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G Retail Buying Principles 20 chapters - 120 classes 100 marks



* 1 From Supplier to Store — 4 classes

1.1 The Retail Supply Chain Explained

1.2 Types of Suppliers and Brands

1.3 Ordering, Delivery and Receiving Stock
1.4 Warehouse to Shop Floor Movement

* 4 Product Assortment and Inventory Management — 6 classes

4.1 Understanding Product Assortment: Basics and Importance
4.2 Analyzing Consumer Demand to Inform Product Selection
4.3 Strategies for Effective Inventory Management

4.4 Balancing Variety and Depth in Product Assortment

4.5 Utilizing Data Analytics for Inventory Forecasting

¢ 2 Getting Products Ready for Sale — 4 c!
9 y classes 4.6 Implementing Efficient Inventory Replenishment Practices

2.1 Checking Quality and Quantity on Arrival
2.2 Barcodes, Labels and Price Tags

2.3 Adding Products to the Stock System
2.4 Handling Damaged or Wrong Deliveries

« 5 Legal and Ethical Considerations in Retail Buying — 6 classes

5.1 Understanding Legal Frameworks in Retail Buying
5.2 Exploring Ethical Standards in Retail Practices

5.3 Identifying Compliance Requirements in Retail Supply Chains

« 3 Different Retail re T —4cl
3 erent Retail Store Types classes 5.4 Evaluating the Impact of Consumer Protection Laws

3.1 Supermarkets, Boutiques and Convenience Stores 5.5 Analyzing Ethical Dilemmas in Product Sourcing
3.2 Online Shops and Marketplaces
3.3 How Store Size Shapes What Is Stocked

3.4 Seasonal Products and Timing

5.6 Implementing Legal and Ethical Best Practices in Retail Buying

« 1 Careers in Buying and Merchandising — 4 classes

1.1 Assistant Buyer and Merchandiser Jobs

¢ 4 Understanding Product Supply Chain — 4 classes 1.2 Growing From Assistant to Senior Buyer

4.1 Introduction to Retail Supply Chain 1.3 Jobs in Stores, Head Offices and Online

4.2 Understanding Customer Orders 1.4 What Employers Expect From Newcomers

4.3 Loading Procedures for Dispatch

4.4 Best Practices in Order Fulfillment * 2 Skills to Build Early — 4 classes

2.1 Number Skills and Spreadsheet Basics

¢ 1 The Buyer's Role and Daily Tasks — 4 cl
4 Y classes 2.2 Negotiation and Communication Habits

1.1 Buyer, Merchandiser and Planner Roles 2.3 Staying Organised With Deadlines

1.2 ATypical Day in a Buying Office 2.4 Preparing for a Retail Job Interview
1.3 Reading Daily Sales Reports

1.4 Working With Store Teams * 3 The Path to the Foundation Certificate — 4 classes

3.1 What Retail Inventory Operations Covers

*2Ch ing the Pr Range — 4 c|
Choosing the Product Range classes 3.2 Reviewing What You Learned Today

2.1 What a Product Range Means
2.2 Good, Better and Best Choices
2.3 Adding New Lines and Dropping Old Ones

3.3 Setting Your Own Career Goals
3.4 Enrolling and Planning Your Next Step

2.4 Balancing Variety and Simplicity * 16 Buying Budgets and Open-to-Buy — 10 classes

16.1 How a Buyer's Budget Is Set

. i i ing —4cl
3 Supplier Meetings and Ordering classes 16.2 Link Between Sales Plan and Buying Plan

3.1 Preparing for a Supplier Meeting 16.3 Opening Stock, Sales and Closing Stock

3.2 Asking the Right Questions About Samples 16.4 Calculating Open-to-Buy

3.3 Placing a Simple Purchase Order
3.4 Building Trust With Suppliers

16.5 Splitting Budget by Month and Category
16.6 Keeping a Buying Commitment Record
« 1 Understanding the Retail Buying Process — 6 classes 16.7 Reserve Budget for Fast Sellers
. ) ) 16.8 Handling Overspend and Underspend
1.1 Defining the Retail Buying Process ) .

o ) . . 16.9 Weekly Budget Review Meeting
1.2 Identifying Key Stakeholders in Retail Buying . ) -

