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Section 1: Your Roles & Responsibilities as a Retail Manager

e What is your role within the wider company, and why is it important?
e Career progression in retail management.

e How retail is changing today.

¢ How online retail is affecting your customer base?

» Workplace essentials and competencies.

e Safety first and risk assessment essentials.

Section 2: Managing a Retail Team



e Leading by example.

¢ The differences between leading and managing and how they work together.
e HR and recruitment.

¢ Highlighting talent and creating development opportunities.

e First-week training.

e The relationship between retail and sales.

Section 3: The Coaching & Training Process

e Setting SMART targets.

* How to measure success.

e KPIs and how to display these to the team.

e Regular coaching sessions and managing performance.

e Highlighting underperformance and addressing this with individuals.
e Rewards and incentives for high achievers.

e PDPs and PIPs to improve performance.

Section 4: Business Intelligence & Data Analytics

e The 5 Dimensions Retail Strategy.

e Monitoring competitors to improve your strategy.

e |dentifying strengths and weaknesses of your roadmap.
e The EST Model to achieve strategic positioning.

e Business intelligence and how to obtain accurate data.

e Measuring your data against previous years.

Section 5: Performance Against Finances

¢ Create a high-performance culture.
¢ Cascading performance against finance.
e Understanding your budget and using this to motivate the team.
e HR programs and procedures to maintain performance in line with business
standards.
e FTE count and staffing.
 Rota-based performance against finances.

e Creating scorecards to instil company values and bring about positive change.

Section 6: Your Customer Focus

e Going above and beyond for the customer.

¢ Understanding and accepting constructive feedback.



e Motivating a team at the beginning of a shift.

e Assessing the customer journey.

» Keeping a clean and safety-conscious environment.
e Service with a smile.

Section 7: Successful Merchandising Methods

e Inventory control and management.

* Seasonal merchandising.

e Assessing security risks and creating mitigation methods.

e Managing your financial resources.

e Reviewing sales performance and making changes based on pain points.
e Your continuous improvement roadmap.

oo rioitll alai] 8algd e oS, Liall Jumaiis rlady 2 paill 85540l sda aLei] sic Holistique Training.
5 i) Bolgudiy oy 957 s i I sae dap il 850000 0 5laSy 5 g emay il 2uilly 5 (e-Certificate)
o Holistique Training.

whlgd Holistique Training pudill gty sl Gulaall O Basina (BAC) igall sy skl slaiel dons g
saluall (CPD)/ Lulee 3is suaize il LS 1SO 9001 5ISO 21001 5ISO 29993.

sealuall ‘.;I.Q.AJI skl bl e o (CPD) o Lai] Bolgdd ulr. LGl sia yglaiwg (lilslgd JUA o 8,900l gl
o s aill Holistique Trammg slaiel Zeas Lylaal lGagy CPD, ik e ol CPD ielw JS o daaly
1di 50 o448 L;tASIJA.I‘LI.IUQA.”u&QJJ oJJAJI@JyAA CPD Wls Lgoudi sualy oJ34¢5Y

5 Lailly &55all 5,03 s 8oLl ialall oladally ol dons

Lo I3 wYlEs



http://holistiquetraining.com/ar/course/category/التجزئة-والتجارة
http://holistiquetraining.com/ar/course/category/القيادة-الإدارية
http://holistiquetraining.com/ar/course/category/العملاء-والعلاقات-العامة

CUSTOMER-CENTRIC CULTURE

LN e
Customer-Centric Culture: The Path to Lasting Success

Prioritise your customers' needs and create a seamless experience with a customer-centric
culture. Learn its importance, best practices, and how it fosters loyalty and a competitive
.edge
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