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Professional Retailing Skills (PRS)

Organised retal secior in Indsa has been fast replacing the radionat marketis. Nowadays we have big depariment stores sefing all the basic necessities under
o FOOd, Iy permankets, supermarkets and specially stores hase also oome Mo exislence, Malks have DEgun appeanng m metnos and Second-rung Ciles alie
introducing the Indian comaumer bo a shopping experiance like never belora.

Indlia has been rated as the most atrective emearging retall market, it has been ranked as a top destination for retailers Global Retall
Develaprmant index ol 30 developsng countnies drawn up by A T Kearmey, {GRDI 2008)

Tha size af the arganized retail marlest stood at Rs 400 billien in 2005, and # is projecied 1o grow at the rate of 30 parcant to 35
percent p.a. and wil reach an astoundng Fs. 1,500 bilion by the end of e decade. Around 40 million 2.1t of arganized ratall
space s astimated in the mext wo years, creating enormous employmant opponunities,

And sinca tha demand for skilled workioree s 50 high, the biggest challenge thet orpanired reteil industry feces is the availability of
traimed manpower, As this industry ks nascent there i no reaclly matable rained manpower specializing in retall and people rom
various industres are joining and learning the rapes at work. In ordar to provide with retail career opportunities and to sobve the
WTHWNMMMHWWMHFMWIH Inga, ra has deveioped the programma Professional Retalling Skills
(PRS)

Dhaar Frignd,

As you are aware, modam refailing in India Is growing with s diverse formals scaling up across tha length
and breadih of the couniry. Many organisalions are venturing inta retalling, wing with each other to serve the
customer - senve Fem with (he bast of shopping experiance and with utrmost satistaction. Modem retailing
can exiat only where [hare ig 8 fruitiul intersction of the retefer with the customer and when boih together
oreato value for sach othor. Pooplo ane the mostimportant resources 1o make everything happan in the ratail
shop-fioars and they ought to know retail in cedail,

We at rai foresee that i may reguine mode Than 200,000 retail-ready employees in India to man moderm
retailing in india. in the next two years. To create such able human rescwrces Retailers Association of india
{raf) has teken efforts to develop the right leaming and fraining modiules &1 the enfry kevel known &3
HMWHMWM{FRS]". raig Traiming Parinar Programme is ona that enablas an assocation of rai with a Training Partrer to rolia out s
PRS" ineverylocation

Do apgly for an assoclalion with rai &5 a Training Parner and we shall iogethes aod a good dead of valus fo modem roeballng,

Evenything that rafs Training Paniner needs i just the good will 1o chusn out m tifarious netail Latents or the modarm netail secior in India.

fFyru hava such awil, we at rai have the way! ‘Um‘/

‘Wighyou marry happy training moments. Tt
Gibson G Vedamani
CEQ, rai

This anry level course is designed lor a freshar inlerasted in a retail career and is ideal as an introduction 1o retall selling skills or as a rafresher programme laf
thosa who would benefit irom being reminded of the key principles. This & a highly intensive retall programme that will equip safes stall with the necassary
cormpetance and attiluce to maximize sales and craate long-lerm customer oyaity.

Topics covered include

®  Aatal Environment & Cuslomer Service Concepls
& Retal Formats & Vigual Merchandising Basics
® Fatsd Oparations & Effectve Communicalions

® Merchandising Rasics ®  Personal Development

®  Customer Buying Behaviour & Loss prevention

# Fatal Seling Skills & Ratail nage and Masksling

Experiential Methodology: Fieid visits, Mock Sessions, Acke Plays, Projects and lsctures, Exams will be held af the end of 1he courss and Caertificate willbe
izaued by ral io auccessiul candidates



Irs arder 1o have a good lraining. amdronmmanl where the ranees can be (rained without any distractians, hene ae few praregussibes relaled o tha
infraatreciure and faculy, which the prospective Training Partner is required to provide:. The requirements fram the Training Partnar are:
& Theansa ol the training room should be a minimum carpet area of 360 sq_Ft
& Fachbatch sizewil be minimum of 15 students and maximum of 25 sfudenis.
& On full-tirme dovobed tacully resouncs isa must
®  Theroomshould be fully equipped with:
® Alrconddiones
# LCDProjectar
& Computer sysiemwith printer
& Other Training materials such as fip charts, white board, eic.

Wi, &t rai will Ba providing the Training Pariner with aparational support o that tha fraining peogram can be elfectivaly crganizad. This suppan will be provided
through
® Module
# Trainar Manual and 2 mandays of training for the faculty inayear
& Prolessonal Retailng Skits Fimns - Food & Grocary and Apparal.
® ESOps- Free Imvites 1o 2 Faculties in ayear.
® Internsheo and Placement Suppon

The tenure of Professional Retailing Skills (PRS) is
100 hours + Internship of 50 hours

Faculty Training
The faculyfrainers will aisn be trained on the moduies provicled Oy ral.

Professional Retailing Skills (PRS)  Training Partner Fee
Tha Training Partnes will be required to make a one bme payment of Rs. 75,000 {plus service tax 28 applicable) valid for 3 years from the date of reqistration with rai in
refurn to the operational support. An additional module fee as mutually agreeabie will ba charged when module revision is made.

