Commercial Excellence Academy
by GO Asbiverse Group

Optimizing Route to Shopper® Capability for Winning in Retail

www.commercialexcellence.academy

Route to Shopper®
A Strategic Framework for
Integrated Shopper-based Value
Creation 1n the Confectionery
Industry




Route to Shopper® Framework for

Confectionery
Creating Irresistible Shopper Journeys in Confectionery

A Strategic Blueprint for Commercial Excellence in the World of Sweet Indulgence
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Strategic Context

The confectionery industry stands at a pivotal moment. While the products
represent joy, comfort, and celebration, the path to purchase has never been
more complex:

« Health-conscious consumers secking guilt-free indulgence

o Premiumization driving value but challenging impulse dynamics

o Channel fragmentation from traditional retail to 15-minute delivery

« Seasonal compression requiring agile execution windows

« Digital transformation reshaping how shoppers discover and buy
treats

The Route to Shopper® Framework emerges as the critical bridge
connecting brand storytelling with last-mile execution, enabling confectionery
leaders to create growth in this evolving landscape.

The Commercial Excellence Imperative
Success requires more than great products — it demands capabilities that:

o Transform emotional connections into purchase triggers
« Convert browsing into bigger baskets

o Create habit from impulse

« Balance premiumization with accessibility

« Integrate physical and digital shopping experiences

The GUIDE — PATHS™ Framework: Your Growth
Blueprint

GUIDE Framework: Strategic Direction for Brand Excellence

Route to Shopper®
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G: Grow the Shopper Base

« Expand beyond traditional treat occasions into new need states:
o Functional benefits (focus, stress relief, energy)
o Social sharing moments
o Wellness-aligned indulgence

o Penetrate emerging channels:
o Quick commerce platforms
o Specialty gifting destinations
o Digital subscription services

U: Unlock Bigger Baskets

« Engineer multi-product solutions:
o Occasion-based bundles (movie night, study break)
o Cross-category partnerships (candy + entertainment)
o Tiered gifting propositions

« Optimize pack architecture:
o Share-sized formats
o Multi-flavour assortments
o Experience-enhanced packaging

I: Increase Purchase Cycles

« Build purchase habits through:
o Limited-edition rotation calendars
o Subscription models for favourites
o Loyalty point accelerators

+ Create anticipation through:
o Seasonal countdowns
o Pre-launch engagement
o Exclusive member access

D: Drive Sustainable Profits

« Architect value ladders:
o Entry-level accessibility
o Premium craft offerings
o Ultra-luxury experiences

« Optimize portfolio economics:
o SKU productivity analysis
o Channel-specific margin targets
o Innovation ROI frameworks

E: Enable Cross-functional Excellence

« Align organizational capabilities:
o R&D-to-shelf speed
o Marketing-sales orchestration
o Supply chain agility
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o Build collaborative cultures:
o Cross-functional mission teams
o Rapid decision protocols
o Shared success metrics

PATHS Framework: Execution Excellence for Channel
Partners

Route to Shopper®
The PATHS Model
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P: Presentation Excellence

o Design irresistible environments:
o Multi-sensory display strategies
o Impulse hot-zone optimization
o Digital shelf enhancement

o Master omnichannel presence:
o Search-optimized product pages
o AR/VR try-before-buy experiences
o Social commerce integration

A: Assortment Optimization

« Curate mission-specific ranges:
o Quick-grab impulse lines
o Premium gifting collections
o Family sharing formats

o Implement dynamic assortment:
o Real-time performance adjustment
o Seasonal flex allocation
o Localized preference matching

T: Team Engagement

« Build category champions:
o Emotional selling techniques
o Occasion-based recommendations
o Dietary guidance expertise
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« Enable digital proficiency:
o Virtual selling capabilities
o Social media activation
o Data-driven decision making

H: Holistic Supplier Integration

« Create win-win partnerships:
o Joint seasonal planning
o Co-created exclusive ranges
o Shared investment models

« Drive collaborative innovation:
o Consumer insight sharing
o Trend co-exploration
o Sustainability initiatives

S: Shopper Insight Application

o Decode purchase triggers:
o Emotional need state mapping
o Impulse behaviour patterns
o Mission-based decision trees

o Apply behavioural science:
o Choice architecture design
o Social proof mechanisms
o Scarcity principle activation

The Shopper-Consumer Dynamic in Confectionery
Understanding the distinct roles of shopper and consumer unlocks growth:
The Shopper: Purchase Decision Maker

o Mission Diversity: self-treat, child reward, gift giving, sharing
occasion

« Emotional Triggers: joy creation, stress relief, celebration, connection

« Decision Factors: price-value equation, health perception,
convenience, variety

The Consumer: Experience Creator

o Consumption Moments: immediate gratification, savouring, sharing

« Satisfaction Drivers: taste, texture, portion control, packaging
experience

« Loyalty Builders: consistent quality, discovery, emotional resonance

Route to Shopper® enables brands to:

« Influence shoppers at critical decision moments
o Delight consumers to drive repeat purchase
+ Create virtuous cycles of satisfaction and loyalty
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Capability in Action: Hypothetical Success Stories
Example 1: Premium Chocolate's Seasonal Gifting Revolution

The Challenge: A premium chocolate brand faced declining gifting share due
to generic seasonal offerings.

