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GAIN CREATORS

.RELEVANT FAMILY BUNDLES
SUPPORT PLANNED
SAVINGS.

.A FOCUSED ASSORTMENT
REDUCES SEARCH EFFORT.
.FRESH BAKERY PRODUCTS &
DEPENDABLE QUALITY
BUILD CONFIDENCE.
.MEALS & SAFE FAMILY
FACILITIES MAY IMPROVE
THE VISIT

.CLEAR UNIT PRICES & BASKET

COMPARISONS ADDRESS.

.CORE CATEGORIES IN ONE SITE

REDUCE SEPARATE TRIPS.

.SMALLER VALUE PACKS LIMIT

STORAGE & WASTE RISKS.

.A SUPERVISED PLAY OPTION

EASES FAMILY FRICTIONS.

.FOOD CONTROLS & CLEAR

RETURNS/ WARRANTY TERMS
REDUCE UNCERTAINTY.

PAIN RELIEVERS

.LOWER TOTAL BASKET
COST.
2.PREDICTABLE,
CONVENIENT SHOPPING
TIME.
3.CONSISTENT QUALITY,
& CLEAR VALUE

CUSTOMER JOB
.FUNCTIONAL: BU
EVERYDAY GOODS
WITHIN BUDGET.
2.FUNCTIONAL:
FINISH SHOPPING
EFFICIENTLY.
3.EMOTIONAL: FEEL
CONFIDENT IN
QUALITY & SAFETY.
4.SOCIAL: PROVIDE
WELL FOR THE

.HIGH OR UNCLEAR PRICES.
.TIME & TRANSPORT COSTS O
MULTIPLE SHOPS.
.OVERSIZED PACKS, STORAGE
LIMITS & WASTE.
.STRESS SHOPPING WITH
CHILDREN.
S\FOOD QUALITY / WARRANTY
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VALUE PROPOSITION
VALUE FIT,PRIORITY AND VALIDATION
PROPOSED PROMISE: HE,P FAMILIES BUY EVERYDAY GOOD S AFFORDABLY IN ONE CONVENIENT VISIT, WITH TRUSTWORTHY QUALITY AND SELECTED FAMILY SERVICES.
PRIORITY HYPOTHESES: PAIN 1,2,AND GAIN 1,2 LEAD; FAMILY FACILITES & ELECTRONICS MUST JUSTIFY THEIR EXTRA COST. NO CUSTOMER RANKINGS ARE YET MEASURED.
PLANNED VALIDATION: 15-20 HOUSEHOLD INTERVIEWS ON RECENT SOPPING; MATCHED COMPETITOR BASKETS; PAID POP-UP TRAILS; COMPARE REPEAT PURCHASES, TIME SAVED,
CONTRIBUTION AFTER WASTE & PACK SIZE CHOICES. REMOVE WEAK FEATURES.
STATUS: HYPOTHESISED PROBLEM-SOLUTION FIT. CUSTOMER INSIGHTS ARE INFERRED FROM THE SUPPLIED CONCEPT; PRIMARY RESEARCH & PRODUCT- MARKET FIT ARE

CUSTOMER SEGMENTS
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