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month. Where shoppers did venture out they mainly focused on the larger 

department stores rather than smaller mid

� Although frenetic activity through the New Year Sales, coupled with outstanding 

results from online channels, helped trade to recover pretty strongly during the last 

week of the month, this upturn was not strong enough to make up for poor sales 

pre-Christmas.

� Trade was generally weak throughout the pre

footwear and outdoor specialists able to take advantage of the wintry weather. A 

strong uplift was witnessed after Christmas, with higher priced 

leading the way. 

� Trends were mixed but demand was lacklustre. A last minute rush helped some 

gifting and luxury stores to outperform, while early promotions helped others to 

post positive results.

FASHION

-1.0%

December 2009 +5.0%

NON-FASHION

+0.9%

December 2009: +4.4%

� Pre-Christmas trading was very slow handicapped by the weather. VAT stimulated 

purchasing, and the usual New Year boost, helped drive sales in the last week of the 

month.  

� Outstanding results were achieved across non

most categories. 

HOMEWARES

-1.8%

December 2009: -1.1%

NON-STORE

+45.4%

December 2009: +73.9%

The High Street Sales Tracker outlines weekly like

tier retailers with c10,000 individual stores across 

Non-fashion: general household goods, gifts, health & beauty, leisure goods. 

cookware, furniture & floorcoverings, lighting, linen & textiles. 

online & other non-store channels.

NEW YEAR SURGE MASKS A DISAPOINTING XMAS

Despite seeing a significant improvement in post-Christmas trade, high street 

spending was largely subdued during December, with sales falling in many 

categories. Overall, medium sized retailers reported like-for-like sales down 0.5%.

Trading was heavily impacted by the snow throughout the key pre-Christmas 

period, with sales dropping by near double-digit levels during the first half of the 

month. Where shoppers did venture out they mainly focused on the larger 
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month. Where shoppers did venture out they mainly focused on the larger 

department stores rather than smaller mid-market chains.

Although frenetic activity through the New Year Sales, coupled with outstanding 

results from online channels, helped trade to recover pretty strongly during the last 

week of the month, this upturn was not strong enough to make up for poor sales 

Christmas.

Trade was generally weak throughout the pre-Christmas period with only 

footwear and outdoor specialists able to take advantage of the wintry weather. A 

strong uplift was witnessed after Christmas, with higher priced aspirational brands 

leading the way. 

Trends were mixed but demand was lacklustre. A last minute rush helped some 

gifting and luxury stores to outperform, while early promotions helped others to 

post positive results.

Christmas trading was very slow handicapped by the weather. VAT stimulated 

purchasing, and the usual New Year boost, helped drive sales in the last week of the 

Outstanding results were achieved across non-store channels with sales soaring in 

most categories. 

The High Street Sales Tracker outlines weekly like-for-like sales changes of some 70 mid-

tier retailers with c10,000 individual stores across Fashion: accessories, clothing, footwear. 

general household goods, gifts, health & beauty, leisure goods. Homewares:

cookware, furniture & floorcoverings, lighting, linen & textiles. Non-store: mail order, 

store channels.
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MONTHLY LIKE-FOR-LIKE RESULTS DECEMBER 2010

LFL Growth %
Week 1
(we 5/12)

Fashion -9.9

Non-fashion -3.7

Homewares -13.9

Non-store +50.0

Overall -8.8
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LIKE RESULTS 2006-2010

LIKE RESULTS DECEMBER 2010

Week 1
(we 5/12)

Week 2
(we 12/12)

Week 3
(we 19/12)

Week 4      
(we 26/12)

Week 5  
(we 2/1)

Total 
December

9.9 +0.3 -3.7 -2.1 +11.4 -1.0

3.7 +2.4 -2.3 +9.0 +1.9 +0.9

13.9 -3.6 -7.7 +2.9 +15.8 -1.8

+50.0 +36.5 +41.6 +35.4 +58.8 +45.4

8.8 +0.6 -3.5 +1.2 +8.3 -0.5
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Fashion Homewares Non Fashion Total

LIKE RESULTS BY SECTOR 2008-2010

This publication has been carefully prepared, but should be seen as general guidance only. You should not act upon the information contained in this publication without obtaining specific professional 
advice. Please contact BDO LLP to discuss these matters in the context of your particular circumstances. BDO accepts no responsibility for any loss incurred as a result of acting on information in this 

BDO LLP operates across the UK with some 3,000 partners and staff. BDO LLP is a UK limited liability partnership and a UK Member Firm of BDO International. BDO - Belfast, a separate partnership, 
wide network of public accounting firms, called BDO Member Firms.  Each BDO Member Firm is an independent legal entity world-wide 

and no BDO Member Firm is responsible for the acts and omissions of another member. The network is coordinated by BDO Global Coordination B.V., incorporated in the Netherlands with its statutory 
Woluwe 60, 1200 Brussels, Belgium, where the International Executive Office is located. 

Belfast are both separately authorised and regulated by the Financial Services Authority to conduct investment business. 

Belfast are the Data Controllers for any personal data that they hold about you.  We may disclose your information, under a confidentiality agreement, to a Data Processor (Shamrock 
Marketing Ltd).  To correct your personal details or if you do not wish us to provide you with information that we believe may be of interest to you, please telephone (Great Britain - 0870 567 5678 or 

Jamie Talmage, jamie.talmage@bdo.co.uk, tel: 0207 893 3129

S O N D J F M A M J J A S O N D J F M A M J J A S O N D

2009 2010


