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Critically examine the literature around sales and merchandising in order to define the key concepts.


Introduction

Merchandising
Merchandise and merchandising can easily get confused where as merchandise means ‘goods that are bought and sold’ (Cambridge university,2019) Merchandising means ‘products connected with a popular film, singer, event, etc., or the selling of these products’ (Cambridge university,2019). Product merchandising can vary depending on trends or events. Retailers will use merchandising to link their merchandise to the specific trends or events. For example, ‘Football merchandising’ refers to the wide range of products sold by football clubs to its supporters. (Jackson T and Shaw D, 2001) 
Sales
Sales means ‘the number of items sold’ (Cambridge university, 2019) Sales and merchandise/merchandising will always have a direct link. ‘Effective merchandising can have a clear and definite positive effect on retail sales and the bottom line, which is, after all, the goal of any business approach.’ Sales can increase due to effective merchandising such as following popular trends and selling products which interest customers. Also having attractive shop floors for example organised merchandise and colour schemes which match the season. ‘Your customers will begin to associate your attractive merchandising with your store and it may also impact where they go to shop on a regular basis.’
Digital
Retailers are turning to digital trends to help them improve shoppers experiences ‘offering downloadable circulars and coupons on your website helps customers, since they do much of their planning online before heading to a store to buy, according to market and business analysts IRI.’ (Wagner, 2019) The experience of shopping is changing as the general public want to find and receive the products they want us quick as possible, just like any other aspect in life they want things done quickly. Allowing the shopper to use coupons from online shopping will speed up the process when entering the shop. Nike have also taken on the role of speeding shopping up for their customers ‘Alongside customisation studios and instant checkout points, a stand-out feature of the six-floor studio is the ‘Speed Shop’. This allows customers to reserve shoes online to try on in-store. More specifically, customers can arrive (through a dedicated entrance) to find a locker with their name on, which can then be unlocked via their smartphone.’ (Gilliland, 2019) Nike are one of the leading sport brands in the world and for them to trial ‘speed shopping’ shows the shopping experience is diverting in to efficiency rather than enjoyment, the main goal is getting your product quickly. From a business point of view improving the efficiency of shopping is an advantage because its making the shoppers happy whilst giving the business the highest opportunity to make more sales. Yet again shops and businesses are trying to improve the speed and efficiency for shoppers. ‘EPOS stands for Electronic Point of Sale digital system and is a computerised system used in shops, restaurants and other retail outlets’ (Duval, 2012) The EPOS system is used amongst the majority of shop floors and its long term advantages are ‘It ensures accurate pricing, Faster transactions, Reduces human error (Duval, 2012) 

Retailing
[image: ] ‘Free Flow Layout – Fixtures and Merchandise are grouped in Free-flowing patterns on the sales floor’ (Retailing, 3rd Edition, Dunne and Lusch). Free flowing shop floors are the new trend, allowing customers to roam freely around the shop floor looking at all the products available. The advantages of a free flow are, ‘Allowance for browsing and wandering freely, increased impulse purchases, Visual appeal Flexibility’ (Retailing, 3rd Edition, Dunne and Lusch). Although free flow floor layouts are effective the come with disadvantages such as, ‘Loitering encouraged, Possible confusion, Waste of floor space, Cost, Difficulty of cleaning’ (Retailing, 3rd Edition, Dunne and Lusch). High class shops such as Zara and flannels use free flow shop layout ‘ a high class fashion store can be recognized by its attractive interior and its quality goods in the higher price range’ (Brengman and Willems, 2009) because the products they sell are higher classed and higher priced therefore they can sell less products and earn high profits ‘ 
‘In order to be perceived as a congenial store the customers expect to be served by friendly sales people, in a cosy story environment’ (Brengman and Willems, 2009) Congenial stores such as sports direct will not use free flow layouts due to the products they sell, for example sports direct will sell lower cost products compared to flannels which is a high classed fashion store but they will sell a higher volume which will accumulate to a high profit. Shop layout and sales have a direct link. ‘The continued popularity of in-store shopping means that retailers need to invest time and resources in creating a store layout that increases sales.’ (Westmorland,2018). As I have stated above different styles of high street shops use different floor layout depends on the type of store. For a floor space to be effective customers need to be able to roam around the shop freely, getting to any product they like without getting abstracted. Also customers will feel relaxed and not intimidated, ‘Leaving enough space in the threshold will make shoppers feel welcome. A cramped threshold is unconsciously associated with chaos. As a result, the customer is likely to leave your store.’(Westermorland,2018) When designing the floor layout, shops need to consider what the customer will do first ‘It’s reported that 90% of consumers turn right when they walk into a store.’ (Westermorland,2019) Using this statistic shops can decide where to place their best products. Placing high end products on the right hand side of the shop would be effective as customers will view them first giving them a higher chance of being sold.

NEEDS TO BE REFERENCED

image2.emf

image1.emf

