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Optimize retail execution with data-driven strategies.
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Despite the rapid acceleration of eCommerce, physical stores are far
from obsolete. Instead, they are becoming hubs of data-driven,
personalized experiences that connect the digital and physical worlds

like never before.

In this dynamic retail landscape, the importance of strategic product
placement, customer insights, and real-time data cannot be
overstated. Retailers who successfully integrate these elements not
only optimize their operations but also create a more compelling in-

store experience that drives sales and customer loyalty.

So, how can your business harness the power of data to enhance
merchandising efforts? Read on as we explore how data-driven
decisions can transform your store into a high-performance retail

destination and help eliminate operational inefficiencies.
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When data meets
merchandising: the
hew formula for retail
success

A shopper stands bewildered in your store, searching for a product
they saw online. Meanwhile, across town, your bestseller sits forgotten
in backstock while a less popular item occupies prime shelf space.
Sound familiar? It's retail's version of "The Twilight Zone" — but unlike
the TV show, these merchandising nightmares have real

consequences for your bottom line.

In today's retail environment, intuition alone isn't enough to drive sales.
With shifting customer behaviors, fluctuating foot traffic, and evolving
product trends, brands and retailers must make real-time, data-driven

decisions to stay competitive.

The ability to adjust merchandising strategies on the fly—based on
real-time insights—is no longer a luxury; it's a necessity. Retailers who
transform data into action aren't just surviving; they create
experiences that drive sales, foster loyalty, and leave competitors

wondering what they missed.
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The changing
landscape of retail &
visual merchandising

Remember when visual merchandising simply meant creating eye-
catching window displays and well-organized shelves? Those
fundamentals still matter, but today's landscape has evolved
dramatically. Modern visual merchandising has transformed from an
art project to strategic science—combining creative flair with hard
data to create shopping experiences that don't just catch the eye—

they capture wallets.

The evolution of visual merchandising

Traditional merchandising relied heavily on creative intuition and
seasonal resets—like using a paper map for a cross-country road trip.
Today's successful retailers still value creativity but pair it with the GPS-
like precision of customer movement data, engagement metrics, and
purchase patterns. This shift from gut feeling to data-driven decision-

making represents retail's new competitive edge.

Consider how retailers like Sephora track which products customers
sample most frequently or how grocery stores analyze traffic patterns
to determine optimal endcap displays. These insights enable
merchandisers to make strategic adjustments that directly influence

sales—not just once a season but daily or even hourly.

thirdchannel.com
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Key trends reshaping visual merchandising

Data-driven decision-making has transformed retail execution. Top-
performing retailers leverage foot traffic analysis, dwell time statistics,
and conversion metrics to determine which products deserve prime real
estate. This approach transforms merchandising from an art form into a

strategic business driver.

Al-powered personalization revolutionizes customer engagement
through smart displays and interactive kiosks that adapt to individual
preferences. These technologies create more personalized shopping

journeys—like having a personal shopper without the awkward small talk.

Omnichannel integration has blurred the lines between digital and
physical shopping. Retailers now use QR codes on displays, digital price
tags, and mobile-optimized store layouts to create a cohesive journey
across all shopping channels. The days of treating your website and

stores like distant cousins who never speak are over.

The growing support gap in retail

Between labor shortages, evolving customer expectations, and the
increasing complexity of omnichannel operations, retail teams are
stretched thinner than a budget hotel bedsheet. Store associates juggle
everything from customer service to inventory management, often

leaving visual merchandising as an afterthought.

The challenge is industry-wide: Floor staff excel at customer interactions
but struggle to perfect displays while managing checkout lines and
restocking inventory. This reality creates a visible gap in merchandising

execution across retail environments.

The repercussions are clear: When visual merchandising suffers, sales
suffer too. Inconsistent execution creates disconnected customer
experiences, with products misplaced, promotions overlooked, and brand

stories lost in translation.

thirdchannel.com
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The power of real-time data in merchandising
Static merchandising strategies can no longer keep pace with today's
dynamic retail environment. The difference maker? Real-time data that

provides immediate visibility into what's working and what isn't.

Imagine knowing within hours—rather than weeks—that a new display is
underperforming in specific locations or receiving alerts when inventory
for a high-margin product runs low at a particular store. This immediate
feedback loop allows retailers to make rapid adjustments that preserve

sales opportunities and enhance customer experiences.

Forward-thinking retailers embrace technologies that deliver these
insights, making measurable improvements through real-time
merchandising adjustments. The ability to optimize based on actual
customer behavior—not just historical trends—has become retail's new
superpower, like being able to predict the weather instead of just

reacting to it.

