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HOW TO LEARN

- Study the Elenment carefully.

- Gve witten answers to all the questions in the
Elenent. This will help you not only to | earn, but

also to apply the knowl edge in your work at a later
st age.

- After studying the El enment on your own, discuss it

with your trainer and your coll eagues, then take part
in the practical exercises organi sed by your trainer
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are available for this Elenent. See the Trainer's
Manual .
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INTRODUCTTION

- Were those batteries on the

second shelf, or on the third?
Up on the left? O perhaps in
t he storeroon? W' ve probably
sold out of them.. W didn't

order any yesterday so we won't
have any now for a week.. .. _
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Mary was waiting her turn. Jpa=mmaray! o HEE
She | ooked around t he shel ves, O Iz e "~ b
thinking: "Aren't there any A == lel8 7
bi scuits today? Wat about = == a
those red packets down there? = aE=is
No, they | ook expensive.. .. SN = =

. 5 €3, =7 =
Maybe they are not even bis- e = L‘\
curts.  Perhaps |'d better LREND f T

forget about biscuits.”

Both staff and custoners have problens in this shop, and

this because of the way in which the goods are put on the
shelves - the DI SPLAY OF GOCDS

They are placed just about anywhere on the shelves. This
may have been all right in the begi nning when the shop sold
only a small range of items, but the business has increased
and there is now a greater variety of goods on sale, which
i's where the probl ens begin.



But DI SPLAYI NG GOODS need not be a problem On the contrary,
a shop manager who knows the techni ques of proper display wll
| ook upon display as an aid of benefit to hinself, to his
staff and to his custoners.

Using this Learning El ement, you can |earn the BASI C RULES FOR
THE DI SPLAY OF GOODS, how to:

O Di splay the goods attractively page 5

o] Di splay the goods practically page 17

O Di splay the goods safely page 21

This Elenment refers mainly to counter-service shops, but nost
of the rules also apply to self-service shops.

- note! * ~

Just one thing before you study this Learning Element
concerning the DISPLAY OF GOODS.

It does not mention CLEANLINESS. This is because
CLEANLINESS is such an important subject, that it must
be studied separately. In the meantime however, remem-
ber that what you learn about DISPLAY will be of no va-
lue unless you bear in mind the importance of CLEANLI-
NESS.

\_ J




DIGPLAYING GOODS ATTRACTIVELY
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- Mary, have you tried those beans?

- No, | haven't seen them before.

- The price is good. I'Il try a tin.

- And these towels. What a bargain.

- Oh yes, matches, good... | alnobst forgot to buy sone.

- Plenty of goods here, Mary. The shop certainly | ooks bet-
ter now.
- Yes, it looks nice and tidy.

Mary and her friend are now very pleased with their shop
There has been a change - for the better.

Their dial ogue reflects a whole series of inprovenents in
the display of goods. The shop now | ooks very attractive.

But what has the manager actually done? Wll, on the foll ow
ing pages you will find that he has observed ei ght inportant

rules about attractive display Let us discuss these rules

one by one.



§ Before, both Mary
i and the shop

assi stants had
difficulties in
finding things in
t he shop. That
was because the goods were
pl aced just about anywhere.

THE SHOP

0/(5 BETIER.
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But now Mary has no trouble
in finding what she is | ook-
ing for. She thi nks that

t he shop | ooks better. What
has t he manager done?

GRAUPS CF GOODS

The manager has rearranged the goods on the shelves and dis-
played themin groups of simlar and related articles. For

exanpl e, coffee, tea and cocoa are kept together. Cereals
are in another group. Toi |l et soap, toothpaste and tooth-
brushes are in yet another and so on.

When goods are arranged in this way the custonmer can
easily see what is available within each group. For exanple,
if all the biscuits are displayed together, Mary can easily
sel ect the type she prefers. And when buying soap she wll

al so notice the toothbrushes which she may need to buy as
wel | .

The assistants can now find things quickly and easily.
They know where to | ook for coffee, soap or brushes, because
each type of itemhas its own place
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RULE ONE
PLACE THE GOODS | N GROUPS




This first rule affects all the display work in the shop.
Therefore, you nust practise dividing goods into groups.

" Divide the follow ng goods into three groups:

Ri ce, orange juice, hair tonic, razor blades, nuaize-
flour, |enmonade, shanpoo, w ne, wheat flour, soap.

