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Digital signage – different executions
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Digital experience - Smart coffee ordering system

Target:

Description:

Objectives:

Project details

• NF sales increase

• Coffee bar sales increase

• I-pad ordering stand in entrance area + screen above 

the coffee bar (screen shows status of orders)

• Intuitive application for ordering coffee and snacks

• Customer informed about time estimation to get the 

order ready

• Each order accompanied by selfie or „avatar” picturee

• Priority service w/o waiting in queue

• Transform the time of waiting in queue into shopping time

• Entertain our „digital“ customers while ordering coffee bar 

products and make the ordinary procedure enjoyable
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Digital experience - Smart fitting room

Target:

Description:

Objectives:

Project details

• New level of customer service

• Upselling to chosen NF products

• LED touch panels in fitting rooms, smart phones 

informing the shop ladies of customer requests

• Intuitive application

• System informs of product information, color and size

variations, related products

• Enable to get the right size or other product w/o 

leaving the fitting room

• Possibility to share the product info with friends

• Presentation of other products related to the chosen 

product 

• Acquaintance with our XC services, promotions etc. 

• Improvement of customer service in fitting rooms 
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Digital price tags – full rollout in all shops 

Target:

Description:

Objectives:

Project details

• Quick reaction in case of price changes and 

promotions

• Lowering the cost for price tags

• Paper tags completely replaced by digital 

• Easy data upload (via scanners in store)

• Higher flexibility in price management

• Elimination of constantly wasted paper price tags
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DYNAMIC PRICING



PwC's Customer Team

IV.  Pricing Software V. ImplementationI. Dynamic Use Cases

Selection of feasible test 
sales period

Definition of triggers, evaluations, 
& tasks to be executed for test

Definition of test evaluation 
criteria

Execution of test & 
evaluation of test results

Implement dynamic pricing in 
Tchibo IT landscape

Business testing of
software implementation

Communicate dynamic pricing 
details into organization

Go-live support

Detail software and 
data requirements & 

derive requirement book

Select Dynamic Pricing vendor 
& support tender process*

Outline necessary data 
for dynamic pricing 

& select data provider

Prepare Continental internal 
software interfaces, sources, data 

& testing

Brainstorming of relevant use 
cases for dynamic pricing

Systematically describe, 
assess & priorities use cases

Data-based validation of 
selected use case hypotheses

Definition of dynamic factors 
to be applied

Analyze relevant Tchibo
sales & pricing details 

Define dynamic pricing 
strategy for Tchibo

Derive necessary pricing 
analysis & data for dynamic price 

implementation

Define measures & concept 
for roadmap implementation

III. Dynamic Pricing 
Concept

In the first step we chose to test dynamic pricing potentials
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ca. 1 month ca. 1 month tbd

Confidential information for the sole benefit and use of Tchibo.
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II. First Use Case Testing

Not part of current project
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Several prerequisites had to be put in place to enable dynamic pricing test
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Electronic 

shelf labels 

in store

Define 

price update 

process

Identify 

use cases

Develop tools/ 

algorithms

Adjust 

Newsletter/ 

Magazine

Define price 

visualization

▪ Installed in CZ and SK 

stores in 2017 

(prior to project)

▪ Supported through 

service provider

▪ Current processes 

reviewed/ captured

▪ Daily update validated

▪ Obtained commitment 

from all parties for test

▪ 2 use cases selected 

for testing based on 

feasibility

▪ Further more relevant 

cases identified

▪ 2 Excel-tools 

developed for daily 

price review

▪ Manual up-/download 

with MDM and BW

▪ No prices shown in 

newsletter

▪ Magazine with 

respective comment re. 

price changes

▪ Instruction for shops 

staff 

▪ Response msg. to press

▪ Price decreases shown 

as discount (additional 

sales effect)

▪ Price increases as 

update of price without 

highlighting of change

Confidential information for the sole benefit and use of Tchibo.
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236 products from 4 collections where part of test
Total price changes from -50% to +87%
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3 Decreases

2 Decreases

1 Decrease

1 Increase

2 Increases

3 Increases

No Price Change

Products

2%

5 Increases

4 Decreases

4 Increases

5% 5 Decreases

13%

17%

236

10%

10%

28%

2%
5%

1%

7%

Confidential information for the sole benefit and use of Tchibo.
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Some products with both 

increases and decreases
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For Use Case 1, the Sell-out-Ratio was reviewed per article and price 
changes triggered by target deviations

10
Confidential information for the sole benefit and use of Tchibo.

Trigger KPI for price changes:

Sell-out-Ratio per product

Step Logic Action

1

.

▪ All products +/- X% off of target SOR

x : Day 1=50%; 2=40%; 3=30%; from day 4 on = 20% (trigger level)

Marked for price 

review

2

.

