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Presenting Impressive Pictures of Your Showroom  

-When taking pictures of people or products in your store, make sure your 

backdrop is in an impressive area of your showroom. 

 

-Utilize angles that make it look as though your showroom is packed and 

limitless. Avoid showing blank spaces. 



The idea is to create the image of something happening every day. It 

is not just another boring day in the  

store. 

 

Show pictures of: 

- Events happening 

- Unpacking of stock items 

- New products 

- Employees 

Use Social Media to Make It Look Like Things are 

Happening at Your Store 



Take Advantage of YouTube 

-Utilize YouTube to bring your showroom to your customer’s living room. 

 

-We want to be able to give them a  

virtual tour of our store, product demos, 

showcase a program we offer,  

or events we are promoting. 



Your People Matter 

-Make sure to use photos of your employees on your website and 

social media pages. 

 

-This makes them more approachable on the sales floor  

and easier for customers to connect with because they 

feel like they already know them.  

 



Partner With Manufacturers to Create FB Share Contests 

-Tagging a manufacturer or vendor enables you to put your store, 

your products and your employees in front of customers that may 

have never heard of you before. 



Form Partnerships 

-Island Music was lucky enough to partner with online music 

personality Tyler Larson founder of Music is Win.  

By associating with Tyler we were 

able to reach his millions of FB,  

IG, Twitter and YouTube followers. 

A video Tyler taped in our store  

received 1.3 million views on  

YouTube and was also featured  

on GuitarWorld.com. 
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Set Expectations 

Web page is your business card and 

a  

preview of what customers will find 

when they visit 

 

Branding between web and  

store should be identical 

 

 Don’t create expectations  

 you can’t keep 



Introduce brands you carry  

Services 

How to find the store, Google maps,  

Google 360 view 

News 

Content 



• Through booking mechanisms for sales and services 

• Promotions 

• Limited time special services 

• Events like concerts or master classes 

Call to action (visit) 



• Emails, social, phone 

• Valuable and interesting 

• The hang-out effect 

• Borderline between friends and customers 

Constant contact with customer 



Very powerful – if done right 

 

Fender: stock requirements for planned 

“showrooming”, deal through dealer, support 

through Fender web, Fender sales only products 

usually not stocked by dealers 

 

 

Kawai: MSRP offer on  

webpage, dealer sells for  

MAP, customer assumes deal 

Manufacturer going direct 



Show your store 



Blogs build traffic 



Promote the scene 



Manage reviews! 



SEO word management?  

Important! 



Promote newsletter sign ups 



Use events to connect 



Display multiple traffic driving offers 

Professional Music 



Social Media 



Questions?  

Retail Up! 

Hall C  

Booth 4318 
service@retailup.com 

www.retailup.com  

800-691-8172 
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