Goup 1 Goup 2?2 G oup 3

What woul d you call the three groups?

1 2 3

Here is a list of main groups of things sold in shops:

1 Fresh food

2 Cereal s, grain and pul ses
3 Bakery products

4 M1k and dairy products

5 Processed and canned food
6 Salt, sugar, spices

7 Sweet s

8 Bever ages

9 Cigarettes and tobacco

10 Toil et and cleaning articles
11 Har dwar e
12 Cl ot hes and f oot wear

The list is a general one and m ght not be perfectly suited to
your shop. If you do not deal in clothes for exanple, you
should omt that group. On the other hand, for sonme shops it
m ght be necessary to nmake a nore detailed list. The main
groups should then be divided into sub-groups according to



rebeca
Divide the following goods into three groups:
Rice, orange juice, hair tonic, razor blades, maizeflour,
lemonade, shampoo, wine, wheat flour, soap.
Group 1
Group 2
Group 3
What would you call the three groups?

rebeca
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| ocal needs. Fresh foods could be divided into three sub-
groups: Meat, Fish, Fruit and vegetabl es. Beverages are
often divided into: Hot drinks (coffee, tea, cocoa),

Fruit drinks and juices, Lenpnades, Beers, Wne and spirits.

[ ) Wite below a new |ist of main- and sub-groups of
goods suitable for your shop.
®



rebeca
Write below a new list of main- and sub-groups of
goods suitable for your shop.


MARY, HAVE 2 20 I B B Y

YOU TRIED L SST kR
THOSE BEANS? e S
= % =|= = r—
Sl ==l
No, Mary had not tried those Tl Q?Ee@/, @ 7
beans, sinply because she had <

not seen them before. How X<

could Mary buy sonet hing that
she did not even know about?

IHE SFEITING ARFA

The manager often forgot to take certain goods out of the
storeroomand into the selling area.

When you are a custoner, do you buy the goods that are kept
in the storeroon? No. If you do not know about them you
sinply do not buy them

So, if a shop manager wants to sell sone goods he has to put
themon show And the place to put themon showis the
selling area not the storeroom This al so saves work, as

t he shel ves need not be filled so often.

area? (After all, everybody knows that sugar is

" Wiy shoul d the sugar be displayed in the selling
P on sale in the shop.) Wite your comments bel ow.

RULE TWO.

KEEP MOST OF THE GOODS I N THE SELLI NG AREA, NOT IN
THE STOREROOM


rebeca
Why should the sugar be displayed in the selling
area? (After all, everybody knows that sugar is
on sale in the shop.) Write your comments below.
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Where woul d you hang a mrror?
Close to the ceiling or close
to the floor? Mst probably
somewhere i n between, where

you can see into it wthout

difficulty.

It is the same with nost goods.
Custoners do not like to kneel
down to see what is on shelves
near the floor and they tend
not to notice things displayed
hi gh above their heads.

NO, | HAVEN'T
SEEN THEM

EYE LEVEL

Most goods should therefore be displayed at eye |evel,
custoners are nore likely to see them

shoul d be reserved for

bel ow eye | evel
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wher e
| f necessary, shelves

basic or well -known

itenms which the custoners do not necessarily have to see be-

fore buying.

Here is a list of goods.
shoul d be placed at eye |evel.

Sugar, corned beef,
pot at oes,

flour,
saucepans and soaps.

?

Underline the five which

rice,

tea, pencils,
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AS FAR AS PGCSSI BLE, PLACE THE GOODS AT EYE LEVEL


rebeca
Here is a list of goods. Underline the five which
should be placed at eye level.
Sugar, corned beef, flour, rice, tea, pencils,
potatoes, saucepans and soaps.
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She has this im
pressi on because PLENTY OF

of anot her change.

body refilled the MARY/
shel ves until they 7
were enpty. For exanple, no
bi scuits were put on the

shel ves until all the pre- oz] o2
vi ous ones had been sol d.
That left many shelves with
rather few goods and a | ot
of enpty spaces. It did
not | ook very attractive.

The custoners got the im
Bression t hat the shop was
adl y stocked.
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The shel ves now | ook much nore attractive. They are filled
with goods.  And yet the nanager does not buy nore goods
than he used to. Howis this possible?

ELll THE SHFIVES

O First, the shop assistants noved as many goods as possible
fromthe storeroomto the selling area (Rule Two).

