CUSTOMER

ENGAGEMENT

WHAT'S DRIVING CONSUMER PACKAGED GOODS
BRANDS TO TAKE A DIRECT-TO-CONSUMER
(DTC) APPROACH?

Can a Consumer Packaged Goods (CPG) brand count on a go-to-market exclusively through
the retail channel? Not anymore! CPG brands realize that reliance on any single distribution
channel can be detrimental to success, so many choose to also sell their products directly
to consumers online, limiting their exposure should a retail channel disappear.
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For CPG brands, customer experience (CX) is the new competitive battlefield
that can create a competitive advantage that attracts and keeps customers.
CPG companies are reducing the steps it takes to reach the consumer.
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Leveraging DTC channels such as a website, mobile apps, email marketing automation
systems, call centers, physical direct mail and SMS texts allows a CPG brand

to achieve a better understanding of consumer behaviors and preferences—
something that can be impossible to get when you sell through a retailer.
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Customers want a brand to reach — and recognize — them where they are (channel) in the
moment of interaction. A DTC approach will provide CPG brands a comprehensive and
up-to-date understanding of consumer behaviors, preferences and intent at every stage
of the customer buying journey.
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WON'T A DTC APPROACH DAMAGE OUR
RELATIONSHIP WITH OUR RETAIL CHANNEL?

A compelling reason for CPG brands to sell directly to consumers is the ability to
create a direct branded relationship with that consumer that enables them to collect
customer data, something they struggled to get their retailer partners to share.
Armed with a single view of a customer from data collected across an omnichannel
customer path-to-purchase experience, brands can bring invaluable insight and
market test data to their partners, making it a win-win for the brand and the retailer.
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HOW REDPOINT GLOBAL OPTIMIZES CUSTOMER
ENGAGEMENT FOR CPG BRANDS

The RedPoint Global Customer Engagement Hub revolutionizes how CPG brand
marketers deliver a highly personalized and consistent customer experience across
every interaction touchpoint (single point of control)
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About RedPoint Global Inc.

RedPoint Global is a leading provider of data management and customer engagement technology. RedPoint’s Customer Engagement

Hub provides a unified view of a customer, determines the next-best action and orchestrates interactions to drive highly-personalized and
contextually relevant customer engagement across all touchpoints. Leading enterprises use RedPoint’'s Customer Engagement Hub to help
them achieve sustainable profitable revenue growth. For more information, visit www.redpointglobal.com or email contact.us@redpoint.net.
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