. ) 16.10 Reporting Buying Budget Position

1.3 Analyzing Market Trends and Consumer Behavior

1.4 Evaluating Supplier Selection and Negotiation < 17 Reading Sales Reports for Buying Decisions — 10 classes

1.5 Understanding Product Assortment and Merchandising Strategies 17.1 Types of Sales Reports a Buyer Uses
1.6 Applying the Buying Process to Real-World Scenarios 17.2 Best Sellers and Slow Movers
17.3 Sell-Through Rate Explained

17.4 Weeks of Cover and Stock Turn

17.5 Spotting Seasonal Patterns

« 2 Supplier Relationship Management and Negotiation — 6 classes

2.1 Understanding Supplier Relationship Dynamics

2.2 Identifying Key Supplier Partnerships ) .
X ; . ) . 17.6 Comparing Store and Region Sales

2.3 Exploring Ethical and Sustainable Sourcing Practices . i .

) . o . . ) 17.7 Spotting Size, Colour and Variant Gaps
2.4 Developing Effective Communication Strategies with Suppliers i )

- . ) ) 17.8 Using Customer Returns as a Signal

2.5 Implementing Negotiation Techniques for Optimal Agreements . o

) ; ) ) 17.9 Making a Reorder Decision
2.6 Evaluating Supplier Performance and Relationship Impact . ) .

17.10 Writing a Weekly Buying Review Note

* 3 Analyzing Consumer Demand and Market Trends — 6 c|
yzing s « 18 Sourcing Products, Samples and Specifications — 10 classes

3.1 Understanding Consumer Demand Dynamics . .
18.1 Finding New Suppliers and Products

18.2 Trade Fairs and Wholesale Markets
18.3 Requesting Samples and Price Lists

3.2 Identifying Market Trends through Data Analysis
3.3 Interpreting Key Economic Indicators for Retail
3.4 Evaluating Consumer Behavior Patterns » o
. . . o 18.4 Writing a Product Specification
3.5 Applying Trend Analysis to Buying Decisions ) . ) L
18.5 Checking Quality Against the Specification
18.6 Testing Products With Staff and Customers

18.7 Checking Licences and Standards Marks

3.6 Forecasting Future Demand in Retail Markets

18.8 Comparing Similar Products Fairly
18.9 Costing a Product Landed in Store
18.10 Approving or Rejecting a Product

* 19 Purchase Orders and Delivery Scheduling — 10 classes

19.1 Purpose of a Purchase Order
19.2 Information a Purchase Order Must Contain



a Pricing, Margin and Range Planning 22 chapters - 126 classes 100 marks



¢ 1 Understanding Costs and Prices — 4 classes « 3 Developing Category Strategies and Tactics — 6 classes

1.1 What Cost Price Includes
1.2 What Selling Price Means
1.3 Tax, Discounts and the Final Price

3.1 Understanding Category Roles and Strategies

3.2 Analyzing Market Trends for Effective Strategy Development
3.3 Aligning Category Strategies with Business Objectives

1.4 Reading a Supplier Price List 3.4 Crafting Strategic Category Tactics

3.5 Evaluating Competitor Strategies and Tactics

¢ 2 Simple Margin and Markup Sums — 4 cl
p 9 p classes 3.6 Implementing and Monitoring Category Strategies

2.1 Working Out Profit on One Item
2.2 Margin Percentage Made Easy
2.3 Markup Versus Margin classes
2.4 Practising With Real Shop Examples

* 4 Optimizing Assortment Planning and Product Selection — 6

4.1 Understanding Assortment Planning Basics

4.2 dentifying Key Product Selection Criteria

. ing Pri That Work — 4 c|
3 Setting Prices That Wo classes 4.3 Analyzing Consumer Demand Patterns

3.1 Comparing Prices With Competitors 4.4 Using Data to Drive Product Selection

3.2 Price Points Customers Like 4.5 Balancing Variety and Depth in Product Assortments

3.3 Offers, Bundles and Sale Pricing 4.6 Implementing Effective Assortment Strategies

3.4 Protecting Profit During a Sale
« 5 Measuring and Evaluating Category Performance — 6 classes

¢ 1 Learning From Sales Clues — 4 classes ) ) )
9 5.1 Understanding Key Performance Indicators in Category Management

1.1 Best Sellers and Slow Sellers 5.2 Analyzing Sales and Profitability Metrics

1.2 Spotting Sales Patterns Over Weeks
1.3 Stock Left on Shelf and What It Tells Us
1.4 Using a Simple Sales Chart

5.3 Evaluating Market Share and Growth Trends
5.4 Assessing Inventory and Stock Turnover
5.5 Developing Performance Benchmarking Strategies

