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Product information

Adalar is the successor of FC6050/99 and FC6140 of 3.6V Handheld VC target to launch in Q1, 2015 in Europe. The objective is to restore the profitability and outlook refreshment for a modern look.
VPH
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Category: Floor Care
Lead BMCs: DACH, China
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Date: 2/28/2014

Name ovner: Andrea Cappi

Name approver: Angelika Dietrich-Winkler

Keep sales (below 40 euro) stable at 2.5M euro (2013) whilst dramaticaly increasing IGM from approx. 32% in 2013 o
‘opprox. 39.5% in 2015. Moin marketing objective s to recrut new users from non-electrc cleaning methods and VC with bag
(not replacing i)

Low-end products (below 40 euro) represent 20-25% of the
martet in most of the regions (Easter Europe i the main
‘exception with 45%).

methods (especially manual and VC w/ bag) by offering them
a reliabie and convenient product.
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Gurabe, have high & adjustable suction power, it has t0 be.
ight and fexivle, easy to cary.

Global handheld market i reiatively small (75M euro ncl.
'DACH, Nordics, Benelus, CEE, Russi, Turiey, China) and.
mostly developed in Westemn Europe. Over the lost 3 years,
mariet has been stable or siightly growing. Phiips currently
represents has a MS of approx. 9% in the total market (where.
we measure) but only 3% n the entry levelprice band. This
martet resuits come however at a very low IGMS of sales.
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Moreover, a bigger part of the business is expected to come
from L& deas (not tracked by GFK).

Philips empowers consumers around the world keeping a presentable house with low effort.
atement of the Opportunity
Ina relatively smal yet significant Fioor Care segment, Phiips can keep stable or slightly increase it sales whilst significantly improving is 1GM5% by launching a small range of entry level
Handheld Vacuum Cleaners to fit the needs of “efficient cleaners™.
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Consumer care focus:
For this product we carry out the standard consumer care package + 

1) Choose:

2) Buy:

3) Setup:

4) Use:

5) Maintain/repair: focus on battery replacement
6) Replace: 
CRM strategy:

Integration CRM (compelling reason for registration, in box communication, follow up upon registration)
Sales introduction and IPD milestone planning
	Business Market Combination (BMC)
	Launchdate (LD)
	Planned sales intro year /BMC

(x1000)
	Total planned sales /BMC

(x1000)

	Africa
	WK 1502
	  1
	     8,5

	China
	WK 1502
	16
	215

	Europe
	WK 1502 
	  2,5
	206,5

	United Arab Emirates
	WK 1502 
	  6,5
	  62,5

	Korea
	WK 1502
	10
	  95

	Asean Pacific
	WK 1502
	  1,7
	  22,1
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Project Plan Committed 

PPC:
WK1434

Serviceable parts identified.

Product Validated

PV:
WK1452

Input: supplier factory codes and price for all Spare Parts.

Input: Exploded view / 3D cad file + BoM list.

Industrial Release

IR:
WK1502

Reservce capacity (50-100 pcs) of all identified spare parts.
Commercial Release 

CR:
WK1502
Warranty and service policy

· 2 Year warranty
· Replacement ??.
Proposed Accessories & Consumer Replaceable Parts

	Spare part
	Commercial Accessory
	Online shop price

	Crevice nozzle
	
	

	Brush nozzle
	
	

	Base + adaptor
	
	

	Dustbin assy
	
	

	Filter assy
	
	

	Complete handheld ?? 
	
	


CoNQ prediction & cost driver assumption

CoNQ as % of sales:  11,8 %
CREX Best estimate:  2  %

CPI:  € 5,53
Call center cost as % of sales: 0,01 %

Consumer care package
	Item
	Detail
	Availability timing
	Owner
	Cost (T.I.C) / Marcom budget 

	In-box

	 
	User Manual
	PV (text)
IR (final)
	Marijke Semmelink
	

	 
	Quick Start Guide 
	IR
	Marijke Semmelink
	

	 
	World Wide Guarantee Card
	IR
	Marijke Semmelink
	

	
	Inbox leaflet
	IR
	Jacqueline Poon
	

	
	Worldwide guarantee leaflet
	IR
	Marijke Semmelink
	

	Web

	 
	Leaflet and Photo's
	CR
	Jacqueline Poon
	

	
	Specifications in leaflet covered (size, dimensions, weight etc.) (PFS)
	CR
	Jacqueline Poon
	

	
	Accessory information linked to CTN’s / online (PFS)
	CR
	Yvonne Dingsté
	

	
	Pre-purchase FAQ's
	CR
	       Niels Goedvolk
	

	 
	Post-purchase FAQ's
	CR
	Niels Goedvolk
	

	
	Tips & Tricks
	CR
	Niels Goedvolk
	

	
	Web reviews
	CR
	Niels Goedvolk
	

	Call Center

	 
	Training package - technical and soft skills
	IR
	Niels Goedvolk
	

	 
	Training execution (Powerpoint/online/onsite)
	CR
	Niels Goedvolk
	€

	
	Commercial Product samples
	IR
	Jacqueline Poon
	€

	
	Call center Feedback
	CR
	Niels Goedvolk
	€

	Service Centers

	 
	Service Manual
	CR
	Yvonne Dingsté
	€

	 
	Service Bill of Material, incl. spare parts Purchasing Master data
	CR - 2WK
	Yvonne Dingsté
	

	 
	Training package diagnostics & repair
	CR
	Yvonne Dingsté
	


Consumer experience feedback loop

Consumer feedback from call centers and web reviews until 6 months after launch.
Consumer Marketing Manager
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