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Business Challenge Martha Ste. N o

Enhancing the price competitiveness of the H303247-977- e 7oab = IVC-US 196 4262 153 a4

retailer’s top selling products to drive higher -

revenue and margin through its eCommerce ' MTI7350-891-. 56999 gegRathand 60.01 e 23] 3305 4 508

channel. Bring greater focus around sale

events. R oo 55 ey 56.13 37 4703 2784 nel
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DataWeave tracked and matched 150K of -

the retailer’s products across 20 competitor 2 | e 2200 LT om0 @ SEaEsma 215 mETEL 228 1T 48

websites, covering 9 product categories.

Pricing insights were refreshed and 11212 4]s . . 1] 2] 3] 4] s

reported once a day normally, and thrice a

day during sale events. Price Competitiveness
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- Up to 25% revenue growth and 3X margin
growth for the products tracked driven by
DataWeave’s pricing recommendations

Performed more aggressive price changes Vedian
during sale events based on increased
frequency of competitive pricing insights

Highest

Competitor prices were used to predict

prices offered by wholesalers to the

retailer’s competitor, enabling stronger, Amazon-US
data-driven vendor negotiations
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