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Section 1 — Purpose & How to Use This Manual
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A Control System, Not a Catalogue

This is an operations manual. It is not a brochure, a motivational guide, or a theory document. Every section exists to eliminate a specific, measurable failure that degrades till-point performance in South African franchise supermarkets. Clutter. Undisciplined ranging. Supplier encroachment. Weak cashier standards. Unmanaged shrink. Each of these costs money every day they go uncorrected.

The checkout area is the last commercial opportunity in the customer journey. By the time a shopper reaches the till, the major purchase decision has already been made. The basket is loaded. The customer is stationary, waiting, and momentarily open to one final prompt. That prompt — if it is clean, visible, correctly priced, and positioned at the right height — adds incremental revenue without requiring a single extra square metre of floor space. If it is cluttered, random, or ignored, it adds nothing and may actually reduce trust and service speed.

The target is a 10–20% uplift in impulse sales within 30 to 60 days of full implementation. This is achieved not through more products but through better discipline: fewer SKUs, tighter layout control, daily auditing, and consistent enforcement. The stores that achieve this target are not more sophisticated than others. They are more disciplined.

How Owners Use This Manual

Your function is to set the standard, lock the planogram, and hold everyone accountable to both. You do not rearrange displays. You do not add new SKUs because a sales rep made a convincing case in the car park. You define the rules, approve the layout, and demand written evidence that it is being upheld every day.

Read each section and ask one question: what will I physically check tomorrow as a result of this? If a section does not produce a verifiable check, it is not contributing to real control. This manual is built around that discipline. It specifies daily, weekly, and monthly routines because routines outlast individuals, survive peak trading pressure, and function through load shedding.

How Managers Use This Manual

Your function is to build routines that survive shift changes, staff turnover, and the chaos of month-end. Managers succeed when the standard holds without their constant presence. That only happens when the routine is simple, documented, and enforced every shift without exception.

Do not attempt to improve the standard through personal creativity. High-traffic selling environments respond to consistency, not variation. Customers at checkout do not browse. They react. Your job is to reduce friction by keeping fixtures clean, prices visible, product choices limited, and placement identical across every till every day.

	
•  Take a weekly photograph of each till. File it. This is your evidence.

•  Maintain a single approved SKU list per till. Record all changes with the date and authorisation.

•  Any non-compliance must be corrected before the shift ends. No deferrals.

•  Keep audits short and frequent. Audits that run long become performance theatre, not control.
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The Section Map — Use the Order as Your Implementation Sequence

Do not jump to supplier negotiations while your till layout is still disorganised. The implementation sequence matters. Clean first. Establish control. Then rationalise the range. Then fix pricing. Then address supplier relationships. This is the sequence that builds durable, predictable performance.
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