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WHAT’S INSIDE



• Sleek and modern midscale, apartment style hotel

• Each experience delivers convenience and consistency for 
extended travel

•  Ultra-modern, efficient design and flexibility for developers

• Options not mandates for hoteliers to allow autonomy to make 
decisions tailored to their locale and clientele 

• Target guest is long-term, 7-20 nights

• Brand caters to Gen Y & Z demographic 

• Tech-savvy, experience driven, value for the money clientele

• Communal space offers a market area and workspaces for 
ease of entry and socialization

• Good visibility from front desk

• Thoughtful amenities such as a Social Patio, Fire Pit, Fitness, 
Guest Laundry 

• 100 keys on just 1.67 acres

• Lean staffing model requiring fewer employees

• Pet friendly

 

BRAND PROFILE



BEVERAGE
WATER・SODA・JUICE・TEA・SPORTS・ENERGY・MILK・PROTEIN ・BEER/WINE 

GROCERY
EGGS・BREAD・CHEESE・MILK・JUICE・PASTA・SAUCE・CHIPS (Lg)・SALSA

QUICK MEALS
YOGURT・PICKLES・FRESH FRUIT・BENTO BOX 

FROZEN
ICE CREAM・MEALS

SWEET
CANDY・COOKIES・GUM/MINTS

SALTY
CHIPS・CRACKERS・MIXES

HEALTHY
BARS・TRAIL MIX・NUTS・JERKY・DRIED FRUIT

ESSENTIALS
MEDICINE/OTC・PERSONAL CARE・ELECTRONICS・LAUNDRY

PRODUCT STATIONS

PETS
TREATS・TOYS・ACCESSORIES

BREAKFAST 
PASTRIES・CEREAL/OATMEAL・FRESH FRUIT  



30% Beverage

30% Snacks

25% Grocery

15% Essentials

This will be a convenient, affordable, grab-and-go retail outlet with an 
assortment that meets the core needs of the extended stay guest  
including: Snacks, Beverages, Meals, and Essentials.

Assortments will include nationally recognized best sellers and emerging 
trends to appeal to a wide variety of dietary needs and consumer 
preferences.
 
A variety of grocery items will be offered to guests who want the 
convenience of quick, easy to prepare meal or essential items such as 
milk and eggs.  This is a great option for guests who may prefer to stay in 
rather than venturing out to restaurants and local grocers. Assortment 
will include frozen and shelf stable meals.

Essentials offered will include items like single serve medication, 
personal care items, electronics, small laundry detergent and other 
household goods.

The overall product assortment provides convenient on-property meals, 
beverages, snacks and sundries that consistently turn at a reasonable 
price (Approximately $3.00 - $22.00).

Product recommendations are based on UPC performance data 
collected from thousands of transactions in similar retail outlets. The 
recommended products and categories represent the best selling items 
within each category as captured by ImpulsePoint in similar locations.

RECOMMENDED STRATEGY



DRAWINGS



MARKET LAYOUT
Full freezer for ice cream and meals 

Open air cooler for beverages and 
refrigerated snacks

Full refrigerator for limited grocery

Shelving for product stations   

Decorative screen

Gondola for flexible breakfast in AM 

Undercounter refrigerator for beer/wine

Undercounter microwave

Branded reusable shopping bags

Self pay kiosk station

Garbage and Recycle access 

Recessed area for essentials 

Decorative screen for added ventilation
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ELEVATION
A P P L I A N C E S  A N D  S I G N A G E

Wall Graphic with TBD Store Name



P R O D U C T  S T A T I O N  S H E L V I N G

ELEVATION

3’-7”3’-7”3’- 2”     

3’- 2”     7’-8-1/2”



S C R E E N  D E T A I L  +  G O N D O L A

ELEVATION

Microwave

Utensils

Storage 

Beer/Wine
Refrigerator



F A C I N G  F R O N T  D E S K  +  G O N D O L A

ELEVATION



GONDOLA 60” X 50”

GONDOLA DETAIL



GONDOLA 60” X 50”

K I O S K  +  T R A S H / R E C Y C L E

GONDOLA ELEVATIONS

B R A N D E D  S H O P P I N G  B A G S

R E F R I G E R A T O R  +  M I C R O W A V E R E C E S S E D  E S S E N T I A L S

Microwave

Beer/Wine
Refrigerator

Utensils drawer

Storage drawer

@HOME @HOME



R E C E S S E D  G E N E R A L  C A N  L I G H T S ,  D E C O R A T I V E  P E N D A N T S  O V E R  G O N D O L A

REFLECTED CEILING PLAN



S T O R A G E  R O O M  +  M A R K E T  +  C O M M U N I T Y  T A B L E

OVERALL LAYOUT



The @Home market is centrally located within the lobby 
providing excellent visibility from both the front desk and the 
entry.  A wall graphic entices guests to stop in, shop and 
make themselves at home.

