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Strategic Context & Purpose
The New Commercial Imperative

What does it really take to win a shopper’s consideration in a world of
endless options?

In the consumer electronics marketplace, traditional product-led strategies are
delivering diminishing returns. The exponential pace of innovation,
omnichannel complexity, and evolving shopper expectations have created an
environment where product excellence alone is insufficient to drive sustainable
growth.

The Route to Shopper® Framework represents a paradigm shift in commercial
strategy. It is a next-generation capability system designed specifically to enable
Integrated Shopper-based Value Creation. This approach fundamentally
transforms how consumer electronics brands and retailers collaborate to win at
the moment of truth: the point of purchase, where shopper decisions actually
happen.

Beyond the Consumer-shopper Distinction

A critical strategic insight underpins this framework: the clear differentiation
between consumers (who use the product) and shoppers (who decide what,
where, and when to buy). In consumer electronics, this distinction is particularly
pronounced:

« The shopper navigates complex technical specifications, compares
features across brands, evaluates price-performance trade-offs, and
ultimately makes the purchase decision

o The consumer experiences the product's performance, integrates it into
their existing technology ecosystem, and determines long-term
satisfaction and loyalty

While traditional marketing focuses on consumer needs, the Route to
Shopper® Framework recognizes that aligning with the shopper's decision
journey unlocks tremendous commercial value. By addressing shopper
missions, barriers, and triggers, brands and retailers can create more compelling
value propositions that drive conversion at the point of decision.
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Al-enabled Evolution

The latest iteration of the Route to Shopper® Framework has been enhanced to
thrive in the Al-driven commerce environment. While maintaining its shopper-
first principles, the framework now leverages artificial intelligence to:

« Identify and predict emerging shopper missions with unprecedented

precision

« Personalize shopper journeys at scale across digital and physical
touchpoints

« Optimize assortment, pricing, and promotions based on real-time shopper
data

« Enable more agile, responsive collaboration between brands and retailers

This Al enhancement ensures the framework remains future-fit while
amplifying its core purpose: enabling more relevant offers, improved
conversion, and enhanced business outcomes through shopper-centric strategies.

From Category Planning to Shopper Mission Activation

The framework enables a fundamental shift from traditional category or product
planning to shopper mission-based activation:

Product-feature Focus Shopper-mission Focus
Siloed Category Management Connected Experience Design
Transactional Retail Strategic Ecosystem Partnerships
Relationships
Isolated Promotional Activities Integrated Shopper Journey
Orchestration
Performance Measured by Sell- Success Defined by Shopper
in Conversion
Static Planning Cycles Al-enabled Dynamic Optimization

This transformation creates sustainable competitive advantage for both brands
and retailers in the consumer electronics industry by aligning strategy and
execution around the shopper's decision journey.
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GUIDE — PATHS™ Frameworks for Consumer
Electronics

The Route to Shopper® Framework for Consumer Electronics consists of two
complementary systems that work in concert to drive shopper-based value
creation:

GUIDE System (For Brand Owners)

Route to Shopper”®

Digital The GUIDE System
(7] e o D 4 O e D = ¥y & O 7]
( ) ma 3 y )
k G & U b D / E) &3 12}
= Grow the Shopper Unlock Bigger Increase Purchase Drive Sustainable Enable Cross-Functional .q¥>
[ Base Baskets Cycles Profits Excellence res
© Channel, Customer, Shopper & Technology Category Electronics Basket Analysis & Technology Portfolio and Technology Investment [+
E mer Universe Mapping nagement i i Financial Analysis
for Tech Ecosystems E
Integrated Tech Marketing - | Advance d Ioa Catedo
© Customer, Shopper and bt o gory
< g & Activation
O Consumer Technology Insights e Management Marketing Frameworks 27
o Tech Distribution Tech Trade ions & ics Revenue ics Supply Chain & —
(o] Optimization Launch Management Growth Management Inventory Management (o))
-_— ret
(] Electronics Distributor & VAR Perfect Tech Store Experience | roioioc Ecocctom Loyalty Technology Value Chain Technical Sales Force ()
> Management Principles Management Optimization Development E
8 Technical Solution Selling Electronics Retail Key Account]  Advanced Tech Key Account Technical Value Negotiation Atificial Intelligence & L
Framework Management Management & Integrated Frameworks | Connected Device Analytics
\ _ Launch Planning y

-

_J
Physical

Route to Shopper’ (€]

The GUIDE System A§_b|‘ver‘se Group

Brand Owners and Manufacturers Driven
Consumer Electronics Industry

G: Grow the Shopper Base

o Technology ecosystem mapping and segmentation

« Channel and shopper universe identification

« Adoption cycle analysis and strategy

« Distribution optimization across specialist and mass channels
o Technical solution selling methodologies

