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Showcasing your product range 
to improve turnover

La valorisation de votre offre (aussi appelée 
merchandising) vise à atteindre un objectif essentiel : 
stimuler vos ventes.

Showcasing your product range (also known as 
merchandising) has one basic aim: to boost sales.

Every effort you make and every initiative you taken is 
in pursuit of this one objective. By making your displays 
more appealing, you can attract more customers, who 
will not only make planned purchases, but also so-called 
impulse buys (often with large profit margins), which can 
account for almost 55% of all sales (more info at: https://
www.marketing-etudiant.fr/cours/m/cours-marketing-le-
merchandising.php). 

Never forget that the products you sell must always be 
the stars of the show: props, furniture and decor are just 
helpful tools.  

In the 1950s, successful merchandising was based on 
five fundamental rules: Kepner’s 5 Rs:

 1.  the right product (a product mix that is diverse - in 
terms of quality, price and appearance - and well 
presented (shape, colour, packaging, etc.).

 2. in the right place (the layout of products in a shop 
matters).

 3. at the right time (special events, festivities, seasons, 
etc. can encourage customers to spend more).

 4.  at the right price (this must be justified and 
justifiable in light of the technical properties of the 
product, energy efficiency, etc.).

 5.  in the right quantity (the product must always be 
available, so make sure to have sufficient stock).

These days, merchandising encompasses broader 
concepts and generally includes:

 1.  finetuning your range (nature and volume of stock - 
pricing).

 2.  management of the space allocated per product and 
per brand.

 3. layout of the shop floor and accessibility (see our 
“customer flow” guide).

 4. visual merchandising (the subject of this guide).

 5. point of sale advertising (see our “communication” 
guide).

A

One key principle to remember... Carefully displayed 
products give your customers the impression that they 
have come to the right place, that they are in the hands 
of professionals and that they will find what they need or 
want in your shop.

Want to learn more about this topic? In this guide, we offer 
27 tips on how to present and arrange products, make 
your store user-friendly and create an environment that 
encourages customers to buy.

Presentation of products:  
logical, visual and...  
psychological!

1. Before you begin arranging your products, draw a 
plan (or “layout diagram”), which clearly defines the 
various product groups. This will allow you to decide 
whether to organise them by product or by brand, as 
well as determining which are the “star products” to 
showcase, etc.

2. Think abundance: by showcasing the large choice you 
offer, you prove that you are specialised and show 
customers that they will find what they are looking for 
in your shop, without saying so explicitly. However, 
make sure to retain some structure in this abundance, 
so customers can find the product or solution they are 
looking for. 

Remember that your products 
must be visible and accessible 
to all customers, including 
people with reduced mobility 
and shorter people. The ideal 
height? Between 70 cm and 
1.30 m. 

3. Choose horizontal displays to create an impression 
of plentifulness and choice (see photo below). This 
approach is particularly appropriate for entry-level 
products.

4. Opt for vertical presentation to group items from the 
same family. This simple and functional approach to 

https://www.marketing-etudiant.fr/cours/m/cours-marketing-le-merchandising.php
https://www.marketing-etudiant.fr/cours/m/cours-marketing-le-merchandising.php
https://www.marketing-etudiant.fr/cours/m/cours-marketing-le-merchandising.php
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presentation enables customers to compare similar 
products from several brands, or, as below, see all of 
the colourways in which a given item is available.

5. To create rhythm and hold the interest of customers 
browsing your shop, try symmetrical presentation (see 
below). Products are arranged in the same formation 
on either side of an imaginary line running down the 
centre of the shelf or display. 

6. Focus on colour! Very easy to achieve, arranging stock 
by colour creates immediate visual impact and makes 
it easy to restock merchandise.

12. Physically walk around the store several times a day, 
tidying it as you go. Clothing should always be neatly 
folded, products on shelves should be correctly 
aligned, etc. A chaotic environment sends customers 
mixed signals and creates the impression that you do 
not respect your product... therefore implying that it 
may be poor quality!

If you choose to arrange 
products by colour, create 
colour blocks vertically rather 
than horizontally: customers 
view the rails from left to 
right and not from top to 
bottom or bottom to top, so 
this helps them scan all of the 
merchandise at a glance. 

7. To inspire customers, try creating coordinated 
displays. In a fashion boutique, for example, grouping 
clothing and accessories of a similar style can be a 
good way of inspiring customers.

8. VDo your customers come to you seeking a solution 
to a problem? Group items that meet the same need: 
e.g. sun protection from spring, the entire candle 
range in a shop selling homewares... Grouping 
products according to family allows you to aim them 
squarely at the target audience, offering them a large 
choice of varieties, colours, prices, etc.