O They decided not to use the highest shelves which custo-
nmers paid little attention to anyway (Rule Three). This gaVE
thema nice display, with all the shelves filled.

O At the end of the day, however, sone shelves were enpty
again, and there were not enough goods in the storeroomto
fill all the "gaps". What were they to do?

O O dering bigger quantities could be a m stake. It can be
very costly to keep a larger stock than is necessary.

O No, they noved the goods to-
wards the front of the shelves
every norning. This produced
an attractive display and gave
the inpression that the shel ves
were full....

THE PACKETS
FORWARD

RULE FOUR
FILL UP THE FRONT OF THE SHELVES
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This inpression is probably . S EIE] | e 1 fQTZE
due to the shop applying A28
anot her rule for the display A
of goods. \.

EACE OF PACKETS

It is a sinple but very inportant rule: A ways put the "face"
of packets and tins towards the custonmers. The front of a
packet is normally bright and attractive and can easily be re-
cogni sed by the custoners. This nakes shoppi ng easier for

t hem

LIKE THIS NOT LIKE
THIS

=======-

=2

RULE FI VE:

SHOW THE " FACES" OF THE PACKETS
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THE PRICE
/S GOOD !
el (PR
» 3K ES }w“ i' 3
To nost custoners it is very A ) e, ,, A7
i nportant to know the prices et T QA NREM R IR J 'R v V[PIE
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of the goods the?/ vv?nt hto ik
of themlike A\ b

buy. But not al 318
to ask about them o AT S : AdaE
oo IR PEA il
DL SPLAY THE PRI CES "
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So, to help the custoners, you should display the price of
each article in your shop.

The price can be displayed on the edge of the shelf, bel ow
each article. The price | abels should be big enough so that
custonmers can read the figures without difficulty - from
their side of the counter.

LIKE THIS NOT LIKE THIS

Ato | ALof] Ace

ALo | |Alo ||ALO

GAD
=
/==

shel ves so that they do not fall off but can be

" How can you fix price labels to the edges of the
o changed easily. Wite your suggestions bel ow.

RULE SI X
DI SPLAY THE PRI CES CLEARLY


rebeca
How can you fix price labels to the edges of the
shelves so that they do not fall off but can be
changed easily. Write your suggestions below.
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AND MATCHES,
GO0D... 7 ALMOST
| f those rat her FORGOT TO BUY

smal I mat chboxes == S| SOME.
had been di spl ayed e
on the shel ves be- == = 1
hi nd the counter, R AN =
it is unlikely that =
Mary woul d have noticed them @ # =
But as they were on the coun- &> Lz
ter right in front of her, R ! —
she saw t hem and renmenber ed rct) : =
&

i
7

a(n|0

to buy sone.

CUSTOVERS NFAR THE GOODS

It is inportant to |et the custoners get as near as possible
to the goods in order to nmake shoppi ng easier for them

That is why you should place the counter as close to the
shel ves as possible, |eaving just enough space for the attend-
ants to do their work properly.

It may still be difficult for the customers to see the snmal
itenms properly. So how do we solve that problen? Well, you
have seen one solution already: if the counter is big enough,
you can place sonme small itens there, preferably in glass ca-
bi nets or glass jars.

What smal | things do you sell in your shoE whi ch
shoul d be placed in glass containers on the coun-
o

ter? Wite at |east five exanples.

near the goods? Study the picture. Write down
your proposals.

/" Are there any other ways to let the customers get \
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RULE SEVEN:
LET THE CUSTOMERS CGET NEAR THE GOODS


rebeca
What small things do you sell in your shop which
should be placed in glass containers on the counter?
Write at least five examples.
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... AMND THOSE

| magi ne that you are TOWELS, WHAT
able to offer towels A BARGAIN! fremr——
to your custoners at = ===
a very favourable = S
pri ce, ASSSEE” G
.. or that you have a quantity o SR~ —
of tinned fish which nust be
sold before it becones too old, e .
so you decide to reduce the TOWELS A2 >
price, 5.00 63'
or that you want to draw z22 o <
the custoners' attention to a :
new brand of tomato sauce. —

In some way or another you nust |let the custoners know about
t hese "special offers”.

