Lets face it

John Stanley

L et's face itl One of the objectives of a library is to get
books, CD's and magazines into patron's hands. Who
controls that, the librarian? Sixty per cent of what goes off

a typical shelf is impulse. Impulse decisions are based on what

we see and what we see is in the control of the person who
initially displays the books.

I was recently conducting a library workshop where one
delegate was saying that having a facing policy in the library
was common sense. But, is it? lagree every library should have
a facing policy and Ido come across some excellent merchan-
dising in libraries, but also other libraries are missing huge
opportunities.

Back to basics

Firstly, lets look at the basic principles of facing. Facing is where
you display the book cover outward instead of the spine. As a
rule in retailing, the width of a face, to make it work, should be
at least the height of the product.

If the facing is less than this, the eye will often miss the
product. The other interesting thing to note is that if the facing is
too iarge, for example height x 12, the consumer may feel there
is something wrong with the product and start resisting it.

In my workshops, | have been using retail examples to
highlight how important facing is, but | was pleased to recently
discover some research on facing in libraries that supports the
theory.

The Library Research Service (May 2002) produced some
research from Colorado State Library where they had studied
the impact facing has on borrowing habits. They studied the ef-
fect of facing on the increase in loans on fiction and non-fiction
book categories. In the fiction category where they introduced
a facing policy, they found a massive ninety per cent increase
in the borrowing rate.

Why the difference? I know in my own use of libraries, when
it comes to non-fiction borrowing, | look on it as a ‘purpose’
borrowing decision and Icome in with a specific book in mind.
When itcomes to fiction, lam a typical 'impulse' borrower and
will select what you offer that appeals to me.

This research seems to indicate that this seems to be the case
with most borrowers and shows that a facing policy on fiction
books is more critical than a non-fiction.

In my supermarket days, |worked for a supermarket in the
UK where it was policy to face all products. This is not practical
in a library with thousands of books, but I would still have a
policy of facing books in other key areas, such as:

« Stretch shelf positions (those above the customers chin) to
increase lending at that height.

¢« Gaps on all shelves (you can't take a book from open space,
it's an opportunity).

¢ Endcaps to book shelves.

Facing is a key merchandising strategy used to increase
book borrowing and should be part of your internal marketing
strategy.
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Why even look
at an unproven
system, when
you can have
a genuine

. M SelfCheck
system from
just $26,150+gst

3M Library Systems

A.C.N 000 100 096 A.B.N 90 000 100 096
950 Pacific Flighway Pymble 2073

Contact Mervyn Murray
memurrav@mmm.com
Phone 02 9498 9325

or your local genuine 3M sales person

QLD Terry 0412577 390 NSW Paul 0412 160295
VIC Sue 0412 879283 WA Stephie 0403 469286

SA Mervyn 0412 348879 OTHER Elizabeth 02 9498 9252

13


http://www
mailto:memurrav@mmm.com

