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I. EXECUTIVE SUMMARY

Background

1.1 The Retail Trade Training Board appointed MOV Data Collection Center Limited to
assist in conducting the manpower survey of the retail industry in Hong Kong from March to May
2019, for collecting the manpower information and formulating recommendations on future
manpower training. Since there were changes on the reference date of this survey and the overall
design of the questionnaire, no comparisons with the last one were available in this report. ~ This
manpower survey was also supplemented by conducting in-depth interviews with some external
industry experts to garner insights into the manpower perspective and training needs of the retail
industry.

Survey Coverage

1.2 The survey covered 11 branches related to the retail industry, including 1) Food,
Beverages and Tobacco, 2) Supermarkets, 3) Fuel and Transport Equipment, 4) Clothing, Footwear
and Allied Product, 5) Consumer Goods, n.e.c., 6) Department Stores, 7) Jewellery, 8) Medicines
and Cosmetics, 9) Durable Goods, n.e.c., 10) Telecommunications Equipment and Electrical Goods,
and 11) Retail Trade not via Stores and Mobile Stalls.

Survey Methodology

13 The stratified random sampling method was used to select a sample of 963 out of
41 942! companies from the Central Register of Establishments (CRE) of the Census and Statistics
Department. To ensure a smooth survey implementation and accuracy of survey findings, stringent
quality assurance measures were applied at various stages of the survey, including thorough training
of fieldworkers, vetting of questionnaires and validation of collected data.

Key Survey Findings
Number of Employees

1.4 As at 1 March 2019, 278 640 persons were engaged in the retail trade, including
250 323 (89.8%) technical manpower engaged in principle jobs and 28 317 (10.2%) non-technical
manpower engaged in generic jobs such as finance and accounting, human resources, information
technology, administrative and other supportive functions.

15 The top five principle jobs were Sales/Sales Trainee (81 967, 29.4%), Senior Sales
(50 754, 18.2%), Sales/Service Staff (Part-time) (49 345, 17.7%), Store Supervisor (22 155, 8.0%)
and Store Manager (8 169, 2.9%). The survey also found some employees engaged in emerging
business such as E-commerce (5 680, 2.0%) and Business Analysis (107, 0.04%).

! The figure of 41 942 refers to the number of registered companies at company level based on the record of Central Register of
Establishments (CRE) of the Census and Statistics Department, excluding those inactive companies in the trade. The total
number of companies was 45 561.



1.6 The top five branches in employees number were Consumer Goods, n.e.c. (50, 424,
18.1%), Clothing, Footwear and Allied Product (48 635, 17.5%), Food, Beverages and Tobacco
(45 078, 16.2%), Supermarkets (33 812, 12.1%) and Medicines and Cosmetics (26 951, 9.7%).

Number of Companies

1.7 The top five branches in number of companies were Consumer Goods, n.e.c. (11 007,
26.2%), Food, Beverages and Tobacco (9 821, 23.4%), Clothing, Footwear and Allied Product
(6 934, 16.6%), Retail Trade not via Stores and Mobile Stalls (5 373, 12.8%) and Medicines and
Cosmetics (2 295, 5.5%).

Number of Vacancies

1.8 The number of vacancies was 9 996, representing 3.5% to the total manpower
demand. The top five branches in vacancy rate were Supermarkets (2 247, 6.2%), Durable Goods
(738, 5.5%), Medicines and Cosmetics (1 458, 5.1%), Department Store (627, 4.7%) and Jewellery
(570, 3.7%). Whereas, the top three job levels in vacancy rate were sales (5 927, 4.3%), part-time
sales/service (2 234, 4.3%) and operative/clerical support (347, 3.1%).

Manpower Demand

1.9 Manpower demand in 2019 was 288 636 (existing manpower plus vacancies). The
top five branches in manpower demand were Consumer Goods, n.e.c. (51 767, 17.9%), Clothing,
Footwear and Allied Product (50 132, 17.4%), Food, Beverages and Tobacco (45 753, 15.9%),
Supermarkets (36 059, 12.5%) and Medicines and Cosmetics (28 409, 9.8%). Whereas, the top
three job levels in manpower demand were sales (138 648, 48.0%), part-time sales/service (51 579,
17.9%) and supervisory (28 466, 9.9%).

Average Monthly Wage Range

1.10 Most of the employees at the managerial level (50.6%) and supervisory level (48.9%)
earned an average monthly wage range of $20,001-$30,000. Also, 36.5% of managerial staff
earned a higher average monthly wage range of $30,001-$50,000. Most of the sales (51.9%) and
operative/clerical support staff (53.6%) earned an average monthly wage of $10,001-$15,000.
For the part-time sales/service staff, they mainly earned an average monthly wage at $10,000 or
below (88.8%). Owner/sole proprietor/working partner mainly earned an average range of
$15,001 - $20,000 (35.5%) and $20,001 - $30,000 (33.3%).

Preferred Level of Education of Employees

111 First degree (46.7%) or diploma/certificate (37.2%) at managerial level,
secondary 4 - 7 (36.3%) or diploma/certificate (35.6%) at supervisory level, secondary 4 - 7 for
sales (78.1%) and part-time sales/services staff (62.3%) were most preferred by employers. For

staff at the operative/clerical support level, diploma/certificate (42.8%) or secondary 4 - 7 level
(41.6%) were most preferred by employers.



Preferred Relevant Years of Experience

1.12 Most of the employers preferred their employees to have the relevant experience of
“6-10 years” at managerial level (58.7%), “3-6 years” at supervisory level (63.4%), “1-3 years” at
both the sales (57.2%) and operative/clerical support levels (61.1%), and “less than 1 year” at the
part-time sales/services level (86.1%).

Training

1.13 “Product Advisory/Product Demonstration” and “Customer Acquisition and
Retention/Customer Relationship Management” were the top two training areas for the full-time
staff at all job levels. Other emerging training needs such as “Big Data Analysis” (10.8%), “Digital
Marketing” (4.7%) and “Knowledge in Emerging Technology/Information and Communication
Technology Disaster Recovery Planning” (3.8%) were mainly reported in the managerial and
supervisory job levels.

Recruitment Difficulties

1.14 The Survey revealed that 2 520 (50.9%) out of 4 951 companies encountered
recruitment difficulties in the past 12 months. Most of the companies encountered difficulties in
recruiting the part-time sales/services (80.6%) and sales (50.6%). Among all reasons for
recruitment difficulties, “More Choices in the Market” ranked first for all job levels. “Unwilling
to Work Long Working Hours and on Shift”, “Unattractive Remuneration Package and Fringe
Benefits”, “Lack of Relevant Skills/Expertise”, and “Lack of Relevant Experience” were also the
key factors.

Wastage

1.15 Wastage rate refers to those leaving the retail industry because of changes of jobs to
non-retail sectors, emigration, retirement, further studies and other reasons. The survey found that
the number of wastage was 20 542 in the past 12 months and the overall turnover rate was 15.6%.
The turnover rate of the staff at operative/clerical support level was the highest (20.5%), while for
that of the managerial level was the lowest (7.8%).

Other information

1.16 The Survey reflected that only 393 out of 4 506 companies would take priority to
select those courses recognised under the Qualifications Framework when sponsor or provide
training to their staff. In addition, 336 out of 2 208 companies would sponsor or provide training
to their part-time sales/service staff. Regarding the preference on learning modes, experiential
learning (58.5%) was most preferred, followed by classroom learning (52.7%) and e-learning
(47.7%).

Employers’ Forecast of Manpower Demand in 2020

1.17 Employers projected the manpower demand would be 288 971 in 2020, representing
a mild increase of 335 (+0.1%) compared with the total manpower demand in 2019. “Branch 11~
registered the highest manpower growth at 0.5%, indicating the e-commerce initiatives are
increasing getting the mindshare of employers as it provides flexibility to both the retailer and the
consumer, creating win-win scenarios for all parties. The manpower demand of “Branches 1 to 7”
and all job levels except owner/sole proprietor/working partner was each projected a mild growth
of not more than 0.3%.



Manpower Projection by Labor Market Analysis Methodology

1.18 Based on the statistical model of the Labor Market Analysis (LMA), the manpower
demand of the retail industry in 2020, 2021, 2022 and 2023 was projected to be slightly increased
by 0.2%, 0.3%, 0.6% and 0.8% respectively. Recognising the economic uncertainties emerge from
time to time on both external and domestic fronts, in particular the recent social unrests in Hong
Kong, readers are alerted to interpret the manpower projection with caution as these factors might
affect the employment opportunities if no sign of abating.

Major Conclusion
Digital Transformation

1.19 In the increasingly digitalised world, accelerating the adoption of retail technology,
establishing a technologically savvy workforce and creating a more customer-centric experience
would be the keys to business success. It is crucial for companies to begin and progress their
transition to digital transformation for staying competitive and relevant in business today and
e-commerce is a priority for the retail industry.

Staff Turnover

1.20 Staff turnover have been an ongoing challenge to the retail industry. Turnover
disrupts the quality of services and impact overall workplace morale. Hence, adoption of
innovative approaches to maintain the quality of their customer service and provide concrete
measures to draw and retain talents are indispensable.

Training Needs

1.21 “Product advisory/Product Demonstration” and “Customer Acquisition and
Retention/Customer Relationship Management” are the key training areas for all job levels. It
reflected that employers value a knowledgeable sales team for achieving an enhanced customer trust
level, improved sales and positive customer review, resulting in turning customer acquisition into
long-term relationship.

1.22 Other emerging training needs such as “Big Data Analysis”, “Digital Marketing” and
“Knowledge in Emerging Technology/Information and Communication Technology/Disaster
Recovery Planning” are considered to be the main drivers shaping the digital trend of the retail
business.  Big data plays an important role in digital marketing as it provides better marketing
insights and helps marketers to create targeted and personalised campaigns. Wider adoption of
emerging technologies would help retailers to find new and creative ways to stimulate purchase
intent and convert it into sales across all channels.

New Job Opportunities

1.23 Though some manpower of labour intensive jobs can be replaced by technology,
technology cannot build rapport and replace innovation, which require creative thoughts and
essential people skills. Technology can also create new job opportunities and spare manpower to
manage more challenging and interesting tasks.



Business Outlook

1.24 In view of the continuing social unrests and the worsening economic outlook,
consumer confidence would remain weak in near term. It could take some time for the retail and
tourism sectors to recover from the recent months of social unrests. Nevertheless, the government
has kept launching various overseas promotion activities and committed to re-launching campaigns
to revive the tourism industry at the end of the protests. In addition, the Greater Bay Area offers
promising opportunities for the retail industry and the major infrastructure projects increased the
flow of talents/goods and strengthening cross-border collaboration.

Recommendations

The Retail Trade Training Board recommended the following stakeholders to:

Government

1.25 Advise the private landlords to cut rent for retail shops and local banks to be more
lenient with late payments and their credit limits amid the difficult time, provide a single multi-
funding scheme with simplified application procedure for retailers, train up a pool of e-commerce
practitioners, rebrand the retail image, and relax the restriction on overseas/Mainland students to
take up either internship or at work in Hong Kong.

Training Service Providers

1.26 Develop up-to-date training programmes with flexible learning modes, collaborate
with the partners in the Greater Bay Area in grooming talents via on-the-job training and exchange
of students/employees, and promote the career prospect of the retail industry to career masters and
students in the secondary schools for nurturing students ‘aspirations about their career path.

Employers

1.27 Create a caring, harmonious and fulfilling working environment with flexible
working arrangements, develop a structured career path system, make use of the off-seasons and
quiet times in business to undertake training activities by adopting e-learning, adopt cost control
measures, and reconsider the fit retirees to re-engage in the workforce.

Employees

1.28 Make use of the government subsidies for pursuing life-long learning and enhance
their digital/analytical skills, adversity quotient, leadership skills, problem solving and interpersonal
communication skills.



Il. INTRODUCTION

Background

2.1 According to the terms of reference of the Training board of the Vocational Training
Council, the Retail Trade Training Board is required to determine the manpower demand of the
retail industry and to recommend to the Council for the training needs to meet the assessed
manpower demand. Hence, the Retail Trade Training Board (Training Board) conducted the 2019
Manpower Survey of the Retail Trade from March to May 2019 to collect the manpower
information for assessing the industry’s manpower requirements and training needs.  This
manpower survey was supplemented by conducting in-depth interviews with some external industry
experts. The terms of reference of the Training Board, the membership of the Training Board, the
membership of the Working Party on Manpower Survey and the list of participants in the in-depth
interviews are listed in Appendices 1, 2, 3 and 5 respectively.

Survey Objective
2.2 The objective of the manpower survey is to assess the manpower requirements and

training needs of the retail industry, forecast the manpower growth and recommend measures to
ease the manpower shortage and sustain talent development.

Survey Coverage

2.3 A sample of 963 companies covering 11 branches were selected. The sample
distribution of the 11 branches are shown in Table 1:

Table 1: Sample of Companies

No. Branch No. of Sample
1. | Food, Beverages and Tobacco 121
2. | Supermarkets 33
3. | Fuel and Transport Equipment 60
4. | Clothing, Footwear and Allied Product 142
5. | Consumer Goods, n.e.c. 120
6. | Department Stores 31
7. | Jewellery 43
8. | Medicines and Cosmetics 58
9. | Durable Goods, n.c.c. 61
10. | Telecommunications Equipment and Electrical Good 37
11. | Retail Trade not via Stores and Mobile Stalls 257

Total 963




Sample Design

24 To ensure the selection of a representative sample and to facilitate subgroup analysis,
a sample of 963 establishments (covering 11 branches) out of a total of 45 561 were subsequently
selected from the Central Register of Establishments (CRE) by using a statistically scientific method
of stratified random sampling (comprising strata of establishments by branch and employment size).

