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Abstract: This article presents a study on customer knowl-
edge and habits regarding the use of refrigerated display
cabinets (RDC). The study was carried out on a sample of
Portuguese retail stores’ customers, using a questionnaire
survey available through an Internet platform. The sample
consisted of 136 individuals, who voluntarily participated
in the study. Questions included the characterization of
the sociodemographic population involved. The question-
naire included different questions to related with RDC,
namely customer knowledge about the appearance of
each RDC equipment, questions to evaluate the respon-
dents’ perception about the advantages and disadvantages
related to open or glass-door closed RDC, questions to assess
the participants’ habits and behavior when purchasing food
products from glass-door closed RDC (frequency and dura-
tion of door open), questions to characterize the consumers’
habits on purchasing food products from RDC, and also
questions to characterize the consumers’ shopping attitudes
in the context of the COVID-19 pandemic, caused by SARS-
CoV-2. The results seem to indicate that customers prefer
closed RDC; for example, 61.8% of participants prefer pro-
ducts preserved in glass-door closed RDC, against 6.6% that
admit to preferring products preserved in open RDC. There-
fore, we can deduce that the existence of doors does not
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appear to be an obstacle to purchasing food products.
Regarding the use of glass-door closed RDC, 80.1% of the
participants say they just open the door once, and 53.7% of
the costumers believe they keep the door open in the interval
[4-6s]. This indicates that Portuguese customers are quite
well informed about food safety issues and seem to follow
assertive attitudes when purchasing food products from RDC.
This study reinforces the benefits of replacing open RDC by
closed glass-doors allowing significant energy savings.

Keywords: refrigerated display cabinets, supermarkets,
customer habits, energy efficiency, safety food

1 Introduction

Currently, the rational and efficient use of energy is one
of the most important concerns and a worldwide chal-
lenge. Retail food stores are places where energy con-
sumption is quite considerable. A substantial amount of
electricity consumption in supermarkets is related to the
refrigeration cabinets used in the storage and conserva-
tion of perishable food products [1]. Storage in retail food
store displays seems to be the least efficient part of the
food supply chain, in contrast to what has been verified
from production to distribution [2].

In retail food stores, refrigerated display cabinets
(RDC) are normally used simultaneously to exhibit and
preserve food products. This type of equipment is usually
open at the front, with a considerable area for displaying
food products that can be quickly and easily accessed by
customers without inconvenience [3-5]. This type of
cabinet can also be equipped with one or more air cur-
tains at the front, acting as a barrier between the products
and the warmer surrounding ambient air [3]. According
to some authors, without air curtain installed, warm air
infiltration across the air curtain of a vertical open RDC
represents about 70% of the total refrigeration load [4,6,7].

The installation of doors on open RDC is one of the
simple and effective methods to improve the cabinet
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performance [8]. The inclusion of glass doors on these
cabinets also offers other advantages, such as lower tem-
peratures and better temperature control in the display
space [9,10]. However, in closed RDC, the ambient air
moisture can condense on the inside of the glass-door pre-
venting customers from getting a good view of the products.

The RDC can also be horizontal (especially for freezing
products), as assessed by users from the top. Cabinets that
combine vertical and horizontal access are also used.
Serve over cabinets are commonly used in bakeries, pas-
tries, butchers, and cafés to display food products but
cannot be directly accessed by customers.

Regarding the commercialization and display of per-
ishable products, fresh or processed, requirements in
terms of safety and quality of food must be fulfilled,
namely to ensure that the storage temperature of the
food product is continuously maintained below the max-
imum recommended value. Despite the strict criteria
imposed by the legislation in terms of Food Safety, studies
carried out in European Union countries have revealed
that the maximum admissible temperatures of food pro-
ducts stored in refrigerated cabinets are often exceeded, as
reported by earlier studies in France [11,12], in the United
Kingdom [6,9], in Sweden [2], and in Greece [13].

Recently, the use of phase change materials (PCM)
in refrigerated food storage and cabinets have attracted
the attention of researchers and developers worldwide.
Optimum placement of PCM material inside refrigerated
cabinets can ensure product temperature within an accep-
table range, thereby assuring food quality [14].

In the choice between open or closed RDC, other
aspects must be considered, such as the balance between
the commercial or energy aspects. In commercial terms,
it is relevant to evaluate if sales decrease or not, with
close displays cabinets and customer’s accessibility to
the products.

In an earlier study [15], the author presents an exten-
sive literature review of research on open and closed
RDC, in terms of energy efficiency, chilled groceries,
and customer behavior and perception when shopping
in retail stores.

