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EXECUTIVE SUMMARY

Survey

1. The Retail Trade Training Board (RTTB), with the assistance of the Census
and Statistics Department (C&SD), conducted manpower survey from 17 October 2016 to
16 November 2016 with follow-up action taken in subsequent months, with the aim of
furnishing users with information on the manpower situation and training needs of personnel
in the retail trade.

Scope of the Survey

2. The Training Board decided on the sampling frame to cover 11 branches
related to retail trade in this Survey. Details of the 11 branches were set out in point 3 below.
Employers of the sampled companies were requested to report only the manpower statistics of
employees engaged in functions related to the retail trade. Using the stratified random
sampling method, a sample of 909 companies out of 39 812* was subsequently selected from
the central register maintained by the C&SD. Data collected were then processed by the
C&SD and grossed up statistically to give an overall picture of the manpower situation of the
retail trade.

3. The Hong Kong Standard Industrial Classification (HSIC) (Version 2.0) was
adopted and the following 11 Branches were included in this survey.
No. Branch No. of
Sampled
Companies
1. Food, Beverages and Tobacco 114
2. Supermarkets 31
3. Fuel and Transport Equipment 58
4. Clothing, Footwear and Allied Product 154
5. Consumer Goods, n.e.c. 119
6. Department Store 29
7. Jewellery 44
8. Medicines and Cosmetics 55
9. Durable Goods, n.e.c. 65
10.  Telecommunications Equipment and Electrical Goods 41
11.  Retail Trade not via Stores and Mobile Stalls 199
Total: 909
4, To enhance the response rate, companies employing four persons or less were

only required to complete Part I (basic information) of the questionnaire.

5. The overall effective response rate (including partial response and full
response) for the current survey was 93.9%, which is slightly higher than 93.6% in 2014.

Note:

*  The figure of 39 812 refers to the number of registered companies at company level based on the record of Central
Register of Establishments (CRE) excluding those inactive companies in the trade. The total number of companies at
company level in 2016 was 45 086.



Objective

6. This Survey aims at looking at the retail trade from a macro stance to identify
short to medium term trends of the manpower demand and training needs in the trade. The
resulting trends therefore point to the general direction the trade is heading for and the
implications of the survey findings to individual branch or entity might vary.

Limitation

7. The statistics contained in this report were based on information obtained from
the Survey which was carried out from 17 October 2016 to 16 November 2016, with
follow-up action taken with the sampled companies for data collection in subsequent months.
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.

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

Improvements Made on Survey Questionnaires

9. It was suggested that the contents of the survey questionnaires be improved on
the following aspects:

Companies with “4 persons or below” and “5 persons or above”:

i) To subdivide the average monthly salary wage range of $10,001 -
$20,000 into two levels (i.e. $10,001 — $15,000 and $15,001 — $20,000);
and

i) To classify the preferred level of education into “Junior Secondary”,
“Senior Secondary”, “Sub-degree”, “First Degree” and “Postgraduate”.

Companies with “5 persons or above”:

i) To re-group some of the training aspects by combining the subject areas
of “Customer Service / Complaints Handling”, “Selling Skills / Product
Knowledge” and separating the subject areas of “Marketing”, “Shop
Display / Visual Merchandising” and “Merchandising and Purchasing”
as the standalone items.

10. Owing to the change of the questionnaire design, not all data collected can be
directly comparable between the 2014 Survey and 2016 Survey. Readers of the manpower
survey report are advised to take note of this when they compare the manpower statistics in
these two manpower survey reports.



Business Outlook

11. The Hong Kong economy grew modestly in 2016 by 2.0%, down from 2.4% in
2015. Nevertheless, the economy ended 2016 on a solid footing with its GDP expanded 3.2%
in the fourth quarter over the same quarter of the previous year, which was also above the
2.0% increase in the third quarter. With the acceleration of domestic demand supported by
favorable job and income conditions and strengthening of external demand, the Hong Kong
economy grew notably by 4.3% in the first quarter of 2017 over a year earlier, far exceeding
market expectation of 3.7% and the previous quarter’s growth rate of 3.2%. The government
projected that the economy will grow at 2.0% - 3.0% in 2017.

12. For 2016 as a whole, the labor market was in a state of full employment with
the non-seasonally adjusted unemployment rate at 3.4% and the underemployment rate at
1.4%. On entering 2017, the non-seasonally adjusted unemployment rate and the
underemployment rate were generally lower to 3.2% and 1.2% respectively amid the
relatively favorable overall economic conditions.

13. The “Statutory Minimum Wage” (SMW) has come into force on 1 May 2011.
With effect from 1 May 2017, the SMW rate has been revised from $32.5 per hour to $34.5
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.

14. Despite recording a decline of 6.7% in Mainland arrivals to 42.8 million in
2016, the Mainland remained our largest visitor source market accounting for around 76% of
our total arrivals. The "one trip per week" measure for Shenzhen residents implemented
since April 2015 that took into account the receiving capacity of individual districts in Hong
Kong and the development direction of attracting more overnight visitors had expectedly
resulted in a drop of 8.7% of same-day Mainland arrivals. Meanwhile, Mainland overnight
arrivals decreased by 3.5%. Nevertheless, it is worth noting that there were some signs of
recovery from January to April 2017 with the total number visitor arrivals registered an
increase of 3.2% to 19.1 million over the same period in 2016, in which the Mainland arrivals
and non-Mainland arrivals registered an increase of 3.3% to 14.4 million and 3.1% to 4.7
million over 2016 respectively. Among the Mainland arrivals, the number of overnight
visitors and same-day visitors also increased by 5.5% to 5.7 million and 1.9% to 8.7 million
respectively.

15. The more conservative spending mentality by tourists nowadays will continue
to weigh on the expected recovery, as sales per tourists had declined materially in recent years
on a variety of reasons e.g. China’s anti-corruption campaign, attractive prices and tax rebates
when shopping for luxury brands in Europe, and more tourists preferred staying overnight in
Hong Kong.

16. In 2016, the retail sector in Hong Kong continued showed no signs of recovery
as overall sales keep falling due to the weak consumer sentiment and disappearing visitor
numbers. Nevertheless, According to the Census and Statistics Department, the retail sales
fell 8% year-on-year, but saw a 2.3% year-on-year increase in the fourth quarter of 2016.
December sales dropped 2.9% year-on year, but saw a smaller decline than in previous
months. Cosmetics sales began to stabilise in the second quarter of 2016 after 12 months of
contraction. Gold and jewelry sales posted the first positive growth at 2.3% year-on-year in
December 2016 after nearly three years of contraction since early 2014. Whereas, the retail



sales volume in Hong Kong rose 2.6% year-on-year in March of 2017, compared to 6.2%
decrease in the previous month. In addition, the retail sales value rose for second month after
a decline for more than two years. The retail sales edged up 3% in value in March, while the
growth rate in April was lower than March at 0.1% on the year, recording $35.2 billion. It is
expected the retail market to bottom-out by the end of this year, with a mild positive growth
in 2018.

17. According to Savills, street shop rents were down 50-70% from their peak in
2016. Centre landlords were becoming slightly more flexible on leasing terms and rental
rates, while more short-term leases are noted in core locations. On prime street retailers were
tending to renew at a 30-40% discount. Whereas, the overall major shopping mall rents
increased by 3.1% year-on-year in 2016, but finally saw a small downward adjustment by
1.0% quarter-on-quarter in Q4/2016. Nevertheless, the rental rates remained relatively stable
towards year-end especially those largely supported by local demand, with much lesser
further downward pressure than the prime streets on entering 2017. The flexible terms in
retail rentals for prime locations continues to create opportunities for new brands to enter the
market, for existing retailers to expand and for shopping mall operators to diversify their
tenant mix. According to Jones Lang LaSalle, many brands view Hong Kong as a stepping
stone to enter China or a platform to go international. Recent entrants into Hong Kong
include Italian cosmetics brand Kiko Milano and athletic clothes for yoga and running
Lululemon.

18. On entering 2017, the market looks less likely to focus on the luxury sector
and more likely to target shoppers seeking affordable luxury, mid-market products and even
unique in-store experiences by bringing the amenities of the online world into brick and
mortar stores. Retailers were in the midst of an adaptation of the new retail landscape. The
big name retail brands were no longer dominating the market. Small companies had made
moves to test new waters through this new trend by setting up pop-up stores for driving
awareness and test the viability of longer term arrangement. These pop-up stores also freshen
the shopping experience of customers and encourage repeat visits.

19. The progression of Omni-channel retailing through physical and online stores
and mobile apps is another pattern that looks likely to emerge in 2017. Omni-channel is
essential to keep up with the ever-changing habits of customers, and retailers have clearly
understood the need to move onto digital platforms and implement new e-commerce
platforms by better merging the physical and digital worlds to deliver a seamless customer
experience. To boost sales, retailers are increasingly turning to social media platforms to sell
their goods, and take advantage of the apps like Instagram and Snapchat to promote their
retail business with the aim of building brand engagement, loyal followers and ultimately
value. Nevertheless, they are expected to leverage the marketing value of physical stores
whilst extending promotions and sales to internet portals in order to capture both traditional
consumers and the younger generation.

20. With the aim of enhancing the Hong Kong tourism appeal, an additional sum
of $243 million would be allocated in 2017-18 by the government to support light shows,
home-grown mega events, attract more small-medium sized MICE events to Hong Kong,
provide promotional offers to transit passengers or overnight visitors, promote cruise tourism,
the quality and honest image of Hong Kong’s tourism etc.

21. Hong Kong was ranked 11" among 136 countries and territories in terms of
travel and tourism competitiveness in the latest report by the World Economic Forum. This is
two ranks higher than two years ago. It also rated Hong Kong as being the top among all
places when it came to infrastructure projects for ports and roads and business environment,



but the report ranked the Hong Kong at the 113" place when it came to the competitiveness of
the prices of its products. Nevertheless, Hong Kong had other competitive edges outside of
price, such as quality control and confidence from consumers in product authenticity. The
city is still attractive to tourists and retailers continue to benefit from the city’s top notch
infrastructure network, superior business conditions and strong economic climate.

22, Undoubtedly, 2016 was a year full of challenges for Hong Kong retailers.
Looking ahead, the outlook for retail sales business will still depend on whether the recent
improvement in inbound tourism could gain more traction and the extent to which local
consumer sentiment would be affected by various external uncertainties. It is also critical for
retailers to speed up their transformation, seize new opportunities, understand more about
customers’ genuine needs in this “New Normal” era, especially the shopping pattern of
millennials who are with fastest growing purchasing power and create a seamless online-to-
offline shopping environment.

Sources:

1. Census and Statistics Department

2. Hong Kong Tourism Board

3. Hong Kong Trade Development Council Research
4. The 2016-2017 Budget

5. Retail Asia Business

6. Research from Savills and Jones Lang LaSalle

7. The World Economic Forum



Survey Findings
Number of Employees in 2016

23. The survey revealed that as at 17 October 2016, 272 576 persons were engaged
in the retail trade, in which 245 003 (89.9%) were technical manpower and 27 573 (10.1%)
were non-technical manpower.

24, Technical manpower refers to employees engaged in principal jobs of the
retail trade as listed in Appendix C (Pages 73 - 77). Whereas, the non-technical manpower
refers to employees engaged in the generic jobs such as finance / accounting, human
resources, IT, administrative and other supportive functions.

25. By branch, 45 038 (16.5%) was registered in “Food, Beverages and Tobacco”,
33 652 (12.3%) in “Supermarkets”, 8 723 (3.2%) in “Fuel and Transport Equipment”, 49 304
(18.1%) in “Clothing, Footwear and Allied Product”, 51 268 (18.8%) in “Consumer Goods,
n.e.c.”, 12 528 (4.6%) in “Department Stores”, 14 395 (5.3%) in “Jewellery”, 24 653 (9.0%)
in “Medicines and Cosmetics”, 12 741 (4.7%) in “Durable Goods, n.e.c.”, 13 485 (4.9%) in
“Telecommunications Equipment and Electrical Goods” and 6 789 (2.5%) 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: 272 576)

o Not via Stores and Mobile
Telecommunications Stalls

Equipment and Electrical 6789 2.5%
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13485, 4.9%

Durable Goods, n.e.c.

12 741, 4.7% Food, Beverages and
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45 038, 16.5%
Medicines and Cosmetics

24 653, 9.0% Supermarkets
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Jewellery
14 395, 5.3% Fuel and Transport
Equipment
8723,3.2%

Department Stores
12 528, 4.6%

Clothing, Footwear and
Consumer Goods, n.e.c., Allied Product
51 268, 18.8% 49 304, 18.1%



26. By job level, 15 614 (5.7%) were registered at the managerial level, 26 584
(9.8%) at the supervisory level, 8 886 (3.3%) at the operative / clerical support level, 133 452
(49.0%) at the sales level, 48 427 (17.8%) at the part-time sales level, 12 040 (4.4%) were
the owner / sole proprietor / working partner and 27 573 (10.1%) 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: 272 576)

Sales
133 452,49.0%

Part-time Sales /
Service
48 427,17.8%

Non-technical

Managerial
27573,10.1% \

15614,5.7%

Supervisory

Owner / Operative / 26 584, 9.8%
Sole Proprietor / Clerical Support
Working Partner 8 886, 3.3%

12 040, 4.4%

Comparison on the Number of Employees between 2014 and 2016

27. At the time of the survey, the total number of employees engaged in the retail
trade was 272 576. Persons engaged in the retail trade have increased by 235 persons
(+ 0.1%) as compares with 272 341 in 2014. The comparison on the number of employees
between 2014 and 2016 by branch and by job level are shown in Table 1 and Table 2
respectively.

Table 1: Number of Employees by Branch

Number of Employees (%6)
Branch 014 2016 Change

Food, Beverage & Tobacco 45 768 16.8% | 45038 16.5% -730 -1.6%
Supermarkets 31397 11.5% 33652 12.3% +2 255 +7.2%
Fuel and Transport Equipment 8 757 3.2% 8723 3.2% -34 -0.4%
Clothing, Footwear and Allied Product 50 864 18.7% 49 304 18.1% -1 560 -3.1%
Consumer Goods, n.e.c. 51177 18.8% 51 268 18.8% +91 +0.2%
Department Stores 12 806 4.7% 12 528 4.6% -278 -2.2%
Jewellery 15230 5.6% 14 395 5.3% -835 -5.5%
Medicines & Cosmetics 24 231 8.9% 24 653 9.0% +422 +1.7%
Durable Goods, n.e.c. 13 553 5.0% 12 741 4.7% -812 -6.0%
Telecommunications Equipment & Electrical Goods 14 020 5.1% 13 485 4.9% -535 -3.8%
Retail Trade not via Stores and Mobile Stalls 4538 1.7% 6 789 2.5% +2 251 | +49.6%

All Branches 272 341 100% | 272576 | 100% +235 +0.1%




Table 2: Number of Employees by Job Level

Number of Employees (%0)
Job Level Change
2014 2016

Managerial 15335 5.6% 15614 5.7% +279 +1.8%
Supervisory 27434 10.1% 26 584 9.8% -850 -3.1%
Operative / Clerical Support 9290 3.4% 8 886 3.3% -404 -4.3%
Sales 134 042 49.2% 133452 49.0% -590 -0.4%
Part-time Sales / Service 44 779 16.4% 48 427 17.8% +3 648 +8.1%
Owner / Sole Proprietor / Working Partner 12 958 4.8% 12 040 4.4% -918 -7.1%
Technical Manpower 243838 | 89.5% 245 003 89.9% +1165 | +0.5%
Non-technical Manpower 28 503 10.5% 27 573 10.1% -930 -3.3%

Total 272 341 100.0% 272 576 100.0% +235 +0.1%

Number of Existing Vacancies in 2016

28.

At the time of the survey, a total of 9 204 vacancies were reported by the

employers, representing 3.3% of the total manpower demand of 281 780. Total Manpower
demand is defined as the existing manpower plus vacancies. The number of vacancies by

job level and by branch is shown in Table 3.

Table 3: Number of VVacancies by Job Level and by Branch

Part- Owner /
Operative / time Sole Non-
Branch Managerial | Supervisory Clerical Sales Proprietor / : Total
Sales/ ; technical
Support Servi Working
ervice
Partner
Food, Beverage & Tobacco 14 54 0 484 119 0 52 723
Supermarkets 59 104 127 904 775 0 291 2 260
Fuel_ & Transport 5 0 0 126 4 0 19 154
Equipment
Clothing, Footwear & 1452
Allied Product 33 55 25 1091 199 0 49
Consumer Goods, n.e.c. 9 35 6 766 202 0 60 1078
Department Stores 13 22 0 199 222 0 31 487
Jewellery 21 1 5 379 51 0 6 463
Medicines & Cosmetics 44 65 58 802 386 0 73 1428
Durable Goods, n.e.c. 15 63 36 378 129 0 54 675
Telecommunications 417
Equipment & Electrical 27 31 0 350 0 0 9
Goods
Retail Trade not via Stores
& Mobile Stalls 0 0 3 27 8 0 4 67
Total * 240 430 290 5506 2090 0 648 9204
(1.5%) (1.6%) (3.2%) (4.0%) | (4.1%) (0.0%) (2.3%) | (3.3%)
Manpower Demand 15 854 27014 9176 138958 | 50517 12 040 28 221 281 780

* Number of vacancies and as a percentage to the total manpower demand in a job level




Comparison on the Number of Vacancies between 2014 and 2016

29. At the time of the survey, the total number vacancies was 9 204, down by 834
as compares with 10 038 in 2014. The comparisons on the number of vacancies by branch

and by job level between 2014 and 2016 are shown in Table 4 and Table 5 respectively.

Table 4: Number of VVacancies by Branch

Number of Vacancies
No. Branch Change
2014 2016
1. |Food, Beverages and Tobacco 596 723 +127 +21.3%
2. |Supermarkets 2790 2 260 -530 -19.0%
3. |Fuel and Transport Equipment 135 154 +19 +14.1%
4. |Clothing, Footwear and Allied Product 1761 1452 -309 -17.5%
5. |Consumer Goods, n.e.c. 1011 1078 +67 +6.6%
6. |Department Stores 499 487 -12 -2.4%
7. Pewellery 602 463 -139 -23.1%
8. |Medicines and Cosmetics 1921 1428 -493 -25.7%
9. |Durable Goods, n.e.c. 425 675 +250 +58.8%
Telecommunications Equipment and 0
10. Electrical Goods 236 417 +181 +76.7%
11 Retail Trade not via Stores and Mobile 62 67 +8.1%
Stalls
Total 10 038 9204 -834 -8.3%
Table 5: Number of Vacancies by Job level
2014 2016
Percentage Percentage
Job Level Number of | Manpower to Number of | Manpower to
Vacancies Demand Manpower | Vacancies Demand Manpower
Demand Demand
Managerial 293 15 628 1.9% 240 15 854 1.5%
Supervisory 491 27 925 1.8% 430 27 014 1.6%
Operative / 377 9 667 3.9% 290 9176 3.2%
Clerical Support
Sales 6 036 140 078 4.3% 5506 138 958 4.0%
ga”'.“me Sales/ 2 203 46 982 4.7% 2 090 50 517 4.1%
ervice
Owner /
Sole Proprietor / 0 12 958 0% 0 12 040 0%
Working Partner
Technical manpower 9400 253 238 3.7% 8 556 253 559 3.4%
Non-technical
Manpower 638 29 141 2.2% 648 28 221 2.3%
Total 10 038 282 379 3.6% 9204 281 780 3.3%




Total Manpower Demand

30.

Comparison on the Total Manpower Demand between 2014 and 2016

31.

As revealed in the Survey, the number of existing employees was 272 576 and
the number of vacancies was 9 204. Hence the total manpower demand in 2016 (existing
manpower plus vacancies) was 281 780.

The total manpower demand in 2016 was 281 780, down by 599 (-0.2%) as
compares with 282 379 in 2014. The comparison on the manpower demand by branch and
by job level between 2014 and 2016 are shown in Table 6 and Table 7 respectively.

Table 6: Comparison on the Total Manpower Demand by Branch

Total Manpower Demand
No. Branch Change
2014 2016

1. |Food, Beverages and Tobacco 46 364 45761 -603 -1.3%
2. |Supermarkets 34 187 35912 +1 725 +5.0%
3. |Fuel and Transport Equipment 8 892 8 877 -15 -0.2%
4. |Clothing, Footwear and Allied Product 52 625 50 756 -1 869 -3.6%
5. |Consumer Goods, n.e.c. 52188 52 346 +158 +0.3%
6. |Department Stores 13 305 13 015 -290 -2.2%
7. [Jewellery 15 832 14 858 -974 -6.2%
8. |Medicines and Cosmetics 26 152 26 081 -71 -0.3%
9. |Durable Goods, n.e.c. 13978 13416 -562 -4.0%

Telecommunications Equipment and 14 256 13902 -354 -2.5%
10. :

Electrical Goods
11 Retail Trade not via Stores and Mobile 4 600 6 856 +2 256 |+49.0%

" |Stalls
Total 282 379 281 780 -599 -0.2%

10




Table 7: Comparison on the Total Manpower Demand by Job Level

Total Manpower

Job Level Demand Change
2014 2016
Managerial 15 628 15854 | +226 | +1.4%
Supervisory 27 925 27014 | -911 | -3.3%
Operative / Clerical Support 9667 9176 | -491 | -5.1%
Sales 140 078 138958 |-1120 | -0.8%
Part-time Sales / Service 46 982 50517 |+3535| +7.5%

Owner / Sole Proprietor / Working Partner | 12 958 12040 | -918 | -7.1%

Technical Manpower 253 238 253559 | +321 |+0.1%
Non-technical Manpower 29 141 28221 | -920 | -3.2%
Total 282 379 281780 | -599 | -0.2%

Forecast of Manpower in 2017 by Employers

32. Employers projected that the total number of manpower demand would
increase from 281 780 in 2016 to 282 144 in 2017, representing a very mild increase by 364
(+0.13%).

33. The branch of “Consumer Goods, n.e.c.” (+208, +0.4%) registered the highest
forecast increase in manpower demand, whereas the branch of “Clothing, Footwear and
Allied Product” (-44, -0.1%) registered the highest forecast decrease in manpower demand.

34. The forecast manpower demand in the job level at sales, managerial,
operative / clerical support, supervisory and owner / sole proprietor / working partner slightly
increased by 313 (+0.2%), 25 (+0.2%), 19 (+0.2%), 17 (+0.1%) and 1 (+0.01%) respectively.
However, part-time sales / service registered a mild drop by 9 (-0.02%).

11



Manpower Projection for 2017 — 2019 by the Labour Market Analysis Method

35. Besides employers’ forecast, the Labour Market Analysis (LMA) Method can
also be used to project the manpower for the retail trade for the years 2017 - 2019. A detailed
description of the LMA Method is given in Appendix 6 (Pages 78 - 79). The projected
manpower requirements for 2017 - 2019 using the LMA Method are shown in Table 8.

Table 8: Projected Manpower Demand for 2017- 2019

Y M;%tg\lver Employers’ Forecast Projected by
- Demand PIOYErS Foreeas LMA Method

2016 281 780 - -

2007 ' 282 144 (+0.13%) 282 347 (+0.2%*)

2018 ) ) 284 077 (+0.6%**)

2019 - - 287 627 (+1.296**)

Note:
*  As percentage change vs. total manpower demand in 2016.
**  As percentage change vs. projected manpower in previous year.

12



Training Needs

Training Needs in 2016 vs 2014

36. Upgrading skills and rising the status and professionalism of retail
practitioners are vital to the long-term competitiveness of the industry. In 2016, 104 884
training places were provided or sponsored by employers. The top three subject areas with
training need in 2016 were the “Selling Skills / Product Knowledge”, “Customer Service /
Complaints Handling” and “Coaching Skills / Team Work / Communication”.

37. Owing to the change of the questionnaire design, the total number of training
places and the number of training places for some subject areas cannot not be directly
comparable between the 2014 Survey and 2016 Survey. Nevertheless, the training number in
the subject areas like “E-Commerce” registered a remarkable growth (+1 787.0%), followed
by English (+78.1%) and Putonghua (+44.5%). It reflects that the retailers were well aware
of the Omni-channel opportunities in Hong Kong retail market by developing and deploying
Omni-channel strategies for sustaining their competitive advantage. In addition, the language
proficiency in English and Putonghua was also considered important in dealing with the
visitors from overseas countries and the Mainland.

Training Needs in 2017 vs 2016

38. In 2017, employers would continue to invest resources in staff training and
development to upgrade the standard and professionalism of the retail workforce. The
number of training places to be provided and sponsored by employers in 2017 would be
103 261, down by 1 623 (-1.5%) as compares with 104 884 in 2016.

39. The top three subject areas in trade specific skills with the growth in training
places would be “IT & Applications” (+10.0%), “Shop Display / Visual Merchandising”
(+9.3%) and “Merchandising and Purchasing” (+8.2%). It reflects the importance of internet
retailing in the digital world, effective display techniques to enhance store image and
effective procurement strategies for getting the best deal and products for the companies and
customers.