Questionnaire Design

2.5 Survey data were collected through the use of a structured questionnaire. The
questionnaire was divided into Part I and II. Part I was the major part of the questionnaire
collecting manpower information such as the number of employees, vacancies, average monthly
income range, preferred level of education, preferred years of experience by job level by principal
job.  While Part II collected the supplementary information related to other manpower information
and training needs. Sample of the questionnaires including the explanatory notes, descriptions on
principal jobs and training areas are shown in Appendix 4.

Data Collection Method

2.6 A survey pack containing a notification letter and a survey questionnaire, together
with an explanatory note and lists of principal jobs and training areas with descriptions, was
prepared for each sampled company. The survey packs were dispatched by mail or email or in
person. Responsible persons of the sampled companies were asked to provide information
regarding the manpower situation in their companies on the survey reference date
(i.e. 1®* March 2019).

2.7 In respect of manpower information, six levels of job were classified for the retail
industry, namely:

Q) Managerial level;
(i)  Supervisory level;
(i)  Sales;

(iv)  Part-time Sales/Service;
(v) Operative/Clerical Support level; and
(vi)  Owner/Sole Proprietor/Working Partner.

2.8 The list of principal jobs was defined by the Training Board with detailed job
description given for each job. The job titles adopted in the companies might not be exactly the
same as the principal jobs and employees might need to perform multiple job functions at the same
time, respondents were required to report manpower information corresponding to the principal jobs
basing on the job descriptions and the major job function of respective employees.

2.9 During the fieldwork period, enumerators made telephone contacts with or visited
individual companies to assist respondents in completing questionnaires or collect completed ones.
All statistical tables are listed in Appendix 6.



Quality Control Measures

2.10 Various measures were taken to assure the quality of the survey data collected.
These included prior fieldwork preparation, thorough training of fieldwork staff, monitoring of the
fieldwork execution, measures to increase the response rate, checking of the completed
questionnaires, double data entry and validation of the collected data.

Fieldwork Period and Effective Response Rate

211 The data collection was carried out between March and May 2019 with an effective
response rate at 92%. Taking into account the satisfactory response rate of individual branches,
the fact that majority of prominent and sizeable establishments had responded to the survey, and the
grossing-up of sample results basing on statistically-grounded method, it could be concluded that
the survey findings presented in this report contributed to a significant level of representativeness
of the trade.

Limitation

212 Since there were changes on the reference date of this survey from mid-October to
1*' of March and the overall design of the questionnaire, no comparisons to the last manpower survey
report were available in this report.

2.13 In consideration of the duration of the survey period and also the time gap between
the carrying out of the survey and the publication of this report, there could be changes in the
growing economy of Hong Kong and cyclical fluctuations in the retail trade, rendering deviations
of the findings from actual scenarios at the time the report is released.

2.14 As the Survey is conducted by drawing a sample of retail companies using scientific
sampling method for data collection, the statistics derived from the survey were also subject to
sampling error.



1. SURVEY FINDINGS

Number of Employees

3.1 As at 1 March 2019, 278 640 employees were engaged in the retail trade, including
250 323 (89.8%) technical manpower and 28 317 (10.2%) non-technical manpower.

3.2 By branch, 45 078 (16.2%) was found in the branch of “Food, Beverages and
Tobacco”, 33 812 (12.1%) in “Supermarkets”, 8 615 (3.1%) in “Fuel and Transport Equipment”, 48
635 (17.5%) in “Clothing, Footwear and Allied Product”, 50 424 (18.1%) in “Consumer Goods,
n.e.c.”, 12 590 (4.5%) in “Department Stores”, 14 709 (5.3%) in “Jewellery”, 26 951 (9.7%) in
“Medicines and Cosmetics”, 12 674 (4.5%) in “Durable Goods, n.e.c.”, 13 440 (4.8%) in
“Telecommunications Equipment and Electrical Goods” and 11 712 (4.2%) in “Retail Trade Not via
Stores and Mobile Stalls”.  The distribution of employees by branch is shown in Figure 1.

Figure 1: = Number of Employees by Branch
(Total Number of Employees: 278 640)

Telecommunications . .
: ) Retail Trade not via
Equipment and Electrical .
Stores and Mobile
Goods Stalls Food, Beverages and
0,
13 440, 4.8% 11712, 4.2% Tobacco

Durable Goods, n.e.c. 45078, 16.2%
12 674, 4.5%

Supermarkets

Medicines and Cosmetics 33812, 12.1%

26 951, 9.7%

Jewellery Fuel and Transport
14 709, 5.3% Equipment
8615, 3.1%

Department Stores

12590, 4.5% Clothing, Footwear and

Allied Product

Consumer Goods, n.e.c. 48 635, 17.5%

50424, 18.1%




3.3 By job level, 14 485 (5.2%) were registered at the managerial level, 28 000 (10%) at
the supervisory level, 132 721 (47.6%) at the sales level, 49 345 (17.7%) at the part-time sales level,
10 751 (3.9%) at the operative/clerical support level, 15 021(5.4%) were the owner/sole
proprietor/working partner and 28 317 (10.2%) were non-technical manpower. The distribution of
employees by job level is shown in Figure 2.

Figure 2: Number of Employees by Job Level
(Total Number of Employees: 278 640)

Non-technical Managerial
Owner / 28 317, 10.2% 14 485, 5.2%
Sole Proprietor /
Working Partner
15021, 5.4%

Supervisory
28 000, 10%

Operative /
Clerical Support
10 751, 3.9%

Sales
132 721, 47.6%
Part-time Sales /

Service
49 345, 17.7%

Number of Companies

3.4 The retail trade was classified into 11 branches. The distribution of companies by
employment size is shown in Table 2:

Table 2: Distribution of Companies by Employment Size

Employment Size Employment Size

Branch (4 Persons or Less) (5 Persons or More) Total
1. Food, Beverages and Tobacco 9 056 765 9 821
2. Supermarkets 45 60 105
3. Fuel and Transport Equipment 727 452 1179
4. Clothing, Footwear and Allied Product 6 048 886 6934
5. Consumer Goods, n.e.c. 9925 1082 11
007
6. Department Stores 0 28 28
7. Jewellery 1383 302 1 685
8. Medicines and Cosmetics 1358 937 2295
9. Durable Goods, n.e.c. 1199 445 1644
10. Telecommunications Equipment and Electrical 1620 251 1871
Goods

11.Retail Trade not via Stores and Mobile Stalls 5149 224 5373

Total 36 510 5432 41 9422

(87%) (13%) (100%)

2 41 942 refers to the number of registered retail companies at company level based on the Central Register of Establishments of
the Census and Statistics Department, which has excluded those inactive companies out of 45 561 companies.
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Number of Vacancies

3.5

The Survey found that the number of vacancies was 9 996, representing 3.5% to the
total manpower demand. Of these 9 996 job vacancies, 246 for the managerial level, 466 for the
supervisory level, 5 927 for sales, 2 234 for part-time sales, 347 for the operative/clerical support
level and 776 were non-technical manpower. The distribution of vacancies by job level and by
branch is shown in Table 3:

Table 3: Distribution of Vacancies by Job Level and by Branch
Owner/
lt)izll::a- Operative Sole Non- Manpower
Branch Managerial | Supervisory Sales /Clerical | Proprietor/ . Total P
Sales/ X technical Demand
Servi Support Working
ervice
Partner
Food, Beverages & 675
Tobacco 3 43 431 147 0 0 51 (1.5%) 45753
Supermarkets 67 96 921 769 92 0 302 2247 36 059
p (6.2%)
Fuel & Transport 155
Equipment 0 0 132 3 2 0 18 (1.8%) 8770
Clothing, Footwear 1497
& Allied Product 25 55 1107 248 30 0 32 (3.0%) 50 132
Consumer Goods 1343
’ 0
nec. 0 11 962 335 0 35 (2.6%) 51767
Department Stores 16 36 265 253 20 0 37 627 13217
P 4.7%)
Jeweller 21 20 394 38 3 0 94 570 15279
Y (3.7%)
Medicines & 1458
Cosmetics 53 89 914 291 36 0 75 (5.1%) 28 409
Durable Goods 738
’ 24 12 2 0
nec. 65 397 7 6 63 (5.5%) 13 412
Telecommunications 459
Equipment & 31 33 367 13 7 0 8 33% 13 899
Electrical Goods 3.3%)
Retail Trade not via 227
Stores & Mobile 6 18 37 10 95 0 61 1.9% 11 939
Stalls (1.9%)
246 466 5927 2234 347 0 776 9996
Total o -
(1.7%) (1.6%) 4.3%) 4.3%) 3.1%) (0.0%) (2.7%) (3.5%)
“ﬁ‘e‘g’;’:;r 14731 28 466 138648 | 51579 | 11098 15 021 29 093 - 288 636

11




Manpower Demand

3.6 Manpower demand in 2019 was 288 636 (existing manpower plus vacancies).
The distribution of manpower demand by branch is shown in Table 4 and Figure 3:

Table 4: Manpower Demand by Branch in 2019

(A) (B) (A) + (B) Percentage to
Branch Existing Number of = Manpower Total Manpower
Manpower Vacancies Demand Demand
1. Food, Beverages and Tobacco 45 078 675 45 753 15.9%
2. Supermarkets 33 812 2 247 36 059 12.5%
3. Fuel and Transport Equipment 8 615 155 8 770 3.0%
4. Clothing, Footwear and Allied Product 48 635 1 497 50 132 17.4%
5. Consumer Goods, n.e.c. 50 424 1 343 51 767 17.9%
6. Department Stores 12 590 627 13 217 4.6%
7. Jewellery 14 709 570 15 279 5.3%
8. Medicines and Cosmetics 26 951 1 458 28 409 9.8%
9. Durable Goods, n.e.c. 12 674 738 13 412 4.7%
10. Telecommunications Equipment and 13 440 459 13 899 4.8%
Electrical Goods
11. Retail Trade not via Stores and Mobile 11 712 227 11 939 4.1%
Stalls
Total 278 640 9 996 288 636 100.0%

Figure 3: Manpower Demand by Branch in 2019

Telecommunications Retail Trade not via
Equipment and Electrical Stores and Mobile
Goods Stalls Food, Beverages

and Tobacco

0,
13 899, 4.8% 45 753, 15.9%

Durable Goods, n.e.c.
13412, 4.7%

11 939, 4.1%

Supermarkets

Medicines and Cosmetics 36 059, 12.5%

28 409, 9.8%

Fuel and Transport
Equipment
8770, 3.0%

Department Stores
13217, 4.6% Clothing, Footwear

Consumer Goods, n.e.c. and Allied Product
51767, 17.9% 50132, 17.4%
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3.7 Manpower demand in 2019 was 288 636 (existing manpower plus vacancies).
The distribution of manpower demand by job level is shown in Table 5 and Figure 4:

Table S: Manpower Demand by Job Level in 2019

(A) (B) (A)+(B) Percentage to
Job Level Existing Number of  Manpower Mai(:(?iver
Manpower  Vacancies Demand Demand
Managerial 14 485 246 14 731 5.1%
Supervisory 28 000 466 28 466 9.9%
Sales 132 721 5927 138 648 48.0%
Part-time Sales/Service 49 345 2234 51579 17.9%
Operative/Clerical Support 10 751 347 11 098 3.8%
\(,)V"(‘)’ﬂfirr/] Zoggr':r:gf”em” 15021 0 15021 5.2%
Technical Manpower 250 323 9 220 259 543 89.9%
Non-technical Manpower 28 317 776 29 093 10.1%
Total 278 640 9 996 288 636 100.0%

Figure 4: Manpower Demand by Job Level in 2019

Non-Technical,
29093, 10.1%

Owner / Sole Proprietor /
Working Partner,

15021, 5.2% Managerial,

14731, 5.1%

Operative / Clerical
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Supervisory,
11 098, 3.8% P y
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Part-time
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51579, 17.9%

Sales,
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Employers’ Forecast of Manpower Demand in 2020

3.8 Employers projected the manpower demand was 288 971 in 2020, representing an
The employer’ forecast of manpower demand by
branch and by job level are shown in Tables 6 and 7:

increase of 335 (+0.1%) compared to 2019.

