
Working on Sundays is part of life for those who work in retail. While staff 
doesn’t usually like doing it, it’s a necessary evil.  When it comes to 
scheduling staff to work on Sundays, very often the best, most experienced 
salespeople don’t work Sundays because they have earned the right not to. 
A hard goods retailer suspected that he was missing important sales 
opportunities on Sundays, but he had a hard time convincing his senior 
salespeople that they should work on Sundays. 

After signing onto the HeadCount service, the retailer’s suspicions about 
Sundays were confirmed: not only were Sundays among the busiest traffic 
days of the month (in fact at some stores Sundays were even busier than 
Saturdays), he also realized that customer conversion rates (i.e. the 
percentage of buyers as a ratio of customer counts) were also consistently 
low on Sundays.

Using traffic and conversion analysis provided by HeadCount, the retailer 
presented the analysis to his senior sales people. After seeing the results, 
the senior salespeople themselves concluded that the stores were missing 
important sales opportunities and that given the importance of Sundays 
they should work on Sundays more often themselves.

Resolving the ‘I don’t work on Sundays’ dilemma.

HeadCount Corporation
Research Centre One
9419-20 Avenue
Edmonton, Alberta Canada T6N 1E5
Ph. 1-877-7004   FAX (780) 463-7707
www.headcount.com

For more information, please visit www.headcount.com
Copyright © 2009 HeadCount Corporation. All rights reserved.
HeadCount is a Trade-mark of HeadCount Corporation.

C
as

e 
St

u
d

y


