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RISE Up is a groundbreaking training and credentialing 
initiative. 
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• The course materials were designed for learners of all 

ages, backgrounds and education levels.

• It provides foundational employability skills to help 

people land jobs and get promoted in retail stores and 

beyond.

• The curriculum and exams are industry-recognized and 

were developed in collaboration with more than 20 

retailers.

• Delivery options are flexible – classroom, online or 

blended.

• The curricula for the three certifications were revised 

and updated in 2019.

• RISE Up and retail jobs provide skills and knowledge 

(customer service, sales, profit concepts, etc.) that are 

useful across industries.



National Retailers
Involved with RISE Up
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• Curriculum

• Validation

• Interviews

• Onboarding

• Upskilling



Snapshot of the Retail 
Industry

The demand for a qualified 

workforce is growing.

• Retailers are looking for 
employees with a unique 
skillset, committed to deliver on 
their brand promises. 
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Retail Outlook: 
US and Arizona 
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COVID Impact

• U.S. retail sales rose by 17.7% in May 
2020. Non-essential retailers reopened 
after closing in April to keep people safe 
during the coronavirus pandemic.

• The CARES Act provided financial 
support for consumers and the labor 
force and supplied liquidity for 
businesses. 

• Before the virus, nearly 90 percent of 
retail sales happened in stores. NRF 
expects consumers will eventually 
return to their in-store shopping habits. 

• Half (54%) of consumers say they are 
comfortable with the idea of shopping in 
stores. 



Retail Snapshot and Trends

• In Phoenix Metro Retail is the 3rd Largest Employment Sector

• Over 234k Retail Workers and growing…

• Target raised minimum wage to $15/hour Nationwide
• Several bonuses during COVID for essential + other best practices that may stay

• Transformation
• Less mundane tasks, more human driven + tech assisted
• Apparel - More rent, trade, re-sell (H&M, Banana Republic +)
• Responsible materials sourcing 
• Customized Service 2.0
• Experiential Retail (Nike, Apple +)
• Omni Channel + greater tech integration aligned with human activity

• How retailers operate – more conscious
• GAP – Flexible scheduling app
• Lowes, Home Depot, Starbucks, Walmart Tuition Assistance vs. Reimbursement
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RetailWorks AZ Retail Employers & Partners







RISE Up Content 
& Trainer Resources
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Retail Industry 
Fundamentals

This course is perfect for 
someone looking for a first 
job and/or developing 
workplace readiness skills.

Customer Service 
and Sales

This course is perfect for 
someone interested in or 
currently working in a 
customer facing role, 
whether in retail or another 
industry.

The Business of Retail: 
Operations and Profit

This course is perfect for 
someone interested in advancing 
a career or a student needing to 
better understand how a 
business is run. 



Online Course

Covers the same content 
than the classroom course. 
Includes interactive 
learning activities, 
simulations, and stories

PowerPoint Presentation

Helps the instructor deliver the 
course. Includes media and 
activities from the online course.

Learner Guide

Contains core content for 
the course, activities, and 
check-point test questions.

Trainer Guide

Step-by-step guide on how 
to implement course 
content and activities.

Train the Trainer Videos

Guide trainers through the 
subject matter, the 
methodology used in the 
courses, as well as course 
management related issues. 

Training Resources



Online Courses

• Modules are designed to be taken 
sequentially.

• As learners complete learning topics 
and modules, they unlock the next 
ones, and can advance to the next 
section.  
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Easy to understand

Easy to implement

Still lets you be in 

control

Trainer Guide Learner Guide

Sample Trainer Guide

Easy to understand

Easy to implement

Still lets you be in 

control



Online Course

Covers the same content 
than the classroom course. 
Includes interactive 
learning activities, 
simulations, and stories

PowerPoint Presentation

Helps the instructor deliver the 
course. Includes media and 
activities from the online course.

Learner Guide

Contains core content for 
the course, activities, and 
check-point test questions.

Trainer Guide

Step-by-step guide on how 
to implement course 
content and activities.

Train the Trainer Videos

Guide trainers through the 
subject matter, the 
methodology used in the 
courses, as well as course 
management related issues. 



High-Level Instructional Strategy
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First, learners study 

a block of content via 

reading, watching a 

video or class 

discussions.

GET FEEDBACKDOLEARN

Next, learners reflect 

on what they have 

learned while 

completing activities. 

These include scenario 

activities, simulations, 

class discussions, etc.

Finally, learners 

receive feedback based 

on their performance 

level. This is provided 

as via text or video, or 

verbally from peers and 

the trainer.



Scenario-Based Learning
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• Realistic scenarios are used to support 
active learning. Learners must apply 
knowledge and skills learned to assess job 
performance. 

Benefits of Scenario-Based 
Learning:

• Actively engages learners in their own 

learning process by asking them to .

• Further develops learners’ problem-solving 

and decision-making skills.

• Enhances the transfer of skills learned to 

the job.



Hands-On Activities
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Benefits of Hands-On Activities:

• Learning activities allow learners to apply 
and master key skills needed for the job.

• Hands-on activities have proven effective 

for skill development.

• Provide learners a safe environment to 

practice, identify performance errors, and 

correct them.



The Store Inventory Life Cycle 

Retail Operations22

Process Visuals



Retail Operations23

Outside Industry Videos

https://www.youtube.com/watch?v=2Wp-diDRVKI
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Discussion Scenarios



Occupational Safety and 
Health Administration 
(OSHA)

Retail Operations

Current Regulations

• Protects employees against hazards in the 

workplace.

