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Walmart Luminate Shopper Behavior

Walmart Luminate Shopper Behavior enables you to know your customer
on a deeper level. Gain actionable insights into the profiles and behaviors of
your category and brand shoppers to discover the what behind the buy.

5.2B 840k

unique items
sold per
week’

baskets per
year

4,600

U.S. stores

90% of U.S.
households

80%

traceable
sales rate

Note: Shopper data is anonymous and aggregated data available for analysis through the Shopper Behavior module. No individual customer’s data is accessible.
*First-party data, data from 52 through October 2022, based on $ | Walmart Confidential Information
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Walmart Luminate Shopper Behavior
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Diagnose the performance of categories,

brands, products, geographies, and

channels—and how shoppers are driving it.

Understand how shoppers are interacting

or switching with your brands and

categories so you can win with your most

important customers.

Optimize product ranges, new products,

incrementality, and promotions.
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The span of Shopper Behavior reports gives you the ability to diagnose
performance, understand customer behaviors, and optimize plans

Diagnose performance of categories, brands, products, geographies, and channels through the shopper lens

o

Performance Multichannel Hourly Daily Test & Control

Understand shopper behaviors like loyalty, cross-shopping, switching, repeating, and more
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Cross Shop Best Basket
Customers

Switching Trial & Report Shop Across

Time

Optimize plans for product assortment, new products and promotions
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New Product Where Sold Assortment
Evaluation

Promotions Assortment

Deep Dive
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Source of
Value
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Assortment Deep Dive

Go further with these complements to the foundational reports

Assortment Performance

Composite Product Rankings

o R

S D O BT 4 £ 0 & T e

Path to Purchase
Customer Decision Trees

Customer Priorities
Product Priority Rankings

Reveal which products are
performing well (or not well) within
your assortments
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|dentify potential category trends
and white space opportunities to
pioneer new offerings

Optimize customer-first assortments
and strategies to adapt to customer
behaviors
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Choose a report that best suits your business needs
or gather deeper insights from multiple reports

Omnichannel, OPD vs In-store behavior
. Performance Optimal pack counts for online vs. In-store
Impact of brand blocking
Impact of OOS Impact of brand & size consolidation
When the category is purchased most often . Hourly Daily Testing out new packaging
Which products get bought when Test & Control Most loyal customers
Increasing customer engagement

Seasonal, peak vs. off-peak behavior
Impact of assortment changes

Impact of price changes

Cross-category opportunities
Converting customers from one product to others Trading up customers
Brand exclusivity Studying lapsed customers

Destination in aisle Assessing recent new items launched

Switching between product tiers New customers vs cannibalizing sales from others

Understanding shopper missions Evaluating Private Brands

Differences in baskets by channel Drivers of switching behavior

Inspiration for new innovations Customer behavior changes across time periods

Drivers of repeat purchase behavior Impact of significant changes in assortment or price

Impact of new products, promo activity, etc. Measuring success of new item launches

Channels that drive more new customers Incremental sales for new items

Compare success of different flavor innovations

‘ Where Sold Promotion effectiveness
Customer profile changes during promotion
Evalustion of brand launch
Duplication in current assortment
. Assortment Performance , .
Customer decision tree Customers’ favorite items
Product substitution Most exclusive items

Need states SKU optimization or prioritization
Gaps in current Private Brand portfolio Redundancy in the current assortment
Innovation pipeline

New sales vs. lost sales

New items getting new customers

How to cluster stores

Regional opportunities

Duplication in current assortment

Items that customers prefer

Customer Priority

H Primary source Additional insights
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Performance (in Detail)

|dentify customer profiles and behavior metrics so you can benchmark both

over- and under-performance in the category and track the impact of events

e v ¢ P D T L e A e ———

\_

%

A key piece of the Performance in
Detail report, the KPI tree provides an
at-a-glance visual of how key customer
metrics contribute to topline sales
changes
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Performance (in Detail)

This report helps you answer:

4 N
Behaviors:
- What customer behaviors drive sales?
« How does the performance of a product, brand, or
segment compare to the wider category?
N J
4 N
Trends:
- What trends can you see in customer KPIs over time?
N J
4 N
Timing:
- How does customer behavior differ in peak vs. non-
peak periods?
N J
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See a more complete picture
with Walmart Luminate:

éﬂ Shopper Behavior

The Best Customers and
Source of Value reports can
provide deeper understanding
of the customer segments
most important to your
product.

