Assignment 2 Maximising Sales
	Name


	

	Date assignment started
	

	Date assignment completed
	

	Technical Certificate

Level 2


	Selling and product knowledge

Maximising sales



	Links to Retail S/NVQ


	Maximising product sales

Providing information and advice to customers



	Links to Key/Core Skills


	Communication 

Application of Number/Numeracy


Assignment Overview

In this assignment, you are asked to investigate two products in your department/store, and to promote them to customers.

What you need to know before you start this assignment

1. The difference between the features of a product, and its benefits

2. How to identify items that co-ordinate with a product, and alternatives to a product

3. Which of your competitors sells identical or similar items to your store

4. Ways of promoting products to customers

Information that you may need

1. Sales records for your two target products

2. Planograms, or plans showing the location of your target products

3. Product information

It may be useful to show your manager a copy of this assignment so that they know what you will be working towards.

Assignment 2

Assignment 2 - Task 1 – Choose your Target Products

Look at your department’s/store’s sales figures and choose two products that you would like to investigate.  One should be a slow selling item, and the other should be a fast seller.  Complete the table below with the name/details of your target products and their average weekly sales totals.

Tip: Ask your manager for their advice about what you should choose.


	Target product


	Average weekly sales

£

	Slow seller


	

	Fast seller


	


Evidence Hint: Attach a copy of the sales figures to this assignment.

Assignment 2 - Task 2 – Features and Benefits


State at least three features and three benefits for each of your target products, and record these in the table below.

Tip: Look at product information on the packaging.

	Target product


	Features
	Benefits

	Slow seller


	1.

2.

3.


	1.

2.

3.



	Fast seller


	1.

2.

3.


	1.

2.

3.




Assignment 2 - Task 3 – Co-ordinates and Alternatives


Identify three products in your store that co-ordinate with each of your target products, and three products that could be offered as alternatives if your target products were out of stock.

Tip: Look at sections/departments in the store other than the one that you usually work in.

	Target product
	Co-ordinating products
	Alternatives

	Slow seller


	
	

	Fast seller


	
	


Assignment 2 - Task 4 – Location, Location!


Investigate where and how each of your target products is displayed in your store.  Complete the table below to record where each product is displayed, and how it is displayed to attract customers’ attention.  An example has been completed for you.

	Target product


	Where is it displayed?
	How does the product attract customers’ attention?

	Slow seller


	 Example – bottom shelf of paint aisle


	One facing, no promotional material



	Fast seller


	Example – gondola end, and middle 2 shelves of paint aisle


	Signage; promotional price tags




Assignment 2 - Task 5 – Compare with the Competition


Investigate where customers can buy your target products other than at your store, and think about how well the competition promote those products.  Compare the selling price of these products at the competitor’s store and your own store.

Tip: Go to a competitor’s store to see for yourself.

	Target product


	Where is it displayed?
	How does the product attract customers’ attention?
	Competitor’s price
	Your store’s price

	Slow seller


	
	
	
	

	Fast seller


	
	
	
	


Tip: If you cannot find a competitor with exactly the same items as your target products, investigate products that are similar in quality.
 Assignment 2 - Task 6 – Compare your Results                  


Review your answers to Tasks 1 – 5 and think about what lessons you have learned about these two target products.  What do you think should happen to increase the sales of the slow seller?  What do you think needs to happen to maintain or improve the sales of the fast seller?

	Target product


	How can sales be improved?

	Slow seller


	

	Fast seller


	


Tip: Talk to your manager about different ways of promoting products.

Assignment 2 - Task 7 – Plan with your Manager


Discuss the results from Task 6 with your manager, and talk about what you can do to improve the sales of these target products.  Agree a plan with your manager of how you are going to do this, and when - make notes below of what exactly you are going to do.

Tip: Plan to take simple steps e.g. suggest co-ordinating items to customers when they are interested in the target product.

	Target product


	What am I going to do?
	When am I going to do it?

	Slow seller


	
	

	Fast seller


	
	


Assignment 2 - Task 8 – Take Action!


Carry out the actions you agreed in Task 7, and then monitor the sales of the target products.  What are the weekly average sales of each item for the weeks that you focused on, and how do these compare with the sales figures in Task 1?

	Target product


	From Task 1
Average weekly sales

                 £
	Now
Average weekly sales

£

	Slow seller


	
	

	Fast seller


	
	


Evidence Hint: Attach a copy of the sales figures to this assignment.


Assignment 2 - Task 9 – Review

Discuss your results with your manager and write a short paragraph of four or five sentences that summarises what you have found from completing this assignment.

Tip: Ask your manager to add a comment about this assignment too!
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