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Case Study #1 -  Beverages
World's largest non-alcoholic beverage company with 21 billion-dollar brands

    Operational value 

80% reduction in POD drawing 
time - resources enabled to be 

more strategic vs tactical.

Financial value

Incremental $150M sales growth over 
3 Years & PODs growth to #1 in the 

category. 

Strategic value

They grew category each year while 
the rest of the market was declining. 

They won Sales Driver  of the Year 
award.

* PODs = number of stores a SKU is available

Multinational pharmaceutical company producing prescription, consumer 
healthcare products and vitamins engaged us to optimized their vitamin 
category as well as draw planograms. We able to integrate and simulate 
complex merchandising constraints and optimize their assortment.  This 
resulted in...

$150M 
incremental annual 
sales from 1 retailer



Commercial in confidence © 2020 HIVERY  |  2

2. Operational value 

80% reduction in POD drawing 
time - resources enabled to be 

more strategic vs tactical.

1. Financial value

Incremental $93M category growth 
and $20M in annual sales growth.

3. Strategic value

Recognition as an innovative 
strategic thought leader in retail 

resulted in new advisorship 
opportunities.

Case Study #2 - Beer 
Largest brewer in the U.S and 3rd largest in the world  

This customer saw an increase of $20M in incremental annual sales 

at one retailer and in just one category. They have also received new 
advisorship opportunities.

$20M 
incremental annual 
sales from 1 retailer
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Operational value 

75% reduction in POD drawing time - resources 
enabled to be more strategic vs tactical.

Financial value

$25M  incremental annual sales from 1 retailer

Case Study #3 -  Retail healthcare 
The client is world's sixth largest pharmaceutical company according to Forbes

Multinational pharmaceutical company producing prescription, consumer 
healthcare products and vitamins engaged us to optimized their vitamin 
category as well as draw planograms. We able to integrate and simulate 
complex merchandising constraints and optimize their assortment.  This 
resulted in...

$25M 
incremental annual 
sales from 1 retailer
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Operational value 

75% reduction in POD drawing time - resources enabled to 
be more strategic vs tactical.

    Financial value

$25M  incremental annual sales from 1 
retailer

Case Study #4 - Cereal & RTE
This multinational food provider is one of the top five cereal companies in the United States with 

approximately 30% of the breakfast cereal market 

Multinational food manufacturing company which operates in 180 
countries partnered with us to conduct store-level assortment, space and 
run simulation on unsaleables optimization across 4 RTE (ready to eat) 
categories and 5 retailers. This resulted in...

$165M 
incremental annual 

sales from 5 
retailers


