
STOCK NEXT TO FLAVOURED WATER

NEW £1
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Source: IRI 52w/e Jun 2025, & Circana Total Category & S&I

Water is a £1.8  billion category

Functional water growing
at 43%

25% of functional water 
shoppers choose 
electrolytes

£5.2 million
incremental opportunity

THREE
FLAVOURS

A new year brings with it a host of 
new opportunities for retailers to net 
sales and boost business. Here’s the 
lowdown on the events to focus on

W hen it comes to major events, planning 

ahead always pays off. For all occasions, 

order your stock well in advance of key 

dates. Identify the bestsellers – using Plan for Profit 

– and combine them with the products you know 

your customers want, plus themed lines and new 

products to create easy-to-shop displays. The simpler 

you make it for customers to find what they need, 

the more sales you’ll see through the tills.

Set the scene
In-store theatre creates a strong opportunity to show 

shoppers that you’ve got everything they need. So, 

whatever the occasion, make the most of bunting, 

PoS, posters, ceiling displays and window dressings to 

position your store as a one-stop destination. Utilise 

any merchandising from suppliers around this year’s 

key sporting events including the FIFA World Cup. 

This also draws customers in, increases browsing time 

and leads to a higher basket spend.

Expand your reach
In-store sampling, competitions, deals and special 

offers are all known ways to engage shoppers and 

foster loyalty. Social media is an easy way to reach 

customers beyond those visiting your store and 

engage with them to boost your footfall. Post 

pictures and videos of the products and displays you 

have for each event – see the March issue for a 

guide to getting started and our series of How to… 

guides in the April, May and June issues.

Retailer Zahid Iqbal, of Day-Today, Penicuik, said: 

“We have people dropping in from further afield as 

they see our posts and reels on Facebook and TikTok 

and come in to buy the products we post about. 

And they stay and spend more when they see all our 

store has to offer.”

Student-friendly
Make a note of the term dates of local schools, 

colleges and universities as footfall will increase prior 

to terms starting as students seek lunchtime 

solutions and stationery. Consider expanding your 

range of confectionery, snacks and soft drinks 

during school holidays, and try a range of toys and 

magazines – children’s titles are one of the 

biggest-selling in the magazine 

category.

Dates for 
your diary
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https://www.planforprofit.co.uk/products.php?category=grocery&subcategory=biscuits
https://www.unitaswholesale.co.uk/wp-content/uploads/in5-archives/instore_issue63/#p=33
https://www.unitaswholesale.co.uk/wp-content/uploads/in5-archives/instore_issue64/#p=34
https://unitaswholesale.co.uk/wp-content/uploads/in5-archives/instore_issue65/#p=33
https://www.unitaswholesale.co.uk/wp-content/uploads/in5-archives/instore_issue66/#p=35


January
l 25 Burn’s Night

February
l �5-14 March Six Nations 

Rugby Championship
l �14 Valentine’s Day
l 17 Chinese New Year
l �17 Pancake Day/Shrove 

Tuesday
l 18 Ramadan*

March
l �15 Mother’s Day 
l �17 St Patrick’s Day
l �20 Eid al-Fitr*

April
l 3 Good Friday
l 5 Easter Sunday
l 6 Easter Monday

May
l �4 Early May bank holiday 
l 16 Men’s FA Cup Final
l 25 Spring bank holiday
l �30 UEFA Champions 

League Final
l 31 Women’s FA Cup Final

June
l �11-19 July FIFA World 

Cup
l �21 Father’s Day: alcohol 

gifts and cards are the 
must-stocks

l 29-12 July Wimbledon

July
l �23-2 August 

Commonwealth Games

August
l 31 Summer bank holiday 
l Back to school – Scotland

September
l �Back to school 

– England, Wales  
and Ireland

October
l �31 Halloween: 

themed 
confectionery 
is a retailer’s 
best friend for 
31 October

November
l 5 Bonfire Night 
l 8 Diwali

December
l �24 Christmas Eve
l �25 Christmas Day
l �26 Boxing Day
l �31 New Year’s Eve

Valentine’s Day
Start preparing now 

for the first key event 
of the year, securing 
stock and planning 

displays. See page 21 
for more advice.

Mother’s Day
The number one mini 

moment1, customers will 
depend on you for last-

minute gifts, fresh flowers 
and cards. Boxed chocolate 

is the must-stock format, 
closely followed by block 

chocolate.

Mother’s Day is 
worth £79m, 
delivering 8% 
value and 1% 
unit growth
(Source: Nielsen: Total 
Convenience: Valentine’s Day, 
Mother’s Day and Easter – 3 
Weeks Comparison, 2024 vs 
2025)

 The roast dinner 
essentials, impulse 

chocolate lines and small 
chocolate eggs are the key 

focus for retailers. Look 
out for the February issue 

of InStore for all the advice 
and tips you need.

Early May  
bank holiday

With two bank holidays 
this month, be ready with 

barbecue essentials, 
alcohol, soft drinks and 
snacks to maximise this 

opportunity.

FIFA World Cup
Football fans have waited 

four years for this moment, 
so make the most of 

demand for multipacks of 
alcohol, snacks and 
easy-to-cook food.

Click for the Focus On Confectionery 
Spring Seasons guide

Follow Plan for 
Profit on Facebook 
and X for tips and 

advice

Offer a variety of 
products, from food 
and confectionery to 

candles and lights, 
and gifting ideas.

*Subject to moon sighting (Source: 1Nielsen: Independents: Easter Value & Volume, 2021-2025) 
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