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Only 50% of retailers 
know what the top 
sellers are – even in 
the core ranges 

retailer
tracking programme

The Cash & Carry Retailer Tracking Programme is the 
“common language” for all wholesalers and suppliers 
involved in the UK cash & carry sector. 

Through retailer customer conversations the Cash & Carry 
Retailer Tracking Programme measures evolving customer 
attitudes, influences and usage patterns across the cash 
and carry sector annually.

The programme discovers the who, what, when and how 
of the cash & carry shopping experience and provides 
invaluable insight to shape your commercial decisions 
and future strategies. Gain insight for your wholesaler 
conversations and range reviews based on FACT, not 
assumptions. Ensure you are maximising new product 
launches (in a sector often forgotten by brand managers!). 
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Focus areas typically include: 
•	 What percentage of your shops goods are sourced from 	
	 this cash & carry?

•	 �What products do you intend to buy from this cash & 
carry here today?

•	 Do retailers know the exact price of the following 	 	
	 products which you bought here today?

•	 Do retailers have a shopping list here with you today?

•	 Do retailers have a budget to stick to?

•	 Retailers rating of their shopping experience in the depot. 

•	 �What are they intending to buy here today and how 
much are they intending to spend? 

•	 �Were they unable to purchase anything that they 
intended to buy in this cash & carry? 
And which products?

•	 What are they buying on impulse? And why? 

•	 �What % of your shops goods do you think you will 
source from a delivered wholesaler in 12 months time?

•	 Where do retailers look for advice on growing their 		
	 sales?

•	 How often do they visit this Cash & Carry  
	 depot & others?

•	 What is important to them when shopping at the  
	 cash & carry? 

•	 �How would retailers like profit on return communicated 
to them in the cash & carry? 

•	 Do they notice POS in the cash & carry? 

•	 Do they buy any own label products? Which categories 	
	 and why? 

•	 Do retailers know the top 3 selling brands in the UK of 	
	 different categories?

•	 �Do retailers notice promotions? Do they buy any items 
on promotion? Which categories? 

•	 �How often do retailers pass savings on from promotions 
onto their customers?

•	 and much more... ask for a full question list

How we do it:

•	Interviews with c.2,600 independent retailers. 

•	Interviews with c.400 staff and managers. 

•	�Conducted at all the major wholesalers 
including Bestway/ Batleys, Booker, Landmark 
Wholesale, Today’s.

•	Moment of truth, face-to-face interviews.

•	Entry and exit interviews conducted.

•	Across all times of the day & days of the week.

• Advisory board 12 March 2010.

•	Research conducted June 2010.

•	Results available July 2010.



Why join the Cash & Carry Retailer Tracking Programme?  
•	 It’s robust

•	 It’s independent

•	 It’s cost effective

•	 It provides benchmarking from one wholesaler to the next

•	 It comes with support and analysis from him! executives

Membership package 
Results available from £5,000+VAT including him! analytical & consultancy support

There is an initial two year commitment to our programmes or 50% surcharge for one year commitment.

Networking events
Network with wholesalers and colleagues of the programme at the wholesale unveiling and awards on  
Wednesday 14th July 2010. To book your tickets please go to www.him.uk.com/events.

For more information on him!’s Cash & Carry Retailer Tracking 
Programme please contact Katy.Moses@him.uk.com 07912 717 567  
or visit www.him.uk.com 
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For more examples of key findings please ask for our Cash & Carry Retailer factcard.

Shopper missions to cash & 
carry’s remain unchanged in 
last 12 months – shoppers 
interviewed are mainly 
“top-up” shopping (50%) 
…however 1-in-3 are now 
shopping around more 
for better deals (34%) or 
choosing the cheapest priced 
products (30%)…how should 
you be adapting to this shift 
in shoppers’ focus?

Profit on return” is clearly 
important to independent 
retailers in Cash & 
Carries. But should this 
be communicated in 
percentage terms (%), hard 
cash terms (£), or both?  
A third of independent 
retailers say POR is NOT 
clearly communicated in 
C&C depots.

82% of retail customers 
are not members 
of wholesalers/
manufacturer’s loyalty 
scheme. Of these 
customers, over half (59%) 
would be interested in 
joining a loyalty scheme.

Did you know?

Only 50% of retailers know what the top 
sellers are – even in the core ranges 