Modern finishes of wood and painted cabinets, solid surface 
counters, and a tile wall detail create a clean, uncluttered 
retail experience.  Hardware is utilized on the cabinets, 
lighting integrated into the product shelves, and unique 
lighting over the gondola create a comfortable, relaxed 
atmosphere.  

A center gondola doubles as a flexible breakfast station, with 
product in large vessels easily swapped out after hours and 
replaced with local product for the remainder of the day.

Storage drawers within the millwork keep fast moving 
products on hand for easy restocking by associates.  The 
adjacent storage room provides plenty of space for 
backstock inventory for ease of operations.

An undercounter refrigerator for adult beverages and an 
undercounter microwave make it easy for guests to grab a 
quick drink or hot snack to enjoy in the adjacent community 
area. 

This area focus on community and socializing in a relaxed, 
peaceful ambiance that feels like coming home.   

 

DESIGN STRATEGY 
Come on in, 
          make yourself @Home!

T I L E  D E T A I L
D E C O R A T I V E  L I G H T I N G

H A R D W A R E  F O R  
P R O D U C T  S T O P S  
A N D  C A B I N E T S

S H E L V I N G / C A B I N E T S G O N D O L A S C R E E N



GONDOLA 60” X 50”

RENDERING



APPLIANCES & 
TECHNOLOGY



Also available in silver finish

FULL DOOR REFRIGERATOR



FULL DOOR FREEZER

Also available in silver finish



BREEZE COOLER



UNDERCOUNTER REFRIGERATOR



MICROWAVE



KIOSK



PLANOGRAMS



REFRIGERATION 
R E F R I G E R A T O R  +  O P E N  A I R  C O O L E R  +  F R E E Z E R



SHELF STABLE PRODUCT STATIONS 
U P P E R  S H E L V I N G  +  L O W E R  S H E L V I N G  W I T H  I N T E G R A T E D  S T O R A G E



