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A-703/704, Sagar Tech Plaza, 7th
floor, Andheri Kurla Road,
Sakinaka, Andheri (east),
Mumbaig 400 072

Tel: +9122-400-58210/1/2/3/4/5

Email: james.raphael@rasci.in
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Sal es

Distributor Salesmantndividuals in this position interact witinaderd retailers to
understand their needs and service them by effecting sales of relevant products
He/she is known as Salesman; Feet on street if working in market is known as
Distributor Salesman.

Brief JobDescription:Individualsin this position visits retdilvholesale outlets as per
daily route plan & makes sales call using relevant selling aids like handhelds to
increase productivity and achieve sales targets, demonstrate commanding know
of the trade being serviced by hitmer and the existing competitor$le/she dentifies
new outlets to increase sales of the products and provide service facilitating
resolution of trade problems related to products and company being representec
the salesman. &fshe creates demand at point of sale by creating visibility for
products putting POSNPoint of sales material) and merchandising elements like
counter top/shelves or racks depending the category of product hehe sells.
Hence he/she needs to influene & own the execution standards of availability anc
store visibility.

Personal AttributesThe individual needs to be physically fit to withstand working
retail environment whilst being customer responsive. They would need
interpersonal and $itening skills.
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Qualifications Pack Code RAS/Q@604

Distributor Salesman

L0
23/09/2014
26/07/17

| Sales NN AVl 26/07/21

TBD
Retail

NSQC Clearance on 19/05/2015

Job Role Distributor Salesman

Individuals in this position interact withaders/retailers to understand their
needs to service them with sales relevant product offerings whilst working
Role Description cordially within the team and the trade. They also carry out sell out operatiq
like displaying prducts & merchandise and sare right productivity of asse
given by company as a solution for creating demand at point of.sales
NSQF level 4

Minimum Educational
Qualifications
Maximum Educational
Qualifications

Prerequisite License or
Training
Minimum Job Entry Age 18 years

10" Standard Pass

Not applicable

Not applicable

Experience 0-2 Year in similar position (not mandatory)
Compulsory:

1. RAS/N0O60Beupdated on knowledge oproducts to be sold and
merchandising

2. RAS/NO60HMave thoroughunderstandng ofbusiness angroductivity
targets and measures to achieve game
. . 3. RAS/NO0603earn steps to make an effective sated

Applicable National

Occupational Standard: 4. RAS/N060Develop capability fonanding credit management oén

(NOS) outlet both receivablesandpayables

5. RAS/NO60%earn to appreciate the benefits of building good personal
relationship with trade and means to handle objections & thereby isst
resolution

Optional:
NA

Performance Criteria | As described in the relevant OS units
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Keywords /Terms

Core / Generic Skills

Description

Core Skills or Generic Skills are a group of skills that are essential to
perform activities and tasks defined for the job role.

Beat Plan

The daily plan of visiting the existing gobspective outlets as per
schedule

Distribution

The movement of goods and services from the organization through
distribution channel, right up to the final customer/consumer/user
and the movement of payment in the opposite direction, right up to
the original producer or supplier.

POP material

Referred to as Point of purchase material used for creating awarenes
of products at the point of purchase i.e. shops and outlets. They are (¢
different types like posters, danglers etc.

Primary Sales

Salegnade by the company to the Distributor

Secondary Sales

Sales made by the company appointed distributor to the trade

Tertiary sales / offtake

Sales made by the retailer to the consumer

Width of distribution

The availability of products in outlets outthie total universe of outlets

Depth of distribution

The average quantity sold per outlet

Trade Promotion

SchemesDiscounts etc.) offered by the Company to the trade against
purchase of their products

Consumer Promotion

Additional/ free items given taonsumers

National Occupational
Standards

NOS are Occupational Standards which have been endorsed and ag
to by the Industry Leaders for various roles.

Description Description is a short summary of the relevant content. This would be
helpful to anyonesearching on a database to verify that this is the
appropriate OS they are looking for.

Job Role Job role defines a unique set of functions that together form a
unique employment opportunity in an organization

Knowledge & Knowledge andUnderstanding are statements which together specify

Understanding

technical, generic, professional and organizational specific knowledg
an individual needs in order to perform to the required standard

Minimum Inventory of
Stocks

This is thequantity of stock required in an outlet to take care of the
demand between the previous visit and next visit without loss of sale
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MTD (Month till date)

Month-till-date (MTD) is a period starting at the beginning of the curre
month and ending at theurrent date. Monthtill-date is used in many
contexts, mainly for recording results of an activity in the time betwee
date (exclusive, since this day may not yet be "complete") and the
beginning of the current month. In the context of finance, MTDitiso
provided in financial statements detailing the performance of a busine
entity. Providing current MTD results, as well as MTD results for one
more past months as of the same date, allows owners, managers,
investors, and other stakeholders to commpahe company's current
performance to that of past periods.

Occupation

Occupation is a set of job roles, which perform similar/related
set of functions in an industry

Occupational Standard
(GS)

OS specify the standards of performance an individuasgt
achieve when carrying out a function in the workplace,
together with the knowledge and understanding they need to
meet that standard Consistently. They are applicable in the
Indian and global context.

