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HUMAN RESOURCES

Retail Council of Canada is partnering with community
organizations such as Gateway Cafe to broaden the
reach of its retail designation program and support
youth in need of quality employment opportunities.

by Talbot Boggs

i

A gateway to retail jobs

Village store in Toronto, pricing used clothing and hanging

it on racks. She was interested in working more with cus-
tomers and learning other aspects of the retail business, but she
had no experience to offer an employer.

Through her mother, Mejia heard about a retail training course
that was offered in partnership between Gateway Cafe, a not-for-
profit community centre in Toronto,and Retail Council of Canada
(RCC). Mejia enrolled and graduated from the course, which
included classroom instruction and hands-on retail work experi-
ence, and is now working at Once Upon A Child, a store that buys
and sells used clothing, toys and other merchandise for children.

“I learned all the basics of retail — everything from how to
work with customers and manage inventory, to how to set up
displays and even how to manage difficult people,” says Mejia,
21.*1 know | got the job because I had taken the course and had
some real experience. This is a great opportunity for me. | want
to stay in retail and one day become a manager.”

Gateway was established in 1998 to provide employment sup-

Several months ago, Ana Mejia was working at a Value
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port and services to adults and youth in the Greater Toronto
Area.With financial support from the federal government and in
partnership with RCC, Gateway launched a program using
RCCs retail training courses in January of this year.

The partnership was a natural fit for both RCC and Gateway.
“Getting involved in the retail sector was a logical choice for us
because it hires a lot of young people,” says Gateway Director
Diana Gatti. “The program has been really successful. The stu-
dents learn the skills they need and the employers are very happy
because they get trained people who are motivated and com-
mitted to working in this sector.”

It’s a natural fit for RCC as well, says Director of Education,
Andrew Siegwart. “Our members benefit, the community ben-
efits and more people are learning about the diverse career
opportunities available in the retail industry.”

RCC provides training workbooks and facilitator’s resources as
well as the assessments required for students to earn their desig-
nations. Gateway is responsible for delivering classroom training
at its offices.

www.retailcouncil.org/cdnretailer



Canadian retailers need to be more proactive in their recruit-
ment of employees and exploit the potential of new recruit-
ing technigues such as the Internet, a new survey has found.

The 2006 Retail Recruitment Survey, conducted by Retail
Council of Canada, RCC’s Quebec-based partner, Consell
Québécois du Commerce Détail, and Monster Canada,
found a shortage of labour is driving up wages in the retail
sector, making it more difficult for retailers to find skilled help,
particularly for leadership positions such as store managers.

“What this study has revealed is that there is a need for
retailers in Canada to take a much more proactive approach
to recruitment,” says Andrew Siegwart, RCC’s Director of
Education. “There is a great opportunity for them to leverage
what they already know about multi-channel marketing and
apply it to their recruitment efforts.”

The survey found that large retail chains tend to put
responsibility for store-level hiring on local store managers.
Unfortunately, these managers are generally not trained in
human resources and tend to resort to passive recruiting
strategies such as word-of-mouth referrals, help wanted
signs and local newspaper advertising.

Retailers surveyed are open to new recruitment strategies
but seem reluctant or unable to take full advantage of the
recruitment and processing capabilities of the Internet.

The survey of more than 100 Canadian retail industry
employers said ambitious retailers may want to consider the
following recommendations to build a more sophisticated
recruitment strategy:
> Corporate offices, which are usually the main centres of

human resource intelligence in retail organizations, should
lend more support to recruitment activities at the store level.
Retailers must use proactive recruitment techniques such
as the Internet for more than just posting job searches.
The Internet is a valuable tool to search resume databas-
es, provide online screening to pre-qualify candidates,
and generally track, store and process applicant data and
begin creating a proactive recruitment plan.
Small, independent and specialty retailers, which feel the
pressure of labour shortages and wage inflation more than
other retailers, also need to cultivate an active recruitment
process. This involves searching the market for talented
staff, building training and incentive programs, using
human resource tools to screen candidates, and develop-
ing a store culture talented employees will search out.

