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Seasonal advice

pbeginnings

Whether it's stocking up for seasonal celebrations,
catering to trends or making some improvements, there's
no better time to do it than the start of a bright new year

et’s begin with the big one

— New Year's Eve, which

goes hand in hand with
celebrations. That means increased demand for
party supplies such as alcohol, low- and no-alcohol
options, soft drinks, snacks, oven-ready food,
decorations and tableware. After the Christmas rush,
many people are still in a festive mood and wanting
these items to celebrate the end of one year and the
start of another. Use core range advice as a guide to
the must-stock products.

It's an occasion that customers will trade up for —
think premium alcohol, snacks, gifting chocolate and
biscuit assortments — just like Christmas, so bear that
in mind when creating your seasonal display.

Convenience is key for celebrations, so focus on

pizzas, garlic bread, sausage rolls,
chicken bites, spring rolls or mini
quiches. Don't forget classic snacks such
as crisps, nuts and dips for easy entertaining. It's
also a good opportunity to sell through any remaining
seasonal stock to maximise return.

New Year's Eve revellers can be spontaneous, so be
ready with well-stocked impulse lines such as chilled
multipacks of beer and cider, bottles of champagne,
prosecco and sparkling wine, ARTD cans — including
bestsellers such as Jack Daniel’s & Coca-Cola — spirits,
mixers and ice, and sharing packs of snacks.

Whether people are hosting large gatherings,
intimate get-togethers or virtual events, this period
between Christmas and New Year presents a prime

opportunity to boost your sales before
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merchandising quick and easy party food such as the quieter time in January.


https://www.planforprofit.co.uk/focus-on-low-and-no-alcohol/
https://www.planforprofit.co.uk/focus-on-low-and-no-alcohol/
https://www.planforprofit.co.uk/products.php?category=grocery&subcategory=biscuits
https://www.planforprofit.co.uk/focus-on-alcoholic-ready-to-drink/
https://unitaswholesale.co.uk/wp-content/uploads/in5-archives/instore_issue71/#p=28
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Healthier eating remains a consistent trend,
especially at the start of a new year. Support
your customers with a greater variety of foods
made with fewer processed ingredients, along
with healthier snacks and beverages. Highlight
fresh options, such as meat, fruit and
vegetables, to encourage balance and choice.

Conversely, premium convenience is another
trend that remains strong. As the January
blues set in, tap into the desire for treats by
offering premium, easy-to-prepare options and
meal deals that feel like an indulgence.

Technology is a huge trend: more
independent stores are installing smart
checkouts, Al-powered operations, contactless
and mobile payments, and digital shelf
labelling. Speak to your local Unitas member
depot for advice and more information.

>

The UK ARTD market is
worth more than

, With growth
forecast at by 2028

(Source: Nielsen)

Keep alcohol chilled to encourage
impulse buys, including ARTDs

As temperatures drop make your store a beacon
of light and cosiness to draw customers in. A
well-lit store front, in-store theatre and neat

displays will show customers you're open and
ready to welcome them. Advertise your hot food
and drinks to go to tempt passersby on chilly days
- pair them to boost your sales even more.

Don't pack away all the Christmas decorations
too soon as some can be tweaked to transition
into New Year in-store theatre to show customers
you're their one-stop party shop. Position
dedicated displays near the store entrance to
capture attention and increased
basket spend. ';f\ég -

DECK THE SHELVES ¢

FOR YOUR CHANCE TO WIN

T, @, & 30 Kellanova. All rights resenved. *G8 resideats oaly, 18+, Opens 00000 30.10.25 and choses £3:55 31.12.15. Funthase necessary, Prometion open io business owners and employees of trading businesses or sole traders who am regisered
cusiomers of Buying Group, Bestiway, Booker, Nisa or Spar. Internet 2ccess and employes/employer comsent required. To enler, punthase any gual l:rl'l% g2 of Pringfes or (heed-Bi listed i the 1ull 1eems and oonditiens, one eatry granied or eveny cae
punibased, Sean QR or vish hitgrc/fwaw, krlm;lmnl.‘r?.-.lu'.k.-"lnu\}:'.i"-mﬂ enler pour full name, email addnes, mobile rember and |.-|:h.||5.1 Ehn:au your regeipl, Meltiple eniries permitted. There i one prize svailabbe 1o be wore 1x £10,000 caih prine.

r full o

Retain receipt. Enchsiore appty. For full tarms and coaditions wist wee pringles.com./'ulsandcs baml. Fremoter: Keliogg Marketing asd Sakes Company [UK) Limited. "SRF. Pricing i at the sele disoretion of the retatler



: _ohny,
Seasonal advice from ®ekssie

Value messaging remains key Multibuy offers on soft

to winning in convenience, drinks and snacks, meal deals
especially during January. and meal-for-tonight bundles
Position a dedicated own- will all appeal to customers
brand display in an area of and increase purchases, as
high footfall. Use brand well as making your store a
assets to communicate the trusted destination for

value message. money-saving.

-----

!.'_'i

The Plan for Profit website and app
are your go-tos. You'll find plenty of
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advice and tools to help youruna
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successful business. The brand-new
Di S 2 D Shi
Supplier Directory is a must-have

as well to help you sell more and

save more. . .
All retailers know that retail crime

continues to rise and convenience stores
are targeted around the Christmas and New
Year period for theft of high-cost items
such as alcohol. Stores can deploy visible
security deterrents, including increased

Don't overstock ranges, keep them
highly curated based on sales data
and bestsellers.

Upsell with counter merchandising
and displays near the store entrance,

along with making suggestions for
add-on products relevant to a
customer’s basket.

Look around your store to see where you
could make small tweaks or improvements
to make the customer experience more
enjoyable. It could be refreshed signage,
new chillers, cleaning your windows and
baskets, or adding new ranges and services.

staff presence, camera signage, posters,
mirrors and cameras (consider dummy ones
if CCTV is not an option). Keep high-risk
items behind the counter or attach tags,
and train staff on de-escalation techniques
for aggressive customers. ACS has a series
of factsheets to support retailers.
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https://www.facebook.com/PlanforProfitRetail/
https://x.com/i/flow/login?redirect_after_login=%2Fplan_for_profit
https://www.planforprofit.co.uk/
https://www.planforprofit.co.uk/Retail-Services-Supplier-Directory-2025/
https://www.planforprofit.co.uk/Retail-Services-Supplier-Directory-2025/
https://www.planforprofit.co.uk/Retail-Services-Supplier-Directory-2025/
https://www.planforprofit.co.uk/products-own-brand.php?category=grocery&subcategory=hot-beverages
https://www.planforprofit.co.uk/products-own-brand.php?category=grocery&subcategory=hot-beverages
https://www.acs.org.uk/advice/crime-guidance