Organizational Context

Organizational Contextcludes the way the organization is
structured and how it operates, including the extent of operative
knowledge managers have of their relevant areas of
responsibility

Performance Criteria

Performance Criteria are statements that together specify the
standard of performance required when carrying out a task

Quialification Pack

Qualifications Pack comprises the set of OS, together with the educa
training and other criteria required to perform a job role. A Qualificatig
Pack is assigned a uniggealification pack code.

Quialification Pack Cod

Qualifications Pack Code is a unique reference code that identifies a
Qualifications pack.

Scope Scope is the set of statements specifying the range of variables
that an individual may have to deal wiitn carrying out the
function which have a critical impact on the quality of performance
required.

Sector Sector is a conglomeration of different business operations having

similar businesses and interests. It may also be defined as a distinci
subset of tke economy whose components share similar
characteristics and interests

Technical Knowledge

Keywords /Terms

Technical Knowledge is the specialized knowledge needed to
accomplish specific designated responsibilities.

Description

Ops Operations

POS Point of Sale

EDC Terminal Electronic Data Capture Terminal
SOP Standard Operating Process
TLSD Total lines sold per day
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SKU Stock keeping unit

MRP Maximum Retail Price
PKD Packing date

FMFO First manufactured first out
FIFO First In first out

TUR Town Unit Rate

TDR Town dozen rate
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National Occupational
Standard

Overvi ew

This NOS covers the skills and knowledge for an individual to havi-{dgte) knowledge
on products to be sold and merchandising

6| Page
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RAS/N0601  Be updated on knowledge of products to be sold and merchandising

(L_Jrr;;'kl')ltle Be ydated on knowledge of products to be sold and merchandising

Description This OS uniilescribes the skills and knowledge requiredrtake effective
sales calls by having #ip-date knowledge on product details, schemes,
merchandising, POP materiptoduct samples, new/focus SKU

Scope This unit applies to individuals who represent distributors in their field sales
operations to retail/wholesale outlets.

h OOdzL

Product details, Scheme information and Prodiethiler
Merchandising / POP material/ Prodsstmples

New / FocusSKU

Brand Availability Norms & Competiti@@nchmarking

= =4 -8 =4

The role may be performed across the below formats
Retailoutlet

Wholesaleoutlets

Departmentstores

BakeryOutlets

Chemist / cosmetioutlets
Convenienc®utlets

Self serviceutlets

Eatery and DrinkingDhaba/Restaurants-/Hotetsc.
New channels like at works/railways stalls/ airpgtells

bl GA2YI

=4 =8 -8 -8 4 4 _9_9_49

Performance Criteria(PC) w.r.t. the Scope

Element Performance Criteria
Product details, Tobe competent, the user/individual on the job must be able to:
Scheme information
and Product detailer PC1. update selfaboutcurrent product portfolio and product detaits

grammages, price points and variants of own and competition
productsand update details periodically

PC2. acquireup-to-date knowledje on channel wise, categonjse, outlet
type wise schemes

PC3. give relevant information to supervisors to plan relevant schemes/
slabs by outlets and learn to utilise correctly

Merchandising / PCA4. identify hotspots in an outlet antty to convince the retailer to
POP material/ provide these for displays arathievehigh order visibility by correct
Product samples deployment of merchandising material
PC5. put branding materials on the area surrounding the rack and inside
the rack

PC6. stock productso maximisenumber of facings
PC7. obtain natural visibility by clearing cluttered spamed stocking
O2YLI yeQa LINRBRdzOG a

7| Page
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PC8. place products next to the competitor brand and maintain category
and competition adjacency

PC9. replace damaged display materials

Brand Availability
Normsé& competition
benchmarking

PC10. benchmark own product with that afompetitorsas per the norms and

accordingly make own products available at an outlet

New/ Focus SKU

A. Organizational
Context(Knowledge

of the company /
organization and its

PC11.
PC12.

articulate USP of New productg-eatures and benefits to the retailer

SKUs

Knowledge and Understanding (K)

The user/individual on the job needs to know and understand
KA1L. categorywise, product wiseplacementnorms
KA2. merchandising & Planogranorms
KA3. knowledge of products, USRmnefits in relation to needsf the custome
in comparison to competitivefferings

make an effectivesales call to convince the outlets to place order for foc

rs

processes) KA4. availability norms oproducts
KA5. competition benchmark produatetails
B. Technical The user/individual on the job needs to know and understand
Knowledge KB1. how tocheck the condition of product samples
KB2. how toidentify hotspots in the outlet & convince retailers for the spot
KB3. how toidentify benchmark competitoproducts and decide on product
availability
Skills (S)
A. Core Skills/ Generic | Writing Skills
Skills

The user/individual on the job needs to know and understand haw to
SAlconplete documentation accurately
SAZ2collate simple data when required

Reading Skills

The user/individual-on the job needs to know and understand how to:
SA3read information accurately
SAdread and interpret data sheets

Oral Communication (Listening and Speaking skills)

The user/individual on the job needs to know and understand how to:
SAb5follow instructions accurately