40. In addition, there would be a growth in training places of other subject areas
(+5.8%), such as the occupational health and safety, first aids, fashion global trend, fashion
mix-and-match skills, creativity, make-up skills, warehouse forklift training, emotional
management, identification of fake banknotes, Trade Descriptions Ordinances, Competition
Law, Japanese and Korean.

13



41. The distribution of the internal and external training to be provided by
employers in 2017 is shown in Table 9.

Table 9: Distribution of the Internal and External Training
to be Provided by Employers in 2017

Training Placesto  Training Places

Subject Areas be Provided to be Provided
Internally Externally
Managerial / Supervisory Skills / 87.9% 12.1%
Strategic Management
Trade Specific Training 89.5% 10.5%
Languages 34.4% 65.6%
(including Putonghua and English)
Personal Development 61.0% 39.0%
Others 76.6% 23.4%

(Occupational health and safety, first-aid,
fashion global trend, fashion mix-and-match
skills, creativity, make-up skills, emotional
management, identification of fake
banknotes, Trade Descriptions Ordinance,
Competition Law, warehouse forklift
training, Japanese and Korean.)

Need for Pre-employment Training for Frontline Sales Staff

42. The Survey revealed that 20.1% of the employers indicated the
need for pre-employment training for the frontline sales, following the downward trend of
past years (21.4% in 2014 vs 22.7% in 2012 vs 32.1% in 2010). As revealed in the Survey,
41.8% of employers regarded that pre-employment training for the frontline sales was not
necessary, up from 35.7% in 2014. In addition, the percentage of regarding it as a “Pre-
requisite’ registered a mild decrease from 5.8% in 2014 to 3.8% in 2016. However, a mild
increase was registered in the option of “Preferred”, up from 15.6% in 2014 to 16.3% in 2016.
To conclude, most of the employers regarded that the pre-employment training for the
frontline sales was not important.

Note:
1. All figure related to the training needs excluded those companies which have the employment size of 4 persons or less.
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SECTION I

SURVEY PURPOSE AND SCOPE

The Training Board

1.1 The Retail Trade Training Board of the Vocational Training Council is
appointed by the HKSAR Government to be responsible for, among other duties, assessing
the manpower situation and training needs in the retail sector and recommending to the
Vocational Training Council measures to meet the demand for trained personnel in the retail
sector. The Training Board comprises members nominated by different retail chains and
association. The terms of reference of the Training Board are given in Appendix 1 (Page 52).
The Membership of the Training Board and the Working Party on 2016 Manpower Survey
are listed in Appendix 2 (Page 53) and 3 (Page 54) respectively.

In-Depth Interviews

1.2 For the sake of enhancing the survey analysis, some in-depth interviews had
been conducted to collect views on the outlook of the economic and manpower perspective of
the Industry. The list of the participants is given in Appendix 4 (Page 55).

Improvements Made on the Survey Questionnaires

1.3 It was suggested that the contents of the survey questionnaires be improved on
the following aspects:

Companies with “4 persons or below” and “5 persons or above”:

i)  To subdivide the average monthly wage range of $10,001-$20,000 into
two levels (i.e. $10,001 - 15,000 and $15,001 - $20,000);

i) To classify the preferred levels of education into “Junior Secondary”,
“Senior Secondary”, “Sub-degree”, “First Degree” and “Postgraduate”.

Companies with “5 persons or above”:

i)  To re-group some of the training aspects by combining the subject areas
of “Customer Service / Complaints Handling”, “Selling Skills / Product
Knowledge” and separating the subject areas of “Marketing”, *“Shop
Display / Visual Merchandising” and “Merchandising and Purchasing”
as the standalone items.

1.4 Owing to the change of the questionnaire design, not all data collected can be
directly comparable between the 2014 Survey and 2016 Survey. Readers of the manpower
survey report are advised to take note of this when they compare the manpower statistics in
these two manpower survey reports.
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Purpose of the Survey

15 With the assistance of the Census and Statistics Department (C&SD), the
Training Board conducted the 2016 Manpower Survey from 17 October 2016 to
16 November 2016 with follow up actions taken in subsequent months. The objectives of the
Survey were listed below:

i) To assess the manpower and training needs in the retail trade;

i) To forecast the growth of the retail manpower;

iii) To recommend measures to meet the training needs and manpower
demand of the retail trade.

Scope of the Survey

1.6 Using the stratified random sampling method, a sample of 909 companies
(covering 11 branches) out of a total of 39 812 * companies were subsequently selected from
the central register maintained by the C&SD. The distribution of branches in the survey
sample is shown in the table below:

No. Branch No. of
Sampled
Companies

1. Food, Beverages and Tobacco 114

2. Supermarkets 31

3. Fuel and Transport Equipment 58

4.  Clothing, Footwear and Allied Product 154

5. Consumer Goods, n.e.c. 119

6. Department Store 29

7. Jewellery 44

8. Medicines and Cosmetics 55

9. Durable Goods, n.e.c. 65

10.  Telecommunications Equipment and Electrical Goods 41

11. Retail Trade not via Stores and Mobile Stalls 199
Total: 909

Procedures of the Survey

1.7 The fieldwork of the manpower survey commenced on 17 October 2016. One
week before the survey, a copy of the printed questionnaire together with the explanatory
notes are given in the Appendix 5 (Pages 56 - 77) was sent to each sampled company. The
reference date of the manpower data was 17 October 2016. During the survey period,
fieldwork officers of the C&SD interviewed each sampled company to collect the
questionnaire and, where necessary, to assist the completion. The follow-up fieldworks were
done in subsequent months with a view to improving the response rate and in turn enhancing
the reliability of the survey findings. Completed questionnaires were scrutinized and re-
checked with respondents in case of doubts. The data collected was processed by the C&SD.

1.8 After the cut-off date, data obtained from the sampled companies were grossed

up statistically by the C&SD to obtain a full picture of the retail personnel in all the
companies in each branch.
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Response Rate

1.9 Of the 909 companies selected, 620 completed and responded fully to the
questionnaires, 42 companies declined to answer the questionnaires, 24 responded partially,
and the effective response rate of the survey is 93.9%. For the rest of the companies were
either non-contactable, were not engaged in retail trade or had merged, moved, ceased
operation or closed down.

Note:

*  The figure of 39 812 refers to the number of registered companies at company level based on the record of Central
Register of Establishments (CRE) excluding those inactive companies in the trade. The total number of companies at
company level in 2016 was 45 086.
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SECTION II

SUMMARY OF SURVEY FINDINGS

A. MANPOWER SITUTATION IN 2016
Number of Employees

2.1 As at 17 October 2016, 272 576 employees were engaged in the retail trade.
Of the 272 576 employees, 245 003 (89.9%) were technical manpower and 27 573 (10.1%)
were non-technical manpower. Technical manpower refers to employees engaged in
principal jobs of the retail trade. A list of the principal jobs with brief descriptions by job
level is shown in Appendix C (Pages 73 - 77). Whereas, the non-technical manpower refers
to employees engaged in the generic jobs such as finance / accounting, human resources, IT,
administrative and other supportive functions.

2.2 In order to gain a holistic view of the total workforce engaged in the retail
trade, both technical and non-technical manpower were included in this survey and
‘manpower demand’ refers to the aggregate of these two categories, which also covers both
the number employed and vacancies, throughout the report. Detailed statistics are shown in
Appendix 7 - Tables 1 to 5 (Pages 156 - 160).

Number of Companies

2.3 The retail trade was classified into 11 branches and the distribution of
companies by employment size at company level is shown in Table 1.

Table 1: Distribution of Company by Employment Size at Company L evel

Employment Employment
Size Size

Branch (4 Persons (5 Persons Total
or Less) or Above)
1. Food, Beverages and Tobacco 8176 1380 9 556
2. Supermarkets 53 43 96
3. Fuel and Transport Equipment 903 299 1202
4. Clothing, Footwear and Allied Product 6 664 879 7 543
5. Consumer Goods, n.e.c. 10 648 1171 11819
6. Department Stores 0 29 29
7. Jewellery 1257 335 1592
8. Medicines and Cosmetics 1058 180 1238
9. Durable Goods, n.e.c. 1280 439 1719
10. Telecommunications Equipment and 1664 251 1915
Electrical Goods
11. Retail Trade not via Stores and Mobile 2981 122 3103
Stalls
Total 34 684 5128 39 812*
(87.1%) (12.9%) (100%0)
Note:

*  The figure of 39 812 refers to the number of registered companies at company level based on the record of Central
Register of Establishments (CRE) excluding those inactive companies in the trade. The total number of companies at
company level in 2016 was 45 086.
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Distribution of Total Manpower Demand

2.4 Manpower demand is defined as the existing manpower plus vacancies. The
percentage to the total manpower demand by branch is shown in Table 2 and Figure 1.

Table 2: Total Manpower Demand by Branch

(A) (B) (A) + (B) Percentage to

Branch Existing Number of Manpower Total
. Manpower
Manpower Vacancies Demand
Demand
1. Food, Beverages and Tobacco 45038 723 45761 16.2%
2. Supermarkets 33652 2 260 35912 12.7%
3. Fuel and Transport Equipment 8723 154 8 877 3.2%
4. Clothing, Footwear and Allied 49 304 1452 50 756 18.0%
Product
5. Consumer Goods, n.e.c. 51 268 1078 52 346 18.6%
6. Department Stores 12528 487 13015 4.6%
7. Jewellery 14 395 463 14 858 5.3%
8. Medicines and Cosmetics 24 653 1428 26 081 9.3%
9. Durable Goods, n.e.c. 12741 675 13416 4.8%
10. Telecommunications Equipment 13 485 417 13902 4.9%
and Electrical Goods
11. Retail Trade not via Stores and 6 789 67 6 856 2.4%
Mobile Stalls
Total 272 576 9204 281 780 100.0%

Figure 1: Manpower Demand by Branch

(Total Manpower Demand: 281 780)
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2.5 The percentage to the total manpower demand by job level is shown in
Table 3 and Figure 2.

Table 3: Total Manpower Demand by Job Level

(A) (B) (A)+(B) Percentage to
Job Level Existing Number of ~ Manpower M;m(;)tg\:ver
Manpower Vacancies Demand Demand
Managerial 15614 240 15 854 5.6%
Supervisory 26 584 430 27014 9.6%
Operative / Clerical Support 8 886 290 9176 3.3%
Sales 133 452 5 506 138 958 49.3%
Part-time Sales / Service 48 427 2090 50 517 17.9%
\(/)V"(‘)’Plfirn/g S;;retﬁgfp”etor / 12 040 0 12 040 4.3%
Technical Manpower 245 003 8 556 253 559 90.0%
Non-technical Manpower 27573 648 28 221 10.0%
Total 272 576 9204 281780 100.0%

Figure 2: Total Manpower Demand by Job L evel

(Total Manpower Demand: 281 780)

Sales
138 958, 49.3%

Part-time Sales /
Service
50517, 17.9%
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Number of VVacancies

2.6

As revealed in the Survey, the total number of vacancies was 9 204,

representing 3.3% of the total manpower demand of 281 780. The distribution of vacancies is

shown in Table 4.

Table 4 : Number of Vacancies by Job Level and by Branch
p Owner /
Operative / tiarrl;g Sole Non-
Branch Managerial | Supervisory Clerical Sales Sales / Proprle.tor/ technical Total
Support Service Working
Partner
Food, Beverage & Tobacco 14 54 0 484 119 0 52 723
Supermarkets 59 104 127 904 775 0 291 2 260
Fuel_ & Transport 5 0 0 126 4 0 19 154
Equipment
Clothing, Footwear & 1452
Allied Product 33 55 25 1091 199 0 49
Consumer Goods, n.e.c. 9 35 6 766 202 0 60 1078
Department Stores 13 22 0 199 222 0 31 487
Jewellery 21 1 5 379 51 0 6 463
Medicines & Cosmetics 44 65 58 802 386 0 73 1428
Durable Goods, n.e.c. 15 63 36 378 129 0 54 675
Telecommunications & 417
Equipment Electrical 27 31 0 350 0 0 9
Goods
Retail Trade not via Stores 67
& Mobile Stalls 0 0 33 21 8 0 4
Total* 240 430 290 5506 2090 0 648 9204
(1.5%) (1.6%) (3.2%) (4.0%) | (4.1%) (0.0%) (2.3%) (3.3%)
Total Manpower Demand 15 854 27014 9176 138958 | 50517 12 040 28 221 281 780

* Number of vacancies and percentage to the manpower demand in a job level
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Comparison of Total Manpower Demand in 2016 and 2014

2.7 Both the 2014 and 2016 surveys were conducted in October. The revised Hong
Kong Standard Industrial Classification (Version 2.0) was adopted with 11 branches included
in both surveys for comparison purpose. When interpreting the data, however, care must be
taken that the overall economy in 2016. The global and local factors in the economic
situation would have a consequential impact on the manpower situation of the retail trade, as
it is of the industries that most responsive to the economic trend.

2.8 The total manpower demand, comprising both technical manpower and non-
technical manpower, decreased from 282 379 in 2014 to 281 780 in 2016 (-599, -0.2%). The
comparison of the total manpower demand by branch in 2014 and 2016 is shown in Figure 3.

Figure 3: Comparison of Total Manpower Demand by Branch, 2016 vs 2014

Branch

Food7 Beverages and Tobacco —.‘ 45761 W@2016

46 364
Supermarkets h 35912 02014

34187

Fuel and Transport Equipment

Clothing, Footwear and Allied Product 0756

52625
Consumer Goods, n.e.c. — 52346

52188

Department Stores

Jewellery

Medicines and Cosmetics

Durable Goods, n.e.c.
Telecommunications Equipment and Electrical Goods

Retail Trade not via Stores and Mobile Stalls

10000 20000 30000 40000 50000 60000
Manpower Demand

2.9 Among 11 branches, only three branches registered a positive growth in
manpower in 2016, namely “Retail Trade not via Stores and Mobile Stalls” (+49.0%),
“Supermarket” (+5.0%), and “Consumer Goods” (+0.3%).

2.10 Omni-channel retailing provides flexibility to both the retailer and the
consumer, creating win-win scenarios for all parties. Retailers are more aware of the Omni-
channel opportunities in the retail market and understood that being an “early adopter” to this
new trend by matching their strategy would allow them to be a market leader and maximise
the benefits of Omni-channel retailing. Hence, there was a significant growth of manpower in
the branch of “Retail Trade Not via Stores and Mobile Stalls”. While stability in the labour
market and the strong performance of the territory’s stock market stimulated domestic
consumer spending in daily necessities and consumer goods.
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2.11 Among 11 branches, eight branches indicated a negative growth in the
manpower in 2016, namely “Jewellery” (-6.2%), “Durable Goods, n.e.c. (-4.0%), “Clothing,
Footwear and Allied Product” (-3.6%), “Telecommunications Equipment and Electrical
Goods” (-2.5%), “Department Store” (-2.2%), “Food, Beverages and Tobacco” (-1.3%),
“Medicine and Cosmetics” (-0.3%) and “Fuel and Transport Equipment” (-0.2%).

2.12 The branch of “Jewellery” registered the highest negative growth in manpower
was mainly due to the high exchange value of the Hong Kong dollar continued to weaken
Hong Kong’s position as a luxury retail destination with its price advantage diminished. In
addition, anti-corruption campaigns continued to suppress mainland tourist spending, which
comprised the lion’s share of Hong Kong’s retail sales.

2.13 To analyse the data by job levels, a comparison of the manpower demand by
job level in 2014 and 2016 is shown in Figure 4.

Figure 4: Comparison of Total Manpower Demand by Job Level, 2016 vs 2014

Job Level
15 854 B2016
Managerial 15628
02014
27014
9176
Operative / Clerical Support 9667
— 138 958
Sales 140 078
Part Time Sales / Service 46 982
12 040
Owner / Sole Proprietor / Working Partner 12 958
Non-technical 29141
0 30 000 60 000 90 000 120 000 150 000 180 000 210 000
Total Manpower Demand
2.14 As revealed in the Survey, all job levels registered a negative growth except

the part-time sales / service staff (+7.5%) and the managerial level (+1.4%). The reasons for
the highest growth in manpower for the job level of part-time sales / services staff were due
to the recruitment difficulties of full-time sales staff and recruitment of part-time sales /
services staff could offer higher flexibility with less labor cost in the competitive business
environment. In addition, employers might also prefer recruiting more managerial staff to
absorb the duties of supervisor for cost effectiveness.
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FORECAST MANPOWER DEMAND

Employers’ Forecast of Manpower Demand for 2017

2.15 Retail sales in volume rose 2.6% year-on-year in March 2017, rebounding
from February’s steep 6.2% decline and marking the only growth experienced by the retail
sector since July 2015. The near-term outlook for retail sales will continue to depend on the
recovery pace of inbound tourism as well as how various external uncertainties would unfold
and shape local economic sentiment.

2.16 Coupled with the anticipated cautious economic performance in both Hong
Kong and the Mainland, employers predicted the manpower demand would be 282 144 in the
next 12 months, which represents a very mild increase by 364 (+0.13%). The employers’
forecast of manpower demand for 2017 is shown in Table 5.

Table 5: Employers’ Forecast of Manpower Demand for 2017

2016 2017
Branch Manpower Forecast Change
Demand Demand
1. Food, Beverages and Tobacco 45761 45 759 -2 (-0.004%)
2. Supermarkets 35912 35994 +82 (+0.2%)
3. Fuel and Transport Equipment 8 877 8912 +35 (+0.4%)
4. Clothing, Footwear and Allied Product 50 756 50712 -44 (-0.1%)
5. Consumer Goods, n.e.c. 52 346 52 554 +208 (+0.4%)
6. Department Stores 13015 13015 0 (0.0%)
7. Jewellery 14 858 14 868 +10 (+0.1%)
8. Medicines and Cosmetics 26 081 26 134 +53 (+0.2%)
9. Durable Goods, n.e.c. 13416 13 425 +9 (+0.1%)
. 'El'ialecqmmunications Equipment and 13 902 13 894 8 (-0.1%)
ectrical Goods

11. Retail Trade not via Stores and Mobile Stalls 6 856 6 877 +21 (+0.3%)
Total 281780 282 144 +364  (+0.13%)
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2.17 The employers’ forecast of manpower demand by branch and by job level for
2017 are shown in Figure 5 and Table 6 respectively.

Figure 5: Employers’ Forecast of Manpower Demand by Branch,

2017 vs 2016
Branch
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Table 6: Employers’ Forecast of Manpower Demand by Job Level

2017 vs 2016
2016 EmZ(I)o1 7ers’
Job Level Manpower ploy Change
Forecast
Demand
Demand
Managerial 15 854 15 879 +25 (+0.2%)
Supervisory 27 014 27 031 +17 (+0.1%)
Operative / Clerical Support 9176 9195 +19 (+0.2%)
Sales 138 958 139 271 +313 (+0.2%)
Part-time Sales / Service 50 517 50 508 -9 (-0.02%)
Owner / Sole Proprietor / o
Working Partner 12 040 12 041 +1 (+0.01%)
Technical Manpower 253 559 253 925 +366 (+0.1%)
Non-technical Manpower 28 221 28 219 -2 (-0.01%)
Total 281 780 282 144 +364  (+0.13%)
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2.18 The top three principal jobs with positive growth in the forecast of manpower
demand by employers are summarised in Table 7.

Table 7: Top Three Principal Jobs with Positive Growth

2016 Emzcl)ol 7ers’
Principal Job Manpower ploy Change
Forecast
Demand

Demand
Sales Manager 1516 1526 +10 (+0.7%)
E-commerce Assistant 2117 2128 +11 (+0.5%)
Marketing Manager 540 542 +2 (+0.4%)
2.19 The Survey revealed that the employers would plan to recruit more sales
managers, e-commerce assistants and marketing managers in 2017.
2.20 It reflects that Omni-channel sales initiatives are increasingly getting the

mindshare of the employers with a focus on the importance of process automation, user
adoption and business agility. Employers are well aware of the benefits in growing revenue
and margins through more effective engagement with customers across multiple channels for
building brand awareness and driving loyal followers in this new shift. In addition, talents in
marketing is also crucial in monitoring and analysing market trends, exploring ways of
improving existing products and services, identifying target markets and developing strategies.
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Manpower Projection for 2017 — 2019 by the Labour Market Analysis Method

2.21 The Training Board has also adopted the Labour Market Analysis (LMA
Method) to project the future manpower requirements for the retail trade based on key
statistical data reflecting important changes in the local economy and labour market. Details
of the LMA Method are given in Appendix 6 (Pages 78 - 79). The projection on the future
manpower requirement for 2017 — 2019 is presented in Table 8.

Table 8: Manpower Projection in the Retail Industry

Total Manpower

Year Demand Employers’ Forecast LMA Forecast
2016 281 780 - )

2017 ] 282 144 (+0.13%)* (%r%z_gi’/f)z
2018 ] (zf 362/2)7**

| pi

Note:
*  As percentage change vs. the total manpower demand in 2016.
**  As percentage change vs. projected manpower in previous year.
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C. RECRUITMENT REQUIREMENTS

Preferred Level of Education of Employees

2.22 As revealed in the Survey, the distribution of the preferred level of education
of employees by job level is shown in Figure 6. Detailed statistics are shown in Appendix 7 -
Table 6 (Page 161).

Figure 6: Preferred Level of Education of Employees by Job Level, 2016 vs 2014
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Percentage

77.9% W2016
80% 68.5%
02014
60% |
40%
22.7%
13.4%
20% |
32% (60 21%  0.9% { 270 0
0% L mommm R = . . R |
N R o S oed
& &8 c,o“é% & o€
QO"?Q N s ) ‘ge& \)(\sQ
eq‘ R \ 6Q’(\\o 3 \)(\\0
ek
¢
Educational Level
Sales
Percentage
) B 2016
80% 67.3%
02014
54.6%
60% |
40.8%
40% |
27.9%
20% |
03%  02% L9% 01% 2av,  45%
0% 1 ] 1 1 1 =
Q Q ad
('66& ,6‘?9‘% 00&‘\; ?P\&\e
?OS’Q IS\ ) ‘%?S‘ . ‘5%9 o
e%‘e’e %6\\0 3\5‘\\0
ek
o
Educational Level
Part-Time Sales / Service
Percentage
W2016
80%
65.3% 02014
56.4%
60% |
39.8%
40% | 30.3%
20% |
0.4% 0.9% 11%  0.0% 28%  3.0%
0% 1 1 1 1 | s E—| 1l
N QS P Q
36\)% ’QQQ‘% oﬁ\é'bﬂ oﬂ\&&\; %(’\'\\%
S C C N
Q o o o R o R \)«:
Nl o W
ek
o

Educational Level

29



2.23 As shown in Figure 6, 45.3% of employers preferred their managerial staff to
have the senior secondary level, down from 66.6% in 2014. However, a preference of having
a higher educational level at sub-degree rose from 9.0% in 2014 to 17.6% in 2016. Whereas,
the percentage of first degree / postgraduate up from 19.3% in 2014 to 32.2% in 2016.

2.24 It is noted that 72.5% of employers preferred the supervisory staff to have the
senior secondary level, up from 67.6% in 2014. However, there is a notable drop in the level
of junior secondary from 19.9% in 2014 to 3.7% in 2016. In addition, the preference at the
sub-degree level rose from 4.8% in 2014 to 16.1% in 2016 and that for the first degree /
postgraduate rose from 3.1% in 2014 to 4.7% in 2016.

2.25 It is noted that 77.9% of employers preferred the operative / clerical staff, to
have the Senior Secondary level, up from 68.5% in 2014. However, the percentage of
preference in the junior secondary down from 22.7% in 2014 to 13.4% in 2016.

2.26 For the sales staff, 54.6% of the employers preferred they have the senior
secondary level, down from 67.3% in 2014. However, the percentage of preference at the
junior secondary level rose from 27.9% in 2014 to 40.8% in 2016.

2.27 For the part-time sales / service staff, 65.3% of the employers preferred they

have the junior secondary level or below, up from 56.4% in 2014. However, the preference at
the senior secondary level down from 39.8% in 2014 to 30.3% in 2016.

Preferred Relevant Years of Experience

2.28 Employers’ preferred relevant years of experience of employees are
summarised in Figure 7. Detailed statistics are shown in Appendix 7 - Table 7 (Page 162).

Figure 7. Preferred Relevant Years of Experience by Job Level, 2016 vs 2014
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Part-Time Sales / Service
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2.29 As shown in Figure 7, 40.0% of the employers preferred their managerial staff

to have “3-6 years” relevant experience, down from 44.1% in 2014. However, there was a
tendency in lifting up the requirement as the percentage of the preference in “6-10 years” and
10 years or more” rose to 36.3% and 18.8% respectively.

2.30 Similar to the 2014 Survey, most of the employers preferred the supervisory
staff to have “3-6 years” relevant experience. However, it was noted that the preference in
“6-10 years” rose from 11.8% in 2014 to 15.3% in 2016 and that in “1 - 3 years” down from
28.7% in 2014 to 24.6% in 2016.

