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Randy MacLean
• creator of WayPoint Analytics
• 12+ years working with distributors on detailed 

costing and profit analysis
• invented many of the advanced metrics in use



Why In-House Analytics Fails

• too much time spent gathering & organizing data
• too little time spent on analysis & action
• lack advanced metrics
• can't get to the real drivers of profits / losses
• too much emphasis on low-value 
metrics like margin



Financial vs Operating Metrics

• financial metrics primarily reflect company’s 
value to shareholders & financial backers

• product of operating metrics 
• operating metrics reflect productivity 
& operating efficiencies

• product of policies, practices 
& efforts in day-to-day operations



Critical Objectives

• extract more value from the market 
than competitors

• Efficiency
(op cash / profit produced 
per dollar expended)

• Productivity
(op cash / profit produced
per FTE)



Efficiency

• customer relationships
• op cash / logistical event

• operational efficiency
• op cash / FTE | op cash / exp$

• vendor relationships
• logistical efficiency
• price supports & freight in



Money-Losing Invoices



Segmentation

• purpose: create groups for targeted action
• problem: visible delineators are ineffective
• solution: profit value from analytics

• High-Leverage (HLA)
• High-Efficiency (HEA)
• High-Potential (HPA)
• Profit-Drain (PDA)
• Reg+ / Reg-



Profit-Value Segmentation



Quantum 
Costing
• for distribution
• top-down
• precise
• dynamic
• MUCH more accurate

• for manufacturing
• bottom-up
• errors scale up

Activity-Based 
Costing



Gross Margin & Other Mistakes

• Gross Margin
• addresses only price, not Cost-to-Serve

• Fixed / Variable Costs
• for forward planning only

• Interest Costs
• difficult to control / sustain
• low return for activity required



Vendor Relationship Metrics

• credit rates
• rebates
• freight in



Advanced Metrics You Need

• GP$ - op cash
• Exp% - expense rate
• NBC% - profit rate
• G2E - op cash to exp$
• P2E – profit to exp$
• whale curves



Whale Curve

PIP (Peak Internal Profit)
$5.5M

Realization
27%



Your Analytics Strategy
• bias toward action (use tools, don't make them)
• deliver insights beyond historic capabilities
• drive improved business models / pricing / etc.
• focus on best / worst customer relationships
• increase efficiencies: vendor, 
operations, customers

• raise customer experience 
& increase customer success



Follow-up eMail

• link to webinar recording
• slide deck
• my contact info
• Critical Analytics cheat sheet
• tomorrow



Let Me Show You More!
www.WayPointAnalytics.net

480-426-9955

http://www.waypointanalytics.net/
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