
Our customer, a French leader in the short-
distance food distribution, is looking to rethink  
its value proposition for its B2C and B2B markets.

KEPLER supported its client in setting up a Voice 
of Customer program and building and deploying a 
Business Plan to develop the brand’s positioning.

OverviewPRACTICE

Sales & Marketing

SECTOR

Agrifood

DURATION OF MISSION

6 months

BUSINESS CASE

Redefining  
the value proposition 
and positioning  
of a leading brand  
of a historic leader  
in the short-distance 
channel
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1 Analysis of qualitative  
and quantitative studies provided  
by the brand

2 Analysis of the competitive 
environment: supermarkets, short 
supply chains, franchises, etc

Our Approach

Context Methodology

Objectives

A historic B2C brand (food and hospitality 
products), marketed by farmer members

Growing competition in the short-distance 
segment from local terroir brands and 
“pure players” in the hospitality industry 
developing a “rural” offering

A brand that needs to regain visibility and 
brand awareness in B2C and appeal in B2B

Declining membership: questioning the 
added value of services, unfavorable 
demographic trends, difficulty recruiting 
new members

Define an engaging brand proposition to 
attract new consumers (B2C) and recruit 
and retain farmers (B2B)

Modernize the brand while capitalizing  
on its values and specific DNA

Designing new value-added services  
for customers and members

3 Enhancing the value proposition 
and identifying new services  
to offer consumers and members​

4 Focus groups with each target 
group (Consumers, Members,  
and sales teams) to test and refine  
the new value proposition and services

5 Workshops with in-house teams  
in charge of marketing the offering to 
members

6 Formalization of the final brand 
proposition (Unique Selling Proposition, 
Reasons to Believe...), prioritization 
of services to be developed, and 
implementation schedule

7 Pricing scenarios for new services, 
aligned with target profitability levels

8 Business plan  
and implementation path
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Results
“At a time when 
transparency, traceability, 
and authenticity are 
increasingly important, 
developing short supply 
chains and strengthening 
the relationship between 
local producers and 
consumers offers a 
compelling and engaging 
response.”

Cécile 
Nadal

Levers and Tools

A new positioning that restores 
the brand’s appeal to its two 

target markets

A range of new services

An implementation path

Regional consumer workshop

Voice of Customer

Brand  
positioning

Pricing 
scenario  
and P&L

Member farmers’ online workshop

Sales advisors workshop
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Our Offices

Contact

INDE
#312, DBS Center, 31A, 
Cathedral Road - Nungambakkam,  
Chennai – 600034 - India

india@kepler-consulting.com
+ 91 (0) 44 40 50 92 00

CHINE
Room 120, 11F, No. 1 Wuning Road,  
Jing’An District, Shanghai,  
200042, China

china@kepler-consulting.com
+86 21 8041 1804

FRANCE
32 boulevard Haussmann  
75009 Paris – France

contact@kepler-consulting.com
+ 33 (0)1 44 75 05 35

CÉCILE NADAL
Director

cecile.nadal@kepler-consulting.com

+33 7 88 94 55 34

Visit Us | Kepler-consulting.com

USA
159 N. Sangamon Street, Suite 200 Chicago,  
IL 60607-2201 - USA

usa@kepler-consulting.com
+1 (312) 371 6198

Follow KEPLER news

https://www.kepler-consulting.com/en/
https://www.linkedin.com/company/keplerconsulting-fr/

