
YOUR GUIDE TO 
INSTANT IN-STORE 
PERSONALISATION



INDEX
INSTANT IN-STORE PERSONALISATION

THE IMPACT OF ESTORES

CUSTOMER EXPECTATIONS

DISCERNING CHOICES

HOW IS PERSONALISATION DEFINED?

THE BENEFITS

ENDLESS APPLICATIONS

ENDLESS OPPORTUNITIES

DESIGNED AROUND YOU

INSTANT PERSONALISATION IN ACTION

100% SUPPORTED

ENVIRONMENTALLY FRIENDLY

WE’RE UP TO THE CHALLENGE!

CASE STUDY: OF A KIND

CASE STUDY: KUSTOMIZED

4

6

8

10

12

14

16

18

20

22

24

26

28

30

32



DISCOVER A WORLD OF HIGH-PROFIT,
IN-STORE DIGITAL PRODUCT PERSONALISATION.

…there is a way to differentiate 
your business from your 
competitors by adding 
an experiential, word-of-
mouth-generating product 
personalisation service, whilst 
being able to charge a 30% 
premium on the products you’re 
selling? This guide will explain 
how incorporating Roland DG 
instant in-store personalisation 
into your business can result in 
additional footfall and increased 
profitability.

DID YOU 
KNOW...

INSTANT IN-STORE 
PERSONALISATION
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THE
IMPACT
OF 
ESTORES

It is well documented that in the recent years High Street store 
sales have steadily fallen quarter on quarter. This decline is due 
to a number of influencing factors; one being the competition posed 
by the online retail sector – both in terms of price and ease of access. 
With lower overheads and the cost efficiency of automated purchasing 
processes in EPOS systems, it is easier and cheaper than ever for 
companies to set themselves up online. Additionally, improvements 
in online mobile shopping experiences mean that it is easier than 
ever to access, compare and purchase while shoppers are in-store, 
pulling sales away from retail outlets during the shopping experience.
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Customer expectations and 
behaviours are changing – 
more and more demand 
for instant delivery to a work or 
home address,  and expectation 
for next or even same-day 
delivery. Some online retailers 
are even able to provide delivery 
within an hour or two! As a result, 
less time is spent in stores at 
traditional shopping times such
as weekends and the build-up 
to holidays. 

With this constant and instant 
access to products and services, 
consumers are increasingly 
dictating what they want, where 
they want it and when; and 
given the correct equipment and 
support, in-store personalisation 
can meet this need.

CUSTOMER 
EXPECTATIONS

“It is the very 
pervasiveness of 
customization that makes 
the trend what it is today: 
an expectation that 
consumers simply won’t 
do without.” 

Mintel, 
The Premium Brand 
and Luxury Consumer, 
December 2014
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DISCERNING 
CHOICES

Recent economic changes have also made shoppers more discerning 
in their purchases, looking for quality over quantity, and bespoke over 
mass-production. This means that while shoppers may be making less 
purchases in total, they are willing to spend more per purchase to 
ensure they take home quality goods.

Research from Deloitte suggests that on average, across different 
retail sectors, around 36% of consumers would consider purchasing 
personalised or customised products or services. But what is most 
interesting is the shift in mentality around cost and time implications – 
1 in 5 of these consumers would be willing to pay a 20% premium 
to ensure their product was personalised or unique to them. 
And 48% would be willing to wait longer for the privilege of getting 
a personalised product or service, potentially keeping customers in 
store for longer, and driving further sales.

All of this means there is huge potential for retail businesses to 
incorporate instant personalisation into their in-store offering in a way 
that could make them stand out from their online AND high street 
competitors.

“‘Me-tailing’ (where retailers offer personalised products and interactions) 
puts the customer at the heart of the retail experience, allowing them to 
fulfil a purchase and pay anyway they like.’ www.theguardian.com

“There is a fundamental shift to more personalized, customized and 
individualized,” Marc Mastronardi, GMM/SVP, Macy’s, Inc.
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HOW IS 
PERSONALISATION 
DEFINED?

Mass personalisation: products are mass produced but can be 
created in multiple variations to meet customer preferences with no 
input from the customer. An example of this is fizzy drinks bottles 
with individual names on the labels, or named keyrings often 
found in museums or theme park gift shops.

Mass customisation: products are mass produced but the customer 
is offered limited options to customise the product. For example, 
football shirts – fonts, characters and numbers are limited, but 
customers can choose what they like from within a certain range.

