
Businesses have traditionally made purchasing decisions based on Return on Investment 

(ROI). When it comes to digital signage, however, Return on Objectives (ROO) is often 

overlooked as a way to make the brand more relatable to its audience. According to Sharp 

Senior Sales Engineer Saundra Merollo, the following are four ways to influence the behavior 

of consumers with digital signage through an ROO strategy:

Four Ways to Use Digital Signage to Drive 
Consumer Behavior

1. Offer one-stop shopping
Digital signage can be used to cross-market by selling services 
that the business has partnerships with. For example, a hotel 
can use digital signage to offer services including a rental car 
company, a restaurant, a spa and other amenities in which a 
traveler might be interested. Digital signage at a gym could 
provide third-party product offers including sportswear, protein 
shakes and other health-related products and services.

2. Provide essential information
Long gone are the days when people needed to watch TVs or 
listen to radios in order to get emergency messages, thanks to the 
internet. Digital signage can be set up to instantly switch content 
to emergency messaging to broadcast a weather alert, terrorist 
activity, or anything else that consumers would need to know. 



3. Reduce impatience 
Nobody likes to wait on hold for a customer service representative 
over the phone. However, when a recording periodically states 
how long the wait is, the consumer may be less inclined to get 
frustrated and hang up. The same logic can be applied when 
the consumer is at the store as digital signage can ease the 
aggravation of a long wait. Showing the wait time on a digital 
display gives the perception of enhanced customer service. Plus, 
the consumer is engaged because they are watching content on 
digital signage so time will seemingly pass quicker.

4. Build relationships
Digital signage can add personality to a brand. Images and 
stories can be used to explain the businesses’ humble origins or 
share a behind-the-scenes look at personnel or production. This 
gives consumers a relatable, human approach by associating 
faces with a brand.
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Sharp offers a variety of professional LCD displays and interactive display systems for the ultimate in consumer engagement. Read 
one of our case studies for examples in specific markets.

http://siica.sharpusa.com/Professional-Displays
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