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Increase Sales With a Laser Focus on ADS 
By Doug Fleener 
 
 
Average Daily Sale (ADS) is my favorite metric for a store staff. ADS is 
determined by dividing total sales by the number of transactions. 
 
For example, a store that had a $20,000 week with 200 transactions has an ADS of 
$100. Every owner and manager should know his/her running ADS, and set a 
daily ADS goal for the staff. 
 
Here are four ways a laser focus on ADS can grow your sales. 
 
1. It’s easier to sell more to a customer who already has her/his wallet open 
than sell to another customer. This is a HUGE opportunity for most stores. 
Think about this. If the store above had just sold $10 more to each customer, they 
would have sold $2,000 more for the week, or an additional $100,000 for the year. 
That’s 10% growth just by increasing the average sale $10.   
 
2. Having an ADS target for the day changes people’s immediate behaviors. 
Here’s what I especially like about having a staff focused on an ADS goal. They 
know if a sale they’re making exceeds or fall short of their target, and when it’s 
short they’re much more likely to show other items to get above the target. Every 
specialty store should have a daily ADS goal. 
 
3. It’s easier and more effective to teach and coach people specifically how to 
increase their ADS rather than the more general “how to achieve your sales 
goal.” If you invest ten minutes at the start of the day working with an associate 
on increasing her ADS, she can immediately apply what she learned. When we 
often talk with an associate about increasing sales, it’s frequently too much theory 
and too little immediate action. 
 
4. When you track individual ADS you can work with associates who are 
below the target. If you’re not already tracking individual sales, I recommend you 
start. 
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But even if you’d rather not, you can still determine individual ADS by having 
each person initial his/her sales, and then calculate each person’s ADS at the end 
of the day. You’ll quickly identify who needs more coaching from you in order to 
increase their ADS. That’s one of the fastest ways to grow your sales with zero 
investment. 
 
Into action: Determine your store’s ADS (if you don’t already know it). 
Communicate an ADS goal each day, and let your team know how they do. From 
there, start teaching and coaching your team on how to grow his/her ADS. 
 
Doug 
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Speaker and consultant Doug Fleener has 25-years of hands-on 
experience with world-class companies including Bose Corporation 
and The Sharper Image. He has also owned and operated his own 
specialty stores. 
 
In his ten years at Bose, Doug grew the Retail Direct Group from 
four to 100 stores and was instrumental in developing Bose’s unique 
and engaging customer experience approaches.  
 
 
 
He is now president and managing partner of Sixth Star Consulting, a boutique 
consulting firm located in Lexington, MA. 
 
Doug encourages people to look at their business differently, to see how good they 
are and how much better they can become.  He shares the positive actions people 
can take to differentiate their business, improve themselves and their teams, and 
deliver more engaging and productive customer service experience. 
 
 


