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Knowedge will give you 1. Shoppers need space. Bloomingdale's discovered ‘butt brush syndrome'. Shoppers cannot bear
to be even slightly touched from behind.

TH& &D[ '& No matter how intently they browse, pressure from behind will make them move on. If you want

someone fo linger, give them space!

2. Shopping is fun. Paying is not. If the transactions are not crisp, if you cannot see an organised
checkout, you are unlikely to end up buying. Some people turn around and leave as soon as they see
a busy checkout.

3. Store layout is everything. A supermarket doubled sales of vitamins when they moved them away
from the chilled fizzy drinks section. Older vitamin buyers had been rattled by noisy kids getting drinks.
In every case, people will move if they feel uncomfortable with what's going on nearby.

DIRECT RELATIONSHIP BETWEEN TIME SPENT IN-STORE
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— = AND HOW MUCH PeO0PLE SPEND
If you are a retailer, do you Most people hate waiting, really know WHO visits, WHO
> know how long people spend really hate it. Do you know the buys or WHO spends the
e in your store? average speed of a transac- most?

tione Do you know average

= - a— People are more likely to buy if time of delivery? Until you know stuff like this,
they've been spoken to by a you can never really know
member of staff. Do you know Agencies always talk about what's going on in your

- the interception rate? target audiences but do you store.
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