GONDOLA 
E S S E N T I A L S  +  O P T I O N A L  B E E R / W I N E / C R A F T  C O C K T A I L S  



GONDOLA  
F L E X I B L E  B R E A K F A S T  +  E V E N I N G  M E A L S



PRODUCT MIX



REFRIGERATED MEALS AND GROCERY 
D O O R E D  R E F R I G E R A T O R

Simply, Lemonade, 52 Oz, Bottle                              

Simply, Cranberry Juice, 52 Oz, Bottle                              



ICE CREAM AND FROZEN MEALS 
D O O R E D  F R E E Z E R

Nestle Toll-House Ice Cream Sandwich, 6 Oz, Bag

Jimmy Dean, Egg and Cheese Breakfast Sandwich, 2.35 Oz, Bag          



BEVERAGES
O P E N  A I R  C O O L E R



SHELF STABLE SNACKS 
M E A L S  +  H E A L T H Y +  C H I P S

Barilla, Mezza Penne, 9 Oz, Box                                 

Barilla, Sausage and Tomato Rotini, 9 Oz, Box                                 



SHELF STABLE SNACKS 
M E A L S  +  C O N D I M E N T S  +  S W E E T  S N A C K S



GONDOLA 
M O R N I N G  B R E A K F A S T  +  E V E N I N G  M E A L S

P E T S



UNDERCOUNTER REFRIGERATOR 
A D U L T  B E V E R A G E S



ESSENTIALS STATION 
O T C  +  P E R S O N A L  C A R E  +  L A U N D R Y  +  E L E C T R O N I C S



MERCHANDISING
STRATEGY



PRODUCT MERCHANDISERS 

Small Format Candy 
and Healthy Snacks  

Larger Format Bagged Candy  

Larger Format Bagged Snacks

Pet Products  



MERCHANDISERS   
G O N D O L A :  M O R N I N G   

Fresh Fruit

Bagged Bread and Bagels

Single Serve
Cream Cheese

Assorted Pastries
Single Serve Bagels



MERCHANDISERS   
G O N D O L A :  E V E N I N G   

Sauce and Salsa

Family Size Chips

Pizza Kits

Pasta Varieties



MERCHANDISERS  

Self-Facing Glides for Beverages

Bins for Refrigerated Meals and Snacks  

F R E E Z E R ,  B R E E Z E  C O O L E R ,  R E F R I G E R A T O R

Self-Facing Glides for Frozen Meals

Backing & Hooks for Peggable Sundries 



Item Size Used For Quantity Vendor

19” x 13” x 3” Larger format bagged snacks 4 Impulsify

16” x 11” x 2.5” Large format bagged snacks 4 Impulsify

9” x 7” x 6”t Small format chocolate 3 Impulsify

6-7/8” x 7-1/2” Smaller format chocolate,  candy, healthy 
snacks 12 Impulsify

10”d X 2”t Assorted breakfast and dinner items 2 Impulsify

12” x 10” x 4” Basket for family size chips on gondola 2 Impulsify

17” x 10” x 2” Tray for bagels and bread on gondola 2 Impulsify

15” x 12” Tiered basket used for flexible meals on 
gondola 2 Impulsify

26” x  5” Assorted pastries and pasta 4 Impulsify

12” x  6” Single serve bagels on gondola 1 Impulsify

6” X 4” Cool bowl for single serve cream cheese 1 Impulsify

NOTE:  It may be necessary for some fixtures to be replaced due to availability at time of store set.  Design intent will remain.

MERCHANDISERS



Item Size Used For Quantity Vendor

24” x 16” x 17” Large floor basket for pet products 1 Impulsify

13” x 16” x 17” Small floor basket for pet products 1 Impulsify

16” x  6” x 3” Frozen and Refrigerated items 4 Impulsify

16” x  4” x 3” Ice Cream 6 Impulsify

3” wide tracks Beverages in open air cooler 70 glides/5 shelves Impulsify

Adjustable Frozen and Refrigerated Meals 5 sets/shelves Impulsify

6” (black finish) Hooks for Sundries and Electronics 28 Impulsify

NOTE:  It may be necessary for some fixtures to be replaced due to availability at time of store set.  Design intent will remain.

MERCHANDISERS



BEST PRACTICES



Appoint a Retail Manager and Other Recommended Retail Roles

Review Market Operations Guide as a Retail Team

Complete Retail Certification Testing

Complete ImpulsePoint POS Training

Identify Vendors and Order/Delivery Days

Print Planogram, Review Carefully, and Place in All Backstock Areas

Set Retail Goals and Communicate to Team

STEPS TO SUCCESS CHECKLIST



Responsible for the overall 
management of the Market 
including: 

✓ Replenishing
✓ Restocking 
✓ Pricing
✓ Merchandising 
✓ Training new team 

members 

This person should be fully trained 
on all aspects of ImpulsePoint POS 
and Guest-Facing POS technology 
and should have clear 
understanding of retail related KPIs 
and goals. 

Personnel who typically assume 
this role:  
Front Office Manager, Food & 
Beverage Manager, or Assistant 
General Manager.

Responsible for monitoring all 
accounting functions related to 
the Market including: 

✓ Verifying and reconciling 
sales tax 

✓ Maintaining accurate 
Cost of Goods 
associated with products

✓ Reconciling credit card 
distributions

✓ Self-pay transactions
✓ All merchant processor 

related functions 

Personnel who typically assume 
this role: Retail Manager, General 
Manager, or Accounting Personnel

ACCOUNTING MANAGERRETAIL MANAGER

Even with Self-Pay kiosk present, 
the Front Desk Associates will 
act as Cashiers for a 
combination of transactions 
including cash payments, 
alcohol purchases, and credit 
card purchases when guest 
opts for an attended check out. 

Cashiers should be trained on 
all sales transactions, receipt 
printing, returns, department 
transfers, shift closeout 
processes and restocking the 
Market as needed.

CASHIER

ROLES AND RESPONSIBILITIES



Retail Training
The Retail Operations Guide is designed to provide the necessary resources, tips and 
training to maintain your store. Keeping this guide as a resource for ongoing maintenance 
and training related to the Market is key to long-term retail performance. 

After reviewing The Retail Operations Guide, you are your team will complete a Retail 
Certification process to demonstrate readiness to manage and sell on behalf of The 
Marketplace.

