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The Current
Situation

Etienne van Wyk




The Current Economic Environment

A decline in
economic
output in
some major
economies
(e.g. China and
Russia) Decade-high
inflation rates

WEEL S
investor
appetite

Accelerated

monetary
policy

tightening

Challenges in across the
the global globe

Declines in
stock market
and private
equity
valuations

economy

Rising Global supply
sovereign chain
bonds costs disruptions

A growing
food crisis due
to adrop in
exports from
Ukraine

Energy price
spikes
(specifically
natural gas)




The Current Economic Environment If

Petrol, gas and electricity inflation

— Energy demands tend to be inflexible,
such as travel to work, hot water etc.

Unemployment growth
— Limited salary negotiation leverage

Size and Share
of Wallet

- Food Inflation

Food inflation

— Have to eat
- Can change volume and types of food

Interest rate inflation

— Have to pay mortgage, car and credit card
- Can downscale, but at a loss in a downcycle

Interest Rate




Current Consumer Trends
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Despite Rising
Inflation,
Consumers are
Still Spending

56% of polled
South Africans
saw their
savings
decrease since
the advent of
Covid-19.

Consumers

Continue to

Spend More

on Specific
Product

Categories, But

Inflation is
Slowing
Volume
Growth

[

Thereis a
Decrease in
Customer
Loyalty

73% of
shoppers have
altered their
brand
preference
amid the rapid
changes in the
world.

@

Innovation is
Key.
Consumers are
Eager to Try
Something
Different

H |

Omnichannel
shopping is
becoming the
norm

75% of US

consumers say

they’re

researching &

purchasing
both in-store
and online.

Generational
Interests Vary




The Diagnostic

Valerie Webley




Customer Types

High Profitability

Low Profitability

Butterflies

True Friends

Strangers

Barnacles

Short-term customers

Long-term customers
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Customer Types

Satisfied Customers

“Loyal to Prices” Customers

Convenience Loyals

Benefits Loyals

“Just Because” Loyals

Truly Loyal Customers
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Strategies for Different Relationships

it

O
Eee

SUPPLIERS

EXTERNAL
STAKEHOLDER

B I
| -

CUSTOMER

,')/
dh

COMPETITOR

=
s

EMPLOYEE

12




The Online Experience Challenge

it

Strict Payment
Policies

Site is not user
Friendly

Online
shopping

challenges

Disconnect
between Online
shopping and in
store experience

Limited Delivery
choices

Lack of Business
Visibility




The Fix

Lings Naidoo




How Do You Spot the Jumpers? e

Customer Loyalty
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Customer Satisfaction
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The Operational Response

Customer Customer Customer
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So, What Now?!
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Q&A Session

Redflank Panellists




Our Panelists’ Contact Info

Etienne van Wyk
etienne.vanwyk@redflank.com

Valerie Webley
valerie.webley@redflank.com

Lings Naidoo
lings.naidoo@redflank.com
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Lucky Draw




Lucky Draw
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And the winner is... '2‘ .e

Jolene Linde




THANK YOU'!