2.31 For the operative / clerical support staff, most of the employers preferred they
have 1-3 years’ relevant experience. However, the preference in “less than 1 year” down
from 39.9% in 2014 to 26.8% in 2016.

2.32 Similar to the 2014 Survey, most of the employers preferred their sales staff to
have “1-3 years” relevant experience. Nevertheless, the preference in “less than 1 year” rose
from 25.8% in 2014 to 29.4% in 2016. For the part-time sales, the preference in “less than 1
year” registered the highest percentage at 89.3% in 2016, rose slightly from 88.0% in 2014.
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D. AVERAGE MONTHLY WAGE RANGE

2.33 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 average monthly wage range by job level is shown in Table 9. Detailed
statistics are shown in Appendix 7 - Table 8 (Page 163).

Table 9: Average Monthly Wage Range by Job Level in 2016

Under |$10,001- $15,001- | $20,001- | $30,001-| Over

Job Level $10,001 | $15,000| $20,000 | $30,000 | $50,000 | $50,000 | UNSPecified | Total
Managerial 0 345 1869 | 5402 3075 840 | 4083 15614
Supervisory 57 5622 | 9759 | 6765 357 0 4024 26 584
Sales 15825 | 64787 | 32061 | 4209 43 0 16527 | 133452
Operative / 657 4874 | 2015 675 175 0 490 8 886

Clerical Support

Part-time Sales /

. 30 870 1287 45 0 0 0 16 225 48 427
Service
Total 47 409 76915 | 45749 | 17051 3650 840 41 349 232 963
2.34 Most of the employees earned an average monthly wage range of $20,001-

$30,000 at the managerial level, $15,001- $20,000 at the supervisory level, $10,001-$15,000
at the operative / clerical support level and sales level, and under $10,001 at the part-time
sales / service level.
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E. TRAINING REQUIREMENTS

2.35 Attention should be paid to the figures relating to the training requirements as
only companies with employment size of five persons or above (12.9%) were required to
answer the questionnaires on training questions during the survey. Detailed statistics are
shown in Appendix 7 - Tables 9, 10, 11 (Pages 164 - 166).

Training Needs in 2016 vs 2014

2.36 Upgrading skills and rising the status and professionalism of retail
practitioners is vital to the long-term competitiveness of the industry. In 2016, 104 884
training places were provided or sponsored by employers. The top three subject areas in
training needs in 2016 were “Selling Skills / Product Knowledge”, “Customer Service /
Complaints Handling” and “Coaching Skills / Team Work / Communication”.

2.37 Owing to the change of the questionnaire design, the total number of training
places and the number of training places for some subject areas cannot be directly comparable
between the 2016 Survey and the 2014 Survey. Nevertheless, the training number of the
subject areas in “E-commerce” registered a remarkable growth (+1 787.0%), followed by
English (+78.1%) and Putonghua (+44.5%). It reflects that the retailers had been well aware
of the Omni-channel opportunities in Hong Kong retail market by developing and deploying
Omni-channel strategies for sustaining their competitive advantage. In addition, the language
proficiency in English and Putonghua was also considered important in dealing with the
visitors from overseas countries and the Mainland.

Training Needs in 2017 vs 2016

2.38 In 2017, employers would continue to invest resources in staff training and
development to upgrade the standard and professionalism of the retail workforce. The
number of training places to be provided and sponsored by employers in 2017 would be
103 261, down by 1 623 (-1.5%) as compares with 104 884 in 2016.

2.39 The growth in training places of the top three subject areas related to the trade
specific skills would be “IT and Applications” (+10.0%), “Shop Display / Visual
Merchandising” (+9.3%) and “Merchandising and Purchasing” (+8.2%). It reflects the
importance of internet retailing in the digital world, effective display techniques to enhance
store image and effective procurement strategies for getting the best deal and products for the
companies and customers.

2.40 In addition, there would be a growth of 5.8% in training places of other subject
areas, such as the occupational health and safety, first-aid, fashion global trend, fashion mix-
and-match skills, creativity, make-up skills, emotional management, identification of fake
banknotes, Trade Descriptions Ordinance, Competition Law, warehouse forklift training,
Japanese and Korean.
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241 The comparison on the growth of training places by subject area is shown in
Table 10 and Figure 8.

Table 10: Training Places to be Provided / Sponsored by Employers

2017 vs 2016
. 2017
Subject Area 2016 Change
Forecast

1. Managerial / Supervisory Skills / 2974 2 686 -288 (-9.7%)

Strategic Management
2. Customer Service / Complaints Handling 31134 31746 +612  (+2.0%)
3. Selling Skills / Product Knowledge 46 907 46 154 -753 (-1.6%)
4. Coaching Skills / Team Work / 9353 8793 -560 (-6.0%)

Communication
5. Shop Display / Visual Merchandising 2531 2767 +236  (+9.3%)
6. Merchandising and Purchasing 171 185 +14  (+8.2%)
7. Logistics / Inventory Management / 406 411 +5  (+1.2%)

Supply Chain Management
8. IT and Applications 2159 2374 +215 (+10.0%)
9. E-Commerce 434 84 -350 (-80.6%)
10. Marketing 497 178 -319  (-64.2%)
11. Putonghua 2195 2106 -89 (-4.1%)
12. English 2 583 2149 -434  (-16.8%)
13. Personal Development 757 684 -73 (-9.6%)
14. Others 2783 2944 +161  (+5.8%)

(Occupational health and safety, first-aid,

fashion global trend, fashion mix-and-match

skills, creativity, make-up skills, emotional

management, identification of fake banknotes,

warehouse forklift training, Trade Descriptions

Ordinance, Competition Law, Japanese and

Korean.)

Total 104 884 103 261 -1623  (-1.5%)
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Figure 8: Distribution of Training Places by Subject Area

2017 vs 2016
Subject Area
. . . . 2686
Managerial / Supervisory Skills / Strategic Management 2974
31746
Customer Service / Complaints Handling 31134
. . 46 154
Selling Skills / Product Knowledge 46 907
. . Lo 8793
Coaching Skills / Team Work / Communication
9353
Shop Display / Visual Merchandising
Merchandising and Purchasing
Logistics / Inventory Management / Supply Chain Management
IT and Applications
E-Commerce
Marketing
Putonghua
m2017
English
02016
Personal Development
Others 2944
2783 | , ,
0 10000 30000 40000 50000

36

Training Places

60000



242

2.43

Of the 103 261 training places to be provided in 2017, 89 412 (86.6%) will be
fulfilled by in-house training and 13 849 (13.4%) will be fulfilled by external training.

The distribution of external training places by subject area in 2017 is shown in
Table 11 and Figure 9.

Table 11: External Training Places in 2017

Subject Areas

Number of
External Training
Places Needed

Percentage of
Total Number of
Training Places

1. Managerial / Supervisory Skills / 324 12.1%

Strategic Management '
2.  Customer Service / Complaints Handling 3 086 9.7%
3. Selling Skills / Product Knowledge 5192 11.2%
4.  Coaching Skills / Team Work / Communication 1102 12.5%
5. Shop Display / Visual Merchandising 92 3.3%
6. Merchandising and Purchasing 12 6.5%
7.  Logistics / Inventory Management / Supply Chain 12 2.9%

Management
8. IT and Applications 261 11.0%
9. E-Commerce 0 0.0%
10. Marketing 20 11.2%
11. Putonghua 1417 67.3%
12. English 1375 64.0%
13. Personal Development 267 39.0%
14. Others 689 23.4%

(Occupational health and safety, first-aid, fashion global

trend, fashion mix-and-match skills, creativity, make-up

skills, emotional management, identification of fake

banknotes, warehouse forklift training Trade Descriptions

Ordinance, Competition Law, Japanese and Korean.)

Total 13 849 13.4%
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Figure 9: External Training Places by Subject Area in 2017
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Priority in Taking Courses Recognised by the Qualifications Framework
2.44 As revealed in the Survey, 219 out of 5128 companies indicated that they

would take priority to select those courses recognised under the Qualifications Framework
when sponsor or provide training to their staff.
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Pre-employment Training for Frontline Sales Staff

2.45 Pre-employment training refers to training provided to people before they enter
the workforce in a particular industry. As revealed in the Survey, 20.1% of employers
indicated the pre-employment training was either ‘Pre-requisite’ or ‘Preferred’, following the
downward trend of past years (21.4% in 2014 vs 22.7% in 2012 vs 32.1% in 2010). The
figure indicated that employers did not have a strong preference to hire already-trained
employees.

2.46 The top three branches registered with the need for pre-employment training
for frontline staff were “Supermarkets” (46.5%), “Medicines & Cosmetics” (43.9%) and
“Jewellery” (40.6%). The distribution of the pre-employment training for frontline sales staff
by branch in 2014 and 2016 is shown in Figure 10. Detailed statistics are shown in
Appendix 7 - Tables 12, 13 (Pages 167 - 168).

Figure 10: Needs for Pre-employment Training for Frontline Sales Staff by Branch,

2016 vs 2014

Branch
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Percentage of employers who rated pre-employment training as “Pre-requisite’ or ‘Preferred”
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2.47 The subject areas in “Customer Service”, “Complaints Handling”, “Selling
Skills”, “Product Knowledge”, “Putonghua” and “English” were selected to assess the need
of pre-employment training for the frontline sales staff. The percentage of the selected
subject areas rated by the employers as either “very important” or “important” in 2014 and
2016 is shown in Table 12.

Table 12: Need for Pre-Employment Training for Frontline Sales Staff by
Selected Subject Areas 2016 vs 2014

Subject Area 2014 2016
1. Customer Service 99.7%
_ _ 91.1%
2. Complaints Handling 79.2%
3. Selling Skills 98.6%
99.1%
4. Product Knowledge 89.4%
5. Putonghua 62.1% 50.5%
6. English 53.8% 56.7%
2.48 The employers regarded that the subject areas of “Selling Skills / Product

Knowledge” (99.1%) and “Customer Service / Complaints Handling” (91.1%) had attached
weight to the pre-employment training need for the frontline sales staff.
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F. RECRUITMENT DIFFICULTIES

2.49 In this Survey, 3 031 companies had indicated whether they had encountered
recruitment difficulties or not. Of the 3 031 companies, 1 061 (35.0%) reported that they had
not encountered recruitment difficulties and 1 970 (65.0%) had encountered recruitment
difficulties. The details are shown in Table 13.

Table 13: Number of Companies - Recruitment Difficulties
in the Past 12 Months by Branch

No. Branch No Yes Total
1.  Food, Beverages and Tobacco 152 396 548
2. Supermarkets 1 26 27
3. Fuel and Transport Equipment 12 153 165
4.  Clothing, Footwear and Allied Product 259 518 777
5. Retail Sale of Consumer Goods, n.e.c. 268 471 739
6.  Department Stores 11 14 25
7. Jewellery 174 90 264
8.  Medicines and Cosmetics 34 83 117
9.  Durable Goods, n.e.c. 32 140 172
10. Telecommunications Equipment and Electrical 78 32 110
Goods
11. Retail Trade not via Stores and Mobile Stalls 40 47 87
Overall 1061 = 1970 3031

(35.0%)  (65.0%)

2.50 The Survey revealed that 67.4% of the employers had reported recruitment
difficulties for sales staff, followed by part-time sales (15.9%), operative / clerical support
staff (8.4%), supervisory staff (6.0%) and managerial staff (2.2%).

251 Most of the employers regarded that the reason for recruitment difficulties
were “candidates had more choices in the market” (30.9%), followed by “candidates found
the remuneration package and fringe benefit not attractive” (23.7%) and “candidates were
unwilling to work long working hours and on-shift” (20.7%). For details showing the
respective percentage of all reasons for recruitment difficulties, please refer to
Appendix 7 - Table 14 (Page 169).
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G. WASTAGE

2.52 Wastage rate refers to those leaving the retail industry because of change of
jobs to other sector, retirement, emigration, further studies and other causes. As revealed in
the Survey, the number of wastage was 18 808 in the past 12 months.

H. THE TRENDS

2.53 To coincide with the objective of the Survey in respect of the identification of
the development of the overall manpower and training situation of the retail trade, trends over
the past few years of several indicative parameters which warrant attention had been prepared
and given below. The trends should, at the time of interpretation, be read in conjunction with
the underlying economic environment and direct comparison is not recommended.

2.54 It is noted that the percentage of vacancies to the total manpower demand in
2016 was 3.3%, decreased slightly when compares to 3.6% in 2014. It reflects the employers
were cautious in the opening of posts amid the challenging environment.

2.55 Owing to the change of the questionnaire design, the total number of training
places and the number of training places for some subject areas cannot be directly comparable
between the 2014 Survey and the 2016 Survey. Nevertheless, the subject area of
“E-commerce” registered a notable growth (+1 787.0%), followed by English (+78.1%) and
Putonghua (+44.5%). It reflects that the retailers were well aware of the Omni-channel
opportunities in Hong Kong retail market by developing and deploying Omni-channel
strategies for sustaining their competitive advantage. In addition, the language proficiency in
English and Putonghua was also considered important in dealing with the visitors from
overseas countries and the Mainland.

2.56 The total manpower demand for the part-time sales staff in 2016 was 50 517,
rose by 7.5% as compares with 46 982 in 2014. This might due to the recruitment difficulties
of full-time sales staff and the operational need of maintaining a flexible staffing for the sake
of better management and cost effectiveness. The staff turnover rate by branch was 10.9%,
up from 9.7 % in 2014.
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(@ Total Manpower Demand

Year Total Manpower Demand
In Number Percentage Change
(from previous survey)
2000 167 813 -
2002 206 758 +23.2%
2004 206 971 +0.1%
2006 223121 +7.8%
2008 236 371 +5.9%
2010 244 651 +3.5%
2012 266 964 +9.1%
2014 282 379 +5.8%
2016 281 780 -0.2%
(b) Vacancies
Year Vacancies
As a Percentage of the
In Number Total I\/Ianpowe% Demand
2000 3121 1.9%
2002 1166 0.6%
2004 4083 2.0%
2006 4 206 1.9%
2008 5142 2.2%
2010 3724 1.5%
2012 8988 3.4%
2014 10038 3.6%

2016 9 204 3.3%
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(©) Training Needs

Year Training Needs
Estimated Training Places Percentage Change
Required in the next 12 months (from previous survey)

2000 92 411 -

2002 133 308 +44.3%

2004 158 708 +19.1%

2006 161 479 +1.7%

2008 119950 % -25.7%

2010 161 974" +35.0%

2012 270108 * +66.8%

2014 196 144 % -27.4%

2016 103 261 * N/A

Note:
# Only companies with employment size of 5 persons or above (12.9%) are required to indicate their training places.
* Owing to the change of the questionnaire design, the total number of training places cannot be directly comparable with the

2014 Survey

(d) Part-Time Sales Staff

Year Part-Time Sales Staff *
Percentage Change

In Number X
(from previous survey)

2002 19211 -

2004 25 862 +34.6%
2006 27 031 +4.5%
2008 28 848 +6.7%
2010 24 697 -14.4%
2012 35499 +43.7%
2014 46 982 +32.3%
2016 50 517 +7.5%

Note:
* Including vacancies
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(e) Staff Turnover Rate by Branch

Branch

Staff Turnover Rate
Man-times as a Percentage of
Manpower Demand by Branch

2004 2006 2008 2010 2012 2014 2016
Food, Beverages and Tobacco 21.1% 16.4% 104% 9.5% 9.1% 6.0% 13.1%
Supermarkets 27.9% 13.7% 139% 1.1% 23.9% 10.1% 7.8%
Fuel and Transport Equipment 14.4% 144% 109% 7.1% 39% 58% 54%
Clothing, Footwear and Allied Product ~ 30.0% 21.1% 146% 83% 14.7% 11.2% 15.9%
Consumer Goods, n.e.c. 18.3% 8.1% 92% 41% 72% 65% 7.8%
Department Stores 39.4% 10.0% 128% 83% 129% 53% 4.3%
Jewellery 20.6% 124% 118% 41% 83% 9.6% 13.0%
Medicines and Cosmetics 20.3% 13.6% 13.4% 11.2% 17.8% 17.5% 16.8%
Durable Goods, n.e.c. 27.6% 25.0% 13.1% 10.3% 6.5% 10.1% 6.6%
Telecommunications Equipment & 23.6% 21.7% 235% 12.1% 13.0% 20.7%  9.0%

Electrical Goods
Retail Trade not via Stores and mobile - - - 1.3% 32% 27% 3.1%

Stalls
Overall 23.7%  15.0% 12.7% 73% 12.1% 9.7% 10.9%
()] Staff Turnover Rate by Job Level
Staff Turnover Rate
Job Level Man-times as a Percentage of
Manpower Demand by Job Level
2004 2006 2008 2010 2012 2014 2016
Managerial 125% 10.1% 6.8% 22% 26% 25% 3.0%
Supervisory 7.2% 85% 43% 23% 61% 41% 8.6%
Operative / Clerical Support * 31.5% 18.1% 18.7% 113% 144% 51% 4.2%
Sales - - - - - 16.9% 18.6%
Note:

*  The post of sales was integrated into the level of operative / clerical support in and before 2012
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SECTION I

RECOMMENDATIONS

3.1 The retail industry is a key service industry in Hong Kong. The Training
Board believes that upgrading skills and raising the status and professionalism of retail
practitioners is vital to the long-term competitiveness of the industry. Hence, the Training
Board has made a number of recommendations on training needs for the retail trade.

Employers

3.2 The short to medium term business outlook of the retail trade in Hong Kong
will be full of challenges. To stay ahead in the industry, it is essential to acquire the best
practices, latest methods and updated technology through continuous training. The Training
Board is of the view that the staff training should not be viewed as a burden to the operations
as more effective and efficient service and product delivery results in higher customer
satisfaction.

3.3 The Training Board regards that effectiveness of training relies very much on
employers’ support. As an incentive to encourage employees to attend and complete training
courses, employers are advised to offer various incentives, such as providing time off,
monetary subsides or promotion opportunities wherever possible.

3.4 Developing employees at all levels is essential to provide a consistent level of
customers satisfaction over time. Top performers and potential employees should attend
advanced trainings that may be associated with career advancement. The offering of
progressive advancement with promising opportunities in career advancement demonstrates
confidence in staff, prepares succession of manpower pool and retains talents for the
companies.

Employees

35 To capitalise on the efforts and resource pooled by the other stakeholders most
effectively, the mindsets of the employees are equally important. They should strive to
develop a vision and be aware of the importance of life-long learning. Employees have to
face the changing needs of the trade in order to stay in a competitive and volatile retail
industry.

3.6 With the abundance choices of courses providers in the market, the Training
Board advises that employees should exercise prudence when selecting course providers for
ensuring quality training.

Government Support

3.7 For those companies with little and no resources for training, the Skills

Upgrading Scheme Plus (SUS Plus) and Continuing Education Fund (CEF) funded by the
HKSAR Government provide financial assistance for in-services training to meet the skills
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requirement of the industry. Hence, the Training Board supports the continuation of these
financial measures to help the trade.

3.8 Since the launch of the Earn and Learn Scheme in July 2014, it has developed
an effective platform to recruit senior secondary school leavers who are interested in pursuing
their careers in retail sector through in-class learning and on-the-job training. The Training
Board is of the view that the government support with funding on a continued basis is crucial
for the sustainable manpower development of the retail trade.

Training Service Providers

3.9 Training services providers are advised to keep designing more courses with
multiple training modes so as to offer more flexibility to those employees who could not
attend training programs due to the need of working long hours or on-shift. Training in trade
specific skills like “E-commerce”, “IT and Applications”, “Shop Display / Visual
Merchandising” and “Merchandising and Purchasing” are highly recommendable as it is of
vital importance to develop internet retailing in the digital world, raise the store image and get
the best deal and products for the companies and customers. To achieve this, companies
could consider inviting some training providers to develop tailor-made training courses for
their employees.

3.10 Apart from in-service training, pre-employment training such as internship and
placement opportunities could help students to acquire the essential knowledge and skills for
easier adaptation to the job after graduation.

3.11 The Training Board acknowledges the need to keep track of the changing
patterns of the retail products, technology and customer demands locally, and internationally.
The training curriculum and syllabus of training providers should then be reviewed and
updated to keep abreast of the latest trends and development.

Quialifications Framework

3.12 The Qualifications Framework (QF) for the retail trade would help to provide a
set of comprehensive and systematic benchmarks for the skills, knowledge and attributes
required for properly performing the duties of various positions in retail trade. Another set of
Specification of Competency Standard (SCS) in “E-Business” for the retail industry has been
launched. The Training Board recommends that employers should encourage staff to pursue
continuing education and training with reputable organizations and implement QF accredited
in-house training for their staff. It could enhance the employees’ vocational competencies
and lifelong development which in turn will ensure a continuous supply of quality manpower
for the retail industry and the society as a whole.

Recognition of Prior Learning
3.13 The Recognition of Prior Learning (RPL) enables employees to receive formal
recognition of their knowledge, skills and experience already acquired. It serves as an

effective mechanism to strengthen competitiveness of retail practitioners and helps promoting
company image.

47



Publicity and Manpower Surveys

3.14 The Training Board will continue to support the experience-sharing, seminars,
workshops for the employees in the industry. In addition, manpower surveys should continue
to be conducted with a view to bringing stakeholders to a better understanding of the
manpower situation in the retail trade and be proactive in taking appropriate actions in
anticipation of forthcoming changes.
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SECTION IV

SCOPE AND METHODOLOGY OF SURVEY

A RETAIL TRADE TRAINING BOARD

The Training Board

4.1 The Retail Trade Training Board of the Vocational Training Council is
appointed by the HKSAR Government to be responsible for, among other duties, assessing
the manpower situation and training needs in the retail trade and recommending to the
Vocational Training Council measures to meet these needs. The Training Board’s Terms of
Reference and its Membership List are shown in Appendix 1 and Appendix 2 (Pages 52 - 53).

Working Party on Manpower Survey

4.2 Under the Training Board, a Working Party had been formed to manage and
guide the survey in the processes of questionnaire design, sampling, data analysis and
reporting, with the assistance of the Census and Statistics Department. Membership of the
Working Party is shown in Appendix 3 (Page 54).

In-Depth Interviews

4.3 Several in-depth interviews had been conducted to collect views on the
outlook of the economic and manpower perspective of the Industry. The list of the In-Depth
Interviews participants is shown in Appendix 4 (Page 55).

Improvements Made on Survey Questionnaires

4.4 It was suggested that the contents of the survey questionnaires be improved on
the following aspects:

Companies with “4 persons or below” and “5 persons or above”:

i)  To subdivide the average monthly wage range of $10,001 - $20,000 into
two levels (i.e. $10,001 - 15,000 and $15,001 - $20,000);

i)  To classify the preferred levels of education into “Junior Secondary”,
“Senior Secondary”, “Sub-degree”, “First Degree” and “Postgraduate”.

Companies with “5 persons or above”:

i)  To re-group some of the training aspects by combining the subject areas
of “Customer Service / Complaint”, “Selling Skills / Product
Knowledge” and separating the subject areas of “Marketing”, “Shop
Display / Visual Merchandising” and “Merchandising and Purchasing”
as the standalone items.
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4.5 The Training Board is of the view that the above changes would result in an
improvement in the quality of data collected and better fulfill the purpose of identifying both
the manpower and training needs of the retail trade, thus enabling different stakeholders to
take appropriate actions, if required.

B. SCOPE, PROCEDURES AND RESPONSE RATE

Scope of the Survey

4.6 Out of the 39 812" registered companies in the retail industry, a sample
comprising 909 companies covering 11 branches was selected by the stratified random
sampling method, broken down according to the table below:

Branch Sample Size

1.  Food, Beverages and Tobacco 114
2. Supermarkets 31
3. Fuel and Transport Equipment 58
4.  Clothing, Footwear and Allied Product 154
5. Consumer Goods, n.e.c. 119
6. Department Stores 29
7. Jewellery 44
8.  Medicines and Cosmetics 55
9.  Durable Goods, n.e.c. 65
10.  Telecommunications Equipment & Electrical Goods 41
11.  Not via Stores and Mobile Stalls 199

Total 909

Note:
*  The figure of 39 812 refers to the number of registered companies at company level based on the record of Central Register of
Establishments (CRE) excluding those inactive companies in the trade. The total size of the trade in 2016 was 45 086.
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Procedures of the Survey

4.7 A Briefing Session was held on 5 October 2016. The main purpose of the
Session was to brief fieldwork officers of the Census and Statistics Department (C&SD) on
the manpower situation and the nature of various jobs of the retail trade. Also, it helped the
officers to have a better understanding on the retail sector before they carried out the
fieldwork.

4.8 The fieldwork took place in October 2016 and the followed-up field work with
non-respondents was completed in early March 2017 under the supervision of the C&SD.