The main goal of the present study is to characterize
the Portuguese customer knowledge about the RDC, their
perception concerning the advantages/disadvantages linked
with each one, and identify the customer habits on the use of
these cabinets when handling or purchasing the food pro-
duct, as well as their sensitivity to the rational and efficient
energy use. Moreover, safety and quality food issues are
evaluated.
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2 Material and methods

The methodology used in this study consisted of col-
lecting information through a questionnaire. The ques-
tionnaire was divided into three groups of questions. In
the first group, sociodemographic information was col-
lected to characterize the sample at study. Another group
was dedicated to characterizing the participants’ knowl-
edge about the different types of food RDC. Questions to
characterize the behavior on the use of open and closed
food RDC were included in a third group.

The questionnaire was disclosed on different Internet
platforms, such as e-mail and social networks, and the
data were collected between 20th June and 10th July 2020.
Some assumptions were used to calculate the minimum
number of responses in the sample: 95% confidence
interval, corresponding to a z score equal to 1.96; the power
of the test corresponds to an error of 10%. The Portuguese
population in 2019 was 10,283,822 people, resulting in a
universe of nearly 7.5 million adults, and the target popula-
tion would be 50% of that universe. Under these conditions,
the minimum sample size for the present research to be
statistically meaningful was calculated as 97 adult indivi-
duals. The sample dimension consisted of 136 validated
questionnaires. The validation ensured that only completed
questionnaires were included. The participation was volun-
tary, and confidentiality of the answers obtained was guar-
anteed. Ethical issues were respected in the design and
application of the questionnaire. This research was vali-
dated by the CERNAS Research Centre for implementation
in Portuguese territory.

3 Results and discussion

3.1 Sociodemographic aspects of the
inquired sample

The participants were mostly women (59%), and their age
varied from 19 to 71 years old (Figure 1a).

Concerning the geographical distribution, the survey
included participants from almost all the districts of Portugal
mainland, and also from island regions (Figure 1b), but almost
half of the participants lived in regions of central Portugal
(Coimbra and Viseu).

Another important variable about the participants is
their education level. It was verified that 79% of the par-
ticipants have university graduation.
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Figure 1: Sociodemographic information about the sample: (a) age distribution (%) of the participants (years), (b) geographical distribution
of participants, (c) participants academic graduation, and (d) main education or professional activity area. Values are presented in

percentage, representing a sample of 136 individuals.

Concerning the main academic formation area or pre-
sent professional activity, it was observed that 24% of the
participants belong to the engineering area. This can be
an important issue in the correlation results because several
questions are related to refrigerated cabinets and their func-
tional aspects. It was also found that food science, com-
merce/trade or retail, and restoration (includes cafés, bars,
hotels, etc.) professional areas, all together, represent only
about 16% of the participants. A total of 26% of participants
were classified as professors or students. Participants from
the health area (doctor, nurse, etc.) represent 18%.
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3.2 Customers’ knowledge about food
display cabinets

The first question asked the participants was to indicate
their level of knowledge about food RDC used on food
conservation applications, in general. In this stage, without
any references to the different types, appearance, or config-
uration of the food RDC, as can be observed in Figure 2,
around 60% of the participants answered that they “know
what it is”, the cabinets used in the conservation of each
type of food (almost equal percentage for the conservation

| know well what it is
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Figure 2: Results for the question: “Indicate your level of knowledge about the RDC used in each of the food conservation applications”.
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of meat, fish, dairy products, fruits and vegetables, or frozen
products). Slightly more than 30% of the participants
answered “Do not know what it is”, which means they
do not even have a rough idea of the display and conser-
vation cabinets used in the preservation of the different
food products. Only 6.6-8.8% of participants declare “know
well what it is”.

In the next stage, the participants were asked to indi-
cate their level of knowledge about each type of RDC. The
results show that a large percentage, 60.3% of respon-
dents referred that they “know the appearance well”, for
a glass-door display cabinet and 16.2% also knew “how it
looks and works” (Figure 3). Globally, similar results
were found regarding the knowledge of the closed ver-
tical and horizontal RDC. However, some differences were
verified about knowledge of “Open vertical display cabinet
+ air curtain”. In this case, 12.5% declare “Do not know
what it is”, and a smaller portion, compared with other
types of cabinets, referred that they “know the appearance
well” (41.9%). This may be a bit surprising result. However,
we suspect that some customers do not know what the air
curtain is and that might have confused the respondents.
Moreover, 33.8% of participants answered “only have an
idea of the appearance” but 11.8% referred “know how it
looks and works”. Similar results were obtained for the
open horizontal display cabinet + air curtain.