« Al-powered shopper identification and targeting

U: Unlock Bigger Baskets

o Technology category management and ecosystem merchandising
« High-consideration purchase driver optimization

o Tech shopper marketing with retail media integration

« Perfect tech store experience principles

« Electronics retail key account management

o Al-enhanced cross-sell and upsell recommendations
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I: Increase Purchase Cycles

« Electronics basket analysis and ecosystem expansion
o Integrated tech marketing, from branding to activation
o Tech trade promotion and launch excellence

o Technology ecosystem loyalty management

« Advanced tech key account management

« Predictive repurchase modelling and intervention

D: Drive Sustainable Profits

o Technology portfolio and innovation management
« Advanced electronics category management

o Consumer electronics revenue growth optimization
o Technology value chain enhancement

o Technical value negotiation frameworks

o Al-driven pricing and promotion optimization

E: Enable Cross-functional Excellence

« Technology investment financial analysis

« Integrated technology marketing frameworks

« Electronics supply chain and inventory management

o Technical sales force development

 Artificial intelligence and connected device analytics

« Cross-functional data integration and insight generation
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PATHS Model (For Retailers)

Route to Shopper®
The PATHS Model
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The PATHS Model
Retailers Driven
Consumer Electronics Industry

P: Presentation Excellence

« Electronics store design and experience zoning
o Technology experience implementation

« Electronics planogram engineering

o Technology visual merchandising strategy

o Technical information architecture

o Al-powered store layout optimization

A: Assortment Optimization

« Technology category role and strategy development
o Technology range architecture and planning

« Electronics private brand development

o Technology space productivity modelling

o Technical consumer segmentation strategy

o Al-driven localized assortment recommendations

T: Team Engagement

o Technical customer service philosophy

o Technology product knowledge systems

o Technical operations process design

+ Retail technology enablement strategy

o Technical team performance management

o Al-assisted customer consultation and support
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H: Holistic Supplier Integration

o Technology vendor segmentation and partnership strategy
« Technology joint business planning frameworks

« Technology ecosystem development process

o Technology intelligence sharing strategy

o Technology value creation partnership models

« Al-enabled collaborative forecasting and planning

S: Shopper Insight Application

« Technology shopper research methodology
o Technology decision journey mapping

o Connected consumer data strategy

o Technical personalization framework

o Technology experience testing framework

o Real-time journey analysis and optimization

The Power of Alignment in the AI Era

The Route to Shopper® Framework creates powerful alignment between
brands and retailers, now enhanced by Al capabilities:

o GUIDE defines strategic shopper-led growth for the brand, leveraging Al
for deeper insights and more precise execution

« PATHS ensures those strategies are activated effectively in retail
environments, using Al to optimize the shopping experience

o Together, they form a powerful shopper-first value engine enriched by
artificial intelligence that creates mutual benefit

This systematic alignment eliminates the traditional friction between brand
strategy and retail execution, creating a seamless, shopper-centred commercial
ecosystem where everyone wins: brands, retailers, and most importantly,
shoppers themselves. The Al enhancement allows this alignment to become
more dynamic, responsive, and personalized than ever before, creating a truly
future-fit capability system.
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Ilustrative Examples (Hypothetical)

Example 1: Premium Televisions (Potential Scenario)

Brand Challenge: A global TV manufacturer facing commoditization pressure
and declining margins in their premium OLED lineup.

GUIDE Application:

« G: Mapped the connected home shopper ecosystem, identifying "home
upgraders" and "entertainment enthusiasts" as high-potential segments

« U: Developed a complete solution strategy pairing TVs with soundbars,
mounts, and streaming subscriptions

o I: Created a trade-up program targeting existing customers approaching
the 4—5-year replacement window

« D: Implemented value-based pricing tied to demonstrable experience
enhancements rather than specifications alone

« E: Deployed an Al-powered recommendation engine to personalize the
online configuration experience

Retail Partner PATHS Implementation:

P: Redesigned the AV department with dedicated experience zones for

immersive demonstrations

o A: Curated good-better-best solution bundles with tiered accessories and
services

o T: Implemented certified AV specialist training with hands-on
demonstration protocols

« H: Aligned promotional calendars and co-developed an exclusive model
with custom features

« S: Applied purchase pattern analysis to identify and target high-

propensity upgraders

Potential Qutcomes:

 Significant increase in premium TV attachment rates
« Higher average transaction value

o Improvement in premium model conversion

o Market share gains in the premium segment
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Example 2: Smart Personal Care Appliances (Potential Scenario)

Brand Challenge: A personal care technology brand seeking to accelerate
adoption of their premium connected haircare appliances.

