Salon Retail Display Optimization Guide

In Episode 68 of Marketing 100 on The Salon Business Show, Kayle emphasized that

successful salon retail requires a strategic, thoughtful system - not just hoping sales will happen.

This guide transforms one critical piece of that system: your physical retail displays. Based on
proven merchandising principles, it shows you exactly how to arrange, light, and maintain
product displays that naturally attract client interest without feeling promotional. From placement

strategies to signage tips, this resource helps your products sell themselves.

Core Principles of Effective Retail Displays

e Visibility: If clients can't see it, they can't buy it. Displays must be easily viewable from
key areas.

e Accessibility: Clients should feel comfortable approaching and touching products.
Avoid placing displays too high or behind barriers.

e Organization: Clutter kills sales. Keep displays clean, organized, and well-stocked but
not overcrowded.

e Storytelling: Group products logically (by need, brand, routine) to tell a story and make
selection easier.

e Freshness: Regularly update and rotate displays to keep them engaging and highlight

different products.

Placement Strategies: Location, Location, Location!

Where you place your retail displays significantly impacts their effectiveness.

1. The "Welcome" Zone (Reception/Waiting Area)

e Goal: Capture attention immediately, showcase new arrivals or salon favorites.


https://www.youtube.com/watch?v=NK9NwE3BIWk
https://www.youtube.com/@TheSalonBusiness/videos

Placement: Near the reception desk, visible upon entry, but not obstructing traffic flow.
Consider eye-level shelving.
Strategy: Use this space for best-sellers, seasonal promotions, or introductory kits.

Ensure it's well-lit and inviting.

2. The "Consultation" Zone (Styling Stations)

Goal: Reinforce stylist recommendations with products used during the service.
Placement: Small, curated displays on or near the styling station mirror or counter. Keep
it minimal to avoid clutter.

Strategy: Display only the products frequently used or recommended by that specific

stylist. Allows for easy "show and tell" during the consultation or styling process.

3. The "Experience" Zone (Shampoo/Backwash Area)

Goal: Introduce treatment products or items used during the relaxing backwash
experience.

Placement: Neat shelving within view of the client (if possible without looking cluttered).
Can also be a small display near the entrance/exit of this area.

Strategy: Focus on shampoos, conditioners, masks, and scalp treatments used.

Signage here should be minimal and clean.

4. The "Decision" Zone (Checkout Area)

Goal: Final opportunity for impulse buys or reinforcing recommendations.
Placement: Small, organized display near the point of sale.

Strategy: Feature travel sizes, gift sets, or complementary items to services just
received (e.g., hairspray after an updo). Keep it tidy and easy for the front desk to

manage.




Display Design Tips: Make it Pop!

e Rule of Three: Group products in odd numbers (like 3 or 5) for visual appeal.

e Vary Heights: Use risers or stands to create different levels and draw the eye across the
display. Avoid flat, monotonous layouts.

e Color Story: Group products by color for impact, or use props and backdrops that
complement the product packaging.

e Less is More: Don't overcrowd shelves. Allow space around products to make them feel
more premium. Aim for well-stocked, not stuffed.

e Use Props Sparingly: Simple, relevant props (like a clean bowl with a hair mask
swatch, or natural elements like wood/stone) can add texture, but don't let them
overshadow the products.

e Keep it Clean: Dust and tidy displays DAILY. Assign responsibility.

Lighting: Shine a Light on Sales

e Spotlighting: Use focused lighting (like track lights or small LED spots) to highlight key
displays or hero products.

e Warmth: Opt for lighting that flatters skin tones and makes the product colors look
appealing (avoid harsh fluorescent light if possible).

e Backlighting: Shelving with built-in backlighting can make products stand out
dramatically.

e Avoid Glare: Position lights so they don't create glare on product packaging.




Rotation Schedule: Keep it Fresh & Engaging

e Weekly Tidy: Dust, restock, and ensure everything looks perfect.

e Monthly Refresh: Change the focus of one or more key displays. Highlight a different
brand, product category, or seasonal theme.

e Quarterly Overhaul: Consider rearranging display locations or introducing new
fixtures/props.

e Track Sales: Pay attention to what sells well in different locations. Use this data to

inform your display strategies.

Signage: Simple, Clear & Benefit-Oriented

e Purpose: Signage should inform and entice, not overwhelm.

e Keep it Brief: Use short headlines or bullet points.

e Focus on Benefits: Instead of just the product name, state what it does (e.g., "Tame
Frizz," "Boost Volume," "Protect Color").

e Professional Look: Use consistent branding (fonts, colors). Opt for clean, printed signs
over handwritten ones (unless it fits a specific brand aesthetic).

e Price Clearly: Ensure prices are visible and easy to read. Consider small, elegant price
tags or a clean price list nearby.

e Avoid Jargon: Use client-friendly language.

e Call to Action (Subtle): Phrases like "Ask Your Stylist," "Featured Favorite," or "New

Arrival" can pique interest.
Example Signage:

> Featured Favorite > > [Product Name] > * Adds incredible shine > * Smooths flyaways > *
Lightweight formula > > $XX.XX > Ask your stylist!




Retail Display Optimization Checklist

[J Are displays visible from key client traffic areas?

[J Are products accessible and easy for clients to interact with?
[J Are displays clean, dusted, and well-organized?

[ Is there clutter? (If yes, remove it!)

[J Are products grouped logically (by brand, need, routine)?

[J Is there visual interest (varied heights, color, props)?

[ Is the lighting highlighting the products effectively?

[J Are rotation schedules in place (weekly tidy, monthly refresh)?
[ Is signage clear, concise, benefit-focused, and professional?
[J Are prices clearly marked?

[J Does each display zone (Welcome, Consultation, Experience, Decision) serve its

purpose?

By implementing these strategies, your retail displays can become powerful tools that enhance

the client experience and contribute significantly to your salon's bottom line.
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Looking for more strategies and resources? Check out the rest of our Marketing 100 series.


https://thesalonbusiness.com/
https://thesalonbusiness.com/salon-marketing-strategies/
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