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Retail Development Programme for Owner / Managers of Independent Retail Outlets in Cavan
In Association with Cavan County Enterprise Board
This programme consists of 4 full day workshops and on site mentoring/training commencing in February 2012. The programme is targeted at independent store owners and managers.  

It will be delivered by James Burke & Associates. (www.jamesburke.ie) James is Ireland’s leading retail expert and is the retail advisor for the TV series “Feargal Quinn’s Retail Therapy”. He is widely regarded as a pioneer in the area of growing sales for Independent retailers and is renowned for his no nonsense, easy to implement advice which generates real sales growth. James will personally run the Cavan programme and conduct all the site visits. 
Workshops & Mentoring

1. Developing Aggressive Sales Growth Strategies – 22nd February
2. Negotiation and Developing World Class Customer Service – 14th March
3. Strategic Retailing– 4th April
4. Visual Merchandising – 25th April
5. In-store 2 Mentoring/training (date will be agreed with each participant)
Certificate: Each participant completing the 4 workshops and the mentor session will receive a Certificate of Completion. 

1. Developing Aggressive Sales Growth Strategies

Growing sales in the retail sector, by its nature, has to be an aggressive process.  This demands a high level of energy, focus and planning from retailers, and this one day workshop will allow the participants to gain an insight into harnessing the tools which will help grow sales.  The workshop will cover the following topics:

· Creating a target driven sales culture within the business

· Exploring the dynamics of setting accurate sales targets 
· How to use weekly management meetings to review progress and action new sales initiatives.

· Driving sales through promotions

· Highlighting promotional activity

· Developing a retail marketing plan

· Using local PR to raise brand profile

· Developing “ready for business” best practice

· Managing out of stocks and lost sales opportunities

· Harnessing staff skills in the sales growth plan
· Exploring gorilla marketing tactics

· Simple loyalty schemes

This workshop will also explore the role of the owner / manager and how their direct input can impact significantly on the sales of the business.  Time management and other practical tools will also be explored. Owner / Managers who implement the learnings from this workshop could add an additional 5% sales growth to their business, as has been demonstrated with previous participants.

2. Negotiation and Developing World Class Customer Service 
This is an intensive one day workshop focussed on the skills needed for negotiating and also how to harness customer service as a sales driver. The workshop includes the following:
· Better buying and strategic purchasing

· A review of a number of real life purchasing case studies

· An overview of the classic pit falls made by buyers

· Using strategic purchasing to improve the business bottom line

· A review of purchasing structure and how it influences effective negotiation

· Training in negotiation skills including :

· A review of the process of negotiation

· Traits of the effective negotiator

· The dynamics of negotiation

· Tactics and ploys

· Simple customer service initiatives 

· How to become customer focused 

· Understanding the principles of world class service

· How to use service to drive sales  

· Customer listening tools

3. Strategic Retail Management

This workshop focuses on the strategic direction retail stores are taking.  It will challenge the existing path chosen by retailers, facilitate them to alter and fine tune their direction, with the objective of attracting new customers and growing new sales.  This one day workshop will include:
· Understanding retailer’s unique selling points and challenging if they really are unique bench marked against competitors

· Exploring new possible directions or amendments to the retail strategy

· Reviewing the customer proposition and how it is communicated

· Advertising

· PR

· Marketing

· Loyalty Schemes

· On-Line marketing
· Reviewing case studies of retailers who have successfully strategically altered their business direction

· Reviewing DVD case studies of successful global retailers will be used to stimulate discussion
· Competitor analysis and how to prevent competitors impacting on your sales will also be included.  
4. Visual Merchandising

International London and New York based visual merchandising expert Lara Snider will visit Cavan for this workshop. The day will be highly interactive, and will consist of slide presentations, a workbook hand out, a before and after window display workshop at a nearby retail shop. The content will include: 
· Understanding display challenges faced by retailers 
· Why does visual merchandising and display matter?

· How to identify individual shop needs and display and merchandising opportunities
· Display and merchandising best practice theory and practice
· Understanding the relationship between good merchandising and commercial sales growth

· How to showcase and prioritize new, bestselling, and older product lines
· Using your window display to attract customers in store

· Getting the balance right between creative display space and maximizing available floor displays

· Simple and easily implementable merchandising and display tips

· Taking the global tour using dozens of  display best practice photographs

· Are price points in windows vital – why and when?

· Getting a commercial return through enhancing windows and floor displays

· Recommendations on most suitable low cost fixtures

· How to source creative and low cost props which deliver high impact

· How to operationally support VM display

· Window Display schedule
· Local shop make over
5. Mentoring / Training Action Report  

One to one mentoring/training will be available to participants who have completed the 4 workshops. As part of this mentor/training session at your shop, an in-store audit will be conducted personally by James Burke, together with the store owner / manager, over a 2 hour period, where James will review the business under the following headings:
· Sales Growth Potential

· Competitor analysis opportunities to differentiate

· Store layout/Store décor

· Lighting

· Merchandising

· Sales Growth strategy

· Profitability/Category Management
· Staff contribution to the business
· Customer service initiatives

· Management structure/Management skillset

· Staff skillset

· Marketing plan/PR plan

· Promoting the business in the local community
The analysis will then focus on sales growth opportunities and each store owner/manager will be provided with a detailed action list of possible initiatives on how to improve the overall store performance.

During this session owners/managers will have the opportunity to discuss individual business challenges facing the retailer, and seek possible alternative solutions. 
087237 1520   |   james@jamesburke.ie
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