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Let's Begin!
Are you ready?

LET’S LEARN ABOUT BUSINESS PROMOTION!



Objectives of the workshop

To learn about
ways to grow
and promote

your business

To build
successful
customer

engagement
strategy



How do you ensure that the customer
shops from your kirana? 

In this situation how do you strategize to
increase sales, promote your business and
earn more profits? 

Other than your kirana, there are two other
kirana stores in your locality. All three of the
shops sell similar products. 

PICTURE THIS!



Kirana provides a variety of products and caters
to a range of customers with varied needs. 

In most localities kirana stores are present in
every street at every corner increasing the
competition among the stores.

In order to increase sales and earn more profits,
the entrepreneur must have a plan which will
give them a competitive edge. 

The entepreneurs must adopt certain mantras to
help them in grow and pomote their kiranas 



What are these business mantras? 

Introducing
Technology 

Know your
customers

Upsell &
Cross-Sell

Product
Placement

Diversifying
your kirana



Imagine if you walk into a
store to buy a packet of
biscuits. The store owner is
very rude and does not pay
attention to you. 

How would you feel? 
Would you go the store again? 

Know your customers
Customer engagement is the key to

higher sales.

Talk to your customers nicely and respectfully no
matter if they are a kid or elder. Do not keep

them waiting and give them a unique experience
so that they prefer to come to your shop

A one-to-one conversation coming directly
from the owner of the shop impacts more

significant than any marketing. 

Keep the customer’s best interest in mind,
offer the best or most suitable product at most

competitive prices. 

Offer discounts on various products, as it is
the best way to attract customers. 

Engaging with customers 



Kirana owner must understand the preferences of their
customers. For instance, the kind of shampoo they often

purchase or the kind of soap they prefer. 

If the customer is unaware of the brands, based on their prior
purchases suggesting a product that the customer will prefer. 

When the kirana owner is interested in the customer’s choices
and preferences, the customer happens to rely on her even more. 

Due to these there is greater chance that they will come
again and again to your shop.

Understand Customer preference 



Improve Customer Service

A happy customer is likely to
refer the shop to their family or

friends which will help in
increasing the customer base. 

Taking orders over call/SMS/whatsapp, 

Delivering products to the customer’s houses

Asking the customers to return products if they find them

defective, 

Getting customer feedback on new products

Wishing on festivals over SMS/whatsapp and sharing discounts

on festival related products.

Passing on discounts received from wholesalers, placements of

colourful hangouts and cut-outs to communicate discount etc.

received from wholesaler

Opening the shop at a time or day when other shops remain

closed. For instance, opening the shop at 8 AM whereas others

open at 9.30 AM. Closing the shop at the latest. Also keeping the

shop open even on Sundays.



Imagine you walked into a

kirana store with the intent of

purchasing ingredients for a

recipe. As you stand infront of

the kirana, you begin to notice

that the store is not clean, it is

full of spills, there seems to be a

rotten odour throughout the

kirana, and many of products

are covered in dust. 

Will you purchase the

ingredients for your recipe from

the store?

Positive Customer Experience 



This store
appearance and

overall experience
certainly doesn’t

say, “Purchase our
fresh and delicious
produce and food

items!”
 

 Instead, it says,
“Never come to this
kirana. Clearly, the
product is bad!” 

 

The appearance of your store directly
affects the customer’s overall
experience. 

Their experience dictates whether or
not they make a purchase. 

A negative shopping experience does
not translate into a sale for your store. 

Keep your store neat, tidy and
beautiful, and watch as the sales
continue to climb. 



Upsell & Cross-sell a product 

Imagine this scenario

Do you make the final
bill and send them on
their way?

Do you try to find
opportunities to
increase their basket
size and your sales as
well?

You are about to close a
sale, and the shopper has
made up their mind to buy a
product. What do you do?

       Or 



We can use two strategies to increase their basket size and your sales 

Upselling means offering a pricier version even a
higher quality of the item. Think of it as asking the
shopper if they want to upgrade their purchase. 

Cross-selling, on the other hand, means
recommending a product relevant to the one
that’s already in their basket. An example would
be recommending a conditioner to a shampoo
that the shopper is buying. 

If the entrepreneur uses these strategies at the right time, it
will enable to increase their sale



?
Ask yourself these three questions before you
attempt to cross-sell or up-sell

 Does the product
complement the item
that the customer is
buying?

Upsells and cross-sells
only work when they’re
relevant to the original
purchase. When you’re
upselling or cross-selling
an item, see to it that it’s

a) a better version of
what they’re buying or
b) a product that goes
with their purchase.

Are they open to
spending more?

If the customer has made
it clear that they’re on a
budget or they’re only
after one product, then
respect their wishes and
don’t try to sell them
anything else. 

