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Review Your Hair Care Section With a Fine-Tooth Comb  
 

 

With a small exception of medicated hair care 

products, the rest of the hair care segment houses 

some of the most price-sensitive items in your 

store, only beaten by your oral care and feminine 

hygiene departments.  Hair care subcategories 

include shampoo, conditioner, hair spray, hair gel, 

medicated shampoo, shampoo for silver hair, 

shampoo for thinning hair, and hair dressing 

cream, just to name a few.  Most stores will find 

an eight-foot hair care department works just fine.  

Smaller stores may go with four feet.  Hair color 

can be as large as its own four-foot section or as 

small as one four-foot shelf.   

 

Brand loyalty is a big factor in selling hair care products, and that’s why private label shampoos and 

conditioners will always take a back seat in this department.  The strength, albeit only moderate, for 

community pharmacies is in medicated shampoos.  Choose one type of medicated shampoo and place a 

“Our Pharmacist Recommends” sign in front of the item.  Know the best-selling brands in your store and 

maintain at least three of each of the items on the shelf.   

 

To reap the companion sale, always keep shampoo and conditioner side by side: shampoo on the left, 

conditioner on the right.  Be aware that hair growth products, as a whole, are gaining customer interest; 

however, in the community pharmacy setting, they can be the slowest selling segment of the category.  

The items that make up the hair growth line are very price-sensitive.  Other items that you may need to 

reconsider the amount of shelf space for are hair sprays and hair dressings.  (Hair dressings are not the 

same as styling gels.)   

 

If you do not have customer demand for any of the No. 1 subcategory sellers in your hair care section 

(e.g., Alberto VO5), then consider bringing in more of your true everyday hair care best-sellers, like 

Herbal Essences or Pantene.  
 

TIP: Want to know how well your customers perceive your hair care department? Ask each of your 

employees where they purchase their shampoo on a regular basis.  If few say your store, then it is time 

to ask why.   

 

-- Gabe Trahan, NCPA Senior Director of Store Operations and Marketing       

 


