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@ Hooking the next walk-in customer

The reason you see such consistency, with plenty of bright but neutral ambient light as well as spotiighting, is
that retail stores must achieve retail sales per sguare foot targets. These retailers learned years ago that the
only way to hit their targets was to pay close attention to lighting.

How about some facts? Ten years ago General Mutrition Center (GMNC) and its lighting supplier had an
argument. GNC and the lighting supplier agreed that the prototype of a new GNC store design looked great,
but GNC noticed that they could save a lot of money by cutting the display lighting from the design. The lighting
supplier was not happy with that idea, but neither side had facts to back up their conviction, so they agreed to
research it.

Two very similar GMC stores in two different malls were equipped with identical displays, with one excepiion:
one store’s end-cap display was illuminated with display lighting, while the other used only ambient lighting. A
day later they swapped dizplays so that the other store had the lit display. 13,500 mall visitors walked past the
stores during those two days, and their behavior was tracked carefully as part of the research. How many
stopped to look at the display? How many walked into the store? How many handled the merchandise? And
most importantly, how many bought the merchandise?

The results from the GMC research were stunning: During the time that the end-caps were illuminated with
exira display lighting more than twice as many products were sold than without illumination.

Want your own proof? Try the experiment yourself. Do you have a featured motorcycle that would sparkle with
an added spotlight? Or an accessory display that would benefit from greater attention? See if improved lighting
would help your sales.
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