28 Cyncly

How Leading KB Retailers Stay
Competitive Across Channels
and Locations

Balance customer experience, efficiency
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Introduction:
Why This Matters Now

Expanding your kitchen or bathroom retail business opens the door to serious
growth — more locations, more leads, and more opportunities to convert
browsers into buyers. But scaling up also brings new pressure to get it right, fast.

Three competing priorities start pulling in opposite directions:

* Customer experience - the quality of your design, service, and in-store
interactions

* Operational efficiency - how quickly and cost-effectively your teams can
deliver

* Brand consistency - how well your business protects its identity and
standard

This guide shows you how to grow without compromise, so you can scale
profitably, maintain quality, and deliver consistently excellent customer
journeys at every location.

You'll learn how to streamline your design-to-sale process, set smart guardrails
that empower your teams, and build a more scalable business without losing
what makes your brand successful.
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The Most Common Pains Retailers
Face - and How to Solve Them

PP Slow design slows down sales
Designing kitchens and bathrooms takes too long, lowering ROl and reducing

conversions.
Accelerate layouts with Al-powered workflows and automation to
boost productivity and drive more sales.

BP» Consumers expect more personalized design experiences
Shoppers want interactive, tailored journeys - not generic layouts.
Reuse customer inspiration and deliver real-time, tailored options to
create stronger emotional connections and raise chance of purchase.

PP Lack of insight into what drives sales
It’s hard to know which designs, features, or interactions lead to closed deals.

Use analytics to connect design behavior to outcomes, enabling
smarter decisions and improved revenue per project.

PP Outdated or incomplete product catalogs
Designers lose confidence and momentum when working with inaccurate or

missing product data.
Use cloud-based catalogue management with real-time updates to
build trust and increase close rates.

PP Fragmented tools break the workflow
Disconnected systems slow progress and cause duplication.

Integrate the full design-to-sale journey to reduce admin, speed up
decisions, and close more deals.
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PP Poor collaboration slows down decisions
Design iterations and approvals get lost in inboxes or rely on in-person

meetings.
Enable version-controlled sharing, in-context comments, and shared

links to improve accuracy and accelerate decisions.

B®» Onboarding takes too long - and turnover sets you back
New designers take weeks to ramp up. High turnover hurts consistency.
Simplify onboarding with guided flows and embedded support to
improve team readiness and maintain consistency.

PP Mistakes lead to rework and lost trust
Missing logic between products causes order errors and project delays.

Implement real-time validation and compliance checks to reduce
remedials and protect your customer experience.

PP Installation teams lack the data they need
Without precise, installation-ready documentation, errors occur on-site.

Generate detailed installation outputs from the design stage to ensure
smoother installs and fewer call-backs.

®®» Local hardware dependency slows innovation
Desktop tools require high-spec hardware and manual updates.

Shift to cloud delivery to reduce IT costs, maintain version control, and
scale across regions with ease.

These challenges don'’t disappear with growth - they scale with you.

The good news? Each one can be addressed with the right capabilities.
The next section breaks down how to do exactly that, step by step.
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How-To Overview:
Building Scalable Balance in 6 Steps

PP Stept

Standardize design tools without sacrificing flexibility

PP Step2

Automate quote creation using configurable logic

PP Step3

Connect digital, showroom, and fulfillment journeys

PP Step4a

Operationalize brand consistency across all teams

PP Step5

Use training and templates to scale talent

PP Step6

Turn data into continuous improvement

By the end, you’ll understand exactly where your business stands, how
to close the gaps, and what actions can deliver impact across all locations.
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Step 1

Standardize Design Tools
Without Sacrificing Flexibility

Design is often where the sale begins — and where scale starts to strain. As your
business grows, design speed, quality, and consistency become harder to control.
Some teams rely on personal templates.

Others take longer to produce the same result. This leads to uneven service, lost
time, and missed opportunities.

The goal is to speed up design creation without sacrificing personalization or
precision.

What to Do ¢y Best Practices
Implement Al-guided workflows and

aut(?mated layout tools that allow Use pre-approved
o—

leesgnelrs to start from customer 5=\ templates for common

msplr.atlon, acoelerate-layout room types

creation, and personalize proposals -

consistently across every team.

¢ Incorporate automated
placement and spacing

Warnings & Prep
0 0 0 |ogicto avoid errors

Don’t over-standardize. Templates
should guide - not limit — designers. _ _
Ensure workflows allow flexibility E FIEMEE k.)Oth gLl ene
within brand guidelines. Prepare =, | self-service modes (for
teams for change by pairing new

design logic with hands-on support.

designers and customers)
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Step 2

Automate Quote Creation
Using Configurable Logic

Quoting is often a point of friction. Manual calculations, outdated pricing, and
inconsistent discounting not only slow down the sales process - they increase the
risk of costly errors. At scale, this challenge compounds across locations and

teams.

The answer isn’t just automation - it’s intelligent quoting logic that aligns with your

catalog, design outputs, and pricing strategy.

What to Do ¢y Best Practices
Adopt logic-based quoting systems

tied to your catalog. Ensure quotes

are generated automatically from E}
designs with live pricing data. =

Warnings & Prep

Centralize catalog and
pricing data with support
for real-time updates
across all regions

Don't let stores edit pricing logic
manually. Always audit pricing ®
updates before deployment.

