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Case Study: Brand Repositioning in Supply Chain

We used depth interviews with senior Retail decision makers
to drive brand repositioning strategy and sales engagement...

Client European Logistics and Supply Chain Service Provider

Brand repositioning and clarification

+ Client had a very strong internal brand and culture, built around key internal
management philosophies and competencies, but external awareness and
clarity as to what their brand stood for was extremely poor, especially
amongst key client decision makers

« WSI then engaged and expert-interviewed ~20 Supply Chain Directors from
across the Retail marketplace to understand their key drivers, views on some
of our client's management philosophies and perceptions of them vs other
suppliers

Approach

The results were then used to inform an ongoing marketing and brand
repositioning campaign focusing around key management themes, including
conferences and trade press thought leadership, based on the results of our
research

Our tracking survey has revealed that both perception of our client and clarity
as to their offering has exponentially increased through this campaign

They have also won 2 major new accounts through the engagement of key
stakeholders in this way
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Case Study: Brand Repositioning in Supply Chain

Some of the key outputs included a trade press thought
leadership campaign, based on our research and modeils...

Primarily Customer Driven

“The supply chain is totally
driven by the custormner

“The messages that 'm getting from the

“The: supply chain is abschrsly customer
Beoard are all about meeting our t

focused; it's abaut making things easy

and the factaries dan't run custorners’ demand even if that adds for the customer, making sure products
without customer orders” costs to our supply chain —they know are available, adding extra SKLs and
Manufacturer that they can't fight the retailers” delivering goods to people’s homes”
Manufacturer Ratailer
CQ'"”FW-}'EE ‘Inyestment’ *Supply chain ‘Customer
Performing. collaboration' satisfaction’

Well

Customers

“With sales reducing y=ar on year
our goal and the philosophy driving centric business, focused
our supply chain is cost-saving on taking costs qut at
FULL STOP™ every opportunity”

Retailer J Retailer

"W are avery cost-

In-house | 8%
Transport &
outsource B Full
9% | ouUtsource

Partial
outsource 27%

millions in inventory — we
are not as lean as we
‘cauld be in this area™
‘Manufacturar

Stock

“We've got so many stores and

such a largs number of SKUs that.

we've got to hold a fair amount
of stock i our DCs o ke 3
delivery with our double-decker
trailers worthwhile”
* Rerailar

“We try to keep inveritory levels
as low as pessible but there wi
insyitably be delays in the
supply-chain sa we nead some
level of stock as a badkup”

Retailer :

“We reduced stock by
‘aboutt a half so the
emphasis now is all about
the flow of goods, smaller
mare frequent deliveries”

“Continuous flow of stack
allows us to become
leaner and more efficent,
which has benefits for the
i ef‘ﬂ( Fy ey
Retailer

“Distribution centres
are NOT for storage, |
Remiler

The Relative Emphasis on Stock vs. Flow in the supply chain

segments

Our analysis of key customer drivers shed new
light on how our client should position its brand

46% and services, in relation to different behavioural
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Case Study: Brand Repositioning in Logistics Industry

Our analysis of unfulfilled needs also allowed our client to create
new propositions more aligned with needs and demonstrate
market understanding at the same time...

Shared Supply chain issues for Retailers and Manufacturers:

Drivers

Role of
Supply Chain

“Waste'
Removal

Stock vs FHow

Unfulfilled

Needs

Continuous
Improvement

Alignment
with End
Custormer

Partnership

Unfulfilled

Key ongoing participants include:

WHSmith Waitrose A UB
e Ongoing tracking of Supply Chain
SISl WGP P ocera IECUTEIUIN Bl i o ctors has shown a marked increase

t Heinz! PR A Arcadia Group in both perception of our client and
clarity as to their brand positioning
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