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	Guide
	How to sell more and make more in a Newsagency


This information sheet identifies how to sell more in a newsagency and how to increase profitability. It was researched and written by SBMS mentors Michael D’Arcy and Barry Spanger with Office of Small Business Program Manager Geoff Lee. Newsagents were consulted extensively in its preparation.
The SBMS is a non-profit organisation providing experienced volunteer business mentors to Victorian businesses. The SBMS and its mentors aim to improve the employment potential, sales and profits of Victorian businesses for the benefit of the whole community. The service is available through the Department of Innovation, Industry & Regional Development – Small Business Victoria
Increasing sales and profits in a newsagency can be achieved in six (6) basic steps:

1. Determine a profit goal, objective or target for each day

2. Set up a simple system to measure whether your business made a profit or loss each day

3. Determine how you can create TIME to work ON your business or action plan

4. Develop a plan to get more customers, and work on it

5. Develop a plan to keep more customers, and work on it

6. Develop a plan to sell more to existing customers, and work on it
1. DETERMINE A PROFIT GOAL, OBJECTIVE OR TARGET FOR EACH DAY

A good way to start is to undertake a “Daily Cost of Doing Business” exercise. This form (available from your SBMS Mentor), allows you to insert all your various costs of running the business over a 12 month period, and divide the total by the number of days or weeks that you operate the business. This will now indicate to you the daily/weekly costs that you need to recover in order in order to “pay your way”. 
For example if your weekly costs of doing business were $1000, and assuming that your average Gross Profit percentage on your sales was 50%, this would indicate that you would need to have weekly sales of $2000, just to cover all your coats. ($2000 sales @50% profit = $1000).

Having set your goal of what you need to sell just to cover your costs, you can then set a sales budget based upon what you believe what is a realistic attainable number. Setting profit or sales goals is generally easier to control when you set the “in chewable chunks”. This means that even although your annual budgets are important, it is the daily or weekly targets which will allow you to focus your mind and your retails skills on how to achieve them each day or week.

2. SET-UP A SIMPLE SYSTEM TO MEASURE WHETHER YOUR BUSINESS MADE A PROFIT OR A LOSS EACH DAY

Part 2 of the “Daily Cost of Doing Business” provides a simple report form in which you can insert your daily/weekly sales target, and a separate column in which you can fill in your actual sales. Thus over the full period you can monitor your sales performance against budget, so that if you are not achieving your required sales, you will be aware of it in good time, and you can then attempt to take steps to improve your sales (eg small campaign etc).

3. DETERMINE HOW YOU CAN CREATE MORE TIME TO WORK ON YOUR BUSNESS OR ACTION PLAN

In order to work on your business you will need to ensure that someone else in the business can undertake some of “the less important” tasks that you have done up to now. This involves training a staff member to take over some of your tasks, and then monitoring them in the beginning to ensure that the task is being done according to your standards.
Assuming that this could “save” you say 3 hours a week, you should then devote all of this time to coming up with plans to improve the nature of your business. This could, for example take the form of a meeting with an SBMS Mentor, the drawing up of a marketing plan, a campaign to target neighbouring businesses in your area regarding offering your stationery products to them, the planning of your next “Back to School” sales campaign etc.
The important thing to realise is that it is up to you to create more creative time for yourself. If you are already working a full newsagent’s week, it is not likely that you will have any more time (or energy) to devote to working on the business. This can only happen if you will reallocate some of your current tasks onto others.
4. DEVELOP A PLAN TO GET MORE CUSTOMERS, AND WORK ON IT!

THE more people you attract into your shop, the better the chance of selling them something. It is not good enough to stand behind the counter and wait for customers to materialise. VISIT local businesses and offer to deliver their newspapers. Advise them of your fast and personal

stationery delivery, maybe adding special offers, discounts and freebies.

USE the fact that you have a larger range of magazines than supermarkets, a huge card range and

reasonable stationery range. Office Works may be slightly cheaper but you will save them precious time. Offer their staff a magazine or card discount.

EMPHASISE your willingness to deliver, plus the ability of customers to pay some bills through you.

VISIT retirement homes and villages to offer deliveries and special deals.

DO NOT approach businesses by mail drop – meet them in person to explain how you can help them.

REMEMBER, PEOPLE DO BUSINESS WITH PEOPLE, NOT COMPANIES.

ENCOURAGE business customers to order a magazine each week or with their stationery order.

MAKE customers feel comfortable by keeping the store neat and uncluttered.
LAY the store out logically, and don’t hide products in difficult places.
ENSURE your outside signage lists your best selling items and the number of magazine titles and greeting cards.
5. DEVELOP A PLAN TO KEEP MORE CUSTOMERS, AND WORK ON IT!
SMILE! Ensure staff greet customers, give them a smile and engage them with social chit chat.
DEVELOP personal relationships with customers, something major chains cannot do. Learn their names.
ASK customers questions – are there any magazines you don’t have that they would buy? Can you hand deliver them a regular magazine? What are their stationery needs and how can you ensure they buy it from you (eg quick delivery, new stock)?
MAKE the shopping experience pleasant, with a good array of well-placed and well-signed products.
HAVE staff incentives. Reward them with movie tickets, a voucher or dinner for extra effort like

handing out loyalty cards, friendly service and boosting sales. Happy staff will work harder.
6. DEVELOP A PLAN TO SELL MORE TO EXISTING CUSTOMERS, AND WORK ON IT!
USE your paper round to boost sales. Include a flyer featuring your products, special deals and

discounts. Consider a loyalty card, scratchy cards with discounts for five purchases over X dollars, or freebies and discount for visiting the shop.
PREPARE a monthly brochure with special offers eg Mothers’ Day, Fathers’ Day, Easter, Valentine’s Day. Include these in newspaper deliveries and on the counter. Us as an “ice-breaker” in the shop.
CONCENTRATE on popular high mark-up products like cards and stationery.
GREET every customer personally. Too many newsagencies ignore most customers.

TRAIN staff to engage customers, helping find what they want and alerting them to specials.

They may resist but should get used to it. Customers may also take time to adjust.

ASK open-ended questions like “are you looking for anything in particular” to elicit a response.

LEAD by example and recognise that some staff may not take to being proactive.

ROLE play to help staff adjust. If they can handle the worst possible customer reaction, they should be able to handle most situations. Staff should respond calmly and respect customers.
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