
 

Once again, the retail trade is 
busy focussing on the weeks 
ahead leading up to  
Christmas.  Remember that a 
bit of forward planning and 
buying can help to improve 
your sales in the countdown 

to Christmas and brighten up your shop.  
 
Creating the mood:  
How your shop looks and feels is important. If 
you have windows that can carry displays, 
make sure that they reflect what you have to 
offer and the time of year.  Ideally your shop 
should be decorated for Christmas by the  
beginning of December. 
 
The shop front should be smart, tidy and 
welcoming whatever the time of year, view 
your shop from the outside. 
 
Buy ahead:  
Gradually introducing stock for Christmas is a 
good way to generate interest and allow  
customers to see what you have on offer.   
Whilst customers may delay buying until 
nearer the time, they will be interested to see 
what you have in stock.  If you are buying  
boxes of chocolates or biscuits, select  
wrappings that can be sold after Christmas, 
just in case not all stock is sold by December 
25th.  
 
Offer Christmas hampers as a gift idea, make 
up some samples for display and take orders 
from them.  Perhaps ask for a deposit, to make 
sure the customer doesn’t forget to collect 
them!  Or consider a Christmas veggie box, all 
ready to be picked up on Christmas Eve. 
 
Service:  
Remind customers how much easier it 
is to pick up the vital last minute items from 
you than have to trail into the supermarket on 
Christmas Eve. 
 

Local service with a smile! 
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Countdown to Christmas! 

The life of the village shopkeeper is a  
demanding one – there is always something that 
needs to be done! However, It is important to 
stand back from the business in order to make 
an objective analysis and develop a plan to take 
the business forward over the coming year.    
A SWOT analysis is a useful tool to achieve this.  
Identify your Strengths: 
What do we do really well? 
What sector of our business is the most  
profitable? 
What are the key points of our business that 
enable us to outperform our competitors? 
What are the key factors that our customers  
appreciate about our business? 
Identify your Weaknesses: 
What areas of our business cause the most  
frequent complaints? 
In what situation are we most vulnerable as a 
retail operation? 
What products or processes provide the most 
problems? 
What products or processes bring in the lowest 
returns? 
Opportunities: 
What opportunities exist to improve the internal 
running of the business? 
What current market opportunities can we  
exploit? 
What changes are taking place outside of the 
business that will allow us to operate more  
effectively? 
Threats: 
What are the main factors that create a threat? 
Which threats are the most serious to our  
future? 
What changes could take place that could  
threaten our business? 
When you have answered these questions  
objectively, you can establish what actions need 
to be taken to improve the business, both in the 
day to day running and over the long term.  
Consider how the staff or customers will react to 
the proposals, whether you have the necessary 
expertise to carry out the plans and the financial 
implications of what you want to do.  
Firm up the ideas by devising an action plan for 
each proposal, setting out what is to be done, 
when, how and by whom.  Then all you need is 
the time to carry them through! 

 

It’s the right time for a bit 
of SWOTing!! 
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Your shop may be in need of 
something to promote at the 
end of February, so why not 
support the annual Fairtrade 
Fortnight!  
 
When we come together we 
can change the way people 
think about trade and the 

products on our shelves - the Fairtrade 
movement is made up of ordinary people doing 
extraordinary things in their communities for 
Fairtrade.  Your actions help shoppers to make 
choices that change the lives of farmers and 
workers who grow our food in developing 
countries. 
 
You can order FREE merchandise including 
posters, leaflets, stickers etc.  Visit website for 
further details. 
 

http://fairtrade.org.uk/ 

This Project is sponsored by: 

Large print and  
alternative formats 

available on request 

 

If you wish to unsubscribe from  
receiving this free newsletter, please 

contact Lynne at the  
address below 

 

You may already be aware 
that I will retiring from CFO on 
23 December, after 13 years 
of working for the organisation.  
  

I have really enjoyed working with you all, I 
have made many friends across the county and 
I shall miss visiting your local shop having a 
friendly chat, passing on advice, and meeting 
many of you at the network meetings. 
 
My successor is Tessa Hall who I know you will 
all welcome, she will be able help the shop 
network so everyone feels supported and a part 
of something valued by their community. 
 
Thank you for all your hard work, I wish you the 
very best of luck for the future . 

Lynne Newin 

Fairtrade Fortnight 2017 
27 February—12 March 

 
I know that this seems way 

ahead of time,  but I would like 
to take this opportunity to wish 

you all a very successful  
trading season, a Happy  

Christmas and a peaceful and 
prosperous 2017 

 

Now’s the time to  
say goodbye ... 

mailto:lynne.newin@communityfirstoxon.org
http://fairtrade.org.uk/fortnight

