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“Most retail and consumer goods companies 
are stuck in the 1980’s or 1990’s when it comes 
to Shopper. Few have made the change to true 
shopper centricity. Instead they remain stuck in an 
everlasting cycle of trading negotiations”

“The over reliance on price promotion in the 
consumer goods industry is madness. It 
demonstrates a short sightedness and obsession 
about sales volumes at all costs. The Marketing and 
Trading managers of today are steering the brand 
and store equity ship on to the rocks”

“Good Shopper Marketing initiatives build brand 
equity for the manufacturer, drive sales and profit 
for the retailer and increase shopper satisfaction 
and category involvement. It is truly a win-win-win”

There have been three major power shifts 
in consumer goods retail. The first swing, 
in the aftermath of the self-service 
supermarket in the 1950’s and 60’s, was 
from the influence of the independent 
grocery store to the big brands. The second 
was from these brands to the retail chains 
in the 1980’s. And today we stand witness 
to the most recent shift. The Shopper.

Today there is no doubt that the shopper 
holds the power, not the brand or the 
retailer. Loyalty is dissolving for both 
brands and store banners. Onmichannel 
presents not only opportunities but also 
significant challenges for retailers and 
manufacturers to hold on. The fate of your 
brand or store lies in the shoppers hands, 
more than it has ever before 

This talk looks at shopper centricity and 
challenges organisations as to where their 
focus really lies. It is easy to ‘say’ the 
shopper is at the heart of your business, 
but few brands or retailers actually show 
this to be true.  Alongside Digital Marketing, 
Shopper Marketing is the fastest growing 
discipline in the consumer goods industry. 
Designing strategic shopper marketing 
initiatives that are based on solid shopper 

insight, compel purchase, build brand 
equity, encourage higher consumption 
and drive higher footfall to store and 
brand market share are key to success.

This talk showcases the challenges and 
opportunities in the Shopper Marketing 
field, and also outlines the potential 
pitfalls as organisations must restructure 
themselves for this latest power shift. 
Shopper Marketing is not just a process 
or a strategy – it is an ethos. 

This speech is given by one of the few 
international thought leaders on Shopper 
Marketing, utilising global shopper and 
consumer behaviour case study material.

Speech summary Some quotes 
     from this speech



Why Shopper Centricity is no longer a choice for consumer 
goods organisations but an ethos to embrace1
How Shopper Marketing finally delivers the win-win 
that Category Management and Trade Marketing 
never did2
What pitfalls await smart organisations as they 
prepare to focus their strategy on Shopper (and how 
best to avoid them)3

3 Key Learnings 
From This Talk



Testimonials Some of the 
conferences where 
this talk has been 
delivered recently

• ECR BALTICS, 
   Riga, Latvia

• ECAMS MEDICAL CONFERENCE, 
   Barcelona, Spain

• MARKETING CONFERENCE, 
   Pärnu, Estonia

• ECR POLAND, 
   Warsaw, Poland

• ANFACO MARINE CONFERENCE, 
   Vigo, Spain

“Your talk was very well received by all, and your message resonates 
enormously and was a good reminder to us all to set the bar once 
again higher in the shopper marketing area. Thanks for taking the 
time to be with us”

 – Paul Polman, CEO Unilever

“I have seen many presentations over the years concerning shopper 
behaviour, but the presentation by Mr. Hughes is the one which has 
kept my attention. He describes consumer behaviour in a very real 
and simultaneously interesting way, is a very good presenter with 
humour and passion for his subject, while also bringing it to life using 
varied case studies. I invited him to address my retail organization on 
shopper centricity and thankfully in these challenging times, we have 
seen results”

- CEO Veropoulos Group, Greece – Nikos Veropoulos

 “We have more than 20 annual conference and training events. In all 
that time, we have never had a speaker with so much energy, shopper 
insight, experience and relevance, all delivered with enthusiasm and 
good humour – an ideal mix for any speaker. At our last 5 conferences 
he has recorded the highest delegate satisfaction score, and I would 
highly recommend him to other event organisers in the Shopper 
Marketing area”

– Jordi Cuatrecases, Development Director, Spanish FMCG Association 
(AECOC) & GS1 Spain 



About Ken Hughes
Leading Consumer, Shopper Behaviouralist  & Keynote Speaker

Ken Hughes is Europe’s leading Consumer & Shopper behaviouralist. He is a 
global thought leader in the areas of shopper psychology, consumer behaviour, 
retail futurology, retail strategy, omnichannel, and shopper marketing.

He is a part-time lecturer in Consumer Behaviour in University College Cork, 
and a regularly invited keynote speaker on the international industry 
conference circuit. His interests extend to neuromarketing and behavioural 
economics, with particular focus on their application to shopper motivation 
theory. Over the past 14 years, as founder and CEO of Glacier Consulting, he 
has pioneered developments in shopper behaviour insight, particularly in the 
fields of biometric shopper research and ethnography.  

His clients mainly include large international blue-chips such as Heineken, 
Kraft Foods/Mondelez, Coca-Cola, Diageo, Walmart, IKEA, Nivea, 3M, Nielsen, 
AXA, Unilever, Mars Masterfoods and European organizations such as GS1, 
ECR and many other national FMCG associations.

His speaking style is highly energetic, captivating and inspiring, all 
delivered with a generous helping of Irish wit.



Please contact us to book this keynote speech for your event, or to find 
out more about this, or any of the other talks from Ken Hughes. We are 
happy to discuss how this talk might suit your agenda or how it could be 
further tailored for your event, and as always are happy to know more 
about your conference so that we may assist you appropriately

Book this 
keynote speech


