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'Business Development in Licensed Retailing: a unit manager's guide'
details the indispensable skills and techniques needed to manage units
within licensed retail organisations in a flexible and entrepreneurial
manner. This book: · Forms the basis of a complete course for a unit
manager's development.· Provides an overview of the range of skills
needed for effective unit management. · Supports the development of
techniques with examples from existing best practice and case
examples from companies such


