
5-2. Experimental Results
periodA
(No POP)

periodB
(experiment①)

periodC
(experiment②)

Number of customers 70 88 73
Total sales (Except gift boxes) 509(257) 494(350) 656(476)
Sales of target products 69 119 133

Average sales per customer 7.27 5.61 8.99

Target sales per customer 0.99 1.35 1.82
Gift box sales＊ 42 24 30
Gateau Raisin 17 23 33

6. Consideration
①◯..＋grouping⇒more effective

②◯..Both Periods B and C↗

③◯..but,
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Improving Product Sales and Raising Recognition of Yamagata 
Prefectural Fruits through Devised Sales Methods.
Yamagata Prefectural Touohgakkan Junior and Senior High School 

2. Fieldwork…Sep. 22, 2025
・Place visited: Labour (Yakigashi no mise Labour) 　
・Owner :  Mr. Inagaki …Opened In 2024, in Yamagata city
・Main products : Classic baked sweets, Sweets using local fruits  

3. Previous Research
 

1. Research Background and Purpose 5-1. Experimental Overview
- With the cooperation of the baked sweets shop Labour

(1) Target period： 2025 Nov.27 ~ Dec. 7 (Open day:Thu~Sun)
①Baked sweets】　　　　　　②Baked sweets with fruits
　・Lerücken・Madeleine　        ・Gateau Raisin　　

　・Galette   ・Finacier　        　⇒POPs introducing the farmer 
　・Pain de Gênes                        　　　*NO change from the experiment 1

　⇒POPs explaining the products

② “Vegetables where we can see the farmer’s face 
                                                                                  (Aoki, 2006)”  
Period: 2002 to 2005　Content: At about 180 Ito-Yokado stores, 
caricature pictures and producer codes were put on the labels, and the 
sales reached 30 billion yen in two years.  

Customer character 
・approximately 80% of the customer 
are women
→Look carefully before purchasing
・apporoximately 70% of customers 
are new
→be forgotten　

5. Experiment
Based on our hypothesis, we conducted two experiments to verify 
the impact of setting our original POPs ― explaining products or 
farmers of fruits contained in sweets ― on sales promotion and we 
investigated change in the number of products sold before/after.

△Could not contribute enough to local farmers
◎Significantly contributed to local economy

It's been two years since the store opened, 
and we’re having fewer customers 
than the first year..

grouped some sweets as Royal Family 
and tagged them with stickers

6. 分析
１．全体の販売個数変化
 ・期間Aから期間B→15個減   ※ギフト42→24個を考慮すると全体販売個数増  

 ・期間Aから期間C→147個増 ※ギフト42→30個 ギフトが減っても全体販売個数激増  

２．対象４商品の販売個数変化　
 ・期間Aから期間B→50個増　 
 ・期間Aから期間C→64個増 
 

３．ガトーレザンのみの販売個数変化
 ・期間Aから期間B→6個増　 
 ・期間Aから期間C→16個増  .. 平均11個増 
 

Encouraged multiple purchases

Inventory adjustment function

＊Gift boxes are excluded because items are not chosen individually.

＋1.72

＋0.83

4.Hypothesis
1. POP displays can increase the whole sales of products at a 
shop..previous research 1 + the customers’ characteristic 

2. POP displays can encourage sales of specific 
products...previous research 1 + + the customers’ characteristic 

3.  POP displays with farmers information can increase the 
sales of products...previous research 2

Explained what  
“the Classic Sweets” were

＋85%

＋73% ＋93%

Devised
Sales Method

①Increase sales at the shop
②Help local farmers 
 

 
Abstract 
This research explores product sales promotion and Yamagata prefecture fruits improving awareness of valid sales methods.In collaboration with a local sweets shop, we 
conducted a comparative experiment on sales methods to investigate effective sales methods for the shop's major baked goods and sweets made with locally produced fruits.
We created a system with three original ideas :the current sales method, modeled after the previous research, used psychological effect sales method and product and shop took 
advantage of the features  and we examined the effects of sales volume and the trend for each.    
 

Owner’s thouthts
・Easy to eat
・Affordable price
・Helped an orchard before
    ⇒wanting to  contribute to them

approx. 80 %  
⇒female

look closely 
before  buying

Higashine City, where our school is located, is the number one 
producer of cherries in Japan. However, when we visited the Higashine 
City Office and asked about the current situation, we found the lack of 
producers has become a serious problem. Problems such as the aging 
of producers can be mentioned, but it is not easy to for us high school 
students to solve such problems. In this end, by devising the selling 
methods at a stores that handles fruits produced in the prefecture, we 
aim to make more people interested in prefectural fruits and at the 
same time contribute to the improvement of store sales.  

① Unplanned Purchases  / The Effect of POP Displays
                                                                                          (MADS, 2013)

 
Advertisementapprox. 

80% approx. 
70%

(1) Target period：Nov. 6~16, 2025 (Open day:Thu~Sun)
①Baked sweets　　　　　　　②Baked sweets with fruits
　・Lerücken　　　　　　　　　       ・Gateau Raisin
　・Madeleine　　　　　 　　　        ⇒POPs introducing
　・Galette                                                    the farmers 
　⇒POPs explaining the products

Experiment 1: Made and displayed POPs 

① Explain the background 
② Introduce the farmers

　　
in 
France

　　

＋35% ＋94%

periodA　　　　　　periodB　　　　　　periodC periodA　　　　　　periodB　　　　　　periodC

France

Higashine,
Yamagata

Gift 
Box

Yamagata

Experiment 2: Group the sweets as “Royal Family”

Prince Princess

＋36%

Princess

　　

Princess
In 
France..

Table 1: Changes in  the number of sales 

Graph 1: Shift of Total Sales                                              Graph 2 : Shift of the number of sales per person

① ②