Table 6: Employers’ Forecast of Manpower Demand by Branch, 2020 vs 2019

2019 2020
Branch Manpower Forecast Change
Demand Demand
1. Food, Beverages and Tobacco 45753 45 886 +133  (+0.3%)
2. Supermarkets 36 059 36 144 +85  (+0.2%)
3. Fuel and Transport Equipment 8770 8777 +7  (+0.1%)
4. Clothing, Footwear and Allied Product 50132 50219 +87  (+0.2%)
5. Consumer Goods, n.e.c. 51767 51 810 +43  (+0.1%)
6. Department Stores 13217 13 219 +2  (+0.02%)
7. Jewellery 15279 15309 +30  (+0.2%)
8. Medicines and Cosmetics 28 409 28 343 -66  (-0.2%)
9. Durable Goods, n.e.c. 13412 13 368 -44 (-0.3%)
10. Telecommunications Equipment and Electrical Goods 13 899 13 892 -7 (-0.1%)
11. Retail Trade not via Stores and Mobile Stalls 11 939 12 004 +65  (+0.5%)
Total 288 636 288 971 +335  (+0.1%)
Table 7: Employers’ Forecast of Manpower Demand by Job Level, 2020 vs 2019
2019 2020
Job Level Manpower Forecast Change
Demand Demand
Managerial 14 731 14772 +41 (+0.3%)
Supervisory 28 466 28 524 +58 (+0.2%)
Sales 138 648 138 835 +187  (+0.1%)
Part-time Sales/Service 51579 51596 +17 (+0.03%)
Operative/Clerical Support 11 098 11 108 +10 (+0.1%)
Owner/Sole Proprietor/Working Partner 15 021 15 021 0 (0.0%)
Technical Manpower 259 543 259 856 313 (+0.1%)
Non-technical Manpower 29 093 29 115 +22 (+0.1%)
Total 288 636 288 971 +335  (+0.1%)
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Average Monthly Wage Range
3.9 The “average monthly wage” includes basic salary, overtime pay, cost of living
allowance, meal allowance, service charges, commission and bonus. The distribution of

employees by job level by average monthly wage range is shown in Table 8 and Figure 5:

Table 8: Average Monthly Wage Range by Job Level

$10,000 or | $10,001 - | $15,001- | $20,001 - | $30,001 - Over
Job Level below | $15000 | $20,000 | $30,000 | $50,000 | $50,000 | 'Ot

Managerial 0.0% 0.9% 5.3% 50.6% 36.5% 6.7% 14 485
Supervisory 0.0% 8.3% 39.6% 48.9% 3.2% 0.0% 28 000
Sales 0.3% 51.9% 34.7% 12.3% 0.7% 0.0% 132 721
Part-time Sales/ 0 0 o o o 0
Services 88.8% 10.8% 0.3% 0.0% 0.0% 0.0% 49 345
Operative/ 0 0 0 0 0 0
Clerical Support 1.0% 53.6% 38.4% 6.9% 0.0% 0.0% 10 751
Owner/
Sole Proprietor/ 7.3% 20.7% 35.5% 33.3% 1.6% 1.7% 15021
Working Partner

Total 14.5% 35.9% 28.5% 17.8% 2.9% 0.5% 250 323
Figure 5: Average Monthly Wage Range by Job Level
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Preferred Level of Education

3.10 The survey found that most of the employers preferred their employees to have first
degree (46.7%) or diploma/certificate (37.2%) at managerial level, secondary 4 - 7 (36.3%) or
Diploma/Certificate (35.6%) at supervisory level. Secondary 4-7 for sales (78.1%) and part-time
sales/services staff (62.3%) was most preferred. Diploma/Certificate (42.8%) or Secondary 4-7 level
(41.6%) for staff at operative/clerical support level were most preferred. For details, please refer

to Figure 6:

Figure 6: Preferred Level of Education by Job Level
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Preferred Relevant Years of Experience

3.11 The survey found that most of the employers preferred their employees to have the
relevant years of experience of “6-10 years” at managerial level (58.7%), “3-6 years” at supervisory
level (63.4%), “1-3 years” at both the sales (57.2%) and operative/clerical support levels (61.1%),
and “less than 1 year” at part-time sales/services level (86.1%). For details, please refer to
Figure 7:

Figure 7: Preferred Relevant Years of Experience
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Managerial I HHIm 71:7%
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Training

3.12 Only companies with employment size of five persons or above (13%) were required
to answer the question on training areas. The survey found that “Product Advisory/Product
Demonstration” and “Customer Acquisition and Retention/Customer Relationship Management”
were the top two training areas for the full-time staff at all job levels. It also found some emerging
training needs related to digital transformation such as “Big Data Analysis” (10.8%), “Digital
Marketing (4.7%) and “Knowledge in Emerging Technology/Information and Communication
Technology/Disaster Recovery Planning (3.8%) in particular for the managerial and supervisory
staff. For details, please refer to Table 9:

Table 9: Training Areas by Job Level

Full-time - Managerial, Full-time - Sales,
Training Areas Supervisory Operative/Clerical Support
Percentage Rank Percentage Rank
(a) Customer Acquisition and Retention/ 0 0
Customer Relationship Management 48.1% 2 37.2% 2

(b) Product Advisory/Product Demonstration 58.1% 1 95.5% 1
(c) Retail Sourcing 23.7% 4 8.7% 3
(d) Supplier Relationship Management 22.5% 5 1.5% 8
(e) Inventory Management/ 0 0

Supply Chain and Logistics Management 15.4% 7 2.6% 6
(f) Visual Display/Space Optimisation 4.0% 11 4.8% 5
(9) Facilitation Skills/ People Relationship 18.9% 5 6.4% 4

Management
(h) Online to Offline Integration 2.7% 15 1.1% 10
(i) Digital Marketing 4.7% 10 1.0% 11
(j) Big Data Analysis 10.8% 9 0.5% 13
(k) Knowledge in Emerging Technology/

Information and Communication 3.8% 12 0.2% 16

Technology Disaster Recovery Planning
(I) Business Continuity Management 3.4% 14 0.3% 15
(m) Planning and Implementation 24.2% 3 1.8% 7
(n) Risk Management 11.6% 8 0.7% 12
(o) Digital Literacy 2.5% 16 0.3% 14
(p) Design Thinking 3.6% 13 0.1% 18
(q) Diversity Management 2.1% 18 0.1% 17
(r) Others 2.2% 17 1.4% 9
Total no. of company (>=5 employees) 3792 - 5348 -

18



Priority in Taking Courses Recognised by the Qualifications Framework

3.13 The Survey found that 393 out of 4 506 companies would take priority to select those
courses recognised under the Qualifications Framework when sponsor or provide training to their

staff.

Provision of Training to Part-time Sales/Service Staff

3.14 The Survey found that 336 out of 2 208 companies would sponsor or provide training
to their part-time sales/service staff.

Learning Mode of Trainings for Full-time Employees

3.15 Among the three types of learning modes, experiential learning (58.5%) was most
preferred, followed by classroom learning (52.7%) and e-learning (47.7%). For details, please
refer to Table 10:

Table 10: Priority of Learning Modes for the Full-time Employees

Priorit
Learning Mode 1 5 Y 3
(i) Classroom Learning 19.4% 52.7% 18.7%
(ii) e-Learning 19.7% 22.8% 47.7%
(iii) Experiential Learning 58.5% 14.8% 23.8%
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Recruitment Difficulties

3.16

recruitment difficulties in the past 12 months.

recruiting part-time sales/services (80.6%) and sales (50.6%).

The Survey found that 2 520 (50.9%) out of 4 951 companies encountered

Most of the companies encountered difficulties in

For details, please refer to

Table 11:
Table 11: Number of Company
Part-time | Operative/
Types Managerial | Supervisory Sales Sales/ Clerical Total
Services support
Encountered 78 266 1440 573 163 2520
0, 0, 0, 0, 0,
difficulties (46.2%) (40.1%) (50.6%) | (80.6%) | (29.0%) | (50.9%)
%@Sﬁ?&”;ﬁred 01 397 1406 138 399 2431
0, 0, 0, 0, 0, [0)
eCruitment (53.8%) (59.9%) (49.4%) | (19.4%) | (71.0%) | (49.1%)
Total 169 663 2 846 711 562 4 951
3.17 The survey found that “More Choices in the Market” ranked first for all job levels.

“Unwilling to Work Long Working Hours and on Shift”, “Unattractive Remuneration Package and
Fringe Benefits”, “Lack of Relevant Skills/Expertise, and “Lack of Relevant Experience” were also

the key factors. For details, please refer Table 12:
Table 12: Reasons for Recruitment Difficulties in the Past 12 Months by Job Level
Job Level
Reasons Part-time | Operative/
Managerial| Supervisory | Sales Sales/ Clerical
Services | Support
More Choices in the Market 36.7% 37.0% 42.3% 61.3% 21.2%
Lack of Relevant Skills/ Expertise 11.8% 6.0% 8.9% 15.9% 10.5%
Lack of Relevant Experience 16.6% 4.1% 5.7% 1.4% 3.2%
Lacked Relevant Academic 6.5% 1.2% 0.7% | 0.3% 1.2%
Qualification
Unattractive Remuneration Package 13.6% 4.7% 17.9% 11.8% 10.3%
and Fringe Benefits
Unwilling to Work Long Working | 47 g4 200% | 20.3% | 42.5% 8.5%
Hours and on Shift
Lack of A_V\_/areness of Career 0.6% 0.5% 43% 2 8% 0.9%
Opportunities and Prospect
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Wastage

3.18

Wastage rate refers to those leaving the retail industry because of change of jobs to

non-retail sectors, emigration, retirement, further studies and other reasons. The survey found that

the number of wastage was 20 542 in the past 12 months and the overall turnover rate was 15.6%.

3.19 The turnover rate of the staff at operative/clerical support level was the highest
(20.5%), while for that of the managerial level was the lowest (7.8%). For details, please refer to
Table 13:
Table 13: Staff Turnover Rate by Job Level
Total Taklng_ up Taking up |Emigration,
Full-time Retall Non-Retail | Retirement Turnover
Job level Trade Unknown| Others
Employees Related Trade or Further rate
Left Related Jobs| Studies
Jobs
Managerial 1142 206 105 47 764 20 7.8%
Supervisory 2 647 737 122 45 1 634 109 9.3%
Sales 23 961 8271 988 353 13 744 605 17.3%
Operative/ o
Clerical Support 2278 272 157 68 1 686 95 20.5%
Total 30 028 9 486 1372 513 17 828 829 15.6%

Staff Recruited in the Past 12 months

3.20

please refer to Table 14:

Table 14: Staff Recruited in the Past 12 Months by Job level

The total number of staff recruited in the past 12 months was 48 090. For details,

New Recruits
Job Level With Retail Without Retail Total
Experience Experience

Managerial 886 255 1 141
Supervisory 2 345 293 2 638
Sales 18 529 5054 23 583
Part-time Sales/Services 8 885 9634 18 519
Operative/Clerical Support 1370 839 2209

Total 32015 16 075 48 090
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IV. CONCLUSION

4.1 The Retail Trade Training Board has carefully examined the survey findings and
considered that the data collected generally reflect the manpower situation of the personnel engaged
in retail industry at the time of survey.

Manpower

4.2 Retail is one of the core pillars underpinning the economy in Hong Kong. At the
time of survey, 41 942 retail companies operate in Hong Kong with about 27 9000 employees.
Most of the employees were found in the sectors related to the necessities of life such as “Consumer
Goods”, “Clothing, Footwear and Allied Product”, “Food, Beverage and Tobacco” and
“Supermarkets”. The top five prominent principle jobs were mainly frontline staff, namely sales,
senior sales, part-time sales, store supervisor and store manager.

Staff Turnover

43 The retail industry faces staff turnover problem and recruitment difficulties. More
choices in the market, unattractive remuneration package, long working hours/on shift and lack of
relevant experience/skills are the key factors. To overcome workforce challenges, emphasises
training, career progression, work-life balance, correct the misconception of the industry, especially
in the mind of young people, could help to draw and retain talent.

Training Needs

4.4 Training needs on “Product Advisory/Product Demonstration” and “Customer
Acquisition and Retention/Customer Relationship Management” for all job levels were most
preferred by employers. It reflected that employers value a knowledgeable sales team for
achieving higher customer trust level, improved sales and positive customer review, resulting in
turning customer acquisition into long-term relationship.

4.5 Other emerging training needs on “Big data Analysis”, “Digital Marketing” and
“Knowledge in Emerging Technology/Information and Communication Technology/Disaster
Recovery Planning” also reflected the growing importance of digital transformation for companies
to stay competitive and relevant in business. This call for the retail industry to accelerate the
adoption of technology, make use of big data analysis and digital marketing to create targeted and
personalised promotion campaigns.

Manpower Growth

4.6 E-commerce and omni-channel platforms are bringing goods to consumers in a more
convenient, accessible and cost-effective way. Employers are fast realising the value of this and
projected that the manpower growth in “Branch 11 - Retail Trade not via Stores and Mobile Stalls”
would be the highest in the future. Retailers would actively further develop their omni-channel
strategies with a greater focus on adopting a more customer-centric approach to offer a seamless
shopping experience for consumers. However, e-commerce has not made brick-and-mortar stores
obsolete, they should go hand-in-hand to maintain competitive edge.
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Business Outlook

Economic Growth

4.7 Hong Kong's economy grew 0.6% year-on-year in Q2/2019, the same pace as in the
previous three-month period but below market expectations of 1.6%. Hong Kong's growth outlook
remains subdued amid ongoing US-China trade tensions and growing social unrests. On a
seasonally adjusted quarterly basis, the economy shrank by 0.3%, compared with 1.3 % expansion
in the first quarter. Owing to the weakening economy as well as US-China trade dispute, the
government adjusted the GDP growth down from the previous estimate of 2-3% to 0-1% in 2019.

Employment Situation

4.8 According to the Census and Statistics Department, the non-seasonally adjusted
unemployment rate in May-July 2019 was 3%, with unemployed persons went up by 4,200 to
118,500 when compared with the prior period. While the number of underemployed dropped by
500 to 40,700 persons, with the underemployment rate unchanged at 1%. The unemployment
situation in most sectors remained largely stable. Yet, as the consumption market stayed weak, the
unemployment rate of the retail, accommodation and food services sectors went up from the
preceding three-month period. Looking ahead, the economy is expected to stay weak in near term
and the labor market will unavoidably be subject to greater pressure.

4.9 The “Statutory Minimum Wage” (SMW) has come into force on 1 May 2011. With
effect from 1 May 2019, the SMW rate has been revised from $34.5 per hour to $37.5 per hour.
This policy would undoubtedly increase the wages of employees involved in the retail business and
other relevant trades. Its ripple effect in narrowing the wage differentials across various sectors
and occupations would put pressure on the employers to offer more competitive wage rates to retain
or attract talents under a tight labor market. Eventually, it would result in pushing up the operating
cost and further built up recruitment difficulties.