Customer Perception

Engage with digital shoppers
to understand why they

are less likely to purchase
your product than in-store
customers.

Channel Performance

Observe your KPIs by market
and region to see how greater
trends change by locality.
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@ Multichannel

4 N

Crocs Charrel Bebaviour (7]

\_ %

Discovering overlaps in channel shoppers can help you
gain insights into how multichannel shoppers differ from
single channel ones
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Understand how customers shop within and across channels and
compare product performance to identify growth opportunities

Answers with impact 10

Multichannel

This report helps you answer:

f (]
Behaviors:

- What are the differences in baskets by channel?

- What are the driving factors affecting product
performance groups by channel?

\_

Trends:

- What are the top products purchased in a channel?

~
Timing:

- How does seasonality affect multichannel customers
and how much they spend?

\_
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See a more complete picture
with Walmart Luminate:

éﬂ Shopper Behavior

Where Sold and Hourly Daily
reports can add additional
texture to multichannel data.

Customer Perception

Engage repeat customers to
investigate why your most
valuable shoppers prefer
specific channels.

Channel Performance

Establish proactive reports
and triggers to monitor your
omni-channel metrics and get
ahead of emerging trends.
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Hourly Daily See a more complete picture

with Walmart Luminate:

Hourly Daily

Detail KPIs by day of the week, hour of the day, and even drill down

into exact peaks for key customer metrics This report helps you answer: @ Shopper Behavior
- ~ Pair these findings with the
e N Behaviors: Basket report to spot new
’ trends or the New Product
{ ® = - o . i
« How can | reach new customers or increase basket size f!:q':f“:;)?r;]‘fgsrt to check
= O of existing customers?
- When do various customer segments purchase the Customer Ferception
t often? Investigate specific spikes
most orten: or viral trends by asking
- / customers what drove
their purchases and
4 ) recommendations.
Trends:
- What is the aggregated hourly and daily sales Channel Performance
: trend for a selected time period? Note your inventory levels
\_ J being impacted by hourly
spikes realized as negative
o (Comomord =~ ol S W s I OPD metrics.
Timing:
N J g
Track when the busiest shopping times are for certain products and » Does day of week or time of day matter in terms of
optimize potential sales drivers . which products my customers are buying? )
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Test & Control Evaluation Test & Control Evaluation See a more complete picture
, , with Walmart Luminate:
Assess how test stores perform against controls, determine success based
on metrics, and identify customer profiles This report helps you answer:
. ~ @ Shopper Behavior
4 h Behaviors: Validate your test & control
s - o ) ) ) suppositions with Assortment
- Can testing new packaging improve product Deep Dive and Performance
i . s . v perception? in Detail.
85% 547. 29% 21% QM0pes

- How have customer profiles changed with the test

Customer Perception

. being run?
Y 9 ) Before launching a new brand
: or product, explore naming
—— - e ~ tests in isolation and run a
- - Trends: Barriers to Entry study.

« Which product groups performed the best against

— B . Channel Performance
- = = other groups? -
Y ) ig into your sales data
ool metrics to gain insight into
current item performance or
- J Timing: gaps to support findings.

