
The Ultimate Guide To Pop-ins 
So, you got here. That means you're ready to Pop-in, or at least seriously thinking 

about it. We're thrilled to have you join us. 

Pop-in shops can be a great option for small, mid-sized businesses, and individuals 

looking to test new markets, showcase their products, or generate buzz for their 

brands.

When done right, a pop-in shop can boost your real-world cred, help you connect 

with existing customers, and allow you to get in front of new customers. 



But First things First. What's a Pop-in shop, and how can you benefit from it? 

Simply put,  Pop-in is a store inside an established store. It is a temporary store or 

space set up by a brand or an individual looking to physically connect and engage 

with their customer base. 

So, here's a guide to help you plan and execute a successful pop-in shop:

1. Define your goals: Before you start planning, it's imperative to define your goals 

for the pop-in shop. Are you looking to generate buzz and awareness for your 

brand? Do you want to test a new product or market? Are you hoping to drive sales? 

Having a clear understanding of your goals will help you make decisions about 

everything from location to marketing.

2. Identify potential locations: Unlike pop-up shops, pop-in shops are 

temporary retail spaces located within existing brick-and-mortar stores. Identify 

potential locations that align with your brand and target audience. Consider 

partnering with retailers that share your values or have a similar aesthetic to your 

brand.

Goal Tracker 
July 25, 2030 | Boardroom A

Pitch Pitch Pitch! 



3. Pitch your idea: Once you've identified potential locations, reach out to the 

retailers with your proposal. Be prepared to share your goals, target audience, and 

ideas for how the pop-in shop will benefit both your brand and the retailer. Highlight 

any unique or exclusive products you plan to o�er.

4. Set a budget: Pop-in shops can be more a�ordable than traditional retail 

spaces, but costs can still add up quickly. Set a budget for everything from rent and 

utilities to decor and sta�ng.

5. Design your space: Your pop-in shop should be visually appealing and reflect 

your brand. Consider the layout, lighting, signage, and decor. Make sure your 

products are displayed in an eye-catching and organized way.

6. Stock your inventory: Make sure you have enough inventory to meet demand 

but don't overstock. Consider o�ering exclusive or limited-edition products to create 

a sense of urgency.

7. Market your pop-in shop: Use social media, email marketing, and other 

channels to promote your pop-in shop. Consider partnering with the retailer to co-

market the event and drive foot tra�c.

8. Train your sta�: Your sta� should be knowledgeable about your brand and 

products, and able to provide excellent customer service. Make sure they are trained 



on your point-of-sale system and any other technology you'll be using.

9. Analyze and adjust: After your pop-in shop is over, analyze your results and 

adjust your strategy for future pop-ins. Use data on sales, foot tra�c, and customer 

feedback to make informed decisions about your next steps. 

By following these steps, you can create a successful pop-in shop that generates 

buzz, drives sales, and helps you reach new customers in partnership with other 

retailers.
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