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What problem did the 
client face? 

What did we offer the 
client?    

The company commissioned us to 
check the conditions of a product 
promotion at its establishments. 
The promotion aimed to increase 
customer loyalty and attract new 
consumers by giving them a free 
gift with purchases.

They also required us to check the 
staff working at the establishments 
to make sure that they were aware 
of all conditions of the promo 
campaign and remembered to give 
gifts to customers.

We were asked to conduct a 
Mystery Shopping study to verify the 
fulfillment of the conditions of the 
campaign. 
 

Using the Mystery Shopper method, 
we checked whether:

-the employees at the establishments 
told customers about the products on 
promotion
-the employees at the establishments 
suggested the products on offer to the 
customers and how exactly they did 
that;
-the employees at the establishments 
explained the promotion and gave 
gifts to customers. 

At the same time, we also 
conducted a Visit audit. We checked 
whether there was any advertising 
information about the event at the 
establishments (advertisements, 
booklets etc.)
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“



After analyzing the data obtained 
through checks conducted by 
Mystery Shoppers, we found that 90% 
of establishments did NOT comply 
with the terms of the promotion.
The product was available in stores in 
95% of cases, but the promotion was 
not held and the staff did not offer 
the products of the brand or did not 
give gifts to customers. 

In the chart below, we can see that 
in 95% of cases, the products were 
available in the establishments but 
the promotion was held only in 15% 
of these establishments.

The graph also shows the difference 
between products being available 
at establishments and whether or 
not the promotion was carried out 
across different cities.

What results did 
we get? 

Thanks to the Mystery Shopping 
program, we found that the 
expectations set up for employees 
across the venues did not correlate 
with reality. 

The promotion was not carried out 
at most venues, gifts were not given 
to customers and some employees 
were not even aware that the 
promotion was happening.

The results of our research showed 
that the company could not control 
the work of distributors, sales 
representatives, nor could it control 
or motivate the staff or influence the 
choice of the final consumer.
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We offered:  

Since staff did not comply with the 
terms of the promotion, it is necessary 
to involve employees, make friends 
with the company and staff and try 
and find an employee who will act 
as a brand ambassador to ensure 
conditions of the promotion are met 
and who will upsell the products.

At the same time, we offered a 
motivational visit in which a mystery 
customer checks whether the 
employees have offered products 

HOW IT WORKS?

To continue conducting Mystery 
Shopping and check all establishments 
that stocked the brand’s products.

“

“

on promotion and gives customers 
more information about the 
promotion. If the employee complies 
with the terms of the promotion, the 
mystery customer reveals himself 
and gives the employee a gift. It is also 
necessary to involve intermediaries 
and dealers, to understand why an 
establishment does not comply with 
the agreements of the promotion 
and why its employees do not upsell 
the products on promotion as this 
violates the brand’s agreement with 
the establishment.

To do this, we have offered a digital 
solution: a program written and 
specially developed by us called 
Sales Bomb.
Thanks to this program, we can see 
what, when and how people are 
performing tasks.
 

CUSTOMER DISTRIBUTOR SALES 
REPRESENTATIVE

TRAINING AND 
TESTING

TRAINING AND 
TESTING

PERSONAL 
SELLING

MYSTERY 
GUEST PROGRAM

MS “JOKER” RECEIVING 
A GIFT

VERIFICATION

CONFIRMATION 
VIA SMS

PURCHASE

OUTLET
(HORECA)

GUEST/
CUSTOMER

SALES BOMB

% 5 10



The program shows everyone who 
is involved in the sale and resale of 
products and offers the ability to 
control the entire sales process, as 
well as count how many and what 
products were sold on specific day 
and by whom.

You can also monitor in the program. 
A company can train their sales staff 
to sell its products, and then, using 

the method of Mystery Shopping to 
check how the sales levels are doing.
With the help of the program, you 
can also control the work of dealers, 
to whom and what they sell.

We offered to involve all the figures 
in this program and connect them 
under certain general rules.


