
HOW TO CHANGE THE IMAGE ON COVER 
Select an image that relates to the presentation subject and aligns to the JDA imagery guidelines. 
Do not use more than one image. 
 
CHANGING A PHOTO IN THE IMAGE AREA 
In your menu bar select “View” > “Master” > “Slide Master” 
Go to the Title Slide Image Master you wish to change 
Select the image and delete  
Insert new image/photo on page 
Once the new image placement is finalized, select “Arrange” > “Send to back” 
 
DELETE THESE INSTRUCTIONS BEFORE FINAL USE. 

Copyright © 2016 JDA Software Group, Inc. Confidential 

Stefano Scandelli 
Group Vice President Sales EMEA 
 
16 Febbraio 2017  

Digital Solutions per il 
Retail 4.0 



• Omni-Channel and Retail Innovation 
   
• Opportunities for Retailers and 

Manufacturers 
 
• Conclusions 

  Agenda 



3 

Disruption and Change are the “New Normal” 
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    EMEA Retailers moved to Click & Collect Offers 

Total growth of Click & Collect orders in the 
past years 

68% 
Source: Reuters 

of all online orders are  
Click & Collect 

35% 
Source: Internet Retailer 
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and now the bar has been raised, again… 
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Consumers want a unique and personalized 
experience with brands… 

Hyper- 
Product  

Personalization 
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Robotics will change existing workforce 
management models… 

The New  
Store  
Associate? 
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JDA CEO Survey 2017 -  in Partnership with PwC 
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Digital transformation strategy 
Digital Transformation becomes the highest investment priority 
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Profitability is the Key imperative 
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Opportunities 

 Customer Centric Planning 
Changing role of the Store 
Changing role of Supply Chain  
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Single 
Channel 

KPI’s 
• Sales 
• Stock 
• Gross Margin 

Static 
Assortments 

National 
‘Propositions’ 

PRODUCT 

Multiple  
Channels 

KPI’s 
• Net Sales 
• Returns 
• Net Margin 
• Customer Value 
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Customer-Centric Planning & Profitable cross Channel 
Planning 

Product 

Multiple  
Channels 

KPI’s 
• Net Sales 
• Returns 
• Net Margin 
• Customer Value 

Dynamic 
Assortments 

‘Offers & 
experience’ at 

store level 

Product 
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Innovation based on Google Platform (example in Fashion) 
Customer Segments, Score Assortments, Ranging opps, Financials…. 
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Intelligent Store serving Physical & Digital Shoppers 
Customer-experience focused 

New 
customer 

services 

Multiple customer 
missions 

New customer 
experiences 

New 
customer 
fulfilment 
options 

‘To Go’ 

Wi-Fi Beacons 

Virtual 
Assortment 



15 

RFID/IoT              Sonar     Weight    Temperature   Video  

 

https://jda.com/knowledge-center/collateral/inside-intelligent-retail-video 

http://www.intel.com/retail
https://jda.com/knowledge-center/collateral/inside-intelligent-retail-video
https://jda.com/knowledge-center/collateral/inside-intelligent-retail-video
https://jda.com/knowledge-center/collateral/inside-intelligent-retail-video
https://jda.com/knowledge-center/collateral/inside-intelligent-retail-video
https://jda.com/knowledge-center/collateral/inside-intelligent-retail-video
https://jda.com/knowledge-center/collateral/inside-intelligent-retail-video
https://jda.com/knowledge-center/collateral/inside-intelligent-retail-video
https://jda.com/knowledge-center/collateral/inside-intelligent-retail-video
https://jda.com/knowledge-center/collateral/inside-intelligent-retail-video
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“Nearly a third (30%) of European adults online stated they buy 
more products directly from a manufacturer now, compared to 
five years ago.”  

Direct purchasing with Manufacturers is becoming a 
significant opportunity 

Source – JDA Manufacturing Pulse Report 2016” 
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The digital market needs a digital Supply Chain where 
synchronization is a must have 

Demand signal becomes more 
articulated. Need to capture 
consumers buying behavior. 
 
 
Demand fulfilment must 
ensure profitability of direct 
delivery at single order level 
 
 
Supply Planning must account 
for the new digital segments 
which require higher 
responsiveness 
 
 
End to end supply chain 
synchronization becomes the 
only way to ensure 
responsiveness while 
maintaining the business 
profitable 
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Waitrose uses warehouse management 
software to optimize store picking 
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Marks&Spencer   
 

   Facts for Castle Donington 
• 81,000m2 is designed to hold boxed goods and 

hanging garments  
• Acts as NDC for Retail Slow Moving Goods & 

extended assortment (shipped to RDC’s for x-
dock to store) 

• Supplies all e-commerce customers holding 
entire GM Assortment of 250,000 skus 

• In excess if 21,000 000 units in inventory 
• At peak over 1,000,000 units per day 
• 170,000 e-commerce orders per day 
• 5,350 store orders per day 
• 126 Vehicles per day 
• 760,000 reports and labels printed per day 
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Leverage These New Thought Leadership Assets in 2017! 
www.jda.com/it 




