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Retail technology should start with process, not products

By Brian Mudhokwani
Chief Operating Officer, ISB Optimus

Retailers are operating in one of the most demanding
commercial environments in recent memory.
Across grocery, supermarket, wholesale, pharmacy

and speciality retail, leadership teams are dealing

with margin pressure, rising operating costs, supply
chain volatility, changing customer journeys, labour
productivity constraints and increasing expectations
for speed, availability and service consistency.

Technology is often seen as the natural answer. Yet
many retailers already have significant technology
investments across point-of-sale, ERP, warehouse
management, e-commerce, loyalty, reporting, planning
and finance. The problem is not always a lack of
systems. More often, it is the absence of a coherent
technology strategy that is anchored in the way the
business actually creates value.

When technology is selected without a clear process
architecture, it can make complexity worse. Store
operations, finance, procurement, merchandising,
warehouse teams and customer-facing employees may
all work from different versions of the truth. Data
becomes fragmented. Processes become inconsistent.
Reporting becomes retrospective rather than predictive.
Vendors implement software, but the business still
struggles to translate the investment into measurable
improvements in cost, service, stock availability,
productivity and customer experience.

This is why retail transformation should start before
technology selection. A retailer first needs to understand
where value is created, where value leaks, which processes
are critical, which activities should be standardised,

and which processes should be simplified, automated

or redesigned. Tools such as ARIS can play an important
role in this foundation by helping organisations model,
analyse, govern and continuously improve business
processes. In a retail environment where operating
models are changing quickly, this type of process
intelligence helps executives identify where to focus
and how to sequence transformation with less risk.

Once the process foundation is clear, technology
decisions become more purposeful. Warehouse and
fulfilment operations, for example, need more than
basic inventory visibility. They require disciplined
execution across receiving, put-away, replenishment,
picking, packing, dispatch, labour utilisation and service
performance. Solutions such as Infor WMS can support
these requirements by helping retailers improve
warehouse orchestration, inventory accuracy, order
fulfilment and operational productivity.

Similarly, retail finance and executive teams need
more than spreadsheet-based budgeting and static
reports. Modern enterprise performance management
capabilities, such as Infor EPM, can support integrated
planning, forecasting, consolidation, scenario modelling
and more reliable performance visibility. In an environ-
ment where costs, demand and supply conditions
change quickly, this enables management teams to
make better decisions with greater confidence.

Integration is equally important. Retailers rarely oper-
ate on a single system. They depend on a combination
of ERP, POS, WMS, e-commerce, supplier platforms,
financial systems, customer platforms and analytics
tools. Platforms such as Infor OS provide an integration
and innovation layer that helps connect applications,
workflows, data, APIs and user experiences. This
matters because retail performance depends not only
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Retailers seeking to improve operational performance, reduce waste,
strengthen visibility and accelerate digital transformation can contact
ISB Optimus at sales@isboptimus.com or +27-10-312-6444.

on the strength of individual applications, but on how
well the entire technology estate works together.

Emerging capabilities include Al-assisted reporting,
predictive analytics, process intelligence, workflow
automation, low-code application development

and intelligent alerts. These tools can support faster
decisions, reduce manual effort and improve visibility
across the organisation. However, their value is only
fully realised when they are connected to well-
designed business processes and governed by clear
business outcomes.

This is where the role of a trusted advisor becomes
critical. ISB Optimus is a leading Infor partner and ARIS
partner, but our value begins long before software
implementation. We help retailers assess their operating
model, define and optimise their processes, select fit-
for-purpose technology, manage the digital transfor-
mation journey, support change adoption, track benefits
realisation and provide ongoing support after go-live.

