




Global Sourcing Isn’t Always Cheaper

Fortune 1,000 Retailer

Supply Chain

Profit Improvement: $5M annually

Slip Sheets Create Losses

National US Retailer

Vendor Profitability

Profit Improvement: $500,000 annually

One client saw that Kimberly Clark products were costing 

much more for receiving than others in the category. Deeper 

investigation revealed that all the products were being 

shipped on slip sheets rather than pallets, causing 

re-palletizing at the warehouse receiving door. Once 

Kimberly Clark realized its cost impact through collabora-

tion with the retailer, they began shipping on pallets, elimi-

nating the excess labor.

Creating an Industry Leader

Major Manufacturer

Company Turnaround

Profit Improvement: From loss to industry leader

Margins were slim to negative. �e company implemented a 

new performance measurement system that enabled accurate 

cost insight into all business processes, including net 

customer, product, and plant profitability. In less than seven 

years, the company became highly profitable and is now one 

of the largest in its industry. Every production facility is 

profitable, and profit margins continue to grow. �ey now 

walk away from unprofitable deals, based on Acorn insight. 

In addition, they provide suppliers and customers adequate 

profitability margins, strengthening their entire value chain.

Fortune 500 Financial Services Company

Customer Profitability

Profit Improvement: Over $600M annually

                        A Focus on Customer Value

Tough Love with Ice Cream

US Consumer Products Company

Customer Profitability

Profit Improvement: $150,000 annually

�e Acorn model showed this manufacturer, for the first 

time, the true manufacturing costs of their products. �is 

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) elimi-

nate its private label ice cream and sell standard branded ice 

cream (3) find another ice cream supplier. �e customer 

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

year in margin improvement.

 – Pete Algero
CFO, Conco Food Service

 In this tight economy, we have seen revenue 

drop 9%, while our profit margin increased 

150%. I attribute 90% of that increase to Acorn.

 – Tim Jahnke
CEO, Elkay Manufacturing

   How would you operate your business without 

this?



Large Customers Can Be Unprofitable 

Mid Size Manufacturer

Customer Profitability

Profit Improvement: $3M annually

A manufacturer/distributor learned from Acorn data that 

one of their largest customers was unprofitable due to 

incredibly high process costs. �ey renegotiated with the 

customer and improved profits by $3 million a year immedi-

ately. Other costing systems would have spread the process 

cost among all customers and gross margin analysis would 

have shown this customer as highly profitable, making it 

impossible to identify and fix the problem.

“Greeters” Improved Product Profitability

Major North American Bank

Process Improvements

Profit Improvement: Over $2M annually

Prompted by an Acorn analysis revealing unprofitable prod-

ucts, the bank studied its highest-cost activities for deposit 

products—taking deposits, processing withdrawals, and 

handling bill payments. �ey noted a difference in the rate of 

human-handled transactions compared with electronic trans-

actions in many branches. �ey learned that the use of one 

human-handled transaction often led to another: customers 

who had already waited in line to make a bill payment were 

likely to make a deposit or withdrawal at the same time. Some 

of the most efficient branches used “greeters” to direct custom-

ers to banking machines or Internet terminals for these activi-

ties. �is insight was incorporated in branch redesigns, and 

this “best practice” disseminated across the network. Profit 

improvement impact from this and other initiatives enabled 

by Acorn insight totaled over  $2 million annually.

                        A Focus on Customer Value

 – John Casella
CIO, Central Garden & Pet

   The scale and complexity of our business 

means that we need to have a clear understand-

ing of our true profitability to inform strategic 

decisions related to pricing, SKU management, 

and overall business performance. Acorn enables 

us to identify the opportunities and required 

actions within our business units to maximize our 

financial results.



The Small Order Mishap

Over $10B Distributor

Customer Profitability

Profit Improvement: Over $4M annually

Once the true net profitability for each customer was 

provided, the company learned that the bottom 5% of 

customers lost an average of $10K each. �e company 

responded by either increasing revenue or reducing small 

and/or special orders with these customers to bring them to 

profitability. In the first year they attributed $4M in 

increased profits to these negotiations.

 

Cost Transparency Increased Productivity

Global 2000 Bank 

Shared Services

Profit Improvement Impact: Significant productivity gains

Costs for shared services were not transparent, causing inter-

nal clients to continually question why they were being 

charged. �ere was so much noise around this issue that long 

monthly meetings were held, just to explain cost allocations. 

�anks to their Acorn solution, monthly meetings to explain 

costs are no longer needed because the new transparency 

eliminated the questions. �is visibility and noise reduction 

has significantly impacted productivity.

Major North American Bank

Process Improvements

Profit Improvement: Over $2M annually

                        A Focus on Customer Value

 – Andy Tuck
VP Finance,  Community America Credit Union

  Within 24 hours of presenting our findings to the 

senior manage-ment team, we decided not to roll 

out a debit card rewards program to about 

13,000 customers.  At the same time, we 

created a new pricing program for our indirect 

auto program and improved the margin. We're in 

the process of redesigning our checking prod-

ucts, and that will have the potential to strip out 

as much as $600,000 of additional costs. I've 

already paid for my time-driven activity-based 

costing system and my D-Day to roll out to man-

agement was two months ago.

 – Executive
Charles Schwab

  The business case for the project had a 20% 

internal rate of return based on over $2M in 

annual benefits. Today the company continues 

to achieve benefits well in excess of the original 

project expectations.



Cost Transparency Increased Productivity

Interested?

Here’s more good news:

�e Acorn solution is fast and efficient. For example, 

the old profitability system of one Fortune 500 finan-

cial services firm required 25 people to maintain and 

30+ days to generate results.  With their new Acorn-

based solution, they were able to shrink their profitabil-

ity team to 12 people, most of whom spend their time 

now actually helping the business analyze data.  �ey 

have more information, in much less time, using half 

the resources.  Account-level net profitability for nine 

million accounts is available two business days after 

accounting close.

Acorn solutions combine technology and proven meth-

odology 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, Distribution, Logistics and Services. 

Contact  Acorn Systems

Visit:    www.acornsys.com

Email:    sales@acornsys.com

Call:      800.982.2676   
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For Further Information:
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