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Customer Case Study

European Supermarkets Deploy Digital Signage in
Innovative New Business Model

Reaping 20% of advertising revenue while promoting its products, this supermarket chain
chose the Cisco Digital Media System (DMS) and an advertising company to deploy and

manage content on digital signs.

EXECUTIVE SUMMARY

EUROPEAN SUPERMARKET CHAIN
® 1,500 stores in Europe
® 3,500 employees

BUSINESS CHALLENGE

® Provide digital signage solution to the stores
that is an IP-based, standards-based solution

® Find business plan where the deployment and
management of the digital media system is
outsourced to a partner in return for a low cost
of deployment and a percentage of advertising
revenues

NETWORK SOLUTION
® Cisco Digital Media System for Retail

BUSINESS RESULTS

® Deployed the Cisco DMS solution in 40 stores
in December 2008 through January 2009

® Anticipating further rollout to other stores
throughout 2009

® Sales and advertising revenue data are being
gathered to determine the return-on-investment

Business Challenge

In Europe, the term “adfotainment’—describing the
merging of advertising, information delivery, and
entertainment via digital signage—is spawning great
interest and new business opportunities. A large chain
of supermarkets that is also a Cisco routing and
switching customer has determined that digital media
will be an important new feature in stores.

Based on an earlier pilot, the supermarket chain
expects digital signage to generate revenue from paid
advertising while increasing the sales of particular
products in the stores. The digital signage is also
expected to provide an effective way of promoting
special offers, to be a medium for disseminating
corporate information to employees, and to be the
medium for employee training either before or after the
stores are open. Finally, an open standards-based

platform for digital media is expected to easily and cost-effectively host other digital media

applications as they become available in the future.

Network Solution

The Cisco DMS was deployed in December 2008 through January 2009 in 40 stores by Cisco
partner NCR Corporation. The solution includes a Cisco Digital Media Player 4400G and one or
more Cisco LCD digital media screens in each store and a Cisco Digital Media Manager headend

system in the data center of the company chosen to manage the digital signage system and all

content.

The business plan includes eight hours a day of content, with:

30% for advertising of in-store products

30% devoted to ads for other products and services (such as cars, hotels, and airlines)

30% for special promotions (such as “Buy 2, get one free, for a limited time”)

e 10% reserved for corporate communications and training of store employees
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The supermarket chain gets 20% of the paid advertising revenue, which is solicited by the media
broker. Aside from the media, communications, and training content, the LCD screens can
simultaneously be used for queue management. For example, in the meat or bakery departments
where customers take a number and wait their turn to be served, a corner of the screens can

display the next number in line.

Business Results

“This Cisco customer knew that digital signage requires a high-performance, video-ready network
and that Cisco was the right vendor to deliver the solution,” says the Cisco account manager.
“Other options were non-IP, proprietary, and not as

PRODUCT LIST reliable, using PCs and proprietary software. But once
Digital Media customers are familiar with the end-to-end Cisco
¢ Cisco Digital Media Player 4400G network, they clearly understand how they can

® Cisco Digital Media Manager
® Cisco LCD 100 PRO 40N, 40-inch screens

maximize their infrastructure to more cost-effectively
add many new applications—from voice to video,

data, security, and mobility.”

Cisco is now working with the media broker and partner NCR Unified to promote the digital signage
business model to banks, restaurants, and other retailers in Europe, seeing it as a winning strategy.

For More Information

To find out more about Cisco Solutions for Retail, go to:
https://www.cisco.com/web/strategy/retail/index.html
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