
Celebrating 
mums
Mother’s Day is a huge selling opportunity for 
convenience retailers, so plan ahead to stock up 
early and spread the love with your customers 

Mother’s Day
Sunday  

27 March

Site bottle 
bags with your 

spirits, prosecco and 
wine ranges to prompt 
gift purchases

Remember to 
roll over any 

stock left from 
Valentine’s Day

Display pocket-
money-priced 

products, such as small 
boxes of chocolates, 
bubble bath and bunches 
of daffodils or tulips, for 
younger children to buy 
for their mum

TOP 
TIP

TOP 
TIP

Use your social 
media channels 

to highlight your range 
of gifts and cards and 
opening hours. Your 
windows and external 
poster sites are also 
great ways to show your 
customers they can rely 
on you to have exactly 
what they need

TOP 
TIP

TOP 
TIP

Be prepared for Mother’s Day and you’ll 

reap the rewards. Getting your range spot 

on for one of the biggest gifting occasions 

of the year is essential. Read on for our tips on 

making Mother’s Day a success in your store. 

Special treats
Inspire your customers to go that extra mile for the 
special mum in their life with a display of products 
for meal occasions. Create inspiration for a Mother’s 
Day breakfast or brunch with pastries and muffins, 
sausages, bacon and eggs, plus fruit juice and 
teabags. For a lovely lunch, think fresh locally 
produced bread, sandwich fillings, premium crisps and 
cakes, or an afternoon tea with hot and cold drinks, 
prosecco and scones with jam and clotted cream.

Gifting essentials
l  Traditional gifting is key, so focus on a great  

range of boxed chocolates at a variety of price 
points to suit all pockets. Milk Tray, Lindt and 
Thorntons make great choices. Support these 
with a selection of confectionery from the 
leading brands. 

l  Gin continues to be a popular choice for mums, 
with a particular emphasis on pink and flavoured 
varieties. Don’t forget prosecco and wine too. 
Offer low- and no-alcohol options for those 
mums who might not drink alcohol.

l  Flowers are a must – offer a variety of different 
bunches at various price points and keep a 
steady supply available. Remember to keep them 
well-watered and away from heat and once they 
start to wilt, reduce to sell. Siting them either 
outside or near the store entrance is ideal to 
encourage purchases. 

l  Greeting cards are a great incremental sales 
opportunity and highly profitable. A range from 
Riverside Greetings or Card Connection, 
available via Direct To Store, will make your store 
a destination for a complete gifting solution.

Click to check  
the bestselling 
confectionery gifts

Seasonal advice from

https://www.unitaswholesale.co.uk/support-services/retail-services-drop-shipment/non-food/