Concerning the layout or disposition of the cabinets
in the supermarket, two main configurations are used,
vertical against a wall or back to back with other cabinets,
or island (horizontal) when it is located in the middle of
the store and can be surrounded by the user. It was verified
that 43.4 and 30.1% of participants answered “Do not
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know what it is” regarding mural and island, respectively
(Figure 4). Just about 8% declared “know how it looks and
works”, for both configurations.

3.3 Customers perception about advantages
and disadvantages of the different type
of food RDC

3.3.1 Global perception of food RDC

In an earlier study [16], the authors conclude that, when
shopping chilled groceries, customers’ behavior and per-
ceptions differ according to the existence or not of doors
on RDC.

This section presents the results about the partici-
pants’ opinion/perception about possible advantages or
drawbacks of open and closed RDC (Table 1). The method-
ology was asking the participant to classify different affir-
mations according to five agreement levels, fixed at the
extremes with “strongly disagree” and “strongly agree”.
A “do not know” option was also available.

The results to statement 1 reveal that 40.4% of
the respondents agree that “The best cabinet is the one
that has glass-doors because they are most energy-effi-
cient”, and 16.2% of the respondents strongly agree (Table 1).
From this, we may deduce that customers know which
types of cabinets are more efficient. Several studies com-
paring the performance (energy savings) of RDC with and
without doors reveal that energy saving by installing
doors can reach 70% [17,18]. Energy savings seems to be
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Figure 3: Results for the question: “Indicate your level of knowledge about each type of RDC”.
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Figure 4: Results for the question: “Indicate your level of knowledge about each RDC, concerning the disposition in the supermarket”.

an important issue also to the customer, not only related to
retail stores but also in their homes. In ref. [19], for a study
about customers’ behavior with domestic refrigerators, the
author observed that reducing energy consumption played
a crucial role for the customer.

To statement 2, a significant number of respondents,
39%, “agree” and 16.2% “strongly agree”. This reveals that
majority of customers seem to be aware that closed cabi-
nets are the best to maintain more homogeneous tempera-
tures of the inside air and food products. The Portuguese
customer’s perceptions are aligned with those reported in
different studies [3,9,10].

Quite surprising are the results related to statement 3. In
this, a very significant percentage of participants answered
“disagree (41.9%)” or “strongly disagree (14.0%)”. The open
RDC is very popular in retail food stores because it allows
the customer unrestricted access to the displayed products.
However, these results seem to indicate that customers do
not consider easy access as the most important factor to clas-
sify the open cabinets as the best. Therefore, the results of the
present survey show that Portuguese customers prefer closed
RDC (glass-doors), contrary to what was reported in ref. [20],
in which English customers prefer to purchase products from
cabinets without doors. Indirectly, we can conclude that Por-
tuguese customers are concern with efficient energy use.

To statement 4, 44.9 and 34.9% of the participants
declare they “disagree” and “strongly disagree”, respec-
tively. These are important results and aligned with those of
the previous statements, and reveal that, for the majority of
Portuguese customers, the existence of doors on RDC is not
an obstacle to purchasing the food products and thus does
not reduce product sales. These results are divergent with
an earlier study [3] referring that barriers between custo-
mers and groceries are described as having a negative
impact on sales. This can indicate that customer tends to
be more concerned about other issues than the easy access
to the products.

3.3.2 Possible inconveniences or obstacles associated
with the use of closed RDC

Table 2 presents the results on the possible inconve-
niences or obstacles to the use of closed RDC (glass-
doors), in which participants were asked to classify five
statements according to the importance they attribute to
them. Regarding the statement 1 “Difficulty in purchasing
the products, owing to the need to open the door”, 39.4%
of the participants considered “irrelevant” and 37.2% “of
little importance”. There were, however, 18.2% of parti-
cipants who answered “important”, so these participants
considered this as an actual inconvenience. Similar results
were observed for the statement 2 “Difficulty in purchasing
the products, because the hands are busy (shopping list
or basket, etc.)”. For the statement 3 “Difficulty in seeing/
choosing products, due to fogging of the front glass”,
despite approximately 50% of the participants considering
it “irrelevant” or “of little importance”, significant percen-
tages (38.4%) answered “important” and 5.1% “very impor-
tant”. This means that fogging at the front glass of closed
RDC can be an important inconvenience and special atten-
tion must be given to this issue.

