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MORE INTERCONNECTED
• The opinions of friends

 
and family

• Customer reviews
• Expert opinions

MORE INTELLIGENT
•Informed
•Opinionated
•Passionate

MORE 
INSTRUMENTED
•Mobile phones
•Tablets

Customer expectations are higher than 
ever before
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DELIVER A SMARTER SHOPPING 
EXPERIENCE
•Enable customers to shop however, 
whenever and wherever they want
•Match inventory and brand 
experience online, in stores and via 
mobile devices

DEVELOP SMARTER 
MERCHANDISING AND 
SUPPLY CHAINS

• Gather customer 
information continuously 
at every touch point 

• Manage and deliver 
assortments based on 
customer insights

BUILD SMARTER
OPERATIONS
•Update systems to 
better handle customer 
demands 
•Improve management 
across channels of labor, 
assets and business 
processes

The business requirements for retail 
success have changed
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What IBM Offers
• http://www.ibm.com/software/analytics/retail/



How are 
we doing?

Deliver immediate insights into 
business performance

• View at-a-glance results of flash 
sales

• Rank stores by region
• Compare labor expenses to 

budget
• Identify profitable customers

Why? 
What is likely?

Enable deeper analysis of trends and 
patterns

• Perform merchandise analysis
• Compare and predict channel 

performance
• Optimize store level assortments
• Model future market segments
• Improve campaign outcome with 

better targeting

What should 
we be doing?

Provide the foresight needed to 
plan and allocate resources

• Optimize merchandise 
profitability

• Improve financial and 
operational planning accuracy 
and agility

• Simulate effects of decisions and 
events

• Optimize store layouts
• Improve promotional 

effectiveness

IBM Business Analytics software drives 
better business outcomes



Capture structured and 
unstructured data

Use your analysis to drive 
improvements to
•Assortment 
•Advertising campaigns
•Product promotions
•Pricing
•Public relations
•Store layout
•Staff training
•Supply chain
•And more

Analyze data and predict future 
results by

•Extracting trends

•Exposing patterns

•Discovering relationships

Consolidate customer and sales insights generated 
through multiple touch points to create a complete picture

Capture Analyze Predict Act

Surveys, focus 
groups

Browsing 
history

POS
data

Loyalty program

E-commerce Credit card

Web browsing Complaints

Contact center Crowd sensing

Social 
media

Returns
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IBM Retail Solution
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Retail Market Basket Analysis (MBA)
• Better understand product sales 

patterns and customer 
preferences, increase marketing 
effectiveness and improve 
up/sell cross sell opportunities.
– Increase basket size, with 

greater revenue per 
customer visit.

– Increase return on marketing 
spend. 

• Product promotions, in- 
store offers, targeted 
offers to web shoppers 
and loyalty card holders.

– Increase product sales and 
margins through 
differentiated product offers.
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Transactions from 
all customers

Offers

Special Offer –

 

This Week Only
10% off on any of these
combinations: A + B…G + H….

Special Offer –

 

This Week Only
10% off on any of these
combinations: A + B…G + H….

Promotional Display
Buy X get Z for only $1.49!
Promotional Display
Buy X get Z for only $1.49! Market basket insights

• If A then B
• If C then D
• If E and F then G
• If H, then H then I

Transactions from this 
customer
• Cardholder since YYYYMM
• Average transaction value
• Monthly transaction value
• Categories purchased
• Brands purchased

773 9245

Statement 
insert

? ?

? ?
@

1512

311

1 Gillette razors

L’Oreal shampoo

House brand shampoo

House brand hair color

Colgate toothpaste

Nivea skin care

Men’s fragrance

Woman’s fragrance

House brand sun care

Optician

Feminine hygiene

Online photo service

Family planning

Pampers diapers

House brand diapers
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Statement 
insert

Descriptive
• Age
• Gender
• Family situation
• Zip code

Interactions
• Web registration
• Web visits
• Customer service contacts
• Channel preference

Attitudes
• Satisfaction scores
• Shopper type
• Eco score
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Retail Market Basket Analysis (MBA)



IBM Retail Solution



Retailers need to offer differentiated merchandise, while being profitable, flexible 
and efficient in an environment of accelerating market shifts

Banks  

Suppliers
Distributors

Carriers/
3PL

Customs

DCs

Retailer

Store 3

Store 2

Store 1

Call 
Center

Web

Catalog

Customers

Warehouses

Banks  

Suppliers
Distributors

Carriers/
3PL

Customs

DCs

Retailer

Store 3

Store 2

Store 1

Call 
Center

Web

Catalog

Customers

Warehouses

Develop smarter 
merchandising and supply 

chains.



Understand merchandise performance
• Measure store sales by SKU 
• Identify forecast accuracy 
• Understand performance against plan
• View trending over time
• Monitor KPIs

Merchant Dashboard

Measure performance, 
understand sales vs plan 

across all geos

 

Merchant Dashboard

Measure performance, 
understand sales vs plan 

across all geos

Understand Trends Over 
Time

 

Understand Trends Over 
Time



Understand merchandise performance

• Sales and margin by 
product, category, store

• Rankings
• Deep-dive analysis
• Performance by 

attribute(s)

Ranking of Top ProductsRanking of Top Products

Ad hoc QueryAd hoc Query



Apply predictive and advanced analytics to generate 
optimized assortment plan by store for specific time period

Determine likelihood of individual 
item selling on a store by store 
basis

• Take into consideration store / cluster 
attributes 

• Use multiple modelling techniques to predict 
whether a store should stock individual 
SKUs such as: CHAID, C5 and Neural 
Networks

• Use multiple methods of scoring predictions 
from modelling techniques for best 
prediction

Minimize Lost SalesMinimize Lost Sales



Review Predictions and Execute Plans
• Review SKU-Level Predictions against plan, 

history
• Model alternatives 
• Finalize Plans
• Execute

Model scenarios, keep 
multiple versions of 

plans

 

Model scenarios, keep 
multiple versions of 

plans
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Retail analytics solutions for smarter operations
Superior analytics capabilities, best practices and models to accelerate time to value

Store operations
This solution helps integrate planning for stores, 

regions, divisions and the overall company to help 
you optimize operations

• Link scorecards and reports to measure KPIs and 
analyze performance

• Create driver-based, profile-driven profit and loss 
(P&L) reports for stores that include:

–

 

Revenue

–

 

Gross margin

–

 

Exempt and nonexempt 
headcount position-level

–

 

Controllable expenses, such as 
supplies, utilities, and repair and 
maintenance initiatives
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Retail analytics solutions for smarter operations
Superior analytics capabilities, best practices and models to accelerate time to value

Store development
This solution helps you define and monitor projects with 

financial plans to help you manage store development 
initiatives

• Define, apply and manage attributes, drivers and 
assumptions

• Compare plans (revenue, expense) to determine 
initiative ROI

• Model and measure store, facility and initiative 
profitability, performance and contribution against 
goals

• Apply initiatives to regions, stores or groups of stores

• Manage resources by assigning them to projects

• Allocate expenses and capital expenditure to projects
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IBM has the systems, people and processes to help you get there 

IBM Industry Framework
IBM Retail Industry Framework
One of the richest and most integrated and 
comprehensive frameworks in the industry

IBM systems and services
Specifically designed to 
support industry-based 
solutions through …

IBM Business Analytics and 
Optimization Services
Transforming your business 
processes by integrating a 
single view across the 
enterprise with a unified …

Information infrastructure
Helping to ensure 
high-performing and 
cost-effective information 
availability, retention and 
compliance
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