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Smarter Design and Connected AI
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Why this playbook, and why now

Kitchen and bathroom projects are some 
of the most important purchases people 
make for their homes. They are emotional, 
disruptive, and complex.

Customers arrive with Pinterest boards, 
TikTok clips, and screenshots from 
competitor sites. They expect fast, 
personalized service, and they judge your 
retail customer engagement by how 
quickly you turn those ideas into clear 
design options and price ranges.

Large specialist businesses sit right in the 
middle of this pressure. You run big 
showrooms, busy design teams, and a 
growing set of digital touchpoints. 

Your brand promise is simple to say and 
hard to deliver at scale: curated products, 
expert guidance, and a smooth path from 
first idea to final installation, for both 
kitchens and bathrooms.

The reality on the ground often looks 
different:

• Online journeys do not line up with 
what happens in the store.

• Designers spend the first appointment 

collecting missing information instead 
of designing.

• Layouts, pricing, and product choices 
vary by person and location.

• Senior designers are overloaded while 
newer staff struggle to keep up.

• Leaders lack clear visibility into where 
projects stall or why some stores 
convert better than others.

At the same time, AI, better content 
infrastructure, and smarter design tools 
are now mature enough to help. Used well, 
they shorten the path from inspiration to 
design, keep proposals accurate and 
orderable, and give teams more time for 
the human side of the sale.

This playbook focuses on one idea:

Connect retail customer engagement 
with smarter design across online, 
in-store, and hybrid journeys for both 
kitchens and bathrooms.

The pages that follow give you a practical 
way to do that, without tying you to a 
specific product stack.
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The shift in kitchen and 
bathroom customer journeys
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If each touchpoint sits in its own silo, you pay twice. Customers feel like they 
must repeat themselves and lose confidence. Your teams waste time recreating 
information and designs. The goal is not to force every buyer into one standard flow. The 
goal is to support multiple journeys that all feel connected:

• Self-service kitchen and bathroom exploration at home.

• Guided design in store with sales and design specialists.

• Hybrid paths where customers jump between channels as their schedule allows.

To connect those journeys and strengthen retail customer engagement, 
you need to combine:

• Strong engagement that captures intent and keeps interest high.

• Smarter design that turns ideas into realistic, consistent, and orderable layouts as 
early as possible.

• AI as an assistant, not a replacement, that speeds up repetitive work and scales capacity.

The next section lays out six practical plays to make this real.

Kitchen and bathroom customers no longer move in a straight line. 
A typical remodel might look like this:

They expect the final design to match both the images they saw online and 
the real space they live in

They switch back to email, messaging, or video calls between visits

They walk into a store and expect the designer to know what they like

They play with online planners or inspiration galleries

A shopper starts with social content and mobile research1

2

3

4
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Play 1: 

Capture project intent once, then reuse 
it everywhere

Move from ad-hoc questions to 
structured project qualification, both 
online and in store.

Why it matters
If you begin every interaction by asking 
the same basic questions, you waste the 
most valuable time in the journey. 
Customers feel as if you are starting from 
zero, and designers have very little 
context to work with. Early consistency in 
how you qualify projects is the foundation 
of strong retail customer engagement.

How to do it
• Create a guided questionnaire that 

captures room type, goals, budget 
range, favorite styles, and must-have 
items for both kitchens and bathrooms.

• Offer it on your website, on tablets in 
the showroom, and as a link sent 
before appointments.

• Store responses in a profile that follows 
the customer across channels, with 
clear consent and privacy controls.

Strategic plays
Each play follows a simple pattern: what to change, why it matters, and how 
to move forward. They apply equally to kitchen and bathroom projects.

• Make sure designers and sales teams 
can see this information directly 
inside their planning tools, not only in 
a separate system.

Interactive, mobile-friendly 
questionnaires.

Profile and preference 
storage tied to CRM.

Simple ways to update 
answers as projects evolve.

Capabilities to look for
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When a customer finally sits with 
a designer, you already know what 
matters to them, and you can spend 
the first meeting designing rather than 
fact-finding.

Contact us to schedule a demo

https://spaces.cyncly.com/spaces-flex-demo.html?utm_campaign=icdj&utm_content=playbook&utm_term=engagement-smarter-design


Play 2: 

Turn kitchen and bath inspiration 
into realistic designs in minutes

Treat inspiration as structured input, 
not as a folder of images to copy 
manually later.

Why it matters
Customers show you pictures of kitchens 
and bathrooms they love. In many 
retailers, those images get pinned to a 
board or dropped into a shared drive, 
then a designer spends hours recreating 
them. Momentum drops, and sometimes 
so does the sale.

How to do it
• Use catalog-driven AI tools that can 

create a first pass layout from a 
customer image or set of images.

