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| Chapter One

Store Layouts
B HEAR

Theory I;art
B4

Service Position BR % 59 i

Though it's not a key part in the everyday selling, the layout of a store plays an
important role in attracting customers and promoting the selling. We should offer a safe,
comfortable and clean shopping environment for the customers. The charming layout can
get customers’ eyes; Convenience is also an important aspect that should be kept in the
mind by all the workers of the store; the reasonable goods’ show could help the selling.

Some shopping psychology theories and esthetic are applied when we arrange the
layout as well as the shopping habits of the customers: how to make customers

comfortable, how to attract them here.

Service Skills and Attainments JRZ e 5 £ 5%

The clerk, as the designer and guider of the store, should focus on such service skills:

Be sure that you can keep the store tidy and clean, and you should be familiar with the
layout of the store. Of course you know well the shopping habits of the customers and can
rearrange the layout in time.

The salespeople of the position need to complete the following main services in
English:

* Have the ability to arrange the store properly.

¢ Be able to explain the layout of the store to the customers.

* Be capable of adjusting the layout reasonably in time.

» Be skilled at playing the right music and turning on the right lights.

* Be skillful at showing the layout of the store to the trainees.



Key Words and Expressions #% Ly id iC

accessible location H AHIE foyer [1JT

overflow arrangement AW SR space hold Tl %5 (4]

center aisle width v [a] i i 9 B side aisle width #3898 &
cross aisle width i HE 8 T 5 display table JBRH

bulletin board /A4 k& lighting 7%, B8 BH

maximum shopping capacity R KERE acoustics 5 M &% S

Key Sentences @ & & ik

There are five floors.

BEHALE.

The first floor is the cosmetic department.

i — 2Rt & .

It’s appealing to ladies.

XX AR A RS ST,

It creates better traffic flow throughout the store.
5NN G B A .

The cost for such a layout is not high.

XA Y T AR R AR A
Service Procedure [R & K12

* Think about the basic information of the store.

% BRI B AN O .

Know the scale and the structure of your store.

AT B A A

Know the business scope of your store.
THREENEENE.

* Display the goods properly.
A FRPRY R &

Each floor plan and store layout will depend on the products.

FARYE T B R SR e E M5 .
The goods are sorted properly, and the related goods are near each other.
AT i o3 26 A B, A DG R o CAE BRI .

e The goods are clean and tidy.

JIT A o T R

¢ Adjust and rearrange the goods when necessary.

L L ) % R R A R A .



Points of Service IRE K BEE X

e Design the layout according to the scope and the scale of business.

REFHWABEMSENEGAEIER.

Take the shopping habits and shopping psychology of the customers in mind when
thinking about the store layout.
fHERSHRN, - EE2ZEBIHE N KWY S BmEY.oR,

Adjust and rearrange the layout according to the sales report and the response of
the customers.

RBHEFOLMBE RN ER AEEEAR.

Design the layout practically and economically.

JEEAR R EET K.

Service Dialogue X%

Dialogue 1
S: Salesperson C: Customer
S: Can I help you?
C: Can I give some advice?
S: Of course. What’s wrong?
C: It’s your shelf over there. I think its place is not suitable. I often knock into it

when shopping in your store. I ever communicated with other customers. They

also met such condition.

: I'm so sorry for the inconvenience. I'll report to our manager and we’ll make some

changes.

Practice

Answer the questions according to the service dialogue.

1. The customer wants to buy something, doesn’t he?

2. What advice does the customer give to the salesperson?

3. Do you think the shop manager will accept the customer’s advice and make some
changes?

Dialogue 2

C:
S:

S: Salesperson C: Customer
The food here tastes good.
Thank you.

C: But I think you can make some changes. These bread and cakes you can place near

the door. Then people passing by will have a delicious smell of freshly baked bread

and cakes. They will be attracted here. People can’t smell these nuts. So they can
be put behind.



S: It sounds reasonable. T'll replace. Thank you so much.
C: That’s all right.

Practice

Answer the questions according to the service dialogue.

1. Does the salesperson deal with the customer properly?
2. Do you think the customer’s advice is useful or not?

3. The layout is important for a store. Do you agree to it or not?

Practice Part

SR 4>

Practice 1 Layout Planning .
YImB 1 &Agit

Dialogue: It's Reasonable
XEFITREE
Task of Service Practice ZE I £ F

* Mr. Yang, the manager of the department store, is reporting the layout of the
store to Mr. Whitman.
R4 Mg ek IEAE I B & R A LIRS R .

¢ The layout is highly appreciated by Mr. Whitman.
AR &S EX T RERA T T HEE.

Service Practice AR & 283

Now, let’s begin the service practice according to Task of Service Practice.

45 8 L ST 55 R sE )l .
Model of Service Practice ZE 3 7 5%

Yang—Mr. Yang: the manager
Whitman—Mr. Whitman: the president
Yang: Good morning, Mr. Whitman.
Whitman: Good morning, Mr. Yang.
Yang: The new department store will start business next Monday. I'd like to talk

about the layout of the store.



