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down to the h of you@
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If the customer thinks ‘cheap’ on thei @nmpressi

ur stall, then the

prices need to be cheap — anyth e cheap m wildly expensive.

If the first impression makes th mer thi ", ‘nice’, ‘professional’, etc.
then they will expect the pn%our produ reflect this — increasing the
chance that they will perc ur stajl ering good value for money — even
if prices are a little higher th Q the c on'

h vour stall
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Creating a good first impression with your products

Using some simple display techniques is a quick and easy way to give your stall a
professional/cared for appearance.

¢ Too many products on display will make the stall look cluttered and difficult to
buy from. Don’t display every single piece of stock; just ensure that you have a
little bit of everything on display. Keep ‘spare’ products as backup stock up for
when you sell out or begin to run low on the stall

o Fill empty space, i.e. shelves/rails/tables, etc. as empty space does not generate
sales and weakens the impact of the product offer

e Each product range needs to have its own space. Leav
each different product range, so that your product off
of items. This will make it easier for customers t ee youpRprodluct range
e Where possible, display products so that they e cus \(.e. face
forwards)

e Stand products up, so that they are eaS|

e Group similar products together as t ucts more noticeable
and help customers to find what t oking fb

e Display your products in a logi er — th which a customer would
link them together. For example u sell digi meras and accessories, the
carry cases should be next % c erquemory cards/batteries next to
the cases. It would not n@sense o ﬂ stomer for some of the camera cases
to be displayed at the0tRgr end of §e stall, away from the rest of the cases —
your full range wbd ndt be see uld get overlooked which could mean a

lost sale!
® Group p together %lour or by similar packaging. This helps to create
a noticeable ck’ of p

¢ Display accessorleQ the main product as this will help to encourage

extra sales and also des excellent customer service to shoppers, e.g. a
camera, case, memory card and spare batteries — will plant the idea that to get
full use from the camera, a customer would need to buy all of the relevant
accessories as well

¢ Display products in size order (customers expect the smaller sizes to be at the
front or on top!)

¢ A display should never confuse the customer
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If you have shelving or rails, also consider the following...

¢ Use the very top shelf for display only. Customers can rarely reach this shelf/rail
so it is not a good idea to try and ‘sell’ from it

e Always pull forward the stock on shelves or rails as this gives the appearance
that it is well stocked. Products are also easier to see

e Place smaller products on higher shelves/rails and larger ones towards the
bottom as this creates a more balanced, appealing display
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Creating a good first impression with your sighage and equipment

e Use a mixture of product, accessories and signage to make a display ‘look’
bigger. This means that you will not have to display large amounts of stock
However, whilst it is important to make a display ‘appear’ bigger, overall the
display still needs to remain simple and easy for the customer to understand

¢ Give a product more impact by displaying a graphic or poster beside it. This will
make the product feel important and help it to stand out from other products on
the stall

e Use the right equipment for your product range. This not only looks more
professional it ‘adds value’ to your product by getting it noticed and making it
appear more special as it is displayed the right way

e Use signage that promotes ‘best sellers’, ‘new’, ‘special offer’, etc. so these

products stand out

e Use colours — High Street retailers also use certain colours; RED %;time,
GREEN for ‘new’ products and BLUE for ‘promotions’. Customers ayt ically
look for, recognise and understand what these colours mean have bégn

‘trained’ by the High Street retailers. You need to consider @ging these col% (¢]
¢ Don't hide best sellers/promotions amongst your ot& ucts. Gj ma

distinct/special area at the front of the stall so that th % e ifistan iCeable
e Make sure all products are clearly priced before . on dis hat they
have a price ticket displayed alongside Q

* Keep signage with the relevant product/p ange t more impact
and add value to the products f)

* Too much signage ultimately detract

and hides the product. It also ‘
confuses the customer as there j

too much information to tr nQ
absorb V&
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Creating a good first impression with your lighting and housekeeping
standards

e Light up the stall and angle any lighting towards the products to emphasis the
products

e Keep all fixtures and products free from dust/dirt — poor housekeeping presents
a poor quality image, which will result in products that customers will not want
to buy

e Keep the displays tidy throughout the day and if you have a lockable stall always
tidy each evening
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Creating a good first imeression with your appearance and atfitude

e Look smart. Scruffy and dirty clothes are off-putting to customers and are likely
to make the customer think that if the trader can’t be bothered, why should they
e Don’t hide at the back of the stall or out of sight. Whilst a customer may not
want to approach a trader they want the comfort of knowing that they can if they
need to

¢ Try and not eat/drink in front of the customer. Most people do not like to
interrupt someone having their lunch and will therefore leave rather than ask the
question that might have led to a sale

e Look happy and interested. This will give the customer confidence in your
ability as a trader and therefore give them confidence

in your products — even if it’s the 2,021st
time you have smiled in one day!
e Stand up when a

customer approaches

don’t remain sitting down
doing other things as
customers do not like to be
totally ignored. If you are
genuinely busy with
something that you can’t put
to one side, at the very least
acknowledge the customer
and explain that if they need
help they should just ask.
Remaining seated when talking
to a customer is disrespectful
and implies
that you don’t
consider them
to be very
important to
you
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Creating a good first impression with the customer

e Acknowledge the customer; this will subconsciously let them know that you
consider them to be very important people

¢ Be friendly but not pushy. Ask general/safe questions to open a conversation
with the customer — even if it is not related to your products. Building some
rapport with the customer will ultimately encourage them to consider making a
purchase

¢ Try and avoid closed questions as they are easy for a customer to nod to or
ignore

¢ Use open questions that ‘force’ a customer to respond with some sort of answer
— this will help to open a conversation

¢ Introduce yourself and ask the customer their name and use it as often as

possible. This builds familiarity *
First impressions — top tips 0 §
1: Reqularly check that your stall /aa% intained @/cm
2: Keep your stall, products and sig@ ec fr @ emove any old or damaged
items b

Look professional, happy audfrichdly. Encourageé customers to approach you

Talk to your customers w Q@ being pusy™Engage them in general
conversation/banter ¥@ makervthe &w ortable and happy to talk to you about

your products &
Don’t over-fi all wir&m’d or clutter your stall with signage
les process/adds to the impact of your products

Only use signagésthat help.
Dis p/II 61’5 logically, the way that customers are likely to shop for them
U

RN

Di. ar prod| gether 1o allow customers 1o make comparisons casily
Ens | produ priced
: Give products.acléar space of their own, So that they are noticeable to customers
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