SA6use gestures or simple words to commun&athere language barriers exisi

SA7use questioning to minimismisunderstandings
SA8display courteous and helpful behaviour at all times

B. Professional Skills

Decision Making

Theuser/individual on the job needs to know and understand how to

SB1.make appropriate decisions regarding the responsibilities of the job role

Plan and Organize

8| Page
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The user/individual on the job needs to know and understand how to:
SB2planand schedule routines
Customer Centricity

The user/individual on the job needs to know and understand haw to
SB3build relationships with customers and communicate the product attributg
clearly
Problem Solving

The user/individual on the job needs to know and understaod to:
SB4identify product samples that are not in good condition or expired
Analytical Thinking

NA
Critical Thinking

NA

9| Page



v | % N@S o/ N-S-D-C

/ ¥ National

\4 Skill Development
Corporation

7‘ G Retailers Association’s
A Skill Council of India National Occupational Standards GOVERNMENT OF INDIA Teailoratin ths Wil dicaie

MINISTRY OF SKILL DEVELOPMENT
& ENTREPRENEURSHIP

RAS/N0601  Be updated on knowledge of products to be sold and merchandising

NOS Version Control

NOS Code RAS/N0601

Credits (NSQF) TBD Version number 1.0

Industry Retail Drafted on 23/09/2014

Industry Subsector FMCG Last reviewed on 26/07/17
Sales 26/07/21

Occupation

Next review date
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RAS/N0602 Have thorough understanding of business and productivity targets and

measures to achieve the same

National Occupational
Standard

Overvi ew

This NOS covers the skills and knowledge for an individual to haweejpth understanding of
business and productivity targets and measures to achieve the same.

11| Page
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measures to achieve the same

Unit Title Have thorough understanding of business and productivity targets and measure
(Task) to achieve the same

Description This OS describes the skills and knowledge required to hadepih understanding
of overall sales and productivity targets gecified by an organization (to includ
Outlet wise category and SKU wise day and route targets) and specific focus on
launch products

h OOdzL

Scope This unit applies to individuals who represent in their field sales operations.
Overallsales target andporoductivitytargets

Category wise outlet billingirgets

Evaluating achievement tdrgets

Correct route knowledge to ensure complete coverage of all target
Outlets first callto last callupdation of outletdisting

Day and-rout@bjectives

New Launclproducts

Check stock availability at the distribufooint

Check stock-availability at the outletel

Y
>
N
<
\::
@)

=4 =4 =8 A _a_9a_5_9_-9

The role may be performed across the®elow formats
Retailoutlet

Wholesaleoutlets

Departmentstores

BakeryOutlets

Chemist / cosmeti@utlets

ConveniaceOutlets

Self serviceutlets

P — | | — L]

Performance Criteria(PC) w.r.t. the Scope

Element Performance Criteria
Overall target / To be competent, the user/individual on the job must be able to:
Productivity PC1. understandall sales objectives and targets for Bills cut, Lines cut, Averag
targets & bill value and Unique Outlets Billed
achievement till PC2. understandtargetvs.achievement till date and striviewards 100% target
date. achievement
PC3. carry market planner and outlet wise plans made prior to the kaawisit
and be aware of focus categories and plans for salpefific
category/SKUs by outlet

Category wise PC4. ensure category and ol wise billing targets are met

outlet billing as per

plan

Day or route PC5. ensure category wise and outletise billing targets are met on the route
objective PC6. cover all target outlet&ntire route and take note of new outlets/closed

outlets in the beat

12| Page
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RAS/N0602 Have thorough understanding of business and productivity targets and
measures to achieve the same
PC7. update info on the type of outlet and its respective trade channel

New Launch products| PC8. ensure availability of new launch products as per availability norms
PC9. set beat and outlet wise targets to achieve launch targets

Check stock PC10check stock position of each SElkrydayat the distributor point.
availability at PC1llestimate sales from the beat and optimize order as per stock available of
the distributor hand

point PC12coordinate with supervisor and discuss on action plan forajtgtock SKUs

PC13check the stock available ihe selling areshelves
PC1l4check stocks available in the backrotomreseaves
PC15checkstocksfor all brand and capture order as per SOQ

Knowledge and Understanding (K)

A. Organizational The user/individual on the job needs to know and understand
Context(Knowledge| KAL. productivity parameters andargets

KA2. product availability/benchmarking norms atalinch plan

KA3. route knowledge with details of outlets inraute

KAA4. classification of outlets by typand profile

of the company /
organization and its

processes) KAbL. stock replenishment cycle tifie organization
KA6.2 NBIF yAT FGA2y QafsBakoutRSt AySa Ay OIF &8
B. Technical The user/individual on the job needs to know and understand
Knowledge KB1.how toanalyseoverall / productivity targets to set effective objéats

KB2.how to break down objectives into actionable tasks to achieve goals
KB3.how to maintain routes and help the supervisors in maintaining the same
KB4.howto do stock count and capture order as per SOQ in outlets speedily
KB5.how to estimatesales from the beat andnalysestock in hand at the

