
Category selling guide

Best Buy might quickly come to mind when shoppers 
consider where to buy home electronics, but they’re buying 
the products at a variety of businesses. As a result, many 
home improvement retailers have found success selling items 
from the niche.

In the October issue of Hardware Retailing, retailers share  
their experiences selling home electronics, which we define  
as items that can connect, charge and improve the 
functionality of electronic items, like cellphones and TVs.
Below, we provide different tips on how to create a home 
electronics niche at your operation.

Since more homeowners are incorporating sound systems, 
charging stations and other technological advancements into 
their houses, home electronic items are becoming important 
parts of home improvement projects.

Power Up Sales  
With Home Electronics

To get started in this niche, consider adding accessories, 
such as cellphone chargers and cases, adapters and 
HDMI cords. Also, don’t forget about other products  
that consumers are integrating into their homes, such  
as USB-wall outlets and Wi-Fi enabled devices.

Finding the 
right products1

A retailer we spoke with initially dedicated 2 to 6 feet of 
space to these products and grew the niche over time. 
Many retailers place small phone car chargers and cables 
near the cash register for impulse selling.

merchandise effectively 2

Keep it fresh
With technology changing daily, chargers can  
quickly become obsolete or cables lose their  
purpose. Ensure your team is staying up to date  
on new trends and advancements.
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How to Sell:
If you add home electronics 
to your inventory, make 
customers aware that you 
now carry these products. 
Include them in your 
circulars, integrate chargers 
into the impulse area and 
consider hosting a social 
media contest with a 
cellphone case or another 
accessory as the prize.

Before adding this niche, ask employees and customers for 
feedback on home electronic products they would purchase 
from your store. Also, consider nearby retail outlets to 
determine how you can compete. Look for products others 
don’t carry that would complement your current selection.

Applied to Retail:


