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What do you see first?

Does it make you want to stop?

Golf stores compete for attention with
launch monitors, apparel, clubs,
accessories and promotional signage.

Every display needs one dominant visual
cue that tells shoppers where to look first.
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Can you find it?

Can shoppers locate what
they came for?

Drivers, irons, wedges, putters, balls and accessories
all compete for space.

Strong displays answer three questions immediately:

e What s it?
e Who is it for?
e Why is it here?

-

BENCHMARC.COM




(7-SECOND AUDIT )

Which one?

Can shoppers compare
without asking?

Buying golf equipment often means comparing

forgiveness, distance, spin, shaft options and
price.

Displays should help narrow choices before an
associate joins the conversation.

-
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Does it work together?

Does the display build the
complete solution?

Golf isn't purchased one SKU at a time.

Drivers connect to fitting services.
Clubs connect to bags.

Shoes connect to apparel.
Rangefinders connect to accessories.

Good merchandising helps shoppers build

a complete system.

-
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Can you try it?

Experience creates
confidence.

Golf is one of the few retail categories
where trying the product changes
purchase confidence.

* Pick it up?
* Swing it?
* Test it?

The easier the interaction, the easier the

purchase. 4
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What's next?

What happens after
Interest?

A great display doesn’t end at awareness.
It clearly guides shoppers toward the next

step:

* Book a fitting

» Compare models

» Scan product details
» Talk with a fitter

» Purchase today

-
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Ready to buy?

Does the display remove
friction?

The final decision should feel easy.

Price.

Availability.

Financing.

Inventory.

Take-home or custom order.

The best displays eliminate uncertainty
before checkout.

-
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7 SECONDS
7 QUESTIONS

Take this on your next store walk.

Use it to pressure-test whether
your displays help shoppers:

e Find.

e Understand.
e Compare.

e |nteract.

e Decide.
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