4.9 The Survey documents including the covering letter, questionnaire,
explanatory notes and job descriptions were sent to each sampled company before the
commencement of the fieldwork. The survey documents are shown in Appendix 5
(Pages 56 - 77).

4.10 Interviewing officers from the C&SD visited the sampled companies to assist
the completion of questionnaire and to ensure proper collection of information. The
completed questionnaires were scrutinized, coded and where necessary verified with the
respondents in case of doubt. The survey data collected were then processed and tabulated by
the C&SD.

Response Rate

411 Of the 909 companies selected, 620 completed and responded fully to the
questionnaires, 42 companies declined to answer the questionnaires, 24 responded partially,
and the effective response rate of the survey is 93.9%. For the rest of the companies were
either non-contactable, were not engaged in retail trade or had merged, moved, ceased
operation or closed down.

Acknowledgement

4.12 The Training Board wishes to thank the Census and Statistics Department for
supervising the fieldwork and processing the survey data.
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10.

11.

12.

13.

14.

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 development of vocational
education and training facilities to meet the assessed manpower demand.

To advise the Hong Kong Institute of Vocational Education (IVE) and Pro-Act Training
& Development Centres on the direction and strategic development of their
programmes in the relevant disciplines.

To advise on the course planning, curriculum development and quality assurance
systems of IVE and Pro-Act Training & Development Centres.

To prescribe job specifications for the principal jobs in the industry defining the skills,
knowledge and training required.

To advise on training programmes for the principal jobs in the industry 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 vocational education and training 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 vocational
education and training in the industry.

To organize seminars/conferences/symposia on vocational education and training for
the industry.

To advise on the publicity relating to the activities of the Training Board and relevant
vocational education and training programmes of VTC.

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.

52



RETAIL TRADE TRAINING BOARD

Chairman
Dr KWAN Mun-yee, Stella

Vice-Chairman

Mr WA Yau-on, Angus

Members

Ms Ada CHAN

Mr Calvin CHAN

Ms CHOI Pui-shan, Albe
Ms CHOW Wai-yee, Winnie
Mr CHOY Jing-man, lan
Mr LAU Hak-bun, Dennis
Ms TSE Man-fung, Carrie
Mr TSOI Chung-kin

Ms WONG Nga-lai, Alice
Ms YU Lai-yiu, Ruth

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

Secretary

Ms WONG Szee-ving, Venus

Membership List
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Appendix 3

WORKING PARTY

ON THE 2016 MANPOWER SURVEY OF THE RETAIL TRADE

Convener

Mr WAI Yau-on, Angus

Members
Mr Fredrick KWONG
Ms TSE Man-fung, Carrie
Dr Geoffrey TSO
Mr Chris WU
Ms Ruth YU
Ms KEA Chi-shun, Josephine
Ms LI Wing-sheung, Shirley

Mr WONG Tat-lam, William

In Attendance
Mr FUNG Yan-kin, Kenneth

Mr KWOK Ming-lok, Eddie

Secretary

Ms WONG Szee-ving, Venus

Membership List

(Fairton International Group Limited)

(Chow Sang Sang Holdings International Limited)
(Pizza Hut Hong Kong Management Limited)
(City University of Hong Kong)

(Fung (1937) Management Limited)

(Hong Kong Retail Management Association)
(Mocational Training Council)

(Hong Kong Institute of Vocational Education)

(Business Services Centre)

(Census & Statistics Department)

(Census & Statistics Department)

(Mocational Training Council)
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Appendix 4

IN-DEPTH INTERVIEWS
FOR THE 2016 MANPOWER SURVEY OF THE RETAIL TRADE

List of Participants

Ms Alice CHAN (DFS Group Limited)

Ms Helen CHAN (Fairton International Group Limited)

Ms Cinder CHAN (CSL Mobile Limited)

Mr Stephen CHUNG (Chow Tai Fook Jewellery Company Limited)
Ms Melly HO (S. Culture International Holdings Limited)

Ms Winnie WONG (Parsons Music Limited)
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Vocational Training Council B % 2l % /5 Appendix 5

Headquarters (Industry Partnership) #3# 5 & (1T ¥4 F)

30F, Billion Plaza Il, 10 Cheung Yue Street, Cheung Sha Wan, Kowloon, Hong Kong
ERNERDEBRMEF L0 EREFE2H301

www.vitc.edu.hk

(852) 2904 7843

(1) in RT/4/2 (2016)

VTC

3 October 2016

Dear Sir/Madam,

2016 Manpower Survey of the Retail Trade

I am writing to request your cooperation in completing the 2016 Manpower
Survey to be conducted by the Retail Trade Training Board of the Vocational Training
Council (VTC) during the period from 17 October 2016 to 16 November 2016.

The Retail Trade Training Board Members are appointed by the Chief Executive
of the Government of the Hong Kong Special Administrative Region to determine the
manpower demand including the collection and analysis of relevant manpower statistics and
advise manpower training for the retail trade.

The purpose of this survey are to collect information on the latest manpower
situation and recommend appropriate manpower training for the retail trade. Your response
to this survey is crucial to its success and the manpower statistics would also help your
company to formulate the manpower, business and training development plans in the
upcoming years.

During the survey period, an officer from the Census and Statistics Department
(C&SD) will contact and assist you or your authorised representative to complete the
questionnaire and the information collected will be handled in strict confidence.

------ Please find attached a copy of the Questionnaire (Appendix A), the

------ Explanatory Notes (Appendix B) and the Descriptions of Principal Jobs (Appendix C) for
your reference and completion.  Should you have any questions in connection with the
survey, please feel free to contact the Manpower Statistics Section of C&SD at 2116 8301.

Thank you for your participation in this survey.

Yours faithfully,

L
(7
!

[

(Stella KWAN)
Chairlady
Retail Trade Training Board
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IS

&

o

-

[«

©

10.

11

12.

13.

14.

15.

16.

17.

18.

19.

20.

21.

22.

23.

24,

25.

26.

27.

28.

29.

30.

3L

Part |

E- 1728
(A) (8) © (©) (E) " (©)]
Job No. of No. of Forecast Preferred
Average Employees Vacancies No. of Preferred Relevant
TfF Monthly asat asat Employees as at Level of Years of
Wage Range 17.10.2016 17.10.2016 October 2017 Education Experience
[S3ERE| 1£20164 1£20164 THT REEAD | REHAN
THMRERE 10H17H 10H17H | 1£20174:10H HEEE | MEEEE
[[H=VN 3 HYZE AR HIRE NI
Title Rec. Job Code Code(B) Code(F) Code(G)
T Type | Hkfir4wa%E “RIE(B) HR5(F) HRR(G)
(See Appendix C) (SEIHIEHC) 8-10 1 12-15 16-18 19-22 23 2

Managerial Level (including Senior and Assistant Managers) K&K (FuiE =4k & BhEE (E5)

General Manager

sz 2 1|11 I I I
Operations/Retail Manager
g segm 2 |1]1]2 | 1 | | | | | ]
District/Area Manager
|nE, rEgE 2 |[1]1]3 | 1 | | | | | ]
Store Manager
N [ 2 [1]1]4 L | L
Marketing Manager
| st 2 [1]1]s | 1 | | | | | ]
Sales Manager
s 2 |1]1]6 I I A
Customer Services Manager
|ermss 2 |1]1]7 I I A
Head of Merchandising; Buying Manager
ersmr e 2 |1]1]8 | 1 | | | | | |
Logistics/Distribution/Warehouse Manager
|t smen, o 2 |1]1]9 I I I
Training Manager
b s 2 [1]2]o0 | 1 | | | | | |
Visual Merchandising Manager
B 2 |1]2]1 I I I
E-commerce Manager
T R 2 |1]2]2 L | ] L]
Owner/Sole Proprietor/Working Partner

B TEYEE 2 |1]o|s8 N O I O
Other Managers (please specify titles)
AR A B (R 2 [1]o9]9 | | | | | [ | |

Supervisory Level (including Senior and Assistant Supervisors) F{E4k(RIEBLRK

BEE(E)

Store Supervisor

A SEEE 2 |2|1]1 | [ | | | [ [ |
Visual Merchandising Supervisor

RS (T 2 |2|1]2 | [ | | | [ [ |
Logistics/Distribution/Warehouse Supervisor

Pyt b BT 2 |2|1]3 I O
Public Relations/Advertising Officer

SR BT 2 |2|1]4 I O
Customer Services Supervisor

EEEEELE 2 |2|1]s I O
Merchandiser/Buyer

LT 2 |2|1]s I O
Training Officer

BRI 2 |2|1]7 | [ | | | [ [ |
E-commerce Supervisor

BT 2 |2|1]s I O
Other Supervisors (please specify titles)

o B GHRRYIIBE) 2 |2]9]9 [ 1 | | | [ | |
Sales Staff BEE

Senior Sales Staff

B LR 2 [3]1]1 | [ | | | L[]
Junior Sales Staff

WA 2 [3|1]2 | [ | | | | | |
Operative/Clerical Support Level BEBIA B /SCE%

Stock/Purchasing Clerk

128 AT 2 [3]1]3 L[| | | [ [ |
Stock Assistant

fr s 2 |3]1]4 I I I
E-commerce Assistant

T 2 |3|1]s | [ | | | [ [ |
Visual Merchandising Assistant

e 2 |3|1]s | [ | | | [ [ |
Other Clerks/Supporting Staff (please specify titles)

LB BB S (AT 2 13]9]9 [ 11 [ | [ | |
Part Time Sales/Service Staff FRELES BES

Part Time Sales/Service Staff

Yo 6T 2 [4]1]1 I A O O

[ |

Coding Descriptions
EIRE
Column (B)
(B)ffi

Enter in Column (B) the employee's average monthly
wage range according to the following codes:
IR R P THIEE - 1 YIRS
SHAB)HIN

Code Average Monthly Wage Range
wE  BAPETHEREE
1 Over $50,0000/ |
$30,001 - $50,000
$20,001 - $30,000
$15,001 - $20,000
$10,001 - $15,000
Under $10,001 LT

o o s W N

Column (F
(P

Enter in Column (F) the preferred level of education
for employees according to the following codes:

R E B EANBERE - 5 FYIREREA
(PR

Code
GRS

Preferred Level of Education
HANEERE

1 Postgraduate Ff ¢
(Higher degrees (e.g. master degrees) or equivalent)
(FEE i (AORE-LEM ) SREISFEETRL)

2 First Degree £2+-£2{i1
(First degree or equivalent)

BBy RIEHERL)

3 Sub-degree B2
(Associate Degree, Higher Diploma, Professional
Diploma, Higher Certificate or equivalent)
(RIS ~ @4 ~ B8 -
SHEEE  MESHERY)

4 Senior Secondary &4
(Secondary 4-6, Diploma, Hong Kong Diploma
of Secondary Education or equivalent)
(FPruz N ~ 38 - BEPEUS
WAFHEEL)

5 Junior Secondary #/]1
(Secondary 1-3 or equivalent)

(h—=h= - NEFHERE)

Column (G)
(G

Enter in Column (G) the preferred relevant years
of experience for employees according to the
following codes:

SRR B EARHBGEE - & FYIRESHEA
(G

Code Preferred Relevant Years of Experience
Gye  HAMMMREE
1 10 years or more
TN L
2 6 years to less than 10 years
NEETFLT
3 3 years to less than 6 years
SEBEREUT
4 1 year to less than 3 years
—HEE=ZELT
5 Less than 1 year
—FELTF

If additional lines are necessary, please tick here [] and enter on supplementary sheet(s).
SR VO SREALL O N AARAEIT RS -

WL -
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Part 11

BELY

For Full-time Employees

Z2RfER

1. Number of full-time retail trade employees in October 2015 (12 months ago).
2015410 H i (12{[ H A H = E & 56 e 8 AEL -

(@) Managerial Level

SLERLR 8

(b) Supervisory Level

B AR 12

(c) Sales Staff

BERE 16

(d) Operative/Clerical Support Level

LI YN = P 14 20

2. Number of full-time retail trade employees left in the past 12 months.

ML 12{W H BT E B (e B AL -

(@) Managerial Level

A 25

(b) Supervisory Level

FIES 29

(c) Sales Staff

ERR 33

(d) Operative/Clerical Support Level
HBHA B SLESk 37

For Part-time Sales/Service Staff

RBERR REBR

3. (@ Number of Part-time Sales/Service Staff in October 2015 (12 months ago).
201510 I (12{E H AN HIR E B B IR S AR -

(b) Number of Part-time Sales/Service Staff left in the past 12 months.
HEFEI2EHNBER SR E B B IR E A -

61

LIl L1

42

LIl L1

47

For Official Use Only

IERRREE
Est. No.
ER No.

24

41

[

46

2




Employees’ Whereabouts After Leaving the Company

BEREE R

4. Number of full-time retail trade employees leaving your company during the past 12 months by whereabouts:

B (L PR 2 IR B IR B (A5 )

@

(b)

©

(d)

O

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

WEHETEEARENTE (EREAIE)

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

WEETE RN TE (ERERAIE)

Emigration, retirement or further studies
MR~ BRIREHERE

Unknown
AE1E

Others (Please specify)
HAth (EEEEEH)

Sources of Recruitment in the Industry

Hiis e BRI

Operative/Clerical

Managerial Level  Supervisory Level Sales Staff Support Level
A T4k BEE L PN = P =t
L[| Ll [ | L[| L[|
52 55 58 61
L[| Ll [ | L[| L[|
64 67 70 73
L[| L[| Ll 1| Ll 1|
76 79 82 85
L[| Ll [ | L[| L[|
88 91 94 97
L[] L[| Ll 1] Ll 1]
100 103 106 109

5. Number of retail trade employees recruited to fill the new or existing posts during the past 12 months by source:

TS DUE R B A B A 2 BRI B B (R BB (AR D

@

(b)

©

(d)

©)

Managerial Level
IR

Supervisory Level

ELEER

Sales Staff
BEE

Operative/Clerical Support Level

Sources of Recruitment

s B ZOR
Number of Number of
Employees Recruited Employees Recruited
with Retail Trade without Retail Trade
Experience Experience
HEEELEN N EEBEFELERHY
L= YN ST = U4

:
:

112 115

:
:

118 121

:
:

124 127

:
:

HHEIA B SLE) 130 133
Part-time Sales/Service Staff

FMEEE RSE 136 139

For Official Use Only Q4 |_| |_| |_| |_|

AT ZREE S

142 143 144 145

L

146
|| L
147 148

L

149
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Training
ElE:S

6. How many training (either internal or external*) places have you/will be sponsored or provided to full-time retail trade employees on the
following subject areas?
BN EREERREED RE A TIHE B A& B s8R (RN RSME) BREEE %) ?

Past 12 Months &2 12{E H Next 12 Months &3c12{E H
Full-time Full-time Sales, Full-time Full-time Sales,
Managerial and Operative and Managerial and Operative and
Supervisory Staff Clerical Support Staff Supervisory Staff Clerical Support Staff
PR 2HEEE - RRET R, 2HEEE -
THEREE BN B KRR THEREE LEENPN= Y=
(@) Managerial / Supervisory Skills / | | | | | | | | | | |

Strategic Management 150 153 157 160
B EERTT RS EE

(b) Customer Service / Complaints Handling | | | | | | | | |

BRI / aEsE 164 167 171 174

(c) Selling Skills / Product Knowledge | | | | | | | | |

SHEERTT EEAL AR 178 181 185 188

(d) Coaching Skills / Team Work / | | | | | | |

Communication 192 195 199 202

LS ST V| N (S it s ]

T

E
:

(e) Shop Display / Visual Merchandising | | | | | | |

JEEHERY ] P e SR R 206 209 213 216

(f) Merchandising and Purchasing | | | |_L|_|_|

i 220 223 227 230

(9) Logistics / Inventory Management / | | | | | | |

Supply Chain Management 234 237 241 244
Vs frEE e

E
:

E
:

E
:

(h) IT and Applications

:

LI L]

:

LI [l

AR E 248 251 255 258

(i) E-Commerce | | | | | | | | | |_|
EFrEYE 262 265 269 272

(1) Marketing | | | | | | | | | | |
Bibisids 276 279 283 286

(k) Putonghua | | | | | | | | I | _|_|
e En 290 293 297 300

()  English | | | | | | | | | | |
HizhE 304 307 311 314

~AQ

(m) Personal Development | | | | | | |

PN 318 321 325 328

(n) Others (please specify) |_|_|_|_|

Hofih(555R0) 332 335 339 342

:
:

:
:
:

Notes * Internal training refers to an in-house training offered by the company.

BFaE - > PERESEIIE A BB Ak B4R - For Officialuseonly | | | | | |
* External training refers to a training offered by an external training provider. A B 346 348

* HNE SN A E DLOMNY S BRRE SR A 2 3114k -
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7. For each of the subject area, please indicate the relative percentage of internal and external training to be sponsored/

provided in the next 12 months.

FRLLT S5 I SREENS - S5 R A ER AR08 H = Bh 1R (A PRt R S NE s A S 5 o bE

Internal Training External Training
MNEREEN SR
(%) (%)

:
:

(@) Managerial / Supervisory Skills / Strategic Management
EHBERTT RISE 350 353

:
:

(b) Customer Service / Complaints Handling

EHFRRE / eahE 357 360

(c) Selling Skills / Product Knowledge
PHERTT,EE Gn s 364 367

:
:

:
:

(d) Coaching Skills / Team Work / Communication
Lt oS AoV | SR St ] 371 374

:
:

(e) Shop Display / Visual Merchandising
JEEPRY], P hn R AL R 378 381

:
:

(f)  Merchandising and Purchasing
P 385 388

:
:

(9) Logistics / Inventory Management / Supply Chain Management
Vi FEEE L EEE 392 395

(h) 1T and Applications
HHRH R ER 399 402

:
:

(i) E-Commerce
BTREE 406 409

:
:

(i) Marketing

:
:

TS HER 413 416
(k) Putonghua | | | |
LT 420 4
(I) English | | | |

BxE 427 430

~AQ

(m) Personal Development

EAZ R 434 437

:

s s s s s s g e[ ¢ s g sl gl

:
:

(n) Others (please specify)
H At (55:R8) 441 444

Does your company take priority to select those courses recognised under the Qualifications Framework when
sponsor or provide training to your staff?

HAEFER SR B G oes A T - A8 % RS AT r R R B

Yes No
[] e []

H

|:| Not Applicable
A i

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

HAFEHRA RARBEE R ki Afe & Bl sk 2

Yes No
[] e []

H

|:| Not Applicable
NiEH
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10. Pre-employment training refers to training provided to people before they enter the workforce or before they are
employed in a particular industry. What is your view on pre-employment training for front-line sales persons?

PRERTEEE ) 5 RIS FETRE LFI AL - SREATRATIISR - (Rl B A BT A R R 2

|:| Pre-requisite (please go to Q.11)
450 PVHGHEEBLLE)

|:| No comment (please go to Q.12)

452 RARBRGEGES

127H)

L]

451

L]

453

Preferred (please go to Q.11)
HEGEEHLLE)

Not necessary (please go to Q.12)
FEEGEEF12HE)

11. Which types of training you think a front-line sales person needs to acquire before employment?

(Please tick in the box with appropriate level of importance.)

Re8 Ry 4R oH & N B ABRRTZRBEZRLETISR 7 (R EEMEN e @I iE "™ %)

@)

(b)

©

(d)

()

(f)

©)

(h)

0]

0)

(k)

0]

(m)

(n)

e

Managerial / Supervisory Skills /

Strategic Management

EHBERDT RS EHE

Very Important Important Not Very Important Not Necessary
+orE HE AREE AR
455 456 457 458

Customer Service / Complaints Handling |:|

BEERE atm

Selling Skills / Product Knowledge

HERTT /Al

Coaching Skills / Team Work /

Communication

459

L]

463

L]

467

BEEHRSEDT ER IR ERTT

Shop Display / Visual Merchandising |:|
JE &R, P En S R

Merchandising and Purchasing

PRI

Logistics / Inventory Management /

Supply Chain Management
Yim FEEH e

IT and Applications
HRH R EH

E-Commerce

BETHHE

Marketing
i E

Putonghua
LT

English

HiEE

Personal Development

(PN JE

Others (please specify)
HoAh(FEERAA)

471

[]

475

[]

479

[]

483

a1 IN IN I I
S © © © I

5
S
N

[]

460

L]

464

[]

468

[]

472

L]

476

[]

480

o o IS IS IS IS
<) o © © <) <

(o)
o
[e°)

L] []

461 462
L] [
465 466
[] []
469 470

[] []

473 474
L] [
477 478
L] []
481 482

1 ] S S S S
o o © © @ e}
(53] = ~ w © ol
a1 (4] S S S S
o o © (=] © e
(2] N o sy o (2]

(o2}
o
o
a
ey
o
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Difficulties Encountered in Recruitment

EElilas]

12. Did your company encounter any difficulties in recruitment of retail trade employees in the past 12 months?
(Please tick as appropriate)
» BAEEEEEERREEBETREA BTN ?
(FEEEE QIS N Ev5E)

|:|No

(End of questionnaire. Thank you.)

BAMESE - ZHETE )

|:| Yes (please go to Q.13)
HEEEH13HE)

Major Difficulties Encountered in Recruitment

FE AR

13. Please give the three most difficulties in recruitment your company encountered in the past 12 months.

sHE B A e B H ATE FI e S = TE A R -

For Official Use Only
IEHIBUE S

L

512

|:| No recruitment need
(End of questionnaire. Thank you.)

AR EEES

Z#alE )

Operative Part-time
Managerial ~ Supervisory [Clerical Sales Staff and
Level Level Sales Staff ~ Support Level _Service Staff
ST FAEER EEE HEIA B HFREEE
/LA /S RHE
@ Candidates had more choices in the market |:| |:| |:| D D
JEBEE TS B AR S 5 513 514 515 516 517
(b) Candidates lacked the relevant |:| |:| |:| |:|
skills / expertise 518 519 520 521 522
FERUCE N MEAH R R R, R
(©) Candidates lacked the relevant [] [] [ ] [ ]
experience 523 524 525 526 527
JEBEE = H B4R
(d)  Candidates lacked the relevant [] [] [ ] [ ]
academic qualification 528 529 530 531 532
JEBEE R BB ZE
(e) Candidates found the remuneration |:| |:| |:| |:|
package and fringe benefit not attractive 533 534 535 536 537
JEBCEE T8 R S i T e A 5 |
) Candidates were unwilling to work |:| |:| |:| |:|
long working hours and on shift 538 539 540 541 542
JERE R R R BB AR
(9) Candidates were lack of awareness of career |:| |:| |:| |:|
opportunities available and the career prospect in retailing 543 544 545 546 547
JERE TR AL BT R R & ST Sy R
(h) Others (Please specify) |:| |:| |:| |:|
HAth (EFEEEH) 548 549 550 551 552
(i) Others (Please specify)
HoAt () [ ] [ ] [ ] [ ]
553 554 555 556 557
For Official Use Only | | || || ||
AR 558 559 560 561 562
563

End of questionnaire. Thank you for your co-operation.
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Appendix B
For Companies with
employment size of 4 persons or less

2016 Manpower Survey of the Retail Trade

Explanatory Notes

1. Please ignore the numbers in the row immediately beneath the boxes. They are purely
for data processing.

2. Before completing the questionnaire, please read carefully the job titles and
descriptions in Appendix C.

3. 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.

Part |

4. Column “A” - Job Titles

(@) Please refer to Appendix C “The Descriptions of Principal Jobs”. Please note
that some of the job titles may not be the same as those used in your company,
but if the jobs have similar or related functions, please treat them as the same and
provide the required information in the questionnaire.

(b) Please classify an employee according to his/her main duty irrespective of any
additional secondary duties he/she may be required to perform.

(c) For other managers, supervisors or clerks/supporting staff whose duties require
retail training, please specify their titles and fill in column “C” to column “E”
accordingly.

5. Column “B” - Average Monthly Wage Range

Please enter the appropriate code representing the average monthly wage range for
each type of employee(s). The monthly wage should include basic salary, overtime
pay, cost of living allowance, meal allowance, commission and bonus. If you have
more than one employee doing the same principal job, please enter the average figure.
(Please refer to “Coding Descriptions” in the questionnaire.)
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10.

Column “C” - Number of Employees as at 17.10.2016

Please fill in the total number of employees for each job title as at 17.10.2016. These
include proprietors, partners and unpaid family members working for your company.

Column “D” - Number of VVacancies as at 17.10.2016

Please fill in the number of existing vacancies for each job title as at 17.10.2016.
“Existing Vacancies” refer to those unfilled, immediately available job openings for
which the company is actively trying to recruit.

Column “E” - Forecast Number of Employees as at October 2017

The forecast of number employed means the likely number of employees for each job
title you will be employing in your company as at October 2017. If an
expansion/contraction is expected, the number given could be more/less than that in
column “C”.

Column “F” - Preferred Level of Education

Please enter the appropriate code representing the preferred level of education which
your company requires an employee in a particular position to have.
(Please refer to “Coding Descriptions” in the questionnaire.)