You shoul d then arrange "special displays"” in such a way that
t he customers cannot m ss them

Dependi ng on what kind of goods you want to offer you could
di splay themon the counter, on a table in front of the coun-
ter or in another suitable place. It is also necessary to
have a poster inform ng the custoners of the special offer.
Don't forget to advertise the offer also outside the shop!

These efforts will no doubt attract the custoners. They wl |
find the shop nore interesting and enjoy conming to have a
| ook at the "special offers”.

N

RULE ElI GHT:
ARRANGE " SPECI AL DI SPLAYS"
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ATTRACTI VE DI SPI AY - A _Summary

di spl ay. Go back and read themall again (they
are at the foot of each page).
Try to nenorise them  You will find themuseful in
your daily work.

" We have now di scussed the rules of attractive

each rul e. If you display your goods according

to the rules you will nake shopping easier for
your custoners/nenbers with the result that they may
buy nmore goods fromthe co-operative shop. Wat do
you think of that? Is it fair to the nenbers to dis-
play the goods "attractively"? Is it in keeping with
co-operative phil osophy? What woul d happen if you had
an "unattractive" display? Wuld your nenbers find a
| ess attractive shop acceptabl e?
Thi nk about these questions and wite your conments in

the space below, as a preparation for |ater discussions
wi th your coll eagues.

.' You now understand the neani ng and purpose of
®



rebeca

rebeca
We have now discussed the rules of attractive
display. Go back and read them all again (they
are at the foot of each page).
Try to memorise them. You will find them useful in
your daily work.

rebeca
You now understand the meaning and purpose of
each rule. If you display your goods according
to the rules you will make shopping easier for
your customers/members with the result that they may
buy more goods from the co-operative shop. What do
you think of that? Is it fair to the members to display
the goods "attractively"? Is it in keeping with
co-operative philosophy? What would happen if you had
an "unattractive" display? Would your members find a
less attractive shop acceptable?
Think about these questions and write your comments in
the space below, as a preparation for later discussions
with your colleagues.
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DISPLAYING GOODS PRACTICALLY
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"I feel so tired ..."
Many shop assistants feel very tired at the end of the day.

To serve custoners in a shop all day |ong does not just nean
being polite and hel pful to everybody. It also neans being
on your feet nost of the day, carrying a | ot of goods and
clinbing up and down.

Organi se your shop so that you do not waste energy. Good
di splay can increase sales and nmake your work easier

questi ons. Each answer should include at |east
three itens.

- I'n your shop, which goods take the | ongest tine
to handl e?

.' To start with, let us think about the follow ng

- Wi ch goods nake you wal k nost?

- Which goods are the nost tiresone or difficult
to handl e?

Now you know whi ch goods cause you the nost trouble. The
next step is to find out what to do about them Maybe you
could display themin a different way and nake the job

easi er.

Usual ly, this is possible. Here are sone nore rul es about
di splay for you to |l earn and which may help you find a sol u-
tion to your problens.


rebeca
To start with, let us think about the following
questions. Each answer should include at least
three items.
- In your shop, which goods take the longest time
to handle?
- Which goods make you walk most?
- Which goods are the most tiresome or difficult
to handle?
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Rice, mlk, sugar and simlar goods are usually

the fastest sellers. They shoul d therefore be

pl aced in such a way that the shop assistants can
reach themeasily. The assistants will save energy

and the custoners wll be served quicker.

But you still need to keep the groups of commodities together,
so the problemis to select the biggest-selling groups and to

pl ace them w thin easy reach.

() Wite bel ow the =1 2l MEH;_,ao¢,~,.<;,.~~--—-31
t hree groups of ez P oo | 0w | O =
goods nost often =-||@ | 8lele oo =3
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your shop. & ‘r:{g/////, o

av/ == /////,L'?&Su
e e =2 I3 P2

o-|o- ye;

@ t‘:’.‘:‘o_o__o =

~ Xl o AL

~LJ

RULE NI NE:

PLACE THE GROUPS OF GOODS WH CH ARE MOST OFTEN
REQUESTED W THI N EASY REACH

Whi ch do you prefer to |ift up onto the top shelf, a case of
beer or a roll of toilet paper? The answer points to another

rul e:

RULE TEN:
PLACE HEAVY | TEMS NEAR THE GROUND


rebeca
Write below the
three groups of
goods most often
requested in
your shop.
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Earlier on, you learned that as many goods as pos-
si bl e should be kept in the selling area, not in
the storeroom (Rule Two). This can nean a | ot of
work, if you have to fetch goods fromthe store-
roomtoo often. How can this be avoi ded?