The survey found that retailers of all sizes and categories

need to place a greater emphasis on retaining staff. They

must show employees that career paths are available and
educate them for positions in store management.

Retail Council of Canada members can access the com-
plete survey report at http://members.retailcouncil.org/it/
> whitepapers/rcc_monster_cqcd_recruitment.pdf.

- T.B.

www.retailcouncil.org/cdnretailer

The course consists of 11 days of classroom study and 72
hours of hands-on work experience with a retailer. Gateway
pre-screens all candidates for their suitability and commit-
ment to retail. There are usually 10 to 15 participants in each
course which covers topics such as professionalism, customer
service and sales, inventory, store appearance, security and
safety, and communication.

The cost of the course is paid for by Service Canada’s Youth
Employment Strategy and is free for students and employers.
About 120 students are expected to graduate by the end of 2006.

Gateway also offers students employment counselling, free use
of computers and access to online job sites, photocopying and fax-
ing, vocational assessments, help with writing resumes and cover
letters, other job-related resources, and even free tea and coffee.

Besides providing the training materials for a fee from its pro-
gram, RCC has offered other support for the Gateway project.
“Specifically, [RCC has] promoted the program to [its] mem-
bers to generate placement opportunities for our participants,”
says Gatti. “They’ve offered letters of support to Service
Canada to ensure project funding and work closely with us
administratively to make the certification process more accessi-
ble to our participants.”

Graduates have been placed with a variety of both small and
large retailers, including Canadian Tire, Home Depot, Food Basics,
The Brick, West 49, Thyme Maternity, Sony and Le Chéteau.

continued on page 20 >
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Retail Council of Canada has a database of resources about
employment and recruitment opportunities in the retail industry
in Canada.

> can check out information on RCC’s Retail as a

Career initiative, certification and training programs, schol-
arship program, recruitment and staffing resources for
employers, and other tools.

can access links that
answer the most commonly asked questions about retail
and the industry in general, information about retail educa-

tion programs, retail facts and other career services.

can obtain material on certification and training
programs, scholarship program, links to related sites, and
presentations and speeches promoting retail as a career.

RCC also maintains lists of employment service agencies
across Canada which can be helpful resources.

7

S

3 For more information, go to www.retaileducation.ca or

contact Andrew Siegwart, Director of Education, Retail

{ 2 Council of Canada, (416) 922-0553, ext. 248; e-malil
asiegwart@retailcouncil.org.

- T.B.

> continued from page 19

“It’s a really good program because it gives us the oppor-
tunity to try out new employees and see if the fit is right and
there is a good match,” says Amrick Autwal, a District
Supervisor with Le Chateau, who has hired three graduates.
“They do everything that all our sales associates do such as
sell, help merchandise and stock. They have all been very
open and eager to learn and really want to work.”

Gateway conducts employer and employee surveys fol-
lowing employment to determine how well the project is
working. Gatti says about 70 per cent of students gain
employment three months after graduation.

RCC is equally enthusiastic about this program and part-
nership. “Working with Gateway has helped us to broaden
the reach of our retail designation program and is providing
our members with access to trained and enthusiastic new
employees,” says Siegwart.““Most importantly, RCC is proud
to be helping support youth in need of employment oppor-
tunities and to provide support to the community.”

With looming labour shortages and employment challenges
in the years ahead, this project also serves as an example of cre-
ative partnership development that retailers themselves can
engage in to recruit new employees and at the same time,
make a difference in their community. RCC plans to work
with similar partners across Canada to develop more programs
to continue to improve access to quality retail education.

Training Programs
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Created especially
for your

Store Managers

and Sales Associates.

Online, classroom, and self-study
programs available!

Contact us today to get started

1-888-373-8245
www.retaileducation.ca
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