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•  Understand profitability by product line and product. Be able to 
measure, record and report.  

•  Evaluate existing customers by product and exchange and 
expansion footprints.  

•  SWOT of all products.  
•  Competitive analysis – benefit statements vs the competition 
•  Research –  

•  Determining low fruit  
•  Understanding buying habits  
•  Techniques for marketing 

•  Determine which existing products for which target market.  
•  Techniques to market, promotions, etc.  
•  Evaluate new opportunities.  

10 



• 
• 

• 
• 

• 

• 
• 
• 
• 

• 

• 
• 

• 
• 

11 



• 
• 

• 
• 

• 

• 
• 
• 
• 
• 
• 
• 
• 
• 

12 



• 
• 

• 
• 

• 

• 
• 

• 
• 
• 
• 

• 

13 



• 
• 

• 
• 

• 

• 
• 

• 
• 

• 

• 
• 

14 



• 
• 

• 
• 

• 

• 
• 

• 
• 

15 



• 
• 

• 
• 

• 

• 
• 

• 
• 

• 
• 
• 

16 



• 
• 

• 
• 

• 

• 

• 
• 

• 
• 
• 
• 

17 



• 
• 

• 
• 

• 

• 

• 
• 

• 

• 
• 

18 



• 
• 

• 
• 

• 

• 

• 

19 



• 
• 

• 
• 

• 

• 
• 
• 
• 
• 

• 
20 



• 
• 

• 
• 

• 

21 

You don’t make money with social media, 
you build relationships that make you 
money 
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Advertising 
 
Contests 
 
Opinion polls 
 
Interaction 
 
Depends on what 
you want to achieve 
and how much time 
you want to spend 
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Prepare to do business as a retail entity 
Don’t assume knowledge of the market – research it 
Formally review the competition on a regular basis 

Appropriate people in the appropriate jobs 

Use creative marketing 

Build profitability with cross selling and upselling 
Tie compensation to sales performance 

Evaluate, modify, replicate success 

Over inform, educate and equip your staff 

Establish market niche  
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