Build in product logic and
pricing rules to reduce
human error and support
guided upselling

Use validation and
compliance checks to
catch misconfigurations
before quotes are sent



Step 3

Connect Digital, Showroom,

and Fulfiliment Journeys

Today’s kitchen and bathroom shoppers expect to move fluidly between online
research, in-store design consultations, and fulfillment. But disconnected systems
often lead to duplicated data, missing context, and communication gaps between

teams - and between you and the customer.

To grow without friction, retailers need unified, end-to-end workflows that tie digital
touchpoints, design work, sales activity, and fulfillment together.

What to Do

Enable real-time collaboration
between consumers and designers,
then connect those projects to
quoting, CRM, and installation
workflows. Ensure designs, product
selections, and project status are
visible and actionable across
departments.

Warnings & Prep

Disjointed systems can’t be
connected retroactively without

friction. Identify where data currently
gets lost — and where delays typically

occaur.

{3 Best Practices

Allow consumers and
g designers to collaborate
—— onselections, quotes, and
revisions in real time

v— Give store teams real-

Y= time visibility into order

X O - g
status and availability

@ Offer virtual consultations
2 2 when needed, especially
for repeat or follow-up

visits
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Step 4

Operationalize Brand
Consistency Across All Teams

Your brand is more than a look - it’s a promise of quality, service, and experience.
But as your business scales, that promise becomes harder to deliver consistently.
Different teams develop their own workflows. Outputs vary by location. And
customers start to notice the gaps.

The solution? Build brand consistency into your systems, templates, and day-to-
day operations - so every experience reinforces trust, no matter where or how a
customer interacts with your business.

What to Do ¢y Best Practices
Codify your brand experience in

process templates, VISl:Ia| guidelines, o Create a digital playbook
and customer touchpoint standards. 80 o s amiras Mo, earilos

. tone, and presentation
Warnings & Prep

Avoid micromanagement. Empower
local leaders with flexible templates

. _ approved product
while h(l)ldl-ng them accountable to T e e
core principles.

assets, and quote
presentation

Define rules around

to catch inconsistencies
and reinforce training

@ Implement feedback loops



Step 5

Use Training and
Templates to Scale Talent

In a growing retail business, talent is often the constraint. High turnover, varied skill
levels, and long onboarding cycles can drag down design quality and sales
performance. Relying on “hero employees” to hold it all together doesn’t scale.

The key to building a strong, adaptable workforce is giving every team member the
tools, templates, and structure they need to perform at their best - without relying
on years of experience.

What to Do v Best Practices
Guided design flows, embedded

learning tools, and intelligent
automation to help team members
ramp up quickly. Use consistent
templates and workflows.

)

WO

Use in-app prompts,
embedded help, & guided
flows to cut training time

DO
) (A ID

Warnings & Prep Standardize key

$='| workflows using pre-
Keep onboarding and support % configured templates and
content embedded directly into your = intelligent product
design and quoting workflow. placement

Equip teams with reusable
best-practice layouts, pre-
approved bundles, and
visual guides
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Step 6

Turn Data Into
Continuous Improvement

In a business with so many moving parts - people, products, schedules, customers
- datais your most underused advantage. It's not just about dashboards.

It’s about decisions. Where are deals getting stuck? Which stores outperform and
why? Where are your teams wasting time or losing margin? When you embed
metrics into everyday ops, your teams stop guessing — and start improving. Smart
retailers use data not just to report, but to evolve.

What to Do <y Best Practices
Track performance across the full

customer Journ.ey. Use analytl.cs to 0 Connect design and quote
understand which features drive 5 detae selem GUGETES 1

engagement, which workflows create identify high-converting
friction, and who need support. product combinations

Warnings & Prep

Focus on leading indicators tied to _ Useproject lifecycle

growth - conversion rates, time-to- C—B ._|| dashboards to track

quote, rework volume, or NPS. It~ status, bottlenecks, and
process gaps

Review team-level metrics
regularly to spot training
opportunities and surface
repeatable best practices

[E:
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Troubleshooting:
What’s Going Wrong?

Q

Problem Fix
Designers Automate BOM and pricing
quoting manually from design outputs
Stores using Centralize catalog
old product info management with version control
Fulfillment delays Integrate POS,
from mixed systems inventory, and scheduling
Brand experience Enforce brand playbooks
differs by location and mystery shop audits
Long training Use templates, checklists,
cycles for new hires and peer mentoring
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Conclusion

Scaling your kitchen and bathroom retail
business doesn’t mean choosing between
customer experience, brand identity, and
operational speed - it means learning how
to support all three together. By following
this framework, you’ll deliver the same high
standards no matter where or how your
customers engage, and you’ll empower
your team to operate smarter, faster, and
more confidently.

The result? Higher conversions, better
margins, and a brand that scales as
beautifully as your designs.

>

Now See It in Action

You've seen how balancing experience, efficiency, and
brand consistency can transform performance across
every showroom, sales floor, and digital channel.

Now it’s time to see how it works in practice.

Request a demo to see how we help you deliver
better experiences, faster operations,
and consistent brand execution - at scale.

\ls

#* RequestaDemo
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https://spaces.cyncly.com/spaces-flex-demo.html?utm_campaign=icdj&utm_content=playbook&utm_term=retail-experience-brand-playbook-lp
https://spaces.cyncly.com/spaces-flex-demo.html?utm_campaign=icdj&utm_content=playbook&utm_term=retail-experience-brand-playbook-lp
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