
What Kinds of Retail Data Should 

You Be Analyzing… and Why? 
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The Ecosystem 

Enhanced Retail Solutions 

Retailers 

• Advanced Retail Analytics 

• SKU Optimization 

• Sourcing Planning Tools 

• Supplier Collaboration 

• Forecasting 

• Door Level Optimization 

• Demographic Analysis 

• Multi Data Source Integration 

• Price Point Evaluation 

Manufacturers 

• Increase sales and 
profitability 

• Production Planning 

• Track Designs 

• Store Insight & Replenishment 

• Integrate ERP & POS 

• Demand Planning 

• Margin Forensics 

• Exception Based Reporting 

• Media Buys 

• Integrate eCommerce KPI’s 

 

Brands/Licensors 

• Analyze by Character, 
Licensee, Category, Property 
& Item 

• Regional Analysis 

• Integrate with Census Data 

• Track Art, Graphics 

• Retail 
Development/Exclusives 

• Find New Product Categories 

• Media Buys 



Using Data to 
Generate More 
Business at Retail 

Results and Analysis 

The Main Event Licensor Case Study 
Enhanced Retail Solutions 



Licensee Case Study: Developing and Building a Brand  
Copyright Enhanced Retail Solutions 

Overview 

 

 

 

An integrated media organization and recognized leader in global 

entertainment creates and delivers original content 52 weeks a year to a 

global audience across television programming, pay-per-view, digital 

media and publishing platforms.  

 

They wanted to track sales around a major event to see if the retailer and 

licensees had enough product for a long enough time around that event. 

 

 

“I might as well go home right now  

because it does not get any better than this!” – SVP Global Licensing 
 

 



• During events, the last 45 miles help improve sales by as much as $125 per store per 

week 

• However, even when the events are many weeks away, the stores in the Northeast 

perform strongly  

• This is why you see another bump at the 1000 mile mark LY, and 2000+ mark This 

Year 

• Plan next year’s event in 
a city that represents a 
large concentration of 
stores, in a state that has 
a strong response to 
Holiday and promotional 
periods 

Distance from The Main Event - 

Impact on Store $/Store/Week 
 Avg Wkly $ Per Store (TY) Avg Wkly $ Per Store (LY)

Road to The Main Event- The Last Mile Matters 
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• Inventory builds determine the potential of the The Main Event sales lift 

• Earlier increases in inventory for Licensee ABC sustained lifts in sales dollars as well 

• Sales dollar volume for the 5 weeks during the promotional period were equal in 
2015 and 2014. 

• However, in the post period of 6 weeks there were additional units shipped to 
support selling while 2015 was allowed to sell down on standing inventory only 

Licensee ABC- The Main Event Sales by Week vs. Non-Holiday 
2014 

Licensee ABC- The Main Event Sales by Week vs. Non-
Holiday 2015 

WK30 (OH$)- 2014 WK30 (Sales)- 2014 Non-Holiday Avg.- 2014 Non-Holiday Avg.- 2015 WK31 (Sales)- 2015 WK31 (OH$)- 2015 

When The Main Event Weighs In 
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• Compared the demographics of top doors using a standard deviation grade. 

• Stores in areas with rural and concentrated populations performed weakest for 
this event. 

• However, mixed ethnicity centers (typically urban) fared much better. 

• While Caucasian Dominate stores make up most of this retailers list, there is a 
target rich environment of select stores representing 167 million potential 
customers for next season’s Event. 

Demographics of Event Shoppers 
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• A deeper dive into how this price change affected the customer profile, and how 
their behavior changed during the two days of the event: 

A. Customers spent more of their total dollars on client product in 2015 than 2014, 
choosing to pay the higher price rather than forgo having the item. 

B. In 2015 customer spent, on average, $14.35 on Thursday and only $10.47 Friday. Despite 
product being 2 or 3 times higher than the average item in their basket item was still a 
must have. 

C. The total dollars spent fell from $224 to $140 on these two days, but even with almost 
half the budget on the second day customer dedicated 21% of their total dollars to 
ensuring they had the product. 

Consumer Market Basket Analysis 
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o For the 2015 Seasonal Event a key 
product saw a shift in pricing 
strategy, increasing from $25 to 
$29, and also increasing the 
margin to the retailer 

 

o Despite the fact that units sold 
dropped 18% in the same time 
period, sales dollars sold dropped 
only 2.3% and gross margin 
dollars increased by 9%. 

 



Holiday 2014 2013, Stores with Largest Growth 

• There are ~350 stores 
where sell through 
performance increases 
300% or more. 

• The median store sees a 
200% increase in weekly 
sell throughs (from 3.7% to 
14.9%) during the 7 
primetime weeks of the 
holiday. 

• States with the most stores, 
and the most potential 
include TX,FL,CA,IL,GA,NY, 
and NV. 

 

Holiday at Retailer ABC 
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Holiday 2014 and 2013, Year Over Year Improvement and Notes 

• Top Holiday stores 
improved substantially year 
over year. 

