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It’s a Changing Marketplace

What is YOUR role in it?

ﬂif-—;- prkib STARTTY AR08 CHTIATTE|

FizE Pitiii STAKLEY A4S CHEIATTE]




Consumers want to buy local
Consumers want to buy from you

ARE YOU READY?

Consumer Satisfaction

Declining at 15% a year

Ref: IPG Media Lab Sept 2010

» Supermarket growth in next 2 years 13%

* Farmers market growth in next 2 years 26%

Ref: IGD Consumer Unit, UK 2009

How are the leaders
leading the wave?




70% want it!
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Education

Ambience Escapism I

* Be a local hero to them
* Be convenient
* Do this for a price




What stories are you
communicating to your customers?

Or sell on
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Tasee Lancashire H

Tim Tear of Food & Dirisk

Who should YOU be telling

your stories to?
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¢ Woman alone

* Woman with female

Ref: How to shop with Mary Queen of Shops

women (in pairs) |
to your farm?

5min 2sec

8min 51sec

* Men on own spenc

* Women with friend spend $121 in
90mins

Expectation + 1
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Perkonomics
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The research from the 1970’s!

+ 26 out of every 27 customers who

could complain don’t

» Bad customer service and they tell 10

others
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Bad customer service and 10,000’s
know in the same day!

Consider Your
COMMUNICATIONS
Marketing Strategy

Marketing needs to be
integrated into everything you
do

Marketing Your Business Today

85% Brits go to a website first

YouTube is your TV channel

Facebook is now mainstream

* Twitters are changing the world

Marketing, the dimensions

* You DO NOT control marketing.

* You have your own communications
channels.




Broadcast Yourself




Ferndale Garden Centre
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But Th(? mo.st important Neighbour to Neighbour marketing is
ingredient is TRUST the biggest growth area

How do you develop your ‘Shop Local
Campaign’?

The consumer prefers to buy
from a local

As long as they are a professional




Grow Sales?

Create your own hero’s

Keep Communicating
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Communicate via

» Social Media
 Signage in store
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Merchandise signage

Name of the Product
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* Signage You are more credible for the questions
» The team you ask ..... not the stories you tell

The big end of town wants to
own your market!
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“The consumer is more
concerned about the ultimate
care about the experience
than the channel you use”

Ref: 4 Keys to retail Survival, Method 2010

* Proactive

* Own the Stories
* Delight

* Perks

* Social Networking

e Sign up to our FREE monthly newsletter

e Become a member of our member club
*  Employ a consultant with outside eyes

Visit www.johnstanley.com.au for more
retailing tips, techniques and insights
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John Stanley’s Membersite

Visit www.johnstanley.com.au for more

retailing tips, techniques and insights
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THANKYOU

Enjoy the Journey

www.johnstanley.com.au
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