Technology Training
ImpulsePoint training will be provided by your assigned Impulsify Retail Success Manager. 
This training is broken into essential parts during your onboarding process:

✓ Installation/Onboarding
✓ Back Office Training
✓ Front Desk Training
✓ Guest Facing Training

Supplemental training and new hire training is available through your paid subscription by 
scheduling an appointment with your Retail Success Manager.

Independent video training and in-application assistance is also available at any time. 

TRAINING



Tape the planogram inside 
back stock cabinets in the 
market and keep a copy in all 
back stock areas for reference. ❑ Eliminate the “guess work” of what goes 

where during the Marketplace 
restocking process

❑ Provide an easy guide for your team to 
check items in stock, perform product 
maintenance and refer guests to 
desired items

❑ Simplify replenishment process with a 
visual aid of what items may be missing

❑ Ensure each product station is 
merchandised in an appealing and 
inviting way to the guest

❑ Encourage impulse spending by 
creating relevant adjacencies and 
strategic merchandising

WHY DO I NEED A PLANOGRAM?01.

02.

03.

04.

Each shift, use the planogram to 
verify that all product is present 
and in its correct place. Replace 
anything that is missing.

Each time an order is received, 
use the planogram to put 
product on the shelf in the 
correct place.

Each time a retail associate or 
manager is hired provide a 
current copy of the planogram 
to reference as part of the 
training process.

HOW TO USE A PLANOGRAM



DO:
Follow the recommended Planogram 
provided during the design process to 
maintain proper retail merchandising 
and category management.

Keep best sellers in the back- stock 
cabinets in the store to replace them 
each shift so they never run empty on 
shelves.

Tidy the store each shift, face all 
products, and replenish what was sold 
BEFORE it looks empty!

Use the merchandisers - baskets, bins, 
canisters, freezer components and 
beverage tracks - to properly display 
items.

Double-face items to fill holes as 
category management is hard to 
restore once slots are filled with 
incorrect product.

Add new products, flavors, sizes 
without properly researching and 
planning what item it will replace on 
the planogram.

Lay products on shelf or merchandise 
out of Manufacturer packaging or 
branded displays.

Add bowls and baskets to introduce 
new products. This can throw off the 
merchandising and results in a 
cluttered look.

Place a weekly order! The #1 cause of merchandising issues  is due to out of stocks!
  

DON’T:

MERCHANDISING TIPS



Retail Price in the Market is both a science 
and a psychology. 

Underpriced products forfeit valuable profits 
while overpriced products deter guests from 
utilizing the retail offering created for their 
convenience, possibly creating a negative 
perception of their stay.

We recommend using a Categorical Pricing 
Strategy to produce a healthy blended 
margin of 58% - 62% to cover your losses 
due to shrink.

High margin, high volume items like water 
balance with lower volume, low margin 
items like ice cream pints for a profitable 
blended margin.

The goal is to ensure that all products are 
priced for maximum profits while providing 
a valuable guest convenience.

Category Margin

Water 70-80%

Soda 60-70%

Beer 90-120%

Wine 90-120%

Teas | Juices 60-70%

Sports | Protein | Energy 60-70%

Candy 50-60%

Chips | Salty Snacks 60-70%

Cookies 45-55%

Gum | Mints 45-50%

Healthy Snacks 50-60%

Ice Cream 30-40%

Sundries and Personal Care 60-70%

Electronics 40-50%

Grocery Varies per item

Regional and Gourmet Varies per item

PRICING STRATEGY



Category Margin

Water $3.25 - $6.00

Soda $3.25 - $4.00

Beer $7.00 - $9.00

Wine $9.00 - $15.00

Teas | Juices $3.75 - $6.00

Sports | Protein | Energy $3.75 - $5.00

Candy $2.75 - $5.00

Chips | Salty Snacks $3.00 - $4.50

Cookies $3.50 - $5.00

Gum | Mints $3.00 - $4.00

Healthy Snacks 43.00 - $7.00

Ice Cream $4.00 - $6.00

Sundries and Personal Care $3.00 - $8.00

Electronics $18.00 - $30.00

Grocery Varies per item

Regional and Gourmet Varies per item

When posting a price list, keep it simple and 
easy to maintain by pricing by category, 
not by item. 

We recommend using a categorical 
approach to price whereby all items fall 
within a $2.00-$10.00 price range for food 
and beverage.

