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Competing with cross-border platforms

Low-cost global platforms like Shein and Temu are winning Saudi consumers with
aggressive pricing and fast logistics, while local retailers face higher operational
costs. Your challenge is to design solutions that help local players compete more
effectively, whether through better conversion tools, trust signals, pricing insights,
or smarter customer engagement.

* A “Local Advantage Calculator” that simulates the true cost gap (landed cost,
VAT/duties, returns, fraud, delivery time) and recommends counter-measures for local
players (marketing strategies, trust UX, payment alignment, delivery/returns promises,
loyalty bundles).

* A checkout trust layer (widget/flow) that lifts conversion vs. cross-border carts.

Inputs: public tariff tables (mock), shipping SLAs, return rates, fraud rates; sample
product baskets.

Metrics: uplift in conversion vs. baseline, predicted CAC/ROAS improvement, %
reduction in refund/chargeback, delivery promise accuracy.

Deliverables: working prototype (calc + UX demo), 1-page playbook for
retailers/policymakers.
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Boosting store performance with smart
tools

Retail staff often struggle with fragmented digital tools and complex tasks. This
challenge asks you to create simple, guided workflows that help store teams
improve clienteling, manage online orders, and raise key performance metrics. The

goal: make frontline work easier, faster, and more data-driven.

* Build a Storeforce Companion App that:
1. suggests next-best actions (clienteling, recovery of abandons, BOPIS promise checks),
2. syncs with e-com and inventory, and
3. tracks skills/learning nudges per associate.
Inputs: mock POS, CRM, e-com orders, task lists; skills matrix.
Metrics: items per transaction, UPT, attachment rate, BOPIS SLA, % trained on key skills, NPS.

Deliverables: mobile demo + skills dashboard + “7-day pilot plan” a retailer can run in one

store.
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One view of retail: Bringing all retail data
together

Retailers often make slow decisions because their data lives in separate systems.
Your task is to build a solution that brings demand, inventory, and media insights
into one place, helping teams reduce stockouts, optimize promotions, and improve
forecasting. The aim is faster, smarter decision-making across channels.

* Build a solution that links visibility (ads, promotions) with availability (inventory) to
reduce stockouts and wasted media spend.

Inputs: synthetic SKU sales by store/channel, inventory snapshots, promo/media logs.

Metrics: forecast error (SMAPE), stockout %, markdown %, contribution margin, ad-
spend ROAS tied to in-stock.

Deliverables: data model (+ notebook), live dashboard, and a “decision playbook” (what

to change Monday morning).
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Smarter last-mile delivery & returns

E-commerce profitability is hurt by failed deliveries, long routes, and high return
rates. This challenge invites you to design tools that recommend better delivery
options, optimize routes, and manage returns more efficiently. The outcome should
improve customer experience while reducing costs for retailers.

* Build an optimizer that recommends pickup points vs. home delivery, locker coverage,
promise windows, and returns triage (resell/local refurb vs. return-to-vendor).

Inputs: order density map, courier rates, return reasons, warehouse/store nodes.
Metrics: cost/order, on-time %, return rate, refund cycle time, carbon proxy.

Deliverables: optimization tool + policy suggestions for retailer terms & UX wording.
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Fixing the economics of QSR & fast
casual

Context N

Saudi Arabia’s QSR market is crowded and highly competitive, with operators facing rising costs,
discount pressure, and inconsistent footfall. Your mission is to build solutions that improve unit
economics—such as smarter staffing, dynamic pricing, delivery optimization, or “digital twin”
models that simulate store performance.

The Challenge NS

How might we help QSR and fast casual operators achieve sustainable unit economics through
smarter capacity, pricing, and demand orchestration?
Teams can design:

* Dynamic utilization tools (predictive staffing, off-peak menu pricing,
micro-promotions tied to traffic).

* Aggregator margin optimizer — route delivery orders to lower-cost
channels or in-house apps.

* “Smart kitchen” dashboards integrating prep-to-demand to reduce
waste and optimize scheduling.

* Store digital twin models simulating what-if scenarios (pricing, labor,
delivery mix) to hit margin targets.

Additional context: Riyadh alone has >4,000 licensed QSR outlets and >100 new entrants
yearly—most under 10% EBITDA. Solving this could redefine how Saudi

F&B brands scale sustainably and export regionally.

Metrics: Cost/order, staff utilization %, delivery aggregator dependency %,
waste %, and daily revenue consistency index.

Deliverables: Prototype + operational model + impact simulation (store-level economics
before/after).
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