GUIDE Application:

« Grow: Expanded into "micro-gifting" occasions beyond major holidays

« Unlock: Created customizable gift boxes with cross-category
inclusions

« Increase: Launched seasonal subscription service for gift-givers

o Drive: Introduced tiered gifting options from accessible to ultra-luxury

« Enable: Aligned marketing stories with in-store theatre

PATHS Execution:

« Presentation: Created Instagram-worthy gifting destinations in-store
« Assortment: Curated channel-specific gift collections

o Team: Trained associates as gifting consultants

« Holistic: Co-developed exclusive seasonal ranges with key retailers
« Shopper: Applied emotional mapping to gifting decision journeys

Potential Results:

o 35% increase in gifting category share
o 50% higher average transaction value
o 25% growth in seasonal repeat purchases

Example 2: Candy Brand's Quick Commerce Breakthrough

The Challenge: A traditional candy brand struggled to capture share in rapid
delivery channels.

GUIDE Application:

o Grow: Identified "instant gratification" snacking occasions
o Unlock: Developed algorithm-optimized bundle suggestions
o Increase: Created "snack subscription" for regular treats

« Drive: Optimized pack sizes for delivery economics

« Enable: Built agile supply chain for 15-minute fulfilment

PATHS Execution:

« Presentation: Designed mobile-first digital shelves

o Assortment: Curated top 20 SKUs for speed

o Team: Empowered delivery partners as brand ambassadors

« Holistic: Integrated inventory systems with delivery platforms
« Shopper: Applied impulse psychology to digital environments
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Potential Results:

o 200% growth in quick commerce sales
o 40% repeat order rate
o 15% incremental market share

Example 3: Gum Brand's Mission Expansion Strategy

The Challenge: A gum brand faced category decline as traditional freshness
needs evolved.

GUIDE Application:

« Grow: Repositioned gum for focus, stress relief, and oral wellness
« Unlock: Created multi-pack solutions for new usage occasions

« Increase: Developed office and study subscription programs

o Drive: Introduced functional variants with premium positioning

« Enable: Aligned product development with new benefit platforms

PATHS Execution:

« Presentation: Secured non-traditional placements (office supplies,
pharmacy)

« Assortment: Developed channel-specific product mixes

o Team: Educated staff on functional benefits communication

« Holistic: Partnered with retailers on wellness destination creation

« Shopper: Mapped new need states to purchase locations

Potential Results:
« 30% expansion in user base

o 45% increase in multi-unit purchases
o 20% premium price realization

Strategic Benefits of Route to Shopper® Implementation

Commercial Impact

o Greater Share of Missions: Capture more shopper needs across

occasions

« Emotional Connection: Build lasting bonds beyond functional
benefits

« Portfolio Optimization: Maximize value across price tiers and pack
formats

o Cross-functional Synergy: Align teams around shopper-centric goals
« Agile Response: React faster to trends and seasonal opportunities

Organizational Transformation
« Capability Building: Develop future-ready commercial teams
o Data-driven Culture: Embed insights into decision making

« Innovation Pipeline: Create systematic approach to new product
success
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o Channel Excellence: Master omnichannel execution
« Collaborative Advantage: Strengthen retailer partnerships

Al & Digital Enablement in Confectionery
Route to Shopper® leverages technology to enhance human capability:
Predictive Intelligence

o Al-powered demand sensing for impulse products
e Machine learning for promotion optimization
« Predictive analytics for seasonal planning

Digital Experience Design

« Virtual store simulation for layout testing
« Augmented reality for gifting visualization
« Voice commerce optimization for reordering

Personalization at Scale

« Individual shopper journey mapping
o Dynamic pricing for loyalty members
o Customized product recommendations

Operational Excellence

o Automated planogram compliance
« Real-time inventory optimization
« Digital twin supply chain modelling

The Commercial Excellence Academy: Your Capability
Partner

We transform organizations through:
Tailored Learning Journeys

« Confectionery-specific Route to Shopper® certification
« Seasonal excellence masterclasses
« Digital commerce acceleration programs

Practical Application

« Live market simulation exercises
« Category workshop sprints
« Retailer collaboration labs

Continuous Evolution

o Trend radar updates
« Best practice sharing forums
« Innovation showcases
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Measurement & Impact
« Capability maturity assessments

« ROI tracking frameworks
o Performance benchmarking

Your Call to Action: Lead the Sweet Revolution

The future belongs to organizations that:
1. Embrace Shopper-centricity
e Make Route to Shopper® your north star for all commercial decisions
2. Build Emotional Resonance
e Move beyond transactions to create memorable experiences
3. Master Omnichannel Excellence
e Seamlessly connect physical and digital touchpoints
4. Develop Agile Capabilities
e Build teams that thrive on change and innovation
5. Create Collaborative Ecosystems
e Foster partnerships that multiply value
Contact
Strategic Partnerships Team

Commercial Excellence Academy

www.commercialexcellence.academy/

info@commercialexcellence.academy

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

The Route to Shopper® Framework isn't just a methodology — it's your
blueprint for sustainable growth in the evolving world of confectionery.
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