▪ All products +/- X% off of target SOR

Excluding: 

▪ All products with price changes from previous day

▪ No price increase during first week in branches

Marked for price 

change

3

.

▪ All products - X% off of target SOR with >1 price change

Excluding:

▪ Min 2-3 days passed since last price change

▪ If SOR development trend is positive and likely to reach target 

corridor before end of test period

Marked for 

multiple price 

decreases

4

.

▪ All products + X% off of target SOR with >1 price change

▪ If SOR remains significantly above target, even with decreasing trend

Excluding:

▪ Min 2-3 days passed since last price change

▪ If further PULL-volumes are being delivered to branches

Marked for 

multiple price 

increase
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These panties improved the SOR with just one price reduction
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90699 - Da. Hipster

Collection Body - Belonging together

Project # 95479

Variants 4 sizes

FL Dispo/
Delivery

CZ: 627/636 – SK:280/278

Observations:

• Similar SOR performance in CZ & SK during first days 
of sales

• Price decrease improved SOR trend in CZ and brought 
it above target

Facts & Figures:

SK Price: €7,99

4.011 CZK more GM (+7,8%) 

and 8.724 CZK more BC 

(+21,6%) generated

Confidential information for the sole benefit and use of Tchibo.

1st discount:

-10%

Pull Pull Pull Pull Pull PullPull Pull
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This fitness mat improved SOR with 3 price decreases
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Observations:

• Overall low SOR performance in SK & CZ, with SK 
showing slightly better performance

• All price decreases improved SOR, 1st + 3rd decrease 
with most impact

• CZ SOR surpassing SK after 3rd discount

Facts & Figures:

SK Price: €19,99

Push Pull

1st discount:

-8% 2nd discount:

-17% (total) 3rd discount:

-33% (total)

Confidential information for the sole benefit and use of  Tchibo.

92456 – Fitness-Matte

Collection Active – Moment of Movement

Project # 96134

Variants -

FL Dispo/
Delivery

CZ: 392/355 - SK: 194/193

3.521 CZK less GM (-6,9%) and 3.745 CZK more

BC (+12,7%) generated



PwC's Customer Team

SK Price: €19,99

Here, SOR started to improve after 3rd and turned significant 
with the  5th price reduction
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1st discount:

-10% 2nd discount:

-20% (total) 3rd discount:

-30% (total)

90706 - Da. Homewear Jacke

Collection Body - Belonging together

Project # 95485

Variants 4 sizes (1 TD only, excluded)

FL Dispo/
Delivery

CZ: 445 / 367 - SK: 242/186

Observations:

• SK with slightly better SOR performance in first weeks
• Every price decrease did improve SOR trend
• 1st+2nd decrease with very low impact
• 3rd with most significant impact (though same effect 

noticeable in SK, without price change)
• Last price change changed the trend in CZ compared to 

SK

Pull Pull Pull

Confidential information for the sole benefit and use of Tchibo.

PullPull

Facts & Figures:

4th discount:

-40% (total) 5th discount:

-50% (total)
Changes in 

linear trend
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Challenge: Improving sales trends due to price changes, also
trigger pull deliveries, thus higher quantities, despite low performance
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91562 – Spagettihemdchen, we

Collection Body - Belonging together

Project # 95681

Variants 4 sizes (1 TD only, excluded)

FL Dispo/
Delivery

CZ: 418/424 - SK: 221/210

Observations:

• SK overall with slightly better SOR performance
• Every price decrease did impact SOR trend
• 1st + 3rd decrease slowed down SOR
• 2nd + 4th + 5th decrease improved SOR trend

Facts & Figures:

1st discount:

-10% 2nd discount:

-18% (total) 3rd discount:

-27% (total) 4th discount:

-39% (total)

SK Price: €9,99

14.453 CZK less GM (-

28,6%) and 11.498 CZK less

BC (-26,8%) generated

Confidential information for the sole benefit and use of Tchibo.

Learning:

Need for harmonization with 

delivery logic in future

5th discount:

-47% (total)

Pull Pull Pull Pull Pull Pull Pull Pull Pull
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Price increase slowed down SOR trend for this nightgown but 
margins improved
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90710 – Da. Nachthemd

Collection Body - Belonging together

Project # 95489

Variants 4 sizes (1 TD only, excluded)

FL Dispo/
Delivery

CZ: 494/435 - SK: 189/186

Observations:

• CZ overall with better SOR performance 
• Initial trend in CZ significantly stronger sales
• Price increase in CZ slowed down SOR

Facts & Figures:

SK Price: €14,99

3.503 CZK more GM (+5,2%) 

and 6.691 CZK more BC 

(+13,0%) generated

Confidential information for the sole benefit and use of Tchibo.