Column “G” - Preferred Relevant Years of Experience

Please enter the appropriate code representing the preferred relevant years of
experience which your company requires an employee in a particular position to have.
(Please refer to “Coding Descriptions” in the questionnaire.)
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Appendix B
For companies with
employment size of 5 persons or above

2016 Manpower Survey of the Retail Trade

Explanatory Notes

1. Please ignore the numbers in the row immediately beneath the boxes. They are purely
for data processing.

2.  Before completing the questionnaire, please read carefully the job titles and
descriptions in Appendix C.

3. 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.

Part |

4. Column “A” - Job Titles

(@) Please refer to Appendix C “The Descriptions of Principal Jobs”. Please note
that some of the job titles may not be the same as those used in your company,
but if the jobs have similar or related functions, please treat them as the same and
provide the required information in the questionnaire.

(b) Please classify an employee according to his/her main duty irrespective of any
additional secondary duties he/she may be required to perform.

(c) For other managers, supervisors or clerks/supporting staff whose duties require
retail training, please specify their titles and fill in column “C” to column “E”
accordingly.

5. Column “B” - Average Monthly Wage Range

Please enter the appropriate code representing the average monthly wage range for
each type of employee(s). The monthly wage should include basic salary, overtime
pay, cost of living allowance, meal allowance, commission and bonus. If you have
more than one employee doing the same principal job, please enter the average figure.
(Please refer to “Coding Descriptions” in the questionnaire.)
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10.

Column “C” - Number of Employees as at 17.10.2016

Please fill in the total number of employees for each job title as at 17.10.2016. These
include proprietors, partners and unpaid family members working for your company.

Column “D” - Number of VVacancies as at 17.10.2016

Please fill in the number of existing vacancies for each job title as at 17.10.2016.
“Existing Vacancies” refer to those unfilled, immediately available job openings for
which the company is actively trying to recruit.

Column “E” - Forecast Number of Employees as at October 2017

The forecast of number employed means the likely number of employees for each job
title you will be employing in your company as at October 2017. If an
expansion/contraction is expected, the number given could be more/less than that in
column “C”.

Column “F” - Preferred Level of Education

Please enter the appropriate code representing the preferred level of education which
your company requires an employee in a particular position to have.
(Please refer to “Coding Descriptions” in the questionnaire.)

Column “G” - Preferred Relevant Years of Experience

Please enter the appropriate code representing the preferred relevant years of
experience which your company requires an employee in a particular position to have.
(Please refer to “Coding Descriptions” in the questionnaire.)

Part Il

11.

12.

13.

Q.1 - Number of Full-time Retail Trade Employees 12 Months Ago

Please fill in the total number of full-time retail trade employees 12 months ago for
each job level.

0.2 - Number of Full-time Retail Trade Employees Left in the Past 12 Months

Please fill in the total number of full-time retail trade employees left in the past 12
months for each job level.

Q.3 - Number of Part-time Sales/Service Staff 12 Months Ago & Number of Part-time
Sales/Service Staff Left in the Past 12 Months

Please fill in the total number of part-time sales/service staff 12 months ago and those
left in the past 12 months.
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14.

15.

16.

17.

18.

19.

20.

21.

22,

0.4 - Employees’ Whereabouts After Leaving the Company

Please fill in the number of retail trade employees who had left your company during
the past 12 months by whereabouts.

Q.5 - Sources of Recruitment

Please fill in the number of retail trade employees recruited in the past 12 months by
sources.

Q.6 - Training to be Sponsored/Provided to Full-time Retail Trade Employees

Please fill in the number of training (either internal or external) places have been/will
be sponsored/provided to full-time retail trade employees in the past/next 12 months
for each subject area.

Q.7 - Relative Percentage of Internal and External Training to be Sponsored/Provided

Please fill in the relative percentage of internal and external training to be
sponsored/provided in the next 12 months for each subject area.

0.8 - Selection of Training Courses Recognised under the Qualifications Framework

Please indicate whether your company would take priority to select training courses
recognised under the Qualifications Frameworks when sponsors or provides training to
your staff.

0.9 - Training to be Sponsored/Provided to Part-time Sales/Service Staff

Please indicate whether training has been sponsored/provided to part-time sales/service
staff.

0.10 - View on Pre-employment Training for Front-line Sales Persons

Please indicate the company’s view on pre-employment training for front-line sales
persons for each subject area.

Q.11 - Degree of Importance for Different Training Needs of a Front-line Sales Person

Please indicate the degree of importance for different training needs of a front-line
sales person.

Q.12 - Difficulties Encounted in Recruitment

Please indicate whether your company encountered any difficulties in recruitment of
retail trade employees in the past 12 months.
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23. Q.13 - Major Difficulties Encounted in Recruitment

Please select the three most difficulties in recruitment your company encountered in
the past 12 months.
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Appendix C

2016 Manpower Survey of the Retail Trade

The Descriptions of Principal Jobs

Code No.

Job Title

Brief Job Description

MANAGERIAL LEVEL (incl

uding Senior and Assistant Managers)

111

General Manager

Assumes total responsibility for retail operations,
merchandising, sales and marketing functions.

112

Operations/Retail Manager

Takes charge of the overall operations and
management of stores/outlets/retail chain.

113

District/Area Manager

Takes charge of the operations and management
of a number of stores/outlets usually within a
geographical area.

114

Store Manager

Takes charge of the operations and management
of a store/outlet.

115

Marketing Manager

Plans, directs and manages marketing functions
including advertising, public relations and
corporate communications.

116

Sales Manager

Plans, directs and manages sales-related activities
aiming at maximising sales. Directly contacts
clients to promote sales.

117

Customer Services Manager

Plans, organises, directs and controls activities
relating to customer services. Contacts
customers, liaises with internal departments to
ensure provision of high standard customer
Services.

118

Head of Merchandising/
Buying Manager

Plans, organises, directs and controls
merchandising or buying activities. Assesses
market demand by carrying out market surveys or
studies. Contacts suppliers, coordinates with
appropriate departments to ensure continuity and
quality of merchandise supply.

119

Logistics/Distribution/
Warehouse Manager

Plans, directs and manages logistics/
distribution/warehousing activities to ensure
smooth operation of merchandise flow.
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Code No.

Job Title

Brief Job Description

MANAGERIAL LEVEL (including

Senior and Assistant Managers) (Continued)

120

Training Manager

Plans, directs and manages training functions.
Formulates training plans with reference to
manpower plan, identifies training needs,
delivers training programmes and monitors
training effectiveness.

121

Visual Merchandising
Manager

Develops and proposes visual merchandising
direction for the store with creative display ideas
which can enhance product and brand awareness.
Designs and proposes the store layout, space
planning and customer traffic flow to ensure the
smooth set-up and maintenance of visual
merchandising in stores.

122

E-commerce Manager

Oversees a retail company’s online sales and a
team of web designers and software developers
who create the online transaction system and the
website, responsible for conveying a consistent
brand image that attracts customers by
encouraging sales on the web.

198

Owner/Sole Proprietor/
Working Partner

Owns and runs the business.

199

Other Managers
(please specify titles)

Managers involve in personnel, accounting,
finance, IT or other administrative work.
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Code No.

Job Title

Brief Job Description

SUPERVISORY LEVEL (including Senior and Assistant Supervisors)

211

Store Supervisor

Responsible for the sale of a particular
merchandise or a range of merchandises in a
store/outlet. Checks and studies sales figures,
stock and customers’ preference and makes
subsequent recommendations. Supervises a team
of sales staff.

212

Visual Merchandising
Supervisor

Supervises and designs visual merchandise in
shop window, showcase and display inside store.
Plans and implements merchandise display in
store.

213

Logistics/Distribution/
Warehouse Supervisor

Supervises logistics, distribution and
warehousing of merchandise to achieve planned
levels of services to users and customers.

214

Public Relations/
Advertising Officer

Plans and implements marketing programmes to
promote sale of merchandise and to promote a
company’s image. Keeps close contact with the
mass media and advertising agents.

215

Customer Services
Supervisor

Supervises and implements activities relating to
customer services. Provides services directly to
customers.

216

Merchandiser/Buyer

Responsible for merchandising or buying
functions. Liaises and negotiates with suppliers
and appropriate departments to ensure continuity
and quality of merchandise supply.

217

Training Officer

Implements training plans, conducts training
programmes, maintains training records, and
arranges for training administration.

218

E-commerce Supervisor

e-Commerce

marketing
Ensures all
is current and

Implements and  coordinates
operational plans and Internet
programs of the company.
information available online
updated.

299

Other Supervisors
(please specify titles)

Supervisors involve in personnel, accounting,
finance, IT or other administrative work.
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Code No.

Job Title

Brief Job Description

SALES STAFF

311

Senior Sales Staff

Sells merchandise, provides customer service,
and/or operates 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.)

312

Junior Sales Staff

Sells merchandise, provides customer service,
and/or operates cash register in retail store.
Usually has less sales experience. (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
junior.)

OPERATIVE/CLERICAL SUPPORT LEVEL

313

Stock/Purchasing Clerk

Receives, stores and distributes supplies and
commodities.  Prepares purchase orders and
maintains records of items purchased. Compiles
and compares stock records to prepare purchase
requisitions.

314

Stock Assistant

Delivers and receives merchandise, arranges
storage, fills up shelves in warehouse and/or in
stores.

315

E-commerce Assistant

Ensures accuracy in data entry, responds 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.

316

Visual Merchandising
Assistant

Supports and performs setting up of shop
window, in store display and styling.

399

Other Clerks/Supporting
Staff (please specify titles)

Clerks/Supporting Staff involve in secretarial,
accounting, finance, IT or other administrative
work.
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Code No.

Job Title

Brief Job Description

PART TIME SALES/SERVICE STAFF

411

Part Time Sales/Service

Staff

Employed on part time basis. Sells merchandise,
provides customer service, and/or operates cash
register in retail store.
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Appendix 6

Manpower Projection of the Retail Trade for 2017-2019
Labour Market Analysis Method

Methodology

The Labour Market Analysis (LMA) Method first examines a group of key
statistical data collected by a reliable and independent authority that reflects important
changes in the local economy, demography and labour market. It then selects some of the
data as independent variables and attempts to build a statistical model that can be used to
project manpower in the economic sector under study. In other words, the model makes use
of some relevant and reliable economic indicators to project manpower demand in the short
and medium term.

2. The LMA Method has been applied to manpower projection for the retail trade
since 2002.
3. The building of a statistical model comprises two main steps. The first step is

called “Diagnostic” because two sets of statistical data are tested to select independent
variables as determinants. Set | comprises 9 core statistics in the National Accounts of Hong
Kong (e.g. Gross Domestic Products (GDP) and its components). These statistics provide
information about our key economic activities. Set Il comprises 42 economic indicators with
more disaggregate information about various economic sectors. Such information includes
consumption, investment, trade, tourism, property and related activities, and information
about the labour market, etc. From these two data sets, some determinants can be found. To
minimize Types | & Il and other errors, these determinants are statistically tested for multi-
collinearity before they are grouped into Principal Components (PCs). The second step of
statistical modeling is called “Prognostic” because PCs are used to build the statistical model
for manpower projection.

Manpower Projection for Retail Trade

4, For the retail trade, seven determinants below have been identified and
grouped into PCs.

i) Total loans and advances [LAI]

ii) Composite consumer price index [CCPI]

iii) Property price index (private domestic) [PPI]
iv) 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]

5. A method based on economic theories applied to the Input-Output (1/0) model
will be adopted. Input-output model attempts to quantify the interdependency of the various
sectors in an economy. In this I/O table, information on the economy will be presented with
all outputs in either one of the two types: production (i.e. agriculture, manufacturing, services
industries) or final demand (i.e. consumption or investment). In the I/0O model, an industry
uses certain primary inputs (e.g. labour, capital equipment) to produce outputs. The trade is
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assumed to have fixed production coefficients (i.e. constant return to scale) over the short
time span under consideration. To generate the employment effect, it is necessary to estimate
a set of labour input requirements by determining the ratio of the production (or final demand)
to the number of employees. The ratio, called employment coefficient, will represent the
number of employees needed to produce a single unit of production (or final demand).

6. In the retail trade, the retail sales in volume index is defined as the output of
the industry. Principal Component Regression is then applied to forecast retail sales in
volume index. Multiplying the employment coefficient to the projected index will give
projected manpower demand.

7. Based on the statistical model with LMA Method, the manpower demand of
the retail trade for 2017 - 2019 is projected as below:
Year Total Employers’ Forecast Projected Manpower
Manpower Demand bioy J b
2016 281 780 - -
2017 - 282 144 (+0.13%%*) 282 347 (+0.2%%*)
2018 - - 284 077 (+0.6%**)
2019 - - 287 627 (+1.2%**)

* as percentage change vs the total manpower demand in 2016
** as percentage change vs projected manpower in previous year.

79




1. TEXRINGKZEG (W " AF, ) EBIFHETE (T " gEt
By ) WhBAT 0 BY 2016 AF 10 17 HE 11 F 16 HER#ET A#EE - 5
HRBHASBIRETIE - BEXHESEREATEN > LTHZEENATIE
IR -

2. ARG AL R A PR B Pl ] %Z%%llﬂﬁ%@%m“
q] o SRRE GBI N SR =k E%Lﬁiﬁﬁmﬂﬂﬁﬁﬁﬁ&%WWE
MR TAF B B BT - ANk oy el be% o %?ﬁ&%ﬁﬁﬁﬁ%@
39 812 MI*ZERT AT > Hlﬁj%9%%ﬁ§ﬁ% HEFTHEIEH
A gEt R B - DIRET AR > MBSENAYEEE A JJED -

3. KESRH (FBELETESHE 2.0 k) > @EDHELT 11 F
Rl -

& TEER BN ]

i 2 H

1. & BUmEEE 114

2. HEkTE 31

3. PR R i S 58

4. RKY) -~ HEKAERE S 154

5. H HE 119

6. EHEAF 29

7. EBREEERN 44

8. ZEY AL ih 55

O H i F 65

10 B R M K BE BR A 41

. mEmar8ns ez 199

A 909

4. BiftEEER > EEENASU THABE REEEHERSE 7y
HEARER
5. RFENEEH RO ER (B " 3oEE , K "EEEE ) )

%939%’&ZMAﬁm7%6%@¢mtﬂ

=
* 2016 SRR BRSO ERIEE AT S SR N EIMEEL Ry 45 086 [ - HIFRN SRR R - BERCAFBHA 39 812 -

80



HHY

6. R R B D B ATl LA 7 R S
TS - B R A R O o 3 2 S 0 A R 0 [
CIEES EAC LS

Bl

7. A ENAGE BT EIRIE 2016 £ 10 H 17 H=E 11 H 16 HHEIMH
EITHIRE - IR HRHREREZ A E TR ER mR Mk - NEEERF
Rf > 777 AE T 58 A B U i o o < T TR AH B — B R ] U P 7 P 4O 1% O A P i
2 MEERAARGERNES PR FHEGRARGBMTNER
B gHER -

8. AT A PR AR AR T A SN & B U AR DUE SR 8% ¢ AL
HEFSHSET BTN e g R AT E -

BUERAERNE
9. HERNECIELL MU ¢

TREABIIARLT B CRE AR AS L (AT

) HHFYHTEREES10,001-$20,000 43 #F A Wi 4H : $10,001 -
$15,000 f1$15,001 - $20,000 ;

i) BE "HAHEEREE 08 & TOF L > TETy

TR, - 4B R THI%ER, -
TREABH AL HAT

1) BB TIIGRENE o ARSI - T E R R
RE o~ THERIT S ESAE S LT S AL
WHE - TSR, - TIEEEY e ) KT R
B -

f281 2014
— &k

o

I

10. B F G ET A RTEE  2016 FHEMSHVEE A ES
FEHVEUR EREEREE o T R 00 38 A s Y N T ET B R S S

81



EHBAIR

11. TR 2016 FURAMIE R 2.0% - {KFY 2015 ££HY 2.4%84 0 - A
i FEEGAORA(E 2016 FRUATIFEEM > 550U F M A 7 SR {E [GD P X A [F
£ 3.2% > RIJIREE =FHY 2.0%IG0E K - 55 LW AB R E RN
PR > I ESNFRRIFRY > FARLEE 2017 £ —-FEEW & - WEAEFY
B 4.3% - BE TS THINNY 3.7% Lk E—FEHY 3.2%11E - BUFTHMl 2017 4F
BRI 2.0% % 3.0% -

12. BEMS > 2016 EFRBZEH T HEN & RMERE > REFE%
AR AEHY R SE Ry 3.4% » TwEsEA R RANS 1.4% - B5 A 2017 5 > BELIEFN
MR E - REFEIVEREA R FERMBLEA 2R Al T EE 3.2%R1 1.2% -

13. TEERMBIE, (M TR(ELE, ) R 20114 5 4 1 HBEFE
B - B 2017 £ 5 H 1 Hil - (R L &K VFHEE/NE 32.5 T > #HEEF/NE
34.5 JT - HLBURERE G 12 = = & KA BT 56 (8 S AV - 5] H5 & i 5 M 5
& - Wrze A EITT SR Z MR 2= 00 - (8 EAREEREE ) - R AR I 5 Hse 5 01y
R IR - ARERREON S THSHRE AT > &S EENRAE - SHBER
PR & -

14. BE 2016 FNHIEHBIRE 415 6.7%ERE > JHZE 4 280 B AKX - N
HIRE i AREN EEARE - AGREHEIREL 76% - ZEIFELEN
KZHRETT > IR S | BRIRENEERE I > BUFE 2015 4 4 L » Ehst
HERIIERS " —B—17 ) BUR > MEITHAERAMIKRE IS —WTEEE TR > B
8.7% - BAIL[EINF » NHLERK IRE IRE) 3.5% - 28T » HIFHEENE 2017 4 1
AZE 4 AR IREANBARFHES > 48RE A\ B 2016 F[EHAE 1 3.2% -
£ 1910 8 AR > Hod ks NEEkS 3.3%MiE - A 1 440 8 AKX > MIEN
HIRE IR 3.1% % 470 B AR - EAHIRE 1 B IKE ANEBIEI 5.5% >
B 570 B AX > MBTHERKRE NG ID 1.9% > £ 870 & AKX -

15. RS HREHVHE LDERAEORT - KB E P BT R E DX -
AR B N BB RE N FRA— - B PEET K EEES) - £
BONEEE R EREARSIIRABRES - EZREEALETEBAR

16. 2016 FHRBEZEERAREERDR - HEES LK SiFA
R > CREBHERE N - MREBSHEER > ZTEHEREFE TR 8%
2016 FHIUFEEREFRYM K 2.3% - 2016 F 12 H {7 H G EF R Tk
2.9% > {HBRIEE AT H 0% - bz in iy B R 12 & H U4tk - 4£ 2016 55 =
piaETR - mE MR E EEHEE 2014 FY&EET =5 TR > HXE
2016 £ 12 Agrfe B K - WEFFR LT 2.3% - 55—J5H > 2017 4 3 H&
HRE T EN A B EERY BT 2.6%  RIFEHFT—(EH $15HY 6.2%Ek
g - HeAh - TEEEEELERMNE NRE - HEREH BT - TEHEE 3
A tdTt 3% - 1 4 A{r A RRHE 3 Hiy/ 0.1% > 2 352 {F7r - HIHEE
TG EARERGE RS > WH 2018 FIRF A &K -

82



17. PR 5% 3t 2 5 o) Al S B 55 — RS B T Y & L > il i e 7E 2016
Tl gk 50%Z%E 70% - pHi52E TG H M EH GG S > FERLREE
IRER1S L HARH AT A - FH AT E IS ZEpE R DL 30% % 40%AYHT H14E
FH - 2016 F= F EpH 5 VST &% FE EFF 3.1% > {H 2016 FFHEURFEFERENRE T
4 1.0% o FT R > HeHHEREE > Bl B AR K ZFE T - BA
2017 FEFATRZ T4 T B JJELHE S R /D15 25 o 20 M ER O T & FH F (R (4 &
o BEASEHTHEI ST ATS > WERETEHIERER > e E
FHNU N EEFHE - SHEBE ST - B HEEREANKEEH A S ER
THEE T2 mBIEREERIT AT T SNER A > S08FT ABE TSN
PR - AT AT SN M EREE XA e S im B Kiko Milano » DL 5
i Rz B 0 A Eh Ak 25 i 2 Lululemon o

18. EEA 2017 £ HHBEOIFEHREELITE  BRES B
BE > MMERNEEEERWL  THEEL  REEERE LERRBMAT
AR HY T L A AR o  TEMIEEEN TSRE ERTELRBAEEESN
55 0 /NI EIAE G BT 8 3 T R Bk HUTT B sl KOR o H PR PO A& S [pop-up
store[ ¥ A1 AL - R HEEZ G AT » 2L MR sE i (1 dmoe i) ae b
s R = F LR -

19. FRERANELEE > MDAOREERAERERETN2REETEHREA
ARE Y 2017 AEUEAL o HEASEE H A ENEYEE > 2REHEL AT
b BEREFEEHA > LHKIUIEBEENENTE FEE e EAGRES
FERRHEEIE MR > HERRARERYER - BTHNHEE > TEEOEE
R HAE G EE M > I Instagram A1 Snapchat % 2 =AY E S, - #E
BEEEER > NEEFE S H G HELHEE > DUHAISEFE - 24
M ZEMELTAHAERENTSEE > FARERZREEETEERBEE
SERAE AR — (LR -

20. Fo T IS | ABRE SRR S T > BUSHRAE 2017-18 FEESME L 2
(& 4,300 EJT > CRPEMEOCIEE - AMORAIRE - WSl E S/ NGRS
KRR e TR B sk BB ERT BB BB WRE e Gt EE R R 2 e R
o~ EEEBEEWHERES -

21. T 54 8 S 0 A R AT Y S BT 0 BB YR B BB DG UL
136 fEEZ HulE b Pk 11 BEWERTZE IR » A DIRUE R R DR
EEREHE TR RS R M ERB R DT EEMS] 113 I - HiEH
AR RA] - BE M ES - B ZEG O EEH A EH EGRIE
O Wt BAHIREDEKS D > ZEFETEEREAEN —RAREESE - &
U P R AR R SR e 2 -

&3



22. 2016 FEEAERE & g e v Um Pk L - R E R > B EEARTR]
i 1 A BB 2 AT S Y (] S Eh T RE A B 5 o JREUA B S A S E RS B R N R B A
HOHBIFER S R E - ZEROFEMRER - JIEHRE - THBEEE "5
WRE ) R EIEFRE > EHAWARKEE I EGER IR TETAUEZE - 8l
e BB I IR BT -

BRI

1L BUFSEET R

2. HHRERER

3. EBE G HEF/EEN I
4.2016-17 4% BN I BUTH 536

5.Retail Asia Business
6. 55 — KB4 I Rk | ATHY B 5%
7. A7 S

84



ABEGER

2016 -8 B A%
23 SEAET  BE 2016 4E 10 B 17 H » BEEIE 272 576 4

= Hrf1 245 003 A(89.9%) /& L HEKAE N & > 27 573 A (10.1%) fyJE £ H s Ae
N

24. FEBREABECETERIERFNRE 1Tk C (55 150
£ 153 H) » MIEEEBEABIGIEE B LIF - flaWs &gst - A&
TR EERHRL ~ fTTBUHA S8R TR R & -

25. FATHERRE 5y » 45 038 A(16.5%)¢%E " & ~ B IEE | 1T
¥~ 2R TSNS BYA 33 652 A(12.3%) ~ T PARE RE R °HYH 8 723
AN(3.2%) ~ "KWY - BEBI R E RS YA 49 304 A(18.1%) - " HAIHE
m oy BYA 51 268 A(18.8%) - "HENE , BYF 12 528 A(4.6%) - "EHREH
g, VA 14 395 A(5.3%) ~ " ZEY) R Abildn , VA 24 653 A(9.0%) - " HAth
MR, A 12 741 N (4.7%) -~ " EeH L ESREM , B9F 13 485 A
(4.9%) > M "EEERAASREE#EAEE | I9A 6 789 A(2.5%) - 1T
A& e B AniE L RE 1 -

1: BB NS (TEENE D)
({EE 48 - 272 576 L)

4
BB RN R BB B W@\;%ﬁﬁﬁjﬁ@%ﬁ
13 485. 4.9% [LJILE) H 5 ==

' 6789, 2.5%

EL At FH i
12 741, 4.7%
ELERNTCLYSS
B KA il 45038, 16.5%
24 653, 9.0%
0 g

33652, 12.3%
BRE
14 395, 5.3% .
W B i s
8723,3.2%
HEAHE
12528, 4.6%
KY) ~ HFR

AR F i AR
51 268, 18.8% 49 304, 18.1%

85



26. R E] 77 0 15 614 A (5.7%)E«EH &R ~ 26 584 A (9.8%)J& £ (T
A~ 8 886 N(3.3%)@E AR SCEH ~ 133 452 A(49.0%)/EEH E
48 427 N(17.8%)EHRMEGEL ~ 12 040 A(4.4%)BEH L THELEE
TTEBES ~ 27 573 A(10.1%)EIE L HEKAE AN B - BB E 70 (8 B A0 15
SLECE 2 -

2 BB AR (F2HRak &)
(EE &8 - 272 576 L)

E»{bé

= ==

133 452, 49.0%

RMERER
s &
48 427,17.8%

JEEHBREEAN B

KL AR
27573,10.1%

15614,5.7%
X ERY

RE T ELEE . o
OB S iﬁﬂb{_\?/ 26 584, 9.8%
12 040, 4.4% SLRER
- 8886, 3.3%
2014 581 2016 F{g B N B LB
27. JHEEAR o BEEIH 272 576 L{E S 0 B 2014 FFEEIFAY

272 341 A¥HINT 235 N 408 Ry 0.1% o #2175 RI R IRk &7y 2014 4
k. 2016 (g B AfE e R 1 R 2 -

® 1 EESMER (FRITEEAE)

sty & 8 AN Bi(%) .

