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Conception circulaire et sustainable open innovation.

Transparence et traçabilité. Challenger les normes.

Nouveau business model. Responsabilité et authenticité.

Marketing & Digital Education. Dialogue ouvert. Co-développement.
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Stratégie et Purpose. Avantages concurrentiels.

Nouveaux KPIs de pilotage.

Triple bottom line: Profit-People-Planet.

Valeurs et culture. Sustainable upskilling.
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V E R Z U S
W          E          L          C          O          M          E                       T          Ofashion data

customer - product – supply

Transforming fashion
for good?
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fd Thanks for welcoming me!

Pingki HOUANG
fashion data president
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WHY IS IT STILL SO DIFFICULT 

?

“Despite the urgent nature of digital business transformation, only 3% of retailers 

are harvesting results from delivering and scaling data business initiatives”

Digital Business Transformation: A Retail Perspective - June 2018 - Gartner

Omnichannel retailers haven’t found the 

magical equation yet to reinvent themselves 

in today’s digitalized world

THE MAGIC SAUCE

Most of the retailer haven’t the resources to 

invest as much as the retail giants in 

technologies & data science

ABILITY TO INVEST

To reach a critical size, retailers must have 

to set up new business models based on 

external collaborations and strong 

partnerships

COLLABORATE

Catch business opportunities & reduce 

operational risks needs high demanded and 

costly business & data skills.

GATHER TALENTS
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MAKE SMARTDATA AVAILABLE
FOR FASHION  & LIFESTYLE INDUSTRY

Fashion data is militating for a new fashion model,

by bringing fashion retailers together to share best practices, talents, know how, data platform

And thus, demonstrate advantages to be data driven
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ACTIVATE FORECAST

CUSTOMER

Understand customers’ behavior to 

anticipate their expectations, support 

them along their shopping journey 

and thus, boost their loyalty.

LOYAL

PRODUCT

GOOD

SUPPLY & STORES

RELIABLE

3 BUSINESS STREAMS

DATA INTELLIGENCE FOR

The performance of a fashion retailer relies on his ability to have simultaneously a strong supply, good products, in sufficient quantities and for the right 

stores, numerous and loyal customers more and more digitalized.

Detect fashion trends & predict demand 

forecast in order to produce just the 

required quantities of goods, at the best 

price and at the right time.

Guarantee the products availability 

taking into account the particularities 

of each store for an optimal flowing-

rate and minimizing stock-outs.

OPTIMIZE
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CUSTOMER

Having a better understanding of customer needs to match 

their expectations by offering a individualized customer 

journey and thus improve their loyalty

fd
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1,3M
customers

99,5%
Women

90%
Club members

576K
Inactive
>12m

AVERAGE CUSTOMER PROFILES

CA per Active : 122,5 €

Average Basket : 44,81 €

Average nb of items : 2,1

Frequency : 2,7

Return rate : 2,5%

Share of articles bought with 
discount

: 54%

3%
Cross

channel

13%
ROPOers

31%
online 
visitors

52%
Customers

F3 *

48%

< 5K hab >100K hab

9%25%

5-20K hab 20-100K hab

18%

Size of the city724K

12m active

49 years
Average age

3,6 y
Average tenure

1 674 €
Average income

52%
Email

31%
Partner

82%
Sms

Contactability

- 5 € Vs pop Fr

25%
Emails Open

27%
Reactivity Email

Animation 

Email Channel

Share of purchases by Store location

Ensemble de la base Client

Focus actifs 12 mois

27 magasins n’ont pas de typologie d’emplacement de renseigné
* qui sont, ou ont été clients d’au moins une autre enseigne (hors gdm) de fashion3 
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fd DATA DRIVEN BUYER PERSONA
The output of the analysis is 5 groups.

Segments :

Segment 1 : « the regular buyer » 

Segment 2 : « the e- shopper »

Segment 3 : « the occasional buyer »

Segment 4 : « brand lover »

Segment 5 : « I’m addict »
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40-49 years old

Country zone (city < 2000 inhab)

Customer for several years, she appreciates the 
brand

Employee

With incomes lower than the average (1 650€ 
net/month)

Maried

Several children in the household

She owns her home

She visits rarely the website

MARIE

“The regular buyer”

PRODUCT OTHER INFORMATION

Marie est une « bonne cliente ». Elle achète tous les 4 mois plusieurs articles pour un montant supérieur aux autres 
clientes (+3€).

Elle réalise la majorité de ses achats en magasin et s’oriente essentiellement vers des points de vente situés dans des 
parcs d’activités commerciales (PAC).

Globalement, Marie est moins sensible aux remises & promotions. 