1st raise:

+13%

Push PullPull Pull Pull Pull Pull Pull Pull
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4 price increases of these leggings had low negative SOR impact, while
improving margins
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Observations:

• Overall, better SOR performance in CZ
• Price increases slowed SOR trend
• Overall, SOR still above target and SK

Facts & Figures:

SK Price: €14,99

Pull Pull Pull Pull

1st raise:

+9%

2nd raise:

+14% (total)

Confidential information for the sole benefit and use of  Tchibo.

92041 – Da. Tights

Collection Active – Moment of Movement

Project # 95920

Variants 5 sizes (1 TD only, excluded)

FL Dispo/
Delivery

CZ: 769/834 - SK: 410/447

3rd raise:

+29% (total)

4th raise:

+43% (total)

Pull

19.605 CZK more GM 

(+13,2%) and 20.761 CZK 

more BC (+15,4%) generated
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As-Is – Current trend (in CZ)

1.054 Articles delivered

83% SOR

871 Articles sold

+271.063 CZK Abs. GM

183 Articles unsold

-4.941 CZK Return fee

-5.803 CZK Malus

+260.319 CZK Base Contribution

Observations:

• CZ overall with better SOR performance during first week of sales
• Overall SOR above target in SK & CZ
• 1st price increase slowed down SOR and brought it to a similar 

level as SK
• Similar performance sustained with 2nd price increase
• 3rd price increase slowed down SOR in CZ even further
• In total, price increased up to 72%, SOR performance above target

Difference

- 10.013 CZK (GM)

=

- 3,6%

(on 271.063 CZK GM)

Difference

- 20.285 CZK (BC)

=

- 7,2%

(on 280.604 CZK BC)

Here, SOR remains above target despite 5th price increase, 
though slowing down
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91566 - Kulturtasche

Collection Body – Belonging Together

Project # 95685

Variants 1 pattern

FL Dispo/
Delivery

CZ: 1.332/1.054 - SK: 622/563

Pull

SK Price: €12,99

1st raise:

+14%

Confidential information for the sole benefit and use of Tchibo.

Pull Pull Pull

2st raise:

+29% (total)

Facts & Figures:

3rd raise:

+43% (total)

4th raise:

+57% (total)

5th raise:

+72% (total)

Pull

9.9.2018

What if – SK trend (in CZ)

1.133 Articles delivered

99% SOR

1.125 Articles sold

+281.076 CZK Abs. GM

8 Articles unsold

-217 CZK Return fee

-255 CZK Malus

+280.604 CZK Base Contribution
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Demand Value Development in TD

1st raise:

+9%

109.679 CZK 

94.924 CZK 

Difference

- 29.027 CZK (GM)

=

- 14,5%

(on 199.747 CZK GM)

Difference

-29.163 CZK (BC)

=

-15,3%

(on 190.827 CZK BC)

Here, SOR continuously high, despite 2 price increases,
TD performance remains stable
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91955 – He. Webboxer

Collection Body – Belonging Together

Project # 95586

Variants 5 sizes (1 TD only, excluded)

FL Dispo/
Delivery

CZ: 777/762 - SK: 401/483

Observations:

• Slightly better SOR performance in SK in the first 2 
days of sale

• SOR performance in CZ caught up within 3 days, then 
similar performance, both above target level

• 1st + 2nd price increase slowed down the trend in SOR 
but similar performance level compared to SK

• Overall, SOR above target despite 2 price increases

Facts & Figures:

Pull Pull Pull Pull Pull Pull Pull

1st raise:

+9%

2nd raise:

+14% (total)

Confidential information for the sole benefit and use of Tchibo.

2nd raise:

+14% (total)

SK Price: €12,99

Pull
As-Is – Current trend (in CZ)

762 Articles delivered

79% SOR

601 Articles sold

+170.720 CZK Abs. GM

161 Articles unsold

-4.347 CZK Return fee

-4.708 CZK Malus

+161.665 CZK Base Contribution

9.9.2018

What if – SK trend (in CZ)

934 Articles delivered

83% SOR

775 Articles sold

+199.747 CZK Abs. GM

159 Articles unsold

-4.282 CZK Return fee

-4.638 CZK Malus

+190.827 CZK Base Contribution
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For Use Case 2, TD metrics are reviewed on a daily basis, to identify top and 
bottom performers

19
Confidential information for the sole benefit and use of Tchibo.

Trigger KPIs for price changes:

• Product Views

• View-to-basket

• Basket-to-purchase

Step Logic Action

1. ▪ All with 1/3 last day KPIs in top or bottom quartile

▪ All with 3/3 top or 3/3 bottom quartile accumulated KPIs 

Marked for 

review

2. ▪ If last price change on market for less than 2 days No change

3. ▪ All with 2/3 top quartile of last day KPIs

▪ Excluding: Cross-channel products during first week (no 

raise)

