Bull in a China Shop... and a Hairdresser,
and a Bookstore, and a Toy Shop

Retailer motivation is just one
area requiring the attention
of a savvy shopping centre
marketing manager. Talking
retail with retailers is a skill
well worth developing if you
want to have any empathy
with, and to be able to
provide assistance to them.
The more you learn about
the retail profession and the
more exposure they have to

successful peers, the beiter.
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Mike Gascoigne - Centre Manager at Amdase Shopping Centre; Barry Bult
and Rabecca Gascoigne - Graap Marketing Managet for Retad First

ne of the important things that
retailers got out of the hali-day
sion were
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= Don't let short term chstacles hinder
your goals.

» Customer sarvice is “old hat" — it is
all abeut the customer experiencs.
and this is the only thing you can

mpetitors don't.

Customer service is not about
and saying, “Have a nice

day." The customer experience is
far more than that - product advice,

into your store, and so on.

= Find your uniqueness. Don't imitate
—inngvate. You cannot compete with
the retail giants who are constantly
undercutting independents in price
so don't try to imitate thelr pricing
war; provide moi

gross and net pr
There is no point in selling more units
of stock at a minimal net profit; sell
less for mare profit.

* You need to get your stock control
balange right. There is no point in
having a mountain of stock that you
cannot sell, but if you don't have
enough stock then you will lose'sales
- it's an important balancing act.

« No matter what retail indBstry we
are in, everything is continuall
changing. Whether it is a newsagent,
phote lab, music store, hair salon;
pharmacy, butcher or a food court
outlet,
our customers, understand their
changing needs and wants, and
be one step ahead of the game.
We need to diversify or die.



