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What the experts say. 
The food and beverage industry needs to tech up.

KPMG’s 2013 Food and Beverage Industry Outlook Survey found that 46% of industry 
participants were average or below par in data analytics capabilities, and 16% were lagging 
behind. But KPMG assures that today’s business intelligence (BI) solutions are worth trying.

“The emerging data-driven economy has two primary characteristics: the abundance 
and complexity of data and the speed of change and thus, decision-making… 
The ability of leaders to turn data into actionable information that allows them to 
make timely, more accurate decisions is creating entirely new markets… Those who 
embrace effective data analytics as a business imperative can gain a competitive 
advantage in the rapidly evolving global digital economy.”

Why the industry needs data analytics

In this data-driven economy, you have to measure it, to manage it. Gut-
based business decisions can’t compete.

The market is more complex in terms of commercial, e-commerce and regulatory demands. 
Customers are educated and demanding, and organizations need to spot trends fast.

Product tracking and performance management, inventory management and finding cost efficiencies 
are top of the industry’s agenda. And that’s where BI solutions add most value. Data analytics gives you 
the power to measure business activity and act daily to optimize operations and increase profitability.
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How it works. 
BI-smart organizations now have decision-makers in the executive suite, at 
the warehouse, on the road and at point of sale. 

Because new era BI is so easy to use, anyone can access company-wide information in a few 
clicks from a desktop or mobile device.

You can follow a train of thought to ask any question of your data and get an answer straight up 
in easy-to-read visual formats like scorecards, dashboards and other live graphical indicators. 
You can monitor metrics and take action daily. This is instant self-serve reporting. No more 
waiting on IT or finance experts for complex reports.

The user experience is so simple because the leading BI solutions providers design and 
integrate your data on the back end in a clever way. It doesn’t matter whether the information is 
in your ERP, CRM, Excel spreadsheets or another third-party information format.  

So far, KPMG says food and beverage organizations are using BI successfully for:

Operating model optimization 

Pricing decisions

Brand and product management

Customer insight

__________________

Here are a few of the key metrics you can monitor to make your 
business more competitive.
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Performance. 
Product performance 

You can analyze your product sales by individual item, product category, sales rep, territory and 
any other dimension you find useful, see performance over any time period and any measure 
like sales value or profit to make comparisons, and ask further questions, like:

What products are slow- or fast-moving?

What’s dead on the shelf, taking up costly warehouse space, or ending up in landfill?

What products or categories perform better based on season or time of year?

Which categories sell best in which territories?

Which stores sell low-margin savoury snacks in top volume?
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Customer performance 

A customer’s sales are up $856,860 year-on-year. But a few more clicks 
reveals they’ve also dropped three product lines. How come?

In city stores, customers are buying Christmas puddings but not brandy custard, while another 
territory is up on custard and down on puddings. What’s going on? 

A brewer distributes 20 pallets of premium beer a week to one location, but only one pallet to 
another location of similar size and area…

Answers to these questions might be useful too.

What are our top 50 customers buying? 

What companion products can we sell them to add value?

Which customers are in decline, or have stopped buying? 

Who are our best buyers around festive seasons?

What marketing campaigns do customers respond to?
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People performance 

You can check the individual performance of sales reps, point-of-sale (POS) 
operators, e-commerce processors, phone-order folks, and compare their 
work to each other over standard and custom periods.

Analyzing people activity identifies opportunities and missed sales. You’ll also be able to set 
individual KPIs and targets more accurately. 

For example, part-time sales assistant Gretchen increased profit margins at her store because 
she pushes high-margin organic food lines. You discover she’s studying nutrition. It might be 
worth employing some more Gretchens and setting some KPIs. With the right data, you could 
start asking these questions about POS staff:

Who’s selling the most and least, and why?

What’s the conversion rate from phone inquiries to sales?

What’s the average turnaround to complete online orders, and the impact on sales?

Which product categories do reps sell best?

What’s the average value of their orders?

How many stores do they visit a day versus sales, travel and labour costs? 

What’s the win ratio for reps?

1

2

3

5

4

7

6



8phocassoftware.com

Logistics performance. 
Delivery and inventory 

Data analytics can quickly spots issues that erode profit:

• check rotation of warehouse space across locations
• performance of fleet vehicles or drivers
• customers lost through poor delivery.

Say you’re carrying confectionary stock worth $50,000 and sell $5,000 each week. Wow. That’s 10 
long weeks to turn that stock over. A BI solution that combines inventory with sales data lets you 
spot the problem, analyze demand, revise purchasing and run campaigns to move things along. 

You can quickly analyze —in overview or click into detail— delivery times, costs, compliance and 
quality assurance issues as well as warehouse holdings and movements versus operating costs 
and profit margins. Providing you have that level of data of course.

Why wouldn’t you ask these questions when out-of-stock products, inefficient transportation 
and excessive inventory amount to billions of dollars each year? 

What’s the cost of product lost due to poor temperature control?

How do fuel and labour costs compare by product category, route, territory? 

How much do product returns cost, and what’s the cause?

How much do out-of-stock lines cost us and how often does that occur?

How do DIFOT (Delivery in Full On Time) figures impact standing orders? 
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Financial performance. 
Monitoring profit margins and finding cost savings is a daily task for the food and beverage 
industry. That’s why CFOs get overexcited in the presence of good BI. And so will any line manager 
with a budget to manage.

Get the overview 

Finance and sales executives set up dashboards to give them live overviews of KPIs like profit, 
overhead/fixed cost analysis, break-even points, cost efficiencies, stock and debtor balance trends.  

Your ability to weather market ups and downs depends on your debt position and ability to meet 
debt obligations given current resources. It’s easy to set up a dashboard to show debt positions 
that include debtor balances and days outstanding, and to monitor the variance daily.

Drill down 
BI lets you do full profit and loss (P&L) analyses across financial years and drill down to source 
transactions. Add to that detailed cash-flow analyses between any two time periods, and 
balance sheet analyses including changes and trends in asset and liability balances, and we’re 
hoping you feel inspired about the possibilities.

Sales managers can click deep to understand the cost of sales after operating costs and create 
KPIs for sales teams to boost profit margins. 

Or they might want to compare different subsidiaries, branches or departments to budgets and 
forecasts. Most BIs make that extra easy with multicurrency consolidations and consolidation of 
intercompany transactions.
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The last bit. 
We know the food and beverage industry is great at gathering data, but it 
needs to take advantage of current technology to analyze and act on it. It’s so 
much easier now to make sense of data and share those findings.

Which means organizations have unprecedented power to make evidence-based business 
decisions from moment to moment. 

There’s no more waiting on complex reports from IT and finance experts.  The new ‘report’ is a 
quick click affair that delivers snapshots of data in easy-to-read visual formats. It draws on live data 
from across the organization that arrives in seconds (or minutes) to your desktop or mobile device. 

__________________

When you see more, you do more. Now that’s active intelligence. 
And that’s how you get ahead.
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For more information, visit:

www.phocasoftware.com

Give us a call:

UK/EUROPE: +44 1865 364 103  |  
ASIA/PACIFIC: +61 2 6369 9900 
NORTH AMERICA: +1 877 387 4004

Or email us directly: 

Email: marketing@phocassoftware.com

Get in touch.
Learn how Phocas can help you achieve your business goals.


