 20 classes   90 marks  

• 1 Understanding Luxury Consumer Behavior — 5 classes 

› 1.1 Exploring the Mindset of Luxury Consumers

› 1.2 Identifying Key Motivations for Luxury Purchases

› 1.3 Analyzing Demographic Trends in Luxury Markets

› 1.4 Understanding the Role of Status and Prestige in Luxury Buying

› 1.5 Applying Behavioral Insights to Enhance Customer Experience

• 2 Crafting Personalized Sales Approaches — 5 classes 

› 2.1 Understanding the Client: Building a Comprehensive Profile

› 2.2 Identifying Unique Needs: Tailoring the Sales Pitch

› 2.3 Engaging with Emotional Intelligence: Creating Authentic Connections

› 2.4 Customizing Product Solutions: Aligning Desires with Offerings

› 2.5 Closing the Sale: Ensuring Satisfaction and Continued Patronage

• 3 Mastering Communication in Luxury Sales — 5 classes 

› 3.1 Understanding the Role of Communication in Luxury Sales

› 3.2 Developing Active Listening Skills for Client Engagement

› 3.3 Mastering Verbal and Non-Verbal Communication Techniques

› 3.4 Building Rapport Through Empathy and Personalization

› 3.5 Overcoming Communication Barriers in High-Stakes Interactions

• 4 Building Long-Term Client Relationships — 5 classes 

› 4.1 Understanding the Importance of Client Loyalty in Luxury Retail

› 4.2 Identifying Key Characteristics of High-Value Clients

› 4.3 Demonstrating Effective Communication Techniques with Clients

› 4.4 Implementing Personalized Client Experiences

› 4.5 Building Strategies for Long-Term Client Engagement
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6 Visual Merchandising in Luxury 4 chapters · 20 classes   45 marks  

• 1 Fundamentals of Visual Merchandising in Luxury Retail — 5

classes 

› 1.1 Understanding Visual Merchandising in Luxury

› 1.2 Identifying Key Elements of Luxury Displays

› 1.3 Analyzing Customer Psychology in Luxury Spaces

› 1.4 Designing Effective Luxury Store Layouts

› 1.5 Implementing Brand Identity in Visual Merchandising

• 2 Brand Identity and Storytelling in Luxury Displays — 5 classes 

› 2.1 Exploring Brand Identity in Luxury Retail

› 2.2 Analyzing Storytelling Techniques in Luxury Displays

› 2.3 Designing Cohesive Visual Narratives for Luxury Brands

› 2.4 Integrating Brand Elements into Visual Merchandising

› 2.5 Evaluating Impactful Luxury Display Case Studies

• 3 Advanced Techniques for Luxury Product Presentation — 5 classes 

› 3.1 Understanding the Principles of Luxury Visual Merchandising

› 3.2 Analyzing the Latest Trends in Luxury Product Display

› 3.3 Applying Advanced Design Techniques to Elevate Brand Identity

› 3.4 Crafting Engaging Visual Stories for Luxury Consumers

› 3.5 Implementing Innovative Lighting for Enhanced Product Presentation

• 4 Evaluating and Optimizing Visual Merchandising Effectiveness —

5 classes 

› 4.1 Understanding Key Metrics in Visual Merchandising

› 4.2 Analyzing Customer Engagement in Luxury Displays

› 4.3 Assessing Visual Merchandising Strategies for Impact

› 4.4 Implementing Feedback to Enhance Display Effectiveness

› 4.5 Applying Innovative Techniques to Maximize Merchandising Success


