
IKEA Case Study in Digital Merchandising 
Case Study Created by: Jerry On 
 
Objectives of the case study: 
How IKEA uses education and problem solving as its primary digital 
merchandising lever to help shoppers confidently navigate complex 
purchase decisions. 
 
Goals:  

●​ Education led merchandising through guidance, context, and 
visualization 

 
Overview:  
IKEA is a global furniture and home furnishing retailer known for 
functional design, affordability, and self service solutions. Its digital 
merchandising prioritizes clarity and education over persuasion, helping 
shoppers understand how products fit into real spaces, lifestyles, and 
constraints. 
 
Rather than creating desire through aspiration alone, IKEA focuses on 
reducing uncertainty in high friction purchases by guiding users through 
inspiration, planning, and practical decision making. 
 
 
Brand Name: IKEA 
Industry: Furniture 
Website/URL: https://www.ikea.com/ca/en/  
 
Why I chose this brand:  
 
Choosing IKEA allows me to understand how effective digital 
merchandising can simplify purchasing decisions through education 
rather than urgency or emotion. This case study helps show how guidance, 
visualization, and context support customer confidence when shopping 
for higher-cost items that require more planning and consideration. 

 

 

https://www.ikea.com/ca/en/


Table of Contents: 
●​ Education as Merchandising 

Guides, explanations, and product details are used to teach 
shoppers what they need to know before buying, reducing 
uncertainty and decision fatigue. 

●​ Visualization and Room Context 

Products are shown in real room settings so shoppers can easily 
imagine how items fit, look, and function in their own space. 

 

 



Education as Merchandising 
Goal of the section: 

Evaluate how IKEA uses education and guidance as its primary digital 
merchandising tools to simplify complex purchase decisions. 

Importance: 

Furniture purchases involve higher cost, and longer consideration, along 
with practical concerns like size, fit, assembly, and long term use. Instead 
of relying on urgency or emotional pressure, IKEA focuses on educating 
shoppers. 
 
Clear measurements, simple explanations, real use cases, and assembly 
context help reduce uncertainty and make decisions feel manageable. By 
guiding rather than persuading, IKEA helps shoppers move forward with 
confidence, which is especially important when purchases require more 
planning and commitment. 

Initial Impression: 

Product and category pages feel instructional rather than promotional. 
Shoppers are guided through how products fit into real living spaces, how 
they function, and what to expect during ownership.  
 
Information is layered and accessible, allowing shoppers to learn at their 
own pace. 
 
This experience positions IKEA as a helpful partner in decision making, 
reinforcing trust and reducing friction throughout the journey. 
 

 
(Image 1: Landing Page Navigation) 
​
​
  

 



Information is presented through multiple formats, including photos, 
written descriptions, and, most importantly, the option to view items using 
virtual or augmented reality. This reduces uncertainty, supports better 
decision making,allows shoppers to see how products fit within their own 
space before purchasing. 

By offering accurate measurements and realistic visual context without 
requiring a store visit, IKEA enables shoppers to plan ahead and feel 
prepared before committing to a purchase. 

 
(Image 2: Virtual Reality View) 
 
In addition, each product includes downloadable assembly instructions, 
outlining required tools, estimated effort, and whether more than one 
person is needed for setup. This level of transparency sets clear 
expectations and helps shoppers feel prepared before committing to the 
purchase. 

 
(Image 3: Assembly and documents) 

 

 



Visualization and Room Context 
Goal of the section: 

Understand how IKEA uses visualization and real room context to help 
shoppers imagine products in their own spaces and reduce uncertainty 
before purchase. 

Importance: 

Furniture is difficult to evaluate online since shoppers must imagine, scale, 
proportion, and fit within their own homes. IKEA addresses this challenge 
by placing products in realistic room settings rather than isolating them as 
standalone items. This helps shoppers understand how pieces work 
together and how they might look and function in everyday life. 
 
By showing something in context, IKEA reduces guesswork and helps 
shoppers feel more confident that a product will suit their space, style, and 
needs. 

Initial Impression: 

Product and category pages feature furniture staged in complete rooms, 
often with multiple angles and lifestyle scenarios. Shoppers can see how 
items pair with other products, how they scale within a room, and how they 
support real daily use. 
 
Additional tools like room inspiration galleries, planning tools, and 
suggested combinations further support visualization. The experience 
feels practical and reassuring, helping shoppers move from inspiration to 
decisions with clarity rather than pressure.​
 
When hovering over products, shoppers are given a brief preview of the 
item, with the option to click through for more detailed information. Seeing 
products placed within real room settings helps shoppers understand how 
items work together and gives confidence that the setup can be recreated 
in their own spaces. 

 



​

​
(Image 4: Room Inspiration) 
 
Curated collaborations and sets help reduce confusion and decision 
fatigue. By grouping matching items together and offering them at a fixed 
price, IKEA makes it easier for shoppers to choose a complete, cohesive 
look without feeling overwhelmed. 
​

 
(Image 5: Sets and Series)​
​
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Key Takeaways 
 
Education Can Replace Urgency in High Consideration Categories 
IKEA shows that when purchases involve complexity, cost, and logistics, 
shoppers respond better to clarity than pressure. By prioritizing education 
over persuasion, IKEA reduces hesitation and builds confidence, proving 
that urgency is not required to drive conversion in every category. 
 
Context is a Core Merchandising Lever 
Showing products in real rooms, with realistic scale and usage, is not just 
inspirational but functional. Visualization helps shoppers answer practical 
questions early, reducing returns, regret, and decision fatigue. 
 
Guided Choice is More Effective Than Unlimited Choice 
Curated sets, room solutions, and grouped collections simplify decisions 
without removing autonomy. IKEA demonstrates that reducing complexity 
through structure helps shoppers move forward faster than offering 
endless configuration. 
 
Digital Merchandising Can Function as a Planning Tool 
IKEA’s digital experience supports planning before purchase, not just 
transaction. Tools like room inspiration, VR viewing, and downloadable 
instructions allow shoppers to prepare ahead of time, often before visiting 
a store, extending merchandising beyond the screen. 
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