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Introduction
When you’re running a retail business, it’s
not always easy to determine how you’re
doing compared to your peers. While
reports and balance sheets can shed light
on your company’s performance, these tools
don’t provide insights on how you measure
up with other businesses.
That’s where Vend’s Retail Benchmarks Report comes in. We analyzed the
data of more than 13,000 stores across multiple industries and regions in the
year ending 31 March 2019 and compiled the data in this nifty guide.
How much do retail stores make on average? Is your store doing well
compared to others? Are your margins and transaction values on par with the
industry? This report will answer all those questions and more.
To get more meaningful information, we drilled down on our data to figure
out how retailers from specific verticals and regions performed on these
metrics.
Let’s dive in!
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Methodology
All the findings in this report are based on actual anonymized information
from a sample of 13,000+ Vend customers. The vast majority of these
merchants are independent retailers with 1-10 stores.
We analyzed their sales, revenue and customer data to surface the
following metrics:
•

Monthly revenues (across all stores)

•

Monthly revenues (per store)

•

Gross profit margin

•

Number of transactions processed per month (across all stores)

•

Number of transactions processed per month (per store)

•

Transaction value

•

Basket size

•

Number of customers

Here are our findings.
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Revenues
On average, retailers made $28,094 per
month, with North American Retailers
generating the most revenue.
Over the 2018 financial year, retailers made an average $28,094 USD
per month. When we looked at the data from a regional perspective, we
found that North American retailers generated the most revenue, grossing
$31,038.52. They were followed by Australian retailers, who earned
$29,081.51 per month. Not far behind are retailers in New Zealand and the
UK, who earned $28,527.71 and $28,066.89 respectively. Meanwhile, South
African retailers grossed a monthly average revenue of $18,785.98.

The average
global revenue
in retail is

$28,094
USD
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Comparison of monthly revenues across key regions (USD)
If we look at things from a per store perspective, Vend’s data shows that
New Zealand and Australian retailers have taken the lead with $22,300.28
and $22,238.78 respectively. Meanwhile, retailers in North America made
$22,289.03 per store, while the UK’s per store average revenue was
$20,434.18. South African retailers, on the other hand, made an average of
$13,091.70 per store.
When comparing across different verticals, we found that beer, wine and
liquor stores earned the most, with $51,939.39 in gross monthly revenue.
They were followed by furniture stores which earned $42,478.98 per
month and vape stores which earned $42,465.63.
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Comparison of monthly revenues across key verticals
The lowest revenue-grossing retailers include office supplies, stationery
and gift shops ($22,089.51), and retailers in the hobbies and musical
instruments space ($22,303.84).
We can see a similar story when looking at revenues per store. Beer,
wine and liquor stores still had the highest gross revenue per store, with
$37,944.50, then furniture stores with $32,397.77. The retailers with the
lowest per store revenue include cosmetics stores ($14,065.17) and office
supply stores ($16,241.80).
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Action steps and recommendations for
increasing your revenue
The “right” way to increase revenues will vary from one retailer to the next.
But if you’re looking for a good place to start, try the following:
Step 1 - Drive more foot traffic to your location
Find ways to Spruce up your curbside and windows. List your business
on Google and online directories so people know where to find you. Hold
events that get people off the couch and into your shop.
Step 2 - Empower your staff to meet and beat your sales targets
Constantly talk up your sales goals and make sure they’re visible to your
staff. It also helps to use rewards and competitions to motivate your
associates to sell more.
Step 3 - Try running promotions
When implemented correctly, discounts and offers can be just the thing
to entice customers to spend more at your store. For best results, be very
strategic with how you run promotions. Figure out the best type of offer for
your customers and protect your margins through smarter discounts
and markdowns.
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Margins
Revenues are one thing, but to get a more
accurate view of how a retailer is doing, we
also need to look at their profit margins.
To find answers, we analyzed the gross profit margins of Vend retailers and
found that on average, merchants had a margin of 53.33%. This indicates
that many retailers are using the classic keystone method to price
their merchandise.

