Customer Success

A Focus on Customer Value

Consumer Products

Acorn Systems’ consumer products clients span the globe, with revenues ranging from $70 million to over $20 billion. Using
insight provided by Acorn, clients typically realize a gain of 5-15% of revenue in net profit improvement and a 3-5% reduction in

Costs.

Most companies do not have the level of costing and profitability insight required to make business decisions based on fact. Acorn
clients do. Customers, products, channels, etc. may look profitable on a gross margin basis but are unprofitable when adding the
true cost-to-serve. Traditional approaches of allocating costs based on averages and fixed amounts do not capture the complexity

and variability of real-world business operations.

In the following Acorn client examples, companies would not have been able to make profitable decisions and drive improved

performance without the granular insight from Acorn.

Tough Love with Ice Cream

US Consumer Products Company )
The new cost system gave us an immense

Cust Profitabilit
ustomer Frotitabiiity insight into the huge costs associated with our

Profit Improvement: $150,000 annually operational complexity,

- Jim Green
The Acorn model showed this manufacturer, for the CEO, Kemps

first time, the true manufacturing costs of their
products. This revealed unprofitable customer/product
intersections. An executive met with one customer and
offered them 3 choices: (1) accept a price increase and
minimum order size; (2) eliminate its private label ice
cream and sell standard branded ice cream; (3) find

another ice cream supplier. The customer agreed to

several changes, which translated to $150,000 per year

in margin improvement.
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Local Business Practices Impact Product Profitability

Multinational Consumer Products Company
Product Profitability

Profit Improvement: Over $1M annually (estimated)

Analysis of net SKU profitability by trade channels for
each region and sales center provided tremendous benefit
and some surprises. For example, the same SKU for the
same channel can be profitable in one region or sales
center but unprofitable in another due to local ways of
doing business. The company can now capture these
differences within regions and sales centers and take

action to improve profitability.

The scale and complexity of our business
means that we need to have a clear under-
standing of our true profitability to inform
strategic decisions related to pricing, SKU
management, and overall business perform-
ance. Acorn enables us to identify the oppor-
tunities and required actions within our busi-

ness units to maximize our financial results.

-John Casella
CIO, Central Garden & Pet

About Acorn Systems

Customer Value in Consumer Products

The clarity and depth of the insight Acorn

provides is essential for good decision making.

-Damla Birol
CEO, Turk Tuborg

The Peanut Caper

Mid Size Consumer Products Company
Internal Controls

Profit Improvement: Over $300,000 annually

A product trend analysis comparing gross profit to net profit
revealed that some sales personnel were pushing excess
amounts of product into DSD stores to meet end of quarter
bonus requirements. This resulted in product being returned
due to expiration dates. Sales personnel were not accountable
for product returns and received their bonus without being
penalized. A detailed analysis identified several hundred thou-
sand dollars in loss. Compensation plans were immediately

changed to compensate sales on revenue minus returns.

Sample Customers

SUUNTO TURK TUBORG

Acorn solutions combine technology and proven methodology to reveal profit improvement opportunities across the enterprise -

customers, channels, segments, products, vendors, and processes. Acorn has delivered over $5 billion in profit improvements and

billions in new shareholder value for Global 2000 companies in Financial Services, Retail, Consumer Products, Manufacturing, Distri-

bution, Logistics and Services. To learn more about improving your company’s profitability call 1.800.982.2676, email

sales@acornsys.com or visit www.acornsys.com.

© Copyright Acorn Systems | All Rights Reserved



