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Retail is moving fast, and the smartest brands are matching the speed of its

innovation.

The retail landscape is poised for a sea change as new shopping experiences offer
expansive horizons for brands, retailers, and consumers alike. Brands are quickly
enabling retailers and consumers to experience the brands they love and trust on
their own terms.

Shoptalk North America, one of the largest gatherings of retailers, brands, and tech
vendors in the world, echoed the same trends we're seeing with Pitcher customers:
Brands are embracing technological advances to enable distributors and retailers
to provide the best shopping experience for consumers.

Retailer and Brand Insights: What's Driving
Innovation?

1. Aligning Brand Brands are often distanced from the realities of in-
.. . store execution. While brands may have strategic
Vision with Store- . . .
plans for merchandising, upselling, and promotional
Level Action efforts, the boots on the ground, store-level
implementation offers areas to grow — especially for

brands expanding into new categories and products.

2 Making Value Store managers thrive on clarity. When they can

Visible to Store perform in their store, the ROI justifies them to move
Managers quickly and promote new brands.

visualize how a new product display will look and



3. Empowering
Distributers to Be
Brand Champions

If a distributor can easily find the right messaging,
product specs, or sales tools, they’'re more likely to
pitch that brand’s offering confidently. When brands
equip distributors with tailored, easy-to-navigate,
and regularly updated content resources, this builds
loyalty and creates a sense of partnership.

Bricdging the Gap Between Brands and Store

Execution

Brands are seeking real-time visibility into how their products are

positioned and sold in stores. This supports sales reps working to upsell

store managers on new product lines with:

« Reliable, Repeatable Execution:

In-store execution that's
consistent across locations and
aligns with corporate agreements.

Bold Product Introductions:
Store managers prioritize shelf
space for proven sellers and need
relevant proof points to allocate
prime space for new items.

Visual Clarity: With tangible
representation of a new display,
store managers can envision how
it fits into their store layout.



The Power of Virtual and Augmented Reality in
Retail Sales

Virtual and augmented reality aren’t just tech trends: they’re the new
language of retail engagement. For instance, AR enables a store manager
to view fully-rendered kiosks and endcaps in their store space through a
tablet or AR glasses, while VR can provide a more detailed and immersive
experience.

Using AR technologies, reps can tweak the store layout of displays in real
time to address store-specific requirements. Side-by-side comparisons
also allow managers to compare their current setup with a proposed one,
making the decision-making process easier and more persuasive.



Data-Driven Display Selling

Sales reps who back up their pitch with data don't just gain trust, they
drive action. Here’'s how they’re turning insights into value for store
managers:

o Competitive Benchmarking:

HIP5E Hops & Dreams Providing insights into how

DREAMG  Stand Uplift Comparison similar stores within a 50-
mile radius are performing

with competitive brands.

L52 Weeks L13 Weeks
L52 WK % CHG L13 WK % CHG ° Regional Performance
o n . . .
T2 +9.3% Trends: Highlighting data on
L52 WK $ L13WK$
. o how new products have
$4,910,387 $746,592

performed in comparable

store settings.
Projected Uplift By Stand Type

Standard Stand +4.5% . .
« Localized Sales Forecasting:
Premium Stand Ao Sharing Al-driven predictions
on how an upsell will impact
Executive Stand +12.7% revenue based On market_

specific analytics.
Annual Revenue Impact

Selected Stand: Projected Uplift:
Executive +$587,212



Retail’'s Next Chapter Is Already Being Written

By integrating VR/AR and
same-store analytics into the
retail sales process, brands
can provide store managers
with a clearer understanding
of new product opportunities.

These technologies reduce uncertainty, provide compelling data, and
ultimately lead to stronger in-store execution. Brands that leverage these
innovations will gain a competitive edge in securing premium placement
and deliver an exceptional experience for store managers and shoppers.

Schedule a personalized demo

See how data-driven display selling gives brands a

competitive edge.

Request demo
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