« 2 Listening to Customers — 4 classes 5.6 Implementing Continuous Improvement in Category Management

2.1 Gathering Feedback in Store
2.2 Reading Online Reviews and Ratings

1 Introduction to Assortment and Stock Management — 6 classes

1.1 Understanding Assortment and Stock Concepts

2.3 Customer Requests and Missing Products 1.2 Identifying Key Components of Stock Management

2.4 Understanding Different Customer Groups 1.3 Exploring Role of Assortment in Retail Buying
« 3 Making Smart Product Choices — 4 classes 1.4 Analyzing Demand Patterns and Stock Levels

. ) . 1.5 Evaluating Assortment Strategies for Retail Success
3.1 Spotting Trends Without Overbuying . . . .
. X 1.6 Implementing Basic Practices in Stock Management
3.2 Testing a New Product in a Few Stores

3.3 How Much to Order and When
3.4 Avoiding Stock-Outs and Excess Stock

* 2 Demand Forecasting and Inventory Planning — 6 classes

2.1 Understanding Demand Forecasting Concepts
« 1 How Shelf Space Is Shared — 4 classes 2.2 Exploring Data Sources for Retail Forecasting

. 2.3 Analyzing Seasonal and Trend Patterns in Sales
1.1 Store Layout and Customer Walking Paths

1.2 Eye-Level and Other Shelf Zones
1.3 Giving Space to Fast Sellers

2.4 Implementing Statistical Models for Forecasting
2.5 Assessing Forecast Accuracy and Adjustments

. 2.6 Developing Inventory Plans Based on Forecasts
1.4 Planograms: A Simple Shelf Plan

. * 3 Assortment Optimization Techniques — 6 classes
< 2 Displays That Help Products Sell — 4 classes
) 3.1 Understanding Assortment Optimization
2.1 Grouping Related Products Together .
) ) 3.2 Analyzing Consumer Demand Patterns
2.2 End Caps, Counters and Window Displays o .
. o ) 3.3 Identifying Key Assortment Drivers
2.3 Signs, Colours and Lighting Basics o . .
R ) 3.4 Utilizing Data to Refine Product Selection
2.4 Keeping Shelves Full and Tidy . . X
3.5 Implementing Assortment Mix Strategies

« 3 Checking That Displays Work — 4 classes 3.6 Evaluating Assortment Performance

3.1 Walking the Shop Floor With a Checklist
3.2 Comparing Sales Before and After a Change

« 4 Supplier Relationships and Procurement Strategies — 6 classes

. 4.1 Supplier Selection Criteria
3.3 Moving Slow Products to Better Spots

. . 4.2 Negotiation Techniques with Suppliers
3.4 Clearing Old Stock and Making Room

4.3 Building Long-Term Supplier Relationships

1 Understanding Category Management Fundamentals — 6 classes 4.4 Inventory Management Best Practices

1.1 Define the Role of Category Management in Retail 4.5 Evaluating Supplier Performance
1.2 Identify Key Objectives of Category Management 4.6 Sustainable Sourcing Strategies
1.3 Explore the Category Management Process « 5 Performance Analysis and Stock Turnover — 6 classes

1.4 Analyze Consumer Behavior and Its Impact on Categories 5.1 Understanding Stock T Rati

) . ) .1 Understanding Stock Turnover Ratio
1.5 Differentiate Between Category Roles and Strategies 5.2 Factors Affecting Stock T
o ) .2 Factors Affecting Stock Turnover
1.6 Apply Category Management Principles to Real-World Scenarios 5.3 Strategies for | ing Stock T
.3 Strategies for Improving Stock Turnover

« 2 Analyzing Consumer Behavior and Market Trends — 6 classes 5.4 Analyzing Sales Patterns
2.1 Understanding Consumer Behavior Patterns 5.5 Inventory Management Techniques
2.2 Interpreting Market Trend Data 5.6 Setting Stock Turnover Goals
2.3 Identifying Key Consumer Segments « 20 Markdowns, Clearance and Promotional Pricing — 10 classes

2.4 Analyzing Competitor Strategies .
20.1 Why Stock Needs Marking Down

2.5 Linking Consumer Insights to Retail Strategies )
20.2 Reasons for Slow Moving Stock

2.6 Applying Trends to Enhance Category Management o
20.3 Timing a Markdown Correctly

20.4 Calculating Markdown Percent and Value
20.5 Effect of Markdown on Margin

20.6 Planning a Clearance Sale

20.7 Buy One Get One and Bundle Offers



e Supplier Selection, Negotiation and Performance 18 chapters - 120 classes 100 marks