O First of all, there nust be enough space on the shel ves
for each item preferably enough space for the entire con-

tents of a hulk package (A bulk package is the carton
box or container used by the supplier for transporting the

goods.) Plan the display so that you have space on the
shelf for a bit nore than the contents of a bul k package.

This is. because sone of the old stock wll still be on the
shel f when you refill it with the contents of a new package.
O Wen refilling, take a

b

W{ngn

|

\]]p%@ﬁ@t
D

bul k package fromthe store-
roominto the selling area,

nin
g

mark the price on each item MA@
and place them all on the z = =117 e
shel f. You have now not hi ng Caololsl sl
but an enpty carton to take Sie ==
out a--ain. =loie= g

O In this way the store-
roomw |l contain mainly

R
R
[\
N4

full and seal ed bul k pack- . T
ages and can therefore be T 2”%;,?}
kept tidy and under cont-

rol nore easily.

O O course, sonme bul k Dacka-aes contain nore aroods than you
coul d possibly place on a shelf in the selling area. This
means you will still have to keep part of the contents in the
storeroom but you should try to limt this to a very snmal
nunmber of articles.

O On the other hand, sone goods sell so quickly that you wl|

have to nmake space for the contents of nore than one bul k pack-
age on the shel ves.

RULE ELEVEN:

USE THE ENTI RE CONTENTS OF A BULK- PACKAGE WHEN
REFI LLI NG
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Rice, flour, salt and sim | ar goods are often de-
| livered to the shop in |arge bags. Both you and
the custoners can save a lot of tine if you put
their contents in small bags before starting to

sel | . Soneti mes, however, pre-packing is not possible, in
whi ch case you have to wei gh the goods for each individua
cust oner. It is then very inportant that you place the

goods close to the scale.

)

EN

SUGAR RICE

RULE TWELVE

GOO0DS TO BE WEI GHED SHOULD BE PLACED CLOSE TO
THE SCALE

when | ooking for it. And you may think that you

is al nost finished.

RULE THI RTEEN:
DO NOT PUT DI FFERENT THI NGS BEH ND EACH OTHER

Do not m sl ead yourself and the custoners by putting
the tea behind the coffee. You may not find the tea

have got plenty of coffee in stock, when actually it
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DISPLAYING GOODS SAFELY
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The illustrations above have something in comon: they all

show that the goods were not displayed safely.

Breakage snells deterioration and theft  Wite

.' Each picture illustrates one of four risks:
' those words as titles to the illustrati ons above.

LN

These four risks can be avoided if you display the goods pro-
perly. Let us now di scuss four rules that you should | earn

and apply in order to display safely.


rebeca
Each picture illustrates one of four risks:
Breakage , smells , deterioration and theft . Write
those words as titles to the illustrations above.
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Some goods, for instance those in glass bottles,
| are usually spoiled if dropped on the floor.

M So avoid placing themand fragile itens in general
) where there is a risk of their being knocked down.

O do not put them near a corner where people often pass by

O do not put them high up where you have to stretch to
reach them

O do not put themclose to the edge of a shelf

RULE FOURTEEN:
BEWARE OF BREAKAGE

If strong snelling products are placed close to
food such as margarine, flour or tea, the food wll
be affected by the snell. It may even acquire a

bad taste.

Therefore, you nust identify the strong-snelling products in
your shop and nmake sure that they are not placed near any
f ood.

() Soap is one exanple of strong-snelling products
' in your shop. Wite down a few nore.
®

NV Y
7= _‘ l/{\
\ /4
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RULE FI FTEEN:
KEEP STRONG SVELLI NG PRODUCTS AND FOOD APART


rebeca
Soap is one example of strong-smelling products
in your shop.
Write down a few more.
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ULE Fresh food rots, tins go rusty and start to | eak,
batteries becone di scharged, rubber cracks and co-

16 | ours fade. These are exanpl es of what happens to

goods which are kept in the shoe too 10onv. A harilw

arranged di splay may be the reason. For exanple, if torch
batteries are left on the shelf for too long, while fresher
ones are being sold, they will |lose their power and | eak.

