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COVID-19: How We Know What We Know

• tracking this since Jan 20
• 40-60hrs / week – hundreds of articles & videos 
• news sources from USA, UK, India, Australia, China, Europe
• medical info: Johns-Hopkins, CDC, NE Journal, Lancet, papers
• real-time worldwide stats







“
”

Now this is not the end. It is not even the 
beginning of the end. But it is, perhaps, 
the end of the beginning.

─ Winston Churchill



COVID-19: Most Likely Course

• USA peak in May (will vary by state/province)
• significant decline in new cases through June 
• repeated echoes through 2020
• most severe where widespread use of mass-transit



COVID-19: Expectations

• current state will drag out
• recovery will occur faster than expected
• post-crisis state will be different
• new “normal” will not be like what was
• be prepared for echoes



COVID-19: Company Impact - Three Scenarios

• complete lockdown
• drastic sales reduction
• essential business with volume increase



COVID-19: Rationalizing Your Business (General)

• be careful! – analyze closely for maximum benefit
• cut intelligently with targeted, strategic reductions
• if financial reserves are lean, make cuts early
• avoid incremental rounds



COVID-19: Rationalizing Your Business (Strategy)

• identify & protect valuable relationships
• protect talent
• shift focus to money-makers
• prepare for recovery



COVID-19: Rationalizing Your Business (Action)

• identify money-makers / chronic money-losers
• redeploy personnel / resources to money-makers
• cut personnel / resources supporting money-losers
• consolidate lines / inventory locations



COVID-19: Rationalizing Your Business (Opportunities)

• reduce inventory levels
• sell out / consolidate secondary lines
• upgrade business models
• use slack time to organize for restart



COVID-19: Organize Better Models

• most productive customer segments
• narrowed product focus
• intelligent pricing
• specialized sales organization & mechanisms



COVID-19: Recovery & Restart

• market reshuffle
• there will be a new normal
• face-to-face business will not return
• there will be echoes



COVID-19: Five Analytics for Careful Action

• customer segmentation (High-Volume Accounts)
• profit deltas (Rank by Profit Delta)
• customer money-losing ratio (Customer Evaluation)
• products by growth / decline (SKUs by Qty Delta)
• vendor ranking (Vendors by Profit Delta)













COVID-19: Sales Will Change

• traditional out-bound sales significantly reduced
(evolving into online & telesales)

• eCommerce will play a much bigger role
• more EDI



COVID-19: Action Items

• short-term: rationalize strategically & intelligently
• use analytics to target action
• organize for the recovery (improve market position)
• prepare to emerge as a different organization
• prepare for echoes



COVID-19: Follow-Up

• slide deck
• video
• Bruce Merrifield’s eCommerce series
• our contact info



WayPoint Analytics

• market leader in Cost-to-Serve & Profit analytics
• turn-key with costing rules and expert-designed reports
• works with any system
• analytics for sales, operations, purchasing, manufacturing
• advisory and planning
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