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Product introduction
Building on the always at hand, easy solution to clean everyday dry dirt, we are offering an additional and differentiating benefit (cleaning as well sticky stains with moist mop/wipe) in one go. Grow our presence and weighted distribution in rechargeable hand sticks with a competitive hand stick (performance, price) which offers additional benefit and better consumer experience (cleaning of the dust container and filters).
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Vision

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

Who are we innovating for?

Current users of rechargeable hand sticks and as secondary 

group consumers familiar with interested in rechargeable hand 

sticks as a 2nd complimentary appliance.

Owning a canister VC and are using the hand stick to clean up 

the messes that happen every day. 

Female and male, aged 25-55 years old, living with kids and/or 

pets

Income: average and above average +40k Euro annual income

Busy lifestyles: juggling many responsibilities (work, family, 

keeping the home clean)

Cleaning every day to maintain cleanliness in the home 

(removing visual dirt) and a thorough cleaning session once 

every week.

Markets: Europe, Russia, China

How are they currently meeting their needs today? 

Using a rechargeable hand stick and removing sticky stains with 

a wipe/by hand. Once a week they are thoroughly cleaning the 

home using a VC and mop.

Barriers to enter the segment:

Awareness of rechargeable VC, performance compared to 

canister VC, performance of batteries, benefit of 2nd appliance 

vs costs

Competitive field:

Rechargeable hand stick market is dominated by Ergorapido 

(E'lux/AEG) in the low/mid segment and Dyson in the HE 

segment.

Traditional cleaning method: vacuum cleaner and mop

Vacuum and mopping: Dyson DS56 (280 euro) phased out, new 

product expected to launch

Vacuum and dry wiping: Swiffer Sweep and Vac (40 euro).

Vacuum and steam: Shark/ Bissell

Floor scrubbers: AquaTrio/ Kärcher (>400 euro)

Where will we get our business from and what is the 

potential size of the prize? 



Market of hand sticks is growing (980m€ global 2013) +27% in 

Europe, driven by HE (Dyson) und ME players pushing for 

higher pricepoints (higher V, better batteries).

- Convert users of hand sticks to Philips users

- Grow with market growth of hand sticks 

The OPPORTUNITY

Objective is to expand our portfolio by adding additional  wet functionality to the stick segment; allowing us 

to increase our shelf presence both for wet & sticks

Total planned sales EUR 17m (4 yrs), volume 180k at >42% IGM and >18% EBITA.

Brand Driver: Describe how the brand relates to the opportunity... 

A better clean. Your way. 

We offer a flexible cleaning tool: always at hand to clean messes as they occur daily. Not only dry dirt and dust but as well sticky stains and dirt which can be only removed using a moist 

cloth (mop or wipe).

We are supporting consumers to find a balance in their busy daily life. Getting good cleaning results easily.

Meaningful innovation that improves the way you clean (wet & dry) everyday.

Statement of the Opportunity

Building on the always at hand, easy solution to clean everyday dry dirt, we are offering an additional and differentiating benefit (cleaning as well sticky stains with moist mop/wipe) in one 

go.

Grow our presence and weighted distribution in rechargeable hand sticks with a competitive hand stick (performance, price) which offers additional benefit and better consumer 

experience (cleaning of the dust container and filters).

Competition is vying for Vac&Mop as well, current executions (Dyson Hard not available anymore) and Swiffer (Vac&Sweep) are not satisfying consumers' expectations. Dyson Hard can't 

be used on all floors (only hard floors), it only can be used with specific Dyson wipes which dry out very fast (2-3min) which makes the product very expensive in use. Initial RRP (329 USD) 

was considered by consumers as well as high for the performance it delivers.

