
Custom Decision Support for 
Retail Performance Management 
Making the connection between activities and results in every-day decisions.



You wouldn’t begin a journey without deciding on a destination. Neither would you go from start 
to finish without routinely checking your progress and possibly altering your route as unforeseen 
factors arise. 

A ‘GPS’ for your decision-makers
Likewise your managers know where they want their businesses to go, but they can’t always get 
there on the predetermined route. Dozens of times each day they have to make fast decisions 
on pricing, assortments, promotions, labor, inventory and the like; decisions that directly impact 
their desired results as well as the overall profitability of your chain. They must be able to assess 
and redirect before they make a wrong turn that could pull them off course. 

Our unique technology measures the effect of managerial actions on outcomes, and enables your 
managers to convert this knowledge into better decisions in time to influence results. They have 
absolute control over time and money, which translates into greater profit per square foot – their 
ultimate destination. Salient can transform any retailer into a fact-based, knowledge-driven 
management environment. It is the GPS for your decision-makers because it allows them to 
make course adjustments as required in order to realize the desired objectives.

How we do it
Salient’s Visual Data Mining technology merges computer power with the mind’s ability to discern 
patterns and trends within vast quantities of data, so your managers get information when they 
need it and how they read it in time to take action and achieve targeted results.

Salient software: 
• Fully automates the calculation of activity costs and 

revenue flows from the smallest details of the retail 
business operation

• Results in “dead net” scoring of value productivity

• Gives managers of every rank and function the ability 
to quickly and easily find opportunities for resource 
re-capture/redeployment.    

• Integrates data from all sources

• Downloads all transaction details every day

• Allocates overhead and “off transaction” receipts  
(i.e., vendor payments, etc.)

Your managers know where they want to go.  
Let Salient help them get there.  
Quickly. Efficiently. Profitably. 

About Salient

Salient is a performance management company that helps organizations run 
more productively and profitably by automating the Results Based Management 
process (RBM) and combining it with data visualization to deliver a technology 
that is light years beyond traditional Business Intelligence (BI) tools. The Salient 
solution allows users to “pull” the information they need as soon as they need 
it and in the format they require, and lets them continue asking questions and 

“pulling” answers so that they can achieve peak business performance.
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Continuous Results Improvement Process

When information is actionable, there is no possible reason not to act on it.
It is:

• Accessible—no IT support is required

• Fast—answers to any question in 3 seconds or less

• Easy—intuitive, user-friendly interface

• Flexible—any format

• Detailed—down to the root cause

• Self-Serve—you ask the questions, you get the answers

A micro-planning tool
Salient software does not require sampling or statistical modeling to infer future results 
because it contains 100% of the historical details over any period of time. Think of it as a 

“micro-planning” tool, where the individual decision-maker, at the point of execution, directly 
views the results of previous occasions which exhibited the same economic behaviors. If the 
results were poor, change the behavior. If the results were positive, repeat the behavior.  
No analytical expertise required.

Data visualization toolset enables all decision-makers to:
• Sift through millions of details in seconds

• Expose outliers (underperforming SKUs, assets, persons, events, etc.)

• Drill to root cause details just as quickly 

So that:

• Resources are directed more precisely

• Best practices can be refined and replicated continuously

Managers can observe the activity history behind any business situation, follow  
their intuition, look for the “bumps,” (i.e., economic over / under performers),  
examine related behaviors and results, adjust behavior, and repeat the process.    
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What price point works best?

Category Management/SKU Rationalization

Example Use-Case

Filter on any product or  
product group
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Here’s a sweet spot.  
Let’s see the list.

Deli sandwich and a drink at $5 is a 
home run, but half my stores aren’t 
on-board. Let’s send them a memo.



Category Management/SKU Rationalization: Example Use-Case

How am I doing against my competitors?
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We are the market leader in beer  
overall, but where do we stand at  
the product level?

 Let’s take a look at this one.  
We might want to be a little more 
aggressive with post holiday pricing. 



What’s hot, what’s not?

Category Management/SKU Rationalization: Example Use-Case

Red is bad, Green is good.
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What’s driving our margin by 
category and by store? Red is 
bad, green is good. Let’s look at 
the highest margin group.

Half-gallon ice cream is down 20%  
in profit and it looks like it’s coming 
from one major supplier. Are we  
getting our rebate? Let’s get down  
to the root cause.



