
Christmas. Dress can be as simple as some 

tinsel on their heads or red hats or even 

specially designed T-shirts with a festive 

message.

■	 Father Christmas – consider hiring a 

person to perform this role. Have entry 

forms for parents to complete before a 

digital picture is taken of their child with 

Father Christmas. Photos can be emailed 

to the customers and you will have a 

substantial database for future promotions. 

■	Music – it is not recommended that you 

play Boney M. and Christmas carols non-

stop, as this will infuriate your customers. 

Rather spread these typical Christmas 

jingles among your normal selection of 

music and concentrate them during the 

last two weeks before Christmas.

■	Wrapping of presents – speak to a 

local charity group and ask them to have 

people at your store on Fridays, Saturdays 

and the five days before Christmas to wrap 

presents bought in your store in exchange 

for a small donation towards their charity.

Fresh departments
Your service areas can profit handsomely 

from the festive season, as consumers are 

definitely in a buying mood and many 

have received their bonusses. Look at each 

department and decide on how best to 

capitalise its activity in terms of added 

sales and profitability. 

■	Butchery – it is a good idea to put up 

a sign now to invite special meat orders 

for the season: roasts, racks of lamb, legs 

of lamb, pickled meat, hams, boerewors 

and braai packs all sell well at this time of 

the year. The process to prepare pickled 

beef should start before the beginning of 

October. Consider buying two or more 

braaing or barbequing machines to rent out 

for special functions.

How well 
are you 
prepared for 
Christmas?
By Hippo Zourides

Now is the time to put to bed all your 

preparations for the Christmas and New 

Year trade. Here is a short checklist to 

ensure that you do not miss out on the 

seasonal peak in sales.

“Are you serious? Must I start planning now 

for Christmas?” Guess what? If you leave it 

for later this year, you may as well miss out 

on all the opportunities of this profitable 

season.

The Christmas season varies from store 

to store and from area to area. In the inland 

areas of the country, Christmas shopping 

probably peaks at the end of November as 

many people go away during the December 

holidays. 

In the coastal regions, the increase in 

business is more noticeable over the last 

two weeks of December as both locals and 

visitors stock up for the holidays.

No matter where you are located 

geographically, the Christmas season 

should be a time when your overall sales 

increase substantially to represent up to 

20% of your annual sales. This means that 

the planning for this surge in business 

should be well thought through and every 

aspect should be considered.

We have compiled a short check list of 

the most important aspects that every 

retailer should consider when planning for 

the festive season. 

Store activity
■	 Store decorations – one can spend a 

fortune on sufficient decorations for this 

time of the year and the best is to keep on 

building on the stock available. Areas to be 

covered should be the front of the store 

and the service departments, as there is no 

need to cover the whole store with tinsel.

■	 Staff – it will be good to have the 

staff participate in the season’s festivities, 

especially during the last two weeks before 

■	Deli – cold meats, salads and cheeses 

will increase in sales not only because it 

is summer, but also due to the festivities. 

Snack platters are a big seller at this time 

and well-prepared brochures or photos will 

ensure that you book a number of orders 

for functions 

■	 Fresh produce – the big sales will be 

in seasonal fruit as the variety increases 

dramatically at this time of year. Bulk 

displays will assist in bulk sales, so do 

not be conservative. Sweetcorn and 

salad ingredients sell exceptionally well 

provided they are fresh and attractively 

merchandised. 

■	Bakery – garlic-bread sales are probably 

the highest increase one sees in a bakery, 

followed by speciality breads, rolls and 

Christmas fruit cakes. Bakery hampers 

make a great impromptu gift. 

■	Wine – has your range got depth? 

Sparkling-wine sales are the obvious winner 

this time of the year and your selection 

should include both known valued items 

(KVIs), as well as lines where the margin is 

more acceptable. Boxed wine also increases 

in sales. If the supermarket owner is also 

a liquor-store operator, there are obvious 

benefits in increased liquor sales at this 

time of the year. One thing: beef up your 

staff complement at the bottle store as 

the queues at this time of year will negate 

all the good work done elsewhere in your 

supermarket.