9. Separate your target customers: if you sell products 
for both women and men, or both children and adults, 
divide the departments by creating a visual barrier 
(clear signage), or a physical one, such as a counter. 
This prevents customers from wasting time, and also 
avoids making them uncomfortable: for example, it 
is well known that some men feel out of place in the 
womenswear department.

10. If you have a star piece, display it alone, under a 
spotlight: this will make it appear rare and help spark 
a desire to own it.

11. Are you a high-end retailer? Only have a few select 
pieces out on display: this creates a feel of luxury and 
clearly reflects your brand identity.

13. Consider the interior and the exterior of your shop 
in parallel: if you give an overall impression of 
abundance in the window, the interior must also 
be well stocked. But even where there is a large 
volume of merchandise, it must still be presented in 
a structured and logical way. If not, you risk creating 
“visual noise”, which can confuse customers. 

14.  If your products have specific technical features, 
display them in a way that emphasises these, 
especially when they are not immediately apparent 
(see photo below). The customer should be able to 
find these product on sale very nearby.

It is not always necessarily to 
invest in brand new furniture 
when refitting your shop. 
By purchasing second hand 
furnishings or making your own 
from salvaged materials, you 
are doing your bit for the planet 
and can create a unique and 
inspirational environment in 
your shop!

15. Certain items can be displayed at a height, so that 
they are visible from different areas of the shop.

16. If you want to make a certain product a focal point, 
mark the area symbolically: a rug or coloured tape on 
the floor can create a “visual podium” effect.

17.  Create a “shop within a shop” according to the 
season: a Halloween display, Christmas decorations 
on a tree...

Ideally, displays of this type, 
linked to a season or event, 
should be positioned at the 
entrance, to create an impact 
as soon as customers enter the 
shop.
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Who are we?
hub.brussels is the Brussels Agency for Business Support.

hub.brussels is driven by the ambition to make Brussels 
the most attractive and pleasant place to launch a 
business.

We offer tailored support, free tools and proven expertise 
to strengthen your independence, simplify your decisions, 
and help you succeed in Brussels and beyond.

hub.brussels is also over 200 attentive, dedicated and 
passionate people, and a promise to support, inspire and 
propel you, your business, and your most daring projects...

We are hub.brussels; we are with you.

Contact
Got a question or comment on this practical guide? 
Want to design a shop interior that is both eco-friendly 
and on trend? Contact the hub.brussels Retail  

Design expert, Thibaut Surin, at the following address: 
red@hub.brussels

Thanks
hub.brussels offer our warmest thanks to everyone who 
has contributed, directly or indirectly, to making this guide 
a reference on the subject of sustainable shop fitting and 
design. 

While it is not possible to mention all of them here, we 
would like to give special thanks to Steven Bollé, for 
his expertise and contagious enthusiasm, and Anne 
Boulord, for her creative writing skills and unfailing 
professionalism. 

We would also like to express our huge gratitude to all of 
the brave and inventive retailers and entrepreneurs, who 
have patiently and passionately answered our numerous 
questions and supported the publication of this guide.
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See your store as a stage!

18. Find your own style, which gives your space a strong 
character and keeps it on trend. Kitsch, classic, eco-
friendly, minimalist, boho-chic… the possibilities are 
endless!

19. The era of “blunt” retail (hard discount style) is 
over: people want beauty, well-being and quality. 
Merchandising is key to convincing shoppers to 
choose one product over another. 

20. The set design or scenography of your retail space 
can be permanent or temporary. 

21.  When we talk about “scenography”, we instantly 
think about the arrangement of furniture and props, 
but don’t forget background music! Your choice of 
playlist must reflect your brand identity. Remember 
to contact Sabam to find out if you have to pay 
royalties to artists for broadcasting their work. 

22.  Fragrance is also important: some major bands such 
as Abercrombie&Fitch have made it their signature. 
But be careful not to overuse room fragrances, which 
may make customers uncomfortable. 

Before thinking about how 
to display your products, ask 
yourself one question: who is 
your target audience? A store 
targeting young single people 
will need to create a different 
environment than one targeting 
families.

23. If you are unsure, don’t hesitate to call on the services 
of a professional retail designer. They will understand 
how to interpret your personality and best position 
your business through a tailormade design.

24. Your history and knowhow are part of your USP. If you 
are a family business that goes back 3 generations, 
let people know. Tell customers how you select 
your range, what criteria you use to find the best 
products... People like to know what makes you 
special. It makes them appreciate your business for 
more than just the products you sell.

Lighting and temperature should also be taken into 
account in order to create the ideal retail environment. We 
have devoted an entire guide to this subject, so why not 
check it out! 

A   Showcasing your product range to improve turnover