The average
gross margin
in retail is

53.33%
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Comparison of average profit margin across key regions
Once again, North American retailers seem to be doing well on this metric,
having an average gross margin of 53.46% Australia, New Zealand and the
UK all have gross margins that are just above 52%. South African retailers
had a gross margin of 46.16%
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Comparison of average margins across key verticals
Looking at the data from an industry-specific perspective, we found an
interesting trend: some of the retailers that had the highest revenues also
had the tightest profit margins. In the same vein, stores with relatively low
revenues had high gross margins.
Take beverage manufacturers, which had an average monthly revenue of
just $26,159.65. Their revenue might be lower compared to other stores,
but they had the highest margins at 65.74%. Meanwhile, beer, wine and
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liquor stores — which, if you can recall had the highest revenues — had the
lowest margins at just 35.64%.
That said, there are a handful of retailers that seem to have struck a good
balance between gross revenues and margins. Jewelry, luggage and leather
goods stores not only grossed higher-than-average revenues ($36,715.03),
they also had the second highest gross profit margins (62.53%). A similar
pattern can be seen in cosmetics retailers, which had comparatively high
revenues and margins.
Why are these retailers doing well? One reason could be the fact that
they’re selling merchandise that carry a high perception of value. As
Chris Guillot, Instructional Designer at Merchant Math and founder of
Merchant Method, points out, “cosmetics brands do a great job with brand
management, playing to their customer base at an emotional level — status
and lifestyle.”
Meanwhile, jewelry, luggage and leather goods are often marketed as
premium items, allowing retailers to put them at a higher price point.
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Action steps and recommendations to help
widen your profit margins
Looking to improve margins? Here are three profit-increasing steps you can
take in your business (for more ideas, check out our post on improving your
profit margins).
Step 1 - Streamline your operations to reduce expenses
Identify areas of waste in your business, then find ways to cut costs. You
could also look into automating specific tasks in your stores. By putting
repetitive activities on autopilot, you can reduce the time, manpower and
operating expenses required to run your business.
Step 2 - Raise your prices
Raising your prices will enable you to make more money on each sale,
thus widening your margins and improving your bottom line. Consider
implementing creative or psychological tactics when coming up with your
prices to make them more appealing.
Step 3 - Implement savvier purchasing practices
Whether you’re at a trade show looking at new products or at the
negotiating table with your suppliers, always find ways to lower costs.
Consider consolidating your orders to reduce expenses and don’t be afraid
to ask your vendor to give you a discount or throw in a few extra units.
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Transactions and sales
In the 2018 financial year, retailers
processed an average of 651.5 transactions
across all their stores. The average
transaction value was $54.14 (USD) and the
average basket size was 2.4.
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Average number of transactions by region
Retailers in the UK took the lead for transaction count at 793.51
transactions per month. New Zealand retailers processed 737.37
transactions, while those in North America, Australia and South Africa had
transaction counts in the 600s.
11

Furniture
Shoes

204.95

313.38

Jewelry

335.62

Fashion

354.60

Furnishings

417.19

Sports Goods

417.90

Electronics

546.25

Hobbies & Music

557.28

Beverages

569.88

Office Supplies

598.40

Cosmetics & Beauty

614.60

Other
1,287.49

Specialty Foods
Vape Stores

739.36

1,294.52

Alcoholic Beverages

1,560.67

Average number of transactions by vertical
Vend’s data for transaction counts per store paint a slightly different
picture. New Zealand retailers had a higher transaction count per store with
558.98, while UK retailers had 554.35. North American retailers had an
average transaction count of 498.79 per store, while those in Australia and
South Africa had 446.88 and 444.21 respectively.
We see a lot more variation when looking at transaction counts across
verticals. Unsurprisingly, retailers that sell consumable goods — food and
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beverage stores, and vape shops — had the highest transaction counts.
Meanwhile, retailers that sell high-ticket items such as furniture, jewelry
and shoes processed the fewest transactions.
The story was very similar when we looked at per store transaction counts.
Beer, wine and liquor stores had the highest transaction counts, with
1,229.17, followed by specialty foods (961.00) and vape stores (822.25).
Retailers selling high-ticket items — i.e. furniture, jewelry and shoe stores
had the lowest per store transaction counts.
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North America $56.44
United Kingdom $45.35
Australia $56.08
New Zealand $51.69
South Africa $37.16
Other $57.14

Average transaction value by region
How much are those transactions worth? Vend’s data shows that North
American retailers saw the highest transaction values — $56.44.
Not too far off are Australia and New Zealand, which had average
transaction counts of $56.08 and $51.69 respectively. Meanwhile, those in
the UK had 45.35 and South African retailers saw an average transaction
value of $37.16.
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Average transaction value by vertical
When compared by vertical, furniture stores had the highest transaction
value at $223.81. Jewelry, luggage and leather goods retailers and shoe
stores were neck and neck with average transaction values of $108.49 and
$108.48 respectively.
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North America 2.54
United Kingdom 2.38
Australia 2.25
New Zealand 2.39
South Africa 2.84
Other 2.38

Average basket size by region
Retail basket sizes are consistent across all regions, with South Africa leading
slightly with 2.84 items per basket, and Australia trailing slightly with 2.25.

