
When they’re in a golf store, they’re thinking “GOLF.” 
If they’re buying a gift, they’ll love the chance to g a golf greing card.

People would be lucky to find a few. Visit your local drugstore, grocery 
store or card shop and you’ll look through hundreds of linear fe of 
card displays to find few, if any, golf greing cards.
 

An timated 90% of households will buy 20 greing cards a year.* 
Nine out of 10 Americans say they look forward to reiving personal 
letters or greing cards.* In other words, prumably 9 out of 10 people 
o visit a golf store are interted in greing cards.

If a store averag 3 card sal per day, it can make $3,000 to $4,000 
sal per year. Also, a golf store is not a dtination to make a greing 
card purchase, so each sale is incremental to other purchas.

Duck Pr is a company dedicated to golf railers and it has 
developed an easy-to-follow merchandising model to maximize sal. 
A railer’s invtment is minimal floor space and man-hours to 
achieve henomenal profits.

1. Know where your display is located in your store

2. Keep the display looking good

3. Use provided sales tools (i.e.-window stickers)

4. Know your greeting cards in stock (i.e.-birthday, anniversary, etc.)

5. Know when holiday cards are in stock--know when holidays are approaching

6. Profile your greeting card customers

Selling 3 cards/day is a modest benchmark. You will have more than 3 
customers a day that are interested in hard-to-find golf-theme greet-
ing cards. Duck Press golf greeting cards are sold only through golf 
retailers, so they are an exclusive item you can promote.

Know where your display is located in your store
If it’s not near the checkout, try relocating it or make sure customers know it exists.

Keep the display looking good
• Use plan-o-gram at least once a week - the card thumbnails are designed to help you quickly re-sort 
the cards to the right card slots (approximately 5 minutes)
• Take card inventory every 4-6 weeks to ensure the display never looks empty and to help us determine 
designs that don’t sell at your store (slow-moving cards should be replaced)

Use Provided Sales Tools
•To maximize your sales, Duck Press provides marketing signs for free – make sure your display has them all.
• Front-door decals and 5x7 easel signs are available as “silent salesmen.” Most customers won’t expect 
to find greeting cards in a golf store, so employ all ways to tell them you sell them.

Know about the greeting cards in stock
Are they birthday, get well, congrats, thank you, retirement, Valentine’s Day, Christmas, etc?
It’s easier to suggest a greeting card when you can direct a customer to the perfect card!

Know when holiday cards are in stock
During the holidays you will sell more cards per day – know when holiday cards are in stock and promote 
them to every customer!

Profile your greeting card customers 
• 9 out of 10 people are potential greeting card purchasers*
Offer Duck Dots (temporary adhesive glue dots) to anyone who’s buying a gift card/certificate. Duck Dots 
are free and should be located at every cash register.
• If a woman is buying a men’s golf shirt, it’s probably a gift; suggest a greeting card purchase.
 

Greeting every customer as they enter your store is excellent customer service. Sug-
gesting a greeting card at check-out is also excellent customer service – it may save a 
customer time, and better yet, complete the perfect gift to a golfer. 

Finally, give us feedback, let us know how we can help you sell more cards. If you 
want, email us an idea for a card, or suggest a better expression for an existing de-
sign. Remember, it’s 3 cards the simple way! Email: retailers@duckpress.com 

Duck Press �How To” Notes

*Greeting Card Association general facts, 2007 www.greetingcard.org

Questions? 1-800-382-5773
*Greeting Card Association general facts, 2007 www.greetingcard.org