• Make sure the AI is linked to your actual 
ranges, pricing rules, and constraints, so 
the output is precise enough to order 
from, not just a dream concept.

• Present these first layouts as a starting 
point that the designer and customer 
refine together.

Image-to-design for both 
kitchen and bathroom 
spaces.

AI that reads your product 
catalogs and design rules, 
including regional 
variations.

Controls for designers to 
accept, adjust, or 
regenerate proposals.

Capabilities to look for

Handled in this way, AI shortens the 
inspiration-to-design path, retailers move 
customers to decisions faster, and 
designers start with layouts that are 
already seventy to eighty percent 
complete instead of an empty canvas.
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Play 3: 

Connect design to live price, availability, 
and feasibility

Avoid treating pricing and feasibility 
checks as a late step that happens only 
after the “pretty picture” is complete.

Why it matters
If a kitchen or bathroom design 
looks perfect but falls apart when the 
team checks price or availability, the 
buyer starts to doubt the process. You 
then need a second or third round of 
redesign just to get back to a realistic 
option.

How to do it
• Link your design environment to live 

pricing and promotion rules.

• Enforce product and configuration 
rules in the planner, so designers and 
sales staff cannot accidentally build 
something that conflicts with supplier or 
brand guidelines.

• Introduce indicative price ranges early, 
then tighten them as details firm up.

• For bathrooms, pay close attention to 
plumbing locations, clearances, and 
local codes, so feasibility is built in from 
the start.

Rules-based configuration 
for both kitchens and 
bathrooms.

Real-time price and 
availability integration.

Visual indicators that 
highlight out-of-stock or 
non-compliant choices 
during design, not 
afterward.

Capabilities to look for

When design and price move together, 
customers understand trade-offs and can 
make decisions with more confidence.

Contact us to schedule a demo
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Play 4: 

Make online, in-store, and professional design 
feel like one journey

Eliminate hard handoffs between 
self-service tools, showroomconsultations, 
and professional design teams.

Why it matters
Most large retailers now have some mix of 
online planners, store-based advisors, and 
centralized design experts. If each group 
works in its own system, you create friction 
for customers and extra work for staff.

How to do it
• Use a shared project model that can 

be opened in different interfaces, for 
example, a lighter online view for 
customers and a fuller view for 
professional designers.

• Keep the same data, choices, and 
notes in one place, rather than 
exporting and reimporting.

• Allow customers to start projects on 
their own, then invite a designer or 
store colleague into the same project 
when they are ready.

• Make sure both kitchen and 
bathroom projects can move through 
this flow, so multi-room renovations 
do not split across tools.

Cloud-based project 
storage with permissions.

Commenting, change 
history, and clear audit 
trails.

Simple ways to share 
projects by link, QR code, or 
appointment invitation.

Capabilities to look for

This approach keeps the human 
relationship at the center while letting 
digital tools handle continuity, which is 
exactly what modern retail customer 
engagement requires.

Contact us to schedule a demo
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Play 5: 

Scale design quality across stores, designers, 
and categories

Don’t treat every design as a unique work 
from scratch. Start from standard 
patterns and guided proposals.

Why it matters
Large retailers often have a small group 
of excellent designers who carry most of 
the complex work for both kitchens and 
bathrooms. Newer staff spend years 
learning how to match that standard. 
That model does not scale when you 
want to grow or open more locations.

How to do it
• Build libraries of approved templates 

for common kitchen and bathroom 
types, such as L-shaped kitchens, 
galley kitchens, compact urban 
bathrooms, and family bathrooms.

• Use AI to suggest variations that stay 
within brand and safety guidelines, such 
as alternative door styles, fixture sets, 
or storage options.

• Give designers a way to favorite and 
reuse successful layouts, so best 
practice spreads organically across 
the network.

• Review templates regularly to reflect 
new ranges, pricing, and trends.

Template and pattern 
libraries inside the 
design tool.

AI suggestions that 
respect your catalogs 
and design rules.

Role-based controls so 
brand owners can manage 
what is approved.

Capabilities to look for

The result is consistent quality across 
locations, with designers focused on the 
parts of each project that truly require their 
judgment and creativity.

Contact us to schedule a demo
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Play 6: 

Use engagement and design analytics to 
sharpen every touchpoint

What to change
Move from anecdote to evidence when 
deciding where to invest in retail 
customer engagement and design 
improvements.

Why it matters
Without clear data, it is hard to know 
whether your bottlenecks sit online, in the 
store, or inside the design process itself. 
This is especially true when kitchens and 
bathrooms share teams and showrooms 
but have different dynamics.

How to do it
• Track key milestones: questionnaire 

completion, project creation, first 
layout generated, quote produced, 
and order placed.

• Segment metrics by kitchen versus 
bathroom, channel, store, and designer.

• Monitor how AI-assisted steps perform 
compared to fully manual processes.

