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Companies producing retail products are struggling with the fact that the shopping pattern 
has changed since the economic downturn.  Over 70% of purchasing decisions are 
made at the point-of-sale, so it’s important to find out if your retail display is attracting 
shoppers and making the sale.  

Retailers are spending upwards of $3 billion per year to ascertain information of shopping 
patterns.  “One-to-one marketing”  is the catch phrase describing the process of finding 
out what shoppers want.  Here are some of the things that have been found…

1)      60% of shoppers are cutting more coupons.  The most noteworthy news is that 50% 
of those making over $70,000/yr are now cutting coupons.  Up from 15%

2)      54% of shoppers are buying fewer groceries
3)      50% are spending less on entertainment
4)      40% have increased their purchases of “private labeled” products

Mike Twitty of Unilever did a shopper survey encompassing 47,000 households.  Some of 
his findings were…

1) Shoppers are doing less “quick trips” to save on gas and planning more “stock-up” trips
2) Shoppers prefer cheaper smaller packs or very large economy size packs
3) 41% of shoppers buy on sale and 34% use coupons
4) Super Centers, Club, and Dollar stores are winning as wealthier shoppers are now 

shopping at their stores
5)     Shoppers are skipping aisles and are not wandering through the store

So what does this mean to you and the way you market your product in displays?
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It means that you need to be smarter on how you go about attracting shoppers to your 
products. For instance do you know that men and women look at displays differently?  
Michelle Adams of Frito-Lay presented a study to POPAI which showed that women 
avoid end-cap displays with sharp, right angles.  Considering that the primary shopper in 
households is over 70% female you can relate to the importance of this data.

Manufacturers realize the retail environment has shifted from a high service to low or no 
service environments.  P-O-P displays are extremely important in stimulating the sales of 
existing products and introducing new ones.  Here are some corrugated display tips from 
Joe Ricci of Beacon Concepts as recently published in Shopper Marketing. 

1)  Use Headers!  50% of displays don’t have them either because the clerk threw it away or
because the manufacturer was trying to save money.  The display must grab attention!

2)  Use bright colors, unusual shapes, and graphics to grab attention!  The fact is that 
shoppers are skipping aisles, you need to catch their eye while their passing through.

3)  Cross merchandise within a brand in one display. The key is to make everything look
like it belongs together.  This is a great way to boost sales.

4)  Use more than one language.  22% of the U.S. population is Hispanic.  Arizona is closing
in on 50%.  In 30 years its estimated that 33% of the U.S. population will be Latino.

5) Make your product reachable and visible.  Women are the primary shoppers at over 70%, 
therefore its important to realize that the average height of a women is @ 64”.  
Also the age of the population is getting older and they don’t like to bend.  

6)  Don’t underfill your displays.  Looking empty implies waste.  If you have to use a larger
display than necessary add pictures, coupons, etc.  

7)  Don’t underestimate the structural needs.  Nothing is worse than to have a display collapse 
pouring product all over the floor or injuring someone. Know that kids will be banging
into your display as well as carts and mops.  

8)  Also keep the assembly simple.  Don’t expect the store clerks to spend a lot of time reading 
directions.  Have a good picture of the display set up and have easy to “glance at”
instructions.

I hope this newsletter helps as you ponder how to increase your sales in this new age of 
retailing.  

Please visit my new website… 

www.steve-holloway.com

for additional information on my services and for great cost saving tips.

http://www.steve-holloway.com/�
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