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1. Reality Check

from here to there

2. Itôs Psychological

beyond negativity

3. This Time Is Different

innovation nation
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Online survey of SII Members

October 2010 

(previously February 2010,

& September 2009)

Current experiences in Ireland

& future expectations

165 responses ï

all sizes and sectors
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Are We There Yet?

19%

52%

27%

2%

13%

48%

34%

5%

13%

42%
38%

7%

Bad and getting 
worse

Bad but stabilising Bad but showing 
signs of 

improvement

Over the worst and 
improving strongly

Current Perceptions of the Irish Market

Sept '09 Feb '10 Oct '10
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Hard to Call

32%

38%

30%

34%

27%

39%

Higher than previous year Same as previous year Lower than previous year

Irish Sales Outlook for 2010

2010 Outlook in February 2010 2010 Outlook in October 2010
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Still Hopeful

67%

28%

5%

50%

39%

11%

Higher than previous year Same as previous year Lower than previous year

Irish Sales Outlook for 2011

2011 Outlook in February 2010 2011 Outlook in October 2010
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Driving Sales

30%
29%

10%
8%

3%

20%

33%
32%

10% 10%

4%

11%

32% 32%

11%

3% 4%

18%

Lower Prices Better Value, 
Same Prices

New Products Volume 
Discounts

Advertising & 
Promotion

Other (e.g.: 
trade shows 

etc)

What Sales Approach is Currently Successful?

Sept '09 Feb '10 Oct '10
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Pricing Pressures

5%

15%

21%

36%

24%

Increased 
Significantly

Increased 
Slightly

Remained the 
Same

Fallen Slightly Fallen 
Significantly

Trend In Your Prices (Over the Past 18 Months)
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Are We There Yet?

5%

11%

21%

29%
28%

Already over the 
worst

By end of 2010 By middle of 
2011

By end of 2011 After 2011

When Will The Worst Be Over In Irish Market?
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Staffing Up

24%
26%

22% 23%
26%

32%
34%

27%

32% 31%

All Irish Owned Foreign Owned Mainly Irish Sales Mainly Foreign 
Sales

Expect To Hire More Sales Staff in the Year Ahead? 
% Yes

Feb '10 Oct '10
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Future Possibilities

Still a tough, deflationary sales

environment for many

But there is a positive 

momentum expected to 

continue through next year

Prepared to staff up for growth

Key challenge will be to gain 

pricing power again: depends 

on consumer psychology... 
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2. Itôs Psychological

beyond negativity
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DABDA did it
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The Emotional Future
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Unemployment drives confidence ...
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Gaining Confidence

Correlation Confidence

Supermarkets 0.882

Household Durables 0.868

DIY 0.864

Furniture 0.857

ALL RETAIL 0.844

Pharmacies 0.844

Newsagents 0.822

Bars 0.788

Clothing & Footwear 0.739

Motor Trade 0.728

Electrical Goods 0.720

Department Stores 0.659

Petrol Stations 0.632
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Over the Worst
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Weakening Trend
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Back to DABDA
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Who do you trust?
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Price, Price, Price

Choice of Supermarket:

No. 1: Convenience (61%)

No. 2: Price (31%)

No. 3: Quality (21%)

Choice of Supermarket:

No. 1: Price (70%)

No. 2: Convenience (55%)

No. 3: Quality (12%)

Take advantage of special offers and coupons:

2007: 30% 2010: 53%
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The Big Switch 
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The Price Trap

ñPrice is what you pay, value is what you getò.

Warren Buffett

Price is óadditiveô ïhigher/lower: one dimensional

Value is ómultiplicativeô ïmany dimensions

30% of purchase influences are órationalô.

70% of purchase influences are óemotionalô.

In the absence of Trust then

Price becomes the focus...
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The Prize
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