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DOST Sales focuses on an effective on-the-job (OJT) 
training model
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The Samsung DOST (Digital & Offline Skills Training) Sales Project, launched in 2021, is part of this broader effort aimed at boosting job 
readiness, Providing government-recognized certification, and inclusive retail workforce growth . It focuses on preparing youth, particularly those 
from underserved communities, for roles in the fast-growing consumer electronics retail sector. 

Grant Thornton Bharat was engaged by Samsung to conduct an impact assessment of the DOST Sales programme. The study involved a mixed-
methods approach, including desk review of programme documents, development of structured tools, and extensive beneficiary interactions. 
A total of 351 respondents were surveyed.

DOST Sales has emerged as a powerful enabler for young individuals, especially first-time job seekers, to access organized retail careers. The 
findings demonstrate strong gains in communication, product knowledge, soft skills, confidence, and employment outcomes, with 68% of 
employed respondents directly crediting the programme for their current roles. Overall, the assessment highlights that DOST is a highly 
relevant, well-implemented, and impactful skilling programme that contributes significantly to strengthening India’s retail workforce, while 
reinforcing Samsung’s commitment to youth empowerment and national skilling priorities.

• The programme successfully targeted young individuals at the    
right stage of workforce entry 

• 78% reported interest in joining the retail sector, confirming 
strong beneficiary–programme fit.

• 91% stated that the programme provided relevant job-aligned 
skills

• 80% rated verbal communication and persuasion skills as 
Good/Very Good.

• 68% “highly” attribute their current job to the DOST programme,
• For the candidates currently employed, the average income has 

increased from INR 13,966 before the training to INR 20,317 post 
the training.
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Rationale for DOST Sales
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India’s retail sector is one of the country’s 
most dynamic employment generators

There is a need for support from various 
stakeholders of the society to address 
challenges

There has been a rise in the percentage of 
employability 

As per IBEF (2025), India’s retail sector 
contributes over 10% of GDP and employs 
around 8% of the workforce (≈35+ million 
people), making it one of India’s largest 
employment generators

The sector faces challenges such as uneven 
skilling quality, lack of exposure to quality 
training, limited practical training 
opportunities, and insufficient pathways for 
first-time job entrants to transition smoothly 
into organized retail careers.

The India Skills Report 2026 states that 
employability has changed from 46.2% in 
2020 to 56.3% in 2026. This highlights that 
while there has been an improvement, there 
is still potential to improve the employability 
further.

The DOST Sales Programme strengthens Samsung’s vision of Powering Digital India by supporting skill development at scale and 
ensuring young people from diverse social and regional backgrounds can access meaningful employment opportunities. By aligning 
with national skill development missions and collaborating closely with government-led Sector Skill Councils, Samsung continues to 
play a pivotal role in shaping India’s retail talent landscape.



DOST 
Sales

Samsung DOST is a skilling initiative aimed to – 

✓ Drive inclusive retail workforce growth across India.
✓ Boost job readiness through classroom learning and pan-India on-the-job training
✓ Providing government-recognized certification to eligible candidates

Objective: 
The project launched in 2021, is part of this broader skilling effort and focuses on preparing youth, particularly 
those from underserved communities, for roles in the fast-growing consumer electronics retail sector. 

Partnerships:
Implemented in partnership with Electronic Sector Skill Council of India (ESSCI) and National Skill Development 
Council (NSDC).

Key aspects:

• Quality and diverse training curriculum
• Stipend to help the trainees in their learning journey
• On-the-job-training as part of the support

7



Key aspects of the training 
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Each trainee undergoes a 120-hour 
online classroom module, along with 5 
months on-the-job training. The 
curriculum covers:
• Customer interaction and 

communication
• Sales fundamentals and retail 

processes
• Product knowledge and demonstration 

skills
• Store operations and service excellence

The programme provides industry-aligned, National Skills Qualification Framework (NSQF) based training that combines 
classroom instruction with practical and on-the-job learning, leading to nationally recognised certification and enhanced 
employability across the organised retail workforce.

During the on-the-job training (OJT), they gain 
hands-on experience in customer engagement, 
store processes, product education, and sales 
conversion and receive a monthly remuneration 
from Samsung to support their learning and 
training experience.
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Grant Thornton Bharat LLP was appointed by Samsung India to 
conduct an impact assessment of DOST Sales
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Organization for Economic Co-operation and Development (OECD) 
Development Assistance Committee (DAC) framework was employed to 
evaluate the impact of the projects. 