« 1 Understanding the Basics of Negotiation in Retail Buying — 6 * 5 Risk Management in Partnerships — 6 classes

classes 5.1 Identifying Partnership Risks
1.1 Exploring the Fundamentals of Negotiation in Retail 5.2 Risk Assessment Techniques
1.2 Identifying Key Stakeholders in the Buying Process 5.3 Mitigation Strategies for Risks

1.3 Understanding Buyer and Supplier Interests
1.4 Developing Effective Negotiation Strategies
1.5 Recognizing Common Negotiation Pitfalls

5.4 Crisis Management in Partnerships
5.5 Monitoring and Reporting Risks
5.6 Building Resilient Partnerships

1.6 Applying Negotiation Skills in Real-World Scenarios o i
« 1 Negotiation Techniques — 6 classes

» 2 Building Effective Supplier Relationships — 6 classes 1.1 Understanding Negotiation Styles

2.1 Understanding Supplier Dynamics

2.2 Identifying Mutual Goals

2.3 Establishing Trust and Communication

2.4 Collaborating for Continuous Improvement
2.5 Resolving Conflicts Effectively

1.2 Building Rapport with Clients
1.3 Effective Communication Skills
1.4 Conflict Resolution Strategies
1.5 Closing Techniques for Success
1.6 Ethics in Negotiation

2.6 Evaluating and Enhancing Supplier Relationships
« 2 Contract Development — 6 classes

« 3 Advanced Negotiation Tactics for Retail Success — 6 classes 2.1 Key Elements of Contracts

3.1 Understanding Advanced Negotiation Principles
3.2 Identifying Key Negotiation Leverage Points

3.3 Implementing Persuasive Communication Strategies

3.4 Employing Tactical Concession Techniques
3.5 Building Long-term Supplier Relationships

2.2 Drafting Clear Agreements

2.3 Legal Considerations in Contracts
2.4 Risk Management in Contracts
2.5 Negotiating Contract Terms

2.6 Contract Review Process

3.6 Evaluating Negotiation Outcomes for Retail Success i i
* 3 Managing Major Accounts — 6 classes

« 4 Evaluating Supplier Performance and Managing Challenges — 6 3.1 Identifying Key Accounts

classes 3.2 Account Planning Strategies

4.1 Understanding Supplier Performance Metrics
4.2 Analyzing Supplier Data for Key Insights
4.3 Identifying Areas for Supplier Improvement

3.3 Building Long-Term Relationships
3.4 Performance Metrics for Accounts
3.5 Customer Retention Techniques

4.4 Developing Strategies to Address Supplier Challenges 3.6 Cross-Selling and Upselling

4.5 Implementing Supplier Performance Reviews

« 4 Profitability Analysis — 6 cl
4.6 Applying Negotiation Techniques to Enhance Supplier Relationships y 4 classes

4.1 Understanding Profit Margins

5 Leveraging Technology in Supplier Management — 6 classes 4.2 Cost-Benefit Analysis Techniques

5.1 Understanding Technology's Role in Supplier Management 4.3 Identifying Profit Drivers

5.2 Exploring Key Technologies for Supplier Collaboration 4.4 Analyzing Sales Performance
5.3 Analyzing Data-Driven Decision Making in Supplier Management 4.5 Budgeting for Profitability

5.4 Implementing Automation in Supplier Relationship Management 4.6 Forecasting Profit Trends

5.5 Evaluating the Impact of E-Procurement Systems

< 5 Service Delivery Management — 6 cl
5.6 Enhancing Supplier Performance through Digital Tools Y 9 classes

5.1 Defining Service Standards

« 1 Partnership Development Strategies — 6 classes 5.2 Monitoring Service Quality
1.1 Identifying Potential Partners 5.3 Implementing Service Improvements
1.2 Building Trust in Partnerships 5.4 Customer Feedback Mechanisms
1.3 Negotiation Techniques for Success 5.5 Service Recovery Strategies
1.4 Creating Win-Win Situations 5.6 Training for Service Excellence

1.5 Managing Partnership Dynamics

. i i i iers — 10¢cl
1.6 Evaluating Partnership Outcomes 16 Choosing and Contracting With Suppliers 0 classes

16.1 Defining Supplier Selection Criteria

* 2 Cross-Cultural Collaboration — 6 classes 16.2 Shortlisting Suppliers From Enquiries