Groceries
■	Baking aids – lots of home baking takes  

place at this time of year. Analyse this 

section of your store and increase the orders  

not only of cake and bread flour, but also of 

all the other requirements for baking.

■	Dried fruit – these orders must be 

placed well in advance as often the limited
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supply chain runs out of stock as early as 

November. 

■	Mint jelly – you probably sell two to 

three of these during a given month. Stock 

up for Christmas, as well as all the other 

jellies and condiments required for the 

festive meals.

■	 Puddings, custard and canned fruit 

– sales of these commodities increase 

dramatically in November and December 

as shoppers decide on their desserts, such 

as trifles as home-made puddings.

■	Mince meat – always difficult to predict 

how much to stock. The only way is to 

keep records every year and to look at the 

selling rate vs the overstocking of this very 

seasonal product.

■	Biscuits – the sales of salty biscuits 

probably increase by over 300% at this 

time of the year. Ensure that you have 

enough not only for Christmas, but for 

New Year celebrations as well. Sweet 

biscuits such as ladies fingers (Boudoir) 

also increase in sales as they are used in 

puddings

■	Gift hampers – these can be made in-

store by the staff following a short training 

session. Ingredients can range from wines/

liquor and biscuits to sweets, biltong and 

dried fruit wrapped up with cellophane and 

a beautiful ribbon. Unsold hampers can be 

returned to stock after the season ends.

GMD
■	Toys – a no brainer! Even if you do not 

stock a range during the year, you must 

have a substantial range on display. Control 

the number of items over the R200 selling 

price and after Christmas consider keeping 

a small range of “shut-up” toys that 

mothers will buy for their off-spring as an 

impulse product or for the many birthdays 

celebrated in the classroom.

■	 Festive crackers – a big seller this time 

of year. Endeavour to sell out by the end of 

December.

■	Braai equipment – due to our climate, 

many festive celebrations will take place 

outdoors or around the pool. You should 

be able to sell quite a range of braai 

accessories, folding chairs and cooler bags 

over and above charcoal and fire lighters.

■	 Paper products – apart from paper 

serviettes, paper table cloths also sell 

well at this time of year. Do you have an 

attractive range on display?

■	Back to school – for many families on 

a tight budget, back to school items make 

an ideal Christmas present. Do not wait 

for after Christmas to display your back to 

school ranges

■	Gifts – this is a dangerous area to wade 

into. However, a carefully selected range of 

giftware will create surprising sales. 

■	Greeting cards – although a dying habit 

due to surge in electronic communication, 

there are still customers who prefer a 

handwritten message. Small cards to attach 

to gifts are a must-have.

■	Christmas decor – hopefully you have 

ordered these earlier this year, or you may 

be too late to stock up on these items. 

Many people still decorate their homes 

and/or offices for the festive season, so do 

not disappoint them. All leftovers must be 

boxed carefully and kept for sale next year.

■	 Pool accessories and toys – even these 

can be seen as decent Christmas presents 

by some households 

There you have it. Proper planning for 

this very busy time of the year will make 

the implementation easier to achieve 

resulting in satisfied customers and a great 

improvement in sales and bottom line.
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Now we’ve taken that to a new level with  
the launch of our new Transcritical CO2  
test facility at our Midrand headquarters.
We’ve applied some innovative engineering of our 
own to typical CO2 refrigeration design principles to 
set  a new bar in the pursuit of greener, more efficient 
refrigeration systems. Our first site using the new 
Transcritical CO2 design will launch in early 2018.

responsible refrigeration

Matador Refrigeration (Pty) Ltd
Telephone : (011) 314-2880

E-mail: gnf@matador.co.za

E-mail: bgd@matador.co.za

Website : www.matadorsa.com

We actively support and 
urge all current and potential 
clients to consider the greener 
options for their systems and 
refrigerant choices. There’s 
no doubt that in the future 
all refrigeration globally will 
move to natural refrigerants.

Make the future 
happen now. 
Contact us to find out 
how our test results 
will work for you.

We’re testing the future 
… and it’s looking really green
Our years of experience in refrigeration has led us to become  
one of the leaders in the use of natural refrigerants in South Africa.