• Ensures that companies provide a safe 

workplace to employees, free of physical 

danger.
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NRF Power Point Template Document: Section Title Here26

Self-Check Quizzes



NRF Power Point Template Document: Section Title Here27



Retail Industry 
Fundamentals Course

28

• Delve into the retail world, its career paths 
and the industry jargon. 

• Gain basic knowledge of retail industry,  
operations and product life cycle.

• Understand cost of goods sold and profit.

• Understand supply chain – how products 
move from production to distribution.

• Learn basic customer service and sales 
skills.

• Understand different jobs and career paths 
in retail. 

• Practice job readiness skills.



Customer Service and 
Sales Course
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• Understand the retail industry and 

the value of quality customer 

service.

• Gain knowledge of different types of 

customers’ needs and their 

mindsets.

• Master effective communication 

skills.

• Build a sales plan and learn effective 

upselling strategies. 

• Acquire job readiness skills.
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• See the retail ecosystem as a business 

and defines the profit model

• Understand inventory life cycle and 

inventory control

• Explore merchandising and marketing

• Understand loss prevention

• Learn workplace safety practices

Business of Retail: 
Operations & Profit



Credential Alignment

• Marketing
o Standard 1.0: Economic Principles 

(supply & demand; global economy)
o Standard 2.0: Foundations of 

Marketing (e-commerce, 
competition)

o Standard 3.0: Consumer Behavior 
(customer profiles, target markets)

o Standard 4.0: Marketing Mix (pricing, 
placement, channels)

o Standard 5.0: Selling Concepts 
(product features, security issues, 
POS systems, analytics)

o Standards 6.0-10.0:  additional 
concepts



Credential Alignment

• Business Management
o Standard 1.0: Personal Finance 

(foundations of economics, career 
choices, entrepreneurship)

o Standard 2.0: Business & Financial 
Mgmt (retail ownership models, 
communications, customer relations)

o Standard 3.0: Marketing Concepts
o Standard 4.0: General Management 

(business cycles, leadership)
o Standard 5.0: HR (professionalism, 

federal regulations)
o Standard 6.0-8.0: additional concepts 



Credential Exams



Credential Exams
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• Retail Industry Fundamentals: 

o 50 multiple-choice questions

o Untimed; not proctored

o Certificate issued*

• Customer Service & Sales

o 75 multiple-choice questions

o Timed for 90 minutes; proctored

o Certification issued*

• Business of Retail: Operations & Profit

o 75 multiple-choice questions

o Timed for 90 minutes; proctored

o Certification issued*

*Retail Industry Fundamentals Certificate – good for life

*Customer Service & Sales & Business of Retail Certifications –

renewable every 3 years



Exam Accommodations
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• Individuals can apply for 

accommodation that includes:

• Double Time

• Screen Reader

• Other accommodations, as 

needed



Exam Security 
Measures
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• Student disclaimer upon log in

o Confirm correct student name

o If not – student prompted to contact 

support@nrfriseup.com

• Closed book exams: no cellphones, 

textbooks or other resources

• Exam continues to be timed (90 minutes)

• Extensive exam question banks

o no exam has identical questions

o scrambled order of test questions

o Scrambled order of multiple-choice 

responses

mailto:support@nrfriseup.com


Student Security 
Measures
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Proctoring is temporarily removed* 

from online exams. Please note: 

• We do not capture log-in IPs in a 

reportable table for the exams 

taken online

• No additional information is 

requested from students

• No webcams or chat functions are 

enabled

*Measure in place until July 31



RISE Up Platform
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Online Platform

Trainer/Proctor Registration

39

Assign/Reassign Seat Licenses

Robust Permissions Settings

Reporting



Platform Functions
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Bringing RISE Up 
to Your Students
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• Delivery Options

• Scheduling Options

• Mix and match your own 

materials

• Bring in guest speakers

• Tailor specifically for your 

students



RISE Up website: https://nrffoundation.org/riseup

RISE Up FAQs: 
https://nrffoundation.org/riseupfaqs

Contact Information:

RISEUp@nrf.com for questions about curriculum and recent modification

Support@nrfriseup.com for questions about the RISE Up portal

NRF Job Board:
Companies hiring post-COVID 
https://nrf.com/resources/job-opportunities-workers-displaced-covid-19

Resources

https://nrffoundation.org/riseup
https://nrffoundation.org/riseupfaqs
mailto:RISEUp@nrf.com
mailto:Support@nrfriseup.com
https://nam04.safelinks.protection.outlook.com/?url=https%3A%2F%2Fnrf.com%2Fresources%2Fjob-opportunities-workers-displaced-covid-19&data=01%7C01%7Cfesslerk%40nrf.com%7C4dc9e157f51a495f1f0e08d7dc846f60%7C331dcc48e3614318b4f5108ce46de786%7C0&sdata=Irg%2Bt8pAGkBtNfqli%2BlMKWrJ3tbXomcFcAabHGhRMCs%3D&reserved=0


Value Add – NRF Resources



Value Add – Free NRF Resources



Question & Answer
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1101 New York Ave NW

Washington, DC 20005

nrf.com/riseup

THANK YOU!
Contact us at:
RISEUP@NRF.com

www.nrffoundation.org/riseup

Kate Fessler

Director of Outreach, RISE Up

fesslerk@nrf.com 202.802.0744

Orlando Cazarez

Project Manager, RetailWorks AZ

Center for the Future of Arizona

orlando.cazarez@arizonafuture.org 602.525.2649

arizonafuture.org | AZRetailCareers.com

mailto:RISEUP@NRF.com
http://www.nrffoundation.org/riseup
mailto:fesslerk@nrf.com
mailto:orlando.cazarez@arizonafuture.org