Quand elle se déplace en magasin, Marie vient chercher une tenue complète et combine dans son panier différentes 
familles de produit. Elle affectionne d’ailleurs, plus que la moyenne (+2pts), l’offre d’accessoires proposée par Grain 
de Malice. Elle a également quelques formes mais consomme essentiellement de la taille moyenne.

Marie est très sollicitée et consulte ses mails de façon ponctuelle. En revanche, lorsqu’elle le fait elle sait apprécier le 
contenu des communications CRM de la marque (taux de réactivité élevé).

Number of customers

68 148

Weight in active 12m

9,4%

Weight in Revenue

10,4%

Revenue / active

134,9€
+13€

Average basket

46,56€
+1,75

Frequency

2,9
+0,16

segment
base active
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PRODUCTS

Detect trends, predict sharply customers demand, to 

product only what we can sell,

at the best price and at the right time.

fd
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Fashion Trends - Heuritech

How to make a better product decision with trends 

forecacurves
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FASHION TRENDS

SOLUTIONS FASHION DATA FOR

Heuritech is an AI solution which combines image recognition on social 

medias (Instagram) and scientific analysis.

● What are the big trends now ?

● What will be the big trends in 6 months, one year ?

● What are their best features (colors, shapes, prints…) 

Have an intuition about a trend ? Back it with data !

A solution based on 4 strong pillars :
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FASHION TRENDS

SOLUTIONS FASHION DATA FOR

Methodology - the consumer panels
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Methodology - trend analysis

FASHION TRENDS

SOLUTIONS FASHION DATA FOR
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FASHION TRENDS

SOLUTIONS FASHION DATA FOR

Insights 

moodboards and predictions curves

Pimkie Usecase

Wicker bag

Collection construction
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Fashion Trends – FutureScore

How to make a better products decision with customer 

products’ surveys
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fd SOLUTIONS FASHION DATA FOR

FUTURESCORE is a solution which combines customer and AI.

This tool enables to get the feedback from our customers about our 

collection before the production and to test the sales potential of 

our collection.  

Before selling a product you need the right offer !

The customer gets an email 

to invite her to join the 

products’ survey

3 choices Pimkie collection with 

products’ pictures  

CUSTOMER & PRODUCTS
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Products’ ranking

Breakdown by 

category of 

respondent age

SOLUTIONS FASHION DATA FOR

CUSTOMER & PRODUCTS

DELIVERABLES ON THE PLATFORM

Products’ matrix

FUTURESCORE analyzes the answers and the profil of the 

responder to measure the attractivity of the items.
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Fashion Trends – Repeat Orders
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fd BUILDING A MODEL

TRAINING
SET

TEST
SET

MACHINE
LEARNER

PRED
MODEL

data prep

data management

modelling

validating
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fd ie. FORECAST PERFORMANCE
Result for FEB-APR 2019 (global view) - 7 first weeks
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SUPPLY & STORES

Ensure high level of stock availability, considering stores 

characteristics, to optimize inventory turnover and lower 

shortage.

fd
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SUPPLY & STORES

SOLUTIONS FASHION DATA FOR

Smartly and automatically adjust the target stocks of 

each store for each reference, size, color and have 

the right quantities in the right place.

SMART STOCK LEVEL

Calculate a priority level for each manufacturing order 

to make the best supply decisions and get the goods to 

the right places, times, and prices.

ORDER PRIORITIZATION

Characterize and quantify shades of each store to 

better tailor the offer, adjust inventory, contextualize 

communication and take into account the 

competitive environment.

STORE IDENTITY
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JARVIS
by fashion data



82

fd AU COEUR DE JARVIS

Bigdata platform

COLLECT

IT System

Data Warehouse

DMP

Open Data

Other Data Sources

Enrich
Data

Science
Analyse AI

ACTIVATE

Ad / DSP

Marketing Campaign

Apps

Supply

Security / Privacy / 
Access

Monitoring / Supervision

Cross/Up Sell

IOT

Manufacturing

Ux / Churn/ Customer 
Satisfaction

JARVIS
PLATEFORME

MEASURE / ENRICH

Make data simply accessible, scalable then measure, enrich, activate all data In et Out
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pingki.houang@fashiondata.io

+33 6 7482 5499

Pingki HOUANG
fashion data president

Thanks for sharing!

mailto:pingki.houang@fashiondata.io
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Reducing computing energy impact Miroslav Sviezeny - COO & Founder - Qarnot Computing



Computing anywhere.

Sustainable Brands
April 23th 2019, Paris

Miroslav Sviezeny, COO & co-founder



Montrouge, France

30

2010



‘’digital factories’’ - data centers



QH-1

the first

computing-heater



HOUSING WAREHOUSES OFFICES DATA CENTERS
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QB-1
digital boiler



QS-1
heating system 

for warehouses



Joint Venture

Qarnot 

X

Groupe Casino



Thanks for your attention!

