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When it comes to driving sales, Organics Unlimited fully supports its retailers. 
Our Five Points to Drive Sales focuses on strategic displays, convenience of purchase, 
nutritional value, organic versus conventional and alternative forms of consumption.
These five key elements have been developed to help you maximize your potential sales. 

Strategic Displays – Retail customers love visuals. Making sure your produce is properly
displdisplayed and has appealing signage is critical to gaining attention. Be big and bold, and don’t 
just think produce section. Add banana signage to the dairy, cereal, deli and baking aisles, or 
create a single banana bin at checkout for grab and go shoppers.

CoConvenience of Purchase – Placement contributes to convenience. The easier you make it for 
a shopper to find bananas, the more you’ll sell. Keep traditional displays of hands of bananas 
in the produce department, but add individually priced bananas in the deli department or at 
checkout. Single cost per banana introduces a new mindset, catches customers who are 
on-the-go and sells more bananas.

NutritionalNutritional Value – Nutrition is key for produce purchases. Large signage that gives nutritional 
value as normally seen on packaged foods informs customers of the high food value and low 
calories of bananas. Another option is to highlight how bananas can help athletes, babies or 
seniors in their daily lives.

Organic vs. CoOrganic vs. Conventional – Organic produce sales have skyrocketed over the past decade. 
Consumers are concerned about their health, and organic is an answer.  Many shoppers don’t 
understand that organic is also more environmentally friendly and that workers who grow their 
organic bananas are not exposed to harmful chemicals.  Providing information on the many 
benefits of organic converts buyers to premium organic bananas.

AlternatAlternative Forms of Consumption – From shoe polish to teeth whitening, bananas can be 
utilized in multiple ways. Since most people thinking of eating a banana raw, providing a 
variety of recipes will cross market items throughout your store.  Information is key, so why not 
have information available either in the produce department or through your online resources?

For full details on each key element, please visit OrganicOdes.com/Five-Points

Driving Sales
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At Organics Unlimited, we’re serious about providing bold, appealing signage to help you sell 
organic bananas. We want to streamline the process for you, so we’ve developed an “online 
store” for materials that are both eye-catching and informative for your shoppers.  

Access to all of our point-of-purchase display materials can be found at 
www.organicsunlimited.com/merchandising. Everything you need is at the click of a button. 
Go to POP and scroll down to where is says “click here to access the Organics Unlimited POP 
online store.”  You’ll be asked to Log In to the store.  Your login information is:

  User Name – Retailers
Password - bananas 

All materials are available for free download.  However, to make it easier and more 
professional for you, we also give you the option of ordering quantities of any of the materials 
and have them shipped directly to you:
 
 • Signs
  • Recipe cards
 • Posters
 • Shelf talkers

Materials are updated throughout the year, but if there is something you would like to see that 
you don’t find online, let us know and we’ll see how we can help to make your organic 
banana merchandising most effective.

Display Materials – Streamlined



Social media is an extremely influential tool with many platforms, participants and countless 
opportunities. A company can use it to establish expertise, follow current trends and connect 
with other brands, customers and employees. 

We invite you to become involved in the Organics Unlimited blog – “Organic Odes,” as well 
as our Facebook and Twitter, where we offer information designed for your benefit – our take 
on how customers become informed and are ultimately driven to purchase an organic banana. 

TThe purpose of our social media is to offer support with the added value you need in order to 
boost produce sales to the next level. We keep our social media channels saturated with 
information you’ll find interesting and useful in selling organic bananas. Look out for the latest 
trends surrounding organic banana consumption, social responsibility, customer habits and 
useful insights, as well as new and unique recipes each Friday.

It is our goal to personally connect with It is our goal to personally connect with your company and supplement the integrity of your 
organic banana sales strategy. Jump on board with our social media to follow Organics 
Unlimited sales support that is designed to apply to any produce market in the world.

      OrganicOdes.com

      Facebook.com/OrganicsUnlimited

      Twitter.com/OUbananas

      YouTube.com/OrganicsUnlimited
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Maximizing Store Traffic Virally



Bananas are fragile and damage caused by improper handling will affect your bottom line. 
Your customers generally prefer to buy their bananas at Stage 4 or Stage 5, yellow with a little 
green, and with no spotting. Here are some of the best practices to ensure what your shoppers 
find is exactly what they want:

 • Handle bananas with care, like you would eggs

  • Use both hands to move boxes. Don’t toss them, drop them, or store on their sides.       
  Damage from rough handling will appear within a couple of hours, producing browning   
  spots on the bananas

 • Before they are put on display, storage temperatures should be between 56 and 66 degrees  
  Fahrenheit. This will extend their shelf life and slow the ripening process

 • Banana storage is best in a cool, dark area, away from sunlight. It should have good air    
  circulation, and given bananas top priority – nothing should be stacked above them

  • Never refrigerate or store in a hot warehouse or back room. Temperature damage will     
  cause either darkening to the skins or accelerated ripening.  Both will decrease your sales.  
  Damage due to temperature problems will usually show after about 24 hours

 • Using padded shelves for your banana displays will prevent damage on the retail floor.     
  Avoid stacking the fruit. Monitor and rearrange the bananas at least 2 to 3 times throughout  
  the retail day

Retailers geneRetailers generally like to receive bananas at Stage 3 to 4, and sell them to shoppers at Stage 4 
to 5. Riper bananas can be sold for immediate consumption or packaged for baking to avoid 
shrinkable. See our tips for banana displays for further ideas.  
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Best Handling Practices
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Creative Merchandising Tactics
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For more information on 

 • Retail programs
 • GROW
 • Fair Trade
 • Ordering and shipping

Please contact us:

Organics UnlimitedOrganics Unlimited
8587 Avenida Costa Norte Suite 2
San Diego, CA 92154
(619)710-0658
info@organicsunlimited.com

 Website:  OrganicsUnlimited.com

 Blog:  OrganicOdes.com

  Facebook:  Facebook.com/OrganicsUnlimited

 Twitter:  Twitter.com/OUbananas

 YouTube:  YouTube.com/OrganicsUnlimited

Questions? Call Us!
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