
Master the complexity of assortment optimization
with our new solution



Our client wanted to revitalize its Sugar category and had identified Assortment as one of the 
key levers to achieve this objective.

But, revising the whole assortment plan was a complex task because it had to combine very 
different interests:

Satisfying the 
shoppers’ needs

Following the 
business rules of the 

brand

Translating the 
category strategy in 

product offer

Maximizing the 
category’s sales

Context



A software solution that allows to:

Quickly get a 
recommendation

Easily build as many
Plan versions as 

needed

Be able to compare 
variousscenarios Maximize turnover

Need



Demo – new assortment plan creation



Step 1 – Translate expectations into constraints for the algorithm

Business rule

Reducing size of the box



Business rule

Allow promotion
Business rule

Limit stores’ workload
Business rule

Push private label

Step 1 – Translate expectations into constraints for the algorithm

Category strategy

Prioritize some client needs



Category strategy

Adding innovations

Step 1 – Translate expectations into constraints for the algorithm



Category strategy

Consider delistings

Step 1 – Translate expectations into constraints for the algorithm



A1 A2 A3 A4

Sales + 471k € (+ 1.7%) Live assortment 50 64 73 102

Units + 73k   (+ 1.1%) Planned assortment 44 53 67 96

Movements 32 Change -6 -5 -6 -6

Number of productsImpact

Step 2 – Get a recommendation

Compliance with box size constraint
Estimated impact if 100% of 32 changes 
are executed



Live assortment New assortment Change

DISTRIBUTEUR 18% 22%

FOURNISSEUR C 3% 2%

FOURNISSEUR O 1% 1%

FOURNISSEUR E 18% 19%

FOURNISSEUR M 11% 10%

FOURNISSEUR L 19% 16%

FOURNISSEUR S 2% 3%

FOURNISSEUR T 28% 26%

FOURNISSEUR U 1% 1%

Share of assortment by MANUFACTURERS
Share of private label assortment on the 
rise and well over 20%

Step 2 – Get a recommendation



Live assortment New assortment Change

EDULCORANT COMPRIME 11% 11%

EDULCORANT POUDRE 6% 5%

PETITS SUCRES BLANCS 7% 5%

SIROP AGAVE 3% 4%

STEVIA 8% 7%

SUCRE BLANC PRATIQUE 9% 9%

SUCRE BLANC TRAD MORCEAUX 5% 5%

SUCRE BLANC TRAD POUDRE 3% 4%

SUCRE CANNE BIO 7% 8%

SUCRE CANNE MORCEAUX 12% 12%

SUCRE CANNE POUDRE 7% 9%

SUCRE CONFITURE 6% 7%

SUCRE CRISTALLISE 3% 3%

SUCRE NUTRITIONNEL 7% 6%

SUCRE PATISSIER 6% 5%

Share of assortment by NEED UNITS

Assortment share of priority need units 
on the rise

Step 2 – Get a recommendation



Detailed recommendation at SKU level

Step 2 – Get a recommendation



Simulate the impact of changes vs. 
recommendation received

Step 3 – Adapt the recommendation



6 months after the 

assortment has been 

implemented in store

+1.1% sales for the Sugar

category thanks to the

assortment lever

Results



Titre de la slide

"At vero eos et accusamus et iusto odio dignissimos ducimus qui blanditiis praesentium
voluptatum deleniti atque corrupti quos dolores et quas molestias excepturi sint occaecati
cupiditate non provident, similique sunt in culpa qui officia deserunt mollitia animi, id est
laborum et dolorum fuga. Et harum quidem rerum facilis est et expedita distinctio. Nam
libero tempore, cum soluta nobis est eligendi optio cumque nihil impedit quo minus id quod
maxime placeat facere possimus, omnis voluptas assumenda est, omnis dolor repellendus.
Temporibus autem quibusdam et aut officiis debitis aut rerum necessitatibus saepe eveniet
ut et voluptates repudiandae sint et molestiae non recusandae. Itaque earum rerum hic
tenetur a sapiente delectus, ut aut reiciendis voluptatibus maiores alias consequatur aut
perferendis doloribus asperiores repellat."
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