In the context of the current pandemic COVID-19 caused
by the coronavirus SARS-CoV-2, respondents were asked
about the possible “Fear to touch the door, due to possible
contamination by the new coronavirus (SARS-CoV-2)”. A
total of 55.4% of the inquired participants considered this
issue “important” or “very important”.

3.3.3 Possible inconveniences or obstacles in the use of
open RDC

Following the same previous strategy, the participants
were asked to classify four statements according to the
importance they attribute to them, but now regarding
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possible advantages or disadvantages/obstacles of the
use of open RDC (Table 3).

Concerning statement 1 “Better visibility of food pro-
ducts, even without touching them”, a very large majority
of participants consider this an advantage, with 23.2%
of participants answered “very important” and 46.4%
answered “important”. Very similar results were found
to the statement 2 “Ease in purchasing the desired pro-
ducts”, thus considering this as an advantage as well.

Concerning the statement 3 “Thermal discomfort, due
to the lower air temperature in these aisles...”. It can be
verified that 13.9% of participants consider this aspect
important and 46.0% consider it very important. This
means that the majority of participants admit worrying
about the thermal discomfort in the corridor where these
open RDC are installed. Customers and staff discomfort in
the vicinity of vertical open RDC, due to cold air transfer
into the aisles of the supermarket, is reported by other
authors, for example, refs. [16,21]. Regarding the state-
ment 4 “Lack of confidence that food is maintained
within the recommended storage temperature limits”,
results indicate that 39.0% of participants considered this
important and 16.2% very important. Therefore, most parti-
cipants do not fully trust those food products are main-
tained under adequate conservation temperatures.

3.4 Behavior of customers regarding the use
of closed doors RDC

3.4.1 Frequency, duration, and reasons to keep the door
open of a RDC during the shopping

The frequency and duration of door openings in closed
RDC are important factors, which can increase the overall
energy consumption of these cabinets [22,23]. Hence, the
participants were asked to indicate, on average, how
many times they open the door until choosing, deciding,
or reaching the desired product. According to the results
(Figure 5a) most of the customers believe just open the
door once (80.1%), pick up the product, and then close
the door. Customers who admit they “open the door
twice” are 18.4%. Additionally, most of the customers
declare to maintain the door open for less than 6s
(Figure 5b). This customers’ behavior reveals their great
determination on the product choice. If this behavior
really occurs, it will contribute to considerable energy
savings, reducing the infiltration into the cabinets, and
maintaining a lower and uniform inside temperature,
which benefits food conservation.

Table 3: Response frequency (%), importance level that customers attribute to statements reporting possible inconveniences or obstacles in the use of open RDC

Little importance Don’t know

Irrelevant

Important

Very important

Statement

2.2

17.4 10.9

46.4

23.2

1. Better visibility of food products, even without touching them

2. Ease in purchasing the desired products

2.2

22.3 10.1

45.3

20.1

2.9
5.9

22.6 14.6

46.0

13.9

3. Thermal discomfort, due to the lower air temperature in these aisles, compared to the rest of the supermarket

4. Lack of confidence that food is maintained into the recommended storage temperature limits

22.8 16.2

39.0

16.2

DE GRUYTER



DE GRUYTER

Once 80.1%

Twice 18.4%

Three or
more
times

1.5%

(a)
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[Os - 3s] 24.3%
[4s - 65] 53.7%
[7s - 10s] 18.4%
> 10s 3.7%
(b)

Figure 5: Results for the questions: “During shopping in a supermarket, when choosing food products displayed in a refrigerated or frozen
cabinet on an average, how many times do you open the door until you choose, decide, or reach the desired product?” (a) and “...on an
average, how long do you keep the door open (from open to close) to reach the desired product?” (b).

To investigate possible reasons why the users main-
tain the door of the refrigerated cabinets open while
choosing or deciding to purchase a food product, some
options were suggested, from which the respondents
could select up to three. The results (Figure 6) indicate
that the main reasons to maintain the door open are
as follows: “To check the product’s expiration date”
(24.5%), “To check if really is the product I want to
buy” (19.3%), “To check the general condition of the pro-
duct and packaging” (15.5%), and 24.4% of the inquired
declared to “immediately close the door after getting the
product”.