The key parameters for the assessment were:

Assessment objectives:
• Understand the programme, its 

activities, key outcomes, model 
of implementation, type of 
documentation etc.

• Evaluate beneficiary feedback 
on the support provided under 
each programme. 

• Evaluate sustainability and 
impact of the programme. 

• Identify critical factors, gaps, 
and possible methods of 
improvement.

Relevance
• To what extent were the objectives of the projects 

suitable as per the need of the area/ beneficiaries?
• Were the activities and outputs of the projects 

consistent with the overall goal and objectives?

Effectiveness
• To what extent were the objectives achieved / were 

likely to be achieved?
• What were the major factors influencing the 

achievement or non-achievement of the objectives?

Efficiency
• Have the process been documented thoroughly, with 

controls and checks in place?
• Was the programme or project implemented in the 

most efficient way compared to alternatives?

Impact
• What has happened because of the programme?
• What real difference has the activity made to the 

beneficiaries?

Sustainability
• To what extent did the benefits of a programme or 

project continue after donor funding ceased?
• Major factors influenced the achievement/ non-

achievement of sustainability of the programme or 
project?

Coherence
• Is the programme aligned with any national goals?
• Is the programme aligned with any global policies/ 

guidelines?



Methodology followed
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• Inception meeting with Samsung CSR 
team to gain better understanding of the 
project 

• Review available project documents 
and relevant reports

• Study design including identification of 
key stakeholders and areas of enquiries 
in consultation with the team.

• Define sample size and detailed 
methodology for data collection 

• Develop tools and take approval from 
the team.

Phase 1 Phase 2 Phase 3

• Train and orient field teams on data 
collection to ensure efficiency and 
standardization across interactions.

• Conduct interactions and surveys using 
the data collection tools (both 
qualitative and quantitative). 

• Adhere to the data collection plan and 
quality assurance protocols. 

• Clean, verify and validate data.

• Data analysis to identify relevant trends 
and key statistics.

• Submission of draft impact assessment 
report with data analysis.

• Incorporating comments made on the 
draft report by the team

• Submit and present the final report.



The quantitative telephonic interactions were conducted with 

Coverage

Interaction tools covered the following aspects:
• Demographic profile
• Awareness & motivation
• Programme relevance & delivery quality
• Training Exposure and Participation
• On-the-Job Training (OJT) Experience
• Skill Improvement and Behavioral Outcomes
• Satisfaction with Training and Programme Delivery

Following stakeholders were covered through qualitative 
interactions: 
• Implementing partners – Ranjita Kumari (NSDC) and Abhishek 

(ESSCI)
• Samsung project team

12

Partner Sample target 
(calculated basis 

95% confidence and 
5% margin of error)

Sample 
covered

NSDC 175 176

ESSCI 175 175

Total 350 351
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Respondent profiling
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Qualification

61% respondents are graduates, 32% are 12th 
pass and 3% are 10th pass. Remaining 5% were 
post graduates.

Gender and age profile

82% respondents are male and 18% female. Additionally, The largest share of 
respondents were 23–25 years (34%), closely followed by those aged 26–30 
years (32%), indicating strong uptake among individuals actively preparing for 
stable early-career roles. Younger participants aged 20–22 years accounted for 
19%, reflecting the programme’s appeal to fresh entrants exploring their first job 
opportunities. A further 15% were 30 years and above.

Family income

21% reported a family income between INR 
3,00,000 and 5,00,000, 17% reported between INR 
1,00,000 and 3,00,000, and 6% reported an income 
above INR 5,00,000. 

3%

32%

61%

5%

10th Pass

12th Pass

Graduate

Postgraduate

Location

Respondents are from across 17 states. Most 
respondents are concentrated in Delhi (16%), Uttar 
Pradesh (13%), and Madhya Pradesh (13%). 
Maharashtra (10%) and Chhattisgarh (9%) also form a 
notable share, while states such as Gujarat, Bihar, 
Jharkhand, and Rajasthan have a smaller shares.



Outreach and mobilization
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As per the MOU, mobilization was carried out by Training Partners through multiple 
outreach activities such as pamphlet distribution, community meetings, mobilization 
camps.

