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Digital Eco System in Retail 
Audiences, Aspirations and Engagement 
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poor and 

expectation 
high 

I’m time 
rich and 

expectation 
high 

He lived 
well and 

had great 
party’s 



Digital for Children 
Audiences, Aspirations and Engagement 



•  Build brand recognition 
•  Establish fun and store association 
•  Seed the next generation of customers 

Opportunity 

Child – Digital Engagement 

•  Need to focus on mainstream activities to reach largest 
audience 

•  Require consistency to build trust 
•  Require icons to build association 
 

Challenges 

•  Engage with branded social activities 
•  Enable playtime activities 
•  Provide education value for parent concerns 

Solution 



Digital for Adolescents 
Audiences, Aspirations and Engagement 



•  Build brand orientation 
•  Establish product and aspiration as core experience 
•  Build ongoing relationship and brand ambassadors 

Opportunity 

Adolescent – Digital Engagement 

•  Already frantic digital experience, getting noticed will be difficult 
•  Retail is not exciting 
•  20 seconds to make an impact 

Challenges 

•  Go to where the customers are 
•  Create associated experience to public icons 
•  Create associated experience to expressions of social value 

Solution 



Digital for Middle-aged 
Audiences, Aspirations and Engagement 



•  Build brand as main retail interaction 
•  Reduce attrition by simplified common purchases 
•  Increase engagement with multiple entry and delivery points  

Opportunity 

Middle-aged – Digital Engagement 

•  Embedded cultural and class values 
•  Expectation of non login experience 
•  Very limited time 

Challenges 

•  Sub brand allocations and experiences 
•  Responsive list based purchase experience 
•  Alert and offers based purchase interactions 

Solution 



Digital for Oldsters 
Audiences, Aspirations and Engagement 



•  Build brand as main retail and social interaction 
•  Reduce attrition by simplified common purchases 
•  Increase engagement with social and product knowledgebase 

Opportunity 

Oldster – Digital Engagement 

•  Embedded cultural and class values 
•  Expectation of value proposition 
•  Various levels of technology engagement and ability 
 

Challenges 

•  Digitize store associations and groups 
•  Supply micro payment options 
•  Supply in store digital engagement 

Solution 
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timescales, strategically correct, fully featured, useable, governable, scalable, efficient, End to end processes, Applications, 
Integrations and Software systems.  
 
Karl Smith is a highly competent, personable, creative and motivated person with a keen insight and definition ability. He is a 
critical thinker and able to rapidly discover the essence of problems then define, communicate, create buy-in and deliver end to 
end digital and process solutions. He positively motivate those around me and able to engender a great team dynamic by leading 
from the front. He has business experience since 1989 at comparable levels in fields including defence, industry, energy, 
pharmaceutical, biomedical, finance, banking, FMCG, property, publishing, healthcare, travel, policing, crown office, local and 
central government. He has specialist banking experience with investment, private, commercial, business, trading, wealth 
management in Europe, USA, China, Australia, Japan and Russia. 
 
He has a wide experience in Interim management, Proposition development, Market strategy, Business process definition, 
Business start-up, Commercial modelling, Product cost plan, Governance consulting, Digital strategy, Digital marketing strategy, 
Mobile strategy, Big data strategy, Big data productisation, Team building, Senior and team recruitment, Digital design, User 
experience, Customer experience, Change management, Business intelligence, Web analytics, Sentiment analytics. He has been 
honoured by the British Computer Society for his eminence in the fields of UCD and User Experience with a Fellowship. 
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