Commercial Excellence Academy
by CO 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 Non-alcoholic
Beverages




Route to Shopper® Framework for

Non-alcoholic Beverages
A Strategic Framework for Non-alcoholic Beverages

From the creators of the Route to Shopper® Framework

Table of Contents

SErate@iC COMLEXT.uucuiieirenisrenssenssressanessnesssesssaesssnsssnssssesssassssssssassssssssasssassssassssssssssssassssasssssssasss
GUIDE — PATHS™ Frameworks for Non-alcoholic Beverages .........ccocceeevercscnercscnercsnnnes
GUIDE Framework (Brand Owners and Beverage Manufacturers)..........cccccveeeveeennvennee.
PATHS Framework (Retailers and DiStributors)...........ceeeeeriieiieniieiienieeieese e
Shopper vs. Consumer DiStinCtion .......ccceeveecivnicssanisssarisssnnessssressssnssssssssssssssssssssssssssssssssnssss
Hypothetical FUture SCENATIOS .....ccicervvnricsssrnnricssssnnecssssnssessssssssesssssssssssssssssssssssssssssssssssssssasss
Scenario 1: Functional Beverage Ecosystem (2026) .......ccccocerienerieneeneeiicneeneneeneenns
Scenario 2: Premium Craft Experience Platform (2025)........cccoeoiieiiiiiiiniieiieieeieee
Scenario 3: Predictive RTD Subscription Service (2027) .ccuveeeveeerieeeiieeeieeeiee e
Potential Outcomes from Route to Shopper® Deployment .........coeeeveecsnenssnensnecssnecsaensanenns
Al & Digital Enablement in Beverage EXeCUtion ..........cccoiicivnicssnncsssercsssnncssescsssnscsssssesenns
Role of the Commercial Excellence ACAdemy ........ccccecveeicsssnerccsssnrecssssassecsssssssesssssssssssnnses
CAall £0 ACLIOM.ucciueeiiireriiserissnrrcssnresssnissssnecsssncsssnessssnessssssssssesssssssssssesssssesssssessssssssssssssssssssssses
COMLACT ...uueiiniiieeisennticsttiseecsseesssicssnissesssessssesssnssssssssessssessssssssssssassssesssssssassssassssesssssssassssassnns
1
Emmemial Srele s eatey ©Asbiverse Group 2025

Optimizing Route to Shopper® Capability for Winning in Retail

www.commercialexcellence.academy



Grow the

Shopper Base Presentation
( d Ac

Excellence

Assortment
Optimisation

Increase

Purchase SHOPPER

Cycles

Holistic
Sustainable Supplier
Profits o Integration
e Vhile
e)

Enable Cross- ShO_DDe"
Functional Insight
Excellence Application

S (D

3
*¥3ddong oL 3

Asbiverse Group Commercial Excelle:yrfuﬁivcsiie(gz);

Excellence with Intent

Learning | Change | Transformation pper* Capability for

Commercial Excellence Acadermy

by CoAsbiverse Groun ©Asbiverse Group 2025

Optimizing Route to Shopper* Capability for Winning in Retail

www.commercialexcellence.academy



Strategic Context

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

The Non-alcoholic Beverage sector stands at a critical juncture where traditional
volume-based strategies must evolve into sophisticated, value-driven
approaches. Route to Shopper® provides the commercial excellence
framework needed to navigate this transformation, uniting shopper insights,
product innovation, and retail execution strategies to drive sustainable growth.

As consumer preferences shift toward health & wellness solutions, premium
experiences, and sustainable choices, beverage leaders must balance short-term
promotional effectiveness with long-term brand equity development. This
framework enables organizations to address these dual imperatives while
capturing emerging opportunities across carbonated drinks, bottled water,
juices, energy drinks, RTD teas/coffees, and functional wellness beverages.

GUIDE — PATHS™ Frameworks for Non-alcoholic
Beverages
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G: Grow the Shopper Base

Expand beyond traditional demographics by targeting health-conscious
consumers, experience seekers, and emerging segments. Key strategies include:

« Developing wellness-oriented product lines that appeal to health-focused

shoppers

o Creating lifestyle-aligned branding for Gen Z and active lifestyle
segments

« Expanding distribution channels to capture daypart-specific consumption
moments

 Building digital engagement platforms for younger demographics
U: Unlock Bigger Baskets

Drive higher transaction values through strategic bundling and cross-category
opportunities:

« Designing multi-pack formats optimized for household purchase patterns
o Creating complementary bundles (e.g., hydration + energy solutions)

« Developing occasion-based product groupings

« Implementing tiered pricing strategies to encourage trade-up

I: Increase Purchase Cycles
Transform occasional buyers into habitual purchasers through:

o Targeted promotions aligned with consumption occasions
« Digital loyalty programs with personalized rewards

« Seasonal innovation cycles that maintain interest

« Subscription models for regular replenishment

D: Drive Sustainable Profits
Balance volume growth with margin enhancement through:

o Premium product innovation (e.g., crafted natural beverages)

« Value-engineered portfolio optimization

« Sustainable packaging initiatives that command price premiums
« Data-driven promotion optimization

Commercial Excellence Acadermy
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E: Enable Cross-functional Excellence
Break down internal silos to accelerate market responsiveness:

o« Integrated planning between R&D, marketing, and sales teams
« Agile product development processes