• Top 200 stores 
improved by 30% from 
‘13 to ‘14 

• All other store grades also 
improved or held steady 
with the exception of worst 
performers 

• Overall, this is positive news. 
Attention was paid top 
stores which fed through 
into improved efficiency 
even though overall 
inventory and store counts 
were less for 2015 than 2014 

 

Store Sell Through Performance by Grade 

TY Avg. Wkly $ ST% LY Avg. Wkly $ ST%
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Big Brand Holiday at Retailer ABC 
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Licensor Case Study: Other Action Items 
Copyright Enhanced Retail Solutions 

 

 

• Reports by Licensee, Retailer, Category, Style, Character 

• Trend Reports 

• Confirm/Deny Assumptions 

• Estimate Sales Potential & Create Roll Outs 

• Feedback loop to licensees 

• Enhance product development 

• Adjust mix of products 

• Adjust assortments 

• Better allocation 

• Parlay license to other product categories 

• Use data to develop stronger exclusives for retailers. 

 



Building A Brand 
Results and Analysis 

The Main Event Licensee Case Study 
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Licensee Case Study: Developing and Building a Brand  
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Overview 

 

 

 

A global childrenswear manufacturer markets both national and private 

brand products in department and mid-tier stores. The manufacturer 

identified an opportunity which resulted in the launch of a $30 million 

hybrid brand at a major retailer.  

 

In the end, the launch surpassed the goals and expectations of both 

retailer and manufacturer due to the use of innovative and non-traditional 

methods.  

 



Licensee Case Study: Selling the Concept to the Retailer  
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A A 

B B 

C 

C 
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Licensee Case Study: Monitoring Performance Weekly   
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A B C E D 



Licensee Case Study: Item Performance Quartile Report  
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Chart 
and 
visual 

A 



Licensee Case Study: Contribution to Sales by Store Rank  
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A 

C 

B 

D 



Licensee Case Study: Store Group Demographics Report   
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B A A 



Licensee Case Study: Product Size Analysis  
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Tops Bottoms 



Licensee Case Study: Annual Performance Review    
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Performances by Season Recap  

 

 



Licensee Case Study: Annual Performance Review    
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Performances by Season Recap  

 

 



Licensee Case Study: Annual Performance Review    
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Rack Productivity Report  

 

 

 



Licensee Case Study: Conclusion  
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For over 2 years consistent, disciplined analysis of the business in great detail has an 
extremely high payoff.  

 
To date, this brand: 
• has become a “trusted advisor” to the retailer.  
• recommends based on analytical research; eliminating risky guessing.  
• analyzes each store and each sku, locating and maximizing opportunities that would 

have otherwise gone unnoticed.  
 

 
This client’s brand grosses over $30 million dollars a year with a gross profit for of 43.5%, 
well above the industry average. 55% of its inventory sells within the first 6 weeks of going 
on the sales floor. It is one of the most successful brands this retailer has ever had.  

 



Licensee Case Study: Other Action Items 
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 √ Improve Retail Sales, Profit & Inventory Tracking 
– Find more actionable information that will make a huge difference when executed 
– Gain visibility at store level to reveal execution issues, spot early trends Improve Sales, Profit & Inventory 
Tracking 
– Create interactive dashboards and visuals 

–  Increase optimization across items, SKU’s and locations 
– Integrate other data sources: weather, demographics, wholesale inventory, forecasts, ladder plans 
 
√ Improve Future Assortments 
– Drill down to lowest level to measure stock to sales 
– Make size scale, color, style adjustments 

 
 √ Become the Trusted Advisor 
– Help the buyer & planner do their job (as they have to deal with multitude of suppliers and programs) 
– Have access to deeper information than they do – tell them something they do not know 
– Catch trends quicker 
 

 √ Improve Demand Planning Accuracy 
– Forecasting tools allow you to estimate future sales 
– Inventory control software helps determine more accurate inventory requirements, production 
planning 
– Compare Retailer’s forecast to supplier forecast 
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Discipline of the Planner 
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Questions? 
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Contact information 

David Matsil 

President, Business Development 

dmatsil@ers-c.com  

212.938.1991 x103 

 

www.enhancedretailsolutions.com 

214 W. 39th Street 

New York, NY 

212.938.1991 
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2016 

http://www.enhancedretailsolutions.com/
https://www.youtube.com/user/EnhancedRetail
https://www.facebook.com/EnhancedRetail
https://www.linkedin.com/company/enhanced-retail-solutions
https://plus.google.com/+Enhancedretailsolutions
https://twitter.com/enhancedretail


HOLD NEXT SLIDES FOR Q&A 



Data Sources 

 
• Retail Link: Item Share 
• MerchIQ/Business 

Partner Data 
• Green Lion 
• Workbench 



Data Flow 
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Ad-Hoc Reporting 
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Data 

Grids 

Charts & 

Graphs 

Pivot 

Tables 

Google 

Visualizations 

Comparison 

Deltas 
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Ad-Hoc Reporting 
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Category 1 

Category 2 

Category 3 



Data Integration- Direct eCommerce 
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Best Practice Reporting- Demographic Profiling 
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Best Practice Reporting- Opportunities & Liabilities 
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