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Seasonal advice

Cl\eanup
this spring

The new season triggers a fresh-start mindset among shoppers,
driving demand for cleaning and household products. Discover
how you can make the most of the season and maximise your sales

pring cleaning sales start with a clean, tidy

environment in your store. Customers are

more likely to purchase household and
cleaning products from a store that visibly
practises what it preaches. Make sure your store is
looking fresh and appealing, with good lighting
and clutter-free aisles so customers can feel
confident in their purchases. A regular cleaning
routine and attention to detail on the shop floor
can make the world of difference. Check out
January’s issue for advice on giving your store a
thorough refresh.

By improving the layout of your store, you can

significantly improve in-store experiences and
encourage impulse purchases beyond food and

drink essentials. Use effective signage and Household and Iaundry
merchandise household items by room or task to in impulse stores iS 3

help customers find products faster. Consider

creating a laundry section, or grouping items such n eanlnng| market, worth
as detergents and surface cleaners, to ensure your

| . around
store is easy to navigate.

If shoppers are motivated to spring clean, they're and growing at YOY

likely to pick up more than the essentials they

(Source: Convenience Store, Six things you

need to know about Household and Cleaning, NEXT) -
decisions being made in store’. 31.01.25) PAGE

came in for, with around 80% of purchase

(Source: 'Parcel Pending, Top 10 Strategies for Increasing Convenience Store Sales & Foot Traffic, 22.03.24)
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Stock the right range
Household products account for 2.8-2.9% of
convenience sales, which reach a peak during spring?,
so it’s vital to be stocking the right essentials. Prioritise
shelf space to the following core items:

Laundry detergent

Fabric conditioner

Multi-purpose cleaner

Surface cleaner and wipes

Washing-up liquid

Cloths and scourers

Kitchen roll

Laundry capsules also contribute a large share of
category growth, with Fairy capsules accounting for
57%?3. Make sure to stock both bio and non-bio in
various formats to cover all of your customers’ needs.
The brands Dettol, Flash, Mr Muscle and Zoflora
perform best, making up 47% of the market?, so if
you have limited shelf space, carrying these brands
will improve sales. Place the top sellers in each
category at eye level for maximum visibility.

Click for an overview of the
leading products in the household,
cleaning and laundry category
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Own-brand success

It's crucial that your range includes both branded and
own-brand products. This way, you offer customers
the assurance and familiarity of products they know
alongside the value for money own brand offers —
particularly important while customers are still under
cost pressures. Nearly half of shoppers purchase more
own brand than ever before and actively compare
item values®, so place emphasis on own-brand
alternatives and position products alongside branded
items to boost their visibility.

(Sources: 2ACS, The Local Shop Report 2024,
3Nielsen, Fabric Care — GB Total Impulse — Value
Sales — MAT 17.05.25; “Nielsen, GB Total Impulse
— Value & Unit Sales — MAT 14.09.24, °NIQ, UK

Total Till Sales Slow As Brits Tighten Budgets
Before Easter, 02.04.25)
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Cleaning wipes
Multi-purpose cleaners and wipes represent
around 35% of the category total®, so it would be
wise to place these products front and centre.
Cleaning wipes are also a great impulse item for
your store - ahead of the upcoming ban on wipes
containing plastic, Local Living Antibacterial
Wipes are already plastic-free. With 7in 10

(Sources ¢Nielsen, HHC — GB

. g cleaning occasions considered ‘quick cleans’, Total Impulse — Value Sales —
— “==  wipes will be a convenient choice for shoppers’. MAT 17.05.25; "Proprietary
Brand Manufacturer
Research: Procter & Gamble)
UK retail sales of
household goods Top tips for a C
(across all retail) spotless store
Showed a Strong @ Clean little and often, especially high-touch

areas such as door handles, fridges and tills
® Keep aisles clear and floors clean

rebound in late
2025, with YoY

growth of
in December 2025

(Source: YCharts, UK Retail Sales:
Household Goods YoY, December 2025)

@® Dust shelves regularly and wipe any
spillages immediately
@ Face up household products daily to
maintain a neat, organised look
@ Ensure cleaning tools and chemicals are
stored discreetly out of sight

Local Living

Local Living offers an extensive
range of household essentials to
meet shopper demand for quality,
value-led own-brand products. Find
details of the product range here to
help your customers freshen up their
homes without breaking the budget.



https://www.facebook.com/PlanforProfitRetail/
https://x.com/i/flow/login?redirect_after_login=%2Fplan_for_profit
https://unitaswholesale.co.uk/local-living/

