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L et's fa c e  it! O n e  o f  the o b je c t ive s  of a library is to get 

b ooks ,  C D 's  and  m a g a z in e s  into patron 's  hands. W h o  

controls  that, the librarian? Sixty per cent  of w hat goes  off 

a typ ical shelf  is impulse. Impulse dec is ions  are based on w hat 

w e  se e  and w h at  w e  s e e  is in the control o f  the person w h o  

initially displays  the books.

I w a s  recen tly  c o n d u c t in g  a library w o rk sh o p  w h e re  o n e  

d e le g a te  w a s  say ing  that having a fa c in g  p o licy  in the library 

w a s  c o m m o n  sense.  But, is it? I agree  every  library should  have 

a fa c in g  policy  and I do c o m e  across  so m e  e xce llent  m e rch a n ­

d is in g  in l ibraries, but a lso  other l ibraries are  m issing huge 

opportunities .

B a c k  to basics

Firstly, lets look at the basic  principles of facing. Facing is w h ere  

you  disp lay  the b ook  co v e r  outw ard  instead o f the spine. As a 

rule in retailing, the width of a face, to m ake  it work, should be 

at least the height o f  the product.

If the fa c in g  is less than this, the e y e  w ill  often m iss the 

product. The other interesting thing to note is that if the fac ing is 

too iarge, for e x a m p le  height x 1 2 ,  the co n su m er may feel there 

is som ething  w ro n g  with the product and start resisting it.

In m y w o rk sh o p s ,  I have  b ee n  using retail e x a m p le s  to 

highlight h o w  important fac ing  is, but I w a s  p leased  to recently  

d isc o ve r  so m e  research on fac ing  in libraries that supports the 

theory.

The Library R esearch  Se rv ice  (M ay 2 0 0 2 )  p ro d u ced  so m e  

research from C o lo ra d o  State Library w h e re  they had studied 

the im pact fac ing  has on b orrow ing  habits. They studied the e f­

fect o f  fac ing  on the increase in loans on fiction and non-fiction 

b ook  categories . In the fiction category  w h e re  they introduced 

a fa c in g  policy, they found a m assive  ninety per cent increase  
in the b orrow ing rate.

W h y the difference? I know  in m y ow n use o f libraries, w hen 

it c o m e s  to non-fiction borrow ing, I look on it as a 'p u rp o se '  

borrow ing decision and I c o m e  in with a specif ic  book in mind. 

W h en  it co m e s  to fiction, I am a typical ' im pulse '  borrow er and 

will se lect  w hat  you offer that a p p e a ls  to me.

This research seem s to indicate that this seem s to be the case  

with most borrow ers and sh ow s  that a fac ing  policy  on fiction 

b ooks  is m ore critical than a non-fiction.

In my superm arket days, I w o rk ed  for a superm arket in the 

UK w h ere  it w as  policy  to face  all products. This is not practical 

in a library with th ousands  o f books , but I w o u ld  still h ave  a 

po l icy  of fac ing  books  in other key  areas, such as:

•  Stretch shelf  posit ions (those a b o v e  the custom ers chin) to 

in crease  lending at that height.

•  G a p s  on all shelves (you can 't  take a book from open space, 

it's an opportunity).

•  Endcaps to b ook  shelves.

Facing  is a key m e rc h a n d is in g  strategy used to in cre a se  

book b orrow ing and should  be part of your internal marketing 

strategy.
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