2.1 Understanding Cultural Differences 16.3 Checking Supplier Credentials and References

2.2 Effective Communication Across Cultures 16.4 Comparing Quotations Fairly

2.3 Building Multicultural Teams 16.5 Site Visits and Supplier Audits

2.4 Conflict Resolution in Diverse Teams 16.6 Key Terms in a Supply Agreement
2.5 Leveraging Cultural Strengths 16.7 Payment Terms and Credit Periods
2.6 Global Networking Strategies 16.8 Return and Damage Clauses

16.9 Contract Approval and Signing Authority

« 3 Technol in Partnerships — 6 ¢l
3 Technology in Partnerships classes 16.10 Setting Up a Supplier in the Buying System

3.1 Digital Tools for Collaboration

3.2 Data Sharing Best Practices 17 Checking and Scoring Supplier Performance — 10 classes
3.3 Technology-Driven Partnership Models 17.1 Supplier Performance Measures

3.4 Cybersecurity in Partnerships 17.2 On Time and In Full Delivery Rate

3.5 Innovative Tech Solutions 17.3 Quality Faults and Returns Rate

3.6 Future Trends in Partnership Tech 17.4 Invoice and Documentation Accuracy

17.5 Building a Supplier Scorecard

« 4 Sustainable Partnerships — 6 cl )
p classes 17.6 Collecting Performance Data From Stores

4.1 Principles of Sustainability 17.7 Holding a Performance Review Meeting

4.2 Measuring Sustainability Impact 17.8 Agreeing a Supplier Improvement Plan

4.3 Ethical Considerations in Partnerships 17.9 Recognising Strong Suppliers

4.4 Creating Sustainable Value Chains 17.10 Ending or Replacing a Poor Supplier

4.5 Collaborative Sustainability Initiatives

4.6 Long-Term Partnership Strategies » 18 Managing Outsourced Service Providers — 10 classes



° Retail Analytics and Sales Forecasting 59 chapters - 350 classes 100 marks



¢ 1 Understanding Customer Data and Its Relevance in Retail — 6 « 2 Data Analysis Techniques for Retail Insights — 6 classes

classes 2.1 Understanding Retail Data Sources
1.1 Discovering the Importance of Customer Data in Retail 2.2 Exploring Data Collection Methods
1.2 Identifying Key Types of Customer Data 2.3 Analyzing Consumer Buying Patterns
1.3 Monitoring Customer Account Performance 2.4 |dentifying Key Market Trends
1.4 Understanding Customer Behavior Through Data Analysis 2.5 Applying Statistical Tools for Insights
1.5 Employing CRM Systems to Enhance Data Utilization 2.6 Interpreting Data for Strategic Decisions

1.6 Applying Customer Data Strategies to Boost Retail Sales . ) )
« 3 Identifying Consumer Trends in the Retail Market — 6 classes

« 2 Data Collection Techniques and Tools in Retail Environments — 6 3.1 Understanding Retail Consumer Behavior Dynamics
classes 3.2 Analyzing Current Retail Market Indicators

2.1 Understanding Customer Data Needs in Retail 3.3 Exploring Methods to Identify Emerging Trends

2.2 Identifying Key Data Collection Points 3.4 Utilizing Data Analytics for Trend Forecasting

2.3 Exploring Data Collection Tools and Technologies 3.5 Leveraging Social Media Insights in Retail

2.4 Applying Data Collection Techniques Effectively 3.6 Applying Trend Analysis to Retail Strategy Development

2.5 Analyzing Data Quality and Integrity

* 4 For ing Techni for Retail Demand — 6 cl
2.6 Leveraging Collected Data to Enhance CRM orecasting Techniques for Retail Demand classes

4.1 Explore the Basics of Retail Demand Forecasting

* 3 Analyzing Customer Data for Insights and Trends — 6 classes 4.2 Understand Key Variables Influencing Retail Demand
3.1 Understanding Customer Data Sources 4.3 Analyze Historical Sales Data for Trends
3.2 Identifying Key Customer Metrics 4.4 Apply Quantitative Forecasting Models
3.3 Visualizing Customer Data Effectively 4.5 Utilize Qualitative Methods in Demand Prediction
3.4 Assessing Risks in Customer Service 4.6 Implement Integrated Forecasting Techniques in Retail

3.5 Interpreting Customer Data for Business Insights

) ! ) « 5 Strategic Implementation of Trend Forecasts — 6 classes
3.6 Applying Data Analysis to Predict Trends