Tourist Arrivals

4.10 In 2018, the Mainland continued to be the largest visitor source market, accounting
for 78% of the total arrival, and the figure was 14.8% higher than that in 2017.  On the other hand,
visitor arrivals from non-Mainland markets continued to grow by 0.6%, with some of these markets
recording notable increases. On entering 2019, the visitor arrivals from mainland continued to
grow. However, the growth momentum was weaken amid growing unrests in Hong Kong and
the effects began to surface in June 2019 after mass protests. The Hong Kong Tourism Board
reported a drop in visitors with the year-on-year growth in visitor numbers slowed to 8.5% in June
2019, compared with year-on-year growth in May 2019 of 19.5%. However, the tourist arrivals
dived abruptly in July 2019, falling 4.8% YoY and recorded its worst downturn in August by falling
nearly 40% from the same time last year amid the ongoing mass protests. Nevertheless, the Hong
Kong Tourism Board has kept launching various overseas promotion activities and committed to re-
launching promotion campaign to revive the tourism industry after the end of the protests.
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Retail Performance

4.11 According to the Census and Statistics Department, the provisionally estimated value
of total retail sales in the first seven months of 2019, dropped by 3.8% YoY compared to the same
period in 2018. Total retail sales value and retail volume continued to decline and dropped by
11.4% and 13% YoY in July respectively compared to the same period last year. The decline
reflected a dampened consumer sentiment due to weak economic conditions, volatility of Reminbi
and significant disruptions to inbound tourism arising from the recent local social unrests.

Leasing Market

4.12 Owing to sluggish retail sales with weak intention to expand business by retailers,
the leasing market remain low-key over the second quarter. Because of the unhealthy retail sales
figures, landlords seem to be more flexible when renewing existing tenants and are open to reduce
rents if necessary. According to Savills, the overall prime shopping street rent fell by -1.2% QoQ
with Central district dropping the most at -3.8% over Q2/2019. However, in the major shopping
mall segment, the base rents remained generally steady over Q2/2019. The retail market is
expected to be quiet with a weak growth momentum of leasing market in near term.

Future of Retail

4.13 In an increasingly competitive environment, digital transformation is, indeed, fast
becoming a matter of survival for retailers. Retailers have to be data literate and embrace the use
of retail technology to meet the high expectations of consumers and sustain competitiveness in the
digital world.  Evolving customer preferences, increased smartphone penetration and the
proliferation of innovative solutions are transforming the payments landscape in Hong Kong.
Major e-wallets and payment tools have begun to gain popularity. Retailers need to leverage the
right payment technology to create a seamless and convenient shopping experience to stay ahead of
their rivals. Other breakthrough technologies such as Artificial Intelligence (Al), the Internet of
Things (IoT) and Blockchain will also go into a mainstream in the future. They help retailers to
optimise the customer-centric experience, thereby deepening their engagement with customers. To
ensure the digital transformation stays on the right track and is sustainable, retailers need to know
both the direction and the benefits of latest trends in retail technology as well as come up with the
right digital-driven strategies supported by the right level of investment.

Greater Bay Area Initiative

4.14 The Greater Bay Area is part of China’s national strategic plan. The objectives are to
further deepen cooperation amongst Guangdong, Hong Kong and Macao, facilitate in-depth
integration within these three places, and promote coordinated regional economic development.
With the full support of the Central Government, Hong Kong will proactively integrate into the
overall national development, thereby expanding its scope of development and generating new
impetus for growth to bring new development opportunities to different sectors of the community.
This project is anticipated to become one of the world’s major city clusters and offer promising
opportunities for the retail industry in Hong Kong.
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Infrastructure Projects

4.15 The opening of new cross-border infrastructure projects such as the Hong Kong-
Zhuhai-Macau Bridge and the Guangzhou-Shenzhen-Hong Kong Express Rail Link would benefit
the retail sectors from accelerating the flow of talents/goods and deepening the cross-border
collaboration. Nevertheless, the new wave of customers choose to invest more in experiences
rather than products. Hence, retailers need to meet the needs of their customers by creating a more
immersive retail experience and leave them not just with their products but also memories. Fusion
of retail and entertainment is expected to dominate the industry and drive sales by providing
customers with fun and unique experiences.

Government Support

4.16 In 2019-20 Budget, the government will allocate an additional sum of around $353
million to enable the Hong Kong Tourism Board to step up promotion of Hong Kong’s image as a
premier tourism destination, invite visitors to experience local cultures and enhance publicity on
Hong Kong’s major events and festivals, etc. These initiatives would benefit the retail industry.

4.17 According to the International Institute for Management Development, Hong Kong
has continued to rank second globally in the latest World Competitiveness Yearbook 2019. Hong
Kong maintained the top rank in “Government Efficiency”, and was ranked second in “Business
Efficiency” and 10th in “Economic Performance”. Benefiting from the government’s increased
investment in infrastructure and technology, Hong Kong’s ranking edged up to 22nd in
“Infrastructure”. Hong Kong government would step up effort to provide a favorable environment
for Hong Kong’s long-term economic development.

Conclusion

4.18 Undoubtedly, 2019 is a year full of challenges for Hong Kong retailers. Consumer
confidence should remain weak in the near term amidst continuing social tension and the worsening
economic outlook. It could take some time for the retail and tourism sectors to recover from the
recent ongoing social unrests. In face of the tough retail climate, retailers have to adopt appropriate
cost control measures to keep their business in shape and create a more experience-driven shopping
journey for customers. Though some labour intensive jobs could be replaced by technology,
technology cannot build rapport and replace innovation, which require creative thoughts and
essential people skills. Furthermore, technology could create new job opportunities and spare
manpower to manage more challenging and interesting tasks.

Sources:

1) The Census and Statistics Department

2) The Hong Kong Tourism Board

3) The Hong Kong Trade Development Council Research
4) The 2019-20 Budget

5) Retail Asia Business

6) Research from Savills and Jones Lang Lasalle

7) World Competitiveness Yearbook 2019
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Labor Market Analysis

4.19 The Labor Market Analysis (LMA) examined a group of key economic indicators
collected from a reliable and independent authority for reflecting the key changes in the local
economy, demography and labor market. A statistical model is developed by selecting relevant
economic indicators to project the manpower requirements of the retail industry for the coming four
years.

Methodology

4.20 For the retail industry, LMA method has been used to project the manpower
requirements since 2002. It is believed that the manpower of the retail industry is highly related
to the Retail Sales in Volume Index published by the Census and Statistics Department. Hence,
the projected manpower demand is derived from multiplying the employment coefficient to the
projected volume index. The employment coefficient reflects the manpower needed to produce a
single unit of production. To come up with the projected Retail Sales in Volume Index, principal
component regression is used in the following economic indicators as explanatory variables:

i)  Total loans and advances [LAI]

i) Composite consumer price index [CCPI]

iii) Property price index (private domestic) [PPI]
iIv) Number of visitor arrivals [VAI]

v)  Export of services [ XSER]

vi) Export of goods in quantum index [ XGDS]
vii) Import of goods in quantum index [MGDS]

Projection

4.21 Based on the statistical model of the Labor Market Analysis (LMA), the manpower

demand of the retail trade from 2020 to 2023 is projected as below:

Projected b
Year Total Manpower Employers’ Forecast rojectec by
Demand LMA Method
2019 288 636 - -
2020 288 971 (+0.1%7%*) 289 221 (+0.2%)
2021 - 290 169 (+0.3%)
2022 - 291 809 (+0.6%)
2023 294 179 (+0.8%)
* percentage change vs the total manpower demand in 2019
** percentage change vs the projected manpower in previous years.

Remarks:

Recognising the economic uncertainties emerge from time to time on both external and domestic fronts, in particular
the recent social unrests in Hong Kong, readers are alerted to interpret the manpower projection with caution as these
factors might affect the employment opportunities if no sign of abating.
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V. RECOMMENDATIONS

5.1

The Retail Trade Training Board proposed the following recommendations to

different stakeholders to ease the plight of retailers amid the difficult time, alleviate acute labour
shortage, strengthen retail talent development, and sustain competiveness in the fast changing retail

landscape.

Government

Q) Advise the private landlords to cut rent for the retail shops and the local banks to be more
lenient with late payments by local business and their credit limits.

(i)  Provide a single multi-purpose funding scheme with simplified application procedure to
cover a wider spectrum of retailers’ needs, such as retail technologies, big data tracking,
omni-channels and on-line to off-line integration.

(iii)  Speed up education and training of e-commerce practitioners at all job levels through formal
education and other in-service training channels.

(iv)  Join hands with the industry to rebrand retail image as a promising career with strong
potential growth especially under the era of digital transformation.

(v) Allow overseas and Mainland students either to take up internship or to work in Hong Kong

to ease the manpower shortage problem.

Training Service Providers

(i)

(i)

(iii)

(iv)

(V)

Keep abreast of latest trend and developments of the industry and steer their students to
engage in retail technologies and big data analysis for enhancing their digital competencies.

Develop more training programmes on skill applications on retail technology and omni-
channel retailing development with flexible learning mode for in-service learners.

Adopt the integration of workplace learning and assessment for enhancing the practical skills
of students and their ability to utilise professional knowledge.

Promote the career prospect of the retail industry to career masters and students in the
secondary schools for nurturing students ‘aspirations about their career path.

Groom a larger pool of talents by providing more on-the-job training and exchange of
students and employees with collaborative partners in the cities of the Greater Bay Area.
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Employers

Q) Other than a competitive remuneration package, business leaders should create a caring,
happy and fulfilling working environment among different generations of employees.

(i) Provide more flexible working arrangements for employees to boost morale and improve
their work-life balance can result in increased employees’ productivity and performance.

(ili)  Develop and maintain thoughtfully a structured career path system, allow top performers to
take part in advanced training that may be associated with career advancement.

(iv)  Make use of off-seasons and quiet times in business to undertake training activities for
employees, wider adoption of e-learning would provide greater flexibility to learn and better
cost effectiveness.

(v) Provide incentives to motivate employees to learn such as time-off and promotion
opportunities wherever possible.

(vi)  Adopt cost control measures to keep the business in shape so it can continues to perform
well in the ever-evolving economic environment.

(vii)  Flexibly reconsider the retirement age and re-engage capable and fit retirees at work for
easing manpower shortage.

Employees

Q) Develop a global vision and be aware of the importance of life-long learning as well as learn
more digital and analytical skills on how to transform data into insights and intelligence.

(i)  Enhance their adversity quotient, leadership skill, problem solving skill and interpersonal
communication skills for building good relationship and working more effectively with
people from different backgrounds.

(iii)  Select quality training providers and make use of the subsidies provided by the Government

for life-long learning such as Continuing Education Fund.
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10.

11.

12.

Appendix 1

VOCATIONAL TRAINING COUNCIL

Terms of Reference of Training Boards

To determine the manpower demand of the industry, including the collection and
analysis of relevant manpower and student/trainee statistics and information on
socio-economic, technological and labour market developments.

To assess and review whether the manpower supply for the industry matches with
the manpower demand.

To recommend to the Vocational Training Council (the Council) the development of
vocational and professional education and training (VPET) facilities to meet the
assessed manpower demand.

To advise the Council on the strategic development and quality assurance of its
programmes in the relevant disciplines.

To prescribe job specifications for the principal jobs in the industry defining the
skills and knowledge and advise on relevant training programme specifying the
time a trainee needs to spend on each skill element.

To tender advice in respect of skill assessments, trade tests and certification for
in-service workers, apprentices and trainees, for the purpose of ascertaining that the
specified skill standards have been attained.

To advise on the conduct of skill competitions in key trades in the industry for the
promotion of VPET as well as participation in international competitions.

To liaise with relevant bodies, including employers, employers’ associations, trade
unions, professional institutions, training and educational institutions and
government departments, on matters pertaining to the development and promotion
of VPET in the industry.

To organise seminars/conferences/symposia on VPET for the industry.

To advise on the publicity relating to the activities of the Training Board and
relevant VPET programmes of the Council.

To submit to the Council an annual report on the Training Board’s work and its
recommendations on the strategies for programmes in the relevant disciplines.

To undertake any other functions delegated by the Council in accordance with
Section 7 of the Vocational Training Council Ordinance.
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RETAIL TRADE TRAINING BOARD

Membership List

Chairlady

Ms TAM Kam-yee, Janis

Vice-Chairlady

Ms CHOW Wai-yee, Winnie

Members

Mr Eugene CHAN

Ms CHOI Pui-shan, Albe

Dr CHU Chun-ho, Dominic

Mr CHUNG Kwok-wing

Mr LAM Chi-kit, Victor

Ms LO Tsit-wa

Mr MOK Wai-ming, Raymond

Mr WAI Yau-on

Mrs WONG FAN Chih-wing, Mabel
Ms WONG Nga-lai, Alice

Ms Katherine YU

Chief Executive of the Consumer Council (or her representative)

Executive Director of the Vocational Training Council (or her representative)

Secretary

Ms WONG Szee-ving, Venus
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Vocational Training Council B 27315/
Appendix 4
Headquarters (Industry Partnership) & B (T# & 1)
30F, Billion Plaza Il, 10 Cheung Yue Street, Cheung Sha Wan, Kowloon, Hong Kong
EENERDERMEFLI0F RS 2R304
www.vtc.edu.hk

(852) 2904 7843
(1) in RT/4/2 (2019)

VTC

25" February 2019
Dear Sir/Madam,

The 2019 Manpower Survey of the
Retail Trade

The Retail Trade Training Board (the Training Board) of the Vocational Training Council (VTC),
appointed by the Chief Executive of the Hong Kong Special Administrative Region (HKSAR), is responsible
for matters pertaining to manpower training in the industry. In order to collect the latest manpower
information for formulating recommendations on future manpower training, the Training Board will conduct
the captioned survey from March to April 2019. 1 am writing to enlist your help by providing the relevant
information to the survey and your co-operation would be much appreciated.