RAZGNROdzI2NDRAa LRAYd (2 F2NBOFad R

Skills (S) [Optional]
A. Core Skills/ Generi¢ Writing Skills
Skills

The user/individual on'the job needs to-kno
SAl.compile route list accurately
SA2.note simple data when required
SA3fill forms when required; Outlet addition/ deletion./modification
SA4.check achievement against targets

Reading Skills

Cand understand how to:

The user/individual on the job needs to know and understand how to:
SA5read information accurately

SA6read and interpret data

Oral Communication (Listening and Speaking skills)

Theuser/individual on the job needs to know and understand how to:
SATfollow instructions accurately
SA8use gestures or simple words to commun&athere language barriers exist
SA9use questionig to minimise
misunderstandings

13| Page
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RAS/N0602 Have thorough understanding of business and productivity targets and
measures to achieve the same
SA10. display courteous and helpful behavicafrall times

B. Professional Skills | Decision Making

The user/individual on the job needs to know and understand how to:

SB1. make appropriate decisions regarding the responsibilities of the job role
Plan and Organize

The user/individual on the job neetls know and understand how to:

SB2. plan and schedule routines

Customer Centricity

The user/individual on the job needs to know and understand how to:
SB3. build relationshipswith internal and external customers

Problem Solving

The user/individual on thb needs to know and understand how to:

SB4. respond tostock outs at the distribibn point

SB5. respond toqueries of customers on.margirschemespromotions and
visibility inputs

Analytical Thinking

The user/individual on the job'needs to know anterstand how to
SB6. identify overall / productivity targets and breaking it down to outlet level

targets

SB7. respond to customers regarding margins and schemes in relation to the
competition

Critical Thinking

NA

14| Page
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RAS/N0602 Have thorough understanding of business and productivity targets and
measures to achieve the same

NOS Version Control

NOS Code RAS/N0602

Credits(NSQF) TBD Version number 1.0

Industry Retail Drafted on 23/09/2014

Industry Subsector FMCG Last reviewed on 26/07/17
26/07/21

Occupation Sales Next review date
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RAS/N0603 Learn steps to make an effective sales call

National Occupational
Standard

Overview

This NOS covers the skills and knowledge for an individual to make an effective sales call

16| Page
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Unit Code RAS/N®03

FANIES Learn steps to make an effective sales call
(Task)

h OOdzL

1 Description This OS describes the skills and knowledge required to make an effective sales
| Scope This unit applies to individuals who represent distributors in their field sales
operations.
- 9 Estimate outlet sales accurately to avoid OOS or steeking
. 9 Ensureaccurate ordecapture
- 9 Use tools for sell in correctlyProductpresenter,SchemesMarketPlanner,
> 9 Enter order details correctly in tHeandheld
N 1 Range Sell in and schem@mmunication
< 1 Maintain good personal relations and handlgections
S 1 Freshness norms check and maintain FMFO and sitation
- 9= Stock return & D&Deplacements
= The role may be performed across the below formats
" Retailoutlet
1 Wholesaleoutlets
1 Departmentstores
1 BakeryOutlets
9. Chemist /'cosmeti@utlets
I Convenienc®utlets
1 Self serviceutlets
Performance Criteria(PC) w.r.t. the Scope
Element Performance Criteria
Estimate sales To be competent, the user/individual on the job must be able to:
accurately to
avoid OOS or PC1l:analyze current stockmhand andsales of the outlets
Overstocking PC2.advie retailers for optimum order depending on the need and projected
sell out and need for reserve stocks that needs tari@ntained to avoid
stock outs

PC3.explainhow the recommendat 2y g Aff 022380 wSal Af

PC4.communicate all benfés which would accrue to the reter ina short and
concise manner

PC5.askope”iSY RSR ljdzSaldAz2ya 02y alckdbdgthtiea
retailer accepting advice on purchase

Scheme PC6.ensure that the relevant schemes/slabs are discussitk the retailer after

communication gaudng the potential of the outlet

PC7.ay f eaS O2YLISUiAlGA2y aOKSYSa | yR f
increase sales visvis that of competition

Rangeselling for PC8.ensure range selling by leveraging on own bratrdady available in the

all categories retail outlet and strengthen portfolio presence in the outlet

17| Page
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Learn steps to make an effective sales call

Functionality of
Palmtop/Handheld
device and its
features

PC9.route list & outlet list in the palmtop/handheld device and its usage
PC10.ensureproduct list &scheme detailsre available in the palmtop
PC1l1l.implementorder capture processn palmtop/handheld
PC12.ensure simmary reportgproductivity reports ae available in the

palmtop/hancheld
PC13.ensureretail survey featureare available in the palmtop
PC14.ensure correct syncing procesdaiowed

Freshness norms,

PC15.check stock physical condition and freshness

replacements

FMFO, stock PC16.arrange stock as per FMFOdeven educate retailer on FMFO

rotation PC17.do stock rotation in those outlet where the movement of stocks is very low
Stock return & PC18.carryout stock rotation in case stock movement is very low

D&D PC19replace damaged or expired goods with fresh stocks and enter informatior

about damaged goods in the handheld device

Follow guidelines
that pleases the
retailer

PC20.maintaina pleasing personality for an effective sa#dl (clean and ironed
clothes smile on face)

PC21.maintain appropriate distance from thetailer/outlet owner

PC22 maintain proper posture while talking with the retailer and not to lean or
place hawls in'pockets orénd shoulders

PC23refrain fromindulgngin any act that may irritate theetailer

PC24 .speak clearly.in‘a soft tone without stammering-or hesitation

PC25 maintain proper eye contact with #3s retailer

Enter order details
correctly in the
palmtop

A. Organizational
Context
(Knowledge of the
company /
organization and
its processes)

Knowledge and Understanding (K)

PC26.enter ordered guantityagainst eack-$KU ordered
PC27.submit the orders and check summary ofithe order
PC28.communicate the ordervalue to the retailer

Theuser/individual on the job needs to know and understand

KALl.sales call process & procedures as defined by the'organization.
KA2.schemes and promotions own as well as competition.

