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Case Study: Greating analytical
solutions that drive husiness results

Amajor CPG manufacturer was facing escalating margin expansion on their best selling brands

with a handful of its top-tier trading partners. These price increases were occurring on their
brands while competitive SKUs maintained their current margin levels. The manufacturer was

well aware that sales were softening but didn’t know how to address the issue.
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Dollar. Previous Everyday

Sal Retailer | Everyday | Previ Pri N Idar gi . .

e | | N | | i | T s the actual margin increased
BITS CHICKEN 4 0Z- 12345199931 1 §129  §$140  49%  $169 69% 20% on the manufacturer’s top
BITS LIVER 4 OZ- 12345198930 2 §149  §169  69%  §1.89 89% 20% selling SKUs, competitive SKUs
BITS SEAFOOD 4 0Z- 12345199932 3 $122 145 45%  §155 55% 10% left h d. The K
NIP SALMON 5 0Z- 12345106107 4 $115  $1.22 2% §1.48 48% 26% were lelt unchanged. € Keno-
CHEEDAR CHEESE 2,25 0Z- 12345106114 5 $112  §149 49%  §18 68% 19% sia Consulting team suggested the
CHICKEN 3 0Z- 12345106112 B $085  $1.00 0% §125  25% 25% ; ; ;
BALMON 2.250Z - 12345106113 7 $112  §145  15%  §1.28 28% 13% creation of an analysis Wh',Ch would
CHICKEN 5 0Z- 12245110700 8 $129  $139  39%  §147 47% 8% demonstrate to the retailer that,
CHICKEN NIPS 3 0Z- 54321044454 9 §1.49 §1.59 59% §$1.59 59% 0% while they increased margin on top
SALMON NIPS 3 0Z- 54321044455 10 $1.22 $1.40 40% $1.40 40% 0% : H
SHRIMP& SALMON 3 0Z- 54321044400 11 $115 | $122 22% | $1.22 22% 0% selling SKUs (short term gain), turn

rates were being affected negatively

This table shows the actual margin increases on the manufacturer’s top selling SKUs (| ong term los S)

(vendor code 12345). As you can see, competitive SKUs were left unchanged.
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The solution incorporated a monthly scorecard that monitored the ‘turn rate’ (rate at which the product is selling based
upon the level of ACV Weighted Distribution the SKU has). As you can see from the table below, turn rates were dropping
on the retailers top selling SKUs!

RETAILER: & 4WE OF /245X 4WE 05/248XX 4WWE 09r245XX
Dollars/Pt. Dollars/Pt. Dollars/Pt.
Dollars ACVY Distr. Dollars ACW Distr. Dollars ACY Distr.
BITS CHICKEN 4 0Z - 123451333301 1,155 757 100 ¥11,558 1,002 545 a0 311,138 755 465 = Fa724
EITS LIVEF 4 OZ - 12345139330 1,148,785 100 F11 488 gra a2 g2 F106831 245875 Fo 57089
EITS SEAFOOD 4 OZ - 12345139332 1,127 464 100 11,275 25845 ] §9 604 B52475 TS 5 365
MIP SALKON 5 OZF - 12345106107 1,114 787 100 11,148 Tr4 B52 aa F5.803 S2EAT4 5 57025
CHEEDAR CHEESE 2.25 02 - 12345106114 | 1,025 752 95 10,7395 12458 g2 §9 905 621,755 T4 5405
CHICKEN 302 - 122345106112 085,145 a5 F10.370 FrE 139 & §9.570 445874 T4 56,025
SALMOM 225 OF - 1234510613 75,142 g5 10,296 Td6 534 78 §9.573 554,125 E5 8,525
CHICKEN §0OZ - 1234510700 TI5 125 73 10,335 023 857 =] §5 061 345,120 A 6 637

The Kenosia Consulting team then charted these diminishing values and created compelling stories that supported margin
compression for the manufacturer’s brand.
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NIP SALMON 50Z-12345106107 CHICKEN 50Z-12345110700

The retailer hadn’t taken into account that these were extremely high loyalty brands. Changing the selling price on the top
selling brands forced the consumer to purchase the product elsewhere. So, for the long-term, the retailer was actually
eroding bottom line sales. By combining disparate data sources, the manufacturer did not have to rely upon syndicated
sales data alone. The net result was a margin compression on the manufacturer’s key brands and margin expansion on
slower-moving competitive SKUs.

To find out how we can help your organization expand its ability to leverage its data investment, contact Kenosia
Consulting Services at 203.730.8800 or email services@kenosia.com.
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