I enclose the following documents for your reference and completion:

(a) The Questionnaire;
(b) Explanatory Notes (Appendix A);
(c) Description for the Principal Jobs (Appendix B)

The VTC has appointed MOV Data Collection Center Ltd. (MOYV) to assist in conducting the
above survey. During the survey period, the enumerator of MOV will contact your establishment for the
survey and answer the questions you may have. If necessary, visit will be made to your establishment to
assist in completing and collecting the questionnaire. Alternatively, you may return the copy of the completed
questionnaire to MOV via fax (3900 1122) or email (vtc@mov.com.hk).

I wish to assure you that the information provided will be handled in strict confidence and published
on aggregate basis without reference to individual establishments.

The Manpower Survey Report will be uploaded onto the VTC website after completion of the survey.
Should you have any queries, please do not hesitate to contact the following hotline during 9:30 a.m. to
6:00 p.m. from Monday to Friday:

<> For matters regarding completion and return of questionnaire(s), please contact Ms. Polly CHAN
of MOV at 3900 1176.

< In case you want to approach VTC directly, please contact Mr. Edward CHAN of VTC
Manpower Survey (Statistical Team) at 3907 6716.

Yours faithfully,

/
{

(Dr Stella KWAN)
Chairman
Retail Trade Training Board
Encl.
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Appendix A
BisA

For companies with employment size of
4 persons or less

HRANMER ARSI THAE

)—Er\t;

Tc CONFIDENTIAL T EREETR
% X AF

WHEN ENTERED WITH DATA

VOCATIONAL TRAINING COUNCIL
B X I & =

THE 2019 MANPOWER SURVEY OF THE RETAIL TRADE INDUSTRY
ZTEX 2019 EFATHE

The 2019 Manpower Survey of the Retail Trade (RT) Industry aims at collecting manpower information of the sector
concerned for formulating recommendations on future manpower training. Please provide the information of your company as
at 1st March 2019 by answering the questionnaire. Thank you.

TEH2019F N TEHE SEREEN AT R OTER &R - WA BARAR AT SRR E S - 2855 BAEIRE
20194E3 H1HAY A IIEIES IERE  ZE(E -

Establishment Information

sk

TYPE OF SERVICE: Food, Beverages and Tobacco Jewellery

Bk % & & Bin B SJEE BREFEEf
Supermarkets Medicines and Cosmetics
FEAR 5 Y e Abitlim

Fuel and Transport Equipment

B YS&E LR

Clothing, Footwear and Allied Product
RY) ~ BEE SRS

Durable Goods, n.c.c.

HAIN FH

Telecommunications Equipment and Electrical Goods

BN R B AR i

Consumer Goods, n.e.c. Trade not via Stores and Mobile Stalls

O O o o od o
O O O o o o

HAHER RN EREN SIS &
Department Store Others :
TEAF HA -
(For official use)
TOTAL NO. OF PERSONS ENGAGED: ndustry Code
B B 4 A #
Detail of Contact Person*
Bhak N &R
NAME OF PERSON TO CONTACT: POSITION:
B && N 4 # iz
TEL. NO.: - FAX NO. :
S X HE
E-MAIL:
B
* The information provided will be used for the purpose of this and subsequent manpower surveys.

PIFELEEANTIHFE AR HEATTHEZ
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Job
Code
Hfiz

Aok
e.g:
BIF

112
113
114
115

116

117
118
119

120

121
122
123

198

Survey Reference Date : 1st March 2019
Gat2EHE : 20193H1H

PartI — Manpower Information

F—Etr — AJER

Please complete columns ‘B’ to ‘G’ of the questionnaire according to the list of principal jobs by referring to Appendix B for job description of

individual job.

s AR T IER o ey T BeRS - A2 S SR B AR S ST LAER AR RN S B

(A) Principal Jobs F BT

E‘G’O

Please refer to Appendix A for column explanations.

FSEHERAP AR -

B GHESR2AEZERR)

(A) (B) © D) (E) (F) G
Principal Job No. of No. of Forecast of Average Monthly Income Preferred Level of Preferred Years of Relevant
F IR Employees | Vacancies No. of Range Education Experience
as at as at Employees I ] S = R S g g Y =pnesvs e
(See Appendix B) 132019 | 132019 | 12 Months SAPIRARE ERERNHEER RREAIHRTR
(2EM$% B) from Now Code Code Code
TE20194F | 7E20194F | (March 2020) | #R%% Ak Ak
3ALAE 3A1HE 1 Over $50,0000) 1 Postgradxuate Degree 1 10yrs or more
REAE | zwaE | IS | 5 530001 - 550000 IR TESLLE
% 4 > 2 First Degree 2 6 yrs to less than 10 yIs
(202043 ) 3 $20,001 - $30,000 X Fj’rbif%m , 3/*@@1- l@ﬁi‘ l;
= ub-degree yrs to less than 6 yrs
(VN 4 $15,001 - $20,000 (e.8. Higher Diploma) L os ot b |
5 $10,001 - $15,000 I 4 1 yrs to less than 3 yrs
6 Under $10,0012L (BIHIESSUE) —EE=FDT
. . 4 Diploma/Certificate 5 Lessthan 1 yr
Please enter a zero ‘0’ in the box if no S — T
emgjloyee/ vacany. . o 5 Secondary 4 to 7
WNGHRE /226 SEETTREEA 0 - Hpy % cht
6 Secondary 3 or below
P
Job Title A (3 employees and 2 vacancies) 3 2 s 4 3 2

&EHEER

Managerial Level

Operations/Retail Manager

District/Area Manager
oy AL

Store Manager

AL

Marketing Manager
R

Sales Manager

fif s

Customer Services / Customer Relationship
Management Manager

FEEREE PR G E A

Merchandising Manager

PR

Logistics/Distribution/Warehouse Manager

Y AR

Training Manager
Bl

Visual Merchandising / Graphic Design
Manager

BELESY, P E e

E-commerce Manager

BT R

Business Analysis Manager

SER T

Owner/Sole Proprietor/Working Partner
REEEEE PTEBES
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Job
Code
Hfir
Aok

21

21

5]

21

w

21

&

215

21

=N

21

o

21

o

31

312

411

51

512

51

w

514

51

w

51

=N

517

000

Please refer to Appendix A for column explanations.

FHSHHERAP AR -

RS PHEE AT

(A) (B) © (D) (E) (F) G)
Principal Job No. of No. of Forecast of Average Monthly Income Preferred Level of Preferred Years of Relevant
TR Employees | Vacancies No. of Range Education Experience
as at as at Employees g = = = gt = 2 e s
(See Appendix B) 1.3.2019 1.3.2019 12 Months [SIERBS N it REEANHEREE e B E AT E
(2RI B) from Now | Code Code Code
FE20194F | 4£20194F | (March 2020) | W5 éh{f'wﬁp e D i;{uvlﬁio
3F1AM 3F1AM 1 Over $50,0005/ I Postgraduate Degree yrs or more
REAE | Z=6E B | 2 30001 -$50000 WA AR
HWE% > > 2 First Degree 2 6 yrs to less than 10 yrs
(202043 H) 3 $20,001 - $30,000 R NEETEUT
TRE S 4 15.001 - $20.000 3 Sub-degree 3 3 yrsto less than 6 yrs
$15, $20, (e.g. Higher Diploma) ZEENRFEUT
5 $10,001 - $15,000 RIEAT 4 1 yrs to less than 3 yrs
6  Under $10,001L1 (BN ERC0E) —EE=FLT
. . 4 Diploma/Certificate 5 Lessthan 1 yr
Please enter a zero ‘0 in the box if no YEE —EMT
employee/ vacaney. 5 Secondary 4 to 7
WA R /2, LGP 0 - Uzt
6  Secondary 3 or below
P
Supervisory Level E{E4k
Store Supervisor
JESH 535 A
Visual Merchandising Officer / Executive ;
Graphic Designer

Logistics/Distribution/Warehouse Officer /
Executive

Yt g BT

Public Relations/Advertising/ Marketing
Officer / Executive

NIt R IR T

Customer Services / Customer Relationship
Management Officer / Executive

EERE EERGEE T

Merchandising Officer / Executive

PR EAE

Training Officer/Executive

B EAE

E-commerce Officer/Executive

BTEBEE

Business Analysis Officer/Executive

SEB T ELE
ERER

Sales Level

Senior Sales
=R EER

Sales/Sales Trainee
EE8E HEEES

Sales/Service Staff (Part Time) EXEE /IREKE (k)

Sales/Service Staff (Part Time)
EaE REE GERD

Operative/Clerical Support Level #SEIA B B4

Inventory Planning Assistant

JE{FaTHIBIE

Warehouseman

BEERE

Marketing Assistant
5t e Bl

Customer Services / Customer Relationship
Management Assistant

& FIRF & E R E

E-commerce Assistant

Rt

Visual Merchandising / Graphic Design
Assistant

REES P E G

Merchandising Assistant

PRI

Other Relevant Retail Trade Staff HfffHHZEE T
Other Staff of Supporting Services HZiEET

Other Staff of Supporting Services, e.g.

human resources, finance, IT and

administration work

HAZBE BT BlSE A SIE0R ~ W
C ERRET BT EZ BT

For Official Use

|

|

End of questionnaire, Thank you for your co-operation.

f&s5e - ZHeE -
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Vocational Training Council i %3l % /5 Appendix 4
Headquarters (Industry Partnership) & B (T# & 1)

30F, Billion Plaza Il, 10 Cheung Yue Street, Cheung Sha Wan, Kowloon, Hong Kong

ERNBRVEBRMEFION SRS 230

www.vtc.edu.hk

(852) 2904 7843
(1) in RT/4/2 (2019)

VTC

25" February 2019
Dear Sir/Madam,

The 2019 Manpower Survey of the
Retail Trade

The Retail Trade Training Board (the Training Board) of the Vocational Training Council (VTC),
appointed by the Chief Executive of the Hong Kong Special Administrative Region (HKSAR), is responsible
for matters pertaining to manpower training in the industry. In order to collect the latest manpower
information for formulating recommendations on future manpower training, the Training Board will conduct
the captioned survey from March to April 2019. 1 am writing to enlist your help by providing the relevant
information to the survey and your co-operation would be much appreciated.

I enclose the following documents for your reference and completion:

(a) The Questionnaire;

(b) Explanatory Notes (Appendix A);

(c) Description for the Principal Jobs (Appendix B); and
(d) Description for the Training Areas (Appendix C)

The VTC has appointed MOV Data Collection Center Ltd. (MOYV) to assist in conducting the
above survey. During the survey period, the enumerator of MOV will contact your establishment for the
survey and answer the questions you may have. If necessary, visit will be made to your establishment to
assist in completing and collecting the questionnaire. Alternatively, you may return the copy of the completed
questionnaire to MOV via fax (3900 1122) or email (vtc@mov.com.hk).

I wish to assure you that the information provided will be handled in strict confidence and published
on aggregate basis without reference to individual establishments.

The Manpower Survey Report will be uploaded onto the VTC website after completion of the survey.
Should you have any queries, please do not hesitate to contact the following hotline during 9:30 a.m. to
6:00 p.m. from Monday to Friday :

< For matters regarding completion and return of questionnaire(s), please contact Ms. Polly CHAN
of MOV at 3900 1176.

< In case you want to approach VTC directly, please contact Mr. Edward CHAN of VTC
Manpower Survey (Statistical Team) at 3907 6716.

Yours faithfully,

/
{

(Dr Stella KWAN)
Chairman
Retail Trade Training Board
Encl.
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TC

Appendix A
W\ > <A

For companies with employment size of

CONFIDENTIAL

WHEN ENTERED WITH DATA

N N N 5 persons or above

MR R EABE A AT
F 3L

Ek%

VOCATIONAL TRAINING COUNCIL

B % dl

& =

THE 2019 MANPOWER SURVEY OF THE RETAIL TRADE INDUSTRY

ZEX 2019 FAFTHE

The 2019 Manpower Survey of the Retail Trade (RT) Industry aims at collecting manpower information of the sector

concerned for formulating recommendations on future manpower training. Please provide the information of your company as
at 1st March 2019 by answering the questionnaire. Thank you.
TEHR2019F N TTHHE SEAEREEN ATIE IR ER  WIZ L BAR AR ATTFISRHIET & - B B EMRE
201953 F 1 HY ATIIESUEFI RS - 2 EfE -

Establishment Information

s

TYPE OF SERVICE:

e % % E

O O o o od O

Food, Beverages and Tobacco

Boin > BRSO

Supermarkets

RV Ok

Fuel and Transport Equipment

YR B A i

Clothing, Footwear and Allied Product
wY) ~ BB A RS

Consumer Goods, n.e.c.

EI

Jewellery
RE E

Medicines and Cosmetics

289 R bl

Durable Goods, n.e.c.

LA FH

Telecommunications Equipment and Electrical Goods

SR {H S B A FE

Trade not via Stores and Mobile Stalls

O O o o od O

PEEPEEFHFIHTEE AR H AT B/
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HAMHEE i BRI ERE SRS &
Department Store Others :
HEAH HA, -
(For official use)
TOTAL NO. OF PERSONS ENGAGED: frdusty Code
B B 4 A B
Detail of Contact Person*
Bheg N &AL
NAME OF PERSON TO CONTACT: POSITION:
&% N #E W iz
TEL. NO.: - FAXNO. :
E X E
E-MAIL:
B
* The information provided will be used for the purpose of this and subsequent manpower surveys.



