
Part I



Gardnerville, Nevada

Give your business a great name

Gorham, New Hampshire

Most important: Blade signs



Cedar City, Utah

Make sure your window displays pull customers in the door

Canmore, Alberta

Extend window displays to exterior spaces



Fort Macleod, Alberta

The power of curb appeal

Stellarton, Nova Scotia

70% of first-time sales can come from curb appeal



Remember
Marketing will bring customers to you just once. Period. 

The ONLY thing that brings them back is: 
- YOU! And your staff 
- The products or services you sell 
- The experience: the setting, ambiance, and 

atmosphere you provide:

The Idea Book - Part II



Shawano, Wisconsin  
(population 8,500)

Sunnyside, Washington  
(population 16,500)

Loose leaf teas 
Virgin olive oils 
Balsamic vinegars 
Dried pasta & gourmet foods 
Kitchen gadgets 
Wine & liquors 
Cheese 
Craft beers 
Home decor







Home decor & accents 
Gifts 
Bath & kitchen goods 
Clothing & accessories 
Jewelry







Eight more ideas that can increase YOUR retail sales
Some that Lori, Abby and Chelsea are doing great at, 

and some they might want to implement to go the next step, 
with a few other examples tossed in the mix

Become a “brick-and-click” shop 
You should be selling online

STEP

1



Quick facts
• GenXers shop more online than Boomers and Millennials
• 12% of all retail sales (worldwide) via online sources (2018)
• #1 reason for shopping online: 24/7 access
• 51%: Consumers trust companies who make it easy to reach the 
people behind the company.
• 61%: Smart phones used for retail site visits
• 68%: Of online purchases are by men (that’s right, men)



Other e-commerce platforms
• BigCommerce (the other biggie)
• WooCommerce (A WordPress platform)
• Wix (integrates with Facebook - so far)
• Square (free, but basic, single-page store)



• You can hire professional assistance 
• You can use a creative high school or college student 
• Work with your community college or local university 
• Bring on an intern 
• Hire a part-time contractor 
• You can do it yourself, dedicating one week to setting it all up 
• And then perhaps two to four hours a week



Fill out your Google My Business profile

STEP

2





“Shawano Stock Market offers a large assortment of high quality loose 
leaf teas, largest selection in Northeast Wisconsin of Ultra Premium 
extra virgin olive oils and fine aged balsamic vinegars, air dried pasta 
and gourmet foods, Himalayan salt tiles, and a unique selection of wine 
& liquors. Complete your shopping experience by browsing our antique 
and home decor showroom, sure to find a one of a kind piece!”



www.google.com/business



Use Google’s Retail Tools

STEP

3

https://www.google.com/retail









Use social media to sell your products: 
Facebook

STEP

4







Use social media to sell your products: 
Instagram

STEP

5













You can also sell through Pinterest 
(Especially good if you cater to women)

And don’t forget TripAdvisor! 
(The top site - in the world - for visitors)



Offer advice, tips, tricks & ideas 
YouTube | Other Social Media | Email Marketing | Your blog

STEP

6



The Missouri Star Quilt Company story



1996-1999: Built the retail business (New Jersey) 
1999-2002: Website and e-commerce 
2002-2004: Search marketing 
2004-2005: Improving the online marketing & sales 

2006: Wine Library TV (content marketing) 

“Went from spending millions of dollars to spending 
no money, while increasing sales by $20 million a 
year”

Gary Vaynerchuck





Email marketing 
Website platforms 
Google 
Social media 
SEO



Advertise on Facebook

STEP

7









Take advantage of free ad promotions or credits
Remember:



Events & workshops 
(Making it experiential)

STEP

8





• Craft classes | cake decorating | cooking classes | $40 to $60 

• Limited to 15 people | Includes wine, food, tastings, samples 

• Sell out as soon as they are announced 

• 15% off of merchandise during the class 

• One each month



#1: Instagram 
#2: Pop-up shops 
#3: Facebook 
#4: Being a pop-up shop

Pop-up shop events: 
• Typically three merchants: food, clothing, make-up, baby clothes… 
• 2 in May | 2 in June | 3 in July | 2 in August | 2 in September 
• Typically a Friday & Saturday | No charge to the shops 

As a pop-up shop 
• At regional events, fairs, etc.



#1 - Develop a “shoppable” e-commerce website (the key project) 

#2 - Fill out your Google My Business profile (no cost) 

#3 - Use Google’s Retail Tools (you set the budget) 

#4 - Use social media platforms to sell your products or experiences: Facebook (no cost*) 

#5 - Sell using Instagram (no cost*) 

#6 - Offer advice, tips & tricks: Content marketing! (little to no cost) 

#7 - Advertise on Facebook (you set the budget) 

#8 - Make your store experiential: events and activities (some cost / revenue generator) 

* Comes with Shopify, BigCommerce and, some other e-commerce platforms



Here’s to the incredible success of your retail shop!

For more how-to resources join us at DestinationDevelopment.org