Swiffer (Vac& Steam) is disappointing consumers due to the weak suction power of the vac and because the battery dies very fast (short lifetime).
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Consumer care focus:
For this product we carry out the standard consumer care package + 

1) Choose: Show differences between models in clear comparison tables, incl. battery specs and charging time also at retailer websites.
2) Buy: 
3) Setup:

4) Use: Detergent explanation (volume). 
5) Maintain/repair: clear explanation cleaning and maintenance on support site. How to clean water tank. Connect to Choon Mei Ong to see how we can arrange something.
6) Replace: good availability CRP’s (online shop)
CRM strategy:

CRM compelling reason for registration: Replacement pack with mopping wipes. In box communication by CRM card (tbd), follow up upon registration: four emails follow up and focus on cleaning maintenance tips.  Europe is confirmed. China pending. Connect to Renata Buranello to make final decisions and support.
Sales introduction and IPD milestone planning
	Business Market Combination (BMC)
	Launchdate (LD)
	Planned sales intro year /BMC

(x1000)
	Total planned sales /BMC

(x1000)

	DACH
	WK1535
	5
	21

	Turkey
	WK1535
	1
	6

	Benelux
	WK1535
	5
	15

	Russia
	WK1535
	6
	20

	CEE
	WK1535
	4
	15

	ASEAN
	WK1535
	2
	8

	France
	WK1535
	2
	8

	Italy
	WK1535
	2
	5

	Iberia
	WK1535
	2
	5

	China
	WK1535
	11
	47

	Korea
	WK1535
	4
	23
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Project Plan Committed 

PPC:
WK1450
Prototype Consolidation

PC:
WK1502
Product Validated

PV:
WK1502
Industrial Release

IR:
WK1524
Commercial Release 

CR:
WK1525
Warranty and service policy

· 2 Year warranty
· Replacement, Carry in, repair by component swap. (Same as PP Uno)
Proposed Accessories & Consumer Replaceable Parts

	Accessories:
	Online shop price

	Microfiber pads (FC8063)
	€14,99


	Consumer Replaceable Parts
	Online shop price

	Foam Filter
	€ 4,99

	Water container / Mopping element
	€ 24,99

	Dust Container
	€ 9,99

	Cyclone filter
	€ 9,99

	Adapter
	€ 9,99

	Wetting strip
	€ 14,99

	Wipe holder
	€ 29,99


Remark : prices for Online shop are not fixed yet.

CoNQ prediction & cost driver assumption

CoNQ as % of sales: 0,13%
CREX Best estimate: 4,83 %

CPI:  € 4,58
Call center cost as % of sales: 5%

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

	Front-end Touchpoints

	In-box

	 
	User Manual
	PV (text)
IR (final)
	Angelika Dietrich  (CMM)

	 
	Quick Start Guide 
	IR
	Angelika Dietrich (CMM)

	
	Inbox leaflet
	IR
	Angelika Dietrich (CMM) / Renata Buranello (CRM)

	
	Worldwide guarantee leaflet
	IR
	Angelika Dietrich (CMM)

	Web

	 
	Leaflet and Photo's
	CR
	Angelika Dietrich (CMM)

	
	Specifications in leaflet covered (size, dimensions, weight etc.) (PFS)
	CR
	Angelika Dietrich (CMM)

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

	
	Support movies
	CR
	Tbd
	€

	
	Pre-purchase FAQ's
	CR
	Niels Goedvolk (CCEM)

	 
	Post-purchase FAQ's
	CR
	Niels Goedvolk (CCEM)

	
	Tips & Tricks
	CR
	Niels Goedvolk (CCEM)

	 
	Consumer Care Leaflet
	CR
	CEM

	
	Web reviews
	CR
	Niels Goedvolk (CCEM)
	€

	Call Center

	 
	Training package - technical and soft skills
	IR
	Niels Goedvolk (CCEM)

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

	
	Commercial Product samples
	IR
	Yvonne Dingsté (Service delegate)
	€

	
	Call center Feedback
	CR
	Niels Goedvolk (CCEM)
	€

	Back-end Touchpoints

	Service Centers

	 
	Service Manual
	CR
	Yvonne Dingsté (service delegate)

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

	 
	Training package diagnostics & repair
	CR
	Yvonne Dingsté (service delegate)


Consumer experience feedback loop

Consumer feedback after launch from our call centers by Niels Goedvolk.
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