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“Thou canst 
not speak of 
that thou dost 
not feel.” 

- William 
   Shakespeare

01 Editorial
The new “normal” has gained a foothold 
in our lives. We are at a turning point 
that has produced a powerful dynamic. 
I find it very exciting to observe the cre-
ativity and energy shown in the gener-
ation and implementation of new ideas 
in commerce. In-store retail in partic-
ular needs new shopping concepts to 
survive long term. I am sure that they 
will succeed! You will find some sugges-
tions in this newsletter.  

Best regards
Monique Fischer          

02 Make your Customers shine     
In my new blog post, I consider the 
question of which role good assistance 
plays in the sales process. Within a cer-
tain range, professional assistants offer 
the possibility to help their counter-
parts develop a sense of aura, charisma 
and personality and emphasise these as 
much as possible. Read more about how 
to achieve this here.

03 Renting Clothes rather than 
buying - a Model for the Future? 
Mud Jeans, the first circular jeans brand 
in the world, has announced that it 
will also offer its jeans in stores. Like 
in their own shop, the sustainable busi-
ness model is based on the idea that 
customers can rent the jeans for a year 
and then decide to keep them or re-
turn them to the Dutch company. Once 
there, they are recycled and made into 
new products. An extremely exciting 
approach! The renting/renting out of 
textiles already had supporters before 
the coronavirus pandemic, but demand 
is growing. “Less is more” - this attitude 
has grown in significance in the last 18 
months, where we have realised that we 
do not always need everything 

immediately. In addition, climate issues 
are taking up an increasing amount of 
space in political and social discourse. 
Swiss shoe manufacturer, On, has also 
recognised the signs of the times and 
is going to launch the completely recy-
clable Cyclon running shoes at the end 
of the year. Once worn out, they can 
be exchanged for another pair. For the 
moment, Cyclons can only be acquired 
by purchase, but who knows? It is still a 
while until the end of the year.   

04 Part 1: The Future of Stationary 
Retail: Priorities
Even before the pandemic, stationary 
retail was in the process of a negative 
transformation: sinking visitor num-
bers, growing competition and price 
pressure, complex customer needs - to 
name but a few. I have already demon-
strated how important and necessary 
new store concepts, greater coopera-
tion between towns and retail trade are 
in order to make city centres more ap-
pealing to consumers again. A current 
study from consulting firm FTI-An-
dersch is looking at shopping concepts 
for the future and the chances for sta-
tionary retail. It identifies seven prior-
ities for stabilisation and sustainable 
success: 

• Digital in-store experiences

• Flexible adaptation to trends    

• Individualisation and 

 co-creation

• Sustainability

• Omni channel integration

• Digital infrastructure

• Branding
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Sales News
World!

Fosun takes over shoe 
company Sergio Rossi
The Chinese fashion group has 
acquired 100 per cent of shares 
in Sergio Rossi from the Abso-
lute Luxury Holding. With the 
takeover of the shoe company, 
the company is further expand-
ing its luxury portfolio. 

Close enough to touch: first 
Google Store in New York
This will be a classic brand store 
that offers the whole range of 
Google products. As well as 
having access to advice, custom-
ers can try out these products 
or have their existing products 
repaired. 

Luxury tailor Van Laack is 
expanding
Van Laack has made millions in 
profits with masks and overalls 
due to the pandemic. Through 
the acquisition of the bankrupt 
men’s outfitters, Sör, Van Laack 
is now all set for further growth. 

In each of the following newsletters, I will select one aspect to focus 
on. Have you already thought about these steps or taken action on 
them? I am looking forward to you sharing your experiences and ideas 
with me. Please contact me!

05 What does our Brain actually do when we shop?
Consumption researchers like Hans-Georg Häusel, one of the leading 
international experts on brain research in marketing, sales and ma-
nagement, are looking at the exciting question of what happens to us 
when we consume. Unfortunately, we often do not act as rationally 
as we would like and are unconsciously influenced by our evolution. 
This means that the hunter-gatherer is still rooted deeply within us. 
When we get a good deal, we get excited about it as we would about 
a trophy, because we have saved money. When we do not even have 
to make an effort, even better. “Money is connected to pleasure in our 
brain because we can use it to buy ourselves things that correspond 
to this. But when we lose money, that triggers pain receptors in our 
brain. Here, often the same receptors are activated as with tooth ache. 
This is why we dislike spending our money”, said Häusel in an inter-
view for the German stern magazine. The tendency to buy more than 
really necessary – whether it is food or clothing – comes from the same 
desire for security. Our decisions are made by our emotions, including 
our reward system. This is why it is important for retail to create a 
comfortable and stress-free shopping environment, by presenting 
products well and offering deals. Our brain handles everything else.

06 Mindstep Academy: Training for Salespeople 
In a world in which the focus is on digitalisation, virtual reality and 
artificial intelligence, contact with real people is even more import-
ant. And this is a great opportunity for stationary retail: the intensive 
design of a personal and individual customer relationship and then 
fulfilling their desires – all built upon real encounters and human emo-
tions. This workshop is about bringing sales employees at all stages 
of the sales process closer in a surprising way - through the dynamic 
of the Argentine tango, which has been part of world heritage since 
2009: the tango as preparation for a successful customer relationship. 
You will find a summary of all the important information here.
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