The role of Brand Reps

As merchandising complexity increases, the importance of dedicated
retail experts advocating for your brand grows exponentially. These
specialists bridge the gap between strategy and execution, ensuring that
merchandising plans don't just exist on paper—they come to life on the

sales floor.

Brand Reps maintain consistency across locations, adjust displays based
on local data and trends, and provide valuable feedback on customer
reactions. They become the eyes and ears for retail brands, capturing
insights that numbers alone can't convey—the retail equivalent of boots

on the ground.
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Consumer Engagement

o
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The partnership between retailers and dedicated merchandising
experts creates mutual benefits. Retail partners can focus on customer
interactions and sales while Brand Reps ensure products are displayed
optimally. The ultimate beneficiary is the customer, who finds exactly

what they need, exactly where they expect it.

Are you positioning your brand to lead or follow in this evolving
landscape? Retailers that embrace data-driven merchandising, invest
in dedicated execution resources, and create seamless omnichannel
experiences will capture market share from competitors who are still
relying on outdated approaches. The future belongs to brands that
understand these shifts and act on them consistently across every

store, every day.

Feed [ZCreate Post
€31 Eh1 Mo 10
Quality Loop  Coaching Loop Reviews Visits in Progress

REI 123
905 W Eastman St, Chicago, IL 60642, USA
Posted July 27, 2024 - 01:08 PM EDT by Sharon K

a‘

- I had a woman share that Nomadix towels are on her list to
buy. She is headed to Iraq for an archaeclogical dig. Chicagoe
has a vibrant paleontologist community.

- A cyclist was very interested in our product, for local and long
distance trips.

- A few of the sales associates recommended, that we could
easily sell the "Tiny Towel". It could be placed at the register.
Their clients have been asking for a towel this size. | wrote
about this, in my early reports. REl had to make one themselves
that is 15.5 by 15.5, in a net style bags, with a hook to attach to
a backpack or belt. | included a picture and description of their
product, in the section titled, "Creative Displays”.

ore.
El Full Report
Consumers engaged Q, = Directly assisted product sales
W
1,729 W © 350 3 @ yReact % Team Highlights & Coachingloop ~ #*Pin 2 ¢ Comments «§ Share
Types of assistance provided to consumers Cathy F /B

Sharon K Fantastic selling focus day results. | LOVE all of your feedback, consumer engagement and sales!
Wonderful to hear that the mini towels were such a huge success with customers, we will share your feedback with the
Nomadix team. CC: Brenda C Jennifer - Community Leader

Brenda C P

Sharon K What a fantastic visit! Your customer stories were so sweet and it's
clear that it was a huge success with customers and associates. Wonderful work!

|—u\‘“hnm 250 30 350 Post Comment


https://thirdchannel.com/

Retail strategy with data-driven merchandising and execution

thirdchannel.com

Power of data-driven
retail execution

Data-driven retail execution has become essential for ensuring that
stores run efficiently, adapt quickly to changing demands, and
deliver consistent customer experiences. But what exactly does this

mean for your brand?

What Is data-driven retail execution?

At its core, data-driven retail execution uses real-time insights to
guide in-store activities and decision-making. Think of it as the
difference between playing darts blindfolded versus with perfect

vision—one relies on luck, the other on precision.
Key components

o Optimized Product Placement: Data-driven decisions on
prime product positions

o Real-Time Inventory: Ensuring products are always in stock
when needed

o Improved Efficiency: Focusing teams on high-impact tasks

o Personalized Experience: Customizing in-store experiences
for customers

o Better Collaboration: Equipping field teams with actionable

insights

This approach transforms how retailers operate by making execution
more intentional and effective. Inventory management shifts from
periodic checks to continuous monitoring, ensuring that in-demand
products are always available when and where customers want

them.
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Why it matters now

o Consumer expectations are evolving faster than
smartphone models

o Traditional merchandising cycles can't keep pace
with market changes

o Competitors using data-driven approaches gain.
significant advantages

o Labor challenges make efficient execution more.

critical than ever

Perhaps most importantly, data-driven execution enables you to
identify and address issues before they affect your bottom line. Rather
than discovering a merchandising problem after sales have declined,

you can spot early warning signs and make immediate adjustments.

But how does this translate into measurable business results?
Let's explore how real-time data insights can directly boost your retail

ROI and create competitive advantages that set your brand apart.
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Real-time data to
boost ROl in stores

When brands leverage live insights, they can immediately adjust their
in-store strategies, leading to improved sales, better customer
experiences, and a higher return on investment. How can you use this

data to make decisions that directly grow your bottom line?

