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Have you ever gone to a supermarket to buy

only milk and bread but returned home with

chips, chocolates, biscuits, and maybe even a

soft drink? This happens to many shoppers

across India. Whether it is in stores like Reliance

Smart, Big Bazaar, or DMart, the layout of the

store is carefully designed to influence what

customers buy.

Retail designers and marketers study

consumer psychology how people think and

behave while shopping. They then arrange

products, shelves, and displays in ways that

encourage customers to buy more items.

Let’s look at some of the clever strategies used

in supermarkets across India.

Why Are Essentials Always at the
Back?

In many Indian supermarkets, everyday items

like milk, rice, atta, and cooking oil are often

placed at the back of the store.

This design forces shoppers to walk through

several aisles before reaching what they came

for. Along the way, they pass shelves filled with

snacks, biscuits, instant noodles, and

beverages.

For example, while walking to pick up atta, a

shopper might notice offers on chips or buy a

packet of Maggi noodles or biscuits like

Good Day or Marie.

This increases the chances of impulse buying,
purchasing something that was not planned.

Eye-Level is Buy - Level

Have you noticed how some brands seem

easier to see on shelves?

Products placed at eye level are more likely to

be noticed and purchased. 

That is why popular brands often occupy these

shelves.

For instance:

Premium cereal boxes may be placed at

eye level.

Cheaper alternatives might be on the

bottom shelf.

In snack aisles, brands like Lay’s chips or Oreo
biscuits are often positioned where shoppers

can easily spot them.

Similarly, colorful cereal boxes and chocolates

are placed at children’s eye level, making

them attractive to younger shoppers.

The Power of Smell and Display

Supermarkets often use sensory tricks to make

products more appealing.

In many Indian stores, the fresh bakery
section releases the smell of baked bread,

cakes, or puffs. This smell can make shoppers

hungry and encourage them to buy snacks.

Fruit and vegetable sections are usually placed

near the entrance with bright lighting. Seeing

fresh apples, bananas, and tomatoes creates

the feeling of entering a healthy and fresh

store.

This positive feeling can influence customers to

continue shopping inside.
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Checkout Counter Temptations

Have you noticed what is placed near the

billing counters?

Small items such as:

chocolates

chewing gum

mints

small toys

batteries

They are often displayed near the checkout.
 

When customers are waiting in line to pay, they

may quickly add one or two of these items to

their basket.

This strategy works especially well with children

who may ask parents to buy a chocolate while

waiting.

Classroom Activity

Students can try a fun observation activity.
Next time you visit a supermarket with your
family, observe the store and answer these
questions:

Where are essential items like rice, milk, or
cooking oil located?
Which products are placed at eye level?
What items are displayed near the billing
counter?
Which products have special offer boards
or discount signs?

Discuss with your classmates how these
strategies influence what people buy.

Conclusion

Supermarkets may look like simple places to
buy groceries, but they are actually designed
using psychology, marketing, and
behavioural science. From shelf placement to
lighting and product displays, many elements
are carefully planned to influence shopping
decisions.

Understanding these strategies helps students
become smarter and more aware
consumers. The next time you walk into a
supermarket, look around carefully - you might
start noticing the science behind your shopping
choices. 🛒

Why Are Shopping Carts So Big?

Another clever trick involves the size of
shopping carts and baskets.

Large carts make it look like you have bought

very little, even after adding several items. This

can subconsciously encourage shoppers to

keep filling the cart.

In some stores, baskets are placed right at the

entrance so that customers who plan to buy

just one or two things may end up picking

several more.

Did You Know?

Many supermarkets play slow background
music to make customers walk more slowly
through the aisles. The longer people stay in the
store, the more likely they are to buy additional
items.
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