KA3.freshness normsstock rotation & stocketurn norms of the organization
KA4.schemes that are active for.the current. month for each category@rahnel
KAS5.availability norms of the organization

B. Technical
Knowledge

A. Core Skills/
Generic Skills

The user/individual on the job needs to know and understand:

KB1.how to estimatesales of the outlet

KB2.how to estimatestock requirement for the outlet

KB3.how to usehandheld order taking device given by the organization

KB4.how to check the physical condition and shelf life of the stock

KB5.how toidentify stock movement at an outlet level and perform stoatation if
needed

KB6.negotiation and convincing skills for range selling

Writing Skills

The user/individual on the job needs to know and understand how to:
SAl. complete documentation accurately
SA2. collate simple datavhen required
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RAS/N0603 Learn steps to make an effective sales call
Reading Skills

The user/individual on the job needs to know and understand how to:
SA3. read information accurately

SAA4. read and interpret data sheets

Oral Communication (Listening and Speaking skills)

The user/individual on the job needs koow and understand how to:
SA5. follow instructions accurately

SAG6. use gestures or simple words to communicate where language barriers ex
SA7. use questionig to minimise misunderstandings
SA8. display courteous and helpful behaviour at all times
B. Professional Skills| Decision Making

The user/individual on the job needs to know and understand how to:

SB1. make appropriate decisions regarding the responsibilities of the job role
Plan and Organize

The user/individual on the job needs to know and understand how to:

SB2: planand schedule routines

Customer Centricity

now and understand how to:
b external customers

The user/individual on the job needs to
SB3. build relationships with internal a

Problem Solving

The user/individual on the job needs to know and understand tow
SB4. respond toanyobjection from the retailer

Analytical Thinking

The user/individual on the job needs to know and understand how to:
SB5. estimatesales & order requirement of the outlet
Critical Thinking

NA

19| Page



¥ RASC NOS s

/ ~ ¥ National

\* L Skill Development
Corporation

< Retailers Association’s National Occupational Standards GOVERNMENT OF INDIA i K
A Skill Council of India MINISTRY OF SKILL DEVELOPMENT Transforming the skill landscape

& ENTREPRENEURSHIP

RAS/N0603 Learn steps to make an effective sales call

NOS Version Control
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Credits (NSQF) TBD Version number 1.0
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RAS/N0604 Develop capabilty for handling credit management of an outlet both
recievables and payables

National Occupational
Standard

Overvi ew

This NOS covers the skills and knowledge for an individual to have correct information on
pending bills/display payment and delivery status to outlets.
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Develop capabiity for handling credit management of an outlet both

receivables and payables

RASN0604

Develop capability for handling credit management of an outlet both receivable|
and payables

Element
Information pending
bills, pending display
payment and
pending delivery

A. Organizational
Context(Knowledge
of the company /
organization and its

Description This OS describes the skills and knowledge requirddye correct
information on Pending bills, Display payments & Deligéayus to outlets.
Scope This unit applies to individuals who represent Distributors in their field

Performance Criteria(PC) w.r.t. the Scope

Knowledge and Understanding (K)

sales operations.
1 Information on pending bills, pending display payrneerd pending

delivery The role may be performed across the beflomats:
Retailoutlet

Wholesaleoutlets

Departmentstores

BakeryOutlets

Chemist /:cosmetioutlets

Convenienc®utlets

Self serviceutlets

=8 NENP_Shca —a —a

Performance Criteria
To be.competent, the user/individual on the job must be able to:

PC1. collect details of pending invoices from the distribution point every day
before starting the beat

PC2. gather credit ageing information of retailer bills and set beat objectives
accordingly

PC3. keep track of pending display payments and keep the distributor and
2NBFYATFGA2yQa NBLINBaSyialradAaS | g

PC4. resolve issues due to pending delivery and keep distributor and
2NHI YATFGA2yYyQa NBLINBaSyidl GdAdS | g

PC5. reconcile loth receivablesaand payables to outlets and settle all queries
by customers on these issues

The user/individual on the job needs to knawd understand

KA1. credit & collection norms of the distributor and the organization
KA2. how todisplay payment norms of the orgaation and outlet wise
status

processes) KA3. delivery norms of the organization
B. Technical The user/individual on the jobeeds to know and understand
Knowledge

KB1. how toassess pending paynts and consumer credit status
KB2. how to ensureon time andin full delivery of all hikier orders
store items securely
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RAS/N0604 Develop capabiity for handling credit management of an outlet both reeivables
and payables