Job
Code
Hfiz

Aok
e.g:
BIF

112
113
114
115

116

117
118
119

120

121
122
123

198

Survey Reference Date : 1st March 2019
METSFHE  20193H1H

Part1 — Manpower Information

F—Etr — AJER

Please complete columns ‘B’ to ‘G’ of the questionnaire according to the list of principal jobs by referring to Appendix B for job description of

individual job.

s ARAR TR oy T BeRS - A2 S SR B AR S ST LAER AR RN S B

(A) Principal Jobs F ZEB

E‘G’O

Please refer to Appendix A for column explanations.

FSHH KA AR -

B GHESR2AEZER)

(A) (B) © D) (E) (F) G
Principal Job No. of No. of Forecast of Average Monthly Income Preferred Level of Preferred Years of Relevant
FIERRS Employees | Vacancies No. of Range Education Experience
as at as at Employees I ] S = R S e g Y =pnevs e
(See Appendix B) 132019 132019 12 Months EERESION>i R R EANEERE & B HANIHRFE
(2% B) from Now Code Code Code
TE20194F | 7E20194F | (March 2020) | #R%% Ak Ak
3ALAE 3A1HE 1 Over $50,000) 1 Postgradxuate Degree 1 10yrs or more
REAE | e | IS | 5 $30001-$50.000 IR TESLLE
% 4 g 2 First Degree 2 6 yrs to less than 10 yrs
(202043 ) 3 $20,001 - $30,000 X Fj’rbi?m , ff@l- l@ﬁi‘ l;
= ub-degree yrs to less than 6 yrs
(VN 4 $15,001 - $20,000 (e.8. Higher Diploma) R Ay
5 $10,001 - $15,000 Bl 4 1yrs to less than 3 yrs
6 Under $10,0012L (BPIHIESSUE) —EE=FDT
. . 4 Diploma/Certificate 5 Lessthan 1 yr
Please enter a zero ‘0’ in the box if no S — DT
emgjloyee/ vacaney. . o 5 Secondary 4 to 7
WGHRE,ZER - SHETTRRNEA 07 - gz it
6 Secondary 3 or below
P
Job Title A (3 employees and 2 vacancies) 3 2 s 4 3 2

&EHEER

Managerial Level

Operations/Retail Manager

District/Area Manager
oy AL

Store Manager

AL

Marketing Manager
R

Sales Manager

fif e

Customer Services / Customer Relationship
Management Manager

FEERE,E PR G E A

Merchandising Manager

PR

Logistics/Distributiorl/W arehouse Manager
e LYy s

Training Manager
R

Visual Merchandising / Graphic Design
Manager

BELESY,PE G

E-commerce Manager

BT R

Business Analysis Manager

SER T

Owner/Sole Proprietor/Working Partner
REEEEE PTERES
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Job
Code
Hfiz

4Rk

21

21

8]

21

w

21

N

21

w

216

21

=

218

219

311

312

41

51

512

51

w

51

N

51

W

51

-

000

Please refer to Appendix A for column explanations.

FSHEHERAP AR -

WSS T A P st Bl

(A) (B) © (D) (E) (F) G
Principal Job No. of No. of Forecast of Average Monthly Income Preferred Level of Preferred Years of Relevant
FIERRS Employees | Vacancies No. of Range Education Experience
as at as at Employees AT = S e g e e o e s
(See Appendix B) 132019 132019 12 Months R ARERE REHANEEERE & B HEAIIHEE
(2l B) from Now | Code Code Code
TE20194F | #£20194F | (March 2020) | 3% At ETE
3A1EH 3A1HE 1 Over $50,0003/ | 1 Poiigrai;ate Degree 1 10yrs or \more
REAE | zwaE | IS | 5 $30001- 550000 IR TESELE
EA% 4 ’ 2 First Degree 2 6 yrs to less than 10 yrs
(202043 ) 3 $20,001 - $30,000 LR NEZETELT
IRE NH 4 15,001 - $20,000 3 Sub-degree 3 3 yrsto less than 6 yrs
$ 820, (e.g. Higher Diploma) ZEENRELT
5 $10,001 - $15,000 RN 4 1 yrs to less than 3 yrs
6 Under $10,00150F (BIHIESSUE) —EE=FDT
. . 4 Diploma/Certificate 5 Lessthan 1 yr
Please enter a zero ‘0’ in the box if no EEsE —AEPTF
employee/vacancy. 5 Selgg)ndafy 4107
WNGHRE /226 SEETTREEA 0 - U ZE
6 Secondary 3 or below
p=EbL T
Supervisory Level F{E4k
Store Supervisor
JE$H 535 A
Visual Merchandising Officer / Executive ;
Graphic Designer

Logistics/Distribution/Warehouse Officer /
Executive

Yt g B AT

Public Relations/Advertising/ Marketing
Officer / Executive

IR e TR A

Customer Services / Customer Relationship
Management Officer / Executive

EERES  EERGEE TR

Merchandising Officer / Executive

PRI (T

Training Officer/Executive

B EE

E-commerce Officer/Executive

BT EBEE

Business Analysis Officer/Executive

SEB T ELE
EREN

Sales Level

Senior Sales

(B =

EREER

Sales/Sales Trainee
EE8E HEEES

Sales/Service Staff (Part Time) EEE TREE (3EE)

Sales/Service Staff (Part Time)
EBEE REE FEH)

|

Operative/Clerical Support Level E5ENA B B4R

Inventory Planning Assistant

[EEfFE T HIEN

Warehouseman

BEEHE

Marketing Assistant
i G HE RN

Customer Services / Customer Relationship
Management Assistant

TEIRES E E R G E R BN

E-commerce Assistant

TP TS

Visual Merchandising / Graphic Design

Assistant
RS s

Merchandising Assistant

EREEhEL

Other Relevant Retail Trade Staff

HAHEMZERT

Other Staff of Supporting Services

HASHRR T

Other Staff of Supporting Services, e.g.
human resources, finance, IT and
administration work

HASZ BT > BIanS M\ JIEIR « 7

~ EEVMRE TR T EZ BT

For Official Use
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Part 11
E_E

Employees’ Whereabouts After Leaving the Company

AR E R

1. Please state the number of full-time retail trade employees leaving your company from 1% March 2018 to 28 February 2019 by whereabouts.

VI EiAEEH20184E3 F 1 H 2201942 5 28 HIHRHIAEA 2 ET B R ER/AE (FEEEIED) -

Managerial Level

Supervisory Level

Sales Level

Operative/Clerical
Support Level

KEHRER

EER

ERE®

WENAB LB

(a) Taking up retail trade related jobs (Including
starting own business in related trade)

BT EELARN TIF (BREALE)

(b) Taking up non-retail trade related jobs (Including
starting own business in non-retail trade)

BB BN TF (EREAE)

(c) Emigration, retirement or further studies

B - BIAREHEE

(d) Unknown
NEIE

(e) Others (Please specify)
BoAtr, (FEEERD)

Total
PN

Sources of Recruitment in the Industry

HHE R RHYAR

2. Please state the number of retail trade employees recruited to fill the new or existing posts from 1%t March 2018 to 28™ February 2019 by

source.

VI EAREEH20184E3 F 1 H 5520194E2 5 28 H ] - ¥ DUEHE S SR A ZE BV S B3 (B B A AR D -

Sales/Service Staff

Managerial Supervisory (Part Time) Operative/Clerical
Level Level Sales Level EEE RKE Support Level
RS FEH EEES (D) e A B LB

(a) Number of Employees Recruited
with Retail Trade Experience

HEE RIS e B A

(b) Number of Employees Recruited
without Retail Trade Experience

R HTEEKRATIE R E A B
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Difficulties Encountered in Recruitment

ARSI

3. Please indicate whether recruitment was taken place from 1% March 2018 to 28" February 2019 and the difficulties in recruitment your

company encountered.

At HAFEH20184E3 F 1 H 201942 H 28 H A A A 1AIS B TR ATEEI I FAIS R EE -

Sales/ Operative/
Managerial Supervisory Service Staff Clerical
Level Level Sales Level (Part Time)  Support Level
LR FEH EGES BEE R @IAERS

? =] (%Hﬁ%) X B
(a)  No recruitment was taken place I:l |:| |:| |:| |:|
AT
(b)  Recruitment was taken place and did not encounter |:| |:| |:| |:| |:|

difficulties in recruitment

HEME > WA BRI N

(¢)  Recruitment was taken place and the following difficulties were encountered (You may tick “v” three major difficulties encountered
in recruitment for each level of job)

AN Kol BTSN EE (SR v BRI R E B =IRIHRS A )
[

D

(i)  Candidates had more choices in the market

fEECE TS B AR % B

(ii))  Candidates lacked the relevant skills /
expertise
FESE AR R R, I3

(iii)) Candidates lacked the relevant experience
JERRE = AH R AE B

(iv)  Candidates lacked the relevant academic
qualification
JERE AR BAHRAERE

(v)  Candidates found the remuneration package
and fringe benefit not attractive
JERCE TR R B S MR A 5 |

(vi) Candidates were unwilling to work long
working hours and on shift

FERE A FE R R R dmDE T1E

(vii) Candidates were lack of awareness of career

O o O oo O
O o O oo O
O o 0O oo oo
O o O oo oo
O o O oo oo

opportunities available and the career
prospect in retailing
JERE R ZAE T B TEM G AT
YRR
(viii) Others (please specify) D |:| D |:| |:|

oA (FEERED)

(ix)  Others (please specify) D D D D D

ﬁﬁﬂ ( oH DR% )
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Training

ELES

By making reference to Appendix C, please indicate the training areas for full-time retail trade employees (either internal or external™*)

required to deal with the emerging trend and development in the retail industry, (You may “v” one or more options)

FHSHERC

G VBRI -

FA R HIRR gt 4= I B S i S PR T ERAR - DA

BT EEATH S K S -

(ELFE R RSNl *

Training Areas
Bl

Full-time Managerial and

Supervisory Staff
B S SE ERERY

Full-time Sales, Operative
and Clerical Support Staff
2BEEE -
BB R A

(@)

Customer Acquisition and Retention /
Customer Relationship Management

NI E & PG E

[l

[l

(b)

Product Advisory / Product Demonstration

EEDDED ufj/FEID//\

(©

Retail Sourcing
TERE

(d)

Supplier Relationship Management
B e (B B

(e)

Inventory Management / Supply Chain and Logistics Management

EEFEE e Y EE

®

Visual Display / Space Optimisation
BRI, ZEREL

(2

Facilitation Skills / People Relationship Management

51ERGE S NERIRE

(h)

Online to Offline Integration

WERTES

(@)

Digital Marketing
L]

o

Big Data Analysis
REAE T

(k)

Knowledge in Emerging Technology /
Information and Communication Technology Disaster Recovery
Planning

FrE R, BB S S A T 8]

Oo0O4doOo0ododod

O 000040 0ddod

V)

Business Continuity Management (i.e. to develop business
continuity plan / contingency plans for responding to unplanned
business disruption)

G EENEE (HETER AN R ETITE - TEAZEEsE
)

[l

[l

(m)

Planning and Implementation

ST BRI

(n)

Risk Management
JE b E

(0)

Digital Literacy (i.e. to use software features to create and edit
documents, evaluate and analyse online information)

iz E CEREIEAENGEESAE - FHE R &R

®

Design Thinking (i.e. to begin with empathetic understanding of a
problem and find out the creative solutions)

st B BRI EAVALER - TR AR T Z)

@

Diversity Management

EHAFRERIC R

)

Others (please specify)
ﬁﬂ ( =] DE% )

OO 0O 0O 004

O o O 0O 0 O

Note :

Bt

For Official Use

external training provider.

42

* NEREIE A SR Z DI > SRR B T DS MRS R (A F 4k -

* Internal training refers to in-house training offered by the company while external training refers to training offered by an



Does your company take priority to select those courses recognised under the Qualifications Framework when sponsor or provide training to
your staff?
BN e AR A B e SR4E B TR - A5 R IE S S A0 mT YRR R 5 R0

I:l Yes ij For Official Use
B ez

Does your company sponsor or provide training to Sales/Service Staff (Part-time)?

BAERRAREER IBE (R FRASEIEBIEESE ?

I:l Yes No I:l No Sales/Service Staff (Part-time) employed
H 2H NERAEEE RBE (G

How to prioritize the following three options of learning mode when you provide training to the full-time retail trade employees?

TE Ry IR E 2 B TR RN - BT & ERELUBSE TP HRFI LI s/ 2

Learning mode Please prioritize your preferences in the boxes provided.
B s EZE R NI B (1,2,3)

(i)  Classroom Learning
R

(ii)  e-Learning
4 ey

(iii)) Experiential Learning

End of questionnaire, Thank you for your co-operation.

&5 ZHEE -
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Appendix B
ftek B

The 2019 Manpower Survey of the Retail Trade Industry

TEFX 2019 FATHE

Explanatory Notes

bfif 5

Please fill in information as accurate as possible because the information collected from this survey is vital for
determining the manpower requirements of the industry in order that the Retail Trade Training Board can make
meaningful recommendations to Government on how to meet training needs.

s ARERHENER > REMENHNEEAENANFTRBLREE  MEEEINHZ S G
Liﬁt?%ﬁ?fé (7] BT 722 5 0 ) JE A< S P BV ST R A oK -

Principal Jobs - Column ‘A’

+ E I ‘A’ 1

(a) Please go through column ‘A’ and mark those principal jobs applicable to your establishment. For detailed job
descriptions for principal jobs, please refer to Appendix B.
HEE AT M BEUEMY BB EERE - AR TIERY > B2 B -

(b) Please note that some of the job titles may not be the same as those used in your firm, but if the jobs have similar or
related functions, please treat them as the same and supply the required information in the questionnaires.