5.1 Understanding Trend Forecasting Models

* 4 Implementing Customer Data Insights into CRM Strategies — 6 5.2 Analyzing Market Conditions for Strategic Insights
classes 5.3 Identifying Key Indicators for Future Trends

4.1 Understanding Customer Data Insights 5.4 Integrating Forecasts into Strategic Planning

4.2 Analyzing Patterns and Trends in Customer Data 5.5 Adapting Strategies for Market Changes

4.3 Translating Data Insights into CRM Objectives 5.6 Evaluating the Impact of Trend Forecast Implementation

4.4 Designing CRM Strategies Based on Data Insights

¢ 1 Customer Behavior Analysis — 6 cl
4.5 Implementing Data-Driven Tactics in CRM Systems Yy classes

4.6 Evaluating the Effectiveness of CRM Data Integration 1.1 Understanding Consumer Preferences

1.2 Data-Driven Decision Making

« 5 Ethical Considerations and Compliance in Customer Data 1.3 Segmentation of Retail Customers
Management — 6 classes 1.4 Predictive Analytics in Retail

5.1 Understanding Ethical Principles in Data Management 1.5 Customer Journey Mapping

5.2 Recognizing the Importance of Data Privacy 1.6 Feedback Analysis Techniques

5.3 Exploring Legal Frameworks for Customer Data

¢ 2 Inventory Management Analytics — 6 cl
5.4 Identifying Key Compliance Regulations in Data Handling ry 9 Y classes

5.5 Implementing Ethical Data Practices in CRM 2.1 Stock Level Optimization

5.6 Evaluating Compliance Strategies in Customer Data Management 2.2 Demand Forecasting Methods

2.3 Turnover Rate Analysis

« 1 Fundamentals of Retail Data Analysis — 6 classes 2.4 Supplier Performance Metrics
1.1 Understanding Retail Data Types and Sources 2.5 Inventory Cost Control
1.2 Exploring Key Metrics in Retail Performance 2.6 Automated Inventory Systems

1.3 Analyzing Customer Demographics and Behavior Data i
) 3 Sales Performance Metrics — 6 classes
1.4 Interpreting Sales and Inventory Data Patterns

1.5 Applying Data Visualization Techniques in Retail 3.1 Key Performance Indicators

1.6 Generating Insights for Strategic Retail Decisions 3.2 Sales Conversion Analysis

3.3 Revenue Growth Strategies

2 Understanding Customer Behaviour Through Data — 6 classes 3.4 Sales Team Productivity
2.1 Analyzing Customer Demographics for Insights 3.5 Market Share Analysis
2.2 Interpreting Buying Patterns and Trends 3.6 Competitive Sales Benchmarking

2.3 Identifying Behavioral Segments with Data 4 Digital Marketing Analvti
. igital Marketing Analytics — 6 cl
2.4 Applying Predictive Analytics in Retail 9 9 v coe

2.5 Utilizing Customer Feedback for Data-Driven Decisions 4.1 Social Media Impact Measurement

2.6 Implementing Strategies from Data Insights 4.2 SEO Performance Tracking

4.3 Email Campaign Effectiveness

* 3 Advanced Analytical Methods for Retail Insights — 6 classes 4.4 Website Traffic Analysis
3.1 Understanding Advanced Retail Data Sets 4.5 Content Engagement Metrics
3.2 Applying Statistical Techniques to Retail Data 4.6 Ad Spend ROI Evaluation

3.3 Exploring Predictive Analytics for Retail Trends 55 ly Chain Analvti
. in Analytics — 6 cl
3.4 Utilizing Machine Learning for Customer Insights upply &ha aties cee

3.5 Interpreting Data Visualization in Retail Contexts 5.1 Logistics Performance Metrics

3.6 Implementing Data-Driven Strategies in Retail Leadership 5.2 Supplier Risk Assessment

5.3 Transportation Cost Analysis

* 4 Data-Driven Decision Making in Retail — 6 classes 5.4 Supply Chain Optimization Techniques
4.1 Understanding the Role of Data in Retail Decision Making 5.5 Inventory Replenishment Strategies
4.2 ldentifying Key Retail Metrics and KPIs 5.6 Collaboration in Supply Chain

4.3 Collecting and Organizing Retail Data Effectively

) ' « 1 Utilizing Retail Analytics for Enhanced Decision Making — 6
4.4 Analyzing Customer Behavior Through Data Patterns
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