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SKU will be the new
Point of Interest



Omnichannel requires full visibility



MONO OR MULTIBRAND MANFACTURER COMPANY

INDIRECT CHANNELS

DIRECT CHANNLES

LARGE BUSINESSES SMALL & MEDIUM BUSINESSES
WEB ONLY MULTICHANNEL
WEB ONLY MULTICHANNEL WEB ONLY PHYSICAL MULTICHANNEL
Online Online B&M Online B&M Online B&M Online Online B&M

LACK OF DATA AVAILABILITY

CUSTOMER, SALES AND INVENTORY DATA

Average 60% of the revenue

Average 40% of the revenue




When you search, your desire is to find



local search to find store address, product
availability, business hours and directions

local search on smartphone that visited a
store within a day

local searches on smartphone that lead to a
purchase within a day vs. 7% of non-local
searches

Source: Google, Understanding Consumers’ Local Search Behavior

consumers that want to check stock availability
before visiting the store (1° consumer ask)

consumers that want to touch and feel
products during their customer journey

consumers that are frustrated to not be able to
locate products

Source: Capgemini Future of Retail Store



Human senses must be delig




Consumer interaction with Consumer interaction with goods
goods is relevant Is not relevant

ON LINE IN STORE
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Not been able to leverage full visibility of supply chain implies inefficiency

Not been able to provide product location to consumers implies a lost in sales

Not been able to let consumers interact with products represent a lost in sales



How to close the gap
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The Art of possible
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Inventory
Platform

Indirect
store

Manufacturer
Digital
Properties

After sales inventory allocation & commission
Use independent store as Distribution Center for online sales

Optimized demand and supply chain planning

Build revenue sharing models based on physical try-on
Improve replenishment processes and services

Provide on-line channel to independent stores

Remove attrition thanks to proximity
Wide spectrum of options for pick-up, returns, warranties

Engagement when required

Customer data from independent stores
Prepare the landscape for RFID and IOT objects network

Enabling marketplace processes



What about the market?



Local inventory ads overview

Inventory Data Search

g A — Y

Advertisement Fee Banner & location















Cross channel assortment and Plan promotions on behalf of Load POS and inventory data from
merchandise planning for wholesale, wholesale customers wholesale customers
retail and web-channel



... being present into big retail chains is
the key to survive ...

being present into every store is what will make the difference ...

Manufacturer
Direct Digital
Properties

Inventory
Platform

Indirect
store



Thank you.
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