The customer will conplain.. Such things need not happen.
Finish off the old stock before you start selling fromthe

new. Let us now see how the display could help you to do this:
O A sells mlk in his shop. He has to be careful that no
ml|x pacxet is left in the shop for too long, or it will go

sour and the custonmers will conplain. This is how he organ-
ises the display in order to avoid this risk:

O Every norning he receives a plentiful supply of mlk.

O Ali does not like to be wthout mlk in his shop. So
when he receives a new delivery fromthe dairy, he normally
has a few packets left over fromthe previous day.

O Wiat does he do with the previous day's packets? If the
custonmers could choose, they would take the freshest m |k and
| eave the ol d packets. These woul d never be sold.

O But the previous day's packets are still all right. It
~woul d be a waste to throw t hem away. However, they nust be
sol d now, before it is too |l ate

O A therefore places the packets left over fromthe pre-
vious day in front of the new packets, thus nmaking sure that
t he packets he received first are also sold first.

1.

“‘

A

-

Some packets are left over Empty and clean the shelf
3. NN NN AN I X N NN
NN N NN

N(NIN

NIN LIL/L[NIN

Put in the new supply The leftover packets are
placed in front

RULE SI XTEEN:
FIRST I N - FI RST OUT
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— Di shonest people sonetinmes find it easy to stea
RULE goods fromshops. W call it "shoplifting". It
17 is minly a problemin self-service shops, but

you must not ignore it in counter-service shops.

| f you think about the problem when you arrange the display

of the goods, you may be able to reduce or even prevent
shoplifting. Let us anal yse the problem

First think of the goods which are nost |ikely to be stolen:
O Small things that are easy to hide in clothes.

O Expensive things that people would Iike to have but can-
nnt. nffnrd to h»v.

O Things for which there is a ready market.

Next, think of the places in your shop where stealing is
easy. For exanpl e:

O Places that cannot easily be watched by the staff.

O Places fromwhich a shoplifter can escape quickly.

() Identify sone areas in your shop where a shop-
lifter could easily operate. Descri be them here.
®

n,,ager bought a few transistor radios. He was so
afraid of their being damaged or stolen that he
| ocked themup in the storeroom However, he did
put up a sign on the counter saying: "Radios in
st ock". Conpare with Rule Two and wite down your com
ments bel ow.

" What do you think about the follow ng: A shop na-

RULE SEVENTEEN:

ARTI CLES WH CH ATTRACT SHOPLI FTERS SHOULD NOT BE
DI SPLAYED WHERE THEY ARE EASY TO STEAL



rebeca
Identify some areas in your shop where a shoplifter
could easily operate. Describe them here.

rebeca
What do you think about the following: A shop man,,
ager bought a few transistor radios. He was so
afraid of their being damaged or stolen that he
locked them up in the storeroom. However, he did
put up a sign on the counter saying: "Radios in
stock". Compare with Rule Two and write down your comments
below.
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DI SPIL AY] NG PFRI SHABI FS

O If you sell fresh neat or fish in your shop, you have to
keep it in a cooler at a tenperature just above freezing
(0°CQ. Oherwise, it will soon start to snell.

O Oher perishables such as nmilk. evzs. veEetables and oi
will stay fresh for a |l onger period in a cooler. For such
items the tenperature need only be kept at just bel ow +10°C.

O Frozen goods nust be kept in a deep-freeze at a tenbera-

ture of around -2010C

Even when articles are kept separately in a cooler or a
freezer, the rules for the display of goods should still be
foll owed as far as possible. Look upon the cooler or freezer
as a "mni-shop" and arrange the display accordingly.

It is particularly inmportant to followthe rule "First In -
First Qut" when dealing with perishables. And do not think
that frozen food can be stored for ever. It cannot.

Sone freezers are covered with a lid. The custoners cannot
see what is inside. Here we have a display problem

Study the picture bel ow and you may get sone i deas about how
to solve the probl em

MACKEREL 19 20

ICECRE
<D ;7\’“”
1840 O 60

C —
- OKEN 15.10 1.20
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THE DI SPLAY OF GOODS - A _Sunmmary

There are many rules to foll ow when di splaying goods in a
shop. You have now | earned the basic ones.

| ow, so that you have themall together. Try

to menorise them It will be easier if you di-

vide theminto three groups: rules for attrac-
tive display, rules for practical display and rules for
safe display.