Real-time data in retail

Real-time data provides continuous actionable insights into store
operations, customer behavior, and product performance. These
insights are invaluable for making quick, precise decisions, from foot

traffic patterns to inventory levels and social media sentiment.

Think of it as the difference between driving with your eyes closed
versus eyes wide open. With real-time visibility, you can navigate
around obstacles, seize opportunities, and adjust your course before
minor issues become major problems. You wouldn't drive blindfolded

—so why would you run your retail business that way?

Inventory and stock management
One of the most significant challenges you face is ensuring the right
products are available at the right time. Stockouts and overstocks

directly influence both sales and customer satisfaction.

How real-time data transforms inventory management
o Real-time inventory tracking highlights low or excess stock
across locations
o Competitive insights show fast-moving products in your
category
o Quick decision-making helps restock popular items and move
slow inventory

o Proactive alerts prevent stockouts before they occur

1
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A sporting goods retailer using real-time inventory tracking can
quickly discover when certain running shoe models are selling out in
suburban locations while accumulating in urban stores. Based on
these insights, the retailer can redistribute inventory to capture
sales that would otherwise be lost while preventing markdowns on

excess stock, directly improving its bottom line.

Optimizing product placement and displays
Every store layout and display guides customer behavior. Real-time
foot traffic analysis can help you assess which areas of your stores

attract the most attention and which displays are underperforming.

Savvy merchandisers use in-store sensors or mobile apps to
measure how shoppers move through spaces and interact with
different displays. This data enables quick adjustments, such as
moving high-demand products to high-traffic areas or refreshing
underperforming displays to capture customer interest more

effectively.

The ROl impact is substantial: strategic product placement
increases purchase likelihood, boosts impulse buys, and ensures
high-demand products are easy to find. It's like upgrading from a
studio apartment to a penthouse—suddenly, everything important

has the space it deserves.

Personalizing the customer experience

Today's consumers expect shopping experiences tailored to their
preferences, and they're willing to reward brands that deliver. Real-
time data on customer behavior enables you to create personalized

moments that drive loyalty and sales.

thirdchannel.com 12
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Customer data worth tracking

[e]

Past purchase history and browsing patterns
o Time spent engaging with specific products
o Response to previous promotions

o Demographic information and lifestyle preferences

Armed with these insights, your store associates can provide
targeted recommendations, and your merchandisers can create
displays that resonate with local customer bases. This personalized
approach strengthens connections with shoppers and typically

results in higher conversion rates and larger basket sizes.

Dynamic pricing and promotions

Pricing strategy plays a crucial role in sales and profitability. With
real-time data, retailers can adjust prices and promotions based on
demand, competition, and inventory levels. For instance, if a product
is selling quickly, small price increases can maximize profit margins.
On the other hand, slow-moving products can benefit from targeted

promotions to boost sales before markdowns are needed.

This dynamic pricing approach provides a competitive edge,
helping retailers optimize their strategy for significant

improvements in both sales volume and profit margins.

Enhancing workforce efficiency

Employee performance is a key driver of store success, and real-

time data provides insights into team management, from customer

service to merchandising. By tracking activity patterns, you can
quickly adjust staffing, such as moving associates to high-traffic

areas or assigning tasks based on individual strengths.

This data-driven approach improves operational efficiency and
enhances the customer experience. By strategically deploying staff
based on real-time data, you ensure resources are used where they

have the most impact, optimizing both costs and service quality.
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Tracking the right metrics
While the potential data points are endless, successful retailers
focus on key performance indicators that directly determine

business outcomes. Here are the essential metrics to monitor:

Sales and Conversion Metrics
e Sales by product/category/location
e Conversion rate
e Average transaction value

e Sales per square foot

Merchandising Execution Metrics
e Display compliance rates
¢ Product availability on sales floor

e Promotional execution quality

Customer Experience Metrics
e Customer dwell time
e Engagement with displays
¢ Net Promoter Score

¢ Repeat purchase rates

Operational Efficiency Metrics
e Stock turnover rate
e Markdowns and shrinkage
e Labor costs as a percentage of sales

¢ Employee productivity

Focusing on the right metrics lets you quickly identify opportunities

and challenges, making data-driven decisions that directly
contribute to ROL. It's about measuring what matters—not drowning

in a sea of numbers without context.

thirdchannel.com 14
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Making data actionable
Having data is one thing; acting on it is another. The retailers who
see the highest ROI from real-time data have created streamlined

processes for translating insights into action.