Gain insights into how new concepts compete

) « Are your products gaining or losing loyalty over time?
against controls
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Cross Shop Cross Shop See a more complete picture
: : with Walmart Luminate:
Analyze how customers shop across different products and brands and quantify
the opportunity of bringing customers into your brand or category This report helps you answer: & Shopper Behavior
e ~ Follow-up with the Basket
4 N Behaviors: and Switching reports to
understand how to meet and
Oreies L - What percentage of customers are buying a brand market to customer needs.
®+ ™ - ® 4 or category exclusively?
) « How much do customers cross-shop between Customer Perception
p—  Dwrer. Ol Gude e pFOdUCt tiers? Launch a video study to learn
— B e i e e L ) ) about customer experiences
with your products firsthand.
4 N
Trends:
" \eZ. - How likely are customers to switch brands if |Cha"."e| SRR
. . o) nvestigate your item in an
what they want is not available on shelf" ) ommi-channel environment
to refine assortment and
g ) - ~ replenishment strategies.
. . ] Timing:
Learn the why behind product-crossing behaviors to plan next steps
aimed at improving customer loyalty - How does the profile of customers buying products
differ from those who also buy other products?
- J
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? Best Customers ? Best Customers See a more complete picture
, , , , with Walmart Luminate:
Define who your most loyal customers are, analyze their product interactions
based on spend, and discover new audiences to engage This report helps you answer: &) Shopper Behavior
- ~ Dig deeper with the Shop
4 N Behaviors: Across Time z?\nd Switching
reports to build a loyalty story
e - dleclaps . . : and better understand your
« Where is an opportunity to increase customer
e customers.
engagement?
gmos S - Are you attracting new customers who did not buy Customer Perception
- - v v . s . Target new and lapsed
: — , e ~i the Category preVIOUS|y' customers over time to
,,," B ~ / understand why product
v— - H—i Sy o P . y - ~ appeal can fluctuate, and layer
- TS g Trends: data enrichments to track
< A ‘.' rends: shifts across sub-audiences.
e - s e - What type of customers are most loyal to your brand? Channel Performance
B ,/’:i& - e . / Cross-reference loyalty data
_ i - ~ with geographic boundaries
Em : : & Timina: to heat map your markets
s hesow e g- and identify expansion
g ) « Why did lapsed customers stop buying? Which opportunities.
. o . products didn’t they buy?
See customers who have increased, decreased, or maintained their \_ Wy

loyalty to the brand
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t[['um': Basket t[['um': Basket S?e a more complete picture
, , , , with Walmart Luminate:
Discover what products are in the same basket as yours and gain understanding
of how baskets and shopping trips can change by customer profile and channel This report helps you answer: & Shopper Behavior
e ~ Take basket engineering to a
4 ) H . new level with the Cross-Sho
Behaviors: P
: ai and Multichannel reports to
‘ p t = . . . . . .
- What other categories interact with my category in fine-tune product strategies.
= a basket?
“?,)) Customer Perception
e e « Are there merchandising opportunities with Identify opportunities to
— o D P, ol T products that regularly feature in the same basket? engage customers through
— T—— e ol 9 ) in-store product placement,
‘ ' digital product descriptions,
e ™~ and meaningful cross-brand
Trends: partnerships.
- What are the top products purchased with Channel Performance
your PrOdUCtS? Cater to peak seasons for
/ your basket behaviors by
setting rules for inventory
Timina: alerts and observing key
\_ ) Iming:. distribution points.

« How often do customers visit the same store?
Analyze how baskets with your products compare to

competing ones
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{é):} SWItChlng {:—C-):} Sw|tch|ng See a more complete picture
, , with Walmart Luminate:
Learn how customers switch spend in and out of a category to
determine what is driving this behavior This report helps you answer: éﬂ Shopper Behavior
e ~ Pair switching data with
4 N Behaviors: the Assortment and Test
Total Overview - 4cinkz- MENS MAR CARE and Control reports to
e e w t s e s - What types of customers have lapsed from your hypothesize new strategies.
$188.7k $160.89k -927.8K $33.51K 20.8% product or brand?
Saicaiic & i « Which customer profiles are spending more on your Customer Perception
product or brand? Create a target audience of
Key Meagures @ + Santribution Tree = @ + \_ / Lapsed Buyers and ask what
_ 2ot Change for 4cintz - MENS MAIR CASS influenced their decision to
T N e T é h switch products or brands.
Toeal ST Nsaw -$37003 = £ TrendS:
- What is the appeal of your product vs. total
e ..4..,3:'-"’,':,'... i products in the report? Channel Performance
—— S . N\ % Trace your switching trends
S S —— upstream to replenishment
o PR S 4 . . h patterns for new insights.
6 Timing:
Y ) - What was the impact of significant Out Of Stocks-
Gain deeper insights into why customers are switching L where did these customers go? )

and what it means for your brand

© 2023 Walmart Inc. All rights reserved. Answers with impact 22 © 2023 Walmart Inc. All rights reserved. Answers with impact 23


http://#

Trial & Repeat

Understand how customers trial and repeat purchases, plus
measure the effect of promotional activity and launches