RERNE BB AREANN BEAEMKAE  BEWEBREMHEI > TREMERS 5 &
fERERNREFTTFER -

(c) Please classify an employee according to his major duty irrespective of any additional secondary duties he may be
required to perform.

AR (e B E A 28 (A AT RERNRERE) -

(d) Please add in column ‘A’ titles of employees whose duties demand retail trade training (please specify title), briefly
describe them in respect of the appropriate job categories and fill in ‘B’ to ‘G’ accordingly.

il EAEAEMARNBE EREZTEHERIGH > F—0HEA A" WA - 6l AT
BB 7 Rl e F AR > FIRFEEB” £°G° i -

Number of Employees as at 1.3.2019 - Column ‘B’

£ 2019 £ 3 A 1 HEV(E B A% ‘B

For each principal job, please fill in the total number of employees as at survey reference date.

HEHE  HEEN GRS iR AR EE T E s (e SR -

‘Employees’ include proprietors, partners and unpaid family members working for your company. This definition also
applies to ‘employee(s)’ appearing in other parts of the questionnaire.

F{EEJ BEEABENIFENRE B ARSNEBNEFFERES - HERMEHIEZN T {8
g —ad 0 EEINE o

Number of Vacancies at 1.3.2019 - Column ‘C’
120194 3 5 1 HeyZe6h%8 ‘C’

Please fill in the number of existing vacancies as at 1.3.2019. ‘Existing Vacancies’ refer to those unfilled, immediately
available job openings for which the establishment is actively trying to recruit personnel as at survey reference date.

SHH EAE 2019 3 A 1 HEE —FEMBHYZ G4 - T 268, BREZBUnRsst25 0%
22 JAILZIE A o MR IERASE R A BIEHA -

Forecast of Number Employed 12 Months from Survey Reference Date - Column ‘D’

A A %2020 5 3 A) BB A ‘D’ 1

The forecast of number employed means the number of employees you will be employing 12 months from now (March
2020). The number given could be more/less than existing employees if an expansion/contraction is expected.

ICEIRPN “§i= E/\jfﬂ“_{lﬁ(ﬁ(mm F3 A)HE B AR - Wb Er KB AR R
et FTE N BT REZ Y VNI A B B ANEL -
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Average Monthly Income Range of Employees - Column ‘E’

B B & A FHUWA ‘ET

Please enter the code of average monthly income range during the past 12 months for each principal job of employees.
This should include basic wages, regular overtime pay, cost of living allowance, meal allowance, commission and bonus
etc. (less employees’ contribution to MPF). If you have more than one employee doing the same job, please enter the
average range.

HE E BMEASEIEBRBEEABET_EAFHPHRARERRENES:  SEHEEF - E
W I T F A AL ~ A 0m R AG ~ R e R & RACALTE (HORR R B R A By ss dil M AR & Ae 300 -
ERBEERBETIFENREE SR —4  AEEICEEEUA -

Preferred Level of Education - Column ‘F’

BEEEANAEEE ‘FTOA

Please enter the code of preferred level of education for each principal job of employees should have.

SBAECF MEA SRR EEEERSE R A RS EEREE -

Definition of Preferred Level of Education:

HANBEEERES |

€@  “Postgraduate Degree” refers to higher degrees (e.g. master degrees) offered by local or non-local education
institutions, or equivalent.

TWHTEAE L B AM IR A M B S AR AL S R (A LB ) REFEHEEE -

€  “First Degree” refers to First degrees offered by local or non-local education institutions, or equivalent.

TR BIEAMBIEA B ERERE N E LRI REFEREEE -

€  “Sub-degree” refers to Associate Degrees, Higher Diplomas, Professional Diplomas, Higher Certificates,
Endorsement Certificates, Associateship or equivalent programmes offered by local or non-local education
institutions.

"EIEZAL, BREAMBEIEAMBERBRUNEIZL - SHCUR - BEUER - 8RES
BREE - b LrskFEFERE -

€  “Diploma/Certificate” refers to technical and vocational education programmes including Diploma/Certificate
courses, Diploma of Foundation Studies, Diploma of Vocational Education and programmes at the craft level,
or equivalent

"R HE SERMABEREREI R BECEWREE R BECB AT
EEE’]%E NEEHRTEE -

€  “Secondary 4 to 7” refers to Secondary 4-7, covering the education programmes in relation to the Hong Kong
Certificate of Education Examination (HKCEE), the Hong Kong Diploma of Secondary Education (HKDSE)
Examination, Diploma Yi Jin, or equivalent.

ThuEG L BETUET L (BEEEETEGE  FEPEEEH B EAM
FREVEERE) REFEHFEE -

€  “Secondary 3 or below” refers to Secondary 3 or below, or equivalent.

TR =LY, BETESMUT  RESFEHEEE -

Preferred Relevant Years of Experience - Column ‘G’

R B HAWMHEEFE ‘G

Please enter the code of preferred years of relevant experience which your organisation requires each principal job
employees to have.

ARG E A BT R EE EERESE A R EE R -
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Appendix C
Fffik C

2019 Manpower Survey of the Retail Trade

2019 ZFERXANHRE

Description for the Principal Jobs

EFEBHENITERHA

Code Principal Job Job Description
& 5t ETEBE T fE &k B
MANAGERIAL LEVEL #3H4k

112 Operations/Retail Manager To take charge of the overall operations and management of stores /
outlets / retail chain.

BHE /T HEEH BEEWN EHE HEHENREZEEREHRE
H o
113 District/Area Manager To take charge of the operations and management of a number of
stores/outlets usually within a geographical area.
gy & O & A% E BELSHEIEWN EHE(EFER —HEAN)NE
RS E -
114 Store Manager To take charge of the operations and management of a store/outlet.
JE § &8 aE -HEH "EHENEEREHEEH -

115 Marketing Manager To develop, implement and execute strategic marketing plans for an entire
organization in order to attract prospective customers and retain existing
ones. To manage and coordinate marketing team, lead market research
efforts to establish and maintain a competitive edge for the business, and
liaise closely with media organisations and advertising agencies.

RN %IJIE‘EM%D%*L ROHE ME T 5 M B AT & o DLk S
?If%”’fﬁﬂ%%? o B HON i R K T fF E
F" %I%Eﬁ?i%ﬁﬁ;m VAN SRS S O

I H B R s E S REERE RS -

116 Sales Manager To develop sales plan and meet sales targets, establish and maintain good
relationship with sales partners and customers, including existing and
prospective customers. To support marketing activities, analyse sales
performance and market trends.

Fii =] WA HEEHE IT’E wEN HEHEEHGE o A
HEBHEREF GAERAZEFARBEEZFE &
UREFBHFBG ZETSHEESH - o0 H
E&EU LTS B -
117 Customer Services / To develop the customer service plans, review the effectiveness on the

Customer Relationship
Management Manager

interaction with customers via different channels, analyse the customer
information for deepening the understanding on customers’ needs,
establishing closer relationships with customers and exploring more new
business opportunities.

HlEXEFPFRBE  REAERAFEEEHEAZT R ET
e EMBARN - LEBSMEEER  Eh
EMAHBEFTN T8 BHEPRIIERENER

o

Ko 3% 48 % R HY R K
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MANAGERIAL LEVEL (Continued) £EHH4(4%)

118

Merchandising Manager

PR &L

To manage merchandising operations of an organization and
develop objectives and processes to implement merchandising
initiatives which include coordinating associated departments,
planning budget needs and monitoring the company's
merchandising system. To review and evaluate customer demand
and sales trends and the effectiveness of the buying plan.

HlEHRMAEDLEERBEER LF > B
Tmﬁ*ﬁl%%%ﬁ?ﬁ AOEI OB TR B A B
EH ARG - A MEFhFE T RKMHEE &
oo oy M A & T BBy SR -

119

Logistics / Distribution /
Warehouse Manager

o
AN

m 5
S5
i

e T

To strategically plan and manage logistics, warehouse,
transportation and customer services. To direct, optimise and
coordinate the full order cycle. To liaise and negotiate with
suppliers, manufacturers, retailers and consumers. To keep track of
quality, stock levels, delivery times, transport costs and efficiency
and resolve any arising problems or complaints.

REHEEM A MEEY R eE EWAEF
A # - 5 & ~ (B 1L A0 7 58 8 (8 57 B - Bl gt
> WG TEBMBE BB & NKA -
BEEHE EFRL - RERHE - E KA
R o AR R AT ] OB R R BT

H

S

120

Training Manager

B Fl &K =

To develop and administer training programs for employees, assess
training and development needs for organisations, help individuals
and groups develop skills and knowledge, create training manuals,
review the training effectiveness.

Hl E g B A TR AT & 57 h 5 A A0 % R R
Koo BOBhE AN RS 3 R R RE R RD B - ) E 5
Fll F MM Rt R H 8 Gl 5T B Y &R e

121

Visual Merchandising /
Graphic Design Manager

T8 0
T 3% a4

To strategically plan and manage various visual merchandising
operations, deliver creative solutions for diverse markets and
develop long and short term objectives. To monitor competitors
visual merchandising techniques and incorporate effective
techniques in business.

REEEHEXREESHEARZHEB K
o RN E SR EU%‘@E??EQ, I 5] E &
WMAMEMERE EERFHTHHRESEHEK
ﬁﬁi’ﬁE¥%¢mﬁkﬁxﬁﬂﬁ?§{TI°

122

E-commerce Manager

B

To oversee the retail company’s online sales and a team of web
designers and software developers, responsible for conveying a
consistent brand image that attracts customers by encouraging
sales on the web.

REMEEZELEEMLHENRE L LE
H & &t Bl NI 8K ¢F B 58 N B E & Bt 8 & /Y £ &
Ko BRGNP - A BERHE L HEE®

fi

S

C %R DRI B EEHNE -
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MANAGERIAL LEVEL (Continued) £EHH4(4%)

123 Business Analysis Manager To lead the Business Analyst team to thoroughly understand the
business needs and operational requirements, ensure smooth
interface among systems and develop solutions, identify business
process improvement and system enhancement, project
opportunities which bring more competitive value to the business
through more efficient and higher quality work processes.

X oy & H SIHEB M BEREAT BEHMNEEZENF
K jﬁ%ﬁ%%‘@fﬁ% gt - i %E %Zﬁﬁﬁi‘%ﬁé’:ﬂ%
HE BWEEBRENRZET RZR&KEIE © A&
A ARKESHFNMEE -

198 Owner/Sole Proprietor/ Own and run the business.

Working Partner

RE /" BELEEH WmAE MK e EB -

HMITEBESE

SUPERVISORY LEVEL FE{F4k

211 Store Supervisor To supervise and manage the sale of a particular merchandise or a
range of merchandises in a store/outlet. Check and study sales
figures, stock and customers’ preferences and make subsequent
recommendations. Supervise a team of sales staff.

5§ EE BEEAREHEEE R B ES L E — BIE &
SEEIENHE AR NHAREEHRFT - B
mir ERBEEEX  ARBREBHESR - HEH
EEKENTE -

212 Visual Merchandising Officer / To plan and design the merchandise presentation, window set-up

Executive ; Graphic Designer and in-store display, work closely with stores and brand team for
display standard and creative installation, ensure corporate visual
merchandising guidelines are adequately adopted in stores to
provide a neat and comfortable shopping environment to customers.

RE=HEES ?r%ﬂ%ﬂnxﬁrﬁm fof &9 A0 BE Ry BB Eﬁ?’ﬁﬁ

N e e MamMERETDEF BEREZEZ2HTEER
ﬁj‘é&‘?ﬁ/\ﬁx& P%EE Tmf,\%%é?&ﬁﬁrﬁ@%%
B -

213 Logistics / Distribution / To supervise and executive the logistics, distribution and

Warehouse Officer / Executive

YR E S
B EEE

warehousing of merchandise for providing quality service to users
and customers.

BEHEERHTELNYR - EWkFEE LIE
RERHEARBZREREFERZORSE
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SUPERVISORY LEVEL (Continued) F{F4 (%)

214 Public Relations / Advertising / To plan and implement marketing campaigns, conduct market
Marketing Officer / Executive research and analysing data to identify targeted audiences, writing
and proofreading creative copy, organise events and product
exhibitions and keep close contact with the mass media and
advertising agents.
NEBEBEES S MEMER T SERES ETHSHITND
% i E L E @ DLak il HEE 2 W SR MR E K
ZE%%%@J@%:%E%dﬁ&ﬁﬁﬁﬁﬁ‘i%ﬁ%%ﬂ%%ﬁ
BHEArHFBEUBHEZR -

215 Customer Services / To supervise and execute customer service activities, assist in the
Customer Relationship discovery of prospective customers, understand the key core of
Management Officer / building relationships with customers, and establish effective
Executive customer service strategies. To analyse the data generated from the

customer relationship management system for deepening the
understanding on the customers’ needs.
w=FRB BEHEBTEFRGEE » HBHZEELEE
ZFERGEHEEE FooTHROBEEZILEGIRBZL £
BEIZABMWEERE oW EFBGEHE A
M EE > METHEFNVEE -

216 Merchandising Officer / To liaise and negotiate with suppliers and appropriate departments

Executive to ensure continuity and quality of merchandise supply. To
analysing past sales figures/trends to anticipate future product needs
and build/manage relationship with manufacturers.

" E T HAtEE K AREMBEEE  MAEERET
BT EmBEEXRILEIL B LNHEE
B LHM R KR EmFE K I
& H BB R YR R -

217 Training Officer / Executive To implement training plans, conduct training programmes,
maintain training records, and arranges for training administration.

