
2020 - New Decade
New Strategies



2020 Q1 Executive Brief

• state of the market
• what’s next?
• return of efficiency
• new strategies
• analytics to support them



The Market in 2020

• fundamentals from the past
• election uncertainty & result
• opportunity to retire debt
• build for the future
• this decade is what we make it



Areas for New Focus

• operational efficiency
• customer relationship efficiency
• intelligent pricing
• heighten customer experience
• be analysis-driven



Surprising New Industry Metrics



Surprising New Industry Metrics



Profit-Rate Stratification



Attributes of Super-Performers

• really good at moving product
• restrict location count
• utilize transport options
• future sales model
• analytics – driven



Productivity – OpCash:Expense



Money-Losing Invoices vs Profit Rate
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Trading Customers

Our Customers Their Customers












Profit-Value Segmentation

• group customers by:
• cash-flow production
• relationship efficiency
• profit rate

• homogeneity within groups, so 
works for almost all accounts

• drives sales programs & activities 



Customer Segmentation



Profit-Value Segmentation



Sales Dashboard



Sales Dashboard



Money-Losing Invoices



G2E – GP per Expense (ROE)



G2E – GP per Expense (ROE)



Raising Customer Experience

• convenient, efficient order communication
• range of delivery options
• fast problem resolution (customer service)
• low (or no) interaction



Provoking Thought (and Action)

• you can’t price product
• internal efficiencies & profitable order threshold
• managing deltas
• credits and below-cost sales



2020 - Time for a New Approach

• return of efficiency
• market is stratifying by profit / cash flow
• delivering what customers want
• new sales model
• analytics: 
the haves and the have nots



Randy MacLean
www.WayPointAnalytics.net

480-426-9955

http://www.waypointanalytics.net/
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