• Share insights in regular reviews and 
feed them into training, staffing, and 
merchandising decisions.

Dashboards that blend 
engagement, design, and 
sales data.

Filters by category, store, 
designer, and journey type.

Simple ways to export 
insights for planning and 
reporting.

Capabilities to look for

With this visibility, you can double down on 
what works, fix what does not, and tell a 
clearer story to leadership.

Contact us to schedule a demo .
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Frequently asked questions

Q:

A:

Will AI replace our designers and salespeople?

No. In this model, AI handles repetitive tasks such as generating first pass 
layouts or suggesting variations. Designers and salespeople remain 
responsible for taste, judgment, and relationships.

Q:

A:

How do we keep brand and pricing under control?

Use catalog-driven AI that only works with approved products, prices, and 
rules. Guardrails sit inside the system rather than in static documents that 
are easy to ignore.

Q:

A:

Can this work across multiple countries and banners?

Yes, if your content and catalogs are structured correctly. You can assign 
specific ranges, prices, and rules to each region or brand while still sharing 
core capabilities and best practices.

Q:

A:

What about data privacy?

Collect only the information you truly need, store consent records, and 
respect local regulations. Most of the value comes from project and 
preference data rather than sensitive personal details.
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Q:

A:

How hard is it to implement these changes in a large retail network?

It does not have to be a single big bang project. Most retailers start with one 
country, banner, or pilot showroom, focus on a few key journeys, then scale 
what works. The biggest work is usually aligning teams and cleaning 
catalogs, not the technology itself.

Q:

A:

Do our teams need completely new skills to work this way?

Not completely new, but they do need support. Designers and sales staff 
benefit from training on how to use guided questionnaires, interpret AI 
suggestions, and talk to customers about what the system is doing. The 
core design and selling skills stay the same, the tools simply change how 
fast they can work.

Q:

A:

What if our designers do not trust AI generated layouts?

That is normal at first. Trust grows when designers see that AI outputs are 
based on their own catalogs and rules, and when they can easily adjust or 
reject suggestions. Position AI as a junior assistant that prepares starting 
points, not as an authority that dictates the final design.

Q:

A:

Will customers accept designs that were created with AI support?

Customers care more about speed, clarity, and confidence than they do 
about which tools you use. If you explain that AI helps you explore options 
faster while designers stay in control, most buyers see it as a benefit, 
especially when they receive realistic designs earlier in the journey.
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Common pitfalls and 
how to avoid them

Treating AI as a side project

If AI tools sit outside real customer journeys, adoption will be low. 
Embed them in existing flows and train teams carefully.

Overpromising what AI can do

Position AI as a way to make teams faster and more consistent, 
not as a magic designer that can replace experts.

Ignoring catalog and content quality

AI is only as good as the data behind it. Invest in accurate, structured 
catalogs for both kitchens and bathrooms, with strong governance.

Rolling out in only one channel

If you focus solely on online or in store, you create new gaps. 
Think across the full journey and design with handoffs in mind.
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Practical next steps

You can begin with a simple assessment of your current kitchen and bathroom journeys.

Used thoughtfully, connected engagement and smarter design can help kitchen and 
bathroom specialists keep their promise of expert service, while running more efficient 
and scalable operations behind the scenes.

Contact us to schedule a demo and walk through how these plays can apply to your stores, 
your design teams, and your customers.

Map how customers 
move today, from first 

contact to order, 
across online and 

in-store touchpoints.

Note where they 
repeat information or 
wait a long time for a 
first design and price.

Measure how long it 
currently takes to move 

from inspiration to a 
realistic, priced layout.

1 2 3

Identify which teams or 
locations are at 

capacity and which 
have room to grow.

Choose one pilot journey 
where AI-supported 

design and better 
engagement could 

shorten time 
to decision.

Define how you will 
measure success, 

such as time to first 
proposal, conversion 

rate, or average 
order value.

4 5 6
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A few men sitting at a computer

AI-generated content may be incorrect.

See connected engagement 
and smarter design in action
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You have seen how kitchen and bathroom businesses can connect retail customer 
engagement with smarter design across every journey. The next step is to see how 
it works in a real environment.

Map your own journeys, bring your questions, and then explore a live example of AI 
supported, catalog driven design and connected online and in store workflows.

Contact us to schedule a demo and walk through how these plays can apply to 
your stores, your design teams, and your customers.

https://spaces.cyncly.com/spaces-flex-demo.html?utm_campaign=icdj&utm_content=playbook&utm_term=engagement-smarter-design
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Ready to see 
how it works?

Request a Demo

Request a Demo

Request a personalized demo 
of Spaces Flex today.

https://spaces.cyncly.com/spaces-flex-demo.html?utm_campaign=icdj&utm_content=playbook&utm_term=engagement-smarter-design
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