Outliers

Category Management/SKU Rationalization: Example Use-Case
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WOW! What makes these so 
hot and are we leveraging 
these winners everywhere?

Let’s make sure we have chain  
wide distribution; we have the  
right space allocation; and let’s  
try to raise the price.



The best mix for ‘like’-stores

Category Management/SKU Rationalization: Example Use-Case
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What are the margin drivers in every 
category? Let’s look at this one to see 
which SKUs should be maintained 
chain wide.

These are the best performing items 
in this assortment. Make sure these  
are in the like-store planograms. 



Integrate space management with sales data

Category Management/SKU Rationalization: Example Use-Case
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What’s our profit per facing...

...and are the top sellers getting the 
facings they deserve?  



Making the most of the $pace

Category Management/SKU Rationalization: Example Use-Case

Filter on Beer Brands (FAB)
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Looks like our facings are way out  
of whack with our revenues. 

Here are the ones that are way  
over spaced and way under spaced.  
Let’s focus here.



Category Management/SKU Rationalization: Example Use-Case

Did the cannibalization help or hurt?

Before

After
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July 4 deal overall killed our margins.

The special only worked for a handful 
of products. We’ll probably take this 
one off the calendar for next year.



Improve speed to shelf

Category Management/SKU Rationalization: Example Use-Case
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Store execution good...

…Store execution not so good.

These stores are a problem.  
Who’s in charge?



Category Management/SKU Rationalization: Example Use-Case

Improve promotional activity

Identify the bottom-line net  
details for any period of time.
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Let’s take a look at some of our recent 
promotions for effectiveness.

The 2-week ad in cold cereal gave us 
a huge spike in new customers, and it 
looks like we kept them after the ad. 
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Browsers versus buyers

Traffic Intelligence

Example Use-Case

Let’s look at these stores with  
the lowest conversion rates.

What can we change to increase 
sales—Signage? Sales? Layout?

Did the changes improve conversion 
rates versus prior period?



Sales by time of day
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Traffic Intelligence: Example Use-Case

Lots of early morning shoppers, but 
they’re not spending enough.

We need to do a better job of cross-
selling items that sell well with coffee. 
Donuts? Pastries? 



Leverage loyalty facts

Filter on Categories & Products
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Loyalty at the store & SKU level

Loyalty Intelligence

Example Use-Case

Where are our loyalty gaps by age group?

Are we marketing better to males 
versus females, or vice versa?

Which age groups are our  
high-ticket buyers?

Looks like this item sells well to  
55-and-over set. Let’s do a coupon 
drop to 55-and-over non-buyers.



High value customers
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Loyalty Intelligence: Example Use-Case

This store has a very high profit  
per customer. Why?

Looks like our Loyalty Program  
boosted the numbers.



Inventory Planning

Example Use-Case

Balance supply and demand

Supply

Demand
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Control Inventory from Every Perspective
• Out-of-Stock Analysis
• Inventories-to-Sales Ratio (ISR)
• Gross Margin Return on Investment 

(GMROI)
• Days Inventory Outstanding
• Inventory Turnover

Looks like we’re on top of the summer 
promo. Good job aligning supply  
and demand.   

So on package #12, we know how  
much to order and when to order  
to avoid out of stocks.



 Managerial Decision Support 17

Control Inventory from Every Perspective
• Out-of-Stock Analysis
• Inventories-to-Sales Ratio (ISR)
• Gross Margin Return on Investment 

(GMROI)
• Days Inventory Outstanding
• Inventory Turnover

Inventory Planning: Example Use-Case

Keeping the store stocked

How much do we order based on  
sell down, lead time and buffer?

Was all that increased inventory 
really necessary? 

Sure was. Here’s the profit 
improvement.



Faster rings, happier customers
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Store Execution & Labor Management

Example Use-Case

Why is this cashier so much slower 
than the others?

Let’s find out from the store manager 
if this is an equipment issue or a 
training issue.
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Store Execution & Labor Management: Example Use-Case

Transaction-type issues

Excessive overrides? Who?

Why?

Which cashiers?

Which products?
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Labor vs forecast

Store Execution & Labor Management: Example Use-Case

We’re down in operating profit and  
way up in labor costs. That’s a  
huge problem.

These stores have unusually high 
labor costs versus sales. Here are  
the employees in the store when  
the sales are lowest.