A. Core Skills/ Generic| Writing Skills
Skills

The user/individuabn the job needs to know and understand how to:
SAL. complete documentation accurately
SA2. write simple reports when required

Reading Skills

The user/individual on the job needs to know and understand how to:
SA3. read information accurately
SA4. read and interpret dataheets

Oral Communication (Listening and Speaking skills)

The user/individual on the job needs to know and understand how to:
SAB. follow instructions accurately
SAG: use gestures or-simple words-to communicateere language barriers exi
SA7. use questionig tominimise misunderstandings
SA8. display courteous and helpful behaviour at all times
B. Professional Skills | Decision Making

The user/individual on the job needs to know and understand how to:
SB1. make appropriate decisions rggahding the responsibilities ofdbeole
Plan and Organize

A

The user/individual on the job needs to know and understand how to:
SB2. plan and schedule routines

Customer Centricity

The user/individual on the job needs to know and understand how to:
SB3. build relationships with internal anexternal customers

Problem Solving

The user/individual on the job needs to know and understand how to:
SB4. reconcilereceivablesand payables with all outlets for all invoices every
month
Analytical Thinking

NA
Critical Thinking

NA
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RAS/N0604 Develop capabilty for handling credit management of an outlet both
recievables and payables

NOS Version Control

NOS Code RAS/N0604

Credits (NSQF) TBD Version number 1.0

Industry Retail Drafted on 23/09/2014
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RAS/N0605 Learn to appreciate the benefits of building good personal

relationship with trade and means to handle objections & thereby issue resolution

National Occupational
Standard

Overview
This NOS covers the skills and knowledge for an individual to be able to appreciate the

benefits of building good personal relationship with tradeand means to handle objections
& thereby issue resolution.
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RAS/N0605 Learn to appreciate the benefitsof building good personal
relationship with trade and means to handle objections & thereby issue resolution

Unit Code RASN0605

>N Unit Title Learn to appreciate the benefits of building good personal
(q\| (Task) relationship with trade and means to handle objections & thereby issue resolutio
< Description This OS describes the skills and knowledge required to be able tgbaiddersonal
s relationship with trades and handle objections & thereby issue resolution
Scope This unit applies to individuals who represent Distributors in their field sales
[ operations.
—
‘g 9 Building good & personal relations wiltaders
’g 1 Objectionshandling and issueesolution
)
o The role may be performed across the below formats
< 1 Retailoutlet
s i Wholesaleoutlets
. 9 Departmentstores
[ i  BakeryOutlets
- 1 Chemist / cosmeti@utlets
1 Convenienc®utlets
1 Self serviceutlets
Performance Criteria(PC) w.r.t. the Scope
Element Performance Criteria
Building Good & To be competent, the userf/individual on the job must.be able to:
Personal
relation PCL1. build rapport with the trades based on punctuality, regularity, courtes

YIYYSNAAY FYR AYyGSNBald Xy AlfidgNigel
2dz0f SGQa | LILIST NI yOS

PC2. listen toretailers patiently and undstand their needs and problems

PC3. use openrended questions to seek clarificaticon retailerfproblems and

grievances
PC4. explain the benefits that the retailer will have from the sale
Objection handling PC5. handle objectim and resolve issues by himgékrself or escalate tothe
/ Issue resolution supervisor that are beyond Higer purview
Knowledge and Understanding (K) ‘
A. Organizational The user/individual on the job needs to know and understand

Context Knowledge| KAL.customer relationship management norms of the organization

of the company /
organization and its

processes)
B. Technical The user/individual on the job needs to know and understand:
Knowledge KB1. negotiation and objection handling skills

Saee S e
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RAS/N0605 Learn to appreciate the benefits of building good personal
relationship with trade and means to handle objections & thereby issue resolution

A. Core Skills/ Generi¢ Writing Skills
Skills

The user/individual on the job needs to know and understand how to:
SAl. complete documentation accurately

SA2. write simpledatawhen required

Reading Skills

The user/individual on the job needs to know and understand how to:
SA3. read information accurately

SA4. read and interpret data sheets

Oral Communication (Listening and Speaking skills)

The user/individual on the job needs to know and understand how to:

SA5. follow instuctions accurately

SAB6. use gestures or simple words to communicate where language baexéss
SAT. use questionig to minimise misunderstandings

SA8. display courteous.and helpful behaviour.at all times
B. Professional Skills | Decision Making

The user/individual on the job needs to know and understand how to:
SB1. make appropriate decisions regarding tfesponsibilities of the job role

Plan and Organize

The user/individual on the job needs to know and understand how to:
SB2. plan and schedule routines

Customer Centricity

The user/individual on the job needs to know and understand how to:
SB3. build relationships with internal and external customers

Problem Solving

The user/individual on the job needs to know and understand how to:
SB4.-respond.techanges in competition strategy

Analytical Thinking
NA

Critical Thinking
NA
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RAS/N0605 Learn to appreciate the benefits of building good personal
relationship with trade and means to handle objections & thereby issue resolution