Retail transformation requires a partner that can
engage the boardroom, the warehouse, the store,
finance, supply chain, IT and operations in one integrated
programme. With deep experience in performance
engineering, process excellence and digital trans-
formation, ISB Optimus helps retailers move beyond
technology deployment towards measurable business
improvement.

isb opti




RETAIL AUTOMATION & PAYMENT SOLUTIONS
By Guy Lerner
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How automation and smarter payments
are rewriting retail rules

I n 1974, a pack of Wrigley’s Juicy Fruit chewing

gum was scanned through a checkout in a super-
market in Troy, Ohio, the first product in the world to
pass through a barcode reader. It took a single beep.
Nobody in that store could have predicted that this
small moment would underpin a future of trillions of
rands’ worth of retail transactions across the globe.

As Andrew Dremin notes on LinkedIn, that scan
didn’t just change how products were identified,
it changed how retail thought about technology
altogether.

Fifty-two years on, the industry is living through
another such inflection point. Only this time, changes
are arriving faster, they’re more complex and the
stakes for local retailers and wholesalers are higher.

Across the country’s supermarkets, formal inde-
pendents and wholesale operations, a profound
transformation is under way. Al-powered replenish-
ment, RFID-enabled inventory tracking, self-checkout
systems and integrated digital payment platforms
are shifting from ‘nice-to-have’ to operationally
critical.

At the same time, the country’s payment land-
scape remains stubbornly divided, sophisticated in its
formal retail corridors and deeply cash-reliant in the
informal and independent sectors.

www.linkedin.com/posts/andrewdremin

a compound annual growth rate
TESCO kills the barcode

of 9.2%. The drivers include oper-
PP P P ational costs, labour pressures,
_ shifting consumer expectations
} . and the relentless demand for
supply chain efficiency.

In South Africa, these pressures
are amplified by factors relevant
to the local context — from load-
shedding and infrastructure
constraints to high shrinkage
rates and a consumer base that
spans income groups and retail
formats with vastly different
technology profiles.

For Casey-Lee Venter,
Marketing, Communications
and Brand Head at Arch Retail,
the starting point is integration.
Arch’s approach centres on a
natively integrated ERP for retail
—a single platform that unifies
back-office operations with
point of sale rather than layering
disconnected tools on top of
each other. She explains ...

MODERNIZING PRODUCT IDENTIFICATION: A Feature Comparlson

@ Feature |11/l Barcode (EAN/UPC) | 3 Digital Link (2D)

&% DataCapacity  Limited to a GTIN (ProductID)  GTIN + Batch No. + Expiry + Serial No.

None (requires a specialized Scannable by any smartphone for
scanner) info

Just identifies “Sausages” ’
Manual stickers required @ Can automatically apply
~_/ display discounts at till —

_| Consumer Use

Identifies “This specific
pack of sausages”

[#% Retail Function

g Dynamic Pricing

o @1 Powered by the global standard

Automation growth and integration

The global retail automation market is on a strong
growth trajectory. According to Polaris Market
Research, the sector is forecast to reach US$53.01
billion (R883 billion) by 2032, expanding at

Casey-Lee Vente
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RETAIL AUTOMATION & PAYMENT SOLUTIONS

1] Complete integration is vital
for successful retail automation.

Our eReplenish system doesn’t just
track inventory — it integrates with suppliers,
manages purchase orders, tracks deliveries and
handles invoice processing. This end-to-end
automation eliminates manual errors

and ensures optimal stock levels. 1)

This sort of thinking, where automation is
designed around how retailers actually operate
rather than as a bolt-on to existing systems, is
increasingly what sets effective implementations
ahead of the game.

Zebra Technologies approaches
the same challenge from

a different angle that focuses
on bringing intelligence and
real-time visibility to the

store floor itself. Neil Gouveia,
Director (Africa) at Zebra Tech-
nologies, describes a portfolio
that ranges from RFID-enabled
inventory systems to mobile
computing devices, workforce scheduling tools,
self-checkout solutions and intelligent in-store
kiosks. He says ...

Neil Gouveia

1] Together, these solutions
enable retailers to create smarter,
more agile store environments that meet
evolving customer expectations while
driving measurable efficiencies. 1)

https:.//www.magnific.com/
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The revenue you're already losing

Perhaps the most direct argument for retail auto-
mation is what it does to on-shelf availability.
Duncan Boustead, Sales Director at Businesspod,

- retail field team management
experts Repsly’s regional partner,
frames the problem ...

