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Discovery-Based Retail     

Let’s talk about heavenly bodies for a moment. No, no, wait a 
minute, not that type of heavenly body, give me a break. I’m 
referring to planets and galaxies, suns and moons.

So what’s your store got to do with astronomy? Here we go. Some 
basics: The Earth and all of the other planets in our solar system 
revolve around the sun, don’t they? The moon revolves around the 
earth. We all learned these things in grade school science class. 

The elliptical pattern in which the planets travel around the sun is 
referred to as their orbit. The fact that a planet or a moon stays in 
orbit is a product of gravity.  When used as a physics term, Yahoo 
Education defines gravity like this: The natural force of attraction
exerted by a celestial body, such as Earth, upon objects at or near 
its surface, tending to draw them toward the center of the body.

If we replace the Earth in this definition with  your store and 
objects with customers, then we begin to beg the question how 
much retail gravitational pull does your store produce? How 
strong is its ability to pull shoppers to its center and away from the 
other gravitational producing entities in your galaxy? Yeah, that’s 
right, your competitors’ stores produce gravity too and they are 
definitely in your customers’ solar system.  

Once you have this visual image you may never look at your store 
the same way again. A store manager should always be trying to 
increase the gravitational pull of his store.  The stronger its 
gravitational pull, the greater the distance from which a store will 
attract patrons. The stronger its pull, the more customers it will 
have. 

How then do we increase our stores retail gravitational pull. 
Perhaps we should take another lesson from nature. Gravitation is 
a product of mass and density. The greater the mass the greater the 
pull. This becomes a very visual clue as to why destination stores 
have greater pulling power than do regional competitors and 

convenience stores, their mass (size) is simply bigger. Have you 
considered expansion?

 “But wait a minute” you’re probably thinking, “We can’t just 
build a bigger store all of the time.”
 
I know that. But take heart, a store produces mass in a number 
of ways beyond sheer size. A pleasant shopping environment 
produces gravity. Top-notch concerned and well-trained em-
ployees produce retail gravity. Involvement in community by 
store personnel (although avoid community politics) produces 
gravity.

 I remember playing with a toy gyroscope when I was a kid. The 
gyroscope of the time looked much like a top spinning in an 
enclosed cage. The spinning motion created gravity, just like the 
spinning of Earth produces part of its gravity. The faster the 
top-like apparatus spun within its enclosure, the greater the 
gravitation it would produce. I remember feeling the force as I 
twisted the cage that contained the wheel in motion. 

Now, associate that spinning wheel with changes and activity in 
your store. We are a curious species and now more than ever, 
people desire constant and intense entertainment. Changing your 
store produces curiosity. Patrons are entertained as they watch 
your store change. Activities and special events produce curios-
ity too. Changes and the entertainment qualities of your store are 
perceived as positive motion and therefore produce gravity.

Final thought: Increase your store’s gravitational pull and you 
increase your business.      ����������	��
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Marcel Proust


