BCSC Marketing Conference
Birmingham

‘How to engage with your retail partners’



Who am |?
« Meadowhall Shopping Centre Retailer

« Meadowhall Shopping Centre Marketing Manager

 Nando’'s UK Regional Marketlng Manager




What is Nando’s?

The first Nando’s opened in the UK in 1992 in Ealing
Heritage — what shapes our business
Our core values — the big five!

Our success — the story so far...........
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The big question?

How do |
engage with
my retailer
partners?
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What are your frustrations?

Lets look at the
problem before
coming up with
the right
solutions..........

_ At : -4 it
), ‘7:“”;:.,_!.\1' 4.:_&“:\3’ &3 I.-"-’:.' '.'&_I" 3 :ft'j‘@ ) LIl g
Y I © T 9y ‘X 9 YT Oy v 9




What’s the issue?

Marketing is
always seen as a
reactive solution

to a problem!




What’s the issue?

Retailers only

want your help - \/‘\x

when their sales
have dropped!



What’s the issue?

| liken marketing to purchasing a
burglar alarm — you can go
years without needing it, but
the first time something goes
wrong, it suddenly becomes
your most important purchase!




It's a ‘Love — Hate’ Relationship!

e Centre Management think
retailers don’t support them

e Retailers don’t think they get
enough support from Centre
Management

e The truth — both do a decent
enough job!




What does a retailer want from a Centre?

Help and support
what

do you
want
from me?

To solve their problems for them

Get more customers in their store

LEARNING TO GET ALONG WITH IN-LAWS
TERRI APTER

Them to spend money on marketing ed

Provide information (trading, trends etc) g
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What does Centre Management want
from a retailer?

Help and support
Involvement in campaigns
Interaction and engagement

Attendance to meetings

What can Brown
Do for You?
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What do both the Centre and Retailer
want?

N
8 Success

NEXT EXIT A :
il = = _I,ﬂ&;




How do we achieve this?

Communication — through the right channel
Feedback — take it on the chin and listen
Regular contact — forums, one on ones, AGM’s

Understanding of individual businesses and their needs
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How best to communicate?

* Most important thing is.....Relevance!

» The difference between needing to know and being
involved!

 |If the communication connects then people will become
engaged
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How best to communicate?

Email

Hard Copy
In person
Head Office
Phone/text

Marketing Contact




Understanding Nandocas - The best way to
engage Nandocas is to listen, to use feedback
throughout the business and ask specific
questions.




Engage Nandocas - Engage all Nandocas

through innovative methods of
communications reflecting the busm‘
values

SS core

Keeping Nandocas Informed - Ensure effective
communication exists throughout Nando’s.
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Support Meetings & Events — Ensuring the
Nandoca-facing branding is as high
quality as customer-facing branding

< Nandosw«

South Africo




Key points to take away...

« Centre’s and retailers want the same thing
« Learn more about your retailers

« Spend time with them and understand the impact you can have on
them

« Take time to gather the right contacts

« Communication is king.....

.....out only if it's relevant and interesting
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ANY QUESTIONS?



Another key point to take away...
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