Adcock Solutions Make Food To Go (FTG) lrresistible by
Optimising Shopper Satisfaction, Loyalty & Value.

FTG isn't just any category, it defines

FAC ? 5 the entire personality and brand

positioning for many retail organisations.

FTG market worth £21.2bn
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PRIMARY GOAL: optimise awareness, engagement and

sales from within this critical retail category.

To understand
what shoppers
really want, means
going beyond just
talking to them.
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