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A Brand Built on Research

The consumer voice is at the center of all we do

‘ Founded in 1889

Hamilton Carhartt, Detroit Ml

IT My associates in the business are my
closest friends... If it weren't for the fun

@ Dearborn, Ml HQ there is in working with them and lbeing
Family owned (4th generation) with them, | wouldn’t — | couldn’t — stay
in business. Without sentiment, the work
Direct + Wholesale + B2B would be too hard.
> Apparel, Footwear & Accessories

~HAMIEFON-CARHARTT, FOUNDER

Copyright 2023, Carhartt, Inc. All rights reserved. This document is proprietary and confidential and may
not be disclosed in any manner, in whole or in part, to any third party without the consent of Carhartt, Inc.
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Start as early in the development process as possible

Ensure you have a benchmark

Make sure you are gauging the correct metrics

Bring in Qualitative throughout the Concept Test
iteration process

Ensure you know who you are talking to

Fuel Cycle
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carhartt™.  Set a Benchmark

A VA

Original Knit Cuffed Beanie LINED BEANIE LED BEANIE

Copyright 2023, Carhartt, Inc. All rights reserved. This document is proprietary and confidential and may
not be disclosed in any manner, in whole or in part, to any third party without the consent of Carhartt, Inc.




carbartt©  Gauge the correct metrics

Common Concept Metrics

Find it appealing
Need it

Want it

Fits with brand
Unique

Solves a new problem

Solves a problem in a better way

Copyright 2023, Carhartt, Inc. All rights reserved. This document is proprietary and confidential and may

not be disclosed in any manner, in whole or in part, to any third party without the consent of Carhartt, Inc.

Cooler Name Concept Metrics

Is appealing
Fits with brand
Is Unique

Conveys a sense of premium-ness




carnartt©  Add Qualitative Throughout

“I have curly hair that gets messed up by
regular hats, this hat might keep my hair
date-ready.”

“The lining improves it significantly
because it increases the likelihood it is
windproof.”

LINED BEANIE

Copyright 2023, Carhartt, Inc. All rights reserved. This document is proprietary and confidential and may
not be disclosed in any manner, in whole or in part, to any third party without the consent of Carhartt, Inc.




carhartt® Know who you are talking to

-Consumer segmentation

-Profiling Points
-Engagement History

-Incentivization

Copyright 2023, Carhartt, Inc. All rights reserved. This document is proprietary and confidential and may

Not all concepts
are meant for
everyone, make
sure you are
hearing from the
target consumer
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Thank you!

www.fuelcycle.com

Don't forget to stop by our
booth #610!



http://www.fuelcycle.com/
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