Bespoke goods & services: the customer is involved from 
beginning to end in the process to create a unique product. You
 can see examples of this in photography shops and supermarkets, 
where a customer’s image can be printed onto mugs, cushions, 
canvasses etc. These sorts of items often hold great emotional 
appeal to customers or visitors, as they are a long-term memory 
of a specific moment in time.

There are 3 types of product personalisation:
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For the retailer, the commercial benefits of in-store personalisation are 
potentially game-changing. The profit margins are higher than on pre-
designed products, and you can define the offering – you choose the 
range of items to customise to fit with your positioning, you decide how 
many you produce in a week, and you decide the price points.

And the benefits go beyond just the financial – customer loyalty plays 
a key role. Both in terms of individuals who will return for future 
purchases and in share their experience with friends, relatives and 
colleagues thereby promoting your business through word of mouth. 
But promotion of the new products and services through your PR and 
marketing channels will also help drive people to your store, including 
some who may not have otherwise visited.

And as you can see from this infographic, there are many customer 
motivations to purchase a personalised product which your business 
can take advantage of.

Whether it is as a gift for someone else, or as a treat for themselves, 
41% of consumers like to buy products that are unique. By purchasing a 
personalised item, they are getting exactly the product they want, have 
a unique and fun experience designing their own product, and then 
having their masterpiece made in front of their eyes. Base: all GB adults 16+ interested in customised products and/or services. Source: deloitte research (June 2015).

THE
BENEFITS

REASONS WHY CONSUMERS 
WANT PERSONALISATION

CUSTOMISED PRODUCTS CAN MAKE GREAT GIFTS

DESIGNING SOMETHING YOURSELF IS FUN

I LIKE TO BUY SOMETHING THAT IS UNIQUE

I LIKE TO BUY SOMETHING
THAT EXPRESSES MY PERSONALITY

USUALLY STANDARD PRODUCTS OR SERVICES 
DO NOT OFFER EXACTLY WHAT I WANT

I LIKE THE IDEA OF SHARING MY CUSTOM DESIGNS ONLINE
(E.G.ON SOCIAL MEDIA LIKE PINTEREST OR FACEBOOK ETC.)

NONE OF THESE

DON’T KNOW

50%

41%

34%

32%

28%

7%

10%

4%
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ENDLESS 
APPLICATIONS

Depending on the market in which your business 
operates, consumers have a huge interest in 
personalised products or services. And it is not just 
the younger generations; clothing, footwear, electronics 
and fashion items like accessories and jewellery are 
popular with consumers of all ages.

Deloitte analysis has shown that there are certain 
types of products where consumers like to be 
actively participating in the personalisation process. 
The demand is there from the consumer and the 
additional premiums that consumers are willing to 
pay are considerable, with an average of 50% of 
consumers willing to pay up to 30% more for 
a personalised item (Deloitte, 2015).

The Roland DG instant in-store personalisation offering, 
and the variety of products and applications onto 
which our and our partners devices can print is almost 
endless. From the mobile phone cases, t-shirts, mugs 
and keyrings that you may expect to see, to golf balls, 
children’s lunch boxes, stationary, luggage, and almost 
everything else you can think of – there is a Roland DG 
device you can use to personalise or customise the 
item. Roland DG can provide the latest UV LED 
direct-to-object printing, heat transfer printing or 

impact engraving using diamond-technology.
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ENDLESS 
OPPORTUNITIES

The good news is that it doesn’t matter what sort of business you run – 
there are opportunities to incorporate personalisation into every sector 
even if you don’t operate as a traditional retail outlet like a supermarket 
or shopping centre. 

The most important aspect of personalisation is to capture emotive 
moments for your customers - just think about all those times you have 
taken photographs and filed them in a folder on a computer, rarely to be 
seen again – transforming these moments into physical keep-sakes is 
the opportunity that instant personalisation gives.

So if you work in a theme park, at a holiday destination or in a sports 
stadium, there is even more potential for profit-driving personalisation 
services than other businesses - offering customers or visitors the 
opportunity for an instant take-away memento of their day. Theme parks 
are a really good example of where a similar service has been offered 
for a long time through printed photographs taken during a ride. Now 
think about the potential for your business, all of the photographs being 
taken by your customers, and how you can offer them instant mementos 
with their own photographs.

Regardless of your business, the Roland DG instant in-store 
personalisation offering, and the endless profit-making potential that 
goes alongside it, remains the same.