€€ Up to 44% of workers
still use manual methods for
audits, leading to inaccurate
phantom inventory data that
does not reflect real-time
shelf status. Bl

Duncan Boustead

This gap between what systems say is in stock
and what shoppers actually find on shelves costs

- -,

retailers dearly. Bou-
stead cites research
suggesting that main-
taining high on-shelf
availability — typically
targeted at 95-98% —
functions as a primary
oW revenue-protection
o | mechanism. Even
| a 1% improvement in
N availability can drive
sales upwards by 20 to
35 basis points. More
consequentially for
brand loyalty, 70% of
shoppers will switch
stores after three out-
of-stock experiences. Boustead notes ...

K6 rull shelves directly influence purchasing
decisions and capture revenue that
would otherwise be lost to competitors. 1)

Repsly’s platform addresses this through real-time
field data capture, unlike traditional monthly report-
ing cycles, where, as Boustead puts it, “by the time
you have identified the issues and sent someone to
solve them, the issues may no longer be issues.”

Live data changes the speed of response. Al image
recognition accelerates it further, allowing field
representatives to photograph a shelf and receive
instant feedback on planogram compliance, pricing
accuracy and stock gaps — without manual counting

or checking.
Free S&R subscription Il e @
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Al: the intelligence layer

Across all three companies, artificial intelligence
surfaces as the connective tissue; the layer that
turns data into decisions.

At Zebra Technologies, Al is embedded in
computer vision that runs inside self-checkout
scanners. “Computer vision can see items as they’re
scanned, ensuring that what it sees correlates with
scanned barcodes,” says Gouveia. “This can reduce
deliberate and accidental scanning errors.”

The same technology, applied to planogram shelf
inspection in collaboration with augmented reality,
takes cognitive load off shop assistants by making
inventory checks faster and more accurate.

Zebra is also developing what Gouveia describes
as ‘ambient intelligence’. “We are moving from the
loT to ambient intelligence, where inventory and
workflows are updated in real-time,” he says. “Al
will turn data into intelligence.”

For Arch Retail, Al’s
immediate commercial
value lies in demand
forecasting, dynamic
pricing analytics and
predictive insights
into inventory needs.
“This allows retailers
to respond faster to
demand changes while
protecting margins,”
says Venter.

It also addresses one
of South Africa’s more
persistent retail challenges: food waste.

Automated replenishment systems that align
orders with actual consumption patterns — factor-
ing in seasonal demand, promotional uplift and
lead times — reduce both over- and under-ordering.
Given that food security remains a major concern

—'.-:._:
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across much of the country, the ability to minimise
perishable waste while keeping shelves stocked is
key.

Boustead looks ahead to what he calls ‘true Al’ in
field execution; systems capable of interrogating
multiple data sources, drawing insights across
brands, chains, stores and regions and dynamically
adjusting execution priorities as data changes.
“The feedback loop then continues with more data
and insights and a tweak in the next execution.
This will deliver value at a scale never seen before.
The quickest movers here will have a significant
advantage.”

RFID: The barcode’s successor

If the barcode was retail’s first great technology
leap, RFID increasingly looks like the next. The
technology has long promised better inventory
visibility and faster cycle counts, but for years, cost

was the barrier.
www.flexdigitalsolutions.com/
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However, that’s changing. The cost of RFID tags
has dropped approximately 80% over the past
decade, to as little as a rand per tag, according to
recent reporting, making it viable across a much
wider range of product categories.

In South Africa, RFID adoption is accelerating.
Market data published in early 2026 by Flex Digital
Solutions estimates the local RFID tags segment at
approximately US$114.73 million (R1.91 billion)
in 2025, with wireless RFID readers accounting
for a further US$100.09 million (R1.66 billion) in
market value. Adoption is scaling fastest in logistics,
warehousing and distribution — sectors where
operational visibility and throughput directly affect
margins.