3.4.2 Customers’ habits on purchasing food products
from vertical and horizontal RDC display cabinets

This section explores the customers’ behavior/habits on
purchasing food products from RDC. The participants
were invited to select the statement that best represents

To check if really is the product | want to buy

To check the general condition of the product and packaging
To check the product's expiration date

To briefly read the product's label

To accommodate the product in the shopping basket

| am distracted by observing the products displayed

| immediately close the door after reaching the product

their behavior when choosing and/or purchasing food
products from RDC in supermarkets. Figure 7 presents
the results for the vertical RDC. The statement more fre-
quently selected (33.8%) was “I choose and purchase the
product at the back, because, in principle, it has a longer
shelf life”. In second with 26.5% was the statement

“I choose and purchase the product at the back,
because, in principle, it will be at a lower temperature...”.
From the results, most of the customers declare to choose
the food products located at the back, and the main
reason is that they believe that the products have a longer
shelf life or because they are stored at a lower temperature.
This customer behavior appears to be good practice, as
reported by some researchers [6,24,25], according to which
the product position in the cabinet is an important factor of
its temperature, and that products located at the front of the
cabinet (most exposed to surrounding ambient) have higher
temperatures than those at the back of the cabinet. There-
fore, it is expected that during conservation, lower tempera-
tures provide better food quality.

| [BEER
|
I s
| VA

l 27«

I 27«

Figure 6: Results for the question: “Indicate up to three of the possible main reasons to maintain the door open of the refrigerated display

cabinet, while deciding catch up the desired product?”.
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| choose and purchase the product at the front, as it is easier

to reach 19.9%

| choose and purchase the product at the back, because,
in principle, it will be at lower temperature (below the
maximum recommended)

26.5%

| choose and purchase the product at the back, because, 33.8%
in principle, it has a longer shelf life e
For me it doesn't matter - 19.9%

Figure 7: Results for the question: “Select the statement that best represents your behavior when choosing and/or purchasing food
products from vertical RDC”.

| choose and purchase the product that is on the top, more

: 34.6%
accessible

| choose and purchase the product that is on the top,
because the ones below are already there longer and may 8.8%
be out of date

| choose and purchase the product deeply below,
as the ones above may have less quality because they 27.2%
are more exposed at higher temperature

For me it doesn't matter 29.4%

Figure 8: Results for the question: “Select the statement that best represents your behavior when choosing and/or purchasing frozen food
products from horizontal RDC”.

The results on customer behavior when choosing 3.4.3 Global opinion or preference for food RDC type

and/or purchasing frozen food products from horizontal

display cabinets are shown in Figure 8. The most selected It was asked to the participants to indicate their general
statement (34.6%) was “I choose and purchase the pro- opinion or preference regarding the products displayed
duct that is on the top, more accessible”, followed by in refrigeration or freezing cabinets. According to the
29.4% that answered that “it does not matter”. In this results (Figure 9), participants declare their preference
case, the easiness to get the product seems to be the for products preserved in closed RDC (61.8%). These
main reason for choosing the product from the top. results combined with those in the previous section

| prefer products preserved in closed display

cabinets (with glass doors), in principle
. . 61.8%
the products are maintained at a lower

temperature

(without glass doors), as they are easier to reach

It doesn't matter to me, | don't have an opinion - 31.6%

Figure 9: Results for the question: “Indicate your general opinion or preference regarding the products displayed in refrigeration or freezing
cabinets”.

| prefer products preserved kept in open cabinets I 6 6%
. 0
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indicate that a great majority of customers seem to be
more concerned with issues related to the efficient use
of energy or related to food safety, than with the facility
in getting the food products from RDC. This is one impor-
tant conclusion of the present study showing the disposi-
tion of customers to sacrifice the comfort in the ease of
access to food products in favor of issues addressed to
efficient energy use or safety and food quality.

4 Conclusion

From the results, participants/customers in this survey
are quite well-informed about food safety issues, and
seems to follow assertive attitudes when they purchase
food products, namely considering the reasonable use
of refrigerated cabinets (e.g. frequency and duration of
door opening in closed cabinets), or the selection of the
desired food product.

Globally, the results indicate that a great majority of
customers prefer closed glass doors RDC. However, an
important percentage of customers also consider that fog-
ging at the front glass of closed RDC can be an important
inconvenience, so special attention should be devoted to
this issue.

We may conclude that a great majority of partici-
pants/customers give more importance to the efficient
use of energy or safety and food quality associated to
close RDC than the easiness of access to food products
by the absence of physical barriers on open display
cabinets.

Based on the present results, besides participants/cus-
tomers preferring closed refrigerated food display cabinets,
the existence of doors is not an obstacle to customers pur-
chasing the food products and thus does not reduce sales.

In several countries, including Portugal, open RDC
are being replaced by glass closed RDC. This study shows
that customers are receptive to this change, without
affecting sales. However, for good visibility of the pro-
ducts, no formation of glass fogging must be assured.

