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4. MERCHANDISING [1 DAY]
Merchandising	training	refers	to	the	process	of	educating	and	equipping	individuals	with	the	skills	and	knowledge	necessary	
to effectively plan, present, and promote products or services in a retail or business setting. It involves teaching strategies 
and techniques to optimize product placement, visual appeal, and sales performance in order to maximize customer interest 
and drive revenue. 

The	definition	of	merchandising	is	discussed	and	the	purpose	or	outcome	that	is	expected	from	proper	merchandising.

  TOPICS COVERED:

	 	 •		How	a	store	layout	assist	or	hinder	sales.
  •  The placement of products by category around the retail space including the height is discussed in detail.
  •  What constitutes a good display.
  •  All supporting elements are handled to determine what enhances the sales/customer experience.
  •  Focus is also placed on counter displays and gondolas.
	 	 •		Many	practical	examples	are	used	to	show	what	is	good	practises	and	the	reasons	why	it	is	used.
	 	 •		Product	classification	is	explained	and	the	use	of	it.
  •  Detailed discussion is formed around this mentioning cross merchandising, slow movers, impulse buys and what   
   constitutes a known value item.
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CONTACT DETAILS
apvtraining@agra.com.na

+264 61 290 9208
Agra	Hyper	@	Lafrenz	Industria	Str,	Northern	Industrial

Windhoek | Namibia 
www.agra.com.na

https://www.facebook.com/agraprovision

Certificates of 
attendance are issued 
to participants for each 

course successfully 
completed.

www.agra.com.na FIND US ON