Training Partners had counselled interested candidates by answering queries and ensuring 
transparent communication. They were also responsible for screening and shortlisting 
applicants according to job-role criteria defined by Samsung

A psychometric test was conducted as part of the screening process using recognized tools 
to assess candidates’ aptitude, skills, and fit for retail roles. 

76% respondents learned about the training 
through friends or family, 14% through 
Recruitment agencies and 5% each through 
brochures/pamphlets and colleges. 

5% 5%

14%

76%

Brochures/
Pamphlets

College Recruitment
agency

Friends or
Family



Relevance through quality access to training
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Relevance Effectiveness Efficiency

Impact Sustainability Coherence

58%

34%

2%
6%

Student / Unemployed Employed – full time Employed – part time Self-employed

Employment status before the training

• Before joining the programme, 58% were either students or unemployed, indicating that the 
programme successfully reached youth who were seeking their very first career opportunity. 

• Another 34% were employed full-time, yet typically in low-skill or unstable roles, showing strong 
demand for structured upskilling to move into better-quality retail jobs. 

• Additionally, 6% self-employed, and 2% in part-time work, representing groups with limited access to 
formal training or career pathways. 

This distribution highlights the relevance of the DOST Sales programme, as it effectively targeted 
those who stood to benefit most from industry-aligned skills, guided entry into organized retail, and 
structured exposure through OJT.

Additionally, 78% respondents 
highlighted that they were 
interested in working in the retail 
sector. The remaining were not 
sure. This further highlights that 
the programme reached out the 
relevant beneficiaries. 



Effective model of implementation
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Relevance Effectiveness Efficiency

Impact Sustainability Coherence

91% of respondents reported that the 
programme provided them with the knowledge 
and skills required for their job, while only 9% 
were not sure. 
This positive response demonstrates that the 
training curriculum, delivery methods, and 
facilitation processes were functioning 
effectively and consistently across batches, 
ensuring that participants received practical, 
workplace-relevant learning.

68% of respondents highly attribute their current 
job to the DOST programme, reflecting strong 
alignment between training content, OJT 
exposure, and final placement pathways. 
Meanwhile, 17% said ‘To some extent’, indicating 
partial contribution. While the remaining were 
not sure.
Overall, large proportion of respondents 
crediting DOST for their employment 
underscores that the programme’s processes 
were functioning efficiently and enabling 
workforce entry for a majority of learners.

Respondents were asked to rate various aspects 
of the training - 

80% also rated improvement in influencing and 
persuasion skills as Good or Very Good. Trainees 
felt confident in engaging and persuading 
customers, implying that the training strengthened 
their ability to support sales conversations.

Further, 80% rated improvement in verbal 
communication skills as Good or Very Good. A 
strong majority reported clear and effective verbal 
communication, suggesting they were better 
prepared to interact with customers

68%

17%

15%

Attribution of current job to the DOST 
programme      

Highly

To some extent

Not sure

9%

91%

Relevant knowledge

Not sure

Yes



High efficiency across every stage of the 
programme
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Relevance Effectiveness Efficiency

Impact Sustainability Coherence

OJT was an important component of the programme, offering 
trainees five months of hands-on exposure in real Samsung retail 
stores where they could apply classroom learning directly with 
customers.

• The On-the-Job Training (OJT) was conducted for a duration of five 
months at Samsung retail stores, where trainees applied the 
classroom learning in real work settings. 

• Implementing Partners coordinated closely with the Samsung CSR 
to deploy candidates to the designated stores, manage weekly 
and monthly reporting, and address any on-ground issues during 
the OJT period. 

• Attendance during OJT was monitored through the CPS mobile 
application, ensuring real-time tracking and transparency. The 
Training Partners were responsible for overseeing daily 
performance and supporting grievance resolution. 

• Additionally, the candidates also received a stipend during the OJT 
which further helped them be motivated towards their training.

“The programme has delivered industry-aligned training that candidates 
found both relevant and engaging. The online classes were structured and 
made easy for youth to understand sales fundamentals, customer 
interaction techniques, and product knowledge. Trainees repeatedly shared 
that the content was clear, practical, and directly applicable to real store 
scenarios, which made them feel more confident when transitioning to 
On-the-Job Training. The OJT experience itself was highly valued, giving 
candidates hands-on exposure in Samsung retail stores, and the stipend 
provided during this period was especially meaningful for many.”

