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Catering is the fastest
growing segment of
the wholesale

Focus areas typically included:

Cash & carry sales to foodservice, catering and hospitality
businesses was the fastest growing segment of the
wholesaling market in 2009, increasing by 5.7% on 2008.
Source: IGD.

him!’s Cash & Carry Caterer Tracking Programme can help
you better understand the caterers using cash & carries in
order to work closer with wholesalers to maximise sales.
Through face-to-face conversations with caterers, the
programme measures evolving attitudes, influences and
usage patterns across the cash and carry sector annually.

The Cash & Carry Caterer Tracking Programme is the only
means of getting robust, independent caterer customer
insight in the UK.

How we do it:

e Interview c.2,500 independent caterers.

e Conducted at all the major wholesalers
including Bestway, Batleys, Booker,
Landmark Wholesale and Today's.

e Moment of truth, face-to-face interviews
conducted.

e Entry and exit interviews.

e Across all times of the day & across all days
of the week.

e Advisory board 12 March 2010.

e Research conducted June 2010.

¢ Results available July 2010.

For more information on him!’s Cash & Carry Caterer Tracking
Programme please contact Katy.Mosesfdhim.uk.com 07912 717 567

or visit www.him.uk.com

January 2010

e What type of catering outlet do they own?

Are they licenced?

How often do you visit THIS cash and carry?

What is the main reason for shopping at the cash & carry?
Satisfaction ratings based on their experience in the cash
& carry

What percentage of their outlets goods are sourced from
cash & carry, delivered, supermarket, discounter, other in
the next 12 months

Do caterers know the exact price of the products which
they bought here today?

What are caterers intending to buy here today and actual
purchases

Do caterers look at profit on return information on packs
to help them with your purchasing decisions?

Which 3 things are the most important to caterers when
shopping in this cash and carry?

Which categories do caterers buy own label products in?
How important is it for caterers to use known brands on
their menus?

Do they have a shopping list with them today?

Do they have a specific budget to stick to today?

How much do caterers intend to spend here today?

Do caterers know the top sellers in various categories?
Do promotions encourage caterers to buy additional
products? Which types of promotion are most effective?
Influencing factors when deciding what to put on the menu
Do caterers welcome advice from cash and carries or
suppliers on how to grow sales?

Which advice to use they use and trust?

Have they visited a cash & carry website recently?

Category specific insights

Have caterers bought any new or different products to
use/sell in their outlet?

And much more...ask for a full question list
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Why join the Cash & Carry Caterer Tracking Programme?

e |t's robust

e |t'sindependent

e |t's cost effective

e |t's moment-of-truth caterer customer insights

e |t provides benchmarking from one wholesaler to the next

e |t comes with support and analysis from him! executives

Membership costs
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.

Did you know?

56% of caterers would be Where are caterers most
influenced by promotions to likely to look for advice to
the extent where it would grow sales...40% said trade

affect the brand that they press- sound like a lot? |
bought. thought so, until | saw that

The majority of caterers
do not stick to a budget
in depot. They also
spend up to 25% more
than they intended to.

81% looked for advice on
the Cash and Carry’s leaflet
through the door...

This impulse needs to
be harnessed. What do
they buy on impulse?

For more examples of key findings please ask for our Cash & Carry Caterer factcard.

him!

For more information on him!’s Cash & Carry Caterer Tracking research &
Programme please contact Katy.Moses(fdhim.uk.com 07912 717 567 consulting
or visit www.him.uk.com