(E 3 bl 2014 2016 5 -
A~ B R 45768 | 16.8% | 45038 | 16.5% -730 -1.6%
AR T 31397 | 115% | 33652 | 12.3% | +2255 | +7.2%
WA B A8 i 5 {5 8 757 3.2% 8723 3.2% -34 -0.4%
Ry~ EERE R A R 50864 | 18.7% | 49304 | 18.1% | -1560 -3.1%
H AR E 51177 | 18.8% | 51268 | 18.8% +91 +0.2%
HEAH 12 806 47% | 12528 | 4.6% -278 -2.2%
BREF 1 A 15 230 56% | 14395 | 5.3% -835 -5.5%
g ke Abits o 24231 | 89% | 24653 | 9.0% +422 | +1.7%
AL A b 13553 50% | 12741 | 4.7% -812 -6.0%
BN R BB R 14 020 51% | 13485 | 4.9% -535 -3.8%
fEIEmEAAE R SN EE 4538 1.7% 6 789 2.5% +2251 | +49.6%

BT 2585 272341 | 100% | 272576 | 100% +235 +0.1%

86




®R2: EBEDMER GEBEE )

B & AB(%)
ek e
2014 4F 2016 4F
L AR 15335 5.6% 15614 5.7% +279 +1.8%
F A4k 27 434 10.1% 26 584 9.8% -850 -3.1%
AR LEH 9290 3.4% 8 886 3.3% -404 -4.3%
EEE 134 042 49.2% 133 452 49.0% -590 -0.4%
FHMEEER IRE A 44779 16.4% 48 427 17.8% +3648 | +8.1%
RE/THELEE PITEMES 12 958 4.8% 12 040 4.4% -918 -7.1%
FERBEAR 243838 | 89.5% 245003 | 89.9% +1165 | +0.5%
FEFEBEANER 28503 | 10.5% 27573 | 10.1% -930 -3.3%
fat 272 341 100.0% 272576 | 100.0% +235 | +0.1%
2016 FIH A 2 GREH
28. FEHAR > B EHmA 9 204 (E22Ek - (548 A SIFK 281 780 AHY

3.3% - MANBRIGEHA AN KZGRE HAVER o 2B AT R BRI H 3 iy 22

R R 3

=3 iR EH (HBRERITEERNE D)
o RETSE | JEEE
IR mag | wEm | Tong | mea | U mme o | meA | ot
) TEHES B
B~ B BB 14 54 0 484 119 0 52 723
AR TS 59 104 127 904 775 0 291 2 260
PR} g AR X 5 0 0 126 4 0 19 154
KY) ~ EIE AR 33 55 25 1091 199 0 49 1452
HEAH 9 35 6 766 202 0 60 1078
HEAH 13 22 0 199 222 0 31 487
HEEE 21 1 5 379 51 0 6 463
B KAl 44 65 58 802 386 0 73 1428
HAri i 15 63 36 378 129 0 54 675
B ARG R B B 27 31 0 350 0 0 9 417
géﬁ%ﬂéﬁéﬁ%ﬂ%}%m 0 0 = ”7 3 0 4 67
P 240 430 290 5506 2090 0 648 9204
e (1.5%) (1.6%) (3.2%) (4.0%) (4.1%) (0.0%) (2.3%) | (3.3%)
AR 15 854 27 014 9176 138 958 50 517 12 040 28221 | 281780

* ZERREE R b F— IR AT FRKE otE

87




2014 ££81 2016 FZ=2GRE H ELER

29.

i A H

s A ZEEL 9 204 {F o B 2014 £ 10 038 @ - /) 834

{8 o $2A7 R B R e aR # 5r Y 2014 ) 2016 F=h B H LRI R R 4 3R 5 -
® 4 ZRREH (EITEEAEIT)

. ZE iR B H
& 5% (Wil Rk
2014 £ 2016 £F

1 |&fm - Bm R JER 596 723 +127 +21.3%

2. BT 2790 2 260 -530 -19.0%

3. AR B A g MG 135 154 +19 +14.1%

4. 1KY~ BEERAERE D 1761 1452 -309 -17.5%

5  |HAMIHE & 1011 1078 +67 +6.6%

6. [HEAH 499 487 -12 -2.4%

7. PREE 602 463 -139 -23.1%

8. |EEY) K Abik n 1921 1428 -493 -25.7%

9. |EA R FH b 425 675 +250 +58.8%

10. |EEEHa% i e B 25 2 o 236 417 +181 +76.7%

11, [ )E R &R B S B & 62 67 +5 +8.1%

HEEt 10 038 9 204 -834 -8.3%
25 ZEiRrBH (EBRGED)
2014 4 2016 ¢
Rk zwme | Anmk | T |z | anmx | BATR
Ay 293 15 628 1.9% 240 15 854 1.5%
F ARk 491 27 925 1.8% 430 27 014 1.6%
LI DN =P = 377 9 667 3.9% 290 9176 3.2%
EER 6 036 140 078 4.3% 5506 138 958 4.0%
HBEGER TWHE 2 203 46 982 4.7% 2090 50 517 4.1%
E%é;ﬁéﬁgﬁ/ 0 12 958 0% 0 12 040 0%
FTEBEAER 9 400 253 238 3.7% 8 556 253 559 3.4%
FEFEMEANE 638 29 141 2.2% 648 28 221 2.3%
48zt | 10038 282 379 3.6% 9 204 281 780 3.3%

88




B|ANFEXR

30.

Bt > 2016 FRADTER CGRAANM EZERE HA8ERM ) £ 281780 A -

s A I > BRA e B ANEUR 272 576 A > MZEGREH & 9 204 {# -

2014 £EE2 2016 A TI TR EEE
2016 4E48 A SR B 281 780 A

31.

BV 599 A -

DT REEBRRO LR -

JekiiE &y 0.2% - T*"%JFEF‘J'J%DH‘%&%J

B4 2014 41y 282 379 AAHLE
THY 2014 K 2016 FFE A

=6 BMANFBKELE (FFTESFED)
& 5% TEE R AT v B
2014 4 2016 £F

1. &L~ GRS R e 46 364 45 761 -603 -1.3%
2. |Bah5 34 187 35912 | +1725 | +5.0%
3. BRI R B 8 892 8877 -15 -0.2%
4. | RV~ B AR 52 625 50 756 -1 869 -3.6%
5. |HAMEE M 52 188 52 346 +158 +0.3%
6. |HENH 13 305 13015 -290 -2.2%
7. [BREF AN 15 832 14 858 -974 -6.2%
8. |ZEY) ALK 26 152 26 081 -71 -0.3%
9. ,Eﬁt M FH 13978 13 416 -562 -4.0%
10. B0 T BE SR AL 14 256 13902 -354 -2.5%
11. ﬁ g@mxz« HEN ISR E 4 600 6 856 +2 256 |+49.0%

qat 282 379 281 780 -599 -0.2%

89




R EANRKEEE GEBEET)

BANTEXK
T &K 0 1
2014 4 2016 £E
4% 3 4y 15 628 15854 | +226 | +1.4%
F T4k 27 925 27014 | -911 | -3.3%
LRV NG = O = K¢ 9667 9176 491 | -5.1%
EEE 140 078 138958 |-1120 | -0.8%
FHREEER WK E 46 982 50517 |+3535 | +7.5%
Y TWEKS=SH/PITEMESE | 12958 12 040 918 | -7.1%
EEBIEAR 253238 | 253550 | +321 |+0.1%
JEEEBEANR 29 141 28221 | -920 | -3.2%
hE =t 282 379 281 780 -599 | -0.2%
X% 2017 £ A IFEH]
32. B EFEM A I FE K 4a% By 2016 42y 281 780 A > #fjnE 2017

Y 282 144 A - EERGHBE AN 364 A 0 FHfE Ay 0.13% o

33, LA ) BB % R A BONTHIE B - B0 208 A - FHIE
B 0.4% - T TR~ SRR BB A AT K 09 TR BRI R A - R
441 BRIEF5 0.1% -

34. B ESY TS A - KL - WA S LA - TR
RRE/BEERE /BT EEEED RGN 313 A(+0.2%) ~ 25 A
(+0.2%) ~ 19 A(+0.2%) ~ 17 A(+0.1%) ] 1 A(+0.01%) : {H3EM &5 8/ R75
B IS By s/ 9 A (-0.02%) -

90



FRAATHS AT 2017 £ 2019 FHYNTT

35. Pr 7 e ETHMASN - A& IRER M A JI 55 53 # & [Labour Market
Analysis, LMAJ#ERZESE 2017 5 2019 FaY AJIFEK  BIY LMA BYEE4H
St FE2ET#k 6 (55 154 £ 155 H) - %A LMA #EFTGHY 2017 2
2019 F N FJFHRENFE 8 -

F8: 2017 EFE 2019 FEAHEEE

HFy BWANTIFEXK & £ FE A ANTI#HE[LMA]
2016 281 780 - -

2017 - 282 144 (+0.13%™) 282 347 (+0.2%%)
2018 - - 284 077 (+0.6%*)
2019 - - 287 627 (+1.296**)

=
* B 2016 AR RLEAY E sy LR -
*x BLET—FHEE AT EEEAY H oy EL i

91



14

I[ 4R F;E 3K
2014 F£82 2016 F 3 SR KL

36. EITEERLE ANREE - UM FEERE > HEFZERNRM
WP ERERE - £ 2016 F > g LRI SCE AV SR4EHIL A 104 884 i - &
SHR BRI ERE & T ERTY S EmAR, T BRI R
Ko VEERGRTG BB IAE EEET -

37. B Gt A AT E > 2016 4 5 & AT 5 0 Blll 6F 4 AR B R L 28
SV IIGR 4 EE - NEEEL 2014 FEAYHE BB B REELR - A - TETREHE ) #
W35 HY Bl &R 2 BE R 3 I (+1 787.0%) - OBy T ILEE ) (+78.1%) A1 T SRS
(+44.5%) > KELZEFEPAEREHBEETEZTEN SRR - FHihsg R
BEREHERE > GERFSFHES - IS RN E (B B AV ILEE A B A
710 LIRS e A % -

2016 £F81 2017 ISR FB K ELER

38. 2017 4 TEE R LR EARBEIRE R TR > ZFHE
KB KPFMHEERE - BEME 2017 FREKEP IR EGET KA
103 261 & - Bl 2016 4Ffy 104 884 {EHILL - Jk/) 1 623 fEH(-1.5%) -

39. TTRFEFRIT S - G EE iR 20 ZIHEE T T &R E
I (+#10.0%) ~ " IEEHERS] RS R 5 (+9.3%) K T £ (+8.2%) 0 K
W i 1 BB GBS R RV B ~ 8 B AR 9 U R 8 i DU T IS
G MER S S BRI RS R X SN A A T+ B (AR A 2 v

40. BEAh - A EE IR Yl SR 4 BRI 0 T 5.8% o A0 SR (R B K

£ TR RIS REREBICRYT - AIE  AbiEoT - BEEEE
BB ~ PR - (R ~ GRFAE) ~ HIORFES -

92



41. & £AE 2017 F 2 HE Ay P BRI ME RS I > A I s R 9 -
*® 9 EEFE 2017 FEE ey Py ERA0 S ] 55 51| o0 A5 45

A E| N E R L CANEIL - S7abis

AR Bl JGBEE S B
'gﬁ/”zé&ﬁ/ﬁw%;@ 87.9% 12.1%
TEHEME 89.5% 10.5%
%% 34.4% 65.6%
(BB EEfI9E3E )
(EPNEE Y 61.0% 39.0%
HA 76.6% 23.4%

(R R a ~ T~ 2ERIGEE
Mg~ BB IR ~ BIE b
G FEEHE - PR - (PR
HEEE) ~ (BFE) - SEEERE

Hl > B RES
K= S S kel
42. a4 T 0 20. 1% (8 58 Ry RTeR B 8] BUA B2 ARGl > RS A

R N EREES (2010 4 1 32.1% 5 2012 4 1 22.7% 5 2014 4 1 21.4% ) -

BN > 41.8% 8 L Ry AT B H B S0 R 2 Al > % 2014 F£HY 35.7%
BRTEE I - 55 - @8R T %Exﬂfﬂaﬁui Ay & £ H B 2014 /Y
5.8% > (k£ 2016 FHY 3.8% - soky TEHH o BT EREI AT 08 E E o Eh ik
A& o i 2014 FHY 15. 6% ’ 7’%?: 2016 FHY 16.3% - RFLIMNE > KE7
e LR HAr B R A Y T2 Al A == -

= -
L. PR SIS K AR BR 09 87 3 A R A (B BB D A A FEIAEA -

93



BF—E
PRE H R EE

TEXIKRZRG

11 BRIlGEZEE (TH "Ag, ) BBEREISHEIVTIC] KA
EEIé%%EE&V%E BRI B ATIE I Rl 7oK o A R
ISk m B - VIE AEHBHRATNER - KGHYRLE B B rYZ &
S R T e i A A o RS BN M k1 (55130 ) » M %2 R Fff %3 (55131 %
1321) sy RlsEA A G 2016 A I E TIE/NMNMINER S E -

1.2 %Tﬁ%%éﬁ STV SERE S > ARGl E B REB AR KA TR
T TR EEAT K 0 RERER - ZEH A LABEER %4 (35133H) -

BUERAERNE
1.3 AREEL NI E > DIBUERERNE

"R EABIUASLIT ) KT REABEARELE ) AYAE

i) FHFEHILERESL,001-$20,000 533 B R4H -
$10,001 - $15,000 #1 $15,001 - $20,000 ;

i) EE "EEHESEE a8 &8 ", -~ Teh, -
"EIEAr , ~ TELEr , K TR, -

"B NB A AL E ) AE
i) B oI ERE > GEBEASTEE - " EERGE KT
R~ TEHERY ESAE SR LUT dkE B I
HE - TSR, - TIESEEY  EmRERER, K TR
I

1.4 H B A R AYERET A AT e - 2014 £E8 2016 423 & A i HY BiE 5L
RAJEEHELEEL o oA {0 sl B & N EY N D St B By B R B s — 6 -

94



HHEH/

1.5 ERFGETE (T TqEtE, ) BT > ZEEIHKEZEEN
2016 4£ 10 H 17 H %= 2016 4 11 H 16 HIHf#ETT 2016 £ A I3 > BEREHA
SERCERHE TAF - AJJSHERYHAVA T ¢

i) S ZE AT ATT RIS K
i) FHNZERN AR
i) RGN - DG & Z BRI A TT Rl SRRk -

1.6 ARG R T BT 7% - (CAET IR B S0 BRI 39 812%
EZ BRSPS > B 909 ] R &R R - E 11 (B8] - 51T R E A
T HVEAR R AR E LA TR

& L3zhall HENEBHEH
1. Bin - B R E 114
2. R T 5 31
3. YRR g 78 i 5% 16 58
4. Ky~ B ARG 154
5. A R B 119
6. HEAHE 29
7. PRE E i 44
8. BeY) R ABAL i 55
9. A A 65
10.  EEEHERM S B RS E fh 41
11, WEEIAKREEEHNETE 199
fHEt - 909
HEREF
1.7 FHETAIER 2016 4£ 10 B 17 HER - &1 — 21 - ATk

5 (% 134 £ 153 H) FrakViREREF i atar TS EELF « AJTEREEE L
2016 7= 10 H 17 H /2% H - #AEIIME - Siatm ik 8% &5 E A =g EEHE
T WRARZEGHEERER o R 7 5271 B E R DU N & 45 Ry A 52
& REGREBEREEHHRA A EZEETRERE - Fra e rHEERE
KOBERZ > AREHR I G EEA N SR E > HRKHGETmEE -

1.8 A EEUER > B BEENFREMENER BT mEE - LR
STTAMBAR > DU EEN S H A SRR A TIF -

95



B4

[ 2

1.9 £ 909 [ EETE /A H] - 620 [EH A PR &R M ZEFrA HE > 42 fEF
TIEfE > 24 fE[EIEER Sy [RE > BEAG A SN ER Fy 93.9% © HERAISCRAERRE
NEHEEZEE - Eaf - RE - HEERNEGE -

Eﬂ:

* 2016 SRR LSO EREE AV B A EINEEL R 45 086 [H] > HIFRAEEE SR - BRC A FEIHA 39 812 -

96



B RAE
A 2016 FEATIENR
EE AN
2.1 BZE 2016 4F 10 B 17 H » B 272 576 £ - H b

245003 A(89.9%) fs EEAE A& > 27 573 N(10.1%) RIE EHEBAREAR - £
EREABEKEZEXLIEBBAV(ESR - I[fgk C (55 150 £ 153 H) #FI& K
A E IR s R TAERR I - JEEEBRAE A BIE (e = — B TAF » Bl %
S Gat - ATTER ~ BB - TTBUHA SR TR RS -

2.2 R TEZERERADNZN > B RFAESHT A EZREANR K
JEEREBAEEANE - EAHREN > " AT, Zf5 LR RERY (8 B A\ B
ZERREL H YA - AT SET BT Rk 7R 1 2R 5 (55 156 £ 160 H) -

NEEHE
2.3 HMEFEEES R 11 EEF - FEAFEHEN AT AERR
Fz1l-
R 1: AEAFERENA TS HER
NEEE NEEE
E¥ Vil (BEEAE (EBEA® et
WAL ) AASLLE)
1 &dh - Bim R EE 8176 1 380 9 556
2. HEPHE 53 43 96
3. WAL R i s 903 299 1202
4. RY) -~ HEEEARE M 6 664 879 7 543
5. HAt & 10 648 1171 11 819
6. HEAH 0 29 29
7. BREE 1257 335 1592
8. ZEY) KM AbL 1 058 180 1238
9. HAthiy H fm 1280 439 1719
10. BB K BB A8 E 1 664 251 1915
11 EmEmAA KR E#HNEE 2981 122 3103
et 34 684 5128 39 812*
(87.1%) (12.9%) (100%)
i

*

2016 TSN FIRVHEEURy 45 086 [ - HIFRIEREELAISCIRE A NG ARG HEE - B0 A EHEA 39 812 -

97



BANFRDAHE N

2.4 BT RSB AT B G VR © 5 (T S A A 4
WS @AD TR E AR 2 RE 1 -

® 2 BT EBERIEA DT RE N

TR (A) (B) (A) + (B) 15&ANTIFK

WAEANS Z=GREE AHNFEX Btk

1. &5~ B R e 45038 723 45 761 16.2%
2. BT 33 652 2 260 35912 12.7%
3. WAL R L 8723 154 8877 3.2%
4. KYy ~ BRI AOH BB 49 304 1452 50 756 18.0%
5. HAHE M 51 268 1078 52 346 18.6%
6. HENH 12 528 487 13015 4.6%
7. BREF 14 395 463 14 858 5.3%
8. ZEY) K bk i 24 653 1428 26 081 9.3 %
9. Attt FH 12 741 675 13416 4.8%
10. AL B B 2R 13 485 417 13 902 4.9%
11 S E AR KRB E#E & 6 789 67 6 856 2.4%
HaEt 272 576 9204 281780 100.0%

B 1: BTREHATTRER

(EATIFEK + 281 780)

o T A0 S Bh
BB E
6 856
2.4%

EE AN R RS EE
13902, 4.9%

FLAIT FH it
13 416, 4.8%
Bodn B RS
45761, 16.2%

B R ALl i BRI
26 081, 9.3% 35912, 12.7%

ERET E Ef
14 858, 5.3% YOI B A 1S
8877,3.2%
HRAH
13 015, 4.6%

wY ~ R AR

B

HoAtho A 50 756, 18.0%

52 346, 18.6%

98



2.5 BB ANTMEEATIFT KT L RR 3 KIE 2 -
R 3 BWKENTTRRENR

(A) (B) (A)+(B) {HEANNEXK
L e . H4EE
WEANN R g=| ANTIEkK
4% T 4 15 614 240 15 854 5.6%
T4 26 584 430 27 014 9.6%
A B B 8 886 290 9176 3.3%
EEg 133 452 5 506 138 958 49.3%
HMELE BEKE 48 427 2090 50 517 17.9%
WY mE&EE
- 12 040 0 12 040 4.3%
WITEBES 0
FTEBEAR 245 003 8 556 253 559 90.0%
JEFERE NS 27 573 648 28 221 10.0%
QE 272 576 9 204 281 780 100.0%
2: BB NBRKENR
(48 N\ JIEEK : 281 780)
EEE
138 958, 49.3%
¥MELEE
R &
50517,17.9%
EEEMEE A
28 221,10.0%
4 7 4y
BH¥ )/ FER 15 854,5.6%
BEEEH,/ WEAR,/  27014,96%
HITEBESE B %

12 040, 4.3% 9176,3.3%

99



B AL 22 BR B H

2.6 BN 0 SENIEE 9 204 (ERRAZ=H - (B ATIFRK (281 780
AN HY3.3% - ZEHRITAIFILRR 4 -

x4 ZREBHMEBATIFRE L GEITRER] RS E T )

Eid

RE/

e wEG | EER | Tane | WRA | #RE/ | mEEEE/ | gt | o
) REE | TP EE
B U R 14 54 0 484 119 0 52 723
AR TS 59 104 127 904 775 0 291 2 260
FRE B B A 5 0 0 126 4 0 19 154
<Y~ I RCERE S 33 55 25 1091 199 0 49 1452
HHEm 9 35 6 766 202 0 60 1078
HEAH 13 22 0 199 222 0 31 487
HREEE 21 1 5 379 51 0 6 463
Y B bt 44 65 58 802 386 0 73 1428
A i 15 63 36 378 129 0 54 675
B RS B B R 27 31 0 350 0 0 9 417
ggﬁﬁﬁ%ﬁ%ﬂ%ﬁﬁ@ 0 0 - 97 3 0 4 67
P 240 430 290 5506 2090 0 648 9204
(1.5%) | (1.6%) (3.2%) (4.0%) | (4.1%) (0.0%) (2.3%) (3.3%)
BWATIEK 15 854 27014 9176 138 958 50517 12 040 28 221 281 780

* o ZERREE RASEIRS DR E ot

100




2014 £E81 2016 48N JJ FEORELER

2.7 2014 FEEL 2016 EAY A JJFEES Y 10 H{p T - FHERA&ERT
By (FAEETESE 2.0 ) - wEZTESE 11 #EER] - DIEEE - 28 > 7
AR A EIER - JERE 2016 FRYRIGEREN - HNEEEESRZET#
BEANITHEZ — > IR E R S G EARENATIHER -

2.8 2016 FHANHFE R (WEELEBEANERIELEREANLE) K
281 780 A - B 2014 4fy 282 379 AFHEE - Jk/ 599 A - JiiE A 0.2% - [ 3
#31 2014 5 K 2016 57BN T 7 K ELE -

312014 5 2016 AN JJFEREE® (FZ1TEBBIE5) )

R

- 45761
B G R —I m2016

46 364
B — 35912 02014

34187

AT R SRR

WY~ B R AR

52625
HAH — 52 346
52188

| 13015
13 305
BRETE 4858
15832
o B (L _ 26 221152
A iR 13 f;?ﬁg
AR ERES 190
14 256
s Z«T:ﬁ | =% S iﬁ 6 856
L E T A KR B S i B

4600 .

10 000 20 000 30 000 40 000 50 000 60 000

ANTE
2.9 £ 1L E RIS T - A =88R A JIAE 2016 FHBEH K - &

& TSR KRB G BN EE | (+49.0%) ~ TEENE  (+5.0%) K TH
g EE S (+0.3% ) o

2.10 ERETEMEENZEEEEEE > AIGAESREH - |
- EEHMEFESZTEN S LAEREFRKE > HEEBEGLK > FHER
i > R FREEREE > AREHELER R EREREZTENRKIVES - RN
B - TS E AN SR BBV E B EEEANER - 50
H > SZETHSRE o I AR RIS > RIBCR R E & 0 H A SR AN
BB -

101



2.11 £ 11 EEES - JMESERNASIIE 2016 FFFANME - B1F
"EHREEET, (-6.2%) ~ T HAiF A&, (-4.0%) ~ T XY~ EEERARME S
(-3.6%) ~ " EENEH L EEEM (-2.5%) - THEAF ) (-2.2%) ~ " Em -
B RS E ) (-1.3%) ~ T BEY) R bk an o (-0.3%) K T ORRRE Ko 2 g 5 A
(-0.2%) -

2.12 "ERREEET ) ARG R ORRRE - ERN T RERERERSG S 0 £
ZEESTE  HREEERZFELTEMSNMAAL - B3 > WHEZFNINE
HEBTEHEMALE - MR S EES R E > TR BRI

2.13 2014 ) 2016 FZBREKHI N D FTEREE 4 - DUEZBRSE Hr#
i .