- Ranjita Kumari, Implementing partner (NSDC)

XTraining delivery
Training delivery - Classroom training was delivered online to ensure that 
beneficiaries from remote areas can receive the training too. 

Training curriculum - Training followed Sector Skill Council (SSC) and 
NSQF standards (Level 3.0), ensuring that content matched the required 
job roles. Trainers covered theoretical modules, demonstrations, and 
retail-specific knowledge to prepare candidates for in-store roles. 

Attendance - Daily attendance was tracked through technology - enabled 
MIS, allowing real-time monitoring by both Samsung and implementing 
agency, ensuring transparency and compliance

OJT was delivered efficiently across stores, with over  82% of 
respondents rating their on-the-job training experience as Good or 
Very Good

This strong satisfaction level reflects the consistency, structure, 
and quality of in-store learning provided through the programme.



The programme impacted employment, income,
and overall confidence
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Relevance Effectiveness Efficiency

Impact Sustainability Coherence

Programme impact is evident through the 
respondents’ employment and income 
improvements - 

• Before the training, 42% of respondents 
were already working while 44% were 
students and 14% were unemployed.

• After the training, the situation improved, 
with 76% now engaged in work (60% 
full-time, 1% part-time, and 15% 
self-employed).

• This shows a clear movement into 
employment, especially full-time jobs, and a 
drop in unemployment from 14% to 9%. 

• A large portion of those who were students 
earlier appear to have shifted either into 
jobs or into active job search (15%), 
indicating stronger entry into the labour 
market. 

60%

1%

15%

15%

9%

Employment status after the 
training 

Employed – full time

Employed – part 
time
Looking for jobs

Self-employed

Unemployed

Respondents were asked to rate positive 
impact due to the training – 

71% rated an enhanced confidence level. 
Confidence shows the strongest gain, indicating 
that pedagogy and OJT exposure effectively built 
workplace readiness.

64% rated social recognition as Very 
High/High. Respondents experienced higher 
social standing, signaling that formal roles in 
organized retail carry esteem and visibility.

62% also rated an improvement in lifestyle 
enhancement, reflecting stable earnings and 
regular work routines.

Additionally, 58% rated their ability to get a job 
as high. Respondents felt the programme 
significantly improved their job prospects.

For the candidates currently 
employed, the average income 
has increased from INR 13,966 
before the training to INR 
20,317 post the training.
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Sustainable futures and programme coherence 
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Relevance Effectiveness Efficiency

Impact Sustainability Coherence

Hands-on OJT builds durable workplace 
behaviors - Five months of in-store OJT develops 
real customer handling, sales, communication, 
product knowledge, and store processes skills 
that continue to benefit youth long after 
programme completion.

Industry exposure increases long-term 
employability and career mobility - By working 
inside retail stores during OJT, trainees gain 
experience valued across electronics, consumer 
durables, and retail industries, supporting 
long-term career progression beyond the first 
job.

Beneficiary outcomes show sustained 
behavioral and social change - High levels of 
improved confidence (71%), lifestyle 
enhancement (62%), and social recognition 
(64%) observed in the study indicate lasting 
personal and socio-economic benefits that 
extend beyond immediate employment. 

Aligned with national skilling ecosystem 
(NSQF + SSCs) - The programme is built on 
NSQF-aligned curriculum, delivered through 
SSC-approved training partners, and 
assessed/certified via Sector Skill Councils.

Strengthens industry–government 
coordination - The project operationalizes a 
large-scale industry–government interface—
Samsung provides OJT venues, technology 
systems and branding, while NSDC manages 
training partners, assessments, MIS, and 
reporting. This reinforces ecosystem coherence 
and avoids duplication. 

Complementary to national missions - By 
training youth for frontline retail roles using 
standardized job roles such as In-Store Promoter 
and In-Store Demonstrator, the programme 
supports the Skill India Mission’s objective of 
creating a job-ready workforce in high-growth 
sectors. 
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Case studies and success stories…1/2
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I learnt everything important about retail

“I joined the DOST programme without 
prior experience in retail. The sessions 
were well-structured, and attendance 
through the app kept the process 
organised. The trainers made concepts 
simple, and through OJT I learned 
customer handling, product explanation, 
and day-to-day store operations. The 
training boosted my confidence, and I 
now work full-time at Haier Appliances. 
DOST was instrumental in helping me 
shift into a professional retail role.”

