
SNACKS TO GO CASE ANALYSIS

Jill Harms is the Assistant Category Manager for the Nuts, Natural Snacks and Cookies Category at Sathers Inc. Her
variety of tasks in this.

It would put Japanese rice crackers in front of a wide swath of U. The process allowed Social Soup to know
customer locations and track their full experience journey with the product, get feedback and also reward them
for sharing in social media, which provides authentic influence from a real experience. Executive Summary In
this fictional case study, the protagonist Riku Nakamura relocated from Tokyo to San Francisco to spearhead
the launch of Kenzo rice crackers into the U. One of the traditional challenges of sampling campaigns has
been the cost of getting product to people to consume in their home, creating a real-world experience. Also,
traditionally the feedback cycle is long and difficult to track. Data, data everywhere but not a drop of insight
The firm had recently changed its reporting system from a regional structure to a category-based one. The
launch product performed very well for quality, loyalty and repeat purchase, but the challenge was for
consumer consideration in a category dominated by the heritage brand Shapes. Rebecca jumped in. With a
bespoke and innovative technology solution, the partnership between Social Soup and the PepsiCo Smiths
Snackfood range Sunbites aimed to reduce friction in the sampling process by eliminating the need to send
product out. They also tweaked their packaging to be more appealing. At the time, Sabra was winning our
category. Shoppers, too, have needed an introduction to our crackers. The key is to help grocery store
executives and customers better understand when and how to eat our crackers. The campaign reached targeted
sampling influencers and 50 micro influencers, who delivered a combined reach of more than 1. Using the
app, targeted sampling influencers scanned the Sunbites products in Woolworths and Coles stores and were
given a voucher to redeem at the checkout, scaling trial on the path to purchase. For Riku, the deal might also
allow him and his family to return to Japan sooner, having pulled the U. It would be their brand, their
packaging, their flavors. It was morning in Tokyo, and he was checking in with the executive team at
headquarters. Riku wondered whether paying retailers more for a certain period would make sense. Time to
Debrief Before heading to the office, Rebecca and Riku stopped at Starbucks to get a bite to eat and debrief.
Rebecca jumped in. Think of the cost savings. I saw some Cheetos at the checkout. It is a prime example of
UB's commitment to focus on investment in existing portfolio brands. Elie Ofek is the T. It will also automate
and shorten reporting cycle times, especially during month-end peaks. Nature of The Research A. Some of the
strategies of the company to pursue success are the following: strengthening the distribution of the products
AND looking for new and innovative products. The study however, is limited with only secondary data being
analyzed according to focus groups through surveys and questionnaires. Fixing performance management for
a snack food giant Speed and strategy were key ingredients Explore A multinational snack food company.
Think of the cost savings. They also tweaked their packaging to be more appealing. Sathers Inc. To compete
with other U. Consequently Sathers became an early entrant also in the field of telephone marketing. This case
study analyses how United Biscuits reinvented Phileas Fogg in an attempt to retain its innovative culture and
individuality within a much larger group. The key is to help grocery store executives and customers better
understand when and how to eat our crackers. The voucher delivery system in the Social Soup app knows
when a customer has the product in their hand and we can deliver a voucher to them to redeem at the
checkout. Surely Kenko could sell them on its own recipes. Aoi was still up. She believed it would help
American consumers see Japanese rice crackers as a healthful, gluten-free snack choice and would provide the
distribution bump the division needed to grow sales and become profitable. They have offered us a private
label deal that could quickly make us profitable. As a Mexican who has lived and worked across South
America and in the United States for the past 20 years, I certainly understand the desire to return home.


