
CRAFT AN INTENTIONAL STORE LAYOUT

Building a 
Thriving Fashion Retail Business

Fashion retail is more than just selling products. For me, it has always been 
about building a complete business, one that puts the customer experience 
first, while also supporting and developing the team behind the scenes. 
Whether you’re just starting out or scaling an established store, everything in 
this toolkit comes from what I’ve learned building The Dressing Room: what 
works in real life, what creates consistency, and what helps a retail business 
grow in a sustainable way.

In association with 

Your Essential Guide

Building Your Physical Space

Create a clear customer journey through thoughtful store design. Most customers should enter one way, naturally 
wander through your space, and discover secondary areas. Every product placement and section should serve a 
purpose, nothing is accidental.

TELL THE STORY BEHIND EVERY PRODUCT

Don’t just display items. Share the story with customers through in-store signage and information:  

• What is the brand and why did you choose it?

• What makes this product special or different?

• Does it have sustainable elements, charitable connections, or other relevant points? 

When customers understand the “why” behind your buying decisions, they connect more deeply with your 
products and feel confident in their purchases.

CREATE MULTIPLE TOUCHPOINTS

Link your in-store experience to your other business channels consistently:
• Use QR codes at key points (waiting areas, fitting rooms) to connect customers to your website,  
   styling services, and social media content
• Ensure consistent branding and messaging across all platforms
• Create opportunities for customers to explore your world beyond just shopping

Insights and principles developed by Deryane Tadd
Founder of The Dressing Room



RECOGNISE INDIVIDUAL STRENGTHS

Building Your Team

Build a team of people who genuinely care about your vision. Look beyond just retail experience, find people with 
the right attitude who can grow into their roles.  
Pay attention to each team member’s natural talents and help them develop careers around those strengths. 
Someone excellent at visual merchandising? Nurture that skill and give them ownership of displays

EMPOWER YOUR TEAM WITH CLEAR ROLES

Make sure every team member knows exactly what they’re doing and how their work contributes to the business. 
People perform better when they understand their responsibilities and feel trusted to make decisions within 
their role.

CREATE MOOD BOARDS FOR EACH SEASON

Managing Your Inventory and Buying

At the beginning of each season, identify key trends and invite your team to create mood boards around those 
trends. This approach accomplishes multiple things at once:

• Gets your whole team involved in understanding the new direction

• Creates buy-in and excitement before inventory arrives 

• Provides training material for seasonal team meetings

• Makes everyone a curator of your brand

CONDUCT SCENARIO TRAINING

Go beyond traditional product training. Create realistic scenarios and have your team practice together:

“A customer walks in tomorrow needing an outfit for a black-tie event, what would we suggest?”

Have team members find solutions and share ideas with each other. This builds confidence, creativity, and a 
shared understanding of your brand’s styling philosophy.

THINK HOLISTICALLY ABOUT YOUR COLLECTION

As you buy and merchandise, consider:

• How do these products fit into your overall shop layout and visual displays?
• Do they complement your existing product mix or fill strategic gaps?
• Is the seasonality right for when you’ll feature them?

Your collection should feel curated and intentional, not random or cluttered.

RECOGNISE THAT ONLINE IS ESSENTIAL

Building Your Digital Presence

Even if your boutique is highly physical and personal, you still need an online business to reach customers beyond 
your location and to serve younger demographics. Your website should showcase your curated products and 
allow customers to experience your brand 24/7.



Customer Loyalty and Experience

IMPLEMENT A SIMPLE LOYALTY PROGRAM FROM THE START

You don’t need a complicated program. Start simple and refine it over time:

• Award points for spending (for example: one point per £100 spent)

• Set a clear reward threshold (for example: five points equals £30 off your next purchase)

• Make progress feel achievable, customers will shop slightly more to reach their next point

A simple system encourages repeat visits without becoming a burden to manage.

REMEMBER THAT RELATIONSHIPS MATTER MOST

While loyalty programs are useful, the real value is in the relationships you build. The personal connections 
between your team and customers often prove more valuable than any individual transaction. Focus on making 
customers feel known, valued, and understood.

Final Principles for Success
• Make it about the customer: 

Every decision, from store layout to team training to product selection, should be guided by 
understanding how your customers shop and what they need

• Think of it as a full business, not just a shop: 
Success requires attention to team, marketing, customer experience, operations, inventory 
management, and digital presence all working together

• Keep it simple to start: 
You can always add complexity later. Begin with clear, straightforward systems and refine them as 
you grow

• Make it enjoyable for customers, but run it well for your team: 
   The business needs to function smoothly behind the scenes so your team can focus on creating great   
   customer experiences
• Everything is connected:
   Link your in-store experience to your digital presence, your team training to your product curation,    
   your loyalty program to your customer relationships. A thriving store works as an integrated whole

INTEGRATE DIGITAL WITH PHYSICAL

Make sure your website, social media, email, and in-store experience work together seamlessly. Customers 
should recognise and feel your brand’s personality across all channels.

Share your Learning
As you implement these practices, share what you’re learning with your team. Involve them in your growth 
journey. For me, retail has always been a learning process. When you involve your team in that process, the 
business becomes stronger, more resilient, and far more rewarding to run.

For more tools and resources, visit our Inside Retail hub at Spring & Autumn Fair, or 
register for a free ticket to any of our upcoming trade shows:

SPRINGFAIR.COM/RETAIL-NEWS

https://www.springfair.com/retail-news

