Business Goal

Improving store profitability by negotiating bulk deal
with top 3 Suppliers

Forecasting Goal
Define a parsimonious model to determine the weekl

_ demand for the Facewash category - both at the ABC

‘2. level and for the top 3 suppliers of this category

Depending on the learning and business constraints
from this pilot run, the hypermart would be extending
= thisto other categories in future

By: Abhishek Agrawal
Aashish Sharma

Rajesh Gande

Sumit Pekhriyal
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nelusion and Recommendatiol

- Enter inte incremental revenue share
contract with the suppliers. Supplies
from bottom & players can  be
redistributed to top 3 brands, thus
consolidating the current supplier base

- altermately, a discount structure of

c.10% on entire supplies can be worked

out with the top 3 brands
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Benchmark and Method

Top Suppliers
« HUL
- Garnier
- Himalaya

Rejected due to high error
Rejected due to high error

Best model for HUL, Garnier
Best model for Himalaya
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Data Visualization

Overall Face wash Category Garnier
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Forecast and Performance

Facewash Category
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Forecast and Performance

Garnier Facewash Natve - MA
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Performance Metrics

Control Chart

40.00% -
Q Garnier, 36.90%

Threshold limit : 30%

35.00% -

30.00% -

—— @ HuL, 26.76%

20.00% - Himalaya, 17.50

_ %
Facewash

10.00% - &  category
Overall, 10.16%

Forecast error

¥ MAPE
5.00% -

0.00% -

1. Forecasting performance evaluation threshold has been
defined as 30%

2. As evident from the control chart, all but Garnier forecast fall
well within the threshold limit




Factors Affecting Forecast

I

- Irregular discounts and promotions
- External economic factors
- Disruption in supply
- Competitors affecting sales due to:
- Shut down
- Aggressive discounts/marketing strategy
- New government regulations
- Data itself contains noise




Conclusion and Recommendation

- Enter into incremental revenue share
contract with the suppliers. Supplies
from bottom 8 players can be
redistributed to top 3 brands, thus
consolidating the current supplier base

- Alternately, a discount structure of

c.10% on entire supplies can be worked

out with the top 3 brands