" Wite down the seventeen rules in the space be-

10

11 -

12

13

14

15

16

17

followed in your own shop at present. If so,

" Check if there are any rules which are not being
mark themin your list wth an X
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rebeca
Write down the seventeen rules in the space below,
so that you have them all together. Try
to memorise them. It will be easier if you divide
them into three groups: rules for attrac -
tive display, rules for practical display and rules for
safe display.
Check if there are any rules which are not being
followed in your own shop at present. If so,
mark them in your list with an X.

rebeca
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MAKING A NEW DISPLAY

You may agree that sone of the rules, such as the rul e about
"First In - First Qut", are easy to apply once you know

t hem O hers may take nore time to apply since they involve
maj or changes in your present display. This is the case of
Rul e One (displaying goods in groups), Rule Three (displaying
goods at eye level), Rule Eleven (displaying the entire con-
tents of a bulk package at a tine) as well as Rules Fourteen
to Seventeen (displaying goods safely).

If these rules are not applied in your shop at present, start
fromthe beginning and arrange a conpletely new display.

O herwi se you may end up with a long series of changes which
will only confuse customers and staff.

That is why we suggest a WORK PLAN whi ch you can foll ow when
maki ng a conpletely new display in your shop. See the follow
I ng pages.
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1 GROUP THE GOODS

Prepare a list of all
sold in your shop.

t he goods which are usually

- Divide the articles into groups (Rule One). Use the

list on page 7 or prepare your own.

- Whenever you notice a group becom ng nuch | arger
than the others, split it into sub-groups.

2 PLAN YQUR DI SPI AY

Draw sketches of the shelf space in your shop (one

sketch for each wall wth shelves on it).
- Estinmate the space needed for each group of itens.
- Bearing in mnd Rules Two, Three, Seven, N ne, Ten,

Twel ve and

Fi ft een,

group should go.
Here are a few exanpl es:

mar k on the sketches where each

TINNED FRUIT BREAKFAST
VEGETABLES SoUPs BABY FooDS CEREALS
TINNED MEAT SPICES TINNED & POWDERED
2 FISH SPICES MiLK BISCUITS
WINES & SPIRITS OFF,
FATS & 0O/LS JUICES ¢ ng'OATEA BREAD
COOKING SUGAR GRAIN & PULSES
oILS
SHELVES BEHIND COUNTER
IN CONTAINERS AT THE COUNTER:
RICE
MAIZE FLOUR
SUGAR
CLOTHES PAPER
PRODUCTS
TS ON THE FLOOR:
/L
BEER, SOFT DRINKS
CLOTHES 7OILETRIES KEROS’: ENE
HOUSEHOLD |CLEANING PROD.
ARTICLES & INSECTICIDES IN GLASSCABINETS ON THE COUNTER:
EARM C/GARETTES, MATCHES
impLEMENTS | PETERGENTS MEDICINES
TOILETRIES
SWEETS
SIDESHELVES STAT/ONERY

HARDWARE CSMALL ITEMS)


rebeca
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MAKE A TRIAI DI SPI AY

Enpty and clean all the
shel ves i n one section

of the shop

- Put a sanple of each arti-
cle on the shelf you have

chosen for it. Al | ow
enough space for the con-
tents of a whole bulk
package (Rul e El even).

(m

]

(@

This is what a trial
play in a section of your
shop may | ook Iike.

di s-

4

CHECK THAT THE DISPLAY | S SAFE

Make changes if necessary (Rul es Fourteen,

Sevent een) .

Fi fteen and

5

COVPLETE THE DI SPLAY

Fill up the shelves (Rules

Five and Thirteen).

Mark the price (Rule Six).

Here you can see the sane
section with the conpleted
di spl ay.

(
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REPEAT OPERATIONS 3 TO5 WTH ALL THE OTHER SECTIONS I N

THE SHOP

ARRANGE SPECI Al DI SPI AYS

See Rul e Eight.

CHECK

Try to see the shop as a custoner woul d. What
overal |l inpression of the display? Make any necessary
changes (Rules One to Eight).

wel cone the custoners.

is the

You are now ready to

MALNTAI N YOUR DI SPLAY AND KEEP | T NI CE

Refill and clean the shelves daily (Rules Four,

teen and Sixteen).

Thi r -
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rebeca

rebeca
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"CHECK-OUT"

To prove to yourself that you have fully
understood this Elenent, you should now
go through the follow ng questions.