Labor spikes
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Store Execution & Labor Management: Example Use-Case

What’s up with store 57? They’ve had 
some major labor cost spikes.

With all those people on the clock  
we should be making it up in sales—
but we’re not.

The problem is clearly with the floor 
cleaners. Either the people or the 
machines are not working properly.



Store Execution & Labor Management: Example Use-Case

Where are my out-of-stocks?

What stores were missing those  
“top brands” from inventory?
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Something’s wrong with our top brands. 
A bunch of stores aren’t carrying them.

Which ones? Here they are. 

Let’s contact them. Start with this one. 



Store Execution & Labor Management: Example Use-Case

Return on space
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These two imports are earning their 
keep in the beer category.

Let’s dig into profit per square foot.



From summary to specifics in seconds

Store Execution & Labor Management: Example Use-Case
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Where are the problems M-T-D  
and Y-T-D? 

These are the categories with  
the biggest declines.

Here are the SKUs that should  
be delisted or repriced.



Benchmark and compare store sales

Another example

Store Execution & Labor Management: Example Use-Case

 Managerial Decision Support 25

Juice Bar is driving $10k a month  
at store 59. Let’s put Juice Bars  
in more stores. 

Of our top 25 products, which stores 
are selling them and which are not?

Here are the items that are not selling.

Here are the top sellers and their  
space allocation by store. 



Uncover cost-cutting opportunities

Shrink/Loss Prevention

Example Use-Case
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Sales are steady but here’s a spike in 
shrink. What’s driving that?

Now that we know the stores and  
SKUs, let’s call the vendor. 



Vendor Performance Examples

Example Use-Case

Vendor performance
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Which of our vendors are up or down? 
What happened to this guy?

Looks like in May and June the vendor 
was short. Did we forecast properly? 
Let’s speak to the buyer. 



Desktop ClientWeb Client

Front End Management Applications

Super-scalable in-memory intelligence  
 processing & visualization technology 

The Salient Platform

Salient UXT®  
Universal Exchange Technology

Works with any existing infrastructure 

Salient ETL™  
Integration Tool

Easy Integration

An integration tool that directly merges information 
needs with multi-dimensional design 

 Any Process–Sales, Finance, Distribution, Supply Chain

   Any Data Source–SAP, Oracle, Any ERP, DW, or POS,  
    MS Dynamics, Excel, Access...

Salient

Salient Dashboards™ 

The only tool that enables independent creation and 
exploration beyond ordinary dashboard boundaries. 

Salient Interactive Miner™ 

The only self-service, facts-on-demand  
visual data miner. 

Salient Technology Summary
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Salient Delivers

Information Coherency
Data from all sources and processes (POS, financial, syndicated, inventory and supply chain, 
customer loyalty, the Internet, etc.) are integrated into a comprehensive accounting of value 
creation by individual business activity as well as total chain.

Organizational Transparency
Strategic objectives are connected directly to individual responsibilities, which makes 
productivity quickly verifiable; directly compensable; and totally transparent.

Process Controllability
Throughout the organization, your people can improve practices by having direct access to 
information of value add for continuous monitoring and resource adjustment.

 9 Interrogate data

 9 Separate outliers

 9 Expose root causes

 9 Visually investigate underlying details

 9 Operate more efficiently

 9 Make more money

A–B–C
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“Using Salient, it’s very easy to shift gears - to ask the next question or to 
change your query takes just seconds. You can change the date, change the 
focus of what you are looking at, change the store group you are looking at, 
you can change anything on the fly. It’s very dynamic—almost too good to 
be true. We’ve tried different data mining and reporting systems and they 
weren’t even the same realm.”

- Richie Morgan, President, Holiday Quality Foods (Quote appeared in Feb 2011 Progressive Grocer Magazine)



203 Colonial Drive, NY 14845 USA   phone 800.447.1868   www.salient.com                                                                    ©2016 Salient Corporation

About Salient

Salient Management Company offers business 
and government a new solution for efficient 
management. Drawing on diverse data from 
multiple sources, Salient technology measures 
how business activity creates value, quality, 
financial efficiency, and productivity, while the 
user interface eliminates barriers to using this 
knowledge for continuous process improvement. 

Salient is a worldwide provider of advanced 
performance management and decision support 
systems for a wide range of industries and the 
public sector. Founded in 1986, Salient today 
serves more than 115,000 users in 61 countries.

For more information, visit www.salient.com.


