
 

ACE Study Day: Thursday 23 April 2015 

Retail for Smaller Venues 
National Galleries of  Scotland, Edinburgh 

 
1000-1030 Registration & Coffee 

1030-1045:Why Have a Shop? Jill Fenwick, Association for Cultural Enterprises 

1045-1130:Small but Mighty: Effective Buying: Matthew Williams, Glasgow University Retail 

How you can make more money through responding to the needs of your visitors, planning stock 
levels and ordering more effectively, creating your own-brand merchandise and core ranges, working 
with key themes, responding to local and regional opportunities, assessing the performance and 
added-value of different product groups, analysing price points, and working with suppliers to 
maximise revenue. 

1130-1215:Retail Finance: Jane Temperley, Association for Cultural Enterprises 

Jane will address the financial information retailers need to help manage their operation better, from 
the basics of Margin and Mark-up to Turnover and Profit, so that all delegates get a good grasp of the 
key retail numbers and how to calculate them. The session will then move to looking at the three main 
Key Performance Indicators (KPIs) for retail, spend per head, conversion rate and average 
transaction value (ATV) and explore what affects these and how they give insight into retail 
performance. 

1215-1315 Lunch 

1315-1400:Retail Case Study - Small space, high hopes: Gemma Tully, Saffron Walden Museum 
 

Highlighting challenges of working with a small retail space and how simple changes to buying, 
finance, display, and shop floor skills can transform customer experience and average spend. Using 
advice from ACE, the Museum has increased profits by a third without any additional budget, space or 
staff time. The session will offer simple tips with positive results that could benefit all small retail 
venues. 

1400-1445:Display & Visual Merchandising: Aranxia Garcia, Historic Scotland 

Summary to follow. 
 
 
 
 
 

1445-1530:Why Do People Buy?: Jill Fenwick, Association for Cultural Enterprises 

Understanding your customer and how to sell to them successfully is one of the most important 
aspects of good retailing. Investing time in understanding the customer’s view of your operation is 
time well spent. Follow the customer journey from beginning to end, through all its stages, and learn 
how to turn browsers into customers and how to increase customer spend. 

TO BOOK, 
CONTACT: 
 
Jill Fenwick 
Tel: 01434 684074 

 
jill.fenwick@acenterprises.org.u
k 

 
26 Ratcliffe Road 
Haydon Bridge 
Hexham 
NE47 6ET 
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