This often involves dedicated Brand Reps who can immediately
adjust merchandising based on real-time insights, supported by

technology tools that prioritize actions based on potential impact.

The most effective approach combines automated alerts for
critical issues with regular data review sessions focused on
identifying patterns and opportunities. This balanced strategy
ensures immediate response to urgent needs and thoughtful

optimization of overall store performance.

From insight to impact

Transform your operations with real-time data. When
merchandising dashboards reveal fast-selling products in some
regions and slow-moving ones in others, you can act instantly.
Without real-time data, these insights could take weeks to surface,

leading to lost sales and unnecessary markdowns.

With real-time insights, you can quickly:

o

Expedite additional inventory to high-performing locations

(o]

Create targeted promotions in underperforming areas

o

Adjust marketing to emphasize product benefits

[e]

Deploy Brand Reps to enhance visual merchandising
These quick adjustments maximize sales opportunities and

minimize revenue loss from stockouts or excess markdowns—it's

like having a retail crystal ball that actually works.

thirdchannel.com
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The bottom line
Real-time data doesn't just improve retail execution—it transforms it.
By providing immediate visibility into what's working and what isn't, it

allows you to optimize every aspect of your in-store strategy:

o Reduced costs through better inventory management and
operational efficiency

o Increased sales through optimized merchandising and
personalized customer experiences

o Improved margins through dynamic pricing and promotion
optimization

o Enhanced customer loyalty through consistent, high-quality

experiences

For today's retailers, the ability to collect, analyze, and act on real-
time data isn't just a competitive advantage—it's becoming a

prerequisite for success in an increasingly dynamic market.
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The ThirdChannel
difference: turning
data into action

To maximize the effectiveness of data-driven merchandising, retailers

need more than analytics—they need expertise to transform insights

into action. ThirdChannel's unique approach makes all the difference.

Bridging the gap between data and execution
Real-time data transforms retail execution by offering instant insights
into what's working and what isn't, enabling you to optimize your in-

store strategy.

But it's not just about having data—it's about acting on it. ThirdChannel
bridges this gap with technology tools and expert Brand Reps who
bring your merchandising strategies to life. They make real-time
adjustments based on data, optimize displays for local trends, and

engage customers to drive conversions.

With ThirdChannel's mobile app and cloud platform, Brand Reps

capture actionable data for immediate visibility into store conditions,

helping your brand:

(o]

Make informed decisions on product placement, inventory, and
promotion strategies

o Respond quickly to performance issues swiftly to protect sales
o Maintain consistency while adapting to local market needs

o Gather competitive intelligence on pricing, promotions, and

product placement

17
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A customer success approach that delivers results
ThirdChannel provides your brand with a dedicated Customer
Success Team that supports, trains, and manages Brand Reps on the
ground. This expert team ensures that every store visit and report
aligns with your strategic goals and captures the data needed to

meet key performance indicators.

Our approach drives measurable results across key areas, including
improved stock management through real-time tracking and
proactive replenishment, optimized promotions with data insights
tailored to each location, increased conversions by ensuring
products are well-positioned and presented, and stronger retailer

relationships built on consistent execution and communication.

This ongoing feedback loop empowers you to make quick, informed

decisions that directly impact your bottom line.

From data to decisions: what this means for your brand
Access to real-time data is a game-changer for retail brands. It
provides the visibility needed to stay ahead of trends, make swift
adjustments, and address issues before they affect your bottom line.
But the real power comes from knowing how to use that data to drive

effective decisions.

With ThirdChannel's combination of retail intelligence, on-the-
ground execution, and continuous support, your brand can create
meaningful change in stores, ensuring you hit your strategic goals

and drive long-term success.
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Enhance retail success
with real-time insights
with ThirdChannel

Retail success today requires a data-driven, agile merchandising
strategy. By leveraging real-time analytics and expert in-store
execution, your brand can stay ahead of shifting preferences, optimize
inventory, improve promotions, and boost conversion rates. The key to

staying competitive is making smarter, faster decisions based on data.

The future belongs to retailers who act on data across all their stores.
With ThirdChannel's support, you’'ll gain the tools and expertise to turn

strategies into exceptional in-store experiences that drive growth.

Ready to take your retail execution to the next level?
today to see how ThirdChannel can help your brand optimize in-store

execution with real-time insights.

The all-in-one solution for retail execution.

Stay on top of the ever changing retail landscape with our .We're
here to help you take your retail success to the next level.
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