1) employment contracts that facilitate entry into the world of work and provide training to increase the skills of workers

With every sectorial agreement, the social partners (employers’ organisations and unions) undertake, by means of a collective labour agreement, to increase the degree of participation in vocational training for the entire sector by 5% annually. This commitment is supported by the Social Fund, which provides subsidies for that. The Social Fund is financed by means of an extra contribution which is paid by the employers (0.10% on the gross salary). 

The employers and employees carry out this commitment by means of, amongst others:

a) an increase in on-the-job training

The efforts to promote this training, both among employers and employees, are initiated by the Social Fund. By developing a website, placing ads in various (specialist) journals and sending direct mails, the number of training hours keeps rising year after year.

b) a collaboration with the employment office (VDAB) with a view to trainings for job seekers

The sales trainings in collaboration with VDAB aim to help as many job seekers from the training as possible get a job in the distribution sector. Our sales trainings for job seekers are in-depth and practice-oriented trainings during which the students get many practical tips and tricks which they can use on the workfloor. They are armed with information they need on the job. 

Approach
The approach to the sales trainings is not academic, but very practical. The emphasis is on concrete, compact, useful and practice-oriented information. For example, visits to shops are organized, among others, to accompany practical assignments.

The participants are taught by specialist teachers, people with a great deal of experience that are still active in the field, and from whom they can learn a lot.  

The didactic material we use has been specifically designed for people whose schooldays are over. It contains many useful tips and tricks which the students take with them on the workfloor. In this way, they learn to work efficiently within the sector. PMO vzw continually invests in renewing and expanding the didactic material. Examples include:

· the educational comic “De trouwjurk van Sofie” (Sofie’s Wedding Dress), in which the fashion-conscious Sofie searches for a wedding dress

· a brochure with ergonomics tips for working a cash register

· the DVD about customer-friendliness and complaint handling, in which Flemish actors show how best to deal with complaining and demanding customers

· the guide on colour and style advice

· …

PMO vzw seeks to take an innovative and non-pedantic or dull approach to training, aimed at improving customer service. By using pictures and footage, the students learn more and more easily than they would from thick textbooks. After the training, the students receive a nice booklet in which the most important tips and techniques featured in the course are repeated in an original way. This approach works well with the target groups that PMO vzw caters to.

Target group
· Who: candidates aspiring to become professional salesmen/women.

· Number of participants: maximum 15 students per training to enable the lessons to be kept interactive

· Foreknowledge: 

· good social skills are a plus

· (basic) command of Dutch is a must as the training is given entirely in Dutch. 

· flexibility when it comes to working weekends and, possibly, evenings.

· a dynamic personality

· immaculately groomed

PMO vzw offers 5 sales trainings:

· General Sales 

· Polyvalent Shop Assistant in the Food Retail Trade

· Sales – Multimedia

· Junior Fashion Consultant (Fashion – Sales)

· Do-It-Yourself

These trainings need not be given strictly separately from one another. A custom package can be put together. 

For example, during the general sales training it is possible to teach a more extensive cash register module from the food training. Or the Sales – Multimedia training can be extended to include a day of shoplifting prevention from the food training. So, multiple combinations are possible.

The various VDAB offices are free to decide whether, in addition to the training, they also subscribe to the screening, the front end and the follow-up. 

Traineeship 

Upon completion of a training course, all students do a practice-oriented traineeship at a shop of their choosing. During those few weeks, the student is supposed to assist in the shop and perform a wide range of tasks that are representative of a job in the sector. In this way, the simulated situations and the role-playing which were/was rehearsed in class are turned into realistic situations on the workfloor. 

We encourage the students to search for a trainee post at a shop that has a job opening. This increases the odds of getting a job.

The traineeship is fulltime. This means that everyone works a minimum of 36 hours and a maximum of 40 hours a week.

Follow-up Module

During the traineeship a traineeship supervisor of PMO vzw comes by the shop for personal guidance, follow-up and evaluation of the trainee. There are three days reserved for an interim and final evaluation of the student. 

The traineeship supervisor of PMO vzw has a one-on-one talk with the traineeship supervisor/shop manager and the student himself/herself. During this evaluation talk, the student’s performance is discussed and the odds of employment are assessed. Also discussed in more detail are employment measures such as ‘IBO’, ‘activakaart’ (assets card), ‘startbanenkaart’ (start job card) and the like.

The great benefit of on-the-job traineeship supervision is that corrective action can be taken in a timely manner when needed. Additionally, the traineeship supervisor is in a better position to try to help the trainee get hired at the trainee post.

After the traineeship the students receive 1 day of follow-up regarding their job search. During this day, the students that haven’t found a job are guided in finding one. As well as an evaluation of their traineeship, they are given concrete tips about going on job interviews that should enable them to find a job more quickly. On that day, they also make a plan for themselves in which they specify what steps they will take during the following period (about 2 months) to find a job. 

c) closer collaboration with the educational networks concerned with a view to train-the-trainer projects for teachers in business education

d) collaboration with a temping agency specialising in retail (Randstad) with a view to short-term training programmes for temporary employees that can be deployed in the retail sector

Objective:

To anticipate the needs of the retail sector by increasing the commercial skills of the employees and by giving them extra tools to perform their tasks.

Duration: 2 days

Contents:

In the box “Op weg naar een succesvolle winkelverkoop” (on the road to successful shop sales) we work around the various stages of the sales process. The training features an interactive setup around a ‘box’, whereby participants are guided, in 7 steps, through a structured story, informing them about the various stages of the sales process:

· Welcome

· Contact with customer

· Sales talk

· Convincing customers

· Closing the sale 

· Complaints

The picture below gives a good impression of the didactic model.
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As the participants progress through the various panels, there is ample room to contribute own experiences, both as a customer and as a seller in the shop. Both sides are covered so that the students learn first-hand what is important in dealing with customers.

Because the participants are seated in pairs/trios around the box, they get the chance to consult with one another and to share experiences. They are also encouraged to engage in self-reflection: “What do I find important as a customer?”. After each panel is completed, the trainer, in his role as facilitator, will translate the participants’ input into ‘good practices’, which they can use as a steppingstone on the workfloor.

The trainer keeps the attention and involvement of each participant by means of practical exercises, visual support and role-play. The enthusiasm and dynamism of the trainer are crucial. The aim is to bring the participants to a point where they have a “strong desire” to put the practice-oriented tips & tricks into practice on the workfloor, thus doing a better job. And of course that well reflect well on their customers!

Results:

Overview from the autumn of 2010 until the end of 2011:

· 21 trainings

· Number of students: 192

· Number of hours of employment: 8,460 (1,007 days)

Apart from these training initiatives, the Social Fund offers employment premiums to employers who employ ‘risk groups’ (long-term unemployed, semi- and unskilled workers, disabled, senior employees,…)