DESIGNED 
AROUND YOU

It all starts with the range of products you want to be able to print 
onto – this dictates which devices should be incorporated into your 
personalisation zone. For instance, if you wanted to print directly onto 
surfaces such as canvas, acrylic, wood, plastic, real or faux leather, you 
would require a UV LED printer from Roland DG’s VersaUV range.

However, if you wanted to print onto vinyl, stickers, or heat transfer
onto clothing and textiles, the ideal machine is a VersaSTUDIO 
BN-20 integrated printer/cutter, which uses environmentally safe 
eco-solvent inks (including metallic and white for luxury print effects) 
and delivers the same high quality print, colour consistency and 
reliability as a professional wide-format printer.

And finally, if you want to offer engraved keyrings, jewellery, metal 
photo frames or hipflasks to your customers, you would need the 
Metaza MPX-90 impact engraver which uses a diamond-tipped stylus 
to permanently embellish even the hardest of materials like titanium 
and stainless steel.

To support the range of Roland DG technology, we have a list 
of trusted partner products to complement and complete your 
customisation offering. For example, desktop heat-transfer presses, 
embroidery or sublimation devices.

The VersaSTUDIO BN-20 
desktop printer/cutter

The VersaUV LEF-20 
desktop uv printer

The METAZA MPX-90
desktop impact engraver
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There are already businesses across Europe who have chosen to install 
Roland DG technology into their stores. The KASE is an international 
franchise business offering cases for mobile phones, tablets and other 
devices. Having long offered bespoke cases to order with remote 
production alongside a wide range of pre-printed cases, they wanted 
to expand their offering with an instant personalisation service in-store. 
The first VersaUV LEF was installed in Paris in December 2012, and since 
then they have rolled the concept out to 120 locations in their stores 
across France, Belgium, Luxembourg, Switzerland and Italy. 

E.Leclerc is one of France’s largest hypermarket chains, and they have 
recently adopted the Roland DG retail offering as a white-label concept 
into some of their stores under their own Leclerc STYL’ brand name. Using 
a bespoke modular layout adjusted to fit the retail space available, Leclerc 
now allows customers to customise any of around 70 objects using either 
their own photos/images or tapping into a library of 1000 stock designs 
provided on the in-store tablets.

As you can see the Roland DG instant in-store personalisation solution is 
flexible:

- The KASE opting for straight-forward machine purchases
- E.Leclerc opting for a full end-to-end service

These are just two successful examples launched with the help of Roland 
DG and shows just how flexible the solution can be.

INSTANT 
PERSONALISATION 
IN ACTION
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100% 
SUPPORTED

ROLANDCARE SUPPORT

There is so much more to Roland DG than high quality 
technology in a box. With our own factory trained 
and accredited RolandCare Service team we provide 
post-purchase support which is renowned in the print 
industry. All Roland DG products come complete with 
a warranty package through RolandCare that can be 
tailored to suit many business models.  
RolandCare is one of the most value-packed 
warranties in the industry with guaranteed Service 
Level Agreement response times and cover in the UK 
that can promise an average 70% closure rate through 
telephone technical support and a 98% first time fix 
rate on-site, using 100% Roland DG parts; all giving 
you 100% peace of mind.

ROLAND DG ACADEMY TRAINING

Following expert installation, you and your staff will 
also get full training on all of the Roland DG devices 
you select.  The Roland DG Academy is a unique 
training and support structure offering workshops, 
courses and reference tools. Using this facility, we 
will provide the training to help you get the most out 
of your devices and give your customers the perfect 
personalisation experience. And, of course, if you 
want to take your knowledge or training further, there 
is a range of courses you or your staff can attend to 
increase the range of applications you can offer.
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ENVIRONMENTALLY 
FRIENDLY

We make every effort to minimise the impact of Roland DG devices 
and inks on the environment. Our technology is known for its reliability 
and long-life. And the eco-solvent ink we use is Gold GREENGUARD 
certified, meaning the ink meets some of the world’s most rigorous 
and comprehensive standards for emissions into indoor air and 
includes safety factors that ensure a product is acceptable for use in 
environments like schools and hospitals.

The ECO-UV inks used in our devices are instantly cured (and dry to 
touch) after printing. Long-life, cool-running LED lamps do not require 
any warm up time in order to cure the ink, saving both time and 
energy. The lamps used on the VersaUV series are ozone-free and 
emit only UV-A light, making it a safe and energy efficient alternative to 
conventional UV printers.