Acknowledgments: This study is funded by National
Funds through the FCT - Foundation for Science and
Technology, I.P., within the scope of the project Ref?
UIDB/00681/2020. Furthermore, we would like to thank
the CERNAS Research Centre and the Polytechnic Institute
of Viseu for their support.

Funding information: This study is funded FCT — Foundation
for Science and Technology, L.P., project Ref UIDB/00681/2020.

Use of food refrigerated display cabinets in Portugal =—— 59

Author contributions: J.C.G. - conceptualization; J.C.G.,
R.G. — data curation; J.C.G., R.G., C.A. — formal analysis;
J.C.G. - funding acquisition; J.C.G., R.G., C.A. — methodology;
J.C.G., R.G., C.A. —resources; J.C.G., R.G., C.A., P.C. — writing:
original draft; J.C.G., R.G., C.A., P.C. —writing: review and
editing.

Conflict of interest: The authors state no conflict of
interest.

Data availability statement: The datasets generated during
and/or analyzed during the current study are available
from the corresponding author on reasonable request.

References

[1] Axell M, Lindberg U. Field measurements in supermarkets.
Paper presented at the Proceedings of the IIF-1IR Meeting
‘Commercial Refrigeration’, Vicenza, Italy; 2005.

[2] Goransson M, Nilsson F, Jevinger A. Temperature performance
and food shelf-life accuracy in cold food supply
chains - Insights from multiple field studies. Food Control.
2018;86:332-41. doi: 10.1016/j.foodcont.2017.10.029.

[3] Chaomuang N, Flick D, Laguerre O. Experimental and numer-
ical investigation of the performance of retail refrigerated
display cabinets. Trends Food Sci Technol. 2017;70:95-104.
doi: 10.1016/].tifs.2017.10.007.

[4] Gaspar PD, Carrilho Gongalves LC, Pitarma RA. Experimental
analysis of the thermal entrainment factor of air curtains in
vertical open display cabinets for different ambient air condi-
tions. Appl Therm Eng. 2011;31:961-9. doi: 10.1016/
j.applthermaleng.2010.11.020.

[5] Wu X, Li W, Wang Y, Chang Z, Wang C, Ding C. Experimental
investigation of the performance of cool storage shelf for
vertical open refrigerated display cabinet. Int | Heat Mass
Transf. 2017;110:789-95. doi: 10.1016/
j.ijheatmasstransfer.2017.03.071.

[6] Evans JA, Scarcelli S, Swain MVL. Temperature and energy
performance of refrigerated retail display and commercial
catering cabinets under test conditions. Int ] Refrig.
2007;30:398-408. doi: 10.1016/].ijrefrig.2006.10.006.

[7] Tassou SA, Ge Y, Hadawey A, Marriott D. Energy consumption
and conservation in food retailing. Appl Therm Eng.
2011;31:147-56. doi: 10.1016/j.applthermaleng.2010.08.023.

[8] Chaomuang N, Laguerre O, Flick D. A simplified heat
transfer model of a closed refrigerated display cabinet.
Therm Sci Eng Prog. 2020;17:100494. doi: 10.1016/
j.tsep.2020.100494.

[9] Talbot L, Purnell G, James S}, James C. Operating temperatures

of supermarket frozen retail display cabinets. Int | Refrig.

2020;117:81-93. doi: 10.1016/j.ijrefrig.2020.04.017.

Chaomuang N, Flick D, Denis A, Laguerre O. Experimental

analysis of heat transfer and airflow in a closed refrigerated

display cabinet. ) Food Eng. 2019;244:101-14. doi: 10.1016/

j.jffoodeng.2018.09.009.

(10]



60

(12]

(13]

[14]

[15]

(18]

(19]

Jodo Carlos Gongalves et al.

Morelli E, Noel V, Rosset P, Poumeyrol G. Performance and
conditions of use of refrigerated display cabinets among pro-
ducer/vendors of foodstuffs. Food Control. 2012;26:363-8.
doi: 10.1016/j.foodcont.2012.02.002.

Derens-Bertheau E, Osswald V, Laguerre O, Alvarez G. Cold
chain of chilled food in France. Int ) Refrig. 2015;52:161-7.
doi: 10.1016/].ijrefrig.2014.06.012.

Koutsoumanis K, Pavlis A, Nychas G-JE, Xanthiakos K.
Probabilistic model for Listeria monocytogenes growth during
distribution, retail storage, and domestic storage of pasteur-
ized milk. Appl Env Microbiol. 2010;76:2181-91. doi: 10.1128/
AEM.02430-09.