« Unified commercial strategies across channels

« Collaborative demand forecasting and supply chain planning

PATHS Framework (Retailers and Distributors)

Route to Shopper®
The PATHS Model
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Route to Shopper-

The PATHS Model
Non-Alcoholic Beverage Retailers and Distributors Driven
Non-Alcoholic Beverage Industry

P: Presentation Excellence
Create compelling shopping environments that drive discovery and purchase:

« Secondary placement strategies near checkout and lifestyle zones
o Temperature-optimized merchandising for hot/cold beverages

« Digital shelf enhancement with nutritional information

« Seasonal display adaptations

A: Assortment Optimization
Curate comprehensive beverage portfolios addressing diverse needs:

« Balanced mix of mainstream, premium, and wellness offerings
« Local preference integration for regional relevance

« Innovation pipeline management for new trends

« Space-to-sales optimization models

Commercial Excellence Acadermy

by CoAsbiverse Groun ©Asbiverse Group 2025

Optimizing Route to Shopper® Capability for Winning in Retail

www.commercialexcellence.academy



T: Team Engagement
Develop staff expertise to influence shopper decisions:

o Product knowledge training on health claims and ingredients
o Sampling program execution skills

« Digital tool proficiency for personalized recommendations

« Customer service excellence in beverage consultation

H: Holistic Supplier Integration
Build strategic partnerships for mutual growth:

 Joint business planning with key manufacturers
« Collaborative category management

« Data sharing for demand forecasting

o Co-creation of shopper marketing initiatives

S: Shopper Insight Application
Transform data into actionable commercial strategies:

« Real-time purchase pattern analysis

o Personalized promotion deployment

o Predictive assortment planning

« Cross-category opportunity identification

Shopper vs. Consumer Distinction

In the Non-alcoholic beverage sector, understanding the shopper-consumer
dynamic is crucial:

Shopper Decision Drivers:

o Price/value relationship

« Pack size and format convenience
« Health claims and certifications

« Brand reputation and trust

« Environmental considerations

Consumer Experience Drivers:

« Taste satisfaction and flavour variety
« Functional benefits (energy, hydration, wellness)
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o Consumption experience quality
« Social and lifestyle alignment
o Post-consumption effects

Route to Shopper® enables organizations to optimize for both perspectives,
ensuring purchase decisions align with consumption satisfaction.

Hypothetical Future Scenarios

Scenario 1: Functional Beverage Ecosystem (2026)

A beverage company envisions launching Al-personalized vitamin waters that
adapt formulations based on individual health data:

« GUIDE Application: Would grow shopper base (G) through
personalized wellness solutions

o PATHS Implementation: Could create smart "Wellness Hydration"
zones (A) with biometric sensors for customized recommendations

+ Projected Outcome: Potential 35% penetration among health-tracking
device users

Scenario 2: Premium Craft Experience Platform (2025)

A craft beverage brand plans to introduce AR-enabled bottles revealing origin
stories and flavour journeys:

« GUIDE Application: Would drive sustainable profits (D) through
Immersive premium experiences

o PATHS Implementation: Could develop interactive premium bays with
holographic displays (P)

o Projected Outcome: Estimated 50% premium over standard products
with 20% category disruption

Scenario 3: Predictive RTD Subscription Service (2027)

An RTD coffee brand anticipates deploying Al-driven subscription services
predicting consumption patterns:

« GUIDE Application: Would increase purchase cycles (I) through
anticipatory delivery

« PATHS Implementation: Could leverage IoT sensors and consumption
data (S) for automated replenishment

+ Projected Outcome: Forecasted 45% retention improvement with zero-
friction reordering

Commercial Excellence Acadermy
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Potential Outcomes from Route to Shopper® Deployment

(Hypothetical results based on framework implementation)

20-30% penetration growth in target shopper segments

15-25% basket size increase through strategic bundling
25-35% loyalty improvement via personalized engagement
30-40% reduction in out-of-stocks through improved execution
50% faster new product adoption rates

Al & Digital Enablement in Beverage Execution

Route to Shopper® leverages advanced digital capabilities:

Al-powered Assortment Planning: Dynamic SKU optimization based
on local preferences

Smart Vending Solutions: Real-time pricing and recommendation
algorithms

Proximity-based Promotions: Location-triggered mobile offers
Personalized Communications: Lifestyle-aligned product notifications

Role of the Commercial Excellence Academy

The Academy accelerates capability development through:

Route to Shopper® certification programs for commercial teams
Customized workshops on premium positioning and health marketing
Digital shelf optimization training

Retailer collaboration frameworks and tools

Cross-functional alignment methodologies

Call to Action

Beverage leaders must embrace Route to Shopper® to:

l.

N B~ W

Transform commercial strategies from volume-focused to value-driven
approaches

. Build shopper-centric organizations that create value at every

touchpoint
Enable cross-functional collaboration for agile market responsiveness
Leverage digital capabilities for personalized engagement

. Drive sustainable growth through balanced execution excellence

Commercial Excellence Acadermy
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The future of beverage commercial success lies in sophisticated frameworks
that unite shopper understanding, innovation excellence, and flawless execution.
Route to Shopper® provides the strategic blueprint for capturing this
opportunity.

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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