Mark what you think is the right answer
to each question. The first question is
answered as an exanple. |If you have
problems with a particul ar question, go
back and read the correspondi ng chapter
agai n. Your teacher will |ater check
your answers.

1 Way shoul d the goods be placed in groups?

) To make it easy to find an article
To avoi d the goods bei ng damaged
¢ To nake it easier to fill the shelves

2 Which is the best place for the goods you want the
customers to pay attention to?

a On the highest shelves
b On the m ddl e shel ves
¢ On the | owest shel ves

3 For whomis a good display val uabl e?

a For the custoners only
b " For the staff only
¢ For staff and custoners

4 Where shoul d you pl ace goods which are sold nost often?

a On the |ower shel ves
b Under the counter
¢ Wthin easy reach of the assistants

5 How shoul d the goods be placed on the shel ves?

a Towards the back of the shelves to get a safe display
b Towards the front edges of the shelves
¢ Towards the m ddl e of each section

6 VWhat does the rule "First In - First Qut" nean?

a That the sal esman who was enpl oyed first nust |eave
first

b That the goods you received first nust be sold first

¢ That the custoner who enters first nust |eave first

7 To give the inmpression that the shop has plenty of
goods, you should

a Pile the goods high
b Oder plenty of goods fromthe whol esal er
¢ Display the goods so that the shelves seemto be full
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Where shoul d fragile goods not be placed?

a In the storeroom
b At eye |leve
C Cose to corners, on the edges of shelves, high up

f you have to use the |ower shelves, they should be
tilised for

I

u

a Well-known articles

b Articles of less good quality
C Hgh-priced articles

VWi ch of the following fornms a natural group of articles?

a Shorts, socks, handkerchiefs, sungl asses
b Mrrors, conbs, neckl aces, sungl asses

¢  asses, vases,.glass-bowls, sungl asses

When you refill an enpty shelf you should try to nmake
use of one whol e bul k package. Wy?

a Because people are always asking for enpty cartons
b Because it is easier to carry a carton than a few

smal |l itens
C You save tinme and effort and can keep the storeroom

i n proper order

How shoul d bottles of cough syrup be displ ayed?

a On the | ower shelves
b Standing up, with the |abel facing the custoners
C Lying down so that space is utilised properly

Where shoul d bl ack pepper be displ ayed?

a Wth onions and cucunbers
b Wth salt and soy sauce
c Wth beans and peas

The snel|l of kerosene may make rice snell and spoil it.
This can only be avoided if:

a Kerosene is kept in nmetal cans
b Rice bags are kept cl osed
C Kerosene is kept far away fromthe rice

To whi ch goods does the rule "First In - First Qut"
appl y?
a Vegetables only

b Tinned food and vegetables only
c Al articles in the shop
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COMPLEMENTARY EXERCISES

To conpl ete your studies of this
topi c you should take part in
sone of the foll ow ng exercises
which w Il be organised by your
t eacher.

DISCUSSION

a) Study the display of the goods in an average-size
counter-service shop. Conpare with all the rules for
display in this El enent. Wite a critical report
about the display.

b) Prepare a list of all things sold in the shop. Divide
theminto suitable groups. See step 1 of the Wrk
Pl an on page 28.

c) Plan a display for the whole shop. See step 2 of the
Wrk Plan on page 28.

d) Display the goods in one section of the shop according
to your new plan. See steps 3 to 5 of the Wrk. Pl an
on page 29.

2 Display of Prices

ot ai n sone pieces of wood, such as those used for the
shelves in the shops. Prepare sone price |abels of diffe-
rent types and fix those to the "shelves"” in different
ways. D scuss the advant ages and di sadvant ages of the va-
rious materials and techniques. Report your findings to
your col | eagues.

3 A Check-list
Prepare a "Di splay Check-List" for the shop assistant in
charge of the display of goods in a mddle-sized counter-
service shop. Wite down step-by-step what he shoul d do
every day in order to check and maintain the display.

. .
4 Sonme Display Problens

On page 8 of the Elenent you have listed several groups of
goods. Conpare your proposals with those of other nenbers

in the same group. Discuss the question further and report
to the other groups.

; , | <ol

You have witten some conments on the questions on page 16:
"Is it fair to the nmenbers to display the goods in an at-
tractive way?", etc. Conpare your notes with those nade by
ot her menbers of the group, discuss the questions and pre-
pare a group report.





