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LIGHTHOUSE - LUMINATE DASHBOARD MOCKUPS

This deck illustrates some of the potential reporting that can be produced on top of Walmart’s
Luminate data feed.
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We have used a fictitious company “Contoso” in the production of this data, Contoso manufacture and
distribute consumer electrical goods.

Each sample dashboard includes a description of EXEGUTIVE UVER‘"EW

the “persona”, or role in an organization, who
would interact with these dashboards
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Every company is different, so there are no doubt
additional challenges, with their own KPIs that
would need to be developed, but our aim is to
illustrate what is possible!







PERSONA - EXECUTIVES

Challenges

Big Picture — How is the overall business performing? Are we meeting growth/sales targets? What are the

drivers for growth/shrinkage?
Company Strategy — Are we meeting our company objectives? What areas need focus? Which teams need

support?
Trust — Hearing reports from many different sources. How do | know which numbers to trust?

Opportunities

Focus — Many different KPIs shouting for attention, which deserve the most immediate focus?
Market Reaction — Are we seeing a surge in demand we should react to? Should we refocus production to
avoid unsold stock?

Key KPIs

Revenue Growth

Stock Quantity
Channel/Category Analysis
Geographic Breakdown




@ EXECUTIVE OVERVIEW

Key Dashboard Requirements

= Need to see a summarised view
across the whole business

= How is the team performing
overall?

= Can be tailored to specific
strategic objectives
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Executive Summary
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How are we performing Year to Date? Which categories are performing?

Where are we performing well? Which channels are performing?
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“Having a clear overview of my company's performance is crucial for effective leadership, informed decision-
making, and ensuring we stay on track to achieve our goals. It also boosts transparency, accountability, and
stakeholder trust, which are vital for our success. Furthermore, it improves communication across the
organisation by providing a clear understanding of our overall performance.”
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Key Performance Indicators

= To make informed decisions
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= Allocate resources Last ¥ Las ‘ L Last Ve resources should be allocated to
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strategic objectives. This
efficient resource allocation is
crucial for any organisation. |
can use data analytics to
determine where resources
should be allocated to maximize
ROI. This includes deciding on
budgets, workforce allocation,
and investments.”

= Mitigate risks

= Ensure goals are on track

= Facilitate strategic planning
= Assess performance

= Understand customer
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“Understanding customer behaviour and preferences is essential for our business. | can use this to gain insights into customer categories,
preferences, and locations, allowing me to tailor products and services to meet customer needs effectively.




PERSONA - CATEGORY BUYER

Challenges

Category Performance — How well am | performing in my category? What if my primary categories are being
disrupted? How can we react quickly?

Product Prioritization — How do | know which products to push or which should be withdrawn?

Profitability — Which products are most profitable?

Opportunities

Order Volumes — Do my top sellers need more stock? What performance am | expecting for upcoming
months/periods?

Better bulk deals — Can we make more efficient purchases where we are confident about sales volumes?

Brand Performance/Growth
Margin




@ CATEGORY BUYER
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= How is my product area
performing?

=  Which categories and products are
doing well?

= Do my top sellers have enough
stock?
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Which subcategories are performing?
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@ CATEGORY BUYER - USER JOURNEY

“By analysing sales figures, | can identify which brands or categories are selling well and
which ones are underperforming. This information is essential for making informed profitable
decisions about buying.”
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What are my aims?
= Assess brand performance. A$ 373.8M 7'\ 1.3M v $210.7M
= Manage inventory

effectively.
= Plan promotions and Last Year

marketing. $ 372.5M 1.2M $213.6M
= Tailor to customer

preferences. Top 10 Items
= Make competitive analysis. W mmdme e

Evaluate profitability.
Forecast demand
accurately.
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“Sales data helps me make decisions about which brands and products to include in my orders. | can
make data-driven choices about introducing new brands, discontinuing underperforming ones, or
expanding the range of products offered from successful brands.”
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Which subcategories are performing?