- Kratika, Rajasthan, Jaipur

Secured a full time job

“I heard about DOST through friends and 
joined to gain practical exposure. The 
online classes were smooth, and during 
six months of OJT I received ₹60,000 as 
stipend, which supported my expenses 
and motivated me. The hands-on 
experience improved my communication, 
product understanding, and overall 
confidence. After completing the 
programme, I secured a full-time job with 
Motorola at ₹25,000 per month. The 
training significantly contributed to my 
career growth.”

- Jagpal Baghel, Madhya Pradesh – Guna



Case studies and success stories…2/2
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Learnt to handle customers and store tasks

“I came to the DOST Sales programme while looking for my 
first job. I heard about it through my family and joined 
because I was interested in retail. The online classes made 
concepts easy to understand, and the OJT experience taught 
me how to interact with customers and handle store tasks. 
The stipend supported me during training, and after 
completing the programme, I secured a full-time job at 
Croma. DOST helped me gain confidence and start my career 
on the right track.”

- Bhumi, Delhi, Preet Vihar



Conclusion
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DOST Sales was designed to prepare young people, particularly those entering the workforce for frontline retail roles through 
structured classroom training, practical sessions, and five months of on-the-job learning. The programme combined 
standardised training content, counselling and screening support, and a strong OJT component anchored in real-store 
environments. Together, these elements created a clear pathway from training to employment for candidates across 
multiple states.

Assessment findings show notable improvements across several dimensions of participant development. Respondents 
reported strong gains in professional skills, with 80% rating their verbal communication and persuasion abilities as Good 
or Very Good, 83% expressing confidence in understanding product brochures, and over 55% highlighting improvements 
in soft skills such as customer interaction and workplace behaviour. Additionally, 71% noted a significant increase in 
overall confidence, reflecting the programme’s role in strengthening personal readiness for workplace settings. Many also 
reported improvements in lifestyle, clarity about job expectations, and a smoother transition into real-world retail roles. 
Importantly, 68% of participants stated that the DOST programme played a major role in helping them secure their 
current job, highlighting the programme’s strong value in supporting career initiation and stability.

Collectively, these outcomes demonstrate that DOST Sales provided meaningful opportunities for young people to build 
retail-relevant skills, enhance their confidence, and enter the industry with greater preparedness and clarity, ultimately 
contributing to stronger workforce readiness across the retail sector.
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Notice to the reader

• This report is with restrictive circulation and has been prepared exclusively for Samsung India Electronics Private Limited (Samsung 
India) as part of the engagement. It should not be used, reproduced, or circulated for any other purpose, in whole or in part, without 
prior written consent if used or referred for any other inference / study as an input or reference document. Grant Thornton Bharat 
LLP would only give such consent after full consideration of circumstances.

• The information collected for this study is through field visits, interactions with the project team, interviews with stakeholders, 
facilitated by Samsung and its Partners. We have relied on the information shared by these sources.

• The scope of work here does not constitute an audit or due diligence of the information shared, hence information received from the 
various sources was believed to be accurate.

• The recommendations provided as part of the assessment exercise may be implemented after an analysis of prioritization. The 
decision to implement the recommendations is the responsibility of the management of Samsung India.

• Field visits were conducted in cognizance with Samsung India’s prior acceptance on approach, methodology, coverage plan, tools 
and indicators.

• Owing to communication gap and the inherent human instinct to report everything as above-expectations and glitch-free, it was 
challenging to make interviewees understand the purpose of the survey and ensure that correct data was accordingly gathered.

• Grant Thornton Bharat LLP holds no responsibility on accuracy or sanctity, or authenticity of information provided by Samsung or 
implementing partner or stakeholders covered or any other party involved, and results / references drawn basis the same.

• This report should not be considered as an expression of opinion on any form of assurance on the financial statements of or on its 
financial or other information.

• This Report has been prepared solely to address issues specific to the Client and may not have addressed issues of relevance to 
any other person or entity. Any person or entity that is not a party to our engagement letter with the Client shall have no right to 
enforce any of its terms against us.
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Tools used for the study
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