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AKB-number generator
Product introduction
Phoenix is the successor PowerLife, LE Bag appliance. New Philips Design language.
Main benefit will be high performance (High suction power in HP).

Phoenix will carry an active-lock mechanism.

	This new, powerful, affordable bag vacuum cleaner from Philips gives you best cleaning
results from start to finish.It carries Philips PowerFlow technology .
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Vision

End User (consumer / shopper) Current Alternatives & Channel Source and Size of Business

Who are we innovating for? 



Young families. They take pride in making their house 

look tidy and more comfortable environment for family 

and visitors. As a homemaker they have a busy schedule 

keeping house but find it important to spend quality time 

with their kids as well.



Blue(Efficient Cleaners) consumer segmentation*,                           

Makes my house look tidy when I have people visiting. 

Makes the floor look presentable .                                                        

Allows me to get the job done quickly and efficiently.                  

I will choose a brand that stands for high quality



*Source: 'Censydiam model'



Persona description:

Blue

Name: Linda  (36)

Family: Married with one 6 year old child

Work: Part time job as a secretary

Personality:  She describes herself as efficient,commited 

and reliable. With relatively low cleaning frequency, she 

wants her house to remain presentable when they have 

people visiting.

She consider the floor to be clean when there is no visible 

or invisible dirt. She is willing to spend a relative low 

amount of money on the floor cleaning device, and this 

device should be easy to use and uncomplicated. Still, she 

is looking for products of high quality to perform the task 

efficiently.  



How are they currently meeting their needs today? 



Channels: consumer electronic retailers, hypermarkets, 

online stores



Current value segment bag appliances:                                             

Siemens VS06G2410  (EUR 86)- DACh                                              

66K units, 5.7M EUR per YEAR      

Positioning: High Input Power + Capacity 

Claim: 2400W, 4L, Made in Germany since 2005                                                                                

Philips FC8452 (EUR 69)- DACh                                                            

51K units, 3.5M EUR per YEAR                                       

Positioning: High Input Power

Claim: It is all about power                                                                                                                                                                   

BSG 62004 BOSCH (EUR 85)-TR                                                           

31K units, 2.7M EUR per YEAR     

Positioning: High Input Power + Capacity

Claim: Powerful performance in a compact design. One 

easy and quick sweeping motion

Samsung SC5251 (EUR 71)- RU                                                            

24K units, 1.7M EUR per YEAR 

Positioning: Performance + Compact

Claim: Compact vacuum cleaner for quick cleaning

Samsung SC5485 (EUR 81)- CEE                                                           

19K units, 1.58M EUR per YEAR 

Positioning: Performance  + Compact 

Claim: 2100W, HEPA 

Where will we get our business from and what is the 

potential size of the prize? 

Phoenix seeks to gain market share in the <99EUR price point, 

which is a market worth 190 mln EUR (Gross) in the 5 key BMCs 

for BAG (DACh,CEE,RU,TR,BNL) we play in. This will replace 

PowerLife which helped us enter the segment, yet lacks a 

proper design and technology identity with the rest of the bag 

portfolio AND its profitability is being erodedwhich negatively 

contributes to the category’s business objectives.



DACh < EUR 99

Market value: EUR 82Mio (based on GFK)

Current MS: 8.7%  (EUR 7.13Mio)

MS ambition: 10%  (EUR 8.2Mio)                                                                                                              

CEE < EUR 99

Market value: EUR 55Mio (based on GFK)

Current MS: 8.4% (EUR 4.62Mio)

MS ambition: 10% (EUR5.5Mio)

RU < EUR 99

Market value: EUR 25Mio (based on GFK)

Current MS: 20.9% (EUR 5.22Mio)

MS ambition: 25%  (EUR 6.25Mio)

TR < EUR 99

Market value: EUR 24Mio (based on GFK)

Current MS: 9%  (EUR 2.16Mio)

MS ambition: 15%  (EUR 3.6Mio)                                                                                   

BNL < EUR 99

Market value: EUR 14Mio (based on GFK)

Current MS: 23.6%  (EUR 3.3Mio)

MS ambition: 25%  (EUR 3.5Mio)



The OPPORTUNITY

Drive 45mln EUR sales, 1mln units at 33% IGM and 7% EBITA over 3 yrs. Replace PowerLife in the market.It seeks to 

consolidate our MS in below 99 EUR price segement and harmonize our core Bag technology deployement as an 

integral part fo the Performer family.