Zebra’s RFID solutions are central to its retail
offer, enabling faster, more accurate cycle counting
and real-time inventory visibility. “RFID technology
combined with real-time analytics streamlines
restocking by providing accurate, up-to-date visi-
bility of stock levels,” says Gouveia.

In distribution centres, fixed industrial scanners
installed along conveyor systems automate in-line
scanning, processing items in real time without
manual intervention. The result is higher through-
put and fewer errors, precisely the efficiency gains
that make the investment case for automation
compelling.

According to International Supermarket News,
reporting on Africa’s retail technology market, RFID
and mobile self-checkout pilots have already been
launched in South Africa, setting a foundation for
broader deployments across supermarket formats.

-’
- - | —
* L |

Self-checkout in South Africa:
convenient but complex

Self-checkout is the most visible face of retalil
automation and, in South Africa, also one of the
most contested. The technology reduces queues,
lowers labour costs for staffed lanes, and gives
shoppers greater autonomy over their checkout
experience. But it also brings real risks in a market
where shrinkage is already significant and where
margins leave little room for error.

Retailers operate on net margins of around 6%,
according to recent industry analysis reported in
IOL Business, which means just six cents of every
rand spent is profit after operating costs. Theft at
unstaffed till points represents a material threat to
those margins.

o A0
https://iol.co.za/
| business/

In practice, most retailers
deploying self-checkout
continue to staff the area
' with employees supervising
multiple machines
simultaneously, intervening
when systems flag issues or
customers need assistance.

According to Global Mar-
ket Insights, the Middle East
and Africa self-checkout
market was valued at
US$75.9 million (R1.26 bil-
lion) in 2025, with growth
expected to continue as
smartphone penetration
and digital wallet adoption increase across South
Africa and the UAE.

In terms of payment solutions, as an example,
Arch Retail’s self-checkout system supports
multiple payment methods — contactless cards,
mobile payments, QR codes and traditional chip-
and-PIN — within a single transaction flow. Venter
notes that the system is “being adopted not just
by large supermarket chains but also by smaller
independent retailers who want to offer the same
convenience their customers expect”.

Meanwhile, Zebra’s parallel self-checkout solu-
tions also incorporate computer vision for scanning
verification, reducing the errors, both accidental
and deliberate, that erode margins at the point

of sale.
Free S&R subscription Il e @
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The payment divide

The local payment landscape in 2026 presents

a paradox. Digital payment adoption in the formal
retail sector is accelerating fast, yet cash remains
the dominant transaction method across the South
African economy as a whole.

According to Kitso Lemo,
Associate Director at Boston
Consulting Group, speaking to
ITWeb TV in February 2026,
cash still accounts for over 50%
of all transactions nationally,
with more than R180 billion in
circulation.

In the formal sector, cash’s

Kitso Lemo share of transaction value has
declined from 40-45% a decade ago to around
12-13% today. But because smaller, lower-value
purchases tend to be cash-based, approximately
half of all transactions by volume remain cash-
dependent, even in formal retail.

In the informal economy, the picture is that
around 95% of retail storefronts — spaza shops,
township wholesalers, rural outlets — operate
informally, and around 90% of consumer-to-
business transactions in that sector are cash-based.

Lemo identifies the cost burden on merchants
as a key structural barrier: POS device costs plus
transaction fees ranging between 1.5% and 4% can
meaningfully erode margins that are already thin.
He says ...

£ Verchants often tell us they
want to digitise, but they can’t afford it. 1)

Despite these structural constraints, digital
payment momentum is real. Real-time account-
to-account systems like PayShap are processing
approximately one million transactions per day.
Contactless payments are also growing steadily in
formal retail.

The pipeline of innovation, from biometric
authentication and token-based transactions to
deeper loyalty integration within digital wallets,
points to a continued shift over the next three to
five years.