GUIDE Application:

G: Identified key shopper missions including "first-apartment equipping"
and "beauty routine upgrading"

U: Developed a category management approach that positioned smart
appliances as the centrepiece of a complete styling system

I: Created seasonal gifting strategies targeting key occasions with
appropriate bundles and packaging

D: Implemented a tiered value proposition with subscription-based style
services for premium models

E: Integrated marketing across brand campaigns, influencer partnerships,
and retail touchpoints

Retail Partner PATHS Implementation:

P: Created dedicated beauty tech displays with live demonstration
capability

A: Developed a complementary assortment of styling products and
accessories

T: Trained beauty advisors on technical differentiation and personalized
recommendations

H: Aligned on joint business targets with shared success metrics

S: Applied shopper data to personalize offers based on beauty profile and
purchase history

Potential QOutcomes:

Substantial lift in premium product selection

Increased attachment of complementary products

Improvement in gift-giving conversions during key seasons
Establishment of the "smart beauty" category in mainstream retail
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Outcomes from Similar Framework Deployments

While the Route to Shopper® Framework has been tailored specifically for
consumer electronics, the methodology has demonstrated consistent results
across multiple categories and markets:

Commercial Performance

 Significant uplift in premium product selection through more effective
shopper need-state targeting

« Substantial increase in solution attachment rates via ecosystem selling
approaches

o Higher conversion rates in omnichannel purchase journeys

o Improved trade promotion ROI through shopper-mission alignment

Organizational Capability

« Faster time-to-market for new product launches through aligned brand-
retail planning

o More effective cross-functional collaboration measured by joint project
outcomes

« Increased first-time execution quality of in-store initiatives

« Enhanced data-driven decision making across commercial functions

Strategic Advantage

« Sustainable differentiation beyond product specifications and price
points

« Stronger retail partnerships based on shared shopper understanding
and mutual value creation

o More efficient commercial investment with resources allocated to
highest-impact touchpoints

« Accelerated innovation adoption through coordinated brand-retail
activation

These outcomes reflect the power of systematically aligning commercial
strategy around the shopper's decision journey, creating value that isolated
product-focused approaches simply cannot achieve.

Role of Commercial Excellence Academy

The Commercial Excellence Academy has established itself as the foremost
authority in shopper-based value creation, having successfully embedded the
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Route to Shopper® Framework across numerous industries and markets as a
capability transformation engine.

Our approach goes beyond traditional consulting to deliver:

« Proprietary methodologies refined through decades of real-world
application

« Capability-building programs that transfer knowledge and develop
internal expertise

« Implementation frameworks that ensure sustainable execution
excellence

o Measurement systems that quantify ROI and drive continuous
improvement

« Al enhancement capabilities that future-proof commercial strategies

The Route to Shopper® Framework serves as the "operating system" for
connected commerce, aligning internal functions and external partners around
the shopper's decision journey. By integrating shopper insights, commercial
strategy, and execution excellence, all enhanced by artificial intelligence, it
creates a sustainable competitive advantage that transcends traditional category
or channel boundaries.

In the consumer electronics industry, where technology complexity and shopper
expectations are continuously increasing, the Al-enhanced Route to Shopper®
Framework provides a stable yet adaptable foundation for commercial success,
regardless of how specific products, technologies, or channels may evolve.

Call to Explore

For forward-thinking leaders in consumer electronics, the Al-enhanced Route
to Shopper® Framework represents an opportunity to fundamentally transform
commercial performance through:

« A more collaborative approach that aligns brands and retailers around
shared shopper understanding

« An insight-led strategy that responds to genuine shopper missions rather
than traditional category conventions

« An execution-ready system that translates strategy into consistent
activation across touchpoints

« A capability-building engine that develops lasting organizational
excellence

« An Al-powered advantage that creates more personalized, responsive,
and efficient shopper experiences
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In an industry where product cycles are shortening, technical differentiation is
increasingly difficult, and shopping journeys are ever more complex, the ability
to create integrated shopper-based value represents the ultimate commercial
advantage. The integration of artificial intelligence into this proven framework
ensures it remains future-fit in an increasingly dynamic marketplace.

We invite you to explore how the Route to Shopper® Framework can become
the foundation for modern growth in your organization. This approach
transforms how you engage with shoppers, collaborate with partners, and
deliver sustainable commercial success in the consumer electronics
marketplace.

Contact

To begin a strategic dialogue on implementing the Route to Shopper®
Framework in your organization, please contact:

Strategic Partnerships Team
Commercial Excellence Academy

www.commercialexcellence.academy

info@commercialexcellence.academy

Route to Shopper® is a registered trademark of The Asbiverse Group
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