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“There had to a better
way to effectively
measure and improve
performance of our
priority items across all
our retailers without the
painful process of
having individual and
disjointed processes
managing account
specific POS. RW3 gave
us that better way.
Although we are still in
the early stages of RW3
DSR implementation,
our channel teams and
category analysts are
already taking
advantage of the
insights to make
positive changes in how
they measure, track,
forecast and plan. We
are very excited about
the big gains we are
seeing in our
productivity.”

--Don Turano,
VP Sales
All-Clad Metalcrafters

All-Clad Sales Heat Up
with RW3 DSR

At All-Clad, exemplary performance is paramount and
quality is never compromised; two fundamental edicts
that drive both the superior craftsmanship of their bonded
cookware products and the way All-Clad’'s sales
organization implements its business practices. To
achieve high-level sales performance and optimize the
quality of their sales effectiveness in the retail outlet,

All-Clad

is working with RW3 to leverage more

comprehensive visibility of shelf-level consumer demand
using RW3 DSR and Reporting Analytic solutions.

Business Challenge: All-Clad
needed a way to measure exactly
how their products were selling
through to consumers across all
their retailers. They lacked a cen-
tralized platform to utilize retailer
POS effectively and a system that
would combine the disjointed and
disparate, downstream data from
their retailers.

In addition, they needed to
normalize all data streams and put
the retailer data into context against
their key performance indicators
(KPI) targets. Existing reports
required a frustrating and very labor
intensive process to populate and
integrate data into something
meaningful.

All-Clad also wanted an improved
forecasting and planning process to
ensure they had the right mix of
inventory available in the right stores
and at the right time.

And, they wanted better visibility of
‘A’ items, new items and sales

promotion effectiveness, as well as
fact-based intelligence to measure

and compare current and past
sales results.

Solutions: The initial step toward
turning All-Clad’s sales challenges
into opportunities, involved close
collaboration between the All-Clad
and RW3 teams to develop a clear
business workflow blueprint. This
blueprint identified key shopper
demand metrics to measure by
product line, defining what
information they needed to respond
to opportunities, close performance
gaps with retailers and make more
informed decisions on behalf of
themselves and their retail partners.

Once the blueprint was completed,
RW3 developed an All-Clad
demand signal repository (DSR)
with an open architecture frame-
work and flexible SQL data-base
that can grow with All-Clad’s
expanding needs. The RW3 DSR
created a central location and the
means to automate the integration,
cleansing and synchronization of
POS data streams from their largest
retailers, which is made available
weekly to All-Clad.
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Next, RW3 designed specialized analytic dashboards for different users within the All-Clad sales organization. The
reports generated from the dashboards are refreshed automatically from the DSR platform. And because the RW3
DSR format was built for quick and easy retrieval of demand intelligence, the intuitive dashboard interface allows
All-Clad demand account analysts and category managers to easily manipulate the data for on-the-spot comparative,
causal or predictive business queries. Ad hoc reporting capabilities allow All-Clad users to create completely
customized presentations to share with their key retailers.

RW3 integrated new item and sales event data where the items and dates around those events are loaded into the All-
Clad DSR. This allows RW3's Reporting and Analytics team to create reports to measure the lift in sales during those
times—a critical metric to track and compare sales promotion effectiveness.

Results: In five short months, RW3 built and implemented the All-Clad DSR and reporting-analytic solutions. All-Clad
instantly increased their sales team productivity by eliminating costly manual retailer data integration. They are, in turn,
freed up to focus on more value-generation activities like effective promotion planning. They are also gaining key
insights into what Inventory utilization is and how retailers are applying their open to buy dollars.

All-Clad also gains fact-based intelligence with an accurate and more holistic view of consumer demand across all
retailers. This allows them to better forecast, manage and track inventory, improve product placement and determine
the best mix of ‘A’ items in each store. The DSR also allows them to track and measure new item rollouts.

With RW3 reports and analytic capabilities, All-Clad is raising communications with their retailers to a much higher
level. They are able to share timely and pertinent details that identify opportunities and close gaps in performance
and/or compliance. The result is more open, collaborative and profitable retailer working relationships.

Established in 1971, All-Clad Metalcrafters LLC began producing professional-quality bonded cookware for working chefs and
gourmet home cooks. The brand slowly emerged as early adopters in the professional community realized the extraordinary
qualities, striking aesthetics and exemplary cooking performance of this revolutionary bonded cookware.

All-Clad is the only bonded cookware manufacturer who utilizes American craftsmanship and American-made metals to
produce a complete line of finished bonded cookware products.

Always the innovator, All-Clad continually offers new products that are destined to become culinary classics.

Purchased by Group SEB in 2004.




