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How To Make Your
Registers Ring

Try These Tips to Steer Customers to Your
Store Now

The holiday season is upon us, and retailers
are already fretting that high unemployment
and tight budgets maykeep customers away

in droves. “It's a rough year,” admits retail
expert Laurel Tielis. “Larger businesses like Wal-Mart are doing well, but
you don’t hear about how the independents are doing. The problem is,
people think they have to worry about their money, and they're getting all
these ads with Black Friday deals flashing in their faces, so they're heading

to big box stores. Independents don’t have those ad budgets, unfortunately.

But that doesn’t mean independents can’t stand outin the crowd.
“Independents have to be more available to their customers and make the
experience of shopping more fun than itis at the mall,” Tielis tells
WSAToday.com. “Why not put out a bowl of penny candy? It's a great thing
that people can pick up and pop in their mouths, and it cheers them up. It
just makes your store feel more homey and their shopping experience
more enjoyable. Definitely consider putting out coffee or hot chocolate, too.
I'm a big believer in serving hot beverages, and that’s true all year round.
Give customers bottles of water, and they can just grab them and go. Ahot
beverage forces them to take their time and look around the store. And
during the holidays, what can be more inviting or homier than cocoa or hot

cider?”

CALENDAR

* PRINT THIS ARTICLE

» E-MAIL THIS ARTICLE

MORE ARTICLES IN
Expert Opinion:

The Secret To Getting
Customers Into Your Store
The right display can move
even challenging product

The Newest Risk To Your
Inventory Mix

Cutting back on inventory
isn’tthe fixitseems to...

All She’ll Want Next
Summer

Traditional styles will geta
fresh, new attitude

Growing Your Footwear
Business Now

Expert says there are
countless opportunities for
smart store owners

Why Color Is The Catalyst
The right hue can make the
sale

The Business Changes You
Must Make Now

Enter search here... SEARCH

July 13, 2010

THE MOST COMPREHENSIVE
VIEW OF FOOTWEAR

AUGUST

9.10.11 2010

THE YENETIAN & SANDS EXPD
LAS VEGAS.NEVADA

CLICKE HERE TD REGISTER

AUGUST

9.10.11 2010

THE VENETIAN & SANDS EXPO.LAS VEGAS

CLICK HERE TO REGISTER

B POFmyURL.com


http://www.wsatoday.com/
http://www.wsatoday.com/products-and-trends/products-and-trends/
http://www.wsatoday.com/products-and-trends/top-sellers/
http://www.wsatoday.com/products-and-trends/spring-summer/
http://www.wsatoday.com/products-and-trends/fall-winter/
http://www.wsatoday.com/news/news
http://www.wsatoday.com/industry-news/industry-news/
http://www.wsatoday.com/latest-news/latest-news/
http://www.wsatoday.com/wsa-show-news/wsa-show-news/
http://www.wsatoday.com/expert-opinion/expert-opinion/
http://www.wsatoday.com/calendar.html
http://www.wsatoday.com/expert-opinion/expert-opinion/how-to-make-your-registers-ring.html
http://www.wsatoday.com//index2.php?option=com_content&task=view&id=100234&pop=1&page=0
http://www.wsatoday.com//index2.php?option=com_content&task=emailform&id=100234&itemid=13
http://www.wsatoday.com//expert-opinion/expert-opinion/the-secret-to-getting-customers-into-your-store.html
http://www.wsatoday.com//expert-opinion/expert-opinion/the-newest-risk-to-your-inventory-mix.html
http://www.wsatoday.com//expert-opinion/expert-opinion/all-shell-want-next-summer.html
http://www.wsatoday.com//expert-opinion/expert-opinion/keeping-your-store-afloat-after-the-fall.html
http://www.wsatoday.com//expert-opinion/expert-opinion/why-color-is-the-catalyst.html
http://www.wsatoday.com//expert-opinion/expert-opinion/the-changes-you-must-make-to-your-business-now.html
http://pdfmyurl.com?otsrc=watermark&otclc=0.01
http://pdfmyurl.com?otsrc=watermark&otclc=0.01

Want to create an even more festive mood? “The holidays are a greattime
to offer wine, or if you have a men’s store, beer,” Tielis adds. “Men will stay
longer if there’s beer available, and you accomplish your goal of getting
them in and keeping them in your store long enough to buy something.”

Another way to get the word out about your store is by taking your store to
the public. “Create a relationship with a restaurant that serves brunch or an
active seniors’ residence, and bring some of your merchandise to them.
Even if they don’t buy, it lets them know what kind of merchandise you have,
and it gives you a chance to tell them about the other fun products you have
back at the store.”

Also consider fun, themed events you can hold in your store. “You could
have a Mommy and Me event were Mommy gets a free make-up application
and there’s facepainting for the kids.”

Many retailers are likely worried that, with tighter inventories, they may not
have enough exciting new product to entice customers. Luckily, it's as easy
as looking around your neighborhood to solve that problem. “Consider a
neighborhood block party with other merchants. It allows you to pool your
resources and sends a message that you're part of the community.”

Speaking of community, consider making a connection to local charities.
“Here in San Francisco, for every canned food item you bring in to certain
stores, you get 1 percent off your purchase. It's a fun way of getting people
involved, letting them feel they're both giving and getting something and
you’re saying you’re a good neighbor, too. It's also a more subtle way of
offering customers a discountinstead of shouting it.”

Tielis proposes all of these ideas and more
in her new book, “Ka-Ching: How to Ring Up

More Sales, available now. "l cover how to
merge new and old media, because right

now it's very confusing for people. Retailers
are asking, do I need a publicist? Do | need -
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advertising? This is a friendly, small book
people can read in the middle of the holiday
season and take advantage of right now.”
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