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Increasing Sales using  
CHEP Moveable Pallets

The Background

This research project was carried out by CHEP in conjunction  
with leading German retailer REWE and PepsiCo, to see the 
handling advantages of the CHEP display platform in-store, and 
to discover if its flexibility offered any sales advantage by using 
different placements for products throughout the day.

The eight-week test was carried out at four different locations  
(two supermarkets and two beverage stores) in the Marburg 
region of Germany using 0.5 litre bottles of the soft drink 
Punica. This was chosen because of its constant sales volumes 
throughout the year in those stores, and as it wasn’t being 
advertised or promoted during the testing period it ensured a 
reliable comparison.

The Test

During 2017, Punica was constantly stocked on-shelf in all  
the stores, so these sales were used as the base reference. 
For the first three weeks, the product was taken off 
the shelf and put on a static quarter pallet; during 
the next three weeks, Punica was switched on to a 
CHEP display platform with different placements 
throughout the week – firstly in the food section, 
then in the cashier zone and finally by the service 
counter. For the final week, the product was 
moved throughout the day: from 7am to 11am it 
was placed in the food area, from 11am to 4pm 
by the service counter and from 4pm to 10pm in  
the cashier zone.



The Results

Throughout the test, staff found it really easy to use the 
CHEP display platform to move Punica to its different 
positions. And in terms of sales, the results were even 
more impressive.

•  Moving Punica from the shelf to a static quarter pallet 
increased sales by 313%.

•  After moving the product from the static quarter 
pallet to the CHEP display platform with flexible 
placements throughout the week improved sales  
by 73%.

•  With flexible placements throughout the day,  
sales increased by 98% compared with the  
static quarter pallet.

•  Overall, comparing shelf placement with flexible 
placements throughout the day, sales went up  
by 717%.

•   Comparing the same calendar weeks in 2017  
(on-shelf) and 2018 (quarter pallet and CHEP 
display platform), sales increased by 498%.

“The CHEP display platform 
means I can react very quickly  
to changing market conditions.”

“Very excited – for heavy quarter 
pallet displays we need 2 
employees to place the pallet. 
With the CHEP display platform, 
that’s a thing of the past!”

Christian Naumann, Owner, REWE Naumann

Michaela Kraus-Hackel, Store Manager, REWE Naumann
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The conclusion

While it’s long been known that moving a product from the shelf  
to a display position improves sales, this research demonstrates  
that using different positions at different times of day can increase 
them dramatically. And thanks to the flexibility of the CHEP  
display platform, it’s easier than ever to make the most every  
sales opportunity.


