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Introduction
Digital media impact on trade and sales

Digital media deployment could influence
trade in many different ways. Undoubtedly,
however, the most important for the store owners
is to ensure unforgettable and engaging in-store
customer experience in order to increase sales
volume.
The researches show that despite of growing
percentage of online transactions, 60% of purchase decisions are still made on site in stores.
This means that digital media system could
be a valuable partner, who attends the right
place at the right time to guide the sales.
If you build a well-planned and managed
media, 15% increase in turnover can be a promising start. However, it isn‘t easy to achieve these
results. They are a product of precise analysis
of the key factors that influence digital media
efficiency.

60% of purchase decisions are taken
on site in stores.
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Key factors
for increasing sales
1. Key factor – positioning

When choosing the appropriate locations
to install the digital screens, we have to consider appropriate places, at eye level, where
the visitor naturally focus his eyes first. If he
have to make an effort to notice media devices,
it is most likely their message will not reach
him. Depending on the positioning, you can define the size of the display, whether to tilt it and
how to mount it, considering the overall design
of the store.
Media displays are situated most often
at key points of sales, where the customers
are supposed to take their purchase decisions.



Digital screens are usually located
at places, where the visitors naturally
focus their eyes first.

Depending on the positioning, you



can define the size, tilt it and how
to mount it. Media displays
are situated at key points, where
the customers to take their purchase
decisions.
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2. In the context
of the environment

Digital media should correspond to the
store environment.
To be more precise, the context consists
of several key elements that have to be taken
in consideration, in order to ensure the success
of our enterprise:

  
Time of day

Latitude

Season

When visiting stores, customers usually have
different preferences and are interested
in different things during the different hours
of the day, in working days or in holidays. Furthermore, customers spend their time in many
different ways. Geographical location should
be a key factor when selecting media content,
because this factor determines the demand
of particular products and services
Seasonal commitment of digital media
is the element that could not only help to direct
customers attention to the products and goods,
related to the upcoming holidays, but could
make the media content dynamic, recognizable
and very popular among customers. Thus, the
customers themselves would search the media
displays, in order to receive the necessary
information.

3. Engagement

4. Integration and reliability

One of digital media objectives is to engage
the visitors attention and to make them to take
action. This could be achieved by conveying
an inviting slogan for testing a new technology
or to review a product demonstration
on a device with resistive touchscreen panel.
Product presentation should not only to inform,
but also to educate and to entertain
the customer.

The opportunity to be integrated with
the already available systems is of a key
importance for digital media. These could
be systems for internal corporate organization and business management. Digital media
have to interact with these systems and as they
could be a source for current price offers
and offers for related products.
System reliability is also very important.
It should be a mandatory requirement
for the contractor to include an engagement
for system support in the contract. This support
service should be consistent with the working hours of the store premises. This option
reduces the time to diagnose the problem
and helps to resolve it faster.





System
reliability

Opportunity
for remote service
support

5. Analysis of the results



Providing of detailed
product information.



Information related to current
prices and promotions
for the products, currently
offered in the store.



Efficient impact which
would create positive attitude
to the advertised brand.



Encouraging customers
to search and buy
the products currently
offered in the store.

When one and the same media content
was distributed in objects, situated in different
cities and this resulted to absolutely different
sales volumes, it is most likely a demographic
problem and it should be taken in consideration. The analysis of the results is highly
recommended or even obligatory and it could
be supported by audience analysis and proofof-impression reports.
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Your business
is of importance for us

Contacts
If you would like to share your ideas and
comments on this subject, please send
a message to: sales@risk.bg
Office and showroom
Business center Boila
2L, Samokovsko shosse blvd.
1138 Sofia, Bulgaria
tel.:

(+359 2) 9175 426
(+359 2) 9175 437
website: www.risk.bg
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