The full protective cover on all of the UV LED print devices safeguards 
users by fully encasing all the moving parts. It also prevents dust from 
entering the print area, while keeping the UV-LED light contained. 

Finally, all Roland DG machines run at relatively quiet operation 
volumes meaning that the customer experience isn’t impacted.
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So what are you waiting for? 
At Roland DG, we are passionate 
about finding the best solution 
for you and your business. 
Send the items you want 
personalised to us, and we 
will show you what is possible.

With our expertise and your 
imagination, together we 
can create an exciting, highly 
profitable new revenue stream 
for your business.

WE’RE UP 
TO THE 
CHALLENGE!

28 29



CASE STUDY:
OF A KIND 
Lancashire, UK

www.weareofakind.com

Having spent over a decade working with Roland DG devices, Wesley 
Clemson has turned his invaluable machine knowledge and experience 
into a business reality by launching Of a Kind, an experiential retail 
customisation concept based in Wigan, Lancashire, UK. 

Using unique tablet-based software and a VersaUV LEF-20 printer, 
customers are able to create their own customised design by adding 
doodles, emoticons, and uploading images from their phone, before 
sending the finished artwork to be processed and printed by the printer. 
Popular items such as mobile phone cases, large wall prints and portable 
chargers can be personalised instantaneously.

Wesley Clemson, founder of Of A Kind, said: “There is an experiential 
element to a Roland DG commercial printer that I felt had not been 
exploited before. The printing process is theatrical and visually 
impressive, and Of A Kind is my vision of creating an experiential retail 
concept that brings internet-style customisation to the High Street.”

Combining the emotional appeal of users capturing their own memories 
and moments with the already-profitable personalisation market means that 
Of A Kind’s offering is one that customers are willing to pay a premium for. 
Wesley has already taken his business to high street department stores 
and shopping malls this summer, as well as the renowned Goodwood 
Festival using a portable tuk tuk.

“Once the business idea was born, the VersaUV LEF-20 was the obvious choice 
of printer to make it a reality. The speed, flexibility and power of Roland DG 
machines means it was able to easily adapt to serve a retail environment. The 
LEF-20 is also an extremely cost-effective and reliable machine, which as a new 
business was key in enabling us to increase our profit margins,” Wesley added.

Of A Kind has big ambitions for the future, as Wesley explains: “I want to continue 
progressing the project, and so naturally we will soon need to expand our family 
of Roland DG printers. My ambition is to scale the business up to a stage where 
we are operating with multiple printers in different locations across the country.”
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CASE STUDY: 
KUSTOMIZED 
Derby, UK

After a successful 15-year IT career, Ash Mediratta first encountered 
Roland DG technology when installing a printer for a client. Intrigued 
by the machine’s capabilities in 2009, he changed careers and 
launched his first in-store retail personalisation business, Kustomized.
co.uk; specialising in bespoke clothing prints, sportswear, personalised 
accessories and engraved gifting items. 

Ash knew that he needed a reliable compact machine to help him get 
his business off the ground and so after a recommendation, he invested 
in a Roland DG Metaza Impact Engraver enabling him to engrave 
bespoke logos, detailed lettering and complex illustrations onto a whole 
range of products including small gift items, trophies and medals. 

To cater for the those looking for printed products, Ash invested in a 
Roland DG printer/cutter and desktop vinyl cutter. The print and cut 
machine provided Kustomized.co.uk with a solution to produce high-

quality stickers, labels and vehicle decals, alongside attending an Introduction 
to Digital Print course to gain some expert knowledge and advice.

Commenting on his relationship with Roland DG, Ash said: “It was clear almost 
immediately after purchase that our Roland DG machines were reliable, highly 
effective and could help us unlock the true profit-making potential of both print 
and cut and engraving technology. The course was also highly informative and 
gave me the knowledge and practical experience needed to create and supply 
products that would help drive profits.”

From there Kustomized.co.uk has expanded year-on-year, leading Ash to 
invest in larger and faster Roland DG engraving technology plus a VersaUV 
LEF-20 desktop UV printer, and opening a second Kustomized.co.uk store 
and then a third specialist retail outlet called Spondon Trophies. With the LEF-
20, Kustomized.co.uk can now offer his customers wider range of gifting and 
promotional items with the ability to print onto virtually any material.

www.kustomized.co.uk
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www.rolanddg.co.uk/retailsolutions
01275 335540


