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RETAILER

COMPLIANCE
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THE IMPORTANCE OF COMPLIANCE

= Retailer compliance is both a major issue
and a significant opportunity for both
suppliers and retailers

= Meridian ISE research indicates that
closing compliance “gaps” can lead to
volume improvements of up to 30%

= We believe that realising these
opportunities can be quick, cost effective
and relatively simple
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COMPLIANCE ISSUES

ISSUE

= Promotional Compliance

= Availability Compliance

= Distribution Compliance

= Visibility Compliance

SYMPTOM

Promotion not implemented
Secondary site not allocated
POP missing

Promotion implemented late

SKU listed by store but not
continuously available on shelf

SKU is de-listed by a store or
stores which is/are part of agreed
distribution

SKUs are not displayed at POP in
line with agreement
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PROMOTIONAL

COMPLIANCE
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PROMOTIONAL COMPLIANCE

= Suppliers are often sceptical of the retaller’s
ability and/or willingness to execute Iin line with
the agreement.

= Sales uplift projections arrived at during
promotion negotiations often prove to be
optimistic

= Store performance shows huge variations

= This may be due to the promotion itself
(mechanic, timing, attractiveness)

= But shortfall v forecast is often due to poor
compliance at store level



Causes of Promotional Non Compliance

Lack of attention
from both
retailer and
supplier around
detailed stock
allocation

Stores slow to Poor forecasting
build the of stock
promotion requirement

Lack of

Product compliance to

wvaiabiity | NON Compliance | e aspector

the promotion

Poor | Promotion not
communication Supply chain implemented at

from the buyer problems store managers’
to the stores discretion




% Uplift
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EXAMPLE OF VARIATION IN STORE
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MEleANE

IMPROVING BALES EFFECTIVENESS

VARIATION IN STORE PERFORMANCE
TOP PERFORMING STORES CAN DELIVER SIGNIFICANTLY HIGHER

SALES UPLIFTS THAN THE REST OF THE ESTATE - EVEN THOUGH
THE SHAPE OF THE SALES CURVE IS SIMILAR FOR ALL GROUPS
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MEleANE

IMPROVING BALES EFFECTIVENESS

MERIDIAN HAVE FOUND THAT WHEN STORES ARE RANKED ACCORDING
TO % SALES UPLIFT SOME STORES REGULARLY APPEAR AMONG EITHER

THE BEST-PERFORMING OR WORST-PERFORMING GROUPS
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PROMOTIONAL COMPLIANCE
How MERIDIAN CAN HELP

Meridian will analyse your historical promotional execution and help
you to understand key areas of under- and over- performance.

We can target actions to improve the effectiveness of your
Investment using our CIM (Customer Investment Maximiser) tools,
allowing you to manage a “retail execution command centre”.

We are able to pinpoint the issues centrally without having to spend
money visiting the store.

Analysis undertaken on behalf of our clients has provided valuable
Insight into why promotional uplift frequently fails to match
expectations.......



Promotional Uplift - Stores slow to Comply v All Stores
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Promotional Uplift - Stores with Availability Issues v All Stores

@ All Stores

M Stores with Availability
issues

.. OR THOSE STORES
WHERE THE PROMOTION

% Uplift

1S WEAKENED DUE T0O
AVAILABILITY ISSUES

Week 1 Week 2 Week 3 Week 4



rrrrrrrrrrrrrrrrrrrrrrrrr

MEASURING COMPLIANCE —
A NEW OPPORTUNITY

» Asda store level sales data already
available to suppliers via Retail Link

= During 2006 Tesco (Tesco Link) and
Sainsbury’s (SID) will enhance their data
provision to suppliers

= Suppliers who are not fully utilising Retall
Link data are unlikely to be well-placed to
exploit this new opportunity
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With the right support you could use this
mass of data to give you almost real time
Intelligence on your brand’s performance In
each of your key customers’ stores.



“Real time command and control”
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= Our unique blend of practical experience,
data analytics and software can help you
to measure and improve your POP
compliance.

= Meridian can help you to understand
where your promotions perform well and
where they fall short of expectations — and
the probable causes.
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Interested? Call us now to arrange a
meeting to discuss your compliance issues

Contacts

= Carl Davies (07973 217110)
cdavies@meridianise.com

= Ron Temperley (07973 218853)
rtemperley@meridianise.com
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