Purohit N, Dasgupta MS. Thermal storage material enhanced
refrigerated display cabinet. Mater Today: Proc.
2020;28:510-4. doi: 10.1016/j.matpr.2019.12.210.

Lindberg U. Research for the retail grocery context: a sys-
tematic review on display cabinets. Trends Food Sci & Technol.
2020;100:19-34. doi: 10.1016/j.tifs.2020.03.027.

Lindberg U, Salomonson N, Sundstrém M, Wendin K.
Consumer perception and behavior in the retail foodscape-a
study of chilled groceries. ] Retail Consum Serv. 2018;40:1-7.
doi: 10.1016/j.jretconser.2017.09.001.

Atilio de Frias J, Luo Y, Kou L, Zhou B, Wang Q. Improving
spinach quality and reducing energy costs by retrofitting retail
open refrigerated cases with doors. Postharvest Biol Technol.
2015;110:114-20. doi: 10.1016/j.postharvbio.2015.06.016.
Faramarzi RT, Coburn BA, Sarhadian R. Performance and
energy impact of installing glass doors on an open vertical
deli/dairy display case. ASHRAE Trans. 2002;108:673.
Belman-Flores JM, Pardo-Cely D, Elizalde-Blancas F, Gallegos-
Mufoz A, Pérez-Garcia V, Gomez-Martinez MA. Perspectives

(20]

(21]

(22]

(24]

(25]

DE GRUYTER

on consumer habits with domestic refrigerators and its con-
sequences for energy consumption: case of study in
Guanajuato, Mexico. Energies. 2019;12:860. doi: 10.3390/
en12050860.

The Grocery Trader. The case for glass doors on refrigerated
display cabinets is closed. Grocery Trader; 2013. https://
grocerytrader.co.uk/the-case-for-glass-doors-on-refrigerated-
display-cabinets-is-closed/accessed August 12, 2020.

Lindberg U, Fahlén P, Axell M, Fransson N. Thermal comfort
in the supermarket environment — multiple enquiry methods
and simultaneous measurements of the thermal environment.
Int ) Refrig. 2017;82:426-35. doi: 10.1016/
j-ijrefrig.2017.06.020.

de Frias JA, Luo Y, Zhou B, Zhang B, Ingram David T, Vorst K,
et al. Effect of door opening frequency and duration of an
enclosed refrigerated display case on product temperatures
and energy consumption. Food Control. 2020;111:107044.
doi: 10.1016/j.foodcont.2019.107044.

Li X, Zhu D, Wang N, Zeng X. Influence of door opening on
temperature fluctuation and energy consumption of refriger-
ated display cabinet. Proceedings of International Congress of
Refrigeration, Beijing, China; 2007.

Kou L, Luo Y, Ingram DT, Yan S, Jurick WM. Open-refrigerated
retail display case temperature profile and its impact on pro-
duct quality and microbiota of stored baby spinach. Food
Control. 2015;47:686-92. doi: 10.1016/
j.foodcont.2014.07.054.

Laguerre O, Hoang MH, Osswald V, Flick D. Experimental study
of heat transfer and air flow in a refrigerated display cabinet.
J Food Eng. 2012;113:310-21. doi: 10.1016/
j.jfoodeng.2012.05.027.


https://grocerytrader.co.uk/the-case-for-glass-doors-on-refrigerated-display-cabinets-is-closed/
https://grocerytrader.co.uk/the-case-for-glass-doors-on-refrigerated-display-cabinets-is-closed/
https://grocerytrader.co.uk/the-case-for-glass-doors-on-refrigerated-display-cabinets-is-closed/

	1 Introduction
	2 Material and methods
	3 Results and discussion
	3.1 Sociodemographic aspects of the inquired sample
	3.2 Customers' knowledge about food display cabinets
	3.3 Customers perception about advantages and disadvantages of the different type of food RDC
	3.3.1 Global perception of food RDC
	3.3.2 Possible inconveniences or obstacles associated with the use of closed RDC
	3.3.3 Possible inconveniences or obstacles in the use of open RDC

	3.4 Behavior of customers regarding the use of closed doors RDC
	3.4.1 Frequency, duration, and reasons to keep the door open of a RDC during the shopping
	3.4.2 Customers' habits on purchasing food products from vertical and horizontal RDC display cabinets
	3.4.3 Global opinion or preference for food RDC type