“I now have the capability to
effortlessly access my
historical data, allowing me
to make decisions grounded
in attainable forecasts. This
is vital for guaranteeing the
availability of the optimal
inventory levels to meet
customer demand,
mitigating the risks

- associated with inventory

561 shortages or surpluses”
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“I can now quickly identify low-stock areas using
indicators, enabling me to respond promptly and prevent
potential shortages, ensuring our sales remain robust and
protecting our revenue.”
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PERSONA - FIELD SALES

Challenges

Am | going to meet my sales target? — What do | need to do to get there? Any areas | should be focusing
sales attention on to drive better performance?

How is my patch performing? — Is my performance typical? Can | learn from other regions performance?
Which stores/store managers do | need to work closely with? — Which meetings should | prioritise?

Do any locations need better coverage? — Is my patch too big/small? Is the sales team well structured?

Opportunities

Better focused sales activity - Spend time on the key opportunities. Maximize return on time invested.
Improved relationship management — Spot problems before they occur. Be the most informed supplier our
distributors work with. Know their business better than they do themselves

Seasonality Forecasting — Understand the peaks and dips in your business and plan accordingly

Key KPIs

POS Sales Revenue
Period on Period Sales Growth
On Hand Stock Amounts
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= How is my sales patch
performing?

=  Where in my region am | seeing
growth?

=  Which store managers are
performing well?
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Where are we performing well?
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@TEXAS

% Microsoft Bing © 2023 TomTom, © 2023 Microsoft Corporation  Terms

Which stores are performing well?
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k the store manager. This data helps in identifying which stores are
v performing well and which ones may need additional support or attention
which leads to targeted improvements.”
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“Tracking sales per store helps in managing inventory levels effectively. If a store is consistently selling out of products, it
may indicate a need to increase stock levels to meet demand. Conversely, if some stores are not selling well, it may be time
to reduce inventory or adjust the product mix.”




PERSONA - INVENTORY MANAGER

Challenges

Stock Forecasting - How much stock do | have? How much do | need?

Can distribution centers meet store needs? — Can we fulfill the expected demand? Is our production
schedule correct? How much stock is wasted?

Which stores are at risk of stock outages? — Can we prioritize distribution to prevent outages?

Opportunities

Optimize storage costs/overheads — Can we make held stock more efficient and lower storage costs?
Reduce risks by holding less stock — Can we shorten turnaround for held stock?

Key KPIs

On Hand Stock Amounts
On Hand Stock Value
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=  How much stock are stores
holding?

=  What is the value of currently
held stock?

= High risk stock outages

INVENTORY MANAGER
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Key Performance Indicators
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Top 10 Stores by OH Qty YoY

Contoso Pittstield Store

Contoso New Haven Store 24K
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Contoso Minden Store 24K
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@ INVENTORY MANAGER - USER JOURNEY

What do | want to achieve?

=  Maintain optimal stock
levels for customer
demand.

= Ensure customer
satisfaction and prevent
shortage.

= Control costs and prevent
overstocking.

=  |mprove inventory
turnover rates.

=  Adapt to seasonal
variations in demand.

=  Manage supplier
relationships and negotiate
effectively.

=  Ensureinventory accuracy
and prevent losses.

=  Analyse data for future
planning.

“Accurate identification of well-performing stores allows me to optimise stock, cut costs,
enhance customer satisfaction, and make data-driven decisions for overall business

success.”

“I have the capability to analyse inventory trends across different time periods and
store locations, enabling me to anticipate future demand and take proactive measures
to address potential issues.”
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“I can effortlessly
access cost
breakdowns per store
and across various
categories, presenting
this information in a
readily actionable
format, thereby
streamlining the
analysis process and
reducing the need for
extensive external
analysis. This not only
saves time and money
but also enhances
overall efficiency.”

OH Qty YoY Comparison

OH Qty by Product Catagory
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“I can now proactively identify stores with low
stock levels, allowing me to swiftly initiate
restocking procedures to avert potential
shortages and safeguard against revenue loss.”
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