Review for 

price increase

4. ▪ All with more than 1/3 KPIs in bottom quartile of last day

▪ Excluding: If respective KPI is in quartile 2-3 accumulated 

Price 

decrease

5. ▪ All with at least 1/3 accumulated KPIs in bottom quartile

▪ All with at least 2/3 accumulated KPIs in top quartile

Excluding: 

▪ All products with price changes from previous day

▪ Sold-out products

▪ Products not visible on carpet

Marked for 

review
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Observations:

• CZ price: 349 CZK, 299 CZK, 249 CZK, 199 CZK
• SK price: 12,99 €
• Overall increasing demand value performance in CZ (in TD 

only), especially after 3rd discount, and surpassing SK
• Increasing GM in CZ, narrowing down gap with SK towards 

end of sales period

This shirt was reduced 3 times to -43% in total, leading to increase 
in demand value and gross margin
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91206 – Da. Shirt, LA

Collection Ladies Paris

Project # 94550

Variants 4 sizes

TD Dispo/ Qty Sold CZ: 922/148 - SK: 342 /19

Facts & Figures:SK Price: €12,991st discount:

-10% 2nd discount:

-29% (total)

3rd discount:

-43% (total)

Confidential information for the sole benefit and use of Tchibo.

*) SK numbers indexed by overall adjustment factor, CZK conversion by fixed rate

2nd price changeKPIs triggering 1st price change 3rd price change

Agg Agg change

Daily 

change Agg Agg change

Daily 

change Agg Agg change

Daily 

change

1.477     271 9,3% 0,3% 34,3% 2,8%

1.477     271 9,3% 0,3% 34,3% 2,8%

1.477     271 9,3% 0,3% 34,3% 2,8%

1.477     271 9,3% 0,3% 34,3% 2,8%

Product View View-to-Basket ratio Basket-to-Purchase

Significant improvement of 

absolute gross margin

Significant improvement of 

demand value
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Even with 4 price increases, these pants continued the over performance
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73844 - Da. Hose, Bengalin, black

Collection Ladies Paris

Project # 87271

Variants 10 sizes

TD Dispo/ Qty Sold CZ: 1.837/1.055 - SK: 678/289

Observations:

• CZ price: 499 CZK, 599 CZK, 649 CZK, 699 CZK, 749 CZK
• SK price: 19,99 €
• Overall better Demand Value & absolute Gross Margin in CZ 

and improving over time

Facts & Figures:SK Price: €19,99
2nd raise

+30% (total)
1st raise:

+20%

3rd raise

+40% (total)

Confidential information for the sole benefit and use of Tchibo.

Significant improvement of 

absolute gross margin

CZ performing 

better than SK

*) SK numbers indexed by overall adjustment factor, CZK conversion by fixed rate

2nd price changeKPIs triggering 1st price change 3rd price change

4th raise

+50% (total)
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SK Price: €6,99

1st raise:

+11%

2 price increases in CZ TD did not change TD trend, and did not 
significantly impact shops performance
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91829 – BH-Wäschenetze

Collection Cleaning - Bee Clean

Project # 95815

Variants -

TD Dispo/ Qty Sold CZ: 890/402 - SK: 192 /121

Observations:

• CZ price: 179 CZK, 199 CZK, 229 CZK
• SK price: 6,99 €
• Overall, CZ Demand Value & absolute Gross Margin above SK
• Similar trends continued in both countries despite price 

increases

Facts & Figures:

Confidential information for the sole benefit and use of Tchibo.

Quantities Sold in Shops

*) SK numbers indexed by overall adjustment factor, CZK conversion by fixed rate

Quantity Factor 

for SK: *2.062

1st raise:

+11%

*) SK numbers indexed: 

Adjustment factor (DV): *3,487

Adjustment factor (GM): *3,331

Fixed CZK conversion: *25,69

2nd raise:

+28% (total)

2nd raise:

+28% (total)
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Dynamic pricing – Use Case 1 – Example of results Evaluation Czechia

Overall situation Situation at Shops

Situation at TD

• NS0 impact is affected by Volume 

decrease but is over-compensated 

by price increase (+2m CZK)

Phases with higher NS after 

change of price

Phases with positive impact: 21 articles

Phases with negative impact: 9 articles

DP changed articles: articles with increased price within dynamic pricing activity
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Dynamic pricing – current process

Price management timeline (before main sales)

Long term 
Planning

Initial 
pricing/volume 
decision

Price review

Price review & 

Volume 

confirmation

Pilot 

Sales

Price 

Decision

Final price & 

Volume review 

Main sale
1st week

Sales data 
collected and 

analyzed

Main sale

2nd week

Price increase for 

top performing 

products

Helps to increase 

margin

Main sale

5th week

Price reduction for 

worst performing 

products

Helps to decrease 

the return ratio

- 9 months - 12 weeks - 4 weeks - 3 weeks

2-stage DYNAMIC PRICING process 



QUESTIONS ?


