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VIII. SERVICES

A. Credit
Credit can be issued to students enrolled only in the marketing education program.  This could be initiated by a low
credit line of $50 payable every two weeks.  If a student pays within the terms outlined in a credit agreement, the
credit line may be raised.  This teaches students about credit responsibility.  It is advisable to issue credit only to
your students because you have control as far as financial obligations.   Of course, it is important to say that this
credit can only be established with the consent of a parent or guardian.  The faculty can also establish credit by
signing a credit agreement with similar credit terms.

B. Gift Wrap
Gift-wrap is an excellent service to provide for your customers.  It is essential to make everyone aware of this
unique service that is offered for purchases made in the school store.  High quality paper and floral waterproof
ribbon should be used.  The ribbon is used to make large POM POM bows, which are to be attached to the
purchased gifts.  Presentation is everything.  A beautiful package implies thought, good taste and a personal touch.
The cost of wrapping is conditional on the size of the gift.  This provides additional revenue for the school store.
Other wrapping can include cellophane wrap for Easter baskets, fruit baskets, etc.

C. Delivery
Make sure you have reliable students delivering birthday gifts, valentines, balloons, valentine roses,
Mother’s/Father’s Day gifts, and graduation balloons.  It is a good idea to include elementary and middle school
children for the promotions.  Accurate information such as full name, date, and time to be delivered is essential for
good service.  Good service means good publicity for your store.  This added dimension could make the difference
in whether or not you have repeat business.

E. Parties/Catering
Learning to inflate Mylar and latex balloons is very lucrative for the business in your school store.  Decorating for
in-school functions such as dances, recognition dinners, proms, fashion shows, student/class events, and individual
parties is another profitable service that can be offered by the school store.  Balloons, centerpieces, and spiral arches
are in demand for these functions.  The elementary and middle schools can also use these decorations for their
dances and graduations.  Students enjoy providing this service because it is a team effort.  Flowers Inc. in Bogart,
Georgia, is an excellent resource for all your decorative needs.  This company is also very helpful and gives fantastic
services and suggestions.  They are accustomed to dealing with schools and this may be a good opportunity to
establish credit.  If you have a food service program, you can incorporate their services for your next party.

E. Special Orders
School teams and clubs are interested in purchasing shirts and jackets with their club and/or team name or logo
printed on them.  You can become a vendor for these special projects making it easier for the coach or bandleader or
club advisor by providing this service.  Your students can market the entire operation from sizing to ordering to
distribution.  Other special orders may include school jackets, tuxedos for proms and class rings!  The possibilities
are endless.

F. Gift Certificates
Professional staff like the idea of a school store gift certificate to give to the student who has done a good job in the
classroom.  When a faculty member has a birthday, baby, marriage, etc., they can give a school store gift certificate,
if merchandise is sold applicable to these events.

G. Coupons
Use coupons for promotional events for everyone at school to generate business, and clean out dated merchandise.
Put percentage discounts in a jar and let customers pick one out to receive additional money off their purchase
(10%, 20%, 40%, etc.).  Balloons can also be used in the same way.  The percentage could be placed in the
balloons on small pieces of paper and then the balloons are popped to see what percentage is given.  Printed
coupons may be used in the school newspaper or in staff and faculty mailboxes for incentives to shop at the school
store.

H. Other Services
To bring faculty into the school store, you should get together the birthdays of each faculty member.  A little note
is sent on their special day and offers a small gift, such as a cup of coffee, a pretzel or a balloon.  Surprisingly, they
will notice the merchandise you have for sale and be your next customer.

Start a coffee club.  Those frequent flyers at your coffeepot will enjoy a free cup of coffee after purchasing 12 cups.
Just one more way to bring your faculty into the store on a regular basis.
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To get community involvement, have flyers sent home with students and have the school store displayed with all of
the merchandise, gym suits, school jackets, sweatshirts with school name, etc.  Most adults have no idea what
wonderful merchandise is sold in their school stores.  This activity can be done for Back to School Night,
Freshman Orientation, and an evening prior to holidays.  You can use the talents of the other departments of your
school, such as the band, choir, food services, and the drama department.

This service does not have to include only high school members.  Elementary and middle school students can also
benefit from this service.  You may or may not choose to include pricing in your flyer.  Try an Open House for an
evening to acquaint the community with the merchandise of the school store.  Your store and program deserve the
exposure!
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