412014 F£81 2016 FE R BRLE A TR ELEE

ik

15 854 @2016
LR, 15 628 -
2014
’ 27014
EAER :’ 27925

9176
BB A 9667

e ——————————————

BRE 140 078
—

FMEEE B A 46 982

12 040
W BRGES, TEYES 12958
- 28 221
FEEBREAR =| 20141
0 30000 60 000 90000 120 000 150 000 180 000 210 000
2.14 FEER  BRTHBEES IR E(H7.5%) L& B4 (+1.4%) 1Y

ANTTEfe RS > HABSIsRG R8N - KBEER G 80 A J1HiE &
Ko FAZHUBFEREGR > MAERFHINEFHRET > BHEREESE
SEHAEE > M ES TRARK - i BESCEFES R E S LB B TH
£ EEHRVBE - DHRFF AR S -

102



ATIFTRFEH

(B X% 2017 £ A I8 KRFAM

2.15 2017 F 3 HERTEHRERRFFED LT 2.6% - & 2 Ak
6.2%1& 5 - JREEEEE 2015 4 7 HLURME—FHE - %Eﬁiﬁﬁﬁa F TEEN

AT SAT P AR 018 5 & 0y 25 (% > LUK A EIER 55 R 22 40 4e] 52 8280 98 78 AR 3
é«( nYuIEE%%

2.16 ENHEE LA S RERERERFE Ei TEFEE LR
A 12 AR AR E 282 144 #{g8 - EH0Y 364 A - HiER 0.13% - B L%

2017 FE A DFERFEMARS -
x5 EEH 2017 £ A FTFRKFEH

SHI
FEmRl i‘%‘%‘_ﬁk o éﬁm B

ATFERK
1. B 8m R EER 45 761 45 759 -2 (-0.004%)
2. WS 35912 35994 +82 (+0.2%)
3. WRRE R e 5% 8877 8912 +35  (+0.4%)
4. XY~ HE A RMES 50 756 50 712 -44 (-0.1%)
5. HAhIHE 52 346 52 554 +208  (+0.4%)
6. HEAXNH 13 015 13 015 0 (0.0%)
7. BREEE 14 858 14 868 +10  (+0.1%)
8. BEY) K ALl an 26 081 26 134 +53  (+0.2%)
9. HAMLMTF i 13 416 13 425 +9 (+0.1%)
10. ZEEHE% 1A F¢ BB 25 2 o 13 902 13 894 -8 (-0.1%)
11, I EmAA SRS SN EE 6 856 6 877 +21  (+0.3%)
#aEt 281 780 282 144 +364  (+0.13%)

103



2.17 (| £ ¥ 2017 3 A7 B RIS AY A ST SRR 8 5 KR 6 -
5:{EEY 2017 FERITRBFIATIF KA (B2 2016 FEEES)

Bein ~ B EJEE r—ﬁgfg
- ;;2 Z?é 02017
2016
R R o ors
) R AN — 50 756
HoAhoHE b 525324254
e

, 14 868
SRS F 14858
N 26 134
g KAkt s 26 081
e 13415°
13894
R R B 13902
EEE AR R S g8i! Ju
" " " L 4 4 i

10 000 20 000 30 000 40000 50 000 60 000

® 6 EXH 2017 FEBBENTFTKFN (B 2016 FLEE)

W4k fermain i 5/
ATIEBR

&K T A 15 854 15 879 +25 (+0.2%)
FAEEK 27 014 27 031 +17 (+0.1%)
L DN =P8 = 9176 9195 +19 (+0.2%)
EBEBE 138 958 139 271 +313 (+0.2%)
FERMEEER WIFE 50 517 50 508 -9 (-0.02%)
if_ﬁi é@égﬁﬁ/ 12 040 12 041 +1 (+0.01%)
FEBEAE 253 559 253 925 +366 (+0.1%)
FFEEEBEANE 28 221 28219 -2 (-0.01%)

et 281 780 282 144 +364  (+0.13%)

104



2.18 B EFM AT RFEEER KN =R EEBRBREFNRT -

R HAEIEERE =R Y Y

& £ M
EEB e o 2
- ANJIFEK
s gl 1516 1526 +10 (+0.7%)
BT s B 2117 2128 +11 (+0.5%)
7 355 1 45 3 540 542 +2 (+0.4%)
2.19 AR > B EEHEIE 2017 FHEEEE L EEKH - ErEgehE
T 555 HE B 482 o
2.20 DL EER M > 8 £ AR AR E 2 R E i ER > B ESEIES

ik - P SRARMEBELE - £HEST - TEI?T%‘%‘ F A [EZREE
A ELRR PR > SR T An AR R A R AR T > RE HEBUR ARI AR M & -
Besh > MG E AT HEEM S ES T%??%ﬁﬁﬁ}?ﬁfm&ﬁﬁ%ﬂ’ﬂﬁ
% PR H AR TS AT SRS TR Ry 2 -

105



KRAATHS AT 2017 £ 2019 FHYANTT

2.21 A R H A 135 4 fr A [Labour Market Analysis, LMA] » R
15 BE [ M AR #4075 e 25 B T 35 BE S S BN £ AR TR 0 R EEREKIIA
IR - AR LMA (95 BI85 KT8 6 (55 154 & 155 H) - 2017 5% 2019 4F A
NFEREREGERAER 8 -

R8:BEEANEE

4 WANBR f& X FEH LMA FE3H0
2016 281 780 R ]

2017 i 282 144 (+0.13%)* 5%22%/?)1
2018 . (2,? 56%/3)7**
2019 - 1,590y

5
* B 2016 LR A SRR RV 7 LLEEIR -
= BAFT—AEHER A ERBR Ay E oy ER S o

106



C.

AR ER

EEEFHEREE

2.22

BN SBREEEANHERESMEE 6 -

B 776 (5 161 H) -

GERAIE 26 S2Nlh]

6 : 2014 £} 2016 IR B HAHEEE GEREHS)

KR
HAtk
m2016
80% r
66.6% 02014
60% |
45.3%
40% T 37 905
20% b 19.3% 17.6%
9.0%
4.8% 5.0%
0% ° | g
O% 1 1 1 1 )
.
50 @ &R R A5
@/QMV & i v %ﬁé:&
@N
FELR
Hatk 2016
80% r 72.5% 02014
67.6%
60% |
40% |
. 19.9%
20% F 16.1%
oo L —— L A M |
% . . %
& S & D w5
&@ *
%
@y

107




WEWAR XE&

Btk
0 m2016
80% - T
02014
60% |
40% F
22.7%
20% 13.4%
. 7.3%
32% 060 27%  0.9% 2.7%
0% L R . .
< R R s RN
@,/‘éw o ¢ 9 52
&
e
=
EEE
80% - m2016
67.3%
’ 02014
54.6%
60% |
40.8%
40% |
27.9%
20% F
1.9% X
03%  02% ° o 01% 200 5%
0% L ] L ,
2
%0 N IS P A
ﬁ//@Vy\» %\\%%/ & 76\ %@3’
@\
e —
zZ=Fa
(== =1
XBREEE RBEE
Hoth
201
80% - m2016
65.3% 02014
56.4%
60% |
39.8%
40% | 30.3%
20% }
04%  0.9% 1L1%  0.0% 28%  3.0%
0% . . . )
=
22550 2K A Py ~H
@/@\7\) %\\% @ ) ﬁé’?&
&
@5

108




2.23 6 HR > 45.3%0(E R BEHE SR B HEES TIREEERE -
2014 £y 66.6% (K 5 FENF - S AKHE G R 8 H B ER s 2SR (8 £ 7 Fr
WD BEREISPAEENRELA 17.6% - & 2014 1y 9.0% 5% MEESL
AL WA R R > JRE 2014 £ 19.3% 0 _EFF 2 2016 F£HY 32.2% -

2.24 EEEENE > N5%NEEBE I (THEEEHSTEEER
7 2014 £y 67.6% AR 0 ¢ EF - BEYHEEERNE 5L RIE TR > 5
2014 £Ef] 19.9% > JH/VE 2016 1Y 3.7% ; BEEIEMEENEFHIE 2014
Y 4.8% > BENZE 2016 £V 16.1% ; M@ EE L2 /W RIEE N E TR
g 2014 69 3.1% > WHIZE 2016 £E1 4.7% -

2.25 BRI AE /X ESEES > 77.9%0(E X B =M A e P e
E2JE - ¥ 2014 £EHY 68.5% A AT LT i E Y AR EAY (8 £ AIH 2014 4
M 22.7% > N[EZE 2016 417 13.4% -

2.26 EEEHH  546%MNELEEREE BMH s HEEER > @ 2014
T 67.3% A/ MEBEVTHHREREENIE XA > Al 2014 44y
27.9% > BEfN%E 2016 £EfY 40.8% -

2.27 HMEEE RBEJTE > 65.3%KE T 50 5 & 8 FEE # 9 fek L
THEREE > #2014 Fy 56.4%F AT 0 - 1R R E T BE R E LA
1 2014 £EK 39.8% - JEk/ ZE 2016 4E£Y 30.3% -

EBEEAHMER

2.28 e EEE S EAHBFENERENE 7 - sFHlBE AN 7R 7
(% 162 H) -

712014 R 2016 g B

2016
80%

02014

60% [

44.1%
40.0%

36.3%
26.4%

40%

18.8% 18.2%
20%

.0% 0% (]
0% L L L [ 1 . , o],

TEELLE ANFETELUT ZEERFEUTY —HE=ZFLUT —HLIT REEEH
AHRAAEE

109



HAatk
80% r m2016
02014
60% | 54.8% 54.3%
40% |
28.7%
24.6%
20% 19:3% 4 gos
0,
21% 0 49 0.2% 0.2% 2.9% 6%
0% T s | 1 1 1 1 1 -_l
HERBE  ANEEHEMT SEEAEUT  EESENT ENT R
HHEEE
EHEIAE LB
Btk
) 58.4% m2016
% r 02014
50% | 45.7%
39.9%
40%
26.8%
30% |
20% |
0,
10% | o o 7.5% i 4505 67% - 7.3%
0% 0.1% 2% )
FEHLLE  ANEEEUT ZEEAREUT —FEREZEDT —EELLF RE
HHEEE
| e §
EEER
Hothk
@2016
50% 46.4% 46.0% 02014
40% |
30% | 29.4% )5 a0y,
20.6% 20.7%
20% |
10% |
4.5%
00% L14% 1.0% 1.6% 2.50% 7
% | — | 1 P —| 1 1 1 1
+HEELL NEZETELT  ZHEENEMUTY —FEEZFDT —FELIT ARAFEH

AR



HBMEES RS

B4tk
m2016
100% ¢
02014
893% gg 0%
80% |
60% |
a0% |
20% |
7.9% 9.0% 28% 300
0.0% 0.0% 0.0% 0.0% 0.0%  0.0% ' o
% 1 1 1 1 1 | s E—|
DL NEFETHEUT ZEFENEUT —EE=ZFEDT —EDIT KHEFH
2.29 7 R 40.0%E FEEKHEREERFE " ZFEENTE ) HE

KB+ 2014 4R 4400 FF R © B— T - 4 36.3% BB T AR T
o AARARER B TSRl L BV 18.8% o R T ACH 4 8 B )
B LIS -

2.30 Bl 2014 FHEML - RO REBEEEREERHEH " =F 2N
o HEAKE: - EREENE EREFEFERR " AEETE HEALRNRE
T > Hg 2014 Y 11.8% - HEfNE 2016 £EAY 15.3% » MK T —HF%E =4 | M
BE C B 11 e A ER 2014 1Y 28.7% > JE/V E 2016 £ 24.6% -

2.31 EIANE XEHTTH > REDETIBERERME " —F 2 =4
MHEEE: s mMEE " —Fll T F£EWNET » Ailgy 2014 149 39.9% > J&K/ D&
2016 £ 26.8% -

2.32 Bl 2014 FHIREMHM > RS REBEEEERH ' —FE2=
F MBS MEE T —FESLUT ) FEET - Al 2014 547 25.8% - #
ZE 2016 1Y 29.4% - FEMEEETTH > BE " —FHUT ) FENREEMGR
%8 > H 89.3% > B 2014 Ky 88.0%ELHLIE A -

111



D. #BAVPHIRIEE

2.33

AE > s~ S R ABAL -

RO - AL B RITHE 7 % 8 (BB163E) -

* 9 2016EGH PHTEERE (GFRGKED)

"HHPHEIE ) BEEE B LELE - AR EeE
ZEH P TEREE R E i 8 o A s R

$10,001 |$10,001- $15,001-| $20,001 - | $30,001 - | $50,000 . N

g DI | $15,000| $20,000 | $30,000 | $50,000 | BAE RAEH | W
LR H 4R 0 345 1869 5 402 3075 840 4083 15614
FIEH 57 5622 9 759 6 765 357 0 4024 26 584
EEE 15 825 64787 | 32061 4209 43 0 16 527 133 452
WZ.J AR/ 657 4 874 2015 675 175 0 490 8 886
N Ek
St N %lb =
%H% o B8/ 30870 1287 45 0 0 0 16 225 48 427
k% &

yE =t 47 409 76915 | 45749 17 051 3650 840 41 349 232 963

2.34

REb & E R g BEHFHETESF 20,001 st £ 30,000 T+ EfE

& fE 27r-F 15,001 jT#E 20,000 o 5 @B A B X EHFMEE S F 10,001
JLZE 15,000 T ;5 i E R & ks BRI # R 10,001 5TLAR -

112




E. FlI&EX

2.35 e B ANBI AL B AT (G5 12.9%) mFEEEEHFHE
RPAREIEE 25 RS NI SRR KHBE B F R AR EE - 5F
Mt BUR TR 7% 9~ R 10 k3R 11 (5 164 £ 166 H) -

2014 ££52 2016 3| SRFR R ELEL

2.36 TR EELEBNREE - MIUNFRERE  BEFZERRIE
FIEREE - 2016 F - @ ERRESCE AV EHILA 104 884 (H - H =14
i T EIRA R Ry T BRI S Em AR, T EPRERETEE K
FEERRMET R IR EREETT -

2.37 AR G et A AT E - 2016 - 5 & AT 15 A9 31l 6f 44 AR AR B R 2
HEEHYII G4 EE - FREHL 2014 FEH AR HREELER - A0 > TE T REE ) S
FY Bl R 2 B 8 B i (+1 787.0%) » HZURy T 5EgE | (+78.1%) A0 T i ES
(+44.5%) » KHIEZEFAHEREHEEEEZTETSOVER - Btk R E
FRRBEHERE > EREFES - I (B BENVEEE R EaiRE JIRZ EE
W AR R N -

2016 FFH2 2017 F 3l SR K EL#K

2.38 2017 > TEFEE LREEIEIRE R TR > et it
RAEMNKPFREERE - BEAE 2017 Fiefi & Bl s bsTA 103 261
{8 > B 2016 £Ef1y 104 884 {EAHEL - Jk/) 1 623 {E(-1.5%) -

2.39 TTSRBFIEIT T - BISR A a2 1Y = [ #E 2 " &R R E
1 (+#10.0%) ~ T IE&HBRY] RE MRS R 5 (+9.3%) ke T BRAE ) (+8.2%) 0
WifE LEGE TR P HE BT EES - AR R DRI E P &
oIz B 15 S0 PR TR > R o F R A 2 A (R (E AR 2 v

2.40 BB > HoAth S0 0 AY Sl G 2 BH TR I 0 T 5.8% o 5 AT IR S i B R 47

o R BEREIFAGEEES ~ BRI ~ AUE ~ e sy ~ BEEHE - BEAl
Fgh ~ (BmEAKE) ~ CGaFE) - BEEEEH - H O -

113



2.41 2% 5l 4R H i 4 EH Y B LF L a Y R 10 K fE 8 -
# 10 EERE EENAYFISRLEE (2016 FE 2017 FERE)
ol o165 P F B
1. EH BTG RS 2974 2 686 288 (-9.7%)
2. BER 1Lk 31134 31746 +612  (+2.0%)
3. PHERYTE MR 46 907 46 154 753 (-1.6%)
4. BEHGFTTEERIIE EEETT 9353 8793 -560  (-6.0%)
5. [E&HRES] S R 2531 2767 +236  (+9.3%)
6. R 171 185 +14  (+8.2%)
7. Wi TE SRS E e T 406 411 +5  (+1.2%)
8. ZiNEM K E 2159 2374 +215  (+10.0%)
9. BTYHY 434 84 -350  (-80.6%)
10. TS HERS 497 178 319 (-64.2%)
11. gt 2195 2106 89 (-4.1%)
12. iz 2583 2149 -434  (-16.8%)
13. (B A & 757 684 73 (-9.6%)
14. Hfth 2783 2944 +161  (+5.8%)
(BCEER & ~ Tof - RERIREEEE -

IHEEFE O RTS ‘EIJ*“ (BTG ~ BT

B Wik - BEsEEE - (PEimEiie

By ~ CBEFE) -~ HIUREES)

gt 104 884 103 261 1623 (-1.5%)

114



1] Sk A W2

8 : HEIFNKLEANAGIHEI (2016 LEEE 2017 FEEERT)

. ‘ " 2686
B R sy [l

5 R ST

SHERDY Bl

8793
9353

EE S C iy AR Siiit s ]
JEAES L B R

I

i rRER e EE
BN R

HTHHE
R

j=(i1g
H

2435

[[EPNG g

2944

H
A 35785

46 154
46 907

2017
02016

0 10000 20000 30000 40000

glll%

115

50000

60000



2.42

BAEINEEIGR - ek 13 849 ([ (13.4%) Hll (1 71 ] 5 5l 1A 2 it

2.43

1F 2017 FEFEEFEEAEAY 103 261 {EF 440 E > 89 412{(86.6%)

i A [E s ] 53 > 2017 SE7H i A0 E R I R B O A 31 ek 1 B Y
R 11 M@ 9 -

x 11 : 2017 FEAHEFI KRB K

3| GF b SAEFISRAEEE R (EREIIRER L
1. B BERTT RIS E 324 12.1%
2. BFRG/fTEE 3086 9.7%
3. SHERTT R SLHIER 5192 11.2%
4, HBERGETBEKRIAE EERT 1102 12.5%
5. JEEHBEET MR R 92 3.3%
6. PRI 12 6.5%
7. WiR/FEEE HLEEE 12 2.9%
8. HaflRHE K IEH 261 11.0%
9. BFHH 0 0.0%
10. TS HEE 20 11.2%
11. i sE 1417 67.3%
12. BB 1375 64.0%
13. {E A= 267 39.0%
14, HAth 689 23.4%
(RREIRRR fe 22 ~ 2l ~ RERIGEEHIE,
FASHEBL R ~ AR - ﬂ:ch&I? THeHE
o PRk - BEEEERE - (PEssRE
BBy ~ (BERE) - BSOS
st 13 849 13.4%

116



[ 9 2017 FAME IR BT R (FZE/[SRFRE & 57 )

EPN
267,39.0%

\E.+

i sh
1417, 67.3%

1375,

o

&
64.0%

oAt

EH BT S
689, 23.4%

TRESE
324,12.1%

Z PR R R
i 3086, 9.7%
7 TH: B
20, 11.2%
%%ﬁ%\v emmmmmEEEm—————
0, 0.0%
HARHY K E
261, 11.0%

iR RS
[ e
12,2.9%

BEHSRETT
B TR iy
1102, 12.5%

| EEERY B iR R
92, 3.3%

BRI AT
5192, 11.2%
PRI
12, 6.5%

BB R R R AT YRR AR
2.44 o B AU 7(‘5128 EIFACIE
Al SR

219 [~ A B THe Bt 855 & B 2
ﬁg /\E P‘H *%wu_‘[ﬂ/jn%$i °

117



i &R & & 8 B HT

2.45 DIRkAETREG ) A R AR I S TR SO ACKAT S L AR (B AR
SR RAEBUR 0 20.1% R LR BRATREE T 0H KT HA ) EEB A
SEEY T BREES (2010 4E 1 32.1% : 2012 4F : 22.7% ; 2014 4F 1 21.4%) - ¥
RN (g T IF — % BOK e = 8 BE 2 mr s al -

2.46 AN 0 B (E R EZAIRE R 8 B2 BAr A 1T S A &
TR TS ) (46.5%) ~ T EEY) AL A (43.9%) K T ERE E A (40.6%) -
2014 £} 2016 21T R & & BRI RS A0 B L L E 10 0 FELHER
STECF R eR 73R 12 3R 13 (55 167 £ 168 H) -

10 : 2014 R 2016 FFFIBES ERPTREYIE

V —t 3
(FETEERE )
1T2E0ER
Frh ~ s R
2016
HBHHE 46.5% 02014
0,
S ey 32.0%
WY - BEE R AR,
L
R C AN
HEAH 60 0%
0,
o —_“10.6/0
42.3%
R L — 43.9% |
76.9%
23.5%
HfH
5 PP oo
AR R BB 20.8%
25.0%
0,
ST R B T £ H o7
0 10 20 30 40 50 60 70 80 90 100

B LR HBaiEE " wNH K THEE | i Eat

118



2.47 AEHET "HERE, - TREITEE,  THERIT, ~ TEMS
Kk, ~ T EEEhy KT IEEE ) N(EIISRER > HUEFEE AR EHATRER
SRZHATEHIAEEK - 2014 F K 2016 F(8 52 R DA BB AT 1
SYEE BT EE ) S ESEERER 12 -

% 12 : 2014 £ F 2016 4F Fi4 8 15 B ORI B R
(24l R AR B 5 )

|| 48 2014 4F 2016 4E
1. ZER 99.7%
} 91.1%
2. ¥ EFEEHE 79.2%
3. HERIY 98.6% }
99.1%
4, B RIS 89.4%
5. sk 62.1% 50.5%
6. HizE 53.8% 56.7%
2.48 D EEERBEE+TEHRMGEEER " HERIT ERAE

(99.1%)F1 " & FkFs/ Heaf e B 5 (91.19%) R {E o1 oft it e £y ek iy 35 o1 7 22

119



F. BN

2.49 EXEAET - A3 03LH A EEEA GEFHE N > Kbl 061fH
(35.0%) F 7~ FA HE e A1 i 48 S IR % - 111 970f#](65.0%) HI & 78 FIHH RS IR & - 54

g ARS8 -
R13 : BRI2{E H B E

2 A B EHIS R EE R 2 S B H

(BT EAE )

5 7R i -
1. B S KER 152 396 548
2. BT 1 26 27
3. AR R 12 153 165
4. RV~ EERARE G 259 518 777
5. HHEMTE 268 471 739
6. HEAQH 11 14 25
7. EREEHE 174 90 264
8. BV Kbt 34 83 117
9.  HAMMH dn 32 140 172
10. SN K B A E 78 32 110
11,  fEEAA&ORE E#E & 40 47 87

it (315.0012) (615?0702)) 3031

2.50 PHEHER > 67.4% B FR IR EHENBALERS » ERHI#FER

EEREA(15.9%) - @il A& X E 4 (8.4%) -~ £ {E4(6.0%) L e & H 4k N B
(2.2%) -

2.51 RESrRERT  BMUHEENERE "EREET S LERSE
R (30.9%) - HREy T EMREEE R H I R B A 1B A R 51 (23.7%) K T ER
HAEREFE KR IT TAE ) (20.7%) - 75 [ 2 TH 1 HS DR B R I P (5 1 43 ER AV RS
MEIE - F2EMTER 7 & 14 (55169H) -

120



G. WARAHE

2.52 PR NECR ) BERET - BR - BR - RS SR A T Bk
TEFENE TN - FHEFL2(8 H N 44518 808 AHFAZ &% -

H. &%

2.53 T ATIHE - HIVE R TS E R AT Rl SR KAy 3% I

& WK B AR EE TR 2B 2R M ERRIER G SN LN E R > ik
RIS - B R ERAERERE > AEIFE#EER -

2.54 2016 FFEHYZEGRB HASHANTIFE K 3.3% > # 2014 FER1GHY 3.6%4E
NI o B (g EAETE M PRER Y E R EIRET T - BT IR AV REE PR FFFE -
2.55 B G A AT E > 2016 4 5 & AT 5 A B/l 67 4 AR B R L 2

RIS S0 > R AR BT 2014 fE P WS ELRELLRS o AT 0 T W TR dn
B 2 45 48 BB 1 (+L 787.0%) » BLK By T BKEE |, (+78.19%) 1 T 3T
(+44.5%) » [ % 866 VR 2 R0 4 S A OB B B IVRS G 0 KD AT
B2 R B RN PR R S - B RN B I R BRE R
BRI EEE o DRI Y -

2.56 TEXEMNERE S B8N 2014 £4y 46 982 A > #NE
2016 iy 50 517 N - HEiE Sy 7.5% - ENAIREZIFE 2 REE B BIINE - [
R RHICG2EFE  ERFBEEHATRE > DS EHERESRAN E © %17
MR R E R ER - B 2014 6y 9.7% > EFFE 2016 44y 10.9% -

121



(a) ZBEEEANEX
T “WATBR
(B FREEAELRE)
2000 167 813 _
2002 206 758 +23.20
2004 206 971 +0.1%
2006 223121 +7.8%
2008 236 371 +5.9%
2010 244 651 +3.5%
2012 266 964 +9.1%
2014 282 379 +5.8%
2016 281 780 -0.2%
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2002 1166 0.6%
2004 4083 2 0%
2006 4 206 1.9%
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2016 9 204 3.3%
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13.

