
Seasonal advice

I
n summer 2025, 67.8% of customers shopped for 

summer or bank holiday-related items1. 

Convenience stores are perfectly suited to capture 

the uplift in footfall and basket spend that these 

weekends bring. 

Often linked to family visits, sporting events and 

day trips, bank holidays are built around social 

occasions. That makes it essential for convenience 

stores to become a one-stop shop with solutions 

tailored to a variety of missions.

From big shop to big occasion 

Bank holidays can be valuable due to the shift in 

shopper behaviour. People choose to go on top-up 

missions and invest in moments, rather than big 

Big weekends, 
bigger baskets
For shoppers, bank holidays offer the chance to catch up with friends, 

fire up the barbecue and indulge over the long weekend. Discover 
how to translate these occasions into big opportunities for your store

weekly trolley shops, making multiple visits to their 

local store tied to specific events throughout the 

weekend. This could include an extra bottle of wine 

during a family gathering or the rush for picnic items 

when the sun makes an unexpected appearance. 

Your range needs to reflect occasion-led missions, 

not just standard categories. Barbecue missions, for 

example, go beyond burgers and sausages. Stock 

complementary lines such as baked goods, fresh 

salads, marinated skewers, plant-based alternatives, 

sliced cheese and condiments to give shoppers a full 

solution in one visit.

According to Country Choice, hot food-to-go 

performs strongly on convenience missions as 

customers look for an instant solution on their way 

out for the day. Breakfast rolls, sausage rolls and 

savoury bakery lines capture passing trade and 

unplanned visits and perform strongly across the  

full weekend.

Visibility is key, so lead with seasonal lines at the 

front of the store and merchandise 

complementary products 

together and form purposeful 

zones – whether that’s family 

barbecues on a sunny day 

or roast dinners if the 

weather turns cooler. 

Secondary sitings for cold 

drinks during hot weather 

can significantly drive impulse 

spend. Don’t hesitate to be 

creative with displays, encouraging 

an engaging in-store environment.

Add to basket 

Long weekends often bring a more indulgent 

mindset, creating opportunities to secure higher 

basket spend. Sharing formats come into their own 

for social gatherings, so stocking dip selections, large 

bags of crisps, nuts, and chocolate bars, pouches and 

boxes can encourage shoppers to add extra items 

and complete the occasion.

Drinks are particularly powerful basket builders and 

by offering multipack formats, large sharing bottles 

and RTD options, you’ll see an uplift in sales around 

gatherings and sporting events. See the Summer of 

Soft Drinks and Summer of Beer and Cider Focus 

On guides for more information on the core 

range and bestselling lines to stock.

Bear in mind around 40% of 

consumers are health conscious and 

51% actively avoid ultra-processed 

foods2. Consider stocking fresh fruit, 

better-for-you snacks, premium 

bakery items and prepared salads. 

Paying attention to shifts in health 

trends can capture a 

broader range of shoppers in 
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(Source: 1Global Data, UK Summer Retail Market Analysis, 11.02.26)

Barbecues remain a valuable 
occasion: spend per head on the 
average barbecue main meal 
occasion last summer vs the 
average main meal costs £2.63 
(lunch £2.33, evening meal £3.17)
(Source: Usage Panel, 12 w/e 10.08.25)
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53 million barbecue 
occasions were recorded 
in summer 2025, up from 
42 million the previous year
(Source: Lumina Intelligence Convenience Tracking 
Programme, via Coca-Cola Europacific Partners)

(Source: 2Lumina Intelligence, Convenience Strategy Forum Q3 2025, 09.2025)

https://www.planforprofit.co.uk/focus-on-summer-of-soft-drinks/
https://www.planforprofit.co.uk/focus-on-summer-of-soft-drinks/
https://www.planforprofit.co.uk/focus-on-summer-of-beer-and-cider/


MORE REASONS

TO STOCK GUM

*Chill - Niacin contributes to normal psychological function. Chew 1 piece for 20 mins. A varied and balanced diet and a healthy lifestyle are important.
*Deep Clean - It helps reduce surface stain a�er 12 weeks. Chew for at least 20 minutes 4 times a day a�er eating and drinking.
*Hydro - Sugar-free chewing gum contributes to the reduction of oral dryness. Chew whenever the mouth feels dry. 
A varied and balanced diet and a healthy lifestyle are important.
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©2026 Mars or A�liates.
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Monitor the weather forecast 
and be prepared with chilled on-

the-go formats across bottled water, soft 
drinks, beer, cider, alcoholic RTDs and 
low and no options, plus wine and alcohol 
multipacks – keeping chillers stocked up

TOP 
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Help your business 

thrive with Plan for 

Profit on 
Facebook and X

a single visit, from those embracing healthier options 

to those seeking some indulgent treats for bank 

holiday occasions.

Quick reactions 

Flexibility is one of the greatest strengths for you as a 

convenience retailer, particularly given the 

unpredictability of British weather. Unlike larger 

stores, you can quickly respond to changes in the 

weather by managing orders and adjusting displays in 

line with the forecast.

If there’s a spell of hot weather, place barbecue 

products, ice creams, alcohol and cold drinks front 

and centre, not forgetting ice, which can sell quickly. 

If rain is forecast, pivot and bring hot drinks and food-to-go into focus. Cater to ‘movie night’ 

solutions and stock comfort foods such as pizza, 

confectionery and snacks. 

It’s the repeated top-up missions throughout 

the whole bank holiday weekend that will help 

your sales to soar. Update in-store and online 

messaging regularly to reflect the weather, not 

just for the season. When you can stay relevant to 

your customer’s immediate needs, you’ll increase 

footfall and become their first port of call. 

For well-prepared retailers, bank holidays can 

become opportunities for significant sales. By 

recognising the shift to occasion-based missions, 

you’ll drive bigger basket spend, repeat visits and 

position your store as the go-to destination for 

any shopper need.

Drinks form 19.9% of 
the food and grocery 
category spend, sharply 
rising for celebratory and 
social occasions during 
holidays. Multipacks 
become a key top seller
(Source: Global Data, 11.02.26)

https://www.facebook.com/PlanforProfitRetail/
https://x.com/i/flow/login?redirect_after_login=%2Fplan_for_profit

