Sales Analytics

Balancing point-of-sale
success and long-term growth
Pricing. Promotion. Assortment. Sales force optimization. Analytics around such point-of-sale levers have been
around for decades and are undertaken by most companies in some form. Think test-and-control or time series
econometric modeling. But not all model price, promotion, and assortment together. Even fewer optimize with
long-term brand building in mind.
Prophet’s Sales Analytics approach is designed to optimize all point-of-sales efforts in an integrated fashion to maximize
near-term sales needs while building brands for the long-term.

It’s brand building at the point-of-sale. As only Prophet is uniquely qualified to deliver.
Prophet’s Sales Analytics capabilities are rooted in our deep expertise in devising brand, marketing, and sales
strategies that help transform businesses and fuel growth. We are known for our collaborative approach.
For the way we escort our clients from the beginning to the end of the path we’ve charted together.
And for our total investment in their success.

The Prophet Difference
You may need to rationalize or optimize your assortment, understand how deeply to reduce price during promotions,
and which promotions are working better than others. For more service-oriented sales experiences, optimizing the sales
force is another critical aspect to analyze. Consider the advantages of our perspective:

Since one size does not fit all, we build
industry-specific “system models“ to
reflect the unique characteristics of
different industries.

We firmly believe that
assortment, promotions,
and pricing are three
sides of the same coin
and must be integrated
into the model.

Our models reflect the need for
harmonious and long-term brand
building, versus focusing on near-term
revenue goals alone.

Our Sales Analytics
are designed around
both in-store and online
point-of-sale efforts.

Sales rep interaction is a
vital piece of a brand, so
sales force optimization
must incorporate
the desired customer
experience.

Striking the Balance
There’s little value to you if we crunch numbers and simply take
the math at face value. It’s dangerous to just optimize on sales,
and models only explain how things behaved in the past. That
makes it important to inject our clients’ expertise into the
process to mold and balance recommendations that maximize
near-term sales needs and deliver the desired brand experience
for long-term success. It takes strong collaboration with our
clients – not just us doing math.
From beginning to end, we team with you to ensure we focus
on those inputs that create the most meaningful outputs. It
begins with data storm and validation sessions to ensure readiness
for modeling. Our joint model reviews and scenario workshops
apply Prophet’s unique tools for creative thinking so that, together,
we combine insights with customer research techniques to further
specify improvement areas.
When it comes time to present the findings and their implications,
we use advanced visualization techniques to bring the results to life
for your team, making the recommendations clear, powerful, and,
most importantly, actionable. And we’re both able and ready to help
you put them into play.

CASE STUDY

Monsanto’s agriculture business
experienced a surge of growth,
primarily through acquisition.
The result was overlapping, often
competing businesses and sales
forces, going to market through
multiple channels. An initial
assessment of pricing data indicated
a lack of consistent price dealing.
Furthermore, identical product
features were being developed and
sold under internally competing
brands. Analytics provided guidance
as to which assortment each brand
should carry, pricing tiers, channel

Learn more
Are you ready to unleash the creative force of analytics for
your business? Learn more about our offerings below or set up
a discussion by contacting practice leader and Senior Partner
James Walker at jmwalker@prophet.com.

alignment, and desired sales force
experience. Furthermore, the manner
in which each branded business was
aligned reinforced its designated
position, guiding its point-of-sale
experience. The premium brand was
sold direct with the most sophisticated

Price setting

sales force, and the most advanced

Price optimization

products with strict guidelines on its
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ability to reduce price. The low-cost
brand was sold only online with a
limited mass-market assortment.
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