Sundry items and electronics generally fall 
within the range of $2.00 - $25.00 and are 
dependent on the items offered within the 
Market. 

It is strongly recommended that hotels add 
tax to the purchase rather than backing out 
the sales tax from retail totals forfeiting 6-
10% of revenue.

SAMPLE PRICE LIST



DO:
Utilize tasteful signage to display 
price. Remember to price by category 
rather than by item.

Maintain a minimum price threshold 
of $2.00. Studies show there is no 
psychological flinch point at this price, 
so all items should be at or above.

Use the recommended retail price for 
guaranteed margins when using 
ImpulsePoint

Conduct market basket analysis at airport 
gift shops for price direction as it is 
comparable to guest expectations of price.

Put stickers on every item giving the 
market a convenience store look and 
feel.

Use local grocery or convenience 
stores as a cost comparison as this 
price level is not the expectation of 
the majority of guests.

Back out tax in order to achieve 
round numbers as this will impact 
margins by as much as 10%.

Give employee discounts over 25% as 
not all products are marked up 100% 
and may result in profit loss per sale 
to employees.

DON’T:
SAMPLE PRICE LIST



SPOR

$1.50 60%
SHRINK

<5%
PROFIT MARGIN

Sales Per Occupied Room (SPOR)
is the most important key 
performance indicator for 

setting retail goals and allows 
consistent goals for both 

high and low season
 occupancy rates.

To Calculate:
Retail Revenue / Rooms Sold 

=  SPOR 

Profit Margin 
measures the relationship 
between the cost the hotel 

paid for an item and the 
price paid by the guest.

To Calculate:
Profit / Retail Revenue 

=  Profit Margin

Shrink 
measures the amount of 
product lost to expiration, 

damage, and theft compared 
to the amount of product sold.

To Calculate:
Cost Product  Lost / Total 

Spend = Shrink Percentage

PERFORMANCE INDICATORS



Planning for Retail Success
The key to any successful retail store is having ample product available to sell. 
While this may seem like a no-brainer, Out of Stock items is the #1 cause of lost 
revenue in the Market.

Out of stocks are caused by three primary factors that are easy to avoid if you 
plan ahead!

Be sure to place an order 
once a week for high 

volume stores exceeding 
$5k per month in sales, 

twice a month for stores 
earning less than $5k in 

sales.

Many vendors only offer 
once per week delivery, 

so if you miss your 
ordering day, you could 

go 7-10 days without 
essential best sellers. Set 
a weekly reminder 2 days 

before your cutoff for 
delivery each week. 

Look at incoming group 
reservations and 

occupancy levels to 
determine order 

quantities before placing 
an order. One soccer 
team can wipe out a 

whole candy section at 
check in!

INFREQUENT 
ORDERING

LOW VOLUME 
ORDERS

MISSED ORDERING 
DAYS

01. 02. 03.

INVENTORY MANAGEMENT



Know where your product is going
There are 3 ways product leaves the store. It is important to track all, so you can identify 
where you are making money and where you are losing money. The goal is to keep shrink 
losses at or below 7%.

SALES

93% 2%
SHRINK

5%
GIVEAWAYS

Also referred to as “Shrinkage,” shrink is the loss of retail 
product due to theft, employee abuse, expiration or damage. 

Industry standards anticipate 5-7% of inventory purchased will 
be lost due to shrink.

WHAT IS SHRINK?

#1 Cause of Shrink 
Employee Abuse.

Have clear policies with 
employees about taking 
product from the store or 

back stock areas. 

It is often cheaper to offer a 
breakroom supplied by 

Costco or local grocery stores 
than it is to allow deep 

discounts or free snacks from 
the retail store that is 
intended for guests.

 

INVENTORY MANAGEMENT



Inventory Tracking
Stores will be trained how to use the Retail Management System to automate 
inventory counts and replenishment. A hard inventory count will be conducted 
once per month to reconcile on-hand inventory, apply adjustments, and 
calculate shrink.

Inventory Replenishment
Stores will be trained how to access their automated shopping list. The shopping 
list calculates what items need to be ordered based on their current in-stock 
counts for that item. If an items has reached its Re-Order Point, it is added to the 
Shopping List by vendor so the Retail Manager can place an order with those 
vendors.

Check arrivals and group bookings each week to modify orders when large 
groups are scheduled. One soccer team can wipe out a candy section upon 
arrival! Be ready to replenish!

