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showandtell
Understanding 
best practice 
in wallpaper 
retail…
Graham & Brown take a fundamentally 
different approach to most manufacturers 
of most products. They think beyond 
product, they think retail, but most of all 
they try to think like the shoppers who 
want to buy their products. 

“We sell rolls, consumers buy finished 
walls” says Marketing Manager, Alan 
Kemp. “Trying to imagine what that roll is 
going to look like as a pattern on wall is a 
big visualising step for most consumers”. 
Retailers and manufacturers of wallpaper, 
often spend so much time on stock and 
giving ‘choice’ that they neglect how to 
get their designs across to the shopper. 

“The phrase ‘display sells’, is hardly 
rocket science or a new concept, but 
in DIY stores it has tended to have been 
overlooked in wallpaper somewhat by 
the sometimes mistaken belief that the 
greater the facings the higher the sales. 

So much of our efforts focus on the display 
and the finished look. How the consumer 
achieves the look becomes less of a block 
because they have emotional buy-in.”

“We set out on a three step plan a few 
years ago, which was to drive demand 
through PR and advertising, to rationalise 
the product offer through a process we 
call credible ranging and finally and 

possibly most importantly to improve the 
way in which product is sold at retail.

“We didn’t look to DIY for visual cues but 
instead at successful female brands, 
uncovering as we did, the white box
principle, where product is the hero and
lighting and flooring create the ambience
and set the mood. This is a particular 
challenge for DIY where the ambience 
is more warehouse than boutique and 
where brand values can clash, but there 
is more willingness to listen now than 
there was a few years ago”. 

The fact is those same DIY shoppers see 
aspirational images in magazines that 
are often not reflected in store. They are 
brand and environment savvy. They buy 
value, but that means quality not cheap 
– the bar is constantly being raised.

Input is taken from observing best 
practice within our global markets and 
the company’s divisional teams, as well 
as working with people as diverse as the 
Conran Design Group, and shopping 
psychology specialists, Visuality. 

“We were the first company in the 
DIY market to commission shopping 
psychology research.”

“What we try to do is understand how 
people navigate the macro environment, 
to get to our micro-environment and how 
these two processes interact. Eye-level 
and perspective are crucial and yet 
often people insist on having displays 3 
metres in the air of an aisle that is just 2 
metres wide. What looks good on a 2D 
visual is often not even physically possible 
to see in 3D reality”.

“We always start with 
an analysis of the 
performance, removing 
duplicity and creating 
segmentation. We 
have often reduced 
the amount of products 
stocked, as too much 
choice is no choice, 
and we have improved 
the presentation 
and navigation and 
dramatically increased 
sales, from fewer products 
and a smaller footprint”. 

“The perception of 
the consumers to such 
changes is that the 
range size and choice 
has actually increased, 
because there are ‘more 
walls’ on view.”

“The in store environment 
is about selling not 
creative “fluff”. We know 
we need to develop and 
deliver a cost effective 
environment where 
shoppers want to be, 
and where the shopper 
can see what the offer 
is. Harness this and the 
opportunity to capitalise 
on the resurgence of 
wallpaper can be fully 
exploited.”

3D visuals from Graham & Brown’s extensive in-store developments

we sell rolls, 
consumers 
buy finished 
walls
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contacts
UK  
Graham & Brown Limited  
PO Box 39
India Mill  
Harwood Street  
Blackburn
BB1 3DB  
UK  

Telephone +44 1254 691321  
Customer Services 0800 3288452
Sales Contact Mark McCauley  

France  
Graham & Brown Sarl  
38 Rue des Pres
59427 Armentieres
Cedex  
France  

Telephone +33 320 77 56 23  
Sales Contact Jean Francois Ollivier

Germany  
Graham & Brown Germany
Schinkelring 2
22844 Norderstedt
Germany

Telephone +49 40 3259 3903
Sales Contact Jens Klotmann
Mobile +49 17168 55804

Benelux  
Graham & Brown BV  
De Factorji 40
1689 Al Zwaag  
Holland  

Telephone +31 229 212 526  
Sales Contact Roy Koning

Russia  
Graham & Brown Russia  
20 Belokamennoe Road  
Vidnoe
Moscow 142700  
Russia  

Telephone +7 095 741 08 27  
Sales Contact Valeria Kuzmina

USA  
Graham & Brown Inc  
3 Corporate Drive  
Cranbury
NJ 08512  
USA  

Telephone +1 609 395 9200  
Sales Contact Rick Vogler  

Canada  
Graham & Brown Canada  
226 South Service Road East  
Oakville
LEJ2X5
Ontario 
Canada  

Telephone +1 905 844 7800  
Sales Contact Gary Gill

China 
Graham & Brown China  
Rm 602
Shanghai Central Plaza 
227 North Huangpi Road
Shanghai
China  

Telephone +86 21 63758111
Sales Contact Wei Liu

pr offices
UK and Germany
Camron Public Relations
7 Floral Street 
London
WC2E 9DH 
UK 

Telephone +44 207 420 1700 
UK Contact Anna Sadler 
German Contact Amanda Kasper

France 
Marie Laurence Cattoire
Relation Presse
42 Rue Trousseau 
75011
Paris 
France 

Telephone +33 140 21 08 13 
Contact Marie Laurence Cattoire

Benelux 
HCP (Home Comfort Press)
Velmolenweg 151
5404 LB  UDEN
Holland

Postal address 
Postbus 370
5400 AJ  UDEN
Holland

Telephone +31 413 33 12 40
Contact Hanny Kremers

USA
c/o Graham & Brown Inc  
3 Corporate Drive  
Cranbury
NJ 08512  
USA  

Telephone +1 609 395 9200  
Contact David Klaus

Canada 
Birchall & Associates 
1464 Cornwall Road 
Suite 11
Oakville
L6J7W5 
Canada

Telephone +1 905 338 7600 
Contact Genevieve Handler 

international divisions

board of directors
Chief Executive Officer 
andrew.graham@grahambrown.com

Director of Sales, UK, Eire, Benelux and 
Germany 
mark.mccauley@grahambrown.com

Director of Design, Marketing and Home 
mark.radford@grahambrown.com

Director of Sales, France, Russia and 
International 
mourad.hamoum@grahambrown.com

Group Financial Director 
gillian.shepherd@grahambrown.com

Operations Director 
john.carter@grahambrown.com

IT, Logistics and CSR Director 
ian.brown@grahambrown.com
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Enchantment
Transport yourself away from the 
humdrum grind of daily life, into a world 
of mystical forests and enchanted 
dreams, that will bewitch and beguile 
you. This ‘enchantment’ paper mixes 
the iridescent with the metallic, the 
matt with a touch of shimmer to create 
the tranquillity of a midnight meadow. 
How enchanting.

pattern number 60012 – enchantment



get the wow with wallpaper
We're not sure which will amaze you more – the inspirational
patterns and gorgeous shades of our colours collection, or
its luxurious textured finish which cover up lumps and bumps.
With so many breathtaking styles to choose from, we've even
made it simple to remove and replace when you fancy a
change. Remember, ‘what goes up, must come down’.

pattern number 17722 – shaan charcoal

freephone 0800 3288452
email help.is@grahambrown.com
www.grahambrown.com

superfrescooooooooooh!

COLOURS

issue two

in this issue
uniquely Umbra
Canadian chic

Ooooooooooh!
5 good reasons to love 
superfresco

designer credentials
meet Marcel, Laurence, 
Monsoon and Basso & 
Brooke
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