Weekly Repeats Q

THH ISI,”;;:;' HHTTIR T '
I'“H'l““"”'llal!a

AR L A 3 5 L LA A AN KK NS A AL A RERANIJSZLLLALA LA B RN L AL LML AALNLLRBLLELLAL LA

| Tommamian 1 Tramany s B3 Tiaramrnns B4 Tommnncnionns B £ Trmanantines Gl Tosmrans

\_ %
Examine trial & repeat rates to discover which weeks are most
successful at driving trialist customers
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Trial & Repeat

This report helps you answer:

f (]
Behaviors:

- Which channels generate trials and attract new
customers faster?

« How has trial and repeat behavior supported
growth in the category?

\_

Trends:

« Which product has the strongest repeat rate?

Timing:

- How has repeat purchase behavior changed over time?

© 2023 Walmart Inc. All rights reserved.

See a more complete picture
with Walmart Luminate:

éﬂ Shopper Behavior

Explore the Cross Shop

and Assortment Deep Dive
reports to find opportunities
for customer acquisition.

'?,)) Customer Perception

Watch customers react

to product concepts or
messaging with a video survey
to understand what will drive
repeat purchase behavior with
category shoppers.

Channel Performance

Check your nil pick and out-
of-stock trends by region,
market, or store to gauge the
impact of replenishment on
trials and lapses.
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@ Shop Across Time

Evaluate how many customers were attracted to a promotion and compare
sales and behaviors before, during, and after to spot growth opportunities

\_

~

J

By tracking purchasing behaviors through time periods you can evaluate how

many customers were attracted to promotional events

© 2023 Walmart Inc. All rights reserved.
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@ Shop Across Time

This report helps you answer:

-

\_

Behaviors:

- How do different customer segments shop across
seasonal and non-seasonal periods?

« How many customers did a promotion convert to
also buy in the post period?

-

Trends:

- What proportion of customers bought my
brand only when it was on promotion?

-

\_

Timing:

- What was the impact on the category when the
assortment changed in a specific week?

© 2023 Walmart Inc. All rights reserved.

See a more complete picture
with Walmart Luminate:

éﬂ Shopper Behavior

Confirm your findings

with nuanced reports

like Promotions, Where
Sold, Best Customers, and
Source of Value for deeper
understanding.

Customer Perception

Target customers based

on transactional behaviors
around specified time periods
for sentiment snapshots.

Channel Performance

Turn supply-chain factors
from past events into
proactive alerts to make sure
you're ahead of the next one.
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Source of Value Source of Value See a more complete picture
. with Walmart Luminate:
Assess the impact of new product development or assortment change on the
category to understand where sales are coming from This report helps you answer: & Shopper Behavior
e ™~ Capitalize on category
4 N Behaviors: incrementally with the Cross
= Shop and Promotions reports
. « What proportion of sales were from new category for targeted promotions.
_ _ customers or existing customers spending more?
« Did my c?ust.omer profile change when we passed Customer Perception
g e e along price increases? Zero-in on why shoppers
AT CU - — 2 \_ J aren’t purchasing a product by
surveying a target audience
4 h of Lost/ Infrequent Category
Trends: Buyers.
« Where did new products launched last quarter
= (e - get sales from? Channel Performance
/ Get the bigger picture with
concise views for year-by-year
KT. . ) and region-by-region data.
g J iming:
Gauge which product groups have gained sales to understand if - Did the analyzed event drive sales that exceeded
the event exceeded expectations L expectations to the category? )
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New Product Evaluation New Product Evaluation See a more complete picture
, , with Walmart Luminate:
Evaluate how a new product performed post launch and benchmark it against
other launches in the category This report helps you answer: éﬂ Shopper Behavior
s ~ Pair New Product data with
4 ) H Switching and Performance in
Behaviors: -ning
i — ” Detail to watch your product
i « How has your new product performed compared shape the category week by
. week in granular detail.
B 4+ WesthTend- @ = + to other new launches in the category?
.':':'-P;;“::.:'..-:.;.::".'l'-:::é g e » Al e Ll & . . . ? . ;
ps— e = o Are new items Tcremental. Are they attracting Customer Perception
new customers! Use transactional targeting to
- J consult early adopters on first
— impressions and marketable
TT—— 4 h reactions.
Trends:
« Which channels attract new customers faster? Channel Performance
- / Track your new product
: : : . -~ ~ progress with APl integration
Timina: for sales and inventory data,
- / Iming: refreshed daily or even near
. . real-time.
By dialing into performance metrics, you can determine if a new » Are there certain weeks that drive stronger product
product brought new revenue into the category L launches? )
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with Walmart Luminate:

