
FMCG AND RETAIL

WHY YOUR PEOPLE, NOT YOUR CORE ENTERPRISE 
PLATFORMS, DECIDE WHAT FMCG AND RETAIL’S 

2026 TRANSFORMATION IS WORTH.



YOUR WORLD
Core platform and supply-chain transformation adoption 
FMCG and retail groups have committed capex to core enterprise 
platforms, planning systems and supply-chain tooling. The board 
approved the investment. The transformation business case is locked 
in. The platforms work. Whether your planners, buyers and supply-chain 
teams use them well is a different question. Most do not.  
 
The systems are deployed. The adoption velocity lags the rollout 
schedule. The transformation ROI sits below the line. The board  
now wants to know why. The gap is recoverable. 

Trade-marketing and category-management consistency 
Head office sets the category strategy, the trade-marketing guidelines, the brand story.  
Markets execute it. Each market absorbs it differently. Markets have their own pace, their 
own local pressures, their own way of reading the customer. Brand consistency drifts. One 
product story lands differently in South Africa than it does in India than in Nigeria. The customer 
experience is inconsistent. The CFO sees it in variance. The marketing director sees it in brand 
indices. What connects them is not another playbook. It is one category story, lived locally.

Retail-media and commerce-AI capability 

It lives in adoption, not in deployment.

Every commercial role now must understand retail-media, performance media, commerce-AI, and direct-to-
consumer economics. The pace of change is rapid. Most commercial people were not trained for this.  
Category managers, brand managers, trade-marketing leads all need new decision-making fluency.  
 
Competence lags demand. The training programmes run late, stay abstract, do not change daily decisions. 
Commerce fluency is teachable. It just needs to live in daily decisions, not in training rooms.

FMCG and retail HQ run ten or more planning and supply-
chain platforms. Core enterprise platforms, planning 
systems, demand-sensing tools, AI-driven inventory tools. 
Every tool has seat licences paid. The tools themselves are 
fine. The bottleneck is the user. Planning quality depends 
on people knowing which tool to use when, and using it well.  
 
Most planners and buyers do not. Rework is high. Forecast 
accuracy is inconsistent. The platform ROI is recoverable. 
The users need to catch up.

Buying, planning and supply-chain tool overload 



Tool overload

WHERE SUPERWORKER 
PAYS FOR ITSELF 
You do not need another platform. We sit 
on top of what you already have. We pay for 
ourselves by making the budget you have 
already approved go further. There are three 
places that is true. 

Companion drives 
planner and buyer 
adoption across the 
consolidated tool 
stack. The Reporting 
& Intelligence layer 
ties capability to 
planning quality and 
forecast accuracy.

We refocus your L&D budget. Same envelope. Different vendor mix. Less classroom and content licence. More activation 
and measurement. The line item is the same. What you bill against it is different.

We replace the slowest part of your core platform and supply-chain activation. The vendor training. The classroom 
programmes that lag the rollout. The change comms that do not reach the planner’s desk. Replaced with a four-week 
working rhythm in the planning, buying and supply flow. This bills against the transformation budget, not against L&D.

We unlock the value of the platforms you have already paid for. FMCG and retail groups hold seat licences across core 
enterprise platforms, planning systems and retail-media platforms. Every percentage point of operator competence lift is 
real margin and forecast accuracy the CFO can model. The platforms are paid. We help your operators actually use them.

Core platform and supply-chain transformation

HOW THIS WORKS FOR EACH ONE

Retail-media and commerce-AI 

One Builder for HQ-to-market category baseline. Companion 
delivers market-specific coaching with central standards.  
Every market lives the category story locally.

Companion drives core platform and supply-chain adoption in the flow 
of planning, buying and supply work. The Reporting & Intelligence layer 
ties operator competence to the transformation business case.

Builder defines commerce 
fluency per commercial role. 
Companion coaches in flow 

against commerce KPIs 
 

. The Reporting & 
Intelligence layer tracks 

competence against 
commercial outcomes.

Trade-marketing and category management



LET’S TALK
If any of these four match your business, your CEO 
or CFO is already asking. There is a gap between  
the platforms you have and the people using them.  
That gap is real cost and real margin. 

We work with Advisory Partners across South Africa, 
Australia, the Middle East and the United Kingdom. 
We will match you to the right partner for your region 
and your business.

We will show you what your CHRO would walk into the 
next business review with.

info@superworker.co
www.superworker.co

Book a meeting

LET’S TALK

The framework is correct The pacing is the issueThe architecture is correct

Generative AI safely delivered

TALEXUS



CONFIDENTIALITY NOTICE
All rights, including copyright, in the content of this proposal are owned or controlled by SUPERWORKER® PTY LTD. 
The contents of these pages are provided for the sole purpose of evaluating Sibanye Stillwater’s commercial offer 
and approach. No part of this proposal may be reproduced, distributed, or used for any other purpose without the 
explicit written consent of SUPERWORKER®. In accessing this document, you agree that you may only download 
the content for personal, non-commercial use in relation to its evaluation. Confidentiality information means all 
proprietary and confidential of the Parties and those of their customers, clients or suppliers whether commercial, 
financial, technical or otherwise (whether oral, in writing, machine readable or in any other form) and material 
(whether electronically recorded, in writing or otherwise), which by its very nature should obviously be treated 
as secret and confidential and which the Parties desire to protect against unrestricted disclosure or competitive 
use or which is designated as such, including without limitation: 

COPYRIGHT NOTICE ©2026 SUPERWORKER PTY LTD
Information relating directly or indirectly to each Party’s business, not limited to details of trade secrets, know-how, 
strategies, ideas, operations, compliance information, processes, methodologies and practises; and Information 
relating directly or indirectly to plans, intentions, know-how, market opportunities and business affairs or those  
of its suppliers, customers (including potential customers) and clients; and Works of authorship, products and 
materials written and prepared by the Parties in relation to this agreement, including but not limited to computer 
programmes, data, diagrams, charts, reports, specifications, sketches, inventions and working papers of similar 
materials of whatever nature or on whatever media relating thereto; and Information resulting directly or indirectly 
from the discussion or negotiations relating to this agreement and all copies, notes, records and all related 
information based on or arising from any disclosures from this agreement; and the terms of any agreement 
reached by the Parties or proposed by either Party (whether agreed or not) in connection