83 £ £ HETT R A AT B R B ERRE o R F A SRR R
DL ke 22 BF A BR A7 BL I fE -

218 E-commerce Officer / Executive | To implement and coordinate e-Commerce operational plans and
Internet marketing programs of the company. To ensure all
information available online is current and up-to-date.

BrEBEEE BEHEEkMAEFEEONLEE NN FLE
CEHTE WMEMATHNEREEZE

i ADEE B oo
219 Business Analysis Officer / To create report by analysing data including shop sales, products

Executive

B oy i EAE

sales, KPI staff sales reports, support management by providing
insight from reports and suggestion for improvement and evaluate
effectiveness of changes by analyzing sales need.

AT MR RS o WIS
B E  KPI B T8 EEE - e em
B O T BT £ O RS A D B 8
HZYE -
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SALES LEVEL &85k

311

Senior Sales

g
&
i
pir
o

To sell merchandise, provide customer service, and/or operate cash
register in retail store.  Typically has more sales experiences
and/or good sales records.

(If companies do not have their own system of classification, sales
staff having 5 years or more relevant experience in the industry will
be classified as senior sales.)

EEEE/L&HIEEE B &L B
/UZ%ELKZ%QI{’E BEEZHELE
4 94 & i -

(W AEZERIERHA > B A8 EAHEB K
BELBSREESR)
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312

Sales / Sales Trainee

i
pi
il
AN
ol
iy
i
pil
il

To sell merchandise, provide customer service, and/or operate cash
register in retail store. Typically has less sales experiences.

(If companies do not have their own system of classification, sales
staff having less than 5 years of relevant experience in the industry
will be classified as sales / sales trainee.)

EZEE /EHEEEEL RAEBET
/UZ% Wik T - g/ & & -

(@2~ =g A R ER B B DR I M B 4K B
EthEER REER :l)

e % K

S|
"/

SALES / SERVICE STAFF (PART TME) &858 R%EEGER)

411

Sales / Service Staff (Part Time)

i

BB /¥ A

~~
~ A

Employed on a part-time basis. To sell merchandise, provide
customer service and/or operate cash register in retail stores.

u%%ﬁ“ﬁ ‘g EEEE/LEHIEEHEER
g B H&?i&/jzé T ISR TAE -

OPERATIVE / CLERICAL SUPPORT LEVEL #BIA B SLE%

511

Inventory Planning Assistant

e 77 5F & Bh #=

To collect and analyse the data in monitoring inventory level and
preparing stock replenishment schedule, liaise with suppliers and
buying team for purchasing order management, and coordinate
with different internal departments and warehouse to ensure
replenishment activities are properly implemented and executed.

LI&Z,\ﬂl T EREEF K ENERE  SHEF
MEFEE  HOE M REE KRR RE
Ty&ﬂ%ﬂﬁ%ﬁ’jﬁﬁixlﬁlﬂ’ﬂwgﬁﬁwﬁ%ﬂ‘é@
38 - DLHE fr W & BV 22 $F 15 DUIE F) #E 17 -

512

Warehouseman

m
R
T
i
0

To handle daily warehouse work and to ensure smooth warehouse
operation, assist in daily receiving and delivery of goods, stock
check and goods in and out inventory.

BEHE B ELFIHRE E ]
BHEEBEMNXATEY  E
A NP A

HAEIEE > W
B F &Y
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OPERATIVE / CLERICAL SUPPORT LEVEL (Continued) #BiA S X 24 (H)

513

Marketing Assistant

RN WU

To support marketing managers and executives on projects such as
developing sales strategies, marketing campaigns, social media
campaigns. To collect, interpret marketing analytics and create
marketing materials etc.

S’Zi‘%ﬁ%ﬁﬁi%?&%%%lfﬁ 40 feh B I GE B
”*Hﬁ BT O HE R Okt BB S F
H MBS PEBEUEXREREE -

514

Customer Services /
Customer Relationship
Management Assistant

To handle customer information, provide business departments
with report materials and data for various meetings, keep track on
customer needs and maintain close communication with customers
through the call center or network, and provide other customer
services including the product advisory service, the delivery
progress and the progress in problem solving etc.

REZFEAEM  FAEBHMPRERESHERERER
ﬂ&%ﬁz#‘“’ﬂi‘}%%ﬁ¥ﬁ>? Bl 40 i i
P LHEENERFRFEFRERE > IR
SR B R R RS 0 BLIE R A G W A 0T R
] RE MR R E -

53

515

E-commerce Assistant

CA R

To ensure accuracy in data entry, respond to incoming customer
emails and manage until fully resolved, assists in handling
customer returns, provides general administrative support
including the booking of new products and inventory checking etc.

WREEWM ANEHEME > HEKRINEFFE
FEH G ETEEEZS 2B AL WEEH
EFRFRE HE-—KEHIERSE  BFEH
FE B THET M EF s &% -

516

Visual Merchandising /
Graphic Design Assistant

B
P 5t B B

To execute window and in-store displays of goods, assist the
development of multi-purpose graphic design initiatives and design
of a wide range of corporate promotional / marketing materials.
AT B AT N IE N R A R ORI B B % & I P
Hexst HE > RFTEHE/ ZHME -

517

Merchandising Assistant

B W B B

To assist in merchandising activities from product sourcing,
product/sample development, production follow-up, quality
control to order processing, support daily operational activities of
procurement team.

B REEL  FHEBEL o RELE
EE - EHEERREBEITEER > I HITE
REEEODEES TE -

Other Staff of Supporting Services H ft 37 & § T

000

Other staff of supporting services, e.g. human resources, finance, IT and administration works.

HiZ# 8 1T fla

2B N ER B &R BsCH T B fE e
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Appendix D
fffik D

2019 Manpower Survey of the Retail Trade

2019FBEEANATHARE

Description for the Training Areas

1% FI & 0 AR A

Training Areas 3% 3l| &5 i

Description &7 BH

(a) Customer Acquisition and To use products and services that offer higher value than
Retention / Customer competitors to attract and acquire new customers, and provide
Relationship Management caring and tailor-made products and services to increase customer

satisfaction with the aim of reducing the customer churn rate and
turning acquisition into long-term customer relationships.
B R R AR B | RS H F RO E BT E S SRS (T
e H RITEEHMEE ENFESHBEE REREAEE
A HE T R AL A R B 2 Y R BIRE A -

(b) Product Advisory / To convey detailed and specialised product knowledge to

Product Demonstration customers, keep abreast of emerging product knowledge to address
customers' requirements and demonstrate the application of
products to customers.

FE i 585 3/ FE BT oF 4 By BB M0 A Sn RIER 0 TR T B fm R 0 DA
W P YRR o M E N an Y R R S DD RE o

(©) Retail Sourcing To develop and implement merchandise buying plan according to

market and consumer trends and analyse profit performance of
merchandise. To evaluate the profitability and make appropriate
adjustment on the range of mechandise.

T PR R I8 T 55 18 B4 R0 08 B 3 09 B 1) ) A0 B e P o T ST
& o 6 H oy B on Y F O 2R B R s O i at B ME
HHIEET -

(d) Supplier Relationship To develop performance indicators for tracking and evaluating the

Management suppliers such as its quailty management system, delivery track
record, complaint history and financial stability etc.

I JfEE P Bl 1 i B FIEABEREEMRERIRE  BHEEEREH A
& - KB - RFTRE - MBIRLE -

(e) Inventory Management / To understand the key elements of inventory control and
Supply Chain and Logistics management including inventory cost components, types and uses
Management of inventory, planning of inventory levels, and the ways to achieve

an efficient flow of goods for meeting customers’ requirements.
EEEH TREEFEHMNEHENREER  SEREFRA - H
e o R ) U B B FHIRI A R - 51 &1 EE 7 K S G O 057 8 5% 2 1F IR
5 WMEZEFHEK -
® Visual Display / To transform a shop into a unique destination through innovative

Space Optimisation

AR ZE M &

display techniques that entices shoppers and enhance the brand
image. To optimise the space and impress customers by creating a
pleasing shop layout for enhancing shopping intentions.

2 A Y S e R R HIG S I IE B A E - e iE
Thim BRIE 5 e fle ME e b 88 65 - = A S S22 1) > AliE — (A
L NmIRHYE S D > R E S T ARZIEIR - DI 5 i
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Training Areas %3/l &5 lE

Description 25 BH

(2) Facilitation Skills / To identify training needs and coordinate staff training according
People Relationship to customised training roadmaps to improve employees' skills and
Management capabilities.

To build consensus, apply knowledge of conflict management

techniques to diffuse conflicts between groups or individuals.
SIERRE R TAFEB AR EARRE > fIERHETE > RS
N R B TH TIERRE -

TR SR E BRI NI A B o AL R B G B E N Z A

2% DL i S5 -

(h) Online to Offline Integration To understand the Omni Channel concept integrates the multi-sales
channels of websites, mobile phones and physical stores to provide
consumers with the best shopping experience, thus deepening the
relationship between retailers and customers.

HEHRTEE TR (OmniChannel ) #f7& B & @nh - T
HEIEHZTHEEE  RHEBERMERERRBRIR
%o A EE FaE G -

(1) Digital Marketing To understand different digital tactics including search engines
optimization, social media marketing, content marketing and email
marketing etc in order to make a close connect with current and
prospective customers. To measure the company performance by
using different key performance indicators of each channel, such as
email open rate and campaign click-through rate etc.

B =i T R B AL R A [ Y BR E E RES  BLIRR S
B > WEEHME T 5% > DUEBE R
TBAER PRI R AR - B R [E] SR TS AR R Al
A > BN R T B B R AR S R R R

)] Big Data Analysis To examine large and varied data sets to uncover hidden patterns,
unknown correlations, market trends and customer preferences that
can help organisations make more-informed business decisions.

PN (& Saiin FEEERER TR A R B R T AR R
R ~ RAAIHBE M - THBEE - TR RE > A
BEFHEHENEBHAE -

k) Knowledge in Emerging To review emerging technology, evaluate and determine relevance
Technology / of emerging technologies for enhancing the convenience of the
Information and retail business and customer loyalty.
g?;:;?;nlgei[:sé Te}(i{;r;(;li(;gy To develop, evaluate and refine policies and processes to guide

y & recovery of critical Information Technology infrastructure and
systems following a crisis/disaster.
o ELRHR RS TR BB RCHT RS 0 Sl A PR AN T B B R B
Bl s el B s S EE W | 0 > DU S BB R M ks TE -
et & o w e N
fash sl 5 1 I A S5 0 1) 52 3 BORA R A 0 RO
5 5 R AT TE SR HE T - Sl AR R I PR AR IR A AE -
)] Business Continuity To enable companies to recognise potential crises and associated

Management

EHHEETEH

impacts, and develop business continuity plans and contingency
plans with the aim of responding effectively to unplanned business
disruption and reduce adverse effects.

S A R LR (6 £ 3 B AR B VB AE B S T R A R
B WIETEB BN N ESRTTE o BORKE RO E
BRI ZNEBHEE - URDEER LSBT R
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Training Areas 3% 3/l| &5 g

Description 257 BH

(m)

Planning and Implementation

5T EIA & it

To translate organisational vision, mission and values into business
operational plans, create value to customers continuously, analyse
business opportunities and review outcomes for continuous
improvement.

o o B AR S o (o A A E (E B R R SR B B AT
T RFFRAEEE - sF AP o 0 E WS o R
E U

(n)

Risk Management

J&\ b B

To review and analyse internal and external influencing factors that
may impact organisational risk statements and provide
recommendations and possible solutions to mitigate such risks with
relevant stakeholders. Good risk management helps reduce the
chances of making mistakes, avoding the possiblity of losses, and
increasing the added value of the company.

A8 8 B B 2R 3~ B E A A B IR A Ay 5 =
I@ﬁ&ﬁ?%ﬁﬁﬁﬂ%°§ﬁ%ﬂ@%@ﬁ%&
K HH 3R D SR B8 B Y B R R SR AR 0 T BR T R SRR
5 Z K mEE -

(0)

Digital Literacy

BWERE

To use available software features to create and edit documents,
evaluate online information, analyse and manipulate data, and use
ICT to organise, share and communicate information clearly and
coherently.

EREEIC N S FX%L%%E?%‘%%&@%
B AN DAB 5T R i PR 1 R

(»)

Design Thinking

o
a3 i /EL‘En é&

To apply innovative thinking to solve complex problems. It begins
with empathetic understanding of a problem with an effort to
become more customer centric. Gather people’s wisdom to find
creative solutions. Then create a prototype and take it to test, get
feedback, modify and test again in order to find the best way to
solve the problem.

EH A B BIREREREN A - HhBEBREE
FIFGE - 5 5 i #1588 & By &8 B - 2R TR 1 7

ERENER  EeRABESXKBALTE  HITF
BEL-EERELY > FmEEE - B sHEavEE -
R AR R =R GEIEE - BEd - 5
il BRI R ARG E

(@)

Diversity Management

BB A (R R B SR B
g

To understand how to work well with people from different ethnic,
social, cultural and educational backgrounds and manage conflicts
arising from different ethnic or cultural groups.

TRRAOMTERE S EEE - 1t UEEREE RN
N PRFF BB & 1F B (0 f S92 (22 8 B0 TS AN 6% -
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Appendix 5

IN-DEPTH INTERVIEWS
FOR THE 2019 MANPOWER SURVEY OF THE RETAIL TRADE

List of Participants
Ms Alice CHAN (DFS Group Limited)
Ms Helen CHAN (MM HK Retail Limited)
Mr Rex CHOI (CSL Mobile Limited)
Mr Gary CHOW (Shun Hing Group)
Ms Joanna HO (K-Swiss (Hong Kong) Ltd.)
Ms Anita LEE (Japan Home Centre)

Mr Nathan LING (GODIVA Chocolatier)
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