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RAPID EVOLUTION

S I N G L E  C H A N N E L

P R O M O T I O N S

M U L T I C H A N N E L

S H O P P E R  M A R K E T I N G

E N D - T O - E N D

U N I F I E D  C O M M E R C E

O M N I C H A N N E L

E C O M M  &  S P E C I A L T Y  



TECH HAS PUT POWER INTO 
THE HANDS OF SHOPPERS





N I K E  X  T I F F A N Y ,  U . S .
D I G I T A L  I N - S T O R E  @  

N I K E  R I S E ,  W E S T  L O N D O N

L I M I T L E S S  A I  @  
A D / B K ,  B R O O K L Y N

S H O P P A B L E  
T V  A D S ,  U . S .

A I  G E N E R A T E D  A V A T A R ,  
C A R R E F O U R ,  F R A N C E

M E T A V E R S E ,  T M A L L  L U X U R Y  
P A V I L I O N ,  C H I N A
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COMMERCE



Seamless 
Consumer 
Experience

Culturally
Relevant
Creative

Moments 
of 

Magic



SEAMLESS
CONSUMER
EXPERIENCE



“We don’t think the customer is loyal 
to channels. We don’t hear customers 
talk about channels very much. 
Customers value experiences.”

— James Nordstrom



40%
During the 
pandemic, 
consumers 
switched to new 
brands, exploring 
beyond their 
favorite products

60%
of consumers 
have purchased 
something from 
one brand over 
another based on 
the service they 
expect to receive

71%
of consumers 
expect 
companies to 
deliver 
personalized 
experiences



YouMode
The convenience of owning a Ford. Made just for you.







CULTURALLY 
RELEVANT 
CREATIVITY



“Everyone is not your customer.”

— Seth Godin



THE GEN Z
PARADOX



KEY 
TAKEAWAYS



²
THINKING

Mind 
The Gap

Remove the compromise



Know the
Neighborhood

Don’t treat Gen Z as
one homogenous group



Harness 
Crush Culture

Don’t be afraid of
the power of Gen Z





Be Where 
They Are

Communicate your values
at the point of purchase



Be
Authentic

Don’t risk the wrath
of crush culture



Be
Convenient

Instant gratification rules



MOMENTS
OF MAGIC
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Marketing Transformation 
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DAVE SPINATO

Global Vice President, eCommerce 
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CLINTON SUH

Head of eCommerce

On Running



PANEL SLIDEWARE



PANEL SLIDEWARE



LAURA - GP



Removing Retail Rails

Get on the List Get in the Cart Get to the Heart

©2019 Georgia-Pacific Consumer Products LP. Proprietary & Confidential. Not to be copied, 
shared or otherwise distributed to third parties. Distribution, shelving, promotion and pricing are at the sole discretion of the retailer..



The Omnichannel Consumer Journey

Define
Consumer Goal 

Connect 
Media & 

Commerce

TV + CTV

Retail Search

On-Site Media

Digital Coupons

In-Store Signage

Offsite Media

Identify Purchase 
Behavior

Incrementality

Sales & Share Growth

Launch
Omnichannel 

Campaign

Measure 
Effectiveness

©2019 Georgia-Pacific Consumer Products LP. Proprietary & Confidential. Not to be copied, 
shared or otherwise distributed to third parties. Distribution, shelving, promotion and pricing are at the sole discretion of the retailer..



DAVE - HARMAN



HARMAN INTERNATIONAL. CONFIDENTIAL COPYRIGHT 2022 36

BAD BUNNY GONE BAD

https://www.tiktok.com/@lisiaarias/video/7134814439748128046?lang=en


HARMAN INTERNATIONAL. CONFIDENTIAL COPYRIGHT 2022 37

JBL X DOJA CAT CAMPAIGN
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JBL X DOJA CAT CAMPAIGN
PROGRAM OVERVIEW

The JBL Holiday program was a 360-degree campaign featuring JBL’s 

global brand ambassador, Doja Cat.

Tapping into Gen-Z consumers and retail customers through exclusive 

promotions, the launch of JBLxME and chances to win, we gave them 

a reason to be excited about JBL around the holidays.

National Retail Promotion

Social Media Design Challenge

Paid Media

Custom Macro Influencer 
Content

Click to Buy Influencer Programming JBLxME Launch
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1. Increase Brand Familiarity: +5% amongst Gen Z
○ +12% increase

1. Drive Incremental Sales: +15% (Big 4 + JBL.com)
○ +141% vs PY

NATIONAL RETAILERS DARE TO DESIGN - JBL.COM X ME

1. Increase (quality) site traffic +100%

○ +1405%

1. Increase Number of Orders 

○ +200% Transactions

JBL X DOJA CAT CAMPAIGN
KPI’S + RESULTS



CLINTON - ON
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RUN CULTURE

“BE THE NUMBER ONE BRAND ON RUNNER’S BODIES”
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INNOVATION

“On is an innovation brand at heart. We aim to bring more brand 

association between On and innovation. Whether it’s through product, 

brand experiences or how innovation influences our internal culture”



43

MULTI CHANNEL


	Slide 1
	Slide 2
	Slide 3
	Slide 4
	Slide 5
	Slide 6
	Slide 7
	Slide 8
	Slide 9
	Slide 10
	Slide 11
	Slide 12
	Slide 13
	Slide 14
	Slide 15
	Slide 16
	Slide 17
	Slide 18
	Slide 19
	Slide 20
	Slide 21
	Slide 22
	Slide 23
	Slide 24
	Slide 25
	Slide 26
	Slide 27
	Slide 28
	Slide 29
	Slide 30
	Slide 31
	Slide 32
	Slide 33: Removing Retail Rails
	Slide 34: The Omnichannel Consumer Journey
	Slide 35
	Slide 36: BAD BUNNY GONE BAD
	Slide 37: JBL X DOJA CAT CAMPAIGN
	Slide 38: JBL X DOJA CAT CAMPAIGN PROGRAM OVERVIEW
	Slide 39: JBL X DOJA CAT CAMPAIGN KPI’S + RESULTS
	Slide 40
	Slide 41: RUN CULTURE
	Slide 42: INNOVATION
	Slide 43: MULTI CHANNEL