The powerful, affordable Bag vacuum cleaner from Philips.
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Consumer care focus:
For this product we carry out the standard consumer care package + 

1) Choose: difference between models, difference between powerlife
2) Buy: 
3) Setup: focus on activelock
4) Use: 
5) Maintain/repair: how to keep performance over time
6) Replace: spareparts available online
CRM strategy:

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

(x1000)
	Total planned sales /BMC

(x1000)

	Benelux
	WK 1538
	20
	200

	Russia, Ukraine & Central Asia
	WK 1539
	25
	250

	DACH
	WK 1538
	20
	200

	Central & Eastern Europe
	WK 1538
	21,5
	212,50

	Middle East & Turkey
	WK 1538
	10,5
	106
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Project Plan Committed 

PPC:
WK1504

Serviceable parts identified.

Product Validated

PV:
WK1527

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

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

Industrial Release

IR:
WK1529

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

CR:
WK1531
Warranty and service policy

· 2 Year warranty
· Replacement, Carry in, repair by component swap.
Proposed Accessories & Consumer Replaceable Parts

	Spare part
	Commercial Accessory
	Online shop price

	Telescopic tube
	 CRP    
	

	TriActive Nozzle
	 CRP
	

	Outlet Filter
	 CRP
	

	
	
	


CoNQ prediction & cost driver assumption

CoNQ as % of sales:  12,5 %
CREX Best estimate:  1,93 %

CPI:  € 29,34
Call center cost as % of sales: 1,32  %

Riskmatrix

	Risk area
	y/n

	Known supplier
	Y

	Product new to Philips / Market / World
	n / n / n

	 
	 

	All identified risks addressed to project team?
	 N.A. 


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

	In-box

	 
	User Manual
	1528 (text)
1532 (final)
	Aymen
	

	 
	Quick Start Guide 
	1532
	Aymen
	

	 
	World Wide Guarantee Card
	1532
	Aymen
	

	
	Inbox leaflet
	1532
	Aymen
	

	
	Worldwide guarantee leaflet
	1532
	Aymen
	

	Web

	 
	Leaflet and Photo's
	1530
	Aymen
	

	
	Specifications in leaflet covered (size, dimensions, weight etc.) (PFS)
	1530
	Aymen
	

	
	Accessory information linked to CTN’s / online (PFS)
	1530
	Yvonne
	

	
	Support movies
	1530
	Niels
	€

	
	Pre-purchase FAQ's 
	          1530
	Niels
	

	 
	Post-purchase FAQ's
	1530
	Niels
	

	
	Tips & Tricks
	1530
	Niels
	

	
	Web reviews
	1530
	Niels
	€

	Call Center

	 
	Training package - technical and soft skills
	1530
	Niels
	

	 
	Training execution (Powerpoint/online/onsite)
	1532
	Niels
	€

	
	Commercial Product samples
	1530
	Aymen
	€

	
	Call center Feedback
	1532
	Niels
	€

	Service Centers

	 
	Service Manual
	1532
	Yvonne
	€ 5538,-

	 
	Service Bill of Material, incl. spare parts Purchasing Master data
	1530
	Yvonne
	

	 
	Training package diagnostics & repair
	1532
	Yvonne
	


Consumer experience feedback loop
Fast feedback on quality and useability from Call centers.
Rating and reviews pending on capacity.

Consumer Marketing Manager
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