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HARMAN FLAGSHIP
The Harman store allows 
customers to engage 
with the brand and test 
merchandise in a digital 
playground.

THE POWER OF 
TOUCH

Though online retail continues to 
gain momentum due to conve-
nience and the availability of mo-
bile devices, the majority of pur-
chases will continue to be made 
in the physical retail environment. 
The simple joy of shopping, the 
ability to interact with and test-
products, and instant gratifica-
tion, cannot be replicated online. 
The future of retail depends on 
both avenues to drive customer 
loyalty and sales. Popular online 
brands, including highly success-
ful giants like Amazon and Alibaba 
are opening physical stores and 
pop-ups. 

Bonobos is setting the bar 
for service and successfully blur-
ring the lines between online 

and offline retail. The Bonobos 
Guideshops offer a one-on-one 
experience with a guide who 
goes through the product line 
with the customer. The guide 
then helps find the proper size, 
helps customers pick the colors, 
and then places the order for the 
customer.

The Harman New York Flagship 
features a myriad of interactive 
digital touchpoints within the 
space. This platform provided 
consumers with new opportu-
nities to discover the Harman 
product portfolio, while engag-
ing in dynamic brand stories 
through unique, custom instal-
lations. 

A physical presence will continue to be the optimal 
avenue to engage with and experience products.

BONOBOS GUIDESHOPS
One-on-one service and interac-

tion with product experts drive 
sales to Bonobos' online store.
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“As many as two-thirds of shoppers go to 
a physical store before or after making an 
online purchase.” —A.T. Kearney Study