Arch Retail’s Venter anticipates this trajectory
in its own product roadmap. She identifies
the rise of mobile wallets and tap-to-phone
terminal solutions, growth in token-based trans-
actions, biometric authentication and the full
convergence of in-store and online payment
experiences as defining the next phase. “The focus
is on simplifying operations rather than adding

00

Free S&R subscription Il

In the informal
sector, the

cost hurden on
merchants is

a key structural
harrier: POS
device costs plus
transaction fees
ranging between
1.5% and 4% can
meaningfully
erode margins
that are already
thin.

complexity,” she says — a principle that applies as
much to payments as to any other dimension of
retail automation.

From Zebra’s perspective, Gouveia points to
expanding shopper choice as a defining trend:
“Innovations around self-scanning, payment
options, Al and data are creating more personalised
shopping experiences.”

Ask any of these vendors what the biggest
barrier to automation adoption is and the answer
converges on the same point: integration. Not the
technology itself, but the complexity of connecting
new systems to legacy infrastructure and the risk
and cost that complexity introduces.

Arch’s approach is to build from a foundation of
full integration from the outset. Its ERP (Enterprise
Resource Planning) is designed so that sales update
stock in real time, master data flows automatically
from head office to stores and e-commerce chan-



UNI-8*

WHERE VISION
MEETS VALUE.

ORDER NOW

Crafted for the bustling world of retail,
perfect for grocery stores, deli counters,

and specialty food havens where time is

money and precision is key!

HEAD OFFICE - Tel: (011) 392 3781 GEORGE - Tel: (044) 690 3924 BLOEMFONTEIN - Tel: (057) 430 1198 @ >

JOHANNESBURG NORTH - Tel: (011) 794 3643  CAPE TOWN - Tel: (021)9827321  EAST LONDON - Tel: (043) 726 7541 engquiries@avocetsa.co.za
JOHANNESBURG SOUTH - Tel: (011) 613 5838 DURBAN - Tel: (031) 7015225 POLOKWANE - Tel: (015) 293 2013

GQEBERHA (PE) - Tel: (041) 364 0718 NELSPRUIT - Tel: (071) 682 3614 PRETORIA - Tel: (071) 683 1285 @ www.avocetscales.co.za



RETAIL AUTOMATION & PAYMENT SOLUTIONS

nels stay synchronised with physical inventory.
Modular deployment allows retailers to add on
components without disrupting day-to-day oper-
ations. Data migration and mapping for smooth

transition from older solutions is central to how Arch

manages the transition risk, Venter explains.

Zebra focuses on interoperability and solutions that

enhance and extend existing retail systems rather
than requiring wholesale replacement. “Agnostic
solutions are interoperable with legacy systems,

which avoids the cost of a complete replacement,”

says Gouveia. But he’s also candid about when

legacy systems need replacing: “Sometimes, systems

need full replacement as the cost of maintenance

is high, the technology carries too many limitations

and revenue is lost using outdated systems.”

Getting that judgement call right — upgrade versus
replace — is one of the most consequential decisions

a retailer makes in their automation journey.
Zebra’s flexible, customisable, scalable approach is

specifically designed to allow businesses to evolve at

their own pace, without forcing disruptive change.
For Repsly, integration means connecting field

execution data to broader retail decision-making,

linking what a merchandiser sees in a store in

Durban to what a category manager needs to know

in Johannesburg.

Boustead sees call cycle management and territory

planning, which is currently dominated by manual
processes and gut feel, as among the next areas

where Al-driven automation will have the greatest
impact. “Soon the guess and grunt work behind these

plans will be largely removed,” he says.

Security, compliance and protecting data

As retailers collect and process more data, the
obligations around protecting that data grow
correspondingly.

South Africa’s POPIA (Protection of Personal
Information Act) sets the domestic framework,
and international standards such as PCI DSS
(Payment Card Industry Data Security Standard)
govern payment card security. Both demand
comprehensive data security that follows infor-
mation through its entire lifecycle.