NOS Ve€sesnbnol

NOS Code RAS/N0605

Credits (NSQF) TBD Version number 1.0

Industry Retail Drafted on 23/09/2014

Industry Subsector FMCG Last reviewed on 26/07/17
26/07/21
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Annexur e

Nomencl ature for QP and NOS

Qualifications Pack

9 characters

[ABC)/ Q 0101
[Insert 3 letter code for SSC] N QPnumber (2 numbers)
Q denoting Qualifications Pack y . Occupation2 numbers)
Occupational Standard

An exampl e of NOS wdchadacters N’
[ABC] /N 0101

[Insert 3 letter code for SSC] —_— OS number (2 numbers)

N denotingNationalOccupational Standara ’ Occupation(2 numbers)
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The following acronyms/codes have been used in the nomenclature above:

Retail Operations 01-15
Retail Business 16-29
Ecommerce Category Management 3045
Retail 46-56
EcommerceSupply Chain & Logistics 57-67
FMCG 68-78
Generic Occupation 79-99
Sequence Description Example
Three letters Industry name RAS
Slash / /
Next letter WhetherQP or NOS QorN
Next two numbers Occupation code 01
Next two numbers OS number 01
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CRITERIRORASSESSMENDFTRAINEES
JobRole Distributor Salesman
Qualification PackRAS/Q0604

SectorSkill CouncilRetail

Guidelinesfor Assessment

1. Criteria for assessment for each Qualification Pack will be created by the Sector Skill Council. Each Performar(@CErite
will be assigned marks prop@nal to its importance in NOS. SSC will also lay down proportion of marks for Theory and S
Practical for each PC

2. The assessment for the theory part will be based on knowledge bank stigu®created by the SSC
3. Assessmeinwill be conducted for all compulsory NOS, and where applicable, on the selected elective/option NOS/set p
4. Individual assessment agencies will create unique question papers for theory part for each candidate at each
examination/training centergs per assessment criteria below)

5. Individual assessment agencies will create unique evaluations for skill practical for every student at each examiiratign/
center based on this criterion

6. To pass the Qualification Pack , every trainee shectdde a minimum of 70%f aggregate marks to successfully clear the
assessment

7. In case ofinsuccessful completipthe trainee may seek reassessment on the Qualification Pack.

-

Compulsory NOS Marks Allocation
Total Marks: 100
Assessment Assessment Criteria for outcomes Total out Of Theory [Skills
outcomes Marks Practical
RAS/N0601 PC1. Keep self updated with current product portfolio and
Be updated on product detailsg grammages, price points and variants of own 10 5 5
knowledge of and competition products and update details periodically.

Products to be PC2. Have utp-date knowledge on channel wise, category wisg

sold and o outlet type wise schemes. 10 > 5
merchandising . . _ .

PC3. Give relevant information to supervisors to plan

relevant schemes / slabs by outlets and learn to utilise 10 5 5

correctly.

PC4. Identify hotspots in an outlet and try to convince the retail| 100
to provide these for displays and achieve high ondsibility by 10 5 5
correct deployment of merchandising material

PC5. Put branding materials on the area surrounding the rack &

inside the rack 5 2.5 2.5
PC6. Stock products to maximise number of facings.