TRACKING AND REPLENISHMENT



Employees often have the largest impact to revenue 
performance for three easily resolved reasons:

1. Employee Discounts
2. Employee Theft
3. Employee Processes

Part of the retail training process is to discuss retail 
policies, discounts and the seriousness of theft from 
the store with employees. 

Obvious theft like failing to ring a cash transaction are 
the least frequent issue, though they do certainly 
occur. However, many front desk associates do not feel 
it is theft to take a water or soda from the store when 
they are thirsty. Others feel it is acceptable to just give 
items away to guests when they feel busy.

Removing product from the store or giving it away 
without ringing it as a sale or other transaction 
depletes inventory, reduces retail performance, and 
causes increased  out of stock items. Create a policy 
regarding employee use, discounts, and processes 
and be sure all employees are familiar with the policy 
to avoid lost revenue.

❑ Employees may not shop or 
purchase from the Market

❑ Employees may purchase 
items at retail price

❑ Employees may purchase 
limited categories from the 
retail outlet at a discount < 25%

EMPLOYEE POLICY OPTIONS

EMPLOYEE USE AND DISCOUNTS



The Market is a grab-and-go food and beverage center and should be maintained with 
the same effort as a bistro or restaurant to encourage guest use and a positive guest 
experience. 

It is important to assign a Housekeeper or Retail Manager to maintain this area 
throughout the day as high traffic lobbies can experience a great deal of use resulting in 
the area looking less presentable than desired.

❑ Wipe down counters

❑ Clean up spills and leaks

❑ Remove fingerprints on glass fronts

❑ Remove fingerprints on self-pay kiosk

❑ Dust shelving and product

❑ Clean glass jars

❑ Clean fruit bowls 

❑ Empty garbage cans

❑ Replenish utensils and napkins

❑ Sweep floors and area rugs

HOUSEKEEPING



Include messaging during the check-in process to encourage a 
visit to the Market 

Place a Market reminder in the room so guests see items they 
may want or need during their stay 

Place enticing reminders in the elevator or shuttle to encourage 
impulse buys

Highlight the Market on room key folios

Include images and messaging on the hotel websites to let 
guests know there is a convenient retail outlet on property

MARKETING THE MARKET



TASK FREQUENCY TEAM MEMBER

Process all transactions – sales, 
department transfers, service recoveries

Every shift Front Desk Associates

Run Shift Replenish Report, restock store Every shift OR 
Night Audit

Front Desk Associates/ Market Manager/Night 
Audit

Run end of shift Sales Summary report Every shift Front Desk Associates / Night Audit

Reconcile cash drawer against Sales 
Summary

Every shift Front Desk Associates

Clean: Dust, vacuum/sweep, clean glass 
and countertops, empty garbage

Minimum 1x per 
day
As needed to 
address spills

Housekeeping / Market Manager / 
Front Desk Associates

Restock utensils, napkins Minimum 1x per 
day

Market Manager / Front Desk Associates

Tidy Merchandising: Pull beverage items 
forward, labels forward facing, replace 
missing items