Arch builds end-to-end encryption and token-
Isation into its payment systems, integrates with
PCI DSS-certified gateways, and uses role-based
permissions and override logging to flag unusual
activity. Al-driven insights add a behavioural

https://stockcake.com/i/robotic-security-hand

layer to fraud detection, identifying patterns
that deviate from expected activity before they
translate into losses.

Venter sees security as intrinsically linked to
efficiency. “Al is already being used to detect
fraud and eliminate vulnerabilities in our systems.
We’re seeing retailers reduce losses significantly
while improving their operational efficiency.”

Reduced cash transactions, a natural conse-
quence of digital payment growth, also lower the
physical security risks that remain an operational
reality for many retailers. For a sector where cash
handling and armed robbery remain genuine
concerns, the security case for digital payments
runs in parallel with the convenience case for

consumers.
Free S&R subscription Il e @
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Data-driven planning

and connected ecosystems

Retail moves fast. The picture that’s emerging is
one of accelerating change, driven by the conver-
gence of Al, loT, RFID and payment innovation.

Gouveia points to the adoption of multimodal,
on-device and agentic Al, enabling retailers to move
from reactive decision-making to proactive, data-
driven planning across inventory, operations and
customer experience. “Retail shops will increasingly
make each surface a data point, with retail media
providing new value for brands, retailers and
shoppers.”

Zebra’s acquisition of Elo Touch Solutions
positions the company to lead in this connected-
surface space. The expansion of loT platforms will
play an important role too, creating ecosystems
where devices, systems and data sources are seam-
lessly linked for real-time visibility across the value
chain.

Venter at Arch anticipates Al-driven predictive
analytics for stock optimisation, robotics in distri-
bution centres for faster order fulfilment, end-
to-end real-time data platforms enabling unified
commerce and the full mainstreaming of friction-
less payment technologies.

The emphasis throughout is on unity; systems
that work together rather than in silos, giving
retailers and wholesalers a coherent picture of their
business from shelf to back office to e-commerce.

Boustead, looking at the supplier side of the
retail relationship, sees the biggest game changer
as true Al capable of interrogating disparate data

https.//stockcake.com/i/warehouse-inventory-check

sources and dynamically adjusting execution
priorities. “The ability of Al to investigate various
disparate data sources, draw insight and task users
to implement a series of most impactful changes
or initiatives — done by brand, chain, store, region

and country — will deliver value at a scale never
seen before. The only thing left to say is: how much
more can things be optimised? How much juice is
left to be squeezed?”

KEY FIGURES:
An overview of retail automation
and payment solutions in SA

® The global retail automation market is forecast
to reach USD 53.01 billion (R863 billion) by
2032 (CAGR 9.2%) — Polaris Market Research

® Cash accounts for more than 50% of all SA
transactions; over R180 billion in circulation —
Boston Consulting Group / ITWeb TV, February
2026

@ In formal retail, cash’s share of transaction value
has fallen from ~40-45% to ~12-13% over the
past decade — Boston Consulting Group

® ~95% of SA retail storefronts operate in the
informal sector; ~90% of transactions in this
sector are cash-based — Boston Consulting Group

® RFID tags market in SA reached ~USD 114.73
million (R1.9 billion) in 2025 - Flex Digital
Solutions

® RFID tag costs have dropped ~80% over the past
decade, to as little as 4 US cents (R0.72) per tag

® The Middle East & Africa self-checkout market is
valued at USD 75.9 million (R1.2 billion) in 2025
and is growing strongly — Global Market Insights

® The SA retail sector employs more than three
million people — Stats SA (https.//www.statssa.

gov.za/)
Free S&R subscription Il e @
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} O SO l U t’ ons In Control and Complete.

In hardware sales and distribution, the sale is only
\ complete when the product reaches the site.

LAU N CH I N G Missed deliveries, stock errors, and manual

scheduling cost time, money, and customer trust.

