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ThirdChannel Named 2017 “Cool Vendor” in Unified Retail Commerce 
by Leading Analyst Firm Gartner, Inc. 
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The Consumer Experience Fantasy…
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ü Shelves are fully stocked

ü Product is merchandized well

ü POP and signage are correct

ü Product location is prime

ü Associates can talk expertly 
about products

ü Backstock is healthy

ü Competitors are playing fair
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The Reality at Retail…
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Inconsistent merchandising and brand presence

Difficulty quantifying frequency of OOS situations 

Ghost inventory and shrinkage

Store associates spread too thin to adequately
support brands

Inability to verify planograms against actual store sets

Fragmented POS data

[Add yours here]…
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ThirdChannel “Store Hub”

Know what’s happening  
– or should be happening –

with your products in 
thousands of stores.
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Today, you should expect to manage the consumer experience in stores with 
same kind of laser precision as your eCommerce tools provide:
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An online social environment to communicate and collaborate with field/store teams3

Ability to allocate resources selectively where and when needed2

Real time visibility into retail execution issues1

Dashboards that track impact and generate an ROI on resources invested4
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Step 1 | Calculate Untapped Potential for Store Sales

Select just the stores that will drive significant sales. Focus your marketing and field support.
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MARKET 
PRIORITIZATION 
MATRIX

High Market ShareLow Market Share

High Market Opportunity

Low Market Opportunity

HIGH OPPORTUNITY/ 
HIGH SHARE

HIGH OPPORTUNITY / 
LOW SHARE

LOW OPPORTUNITY/ 
HIGH SHARE

LOW OPPORTUNITY/ 
LOW SHARE

These stores represent a large 
growth opportunity. Attack the 
key improvable factors from the 
Store Optimization Score to drive 
sales lift.

These stores are your top 
performers, and should be 
actively maintained to maximize 
potential. They may still have 
room to grow.

Sales potential is lower in this 
group, but there is still room to 
steal market share. Invest 
opportunistically.

While sales potential is lower, 
these stores are  outperforming 
your competitors. They could 
be places to experiment on 
drivers of market share.

$50K

39%
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Step 2 | Score Each Store
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Store Optimization Scores:
Store Sales Drivers for Leading 

Electronics Brand:

1. Associates can engage 
consumers on tech features

2. Displays located near 
checkout

3. Interactive POP is working

4. Displays are fully 
merchandised

Data Inputs:



CONFIDENTIAL

Step 3 | Generate Store-Specific Action Plans to Guide Field Teams
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Action Plan Quadrants:

Maintenance Only

Merchandising and Inv
Mgmt Needed

Assoc Training and 
Consumer Engagement 

Needed

Multiple Problems to 
Address
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KPI Dashboards | Track Performance and  Sales Lift

Know what’s happening – or should be happening – with products in thousands of stores.
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Live Store Feeds | Empower and Collaborate with Field/Store Teams
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Think About a Next-Gen Field Team | Powerful “Grassroots” Marketing
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• Able to bring your brand to life in stores. 

• Have attributes and experience that 
matches the job they need to do in stores.

• Exclusive to your brand, flexing up and 
down as needed.   

Don’t have a field team? 

ThirdChannel’s system will match one 
exclusively to your brand through our 
network-for-hire.

I’m actually 
a Nurse, and 

passionate about 
living a plant-based 

lifestyle
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Optimize Consumers’ Experience in Stores | The New Requirements

• Essential store related data all in 
one place

• Action-oriented information at 
fingertips for those who need to 
make real-time decisions

• Performance tracking with 
eCommerce-type precision

• Access to a brand exclusive, 
on-demand field force 

• And live store feeds that capture 
feedback loops from teams on 
the ground

info@thirdchannel.com  | (617) 417-5896  | 60 Canal Street, Third Floor, Boston, MA 02114 13

NOW INCLUDING 

VIDEO
from ThirdChannel! 
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Unlock Sales Potential in Your Stores

Gina Ashe, CEO
978.501.0869

gina@thirdchannel.com

To learn more:
Visit thirdchannel.com

Read our blog, Mind the Store
Follow us on Twitter @ThirdChannel3C.

mailto:gina@thirdchannel.co
mailto:gina@thirdchannel.com
http://www.thirdchannel.com/
http://blog.thirdchannel.com/mind-the-store
http://www.twitter.com/thirdchannel3c