[23 Where Sold Where Sold See a more complete picture

Analyze product success by variables all the way down to individual store

level to pinpoint the where and why of under- and over-performance This report helps you answer: éy Shopper Behavior
s ~N Follow key variables like
Behaviors: customer count and
a N sales value through the
« Which products are underperforming in a store, Multichannel and Test &
0 - . d - Control reports for full-
state, region, and more: spectrum sales insights.
@
— - — - « Which are the highest performing stores for my
: B A Do e MO o products and product groups? Customer Perception
: ‘ ‘ ~ \_ ) Conduct a Path to Purchase
study to better understand
e N if the in-store location of a
Trends: product is affecting its sales
performance.
« Which stores should | use to trial a new product launch?
- / Channel Performance
- ~ Take your most interesting
Timina: figures and track them daily-
- / g: or even in real time-with
. . : simple APls.
Because store performance is paramount to product performance, use After moving to a brand block, how are stores
L] (] L[] L] 1 1 ?
this report to scope regional opportunities performing and what was the impact:

- J
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Q Promotions

Dial into KPIs to understand how promotions
performed and what you can do differently next time

4 N

- J

Analyze how promotionally-driven the category is to plan
for future events
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Q Promotions

This report helps you answer:

-

\_

Behaviors:
- Did rollback bring new customers into the category?

- What types of customers are buying my promoted
products and how does this compare to the
category?

-

Trends:

« How much in incremental sales did my
promotion bring?

-

\_

Timing:

« What combinations of products are customers
putting in their baskets the most during the
promotion period?

© 2023 Walmart Inc. All rights reserved.

See a more complete picture
with Walmart Luminate:

@ Shopper Behavior

Employ Shop Across Time
and Trial and Repeat to
benchmark promotions
against each other and
evaluate long-tail sales
growth.

Customer Perception

Run a post-purchase
evaluation test to understand
what drove customers to
make their purchase-was it
awareness of the promotion,
or something else?

Channel Performance

Measure how your supply
chain responds to increased
demand by tracking out-of-
stocks and nil picks.
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Q0O

ole Assortment

Compare how products in your category perform based on a combination of
sales and customer measures to inform and support assortment reviews

R feve " Componta Pacd

Ul - R

News &)
U ) - e 03
USO8 « N 08

UPC Q5 = e 05

UPC OV = e O
UPC 08 - e 08
U 0% = o O
UPC 30« e 30
U i1 hem 12
U 52 - e 1)
URC 30 = e 13
URC 34 - e 34

UPC 25~ e 15

\_

~

%

Comparison can be key when fine-tuning assortment choices. This report

can show you which products resonate with customers
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Q0O

ole Assortment

This report helps you answer:

-
Behaviors:

« Which products sell the most and are purchased by
the most customers and are in widest distribution?

« Which products have the highest customer loyalty?
N

-
Trends:

- What are the highest and lowest performing
products by customer profile?

p
Timing:

« How did each product perform in the
category over time?

© 2023 Walmart Inc. All rights reserved.

See a more complete picture
with Walmart Luminate:

éﬂ Shopper Behavior

Pair this data with Cross
Shop and Switching reports
to reveal new modular
opportunities or inform line
reviews by proving category
incrementality.

Customer Perception

Create compelling product
expansion arguments by
asking customers where they
want to see your products.