Every shift Market Manager / Front Desk Associates

Use planogram to verify category station 
merchandising

Once per day Market Manager

RETAIL CHECKLIST:  DAILY



TASK FREQUENCY TEAM MEMBER

Replenish in-store storage cabinets from 
backstock

2-3 Times per week
As needed

Market Manager

Check Shopping List for low inventory 1 x week Market Manager

Review utensil, product packaging inventory 1 x week Market Manager

Check arrivals, groups, occupancy levels for 
upcoming inventory needs

2-3 Times per week
As needed

Market Manager

Place replenishment order(s) 1 x week Market Manager

Receive incoming inventory Each delivery day Market Manager

Tidy back-stock room for easy re-stocking 1 x week Market Manager

Review Negative Inventory Report, correct counts 
if needed 

1 x week Market Manager

Review Pending Products report, correct details if 
needed

1 x week Market Manager

RETAIL CHECKLIST:  WEEKLY



TASK FREQUENCY TEAM MEMBER

Verify Cost of Goods from monthly invoices 1 x monthly Market Manager

Run Sales Performance report for volume sold and 
margins by product

1 x monthly Market Manager

Run Sales Summary by Cashier for adoption and/or 
incentive programs

1-2 times per month Market Manager

Review Service Recovery and Employee Discount 
Sales for potential profit impact

1 x monthly Market Manager

Run Month End Inventory report 1x monthly Market Manager

Conduct Monthly Hard Inventory Count, both 
backstock and in market

1x monthly Market Manager

Check for any expired products, ImpulsePoint will 
provide a count of products 

1x monthly Market Manager

Verify PMS sales vs. ImpulsePoint Sales
Send totals to Impulsify Account Manager

1x monthly Market Manager

Send Total Rooms Sold to Impulsify Account 
Manager

1st Day of New Month Market Manager

RETAIL CHECKLIST:  MONTHLY



TASK FREQUENCY TEAM MEMBER

Review Underperforming Products report 1 x quarter Market Manager

Deactivate slow moving products or items 
no longer carried

1 x quarter Market Manager

Request replacement best sellers from 
Impulsify Account Manager

1 x quarter Market Manager

Review Authorized Users – deactivate 
employees as needed

1 x quarter Market Manager

Update seasonal items, if needed
(umbrellas, sunscreen, allergy medicine, 
etc.)

1 x quarter Market Manager

RETAIL CHECKLIST:  QUARTERLY



Impulsify Design
design@impulsifyinc.com
888.306.3252 Option 3

For assistance with product assortment, vendors, planogram, merchandisers, or pricing questions.

Impulsify Support
support@impulsifyinc.com
888,306.3252 Option 2

For assistance with ImpulsePoint or ShopPop, running transactions, store set-up, training or to schedule 
additional training.

Impulsify Accounting
accounting@impulsifyinc.com
888.306.3252 Option 4

For assistance with invoicing or account subscription. 

Impulsify Accounting
sales@impulsifyinc.com
888.306.3252 Option 1

For assistance with new projects. 

KEY CONTACTS

mailto:design@impulsifyinc.com
mailto:support@impulsifyinc.com
mailto:accounting@impulsifyinc.com
mailto:accounting@impulsifyinc.com


TIMELINE & 
ESTIMATE



Time Frame Task Responsible Party

Week 1 Project kick-off and introduction of property contacts Brand / Property / Impulsify

Week 2 – 3 Proposal sent, signed, payment received Brand / Property

Week 3 – 8 Retail Program Design and drawings Impulsify

Week 9 – 11 On-site evaluation for field verification, revise drawings (if 
necessary)

Impulsify 

Week 12 - 15 Order millwork and appliances Impulsify

Week 15 Begin integration process for technology Property / Impulsify

Week 15 – 18 Set-up vendor accounts / create Order Guides Impulsify

Week 19 Begin remote training for technology Property / Impulsify

Week 19 – 21 Package and ship merchandisers Impulsify

Week 19 - 21 Ship hardware (kiosk/scanners) Impulsify

Week 20 Pre-flight check to ensure everything is 100% complete Property / Impulsify

Week 21 Schedule travel for on-site store set (if applicable) Impulsify

Week 23 Store set-up and launch Property / Impulsify

PROJECT TIMELINE



Market Kit of Parts Amount

Appliances for Market
(1) full door glass refrigerators with black finish (1) full door freezer with black finish (1) open air cooler 
with black finish (1) undercounter refrigerator (1) microwave

Millwork for Market  (veneer or stained to match per finish schedule rather than laminate)
Shelving with center decorative screen, base for product display and back stock, upper floating shelves 
with undershelf LED lighting.  Gondola with coordinating finish and quartz counter, includes recessed 
megawall for sundries, cubby for microwave, and opening for undercounter refrigerator 

Merchandisers for product sold in Market
Includes: baskets, bins, canisters for shelf stable snacks, glides for beverages, trays for frozen meals, bins 
for ice cream and novelties, hooks for sundries, etc.

$42,600.00

Crating/shipping/handling of appliances and millwork.  Includes lift gate delivery.  NOTE:  Cost may be 
adjusted depending on destination  and/or changes in shipping fees

$6,750.00

Prototyple Retail Program Deployment, One time fees, POS Hardware included $7,499.00

Training, Implementation, and Support

Impulsify Technology Services
Recurring Annual Subscription
ImpulsePoint: Retail Management Software
ShopPoP: Guest Facing Kiosk Interface
Technical Support and Account Management

$4,188.00

Prototype Design Discount ($475.00)

Shipping & Handling of Kiosk $98.50

Estimated Total $60,660.50

PROJECT ESTIMATE
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