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Do You Know What Your Customers Want? 
 

 
1990:  Do you have a Want Book at every register? 

2014:  Do you have a digital want screen in the center of your store…and a 

want book at every register?   
 

One of the easiest ways to grow sales is simply to ask customers what they want!  “Did you find everything 

you needed?”  “Is there something we can get for you?”  “We have access to over 5,000 items and most of 

them can be in our store within 24 hours; is there something we can bring in for you?”    

 

For many years, basic retail practice was to keep a “want book” at every register.  The memo pad was used to 

make note of any and all requests that customers made.  This practice is still a good idea.  Now in 2014, a 

digital screen displaying questions to your customers has become a mainstay in boosting retail sales.  In 

today’s market, a 28” LED flat screen monitor can be purchased for as little as $200; a 28” flat screen TV with 

HDMI hook ups can cost even less!   

 

Consider purchasing a digital screen of your choice.  With PowerPoint or a similar software program, prepare a 

series of announcements and questions aimed to grab your customers’ attention.  Each message needs to be 

able to fit and be read easily on one slide.  Here are some sample messages to get you started: 

  

We have access to over 5,000 items and most of them can be in our store within 24 hours; is there something 

we can bring in for you? 
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Looking for a bit more energy?  Ask us about our Vitamin B12 sublingual tablets. 

 

Need a little more rest at night?  Ask us about melatonin.  

 

We are ready to save you time. Ask us about our Simplify My Meds® program. 

 

Have a question for our pharmacist?  We are here to help. 

 

Note:  I am not recommending that you bring in everything that a customer asks for, but I am asking you to 

give consideration to what shoppers are looking for while in your store.  

 

 

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

 

 