Channel Performance

Evaluate your top stores
to uncover opportunities
for product expansion and
improve market share.
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Assortment Deep Dive Assortment Deep Dive See a more complete picture

E) with Walmart Luminate:
. Assortment Performance Assortment Performance
Review product performance in the assortment with customer éﬂ Shopper Behavior
metrics like loyalty, repeat, favorite, share, basket spend, and more This report helps you answer: Drive better merchant
- ~ meetings by building a
- ~ Behavi . behavioral profile along with
ehaviors. the Performance in Detail and
s r vior . Basket ts.
' . ciam - Which products are purchased by the most SPKER TEPOTES
S i customers? ,
Customer Perception
- What are the strongest and weakest products in Secure help from customers
the category" in evaluating your modular,
9 ' ) assortment, and promotions
to shape your priorities.
4 N
Trends:
ends Channel Performance
« What customer behaviors are driving sales As you identify new
. 9 behavioral and performance
Y trends over time: ) indicators, set proactive
alerts and recurring reports in
Report Builder to plan ahead.
Timing:
o %

« Which products haven’t sold in recent weeks?

Analyzing across metrics and over time can help you gain insights
into why some products are gaining popularity
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Assortment Deep Dive

Customer Decisions

ldentify customers™ needs and whitespace in an
interactive decision tree that leverages best-in-class
product substitution science

n SUb"‘tu’“ e
How substitutable is this product?
]
}
3 1 e
- What are its top substitutes? Liga
. ’ .
SRR s AN AATLTRRTL 5 — 4 _— ros ¢ ! v t dencript . Thvte
vy S2.5%
MRIIEN D A B COLe | T AR O — - s
arsene e F L%
. . . sea) . o -
rreonn . APIALP RN BRAND WILAS SRR A WAL T (1R T B
3 s 2.5%
T e ' . s
T ‘ o
ATV e 00 A 50 1NAA AW S
ors
ATRIRE O ARAND COn e TR T A e
PAOEDE D M (AN WA I S OO ors
B . | 06%

Determine how substitutable products are and how important
brand is to customers

© 2023 Walmart Inc. All rights reserved.

Answers with impact 40

Assortment Deep Dive
Customer Decisions

This report helps you answer:

-
Behaviors:

« What percentage of sales does each of the
customers$ needs represent?

« Which product attributes or other factors drive
customer purchase decisions in this category?

\_

-
Trends:

« How do customers shop - is it by brand, pack size or
attributes like “ultra-premium?” or “soft”?

\_

-
Timing:
- What does the performance of each SKU in the

category over time and across multiple metrics
look like?

\_
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See a more complete picture
with Walmart Luminate:

éﬂ Shopper Behavior

Pair these insights with Basket
and Multichannel reports to
identify undiscovered shopper
missions and cater to their
basket building needs.

Customer Perception

Evaluate whether your
assortments really meet
customer needs with a survey
to test price, sentiment,
modular placement, and more.

Channel Performance

Pioneer new sales
opportunities by mapping
customer behaviors to key
KPIs and inventory indicators.
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Assortment Deep Dive Assortment Deep Dive See a more complete picture
@ .. @ .. with Walmart Luminate:
Customer Priority Customer Priority
Design a customer-first assortment based on This report helps you answer: &) Shopper Behavior
customer needs, pl"OdUCt perFormance and e ~N Prepare for line reviews and
: . mod relays by proving your
store relevancy Behaviors: place in the assortment
- N « Which items contribute the most and least g'l:’”gs‘de B?Sketa“d Eloss
TR o to a meaningful variety and may be the SPTEPOTE:
§ Lumnate v avior .
A strongest candidates to keep or remove Customer Perception
from shelves? Get creative in ranking
x . % 2 : ) S g ) substitutions and
incrementality by asking
- ~ customers to pick their “next
Trends: best” and “preferred” options.

« Which products are customers buying exclusively

Channel Performance

the most? Observe behavior and
- / inventory shifts across small
geographies to inform your
4 o e D micro-marketing and targeted
Tlmmg: promotions.

« Which items may be most at-risk during the next

assortment review cycle?
N J N J

Utilize the priority ranking engine to identify whitespace in customer
needs and pinpoint potential for new items
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Walmart Data Ventures
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