Certification Fee
i will certify each studant succassiully completing the programme for which each student will have 10 pay a cenlification fee of As. 1,000¢- each through rai" s Training
Pm‘hlw.ﬁiu'aﬂ.dmﬂ'mmﬂdhmmhmm.mmm&mmhﬁﬁm Training Partner for each batch s As.
15,0004-,

Prospectus and Applicatinn Fee
Eﬂ:hsll.n:ltau\'la:u:\l:.ri-m',rI'uurPFIS1 will ruenz b0 appdy on the prescribed formatl and the applicalon and prospectus oo payabie by every siuden (o tha Training Parinor s
Rs. 300¥- by every student. In the event offorms downloaded from the reswebsite, the sams i payable to the Traming Partner at the time of submission of the duly filled-
infarm, The Training Partrses: will buy (he prospectus and appleation form in advance from rai by paying As. 100/ o each,

Programme Fee Payable By The Student
Tha recommended fee to be charged from each siudent by the franchisee wsl not be lesa than s 5.000/-and will not be more than As. 10,0005 per student.

Rai's Internship & Placement Support
Awesk s intamanip during the courss of the programime and placarment ater successhul complatian {in ary ra mamber organization) will be arranged by ra basad on
meedit and subject bo the student fulfiling the required nonms,



Retailers Association of India {ral) iz emerging as the unified volce of Indlan retallers, working with all the stakeholders for creating the righd emvironmend for
the growth of the mogesm redall indusdry i India,

ral, is tha body that encourages, deveiops, lacillates and supports relailers 1o becorme modem and adopt best practicas that will deBght custormers.

rai ka the first independent body of retadlers in india. ral hag a thwee chamter aim of Retail Devalopment, Faciitation and Propagation. The country's kay
retaders have been spearheading the growth of rai, rai’s Governing Board comprises the foliowing people who led the retai revolution in our country -
Mr. Kishore Biyani of Pantaloons, Mr B S Magesh ol Shoppers' Stop, Mr Noel Tata of Trent Lid, Mr Vinay Nadkarni of Globus, Mr Ved Prakash Arye of
Pantaloons, Mr Sumantra Banarjee of RPG Rotal, Mr Mandan Piramaé of Pramyd, Mr Kodandarama Setty of Viveks, Mr R Subramanisn of Subiksha
and Mr Gibson G Vedamanl, CED, ral

rai Vision

To develop, faciitate and propagEate praclioes and processes thal will grow the indian retail industry, Iaading to increased consurmation and growth of this
ecanamy

Mission

To estabiish growth of modem retall in Indea (and increase Its share)

®  Tosupport retailars by providing the required knowedge and information

To Iobby Bnd liise with the govemment for easier astablishment and oparations af retaling in indls

Tor educato and frain rotailers 10 adopt mooem mdail practices in India

To wark for customer delight by helping retailers créae the right retail nvironmaent

L
.
-
® Toencourage adoption of the right values, transparency and code of conduct by refalens

rai's Initiatives

ral has indiated activilies in a number of aneas for the developmant of modem retailing in india including govamment representations, bringing in best
practices, hosterng metaill education & training besides bulding a reservair of knowfedge & infarmation

Retail Education, Training and Research

Aatail education and traming are the ook by which ral will tackie the ssoe of lack of awareness of retailing as a
profassion, dearth of retail talents and such an effort would creats a lot of employment oppofunibies in the retail
secior. Retail research will help rai buitd a reservor of retall information and update afl member retailers as part
of s member services.

Infrastructure

ral offers the platforms and infrastructure supporting retad education which are carefully engineered and
impiemented to provids the best quality at the highest leveis of courseware and ksaming systems for the
sludants fulfiling global standards. rai's first et up is in the financial hub of India- Mumbai. The state of the arn
56t up is chose fo the imemational airpon in Mumbes. Comprising adequate space, using vibrant colours the st
Up gveg B “happenng” leeling, and serving ils purpose simutaneousty. The sat up has the foliowing ecilities:
@ rai Leaming Centra: The training cenlre aims ko sane the needs of both retail smployess and studants.
With a seating capacity of 40 in the class, and modem technology equpment, the cantre encowages and
enhances learning. This enswes that the students are able to abaorb the most and gel maximum out of our
retad programs,

& Library: ral nas o library with the latest leaming resources (n the form of books, journals, magazines, video
casseties and od roms. Catering specicaly to the retaiing industry the publications arne thase wiition by both
intemational and rational authors, therety giving the studants an understanding of organised retailing acoss
thie warld Apart from thesa, the sel up has & board roeom for corporate meetings, a direclor's room far business
megtings. smalier meeting roams and a reception,

I you desira to become a Training Pariner with ral write to lawranced@rai net.in ar
contact Associate Director - Retall Learning, ral at the address mentioned below.

rai

AITAILERL ASSOCIATION OF INDIHA

Retailers Association of India (rai)
111/112, Ascot Centre, Next to Hotel Le Royal Meridien
Sahar Road, Sahar, Andheri (East), Mumbai - 400 099
Tel: 022 28269527-28, Fax: PBPE9536
Email: info@rai.net.in  www.rai.net.in

Er Pataiiors Assooaten of india ()