Sustainable Brands
April 23th 2019, Paris

Miroslav Sviezeny
miroslav@qarnot.com
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General

Sustainability
Food safety,

quality

& waste

Productivity & 

flexibility

Consumer 

transparency & 

engagement 

… selected sources of untapped potential

Key challenges & opportunities for the food industry



General

… as digital technologies can reduce downtime & optimise production

Productivity across the food industry can be increased

Today, the food & beverage industry is operating at a low

capacity utilisation rate due to, amongst others factors,

the prevalence of unconnected legacy equipment, inflexible

supply chains and limited use of data

Reduce operational 

cost

Increase capacity & 

asset utilisation

Accelerate product 

& services 

innovation
Production 

efficiency 



General

… digital technologies can help optimise stock management

Retailers want to be better at responding to demands

Consumer demands are changing more than ever.

With the current value chain it can be difficult to respond 

to this challenge and complexity, which leads to 

increased waste, poor stock management and an 

inability to react to changes in consumer preferences

Achieve the right 

volume 

– right on time

Achieve precisely 

targeted pricing & 

campaigns

Achieve precise 

product recalls
Retail stock 

management 



Transform second-hand market into a lever  
of additional business



✓ Consumers have new consuming habits  : look for  environmentally 

conscioussolutions and wait for new services from their brands

✓ Second-hand is a booming market but brands &retailers are  totallymissing it

2nd hand market is booming



Women  

Fashion

Luxury

28 Mds€

Mobile

A huge market which is still to grow

Others

Sport, 
DYI
Childcare 
Home
Leather Goods….

363 Mds €
52,7 Mds€

Source: BerenbergSource: report thred-up Source: IDC report



Place2Swap is a #Tech4Good solution which transforms a 
threat into a huge business opportunity

A white label second-hand market
place to be plugged on retailers
websites

Totally customized to brands 
needs and strategy



AdditionalBusiness

Thanks to a voucher system

Drive-To-Store

Native omnichannel  
technology

Circular  
economy

Extend  
product lifecycle

4 immediate benefits for retailers

Customer  

loyalty

DB activation and 
2nd-hand data

→ Transform a threat into a business opportunity
→Improve the carbone footprint



Why Place2Swap isunique ?

Ownedtechnology
#omnichannel  

#scalable  
#plug& play  

#customisable

Triple expertise

#Retail       
#NewConsumptionPatterns  

#tech/UX/data



“Tech to drive Circular Conception & Innovation”

Sustainable Brands - April 2019

Confidentiel 



Waste management is today a worldwide problem

107

1/3 of worldwide food production is wasted 

The linear economy is not sustainable anymore 

Waste is the resource of the 21st century

Linear Economy Recycling Economy Circular Economy



Our mission :

TURN WASTE INTO WEALTH

BY UNLEASHING THE POTENTIAL OF SURPLUS PRODUCTS

108



PHENIX

109



TechForGood
The “Meetic of unsold products”

110

Charities, 

foodbanks, 

solidarity 

groceries,… 

Farms, 

manufacturers, 

retailers

Surplus, unsold 

inventory, waste

Events, restaurants, 

hotels

PHENIX ExchangePHENIX Process

Businesses

Animal feed

Discounters

Recycling 

companies

Receivers

Donate

Reuse

Recycle

Consumers Resell



PHENIX BtoC

Mobile App



Digitalise in kind donations
Tech For Good
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Towards a #ZeroWaste retail !

117



____________________

Note: Chiffres et ordres de grandeur indicatifs, à titre illustratif uniquement

(1) Déduction fiscale à hauteur de 60% - Art. 238 du Code Général des Impôts

Sans 

PHENIX

COMMISSIONNEMENT PHENIX: 22,50€

30%

Poste
Avec 

PHENIX

Revenus

Coûts

60(1)

0

- 5

- 5

- 5

0▪ Collecte / Transport

▪ Élimination 

▪ Manutention / Stockage

Impact net

+ 75 

118

Example on a €100 in kind donation (book value)

A win-win business model : shared value creation



Growing fast
5 years of continued growth

2014 2015 2016 2017

100 K€
600 K€

2,2 M€

4,5 M€

20 pers

40 pers

80 pers

Biodéchets

Conseil

Autres 

Déchets

2018

9 M€

10 pers

100 pers



130130



More than 60 millions meals redistributed since 2014 !



1000



EMAIL TELEPHONE NOTRE SITE INTERNET

CONTACT

www.wearephenix.com

Jean MOREAU

Co-Founder & President

jean@wearephenix.com +33 6 12 58 63 02

WEBSITEPHONEEMAIL

http://www.wearephenix.com/
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