
Signs of the times, part two
John Stanley

I n the last article [inCite, Novem ber, 
p 2 6] w e  looked at how  you can 
im prove the signage strategy in 

your library. A  well-developed, consist
ent signage strategy can increase the 
average lend per patron d ram atica lly .
I am  a be lie ve r that som eone in your 
library should have a ded icated  role to 
m anage and im p lem ent your overa ll 
signage policy, as the key to the gam e 
is consistency.

In the last artic le I provided the first 
six steps to im proving your silent com 
munications, in this article I w ill provide 
you w ith  the next six key tips.

Tip 7
Prom ote n ew  books or recom m end  
books w ith  s im p le shelf talkers. H ave  
a stash of these m ade up so your team 
can easily  use them . Patrons like to 
know  w hat your offering that's new  or 
w hat you as the experts recom m end. 

Tip 8
O n e  of the debates in the retail w orld  
is should  hand w ritten  signs be used. 
Researchers tell us w e  read hand written 
signs before w e  read printed signs, but 
is that a reason to use them ? M y  v ie w  
is that hand written signs detract from 
a professional im age and there is on ly

P o w er W o rd  A lphabet

A
Action, accomplish, ahead, 
anybody, achieve, answer, an
nouncing, amazing, at last

N New, now, need, nude, nice, 
neat, never before

B Benefit, best, bible, big, bar
gain O Opportunity, occult, Open, on, 

original, occasion, own

C
Can, calm, care, career, clean, 
comfort, challenge, compare, 
cash, control

P
Proven, power, positive, pro
mote, protect, payoff, pro, 
pleasure, profit, performance

D Discover, deliver, destiny, defi
nite, dynamite, decide Q Quality, quick, quiet

E Easy, earn, effective, efficient, 
entertain, extra, exciting R

Results, respect, revive, right, 
rich, revolutionary, remark
able, record

F
Free, famous, full, fancy, fun, 
future, facts, friends, fast, 
found

S

Save, safe, sale, satisfaction, 
self, service, sensational, spe
cial, smile, super, startling, 
secret, suddenly

G Guarantee, get, glamour, great, 
gold, give T

Today, take, taste, thanks, time, 
true, try, total, tempting, think, 
trust

H
Health, happy, heart, heaven, 
help, home, 'how to', hurry, 
honour, hot, hope, honest

U Urgent, unique, understand, 
ultimate, useful

1

Introducing, intelligent, in
vention, invite, innovate, 
incredible, interest, improve, 
immediate, important, instant

V Victory, vitamin, vacation, VIP, 
value, valour, volume

J Join, jewel, jumbo, joy, just ar
rived, juicy w

Win, wise, wanted, worth, 
willing, wow, which, when, 
why, who else, wonderful

K Know, key, king, keep, knowl
edge, kind X x-ray, Xanadu, Xavier, X

L
Love, land, liberty, luxury, look, 
last chance, life, lasting, listen, 
learn

Y You, your, yes, young, youth

M
Money, magic, more, maxi
mum, minute, modern, mira
cle, most, mind, mine, many

z Zest, zodiac, zip, zenith, zeal, 
zero

one legitimate use for them. W h e n  you 
recom m end something as a team m em 
ber in house, such as 'M y  favourite ...'. 
Then I believe there is a role as it pro 
vides a personal touch. Having  said that 
I w o u ld  ensure on ly  one person in the 
team w ro te  the signs. The consistency 
rule still applies.

Tip 9
U se  w ords that increase lend rates by 
increasing your patrons interest.

Attention words are:

At last 

Attention

Back  by popular dem and 

F ina lly

For the first tim e

For those w ho  insist on the best

G ood  news

H urry

In a class by itself

It's here

N ew

N o w  you can

Reasons w hy you s h o u ld ________

State of the art

Sw itch  t o ________

Take a look at these

U se  positive w ords to prom ote 
books. D o n a ld  C aud ill from the U n i
versity of North A lab am a  suggests us
ing pow er words from his 'Pow er W o rd  
A lphabet'. [See box]

Tip 10
Prom ote books not signs. The a im  of 
the sign is to draw  attention to the book 
you are promoting. O ften  the sign is so 
dom inant that all the patron sees is sign 
and no book.

Tip 11
A lw ays rev iew  your signs once  a w eek. 
You should  have a check lis t for your 
library tour and p roduce an action  list 
as a result.

The check lis t on the next page 
should help.

Tip 12
Review  your signage strategy every year. 
Signage changes rap id ly and new  tech 
nology could mean you are soon out-of- 
date. You should therefore rev iew  your 
w h o le  signage strategy on ce  a year and 
d ec ide how  you w ish  to d eve lop  your 
silent salesperson in the future.
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A c tiv ity G ood ideas Problem s

R eview  this w eek ’s sale signing
• Are all advertised books signed? (list)

• D o  any ad items have traditional problems, such as a lw ays needing two 
signs for back-to-back signing etc.

R eview  general signing policies
• Are there any out-of-date signs still up?

• Are there enough signs, per agreement, per fixture, gondola, etc.?

• Are there too m any signs in any area? Too few?

R eview  general sign qu ality  issues
• Are signs consistent —  legible and neat?

• Are the benefits w e ll presented?

• D o  the signs, in general, enhance  the appearance of your library? 

R eview  trend  signing
® Is 'what's new ' proudly out in front for the patrons to see, and is it prop

erly signed?

• Are there any trends w ithou t signs?

°  Does the patron understand the trend?

• R ev iew  any problem s uncovered  by other team members.

• C om m un icate  this checklist to other team members.

John Stanley is a conference speaker an d  reta il consultant w ith  m ore than tw enty years experience in 
fifteen countries. John works w ith  libraries around the w orld  assisting them  w ith  their merchandising, 
staff and m anagem ent training, custom er flow, customer service and image. John Stanley Associates 
produce an e-new sletter specific to lib rary retail, which includes innovative ideas and advice 
to help you grow  your library. I f  you w ould like to receive a regular copy please visit h t tp : //  
w w w .johnstanley.ee o r e-m ail us on newsletter@ johnstanley.ee.
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