 Will this product really
benefit them?

Sometimes, an add-on item
may complement another
product, but it won’t benefit
the customer. For example,
while a certain type of
moisturizer may go with the
face wash your customer
just bought, it wouldn’t be a
good cross-sell if they don’t
have a need for it.

Get to know the customer
before selling them more
merchandise. Ask how
they’re going to use the
product, then if you have
items that would benefit
them, go ahead bring them
up.



If the answer is “Yes” to all three questions,
then you can proceed to suggest upgrades or
additional products 

Show them the one they requested 

Show an alternative - something that still relates to the
requested item but maybe at a more mid-price point.

Show the dream- something that the customer might love, but
that may have a higher price point 

1. Make customers see/visualise the value or benefit that they’re
getting. Follow the “Rule of 3”

Giving the shopper 3 options for their purchase. 



2. Be reasonable: The suggested item shouldn’t exceed more than a
certain percentage of the cost of the original item. 

If a customer buys a 500 rupees’ shampoo, it makes sense to suggest a
100 rupees’ conditioner; but if a customer buys a 100 rupees’
conditioner, don’t try to sell them a 500 rupees’ shampoo. 

3. Added Incentives: You can provide rewards or incentives to added
purchases.

There’s more to upsells and cross-sells than just pitching add-on
products. To successfully close sales, you need to get in the minds of
shoppers. Figure out their needs and motivations, and then craft your
approach accordingly!



Entrepreneurs can arrange a
store in a strategic manner to

maximise profit. There are ways
in which product can be placed
which helps in increasing sales. 

Product Placement 



Keeping quickly sold items in 

the front of the store makes the

needs of the customer

accessible, ensuring quick

purchases! 

Front of store



Eye level placement of products is a great method to

increase sales. A product will sell significantly more if it is

on the eye level of the target buyer. 

So products aimed at children, like chocolates are

slightly lower so the child can see them. 

A higher value product is often placed on the middle

shelf so that people are more likely to see it and buy it.

This section can also be used for products that are new

in the market. 

Those looking for value range products will usually find

them down at knee level.

Eye level shopping



Some products are placed next to

others deliberately. 

You’ll often find chips and soft drinks

very close because the purchase of

one leads to an increase in sales of the

other. 

Side by side



Premium products have subtly

different surroundings than every day

products. 

Expensive and exotic ingredients are

often on differently colour display

units than everyday ingredients.

Flooring and shelves

The place and way in which a product is
placed in the store encourage shoppers to
feel they are making a special purchase!



Impulse buys at the counter

Kiranas can place products that shoppers will find most
appealing at the counter. It could be dependent on the
weather or price of the item or promoting certain products.

For instance, placing cheaper fast selling products that do
not require the customer to weigh in prices or on rainy
days you’ll find umbrellas, on bright sunny days, it’ll be ice
creams, refreshing drinks or sunglasses. 

And as the customer stands in the counter to pay the bill,
there are usually an array of sweets, magazines, and easy
to handle promotional products and literature to grab your
attention



Introducing innovative concepts 

'' Har Din sale'' where products closer to expiry date
are sold at discount. 

Samples of products can be placed at the front of
the store or a convenient place that will grab the
attention of the customers. 

The entrepreneur can also coordinate with suppliers
or brands to organise sale festivals. For this,
entrepreneur needs to build relationships with
suppliers and wholesalers to get better deals on
products.



Diversification of the kirana with
more variety of products

Diversifying can be very impactful method will help you
increase the footfall of your customers. 

Before adding any extra product category to your list,
you can also carry out a small survey with your
customers.

With such activity, you are engaging your customer and
suggesting them that you value their opinion. 

With diversification of products, entrepreneurs can also
venture into making investments for growth. For
instance, entrepreneur can buy a fridge and stock
products like aerated drinks, ice       creams etc. 



Introducing Technology 

Having a Point of Sale machine can give
you multiple benefits like: Improvised
store management, better inventory
management, GST Compliance on the
go, better utilization of data analytics
for business growth 

Taking orders through
call/SMS/whatsapp 

Enabling digital payments 

As a kirana shop owner, you
have a vision to grow, then
technology is the way to go. 

It is not very costly to
implement technology. You can
get higher results even at low
investment. 



Introduction

Let's list your learnings

So far you have learnt

Know your customers

Upsell & Cross-Sell

Product Placement

Diversifying your kirana 

Introducing Technology

How to promote
your business 



Things to remember

Let's remember
together

Increase your customer
base
Increase sales and earn
more profits
Give you a competitive
edge
Grow your business 

Business mantras will help you



Share your doubts and questions!

Did you find the session helpful? 
 

Will you be using any mantras taught
today into practice?  If yes, which one?
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