14.

15.

16.

17.

18.

19.

20.

21.

22.

23.

24,

25.

26.

27.

28.

29.

30.

3L

Part |

E- 1728
(A) (8) © (©) (E) " (©)]
Job No. of No. of Forecast Preferred
Average Employees Vacancies No. of Preferred Relevant
TfF Monthly asat asat Employees as at Level of Years of
Wage Range 17.10.2016 17.10.2016 October 2017 Education Experience
[S3ERE| 1£20164 1£20164 THT REEAD | REHAN
THMRERE 10H17H 10H17H | 1£20174:10H HEEE | MEEEE
[[H=VN 3 HYZE AR HIRE NI
Title Rec. Job Code Code(B) Code(F) Code(G)
T Type | Hkfir4wa%E “RIE(B) HR5(F) HRR(G)
(See Appendix C) (SEIHIEHC) 8-10 1 12-15 16-18 19-22 23 2

Managerial Level (including Senior and Assistant Managers) K&K (FuiE =4k & BhEE (E5)

General Manager

sz 2 1|11 I I I
Operations/Retail Manager
g segm 2 |1]1]2 | 1 | | | | | ]
District/Area Manager
|nE, rEgE 2 |[1]1]3 | 1 | | | | | ]
Store Manager
N [ 2 [1]1]4 L | L
Marketing Manager
| st 2 [1]1]s | 1 | | | | | ]
Sales Manager
s 2 |1]1]6 I I A
Customer Services Manager
|ermss 2 |1]1]7 I I A
Head of Merchandising; Buying Manager
ersmr e 2 |1]1]8 | 1 | | | | | |
Logistics/Distribution/Warehouse Manager
|t smen, o 2 |1]1]9 I I I
Training Manager
b s 2 [1]2]o0 | 1 | | | | | |
Visual Merchandising Manager
B 2 |1]2]1 I I I
E-commerce Manager
T R 2 |1]2]2 L | ] L]
Owner/Sole Proprietor/Working Partner

B TEYEE 2 |1]o|s8 N O I O
Other Managers (please specify titles)
AR A B (R 2 [1]o9]9 | | | | | [ | |

Supervisory Level (including Senior and Assistant Supervisors) F{E4k(RIEBLRK

BEE(E)

Store Supervisor

A SEEE 2 |2|1]1 | [ | | | [ [ |
Visual Merchandising Supervisor

RS (T 2 |2|1]2 | [ | | | [ [ |
Logistics/Distribution/Warehouse Supervisor

Pyt b BT 2 |2|1]3 I O
Public Relations/Advertising Officer

SR BT 2 |2|1]4 I O
Customer Services Supervisor

EEEEELE 2 |2|1]s I O
Merchandiser/Buyer

LT 2 |2|1]s I O
Training Officer

BRI 2 |2|1]7 | [ | | | [ [ |
E-commerce Supervisor

BT 2 |2|1]s I O
Other Supervisors (please specify titles)

o B GHRRYIIBE) 2 |2]9]9 [ 1 | | | [ | |
Sales Staff BEE

Senior Sales Staff

B LR 2 [3]1]1 | [ | | | L[]
Junior Sales Staff

WA 2 [3|1]2 | [ | | | | | |
Operative/Clerical Support Level BEBIA B /SCE%

Stock/Purchasing Clerk

128 AT 2 [3]1]3 L[| | | [ [ |
Stock Assistant

fr s 2 |3]1]4 I I I
E-commerce Assistant

T 2 |3|1]s | [ | | | [ [ |
Visual Merchandising Assistant

e 2 |3|1]s | [ | | | [ [ |
Other Clerks/Supporting Staff (please specify titles)

LB BB S (AT 2 13]9]9 [ 11 [ | [ | |
Part Time Sales/Service Staff FRELES BES

Part Time Sales/Service Staff

Yo 6T 2 [4]1]1 I A O O

[ |

Coding Descriptions
EIRE
Column (B)
(B)ffi

Enter in Column (B) the employee's average monthly
wage range according to the following codes:
IR R P THIEE - 1 YIRS
SHAB)HIN

Code Average Monthly Wage Range
wE  BAPETHEREE
1 Over $50,0000/ |
$30,001 - $50,000
$20,001 - $30,000
$15,001 - $20,000
$10,001 - $15,000
Under $10,001 LT

o o s W N

Column (F
(P

Enter in Column (F) the preferred level of education
for employees according to the following codes:

R E B EANBERE - 5 FYIREREA
(PR

Code
GRS

Preferred Level of Education
HANEERE

1 Postgraduate Ff ¢
(Higher degrees (e.g. master degrees) or equivalent)
(FEE i (AORE-LEM ) SREISFEETRL)

2 First Degree £2+-£2{i1
(First degree or equivalent)

BBy RIEHERL)

3 Sub-degree B2
(Associate Degree, Higher Diploma, Professional
Diploma, Higher Certificate or equivalent)
(RIS ~ @4 ~ B8 -
SHEEE  MESHERY)

4 Senior Secondary &4
(Secondary 4-6, Diploma, Hong Kong Diploma
of Secondary Education or equivalent)
(FPruz N ~ 38 - BEPEUS
WAFHEEL)

5 Junior Secondary #/]1
(Secondary 1-3 or equivalent)

(h—=h= - NEFHERE)

Column (G)
(G

Enter in Column (G) the preferred relevant years
of experience for employees according to the
following codes:

SRR B EARHBGEE - & FYIRESHEA
(G

Code Preferred Relevant Years of Experience
Gye  HAMMMREE
1 10 years or more
TN L
2 6 years to less than 10 years
NEETFLT
3 3 years to less than 6 years
SEBEREUT
4 1 year to less than 3 years
—HEE=ZELT
5 Less than 1 year
—FELTF

If additional lines are necessary, please tick here [] and enter on supplementary sheet(s).
SR VO SREALL O N AARAEIT RS -

WL -
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Part 11

BELY

For Full-time Employees

Z2RfER

1. Number of full-time retail trade employees in October 2015 (12 months ago).
2015410 H i (12{[ H A H = E & 56 e 8 AEL -

(@) Managerial Level

SLERLR 8

(b) Supervisory Level

B AR 12

(c) Sales Staff

BERE 16

(d) Operative/Clerical Support Level

LI YN = P 14 20

2. Number of full-time retail trade employees left in the past 12 months.

ML 12{W H BT E B (e B AL -

(@) Managerial Level

A 25

(b) Supervisory Level

FIES 29

(c) Sales Staff

ERR 33

(d) Operative/Clerical Support Level
HBHA B SLESk 37

For Part-time Sales/Service Staff

RBERR REBR

3. (@ Number of Part-time Sales/Service Staff in October 2015 (12 months ago).
201510 I (12{E H AN HIR E B B IR S AR -

(b) Number of Part-time Sales/Service Staff left in the past 12 months.
HEFEI2EHNBER SR E B B IR E A -

139

LIl L1

42

LIl L1

47

For Official Use Only

IERRREE
Est. No.
ER No.

24

41

[

46
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Employees’ Whereabouts After Leaving the Company

BEREE R

4. Number of full-time retail trade employees leaving your company during the past 12 months by whereabouts:

B (L PR 2 IR B IR B (A5 )

@

(b)

©

(d)

O

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

WEHETEEARENTE (EREAIE)

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

WEETE RN TE (ERERAIE)

Emigration, retirement or further studies
MR~ BRIREHERE

Unknown
AE1E

Others (Please specify)
HAth (EEEEEH)

Sources of Recruitment in the Industry

Hiis e BRI

Operative/Clerical

Managerial Level  Supervisory Level Sales Staff Support Level
A T4k BEE L PN = P =t
L[| Ll [ | L[| L[|
52 55 58 61
L[| Ll [ | L[| L[|
64 67 70 73
L[| L[| Ll 1| Ll 1|
76 79 82 85
L[| Ll [ | L[| L[|
88 91 94 97
L[] L[| Ll 1] Ll 1]
100 103 106 109

5. Number of retail trade employees recruited to fill the new or existing posts during the past 12 months by source:

TS DUE R B A B A 2 BRI B B (R BB (AR D

@

(b)

©

(d)

©)

Managerial Level
IR

Supervisory Level

ELEER

Sales Staff
BEE

Operative/Clerical Support Level

Sources of Recruitment

s B ZOR
Number of Number of
Employees Recruited Employees Recruited
with Retail Trade without Retail Trade
Experience Experience
HEEELEN N EEBEFELERHY
L= YN ST = U4

:
:

112 115

:
:

118 121

:
:

124 127

:
:

HHEIA B SLE) 130 133
Part-time Sales/Service Staff

FMEEE RSE 136 139

For Official Use Only Q4 |_| |_| |_| |_|

AT ZREE S

142 143 144 145

L

146
|| L
147 148

L

149
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Training
ElE:S

6. How many training (either internal or external*) places have you/will be sponsored or provided to full-time retail trade employees on the
following subject areas?
BN EREERREED RE A TIHE B A& B s8R (RN RSME) BREEE %) ?

Past 12 Months &2 12{E H Next 12 Months &3c12{E H
Full-time Full-time Sales, Full-time Full-time Sales,
Managerial and Operative and Managerial and Operative and
Supervisory Staff Clerical Support Staff Supervisory Staff Clerical Support Staff
PR 2HEEE - RRET R, 2HEEE -
THEREE BN B KRR THEREE LEENPN= Y=
(@) Managerial / Supervisory Skills / | | | | | | | | | | |

Strategic Management 150 153 157 160
B EERTT RS EE

(b) Customer Service / Complaints Handling | | | | | | | | |

BRI / aEsE 164 167 171 174

(c) Selling Skills / Product Knowledge | | | | | | | | |

SHEERTT EEAL AR 178 181 185 188

(d) Coaching Skills / Team Work / | | | | | | |

Communication 192 195 199 202

LS ST V| N (S it s ]

T

E
:

(e) Shop Display / Visual Merchandising | | | | | | |

JEEHERY ] P e SR R 206 209 213 216

(f) Merchandising and Purchasing | | | |_L|_|_|

i 220 223 227 230

(9) Logistics / Inventory Management / | | | | | | |

Supply Chain Management 234 237 241 244
Vs frEE e

E
:

E
:

E
:

(h) IT and Applications

:

LI L]

:

LI [l

AR E 248 251 255 258

(i) E-Commerce | | | | | | | | | |_|
EFrEYE 262 265 269 272

(1) Marketing | | | | | | | | | | |
Bibisids 276 279 283 286

(k) Putonghua | | | | | | | | I | _|_|
e En 290 293 297 300

()  English | | | | | | | | | | |
HizhE 304 307 311 314

~AQ

(m) Personal Development | | | | | | |

PN 318 321 325 328

(n) Others (please specify) |_|_|_|_|

Hofih(555R0) 332 335 339 342

:
:

:
:
:

Notes * Internal training refers to an in-house training offered by the company.

BFaE - > PERESEIIE A BB Ak B4R - For Officialuseonly | | | | | |
* External training refers to a training offered by an external training provider. A B 346 348

* HNE SN A E DLOMNY S BRRE SR A 2 3114k -
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7. For each of the subject area, please indicate the relative percentage of internal and external training to be sponsored/

provided in the next 12 months.

FRLLT S5 I SREENS - S5 R A ER AR08 H = Bh 1R (A PRt R S NE s A S 5 o bE

Internal Training External Training
MNEREEN SR
(%) (%)

:
:

(@) Managerial / Supervisory Skills / Strategic Management
EHBERTT RISE 350 353

:
:

(b) Customer Service / Complaints Handling

EHFRRE / eahE 357 360

(c) Selling Skills / Product Knowledge
PHERTT,EE Gn s 364 367

:
:

:
:

(d) Coaching Skills / Team Work / Communication
Lt oS AoV | SR St ] 371 374

:
:

(e) Shop Display / Visual Merchandising
JEEPRY], P hn R AL R 378 381

:
:

(f)  Merchandising and Purchasing
P 385 388

:
:

(9) Logistics / Inventory Management / Supply Chain Management
Vi FEEE L EEE 392 395

(h) 1T and Applications
HHRH R ER 399 402

:
:

(i) E-Commerce
BTREE 406 409

:
:

(i) Marketing

:
:

TS HER 413 416
(k) Putonghua | | | |
LT 420 4
(I) English | | | |

BxE 427 430

~AQ

(m) Personal Development

EAZ R 434 437

:

s s s s s s g e[ ¢ s g sl gl

:
:

(n) Others (please specify)
H At (55:R8) 441 444

Does your company take priority to select those courses recognised under the Qualifications Framework when
sponsor or provide training to your staff?

HAEFER SR B G oes A T - A8 % RS AT r R R B

Yes No
[] e []

H

|:| Not Applicable
A i

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

HAFEHRA RARBEE R ki Afe & Bl sk 2

Yes No
[] e []

H

|:| Not Applicable
NiEH

142

For Official Use Only
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10. Pre-employment training refers to training provided to people before they enter the workforce or before they are
employed in a particular industry. What is your view on pre-employment training for front-line sales persons?

PRERTEEE ) 5 RIS FETRE LFI AL - SREATRATIISR - (Rl B A BT A R R 2

|:| Pre-requisite (please go to Q.11)
450 PVHGHEEBLLE)

|:| No comment (please go to Q.12)

452 RARBRGEGES

127H)

L]

451

L]

453

Preferred (please go to Q.11)
HEGEEHLLE)

Not necessary (please go to Q.12)
FEEGEEF12HE)

11. Which types of training you think a front-line sales person needs to acquire before employment?

(Please tick in the box with appropriate level of importance.)

Re8 Ry 4R oH & N B ABRRTZRBEZRLETISR 7 (R EEMEN e @I iE "™ %)

@)

(b)

©

(d)

()

(f)

©)

(h)

0]

0)

(k)

0]

(m)

(n)

e

Managerial / Supervisory Skills /

Strategic Management

EHBERDT RS EHE

Very Important Important Not Very Important Not Necessary
+orE HE AREE AR
455 456 457 458

Customer Service / Complaints Handling |:|

BEERE atm

Selling Skills / Product Knowledge

HERTT /Al

Coaching Skills / Team Work /

Communication

459

L]

463

L]

467

BEEHRSEDT ER IR ERTT

Shop Display / Visual Merchandising |:|
JE &R, P En S R

Merchandising and Purchasing

PRI

Logistics / Inventory Management /

Supply Chain Management
Yim FEEH e

IT and Applications
HRH R EH

E-Commerce

BETHHE

Marketing
i E

Putonghua
LT

English

HiEE

Personal Development

(PN JE

Others (please specify)
HoAh(FEERAA)

471

[]

475

[]

479

[]

483

a1 IN IN I I
S © © © I

5
S
N

[]

460

L]

464

[]

468

[]

472

L]

476

[]

480

o o IS IS IS IS
<) o © © <) <

(o)
o
[e°)

143

L] []

461 462
L] [
465 466
[] []
469 470

[] []

473 474
L] [
477 478
L] []
481 482

1 ] S S S S
o o © © @ e}
(53] = ~ w © ol
a1 (4] S S S S
o o © (=] © e
(2] N o sy o (2]

(o2}
o
o
a
ey
o

For Official Use Only
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Difficulties Encountered in Recruitment

EElilas]

12. Did your company encounter any difficulties in recruitment of retail trade employees in the past 12 months?
(Please tick as appropriate)
» BAEEEEEERREEBETREA BTN ?
(FEEEE QIS N Ev5E)

|:|No

(End of questionnaire. Thank you.)

BAMESE - ZHETE )

|:| Yes (please go to Q.13)
HEEEH13HE)

Major Difficulties Encountered in Recruitment

FE AR

13. Please give the three most difficulties in recruitment your company encountered in the past 12 months.

sHE B A e B H ATE FI e S = TE A R -

For Official Use Only
IEHIBUE S

L

512

|:| No recruitment need
(End of questionnaire. Thank you.)

AR EEES

Z#alE )

Operative Part-time
Managerial ~ Supervisory [Clerical Sales Staff and
Level Level Sales Staff ~ Support Level _Service Staff
ST FAEER EEE HEIA B HFREEE
/LA /S RHE
@ Candidates had more choices in the market |:| |:| |:| D D
JEBEE TS B AR S 5 513 514 515 516 517
(b) Candidates lacked the relevant |:| |:| |:| |:|
skills / expertise 518 519 520 521 522
FERUCE N MEAH R R R, R
(©) Candidates lacked the relevant [] [] [ ] [ ]
experience 523 524 525 526 527
JEBEE = H B4R
(d)  Candidates lacked the relevant [] [] [ ] [ ]
academic qualification 528 529 530 531 532
JEBEE R BB ZE
(e) Candidates found the remuneration |:| |:| |:| |:|
package and fringe benefit not attractive 533 534 535 536 537
JEBCEE T8 R S i T e A 5 |
) Candidates were unwilling to work |:| |:| |:| |:|
long working hours and on shift 538 539 540 541 542
JERE R R R BB AR
(9) Candidates were lack of awareness of career |:| |:| |:| |:|
opportunities available and the career prospect in retailing 543 544 545 546 547
JERE TR AL BT R R & ST Sy R
(h) Others (Please specify) |:| |:| |:| |:|
HAth (EFEEEH) 548 549 550 551 552
(i) Others (Please specify)
HoAt () [ ] [ ] [ ] [ ]
553 554 555 556 557
For Official Use Only | | || || ||
AR 558 559 560 561 562
563

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

RI#5E - SBETE -
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Bt &% B
BB B ABVTI AL TR AF]

2016 EFBEEFEANEE

ff 3£

BETHETHEE ARENCE N > FHAHET -

HEFHAELZA  F2ERM e CH Y Ay B E T /EHRY -

i H O HEE & R Iﬁ%éﬂ%#%mﬁ%mkﬁﬁ?ﬁ
RER  MEERINKZAEGHAHFLULEBRE - BBFE
A1 {a] JE £F 28 A By FI SR AR oK
—HR
“A T — B R

(a) %8%%%0“3%%%%1¢ﬁ% ° R W ES oy B AR AT
REBEANFRRMAEAR > HOBBANEMEEZSHEL
i

U556 65 5 0 — TS R R

(b) 3 M0 % 0 B 09 W 0 B T R LUK 3 AE 09 B it W75
ZE

© %A AR\ R G S A B A
B o T e LR B E B A M B LA B
i CTEET M -

B il — 45 3 T HE Y
BANEHEAMEAF S LRGEE - EASABLR G
B A BT EERM B AR WA R
G NBEARASN - HRABER - EEWG - HRET
HIE  (HEHMBELRNNRERD - )

“C”H — 2016 10H17HMEE A&

EEABEBRMEMAE2016F410H17THWEE L& > 0 F 45
SNTIENEE EBANSENEBNEFFXERKE -
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7.

10.

“D"f —f£2016F 10 H 17 H Y %= Gt &4

FHEABGEBRMEMA2016F 10 H17HWEtEE - T HAEFE
B BRREEBOMmEZE o FILZIESNEHEESEEKRERER A
E\ o

“E"HM — FHEAF2017F 10 AR E A #

el R E ABIEE AEF2017F10 AR A& HBRE W E
BAB -t EBERGER U HLBMTE ABTS
N RO I

“FrH - BREEHANAFET

FHEAELCIAIXRABEHBENREREEANAETREEME &
B (BB MAERNN BRI <)

“GrM — (8 8 H H 0 AHEEE

FEHAEANARXAEBEEHBENREEEAENHEBEFEEZE B &
%‘ﬂ%°(* SRFEERNNEIRHHE” )

146



6.

Bt &% B
B EE ANBAE AL EHYAF]

2016 EFBEEFEANEE

BETE THERE ARENEE N > FHAHEG -

HE AL 0 F 2N ek CHT Y AT BB T /ER Y -

o SO R REHY R 0 RS B AR B E A S B A )RR K
REZE > MEERIKZEGIHAAEULLSRE BT ER
WA JE F SE AT FI AR TR K -

“A ] — BT

@ FSMUHC "EEBMBO TR o LN BET
BE UL v H) BT BR B E R R 40 B 9 A AR R B L
UEEE PR TN S o

(b) % 1R 9% (R B 09k BEME A ST 0 MR LI ME 09 5 A

ZE-
@ ABAXMEARNR - EEBNARIA . MH A
RS W LR T E B M L R

If,én:f% C"ZEZ“E"f# -

‘B M —FHVHTEEE

A {Eaﬂﬁlﬁﬂ?iﬁi {HE - BEESHABIEGE
#roo EEHIYEI CEGE A - B R OE R - ﬁi&?{?@

AEHESW — %R EEEE — = TR 5% 0P

A
o
F W&

g T éo BSREFEERANNLEIFHRHE” )

“C"HH —F2016F10HI17THWNEE A

HIEASHEBMEE2016F 108 17THNEE AH > BETE
ANTHENRE BB AP REBHETRXIEKE -

~

N

147



7. “DViH — 2016410817 HHZ= & 48

FHEABGEBRMEMA2016F 10 H17HWEtEE - T HAEFE
B BRREEBOMmEZE o FILZIESNEHEESEEKRERER A
E\ o

8. “E”Mfl — THE 2017 10H g B A%

el R E ABIEE AEF2017F10 AR A& HBRE W E
BAB -t EBERGER U HLBMTE ABTS
N RO I

9. *F"H-EEHAHNAFEE

mﬁA%AEE%l%%ﬁ%@%ﬁﬁ%ﬁé%gﬁgﬁ
B (BB MAERNN BRI <)

10 "G - EEHEAENMHEEFE

ﬂi ABEXNERBEBHBREOESEANMHEEERNBE S
(m/%ﬁﬁ%mm AR AR BT ¢)

11, F1E - T (H A EREEERE A
s EH ASGHBLSEN @A EREERER AH -

12 F2 @A+ (A NEEBRY BT EEES NH

FEHASHBLENEE -+ ZEHANERNEBRZEEEER
A%

13. F3FE T _(EAHANEBMEGS /RHBE N K®EE L — §

HANBEEBE FEERESS "IRHEE N

FEHATZEHANRBEES "Ik B8 ABRBEEX+ 2@
HW%%%%%EEE/%%EA%

14 F48E - ES EH
FRAMEMELBREFZMEAANEBRONZEEER A& -

148



15.

16.

17.

18.

19.

20.

21.

22.

23.

F SR — WS B 8 Y A
R ARKRELEBRE T ZEAAGTENZTERXES A& -

6 — g E e KT EERE S F AR5 E B sl El &R

%%?jiIEE”JH%%Eﬂ%’fﬁ/\i@%WL:{IHEUEKﬁL:{IE ' B
R EREE BT EERERENEI &Y S (BEAN K
SN ) 4 B e

% 7R — 7 f4E AL e Hb ] B% I AY B B o) B

?jEtIEEJHZFE%Eﬂ{* AR A ZE A AT e B By A E K A
HHl S ok -

E8H —FEERC TR AR a0y RE &8 H B

iR E N R & EJJ%D)HZFEZAEIEH  HiRHFE
BE PR O R 2R M SR U A R A2 B 0

RO —FREHFRETE RH S E M5 E B sl &

R HAGSREBREER B AR MEE&E K& -

F10M — BT E A B oY BoaT 8 Il A
ARABEAEHAGHEEABNBEINER -

FI11E — i $H & A & B A7 8% 6l 6y 51 SR & 0 5 8 9 R
i e N E R AT &R 9H B N B AT 8§l - R B & H JI SR # S Ay E

H 130 — T IS A

mENEAEEBE T EHAMBI R EEN=ZHHEN
oo

149



Bt &% C

2016 FBEEZANNEE
TERBRBH T ERB
& T Bk f T {F & B85
KEF(EESHREHEKEH)

111 | 48 4% BEMBEANZTEER B - HE
WG HERERASEE -

112 |2 #E B ELKH BEEHKHEEOHEEEN¥E
EENEHEH -
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