
Customer Success

Manufacturing
A Focus on Customer Value

Acorn Systems’ manufacturing clients span the globe, with revenues ranging from $100 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 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. 

Major Manufacturer

Company Turnaround

Profit Improvement: From loss to industry leader

Creating an 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.

 – Bahadir Ozer
Executive Vice President of Sales, Assan Aluminyum

      The profitability analysis at customer, 

product, usage area, and geography 

dimensions showed us how to fill our 

manufacturing capacity with more profit-

able business.  It also helped us focus our 

sales efforts and come up with more 

effective sales strategies. 



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 imme-

diately. 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.
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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, 

Distribution, 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 Manufacturing

One manufacturer used Acorn profitability results to 

quantify significant losses on almost all orders less than 

$500, representing nearly a third of all order volume. �ey 

implemented a $50 small order surcharge that resulted in 

off-setting most of these losses and indirectly reduced the 

incidence of these orders by encouraging higher-volume 

customers to consolidate orders. 

The Case of Small Orders 

US Manufacturer

Operational Improvements

Profit Improvement: $10M annually

Optimizing Warehousing

Chemical Manufacturer

Operational Improvements

Profit Improvement: $15M annually

�e company consolidated inventories in their primary 

warehouse and used branch transfers extensively (shipping 

product from warehouse A to warehouse B to fulfill an 

order). After using the Acorn solution to quantify the costs 

of supporting this business, they saw that they were losing 

money on almost all of these orders. �ey leveraged Acorn 

insight to dramatically reduce the frequency of branch 

transfers by redistributing inventory to satellite warehouses 

and direct customer shipments (eliminating the costs 

associated with double handling at the customer's home 

warehouse).

Sample Customers

 – Tim Jahnke
CEO, Elkay Manufacturing

       How would you operate your business 

without this?