TH E ALL N Ew React DelCo transforms your React Sales and

Distribution into a complete delivery management
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e — counter to construction site. Al [Eveles
+27 84 266 7499

BUSINESS READY SOLUTIONS aneorciscoze

| RETAIL | | WHOLESALE | | DISTRIBUTION | | WAREHOUSING | www.reacts.co.za




Why delivery control Is critical for

00

Ilartlware retail, wholesale & distribution

n hardware retail, wholesale and distribution, the

customer experience does not end at the point of
sale. It ends when the right products arrive at the right
place, at the right time, in the right quantities.

Whether delivering cement, timber, roofing
materials, plumbing supplies, fasteners, power
tools or buy-out items, fulfilment is one of the
most important links in the supply chain. A delayed
or incorrect delivery can disrupt construction
schedules, delay installations, increase costs and
negatively impact customer relationships.

Despite its importance, delivery and collection
management is often handled through disconnected
processes, spreadsheets, manual schedules, phone calls
and paperwork. These fragmented methods create
operational inefficiencies, reduce visibility and increase
the likelihood of costly errors.

Without proper control, businesses face challenges
such as stock discrepancies, vehicle overbooking,

inefficient route planning, poor communication, missed

delivery windows and unnecessary administrative
effort. As delivery volumes increase, these challenges
become more difficult to manage and more damaging
to profitability.

The hardware sector presents unique operational
demands. Deliveries frequently involve bulky, heavy,
high-value and mixed-load products. Orders may
require multiple deliveries, phased project fulfilment,
direct supplier buy-outs or strict contractor delivery
windows. Managing these requirements without an
integrated system places pressure on staff, vehicles,
inventory and customer service teams.

This is why delivery control has evolved from a logistics
function into a business-critical operational process.

When delivery and collection management is inte-
grated directly into the sales environment, businesses
gain complete visibility from order confirmation
through to final delivery. Customer details, stock
allocations, delivery instructions, vehicle scheduling,
dispatch activities and invoicing all operate within a
single workflow.

The result is greater accuracy, improved accountability,
and faster decision-making.

Integrated delivery management
enables husinesses to0 ...

@ Schedule deliveries & collections more effectively
@ Allocate vehicles & resources efficiently

@ Maintain accurate stock visibility

@ Monitor outstanding orders & buy-outs

@ Reduce manual administration

® Improve communication with customers

® Track delivery performance & service levels

React DelGo

Delivery and Collection Module

Showcase

"?;'7 i

ZH-react

For management teams, access to real-time opera-
tional information provides a clear view of delivery
activity, resource utilisation and potential bottlenecks
before they become service failures.

For customers, the benefits are equally important.
Contractors, developers and trade buyers rely on
dependable supply chains to keep projects moving.
Accurate deliveries, clear communication and reliable
service strengthen trust, encouraging long-term
business relationships.

As competition continues to intensify across the retail
and distribution landscape, operational efficiency has
become a key differentiator. Businesses that can con-
sistently deliver products accurately and on schedule
are better positioned to protect margins, improve
customer retention and enhance their reputation in
the market.

Effective delivery control is no longer simply about
moving products from one location to another. It is
about creating a seamless connection between sales,
inventory, logistics and customer service. It provides
the visibility, structure and accountability required
to operate efficiently in a demanding environment.

In an industry where reliability matters, delivery
control is not an optional extra—it is a fundamental
component of business success. The businesses that
Invest in managing this process effectively are the ones
best equipped to meet customer expectations, improve
operational performance and drive sustainable growth.

Contact: +27 84 266 7499 andre@reacts.co.za
+27 11 803 4324 www.reacts.co.za
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RETAIL AUTOMATION & PAYMENT SOLUTIONS

https:// internationalsupermarketnews.com/

nl RFID and integrated payments:
IIIG future is here

The picture from the companies oper-
ating in this space is that, for many
retailers, the future is here. The barcode
changed everything in 1974. Al, RFID
and integrated payments are changing
everything now.

