
Assortment optimization

Based on consumer clustering 
and behavior modelling



What do  
retailers face?

Exacting requirements for the 

assortment

Low average tickets 

Limited sales area

Frequent out-of-stocks



Based on the collected data, our specialists build 

consumer behavior models, that help to define 

their decision tree. 

We use data about product categories, planograms, sales 

history, loyalty program and other available information.

ScienceSoft develops and 

implements complex assortment 

optimization solutions



Changes in assortment and usage
of sales area

Analysis of the current 
situation

Effective sales plan 
development

Plan execution control

Detecting sales potential Predictive modelling

Decision 
making

A conceptual scheme of 

an automated assortment 

management system



 Items purchased together with a category

 Consumer portrait for each category / SKU

 Category penetration rate

 Purchase frequency per each category

 Category elasticity of demand

 Share of spending for a category

Sales history
Promotions history

Loyalty program
Other data

A series of reports and tables 
that reflect the current 

situation

Automated analysis of the 

current situation



Detecting sales potential

The system uses data about the sales 
of a category / sub-category /segment / 
brand / SKU, consumer segmentation, 
as well as held promotions

If there is a loyalty program, 
consumer segmentation is 
carried on an individual level. If 
there is none, then segmentation 
is done for consumer baskets

The system takes into account 
category role: target, main, 
seasonal, impulse, competency
(or other roles, used by a retailer)



Detecting sales potential

Forming of a category by volume, 
structure and display in the way your 
customers want to see it. 

 Detection of a category 
underdevelopment or 
redundancy

 Highlighting of perspective 
consumer segments for each 
category / sub-category / brand / 
SKU

 Detection of sales potential for 
each category / SKU by using sales 
history and consumer behavior 
modelling

Potential inside a category, sub-

category, segment, brand, SKU



Shelf Space Allocation

The system automatically 
optimizes products’ layout by 
using existing planograms and 
sales history.

Additionally, the system allows you 
to fix specific shelves or areas 
for a certain category or brand.

Detecting sales potential



Introduction of new SKUs

Category expansion through introduction of new SKUs helps to 
increase category sales potential.

On the basis of consumer behavior models together with sales 
history, the system automatically detects lacking SKU types that 
possess the most demanded characteristics. 

Detecting sales potential

Basket analysis Purchase patterns 
detection

Missing SKU 
identification

A consumer buys low-
fat milk

Low-fat sour cream is absent

ADD!

Consumers 
usually buy dairy 
products of the 

similar fat content



Out-of-stock monitoring

Detecting of a product shortage or absence on the sales floor
as well as timely correction of the situation allows retailers to increase 
considerably their sales as well as influence customers’ loyalty.

Detecting sales potential

Average SKU sales per 
time period

Seasonal and holiday 
variations

Comparison with 
the current 

situation

Dramatis decrease in 
sales

Alert: need to check 
availability and layout

considerably



Predictive sales modelling

based on consumers’ behavior patterns

Sales forecasting allows retailers to minimize overstocking and 
avoid empty shelves.

Predictive modelling is based on historical sales data, 
consumer behavior, as well as extracting of seasonal and holiday 
variations.



Sales forecast is built on the basis of historical data without any 
innovations in the new period (without usage of the detected 
points of sales potential). 

Predictions allow for:

 Seasonal sales variations
 Promotional sales and their influence

Predictive sales modelling
based on consumers’ behavior patterns

Planning as in previous period

Detecting sales 
potential

Predictive modelling
Analysis of the current 

situation



Planning with built-in sales potential 

points

The system allows retailers to include selected sales potential 
points (that are considered as the most important and 
perspective for the period) in the actual plan. 

Taking into account the selected points and seasonal variations, 
the system automatically predicts sales for each category / 
sub-category/brand / SKU. 

Predictive sales modelling
based on consumers’ behavior patterns

Detecting sales 
potential

Predictive modelling
Analysis of the current 

situation



Effective sales plan development

 The system develops sales plans that can be drilled down to 
each store / category / sub-category / brand / SKU. 

 Promotional sales are separately calculated. 

Forecast
(as in previous period or using 

sales potential points)

Sales plan
(automatic generation)

 A plan is built using sales reserves of each store (is 
calculated for each store from the same segment). 

 Other marketing information that is available is 
used to specify the plan.



The system automatically analyzes sales for each store and 
alerts responsible staff about deviations from the plan. 

Information can be sent via emails, as well as available from mobile 
phones and tablets. 

In addition to deviations from the plan, the system allows retailers to 
get possible factors that influence sales.

Plan execution control



Key facts about ScienceSoft

 450+ full-time staff 

 More than 35 patents in data analysis

 Locations in the USA, Asia, Eastern and 
Western Europe

 ISO 9001:2008 and CMMI best practices

 Customers in 30+ countries 



 Retail analytics (development for American and European 
retailers with more than 5.000 stores)

 FMCG Producers – brand, promotion and advertising 
campaign analysis (world FMCG producers with more 
than $50 bil turnover)

 24 years in analytics and prediction algorithm 
development

 Mobile solutions for manufacturers and retailers

Our experience in data analysis, FMCG 

manufacturing and retail



Thank you!

SCIENCESOFT Finland

Myyrmäenraitti 2
01600 Vantaa, Finland

Phone: +358 92 3163070
Email: contact@scnsoft.fi
Web: www.scnsoft.com

SCIENCESOFT USA

5900 S. Lake Forest Dr., Suite 300 
McKinney, TX 75070, USA
Phone: +1 214 306 68 37

Email: contact@scnsoft.com
Web: www.scnsoft.com
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