5 25 25
PC7. Obtain naturafisibility by clearing cluttered space and
A4G201Ay3 O2YLI yeQa LINRRAOGE® 10 > 5
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Compulsory NOS Marks Allocation
Total Marks: 100
Assessment Assessment Criteria for outcomes Total Theory [Skills
Out Of .
outcomes Marks Practical
PC8. Place products next to the competitor brand and
maintain category and competition adjacency 5 2.5 2.5
PC9. Replace damaged display materials 5 25 25
PC10Benchmark own product with that of competition as per
the norms and accordingly make own products available at an 10 5 5
outlet
PC11. Articulate USP of New produgteatures and benefits to 10 5 5
the retailer
PC12. Make an effective sales taltonvince the outlets to place
order for focus SKUs. 10 > 5
Total 100 50 50
RAS / NO602 PC1.K Il sal bjecti d for Billd.i
Have thorough ? . not;/_\:la Isa es c(Jj bec_tlves(;:mI targﬁltsdor il mes cut, 10 5 5
understanding of verage bill value and Unique Outlets Billed.
business and PC2. Be aware of target vs. achievement till date and strive
productivity towards 100% target achievement. 10 5 5
targets and
measures to PC3. Carry market planner and outlet wise plans made prior to
achieve the same| the market visit ande aware of focus categories and plans for 10 5 5
sale of specific category/SKUs by outlet.
PC4. Ensure category and outlet wise billing targets are met.
5 25 25
PC5. Ensure category wise and outlet wise billing targets are nj
on the route. 5 2.5 2.5
PC6. Cover all target outlets/entire route and take note of new
outlets/closed outlets in the beat 10 5 5
PC7. Update info on the type of outlet and its respective trade 100
channel. 5 2.5 2.5
PC8. Ensure availability of new launch productgeas
availability norms 5 2.5 25
PC9. Set beat and outlet wise targets to achieve launch
targets 5 25 25
PC10. Check stock position of each SKU everyday at the
distributor point. 5 2.5 2.5
PC11. Estimate sales from the beat and optimize ordgeas
stock available on hand 5 2.5 2.5
PC12. Coordinate with supervisor and discuss on action plan
for out of stock SKUs > 2.5 2.5
PC13. Check the stock available in the selling area / shelves 5 25 25
PC14. Check stocks available in the backrfmmeserves 5 25 25
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Compulsory NOS Marks Allocation
Total Marks: 100
Assessment Assessment Criteria for outcomes Total out Of Theory [Skills
outcomes Marks Practical
PC15. Stock check for all brand and capture order as per SOQ
10 5 5
Total 100 50 50
RAS/N0603 PC1. Analyze current stock on hand and sales of the outlets.
Advise retailers for optimum order depending on the need and 4 2 2
Learn steps to projected sell out and need for reserve stocks that needs to be
make an effectivel maintained to avoid stockouts.
sales call PC2. Explain, how trecommendation will boost
wSilAf SNDE &1t Sao 4 2 2
PC3. Communicate all benefits which would accrue to the retai
in short and concise manner. 4 2 2
t/nd a] 2LISY SyYyRSR ljdzsSaidrzy
leading to the retailer acceptinadvice on purchase. 4 2 2
PC5. Ensure that the relevant schemes/ slabs are discussed
with the retailer after gauging the potential of the outlet. 4 2 2
PC6. Analyseompetition schemes and leverage on
O2YLI yedQa &aOKSYSazavisthatafy ONB | & 4 2 2
competition
PC7. Ensure range selling by leveraging on own brand
already available in the retail outlet and strengthen portfolio 100 4 2 2
presence in the outlet
PC8. Route list & outlet list in the palmtop/handheld device
and its usage 4 2 2
PC9. Ensure product list & scheme details are available in
the palmtop 4 2 2
PC10. Implement order capture process in palmtop/handheld 4 5 5
PC11. Ensure summamgports / productivity reports are availablg
in the palmtop/hand held 4 2 2
PC12. Ensure retail survey features available in the palmtop 4 2 2
PC13. Ensure correct syncing process is followed. 4 2 2
PC14. Check stock physical condition fiaghness 4 2 2
PC15. Arrange stock as per FMFO and even educate
retailer on FMFO. 4 2 2
PC16. Do stock rotation in those outlet where the
movement of stocks is very low. 4 2 2
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Compulsory NOS Marks Allocation
Total Marks: 100
Assessment Assessment Criteria for outcomes Total Theory [Skills
Out Of .
outcomes Marks Practical
PC17. Carryout stock rotation in case stock movement is very
low 4 2 2
PC18. Replace damaged or expired goods with fresh stocks ar
enter information about damaged goods in the handheld device 2 1 1
PC19. Maintain a pleasing personality for an effective sale call 4 5 5
(clean and ironed clothes, smile on face)
PC20. Maintain appropriate distance from the retailer 4 5 5
/outlet owner.
PC21. Maintain proper posture while talking with the retailer an
not to lean or place hands in pockets or bend shoulders. 2 1 1
PC22. Refriafrom indulging in any act that may irritate
the retailer. 2 1 1
PC23. Speak clearly in a soft tone without stammering or
hesitation. 4 2 2
PC24. Maintain proper eye contact with the retailer. 2 1 1
PC25. Enter ordered quantity against each Sitldred. 4 2 2
PC26. Submit the orders and check summary of the order. 4 2 2
PC27. Communicate the order value to the retailer. 4 2 2
Total 100 50 50
RAS / N0604 PC1. Collect details of pending invoices from the distribution 20 10 10
point everyday before starting the beat
Develop capability
for handling credi{ PC2. Gather credit ageing information of retailer bills and set 20 10 10
management of beat objectives accordingly
an outlet both PC3. Keep track opending display payments and keep th
receivablesand |RAAGNAROGdzG 2N YR 2NHIYAT FGAZY 100 20 10 10
payables
PC4. Resolve issues due to pending delivery and keep distribu
FYR 2NHIYAT I GA2yQa NBLINBaSyi 20 10 10
PC5. Reconcile both receivables and payables to outlets and 20 10 10
settle all queries by customers on these issues
Total 100 50 50
RAS / NO605 PC1. Build rapport with the traders based on punctuality
Learn to regularity, courtesy, mannerism and interest in increasin 20 10 10
appreciate the NBGFAf SND& 0 dzaA )/ Saa I )f R dzLJ A
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Compulsory NOS Marks Allocation
Total Marks: 100
Assessment Assessment Criteria for outcomes Total Theory [Skills
Out Of .
outcomes Marks Practical
benefits of PC2. Listen teetailers patiently and understand their needs
o 20 10 10
bu||d|ng good and prOblemS.
personal 100

PC3. Use open ended questions to seek clarification on retailel

relationship with . 20 10 10
problems and grievances.

trade and means

to handle PC4. Explain the benefits that the retailer will have from the

I 20 10 10
objections & sale.
thereby issue . . .
)./ ISSU PC5. Handle objection and resolve issues by himself/herself

resolution . . 20 10 10
or escalate to the supervisor that are beyond his/her
purview
Total 100 50 50
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