What's less certain is the pace at which
the full retail ecosystem — formal and
informal, urban and rural, well-capitalised
and resource-constrained — can adopt
and benefit from these tools.

The country’s two-speed payment dy-
namic is a useful metaphor for the wider

Free S&R subscription Il e 6

technology challenge: the necessary infrastructure
and innovation exist, but access to it is unevenly
distributed.

Vendors who understand that reality, who build
for integration, flexibility and phased adoption
rather than demanding transformation overnight,
are the ones best positioned to make a genuine
difference in this market. SR
Guy Lerner writes across diverse topics in
business, technology, and retail, including
consumer technology, telecommunications
software, user experience technology, security,
and power systems. Guy holds a B.Sc. Honours
degree from the University of Witwatersrand.

Contact Wilkins Ross Communications (Www.
wilkinsrossglobal.com) or guy@wilkinsross.co.za.

& RETA1LER

Business knowledge for smart retailers

A trusted source of retail information for over

65 years, our magazine informs and empowers retail
business owners to grow whilst tackling current
industry topics.

We connect FMCG brands, and Equipment and
Service suppliers to retail decision makers around
South Africa. Elevate your brand with our wide
variety of digital offerings.

SCANTO
‘ VIEW MAGAZINE

let our team

help you with

a digital strategy
that targets

real decision makers

Contact 011728 7006

info@supermarket.co.za

www.supermarket.co.za




DOCKLEVELLERS, DOCK SEALS , SCISSOR LIFTS , PALLET INVERTERS, GOODS ELEVATORS, HIGH SPEED DOORS,
FIRE DOORS, FREEZER DOORS, IMPACT CRASH DOORS, INSULATED OVERHEAD DOORS, STRIP CURTAINS
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STORE DESIGN
By Ann Baker-Keulemans

here’s more to designing a store than

aesthetics — although these certainly play
a role. Each pillar of store design must be
carefully considered as every choice will have
an impact on the overall design and individual
elements.

From the physical layout of your store through
to the fittings, lighting, signage and even product
placement, good store design requires a compre-
hensive understanding of your brand and values,
retail offering and target market. When combined
strategically, these elements enhance the
shopper experience, increase customer loyalty,
drive sales and build your brand.

Working with experts is non-negotiable when
it comes to new store designs and redesigns of
existing stores. If you’re going for natural lighting,
what glass will you use to protect your perishable
goods? Where will your lighting points be and
how will this affect your product placement,
store temperature and consumer movement
patterns? Your brand colour is green, but do you
understand colour theory? Is it a green that
relaxes shoppers or is it going to make them feel
unwell? There are many design questions that
need to be answered and getting them wrong
could damage your business.

Store design gone wrony

Here are examples of two major players in the
global retail sector who suffered devastating losses,
primarily because of poor store design that was
rejected by their target markets.

Tesco’s Fresh and Easy missed their mark

A well-documented example of flawed store design
was Tesco’s launch into the US about two decades
ago. Tesco launched Fresh & Easy with a custom-

More than selling clothes
to enthusiasts of hiking,
# skiing, and rock climbing,
the Arc'teryx flagship
aims at projecting the
lifestyle of Canada’s Coast
=B Mountains for the region’s
© _ adventure-driven. Working
| with artists and a roster
= of skilled craftspeople,
S Beijing firm Still Young built
a fibre reinforced—plastic
sculpture in the shape
of an enormous, ancient
tree trunk — a gnarled and
twisted form that occupies
the fully glazed street
corner of the 9500-square-
foot, two-story store —
that represents the act of
botanical reinterpretation.
https.//interiordesign.net/

built store format that completely misjudged the
psychology of the American grocery shoppers,
according to The Guardian in December 2012.

The stores were designed around a hyper-efficient,
stark and sterile layout that prioritised glass-wrapped,
pre-packaged produce and meat rather than open-air,
loose display fresh departments. American grocery
shoppers rely on sensory design, preferring to touch,
smell and pick their own loose vegetables.
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