
RETAIL ISN’T DEAD!

BUT HERE ARE 7 WAYS 
LOCAL OWNERS ARE 
TRYING TO KILL IT!
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Retail is far from dead. But it is evolving!

The big question is, are you? 

Retail has never been an easy business. And today, with heavy competition 
from big box stores, online sellers and ever-changing consumer expectations, 
it’s gotten even more complicated.  But in my work with locally-owned retailers across the 
country, I have found so many ways to get around the obstacles and achieve success. 

BUT, I’ve also seen the other side: owners who are held back by mistaken beliefs. 

If you’re ready to successfully compete in today’s retail environment and build a best-in-class 
business, you need to eliminate these 7 retail killers!

Until next time, remember…
You can do this!

Angel Cicerone

P.S. Let’s keep in touch
Website: www.angelcicerone.com
Facebook: facebook.com/angelciceroneretail
Instagram: angelcicerone
Questions: success@angelcicerone.com
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http://www.angelcicerone.com/
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7 Retail Business Killers to Avoid!

So many owners are paralyzed by the belief that they need buckets of money to improve 
their businesses. In my experience, that couldn’t be further from the truth. 

First, the tools necessary to build a business today are so affordable. Great Point of Sale 
systems are available in the cloud at negligible monthly charges. Digital ads can be 
deployed for as little as $5 or $10 per day. Email marketing is virtually free.  Effective 
displays can be crafted from flea market finds. Employee training and other videos can be 
found online. There’s a wealth of information available  on the Internet at low or no cost. 

And today’s marketing strategies rely more on creativity and innovation than large 
budgets. I can cite stories of clients I’ve helped: 
➢ Increase business by 25% with a $50 referral card investment
➢ Double brunch business in one week by tweaking the menu
➢ Increase sales by 15% in a single month by rearranging store displays
➢ Increase sales of a single item by 285% by creating a single new display

There has never been a  time when small business owners have had more options to run 
and promote a business for less money than they do today. Take advantage of it!

1. Thinking you need more money than you do

There are 7 words that spell disaster in retail: 
“That’s the way we’ve always done it.” 

Retail has evolved into a pretty sophisticated business and it’s changing at a whirlwind 
pace. So the only way to succeed is to take the time to stay current and relevant.  You 
can’t rely on what used to work anymore. Yes, maybe you had a great idea or concept ten 
years ago or even two years ago, but the reality is the world is evolving faster than 
anyone could have ever imagined and you need to keep up with it!

So don’t be stubborn. And don’t be afraid! This is an exciting time with so many 
opportunities! It’s time to get comfortable being uncomfortable!

2. Unwilling to learn new things
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Yes, there was a time when a great location paid for itself. But the days of “build it and 
they will come” are over. Even the most prime location requires that you build a solid, 
multiplatform marketing strategy.  No matter the size of your business. No matter the 
category of your business. No matter the age of your business. Marketing. Is. A. Must. 

3. Thinking your location takes the place of marketing

Don’t brag that you don’t have a Facebook account or that you’re leaving social media 
responsibilities to the “kids.”  Not having a digital presence is one surefire way to kill your 
business. Anyone under the age of 40 is considered a digital native, meaning the Internet is  
at the core of their lives. It’s today’s newspaper, TV, radio and billboard and mailbox all 
wrapped up in one convenient little handheld package. If you’re not showing up where they 
are, you’re invisible. It’s that simple. 

4. Thinking social media or online marketing is a DIY hobby (or just not worth it)

Today’s owner needs to be a hunter of new customers. A relationship builder. A citizen 
of the community. It’s hard to do that effectively within the four walls of your store. 

You need to get out, join groups and organizations, network and be the face of your 
establishment to the outside world. People do business with people they know, like and 
trust. Expand your world in order to invite more people into it.

5. Thinking you can run your business successfully from inside your store

6. Trying to compete with the big online retailers

It’s just plain crazy to try to sell the same types of commodity items that the online 
retailers sell at better prices and with more convenience than you can ever provide. So 
let them have their stuff. You get yours.  The point of local bricks and mortar retail is to 
provide outstanding service, unique products and amazing experiences. You’re not a 
mass marketer and that’s the good news! You get to hyper target which is easier and 
more cost effective. 
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Like it or not, you’re in retail SALES. That means you need to learn to effectively sell and 
train your staff to do the same. Sales isn’t a dirty word and it’s nothing to be afraid of. 
Selling is providing people with information and knowledge to help them make an 
informed decision. Selling is showing people alternative options. Selling is finding ways 
to make customers happy and satisfied. Selling is serving.  And selling is how you will 
build the best retail operation possible.

7. Forgetting retail is a sales business


