
The CPG industry is facing its fair share of challenges, and getting the attention of 
today’s on-the-go shopper is one of the biggest. That’s why being disruptive in 
the aisle can truly help set your brand apart from others. So why not use the most 
powerful marketing tool that consumers are attached at the hip with, mobile!   

Disrupt the Aisle

Four Challenges Facing CPG Brands

Brands That Are Excelling in Disrupting the Aisle

Three Ways to Get Started
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76 percent of households with incomes under 
$35k and 52 percent of households with incomes 
of $100k plan to buy private labels.1

Consumers Have Grown Accustomed 
to Buying Private Labels

76%
52%

Organic food sales rose an average of 16% during the past four 
years to $11 billion.2

Brands have to reformulate and repackage every 18 months 
to account for this shi�.1

Consumers Want Healthier Options

Digital marketing channels have enabled new brands to make a 
faster impact on the market.1

16,000 smaller CPG manufacturers saw their share of the market 
rise to 19 percent totaling $2B in sales.1

Small Brands Quickly on the Rise

Amazon’s food and beverage sales grew 59 percent 
last year hitting $2B and will continue to climb due 
to their Whole Foods acquisition.3

Amazon is Gaining Traction
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Online sales will account for 10 percent of CPG 
sales by 2022.4

Recognize the Aisle is Both In-Store 
and Online Now+

77 percent of consumers have used their smartphones while 
shopping in-store and 74 percent would shop at a retailer that 
offered an improved mobile in-store experience.5

77

Take Advantage of Mobile Behavior

Find a way to make your product packaging stand 
out on the shelf by trying something visually di�erent 
while still staying within your brand. 

Be the Odd One Out

How to Be Disruptive in the Aisle

The Makeup Genius mobile app allows 
consumers to scan products in the aisle and 
virtually try them on. The app also enables 

consumers to see how various products and 
shade mixes can be used to achieve different 

looks in real time.6

Took notice of the consumers shi� to organic 
products and is now the second largest 

lip-balm brand in the U.S.7

Launched 250 million interactive cans allowing users to play a football 
game through AR with the world’s five leading players. Pepsi saw 60,000 
hours of engagement on the cans within a month and a conversion of 
2 percent, where roughly 3.5 million people blipped their Pepsi cans.6

The Australian wine company makes the faces 
on their bottles come to life with the help of 
their interactive AR app. This has led to a 60 
percent increase in sales and 70 percent in 

value in 2017 alone.8

Cracked into a $2.4B shaving market by 
skipping the stores and selling directly to 

customers online.9

70,000
conversions

Invest in More Mobile 
Experiences

Move away from one 
monolithic native mobile 

app to multiple mobile 
experiences that provide 
consumers exactly what 

they want when they need. 
Plus, it provides a way for you 
to connect better with your 

customers.

Connect Through 
Mobile Tech

Using AR or VR is an 
innovative way for consumers 
to interact with your brand 
both in stores and at home. 

Reward
Interactions

Make digital coupons or 
rebates easily available in the 

aisle that consumers can  
access via text or QR code. 

Coupons delivered via 
SMS have redemption rates 
10 times higher than those 

of printed coupons!10


