
Acorn Systems’ distribution clients span the globe, with revenues ranging from $100 million to over $60 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 profitability insight required to make business decisions based on fact. Acorn clients do. 

Customers, products, vendors, 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. 

Customer Success

Distribution
A Focus on Customer Value

 – Je� Siegel
VP and Controller, Univar

      With more than 250,000 customers, its 

essential that we have the capabilities to 

accurately record and track data that will 

enrich insight into our day-to-day opera-

tions. Acorn’s programs dramatically 

improved the fundamentals of how we 

analyze Univar USA’s internal information, 

including profits and costs. This has been 

invaluable, and we are confident that we will 

achieve the same benefits by expanding 

our use of Acorn to Univar Canada.

The Glove Mystery

Global 2000 Distributor

Product Profitability

Profit Improvement: $10M annually

�e company's previous costing and profitability system 

(with 28 models) forced them to look at product categories, 

not individual SKUs. For example, the gloves category was 

unprofitable. �ey had no ability to drill-down and deter-

mine if it was all products or just some. Acorn insight 

allowed them to look at every product SKU, to find the 

“losers” and determine root cause. �e glove category 

contained over 27 different products but only a few were 

unprofitable. �ey identified and fixed the losers, kept the 

product category, and increased profitability.
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About Acorn Systems

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.

                        Customer Value in Distribution

Over $10B Distributor

Customer Profitability

Profit Improvement: Over $4M annually

The Small Order Mishap

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.

Analysis revealed that the profitability of similar customers 

was radically different. Deeper analysis showed that the issue 

was the product assortment being sold to each customer.  

Since these were DSD customers, the product assortment 

was left to each route delivery person. �ey did not know 

the products’ margins and so were unable to impact profit.  

�e company armed drivers with product margin informa-

tion and customer profitability statements.

Similar Customers Doesn’t Mean Similar Profitability

Mid-Size Manufacturer/Distributor

Product Profitability

Profit Improvement:  15% increase in sales margins. 

Standardized product assortments created an additional

4% margin lift. 

�e company analyzed the net profitability of their vendors in 

the disposable cups segment and found that one vendor had the 

most difficult incentive program and highest cost-to-serve for 

their products. �e company was losing $15K each month. 

�ey worked with the vendor to improve the incentive program 

and negotiated more units per case to break even.

All Cups Are Not Equal

Over $5B Distributor

Vendor Profitability

Profit Improvement: $80,000 annually

Sample Customers

 – 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.


