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Steps to reduce showrooming in my store
As a retail store manager, I am accountable to making decisions that would increase sales and reduce showrooming. In this regard, there are some steps that I would implement in order to reduce showrooming in my store. One of the steps in improving the experience in the customer store. The improvement entails ensuring that the store is well-stocked with latest quality products, making sure that the customer service is excellent and hiring a friendly staff would be another advantage for my store. Another step that I would take is to make sure that the prices of my store match with the costs of the online products, or they are slightly less. They will attract my customer and portray a pocket friendly aspect. It is to ensure that those customers are who make online purchases are able to save the costs, (Brian I. Spaid, Bonnie S. O’Neill & Terence T. Ow (2019). Another step is ensuring that my products are of high quality and uncompromised quantity prescribed in my online ads. With products of high-quality price, matching will be vital in combatting showrooming. In order to make an evaluation of the progress, another strep I would incorporate is tracking traffic. Tracking traffic entails carrying out analysis transactions and sales with the aim of finding out how many people are showrooming. Through tracking traffic regularly, I find it helpful, especially in determining if my efforts are productive.
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