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Successful cooperation with our partners 
 
 

There can be no success in selling without optimum presentation. That’s why Kronoflooring 

supports its partners and gives practical answers to important questions. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

POS-Display Kronovario 

 

For many customers, laminate flooring is clearly in. Laminate flooring displays should 

therefore present a broad range of product variants and above all engage customers on an 

emotional level. 

 

Intensive market research has shown that consumers are very open to new decors and 

finishes. Reproductions of walnut, tropical woods and heartwoods are growing in popularity. 

In addition to the main target group of private households, laminate flooring is also being 

used increasingly by architects, floor installers and interior designers. The Kronoflooring 

range ideally meets the needs and requirements of all these customer groups. 

 

From the retailer perspective, laminate 

flooring is becoming more and more 

important. Sales of hard flooring – 

particularly laminate flooring – are 

booming. There are many reasons for 

this. One is that laminate flooring has 

evolved rapidly in recent years. There 

have been a great many innovations in 

decor designs and texturing. New 

formats have been introduced and there 

have been groundbreaking innovations in 

terms of anti-static properties and 

improvements in sound absorption 

systems.  



The presentation of the Krono Original laminate collection lets our partners stand out  

against competitors and display a full range of products. 

With Krono Original laminate floors, skirting profiles and accessories, all retailer requirements 

can be reliably met. After all, any retailer should aim to be the best supplier of laminate 

flooring in his sales region. Important factors in this are breadth of range, new products, 

pricing, customer communications, point-of-sale displays and, of course, service. 

If a specialist store wishes to cover the full range of laminate flooring competently – i.e. from 

entry-level to premium end – it should be able to display at least 120 different laminates. 

From the Kronoflooring perspective, we feel that around 40 laminate flooring products are 

needed to achieve sales success. 

End users are very spontaneous in their purchasing decisions and therefore expect stores to 

have the product they want in stock. It is a proven fact that a heavy product presence at the 

point of sale guarantees additional sales. 

A well-structured product presentation is essential for resounding sales success. The 

individual product groups should be arranged clearly in a common system according to price. 

Product features and customer benefits must be communicated to end consumers in a 

transparent, easy-to-grasp way. 

Product samples should show at least three panels in a length of approximately 60 cm. 

Pictures of rooms should be provided to show the visual impact of the installed flooring. To 

communicate the “laminate experience” properly, a test laminate floor installation with sound  

absorption is essential. 

In addition, customers expect to see matching skirting boards and profiles as well as care 

products such as laminate cleaners in the direct vicinity of the laminate flooring. This is an 

important and highly profitable additional source of business for the specialist store. 

 

 

 

 

 

More information in  

 

Hall 8, Stand A 220, Contact: Mr. Amr Saleh  

 

Kronoflooring GmbH,  Mühlbacherstraße 1,  D-01561 Lampertswalde, Dresden 

Tel: +49 3522 3330 ;  Email:   info@kronoflooring.com  Internet: www.kronoflooring.com 