Global average 2.72 items per basket
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Average basket size by vertical
From a per-vertical standpoint, beverage manufacturers had the highest
basket size, with 3.43, while shoe stores had the lowest, with 1.32.
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4.0

Action steps and recommendations for
increasing your sale count, order value and
basket size
In addition to implementing the revenue tips we provided earlier, you can
increase your monthly transaction count — and get more out of each sale —
through upselling and cross-selling. Done right, these tactics enable you to
increase sales and provide additional value to your customers.
The key to upselling or cross-selling success is implementing them at the
right time and place. If you upsell a product that’s irrelevant or if you’re
selling in such a way that you’re coming off as pushy, then you’ll not only
fail to convert the customer, but you might lose the original sale.
For more information, read our in-depth post on upselling and cross-selling.
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Customers
Retailers had an average of 637 customers
(that they know of). We looked at the
number of customers that Vend retailers
had in their database. Here’s what we
found.
Looking at the data per region, retailers in North America and South Africa
had the highest numbers, with an average customer count of 808.82 and
800.08 respectively. They’re followed by New Zealand (606.44), Australia
(565.16) and the UK (458.17).
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Average customer count by region
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Average customer count by vertical
Cosmetics retailers seem to be truly adept at collecting customer data, as
they had the highest customer counts in Vend’s study (1,604.41). Following
behind are shoe stores (1,583.37) and jewelry, luggage and leather goods
stores with 1,350.93 customers.
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Action steps and recommendations for
adding more customers to your database
Collecting and tracking customer information gives you more opportunities
to re-engage with shoppers and bring them back through the door. Follow
these tips for getting more customer details at checkout:

Step 1 - Ditch the pen and paper!
If you’re using a pen and paper to collect customer information, save
yourself the effort. Not only does it open you up to human error, it slows
the entire process and creates more work because you have to re-enter the
details into your database. Instead, consider using a digital method, such
as entering the information into an iPad or via your point of sale or loyalty
software.
Step 2 - Incentivize customers to give you their details
A great way to motivate customers into giving you their details is to offer
special promotions, discounts or exclusive perks. Perhaps you could run a
monthly raffle entry, or offer a charitable donation for every customer that
signs up to your loyalty program.
Step 3 - Motivate your employees to collect customer information
Make sure your staff are informed and held accountable if customer data
isn’t collected. Perhaps you’d like to motivate them with incentives — such
as running a monthly contest to reach the highest customer attachment
rate!
Step 4 - Be real and genuine
Avoid being robotic or generic when collecting customer info. Be genuine
when asking people for their information. Hint: it helps if you connected
and engaged with them before they arrive at the checkout counter.
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Final words
We hope this report helps you better understand how your business is
doing compared with other players in your industry and region. More
importantly, we hope it gave you a better idea of how you can improve your
business’ performance.
Need help surfacing and understanding your store’s data? Have a look at
Vend’s reporting capabilities. Whether you’re looking for a high-level view
of your business or want to get into the nitty-gritty details, we help you
gain the insights you need lightning fast.
With Vend Reporting, you can:
•

Customize your sales reports to easily see how your stores are
performing, what products are making you the most money and
discover who your top sales people are.

•

Use a wide range of variables and filters to get to the bottom of
things and help you identify trends or problem areas that need
attention.

•

See stock on hand and inventory levels at a glance, so it’s easy to
make sure you always have enough of your top-selling products.

•

Find out who your most loyal customers are, how much they spend
with you and what they’re buying.

Good luck!
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About Vend
Vend is a cloud-based retail software platform that enables retailers to
accept payments, manage their inventories, reward customer loyalty and
garner insights into their business in real time. Vend is simple to set up,
works with a wide range of point of sale devices and operates on any
web-capable device with a browser.
Whether it’s simplifying the inventory process, cutting 30 minutes from
their end-of-day bookkeeping or making it simpler for them to sell their
products on multiple channels, Vend’s mission is to make retailers’ lives
easier.
With Vend, retailers are able to focus less on transaction and inventory
concerns and more on creating that relationships with their customers.
Vend aims to empower merchants by putting the right data and tools into
retailers’ hands, enabling them to do things themselves – and succeed.
Want some more info? Get in touch with us or learn more at vendhq.com
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