
Online sales and delivery services are becoming more prevalent in the industry, serving as a threat to in-store
shopping. Direct-to-consumer dispensary sales arepreferable to onlineand delivery sales for a variety of reasons :
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“	 Inte ract ive	market ing	i s	2 	and	12 	t imes	more	e ffect ive	than	t radi tional ,	d irect 	st rategies ”
| G E N R O E

“	Digital	signage	will	be	a	$20B	industry	by	2020	“	
|	G R A N D 	 V I E W 	 R E S E A R C H

“	80%	of	consumer	would	rather	find	product	info	
on	their	own	devices	or	via	an	in-store	kiosk	“	

|	D E L O I T T E

“	Consumers	using	a	device	during	their	
shopping	journey	convert	(make	a	purchase)	at	a	
rate	40	percent	higher	than	those	who	do	not	“	

|	D E L O I T T E

“	22	percent	of	consumers	spend	more	as	a	result	of	
using	digital.	Half	of	these	shoppers	spend	25%	

percent	more	than	they	had	intended	“	
|	D E L O I T T E

8 6 %  Of	customers	interact	
with	a	physical	object	

1 4 %  Browsing	via	traditional	catalogue	

V S .

Brands	featured	on	our	displays showed	sales increases between 50-250%, proving	the	marketing	power	of	our	product:
Customers	who	engage	with	and	learn	about	products	are	up	to 2.5x more	likely	to	purchase	them.

+ $18,316.98
Net	cash	increase	for	the	entire	

period	In	a	single	store

9 3 Average	daily	user	
activities	and

7 3 8  Record	breaking	
activities	on	a	single	day
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