	4 Conclusion
	Acknowledgments
	References


<<
  /ASCII85EncodePages false
  /AllowTransparency false
  /AutoPositionEPSFiles true
  /AutoRotatePages /None
  /Binding /Left
  /CalGrayProfile (None)
  /CalRGBProfile (sRGB IEC61966-2.1)
  /CalCMYKProfile (ISO Coated)
  /sRGBProfile (sRGB IEC61966-2.1)
  /CannotEmbedFontPolicy /Error
  /CompatibilityLevel 1.3
  /CompressObjects /Off
  /CompressPages true
  /ConvertImagesToIndexed true
  /PassThroughJPEGImages true
  /CreateJobTicket false
  /DefaultRenderingIntent /Perceptual
  /DetectBlends true
  /DetectCurves 0.1000
  /ColorConversionStrategy /sRGB
  /DoThumbnails true
  /EmbedAllFonts true
  /EmbedOpenType false
  /ParseICCProfilesInComments true
  /EmbedJobOptions true
  /DSCReportingLevel 0
  /EmitDSCWarnings false
  /EndPage -1
  /ImageMemory 524288
  /LockDistillerParams true
  /MaxSubsetPct 100
  /Optimize true
  /OPM 1
  /ParseDSCComments true
  /ParseDSCCommentsForDocInfo true
  /PreserveCopyPage true
  /PreserveDICMYKValues true
  /PreserveEPSInfo true
  /PreserveFlatness true
  /PreserveHalftoneInfo false
  /PreserveOPIComments false
  /PreserveOverprintSettings true
  /StartPage 1
  /SubsetFonts false
  /TransferFunctionInfo /Apply
  /UCRandBGInfo /Preserve
  /UsePrologue false
  /ColorSettingsFile ()
  /AlwaysEmbed [ true
  ]
  /NeverEmbed [ true
  ]
  /AntiAliasColorImages false
  /CropColorImages true
  /ColorImageMinResolution 150
  /ColorImageMinResolutionPolicy /OK
  /DownsampleColorImages true
  /ColorImageDownsampleType /Bicubic
  /ColorImageResolution 300
  /ColorImageDepth -1
  /ColorImageMinDownsampleDepth 1
  /ColorImageDownsampleThreshold 1.50000
  /EncodeColorImages true
  /ColorImageFilter /DCTEncode
  /AutoFilterColorImages true
  /ColorImageAutoFilterStrategy /JPEG
  /ColorACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /ColorImageDict <<
    /QFactor 0.76
    /HSamples [2 1 1 2] /VSamples [2 1 1 2]
  >>
  /JPEG2000ColorACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000ColorImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasGrayImages false
  /CropGrayImages true
  /GrayImageMinResolution 150
  /GrayImageMinResolutionPolicy /OK
  /DownsampleGrayImages true
  /GrayImageDownsampleType /Bicubic
  /GrayImageResolution 300
  /GrayImageDepth -1
  /GrayImageMinDownsampleDepth 2
  /GrayImageDownsampleThreshold 1.50000
  /EncodeGrayImages true
  /GrayImageFilter /DCTEncode
  /AutoFilterGrayImages true
  /GrayImageAutoFilterStrategy /JPEG
  /GrayACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /GrayImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000GrayACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000GrayImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasMonoImages false
  /CropMonoImages true
  /MonoImageMinResolution 1200
  /MonoImageMinResolutionPolicy /OK
  /DownsampleMonoImages true
  /MonoImageDownsampleType /Bicubic
  /MonoImageResolution 600
  /MonoImageDepth -1
  /MonoImageDownsampleThreshold 1.50000
  /EncodeMonoImages true
  /MonoImageFilter /CCITTFaxEncode
  /MonoImageDict <<
    /K -1
  >>
  /AllowPSXObjects false
  /CheckCompliance [
    /None
  ]
  /PDFX1aCheck false
  /PDFX3Check false
  /PDFXCompliantPDFOnly false
  /PDFXNoTrimBoxError true
  /PDFXTrimBoxToMediaBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXSetBleedBoxToMediaBox true
  /PDFXBleedBoxToTrimBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXOutputIntentProfile (None)
  /PDFXOutputConditionIdentifier ()
  /PDFXOutputCondition ()
  /PDFXRegistryName (http://www.color.org?)
  /PDFXTrapped /False

  /CreateJDFFile false
  /SyntheticBoldness 1.000000
  /Description <<
    /POL (Versita Adobe Distiller Settings for Adobe Acrobat v6)
    /ENU (Versita Adobe Distiller Settings for Adobe Acrobat v6)
  >>
>> setdistillerparams
<<
  /HWResolution [2400 2400]
  /PageSize [2834.646 2834.646]
>> setpagedevice


