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MINUTES

Category Management Committee

Bonita Springs, FL
April 9th, 2008
Welcome and Introductions 

Chairman Michael Klein introduced himself and welcomed the Category Management Committee at 8:05 am. He thanked Jon Rubich for his past leadership and introduced Jay McCorry as the Vice Chairman. Klein then asked both the Committee members and visitors to briefly introduced themselves. The attendance was recorded as follows:

Committee Members Present





Michael Klein, EF Products, Chairman    

Phil Henderson, Remy International
Jay McCorry, Morse Automotive, Vice Chair
Mike Briggs, NAPA

Mike Eversole, Robert Bosch



John Seal, Advance Auto Parts

Steve Flavin, The NPD Group


Scott Huston, R.L. Polk

Mike Boyer, Champion Laboratories


Ed Rammel, Dayco

Stephany Goodnight, AutoZone


Ray Datt, AIA Canada

Rick Karlewski, AC Delco



Larry Lavigne, 3M

Bob Moore, Bob Moore & Associates

Jon Rubich, Insights2Action

John Strem, Standard Motor Products, Inc.

Gordon  Hoffman, Tomkins AMG
Dan Rader, CARQUEST Corporation

Paul Kortman, Wix 
Others Present

Bill Thompson, Industrial Mkt 


Marc Blackman, Gold Eagle

Chris Sololnicki, Sherwin Williams


Dawn Zieren, NPD


Cindy Sobolewski, SherwinWilliams


Paul Engl, Wells Manufacturing
Jason Toups, NPD




David Falk, NPD

Bill Morgan, Partnering Group


Marc Brazean, AIA Canada

Frank Frederick, Rol Manufacturing


Mike Kealey, Dorman Products

Stephan Alexander, Gold Eagle


Kevin O’Shea, Gold Eagle

Michele Raymond, Uni-Select


Robert Morris, AAIA
McCorry welcomed the five new committee members. Klein strongly encouraged full participation and interaction from not only committee members but also guests. Klein then transitioned into the first presentation by introducing Mike Boyer who gave the Front of Counter update on behalf of Mark Boyer, chair of the Data Work Group, who was unable to make the meeting.
Data Work Group - Presented by Mark Boyer
Boyer first went through a review of the Front of Counter responsibilities emphasizing that the primary function of the group has new focus because of the maturity of the hierarchical matrix. He did explain the new review process which now includes 2 additional steps, one of which was recommended at the last (Phoenix) meeting.  

Hierarchy Review
Two new changes:

1.  AAIA Industry Feedback

Retailers & Manufacturers

2.  Data Work Group

Feedback Review & Recommend

Boyer presented a synopsis and results of the 2007 Hierarchy Review for Front of the Counter Categories. This information was first presented at the Phoenix meeting and restated by Boyer.
Summary of Hierarchy process:
· Broad coverage of Front-of-Counter categories.

· Strong process in place for management of hierarchies.

· The process was enhanced with secondary review in 2007.

· Next solicitation is June 2008.

Hard Parts Update presented by Gordon Hoffman
Hoffman did not have a formal presentation because the hard parts workgroup is waiting until the new hierarchies are released. The workgroup will reconvene after the industry has had time to react to the new structure.
The following categories have been recently released:

Rotating Electric
Fuel Systems 

Cooling (re-release)

NPD UPDATE presented by Steve Flavin

· Milestone with March data delivery

· Focus on improving manufacturing solicitation

· Next application categories on track

· Exploring next steps with Hard Parts

· Building additional value

· Store level data

· Advanced analytics

March Database Restatement

The March data which will be released at the end of April is a restatement of the all the data from 2006 forward. This restatement is due to some hierarchy revisions, corrected  data feeds, new items that were not originally reported and the addition of new participants (1,000 new outlets).

· March data restatement presents major improvements to the Point-of-Sale information

· The Data of Record will change

· Scope of these changes will be communicated to manufacturers and retailers once final

Flavin mentioned that the data should not be taken at face value but that one needs to interpret the data before one begins to incorporate it into their business planning process. 

Hard Parts Category Release
The 5th and 6th Application Categories (Fuel Systems and Cooling) have been released reporting both retail and commercial sales in sub category and segment detail. 
Fuel Systems

$720M worth of Fuel Systems data is now available down to the attribute level, a view that represents much more granularity and provides more value. Further attribute reporting will be available in the coming months. 
Cooling Category

Now tracking over $1.4 Billion in annual sales, 157% greater than previously reported
· Data from January 2005 forward

· Segment detail

· Attribute detail will be released in subsequent months

· Less detail was provided in the solicitation process

· Prioritized attributes are grade & type

Category Release Schedule
Flavin explained the Release Schedule in the following table.




Initial date        Revise date       Status

	Rotating Electrical
	April-07
	 
	Released

	Batteries
	July-07
	 
	Released

	Brakes
	July-07
	 
	Released

	Filters
	October-07
	 
	Released

	Fuel Systems
	November-07
	Nov-07
	Released

	Cooling
	December-07
	Mar-08
	Released

	March Restatement
	 
	 
	 

	Suspension
	January-08
	May-08
	May-08

	Steering
	February-08
	Jun-08
	Jun-08

	Climate Control
	March-08
	Aug-08
	Aug-08

	Exhaust
	April-08
	Sep-08
	Sep-08


Next categories scheduled for rollout are Climate Control, Suspension and Steering. 

Factors That Affect Expediting Rollout
· Data scope

· Retailer data compliance

· Manufacturer solicitation
Flavin pointed out that the amount of data that NPD has to digest from the automotive division represents half of NPD’s entire data collection efforts. Not only is there a tremendous amount of data management but the revenues derived from the automotive division do not equate to half of NPD’s revenues. 
· Insufficient department, class and item level detail causes increased research time to determine 

· Proper classification, manufacturer and brand information and attribute characteristics.  

· Incomplete or inaccurate brand, manufacturer, and part number information create challenges in NPD’s ability to classify some products at all

Manufacturer solicitation is another collaborative effort to expedite the release of new categories. It was originally introduced at our last meeting and effectively and successfully implemented. To further enhance the data flow some additional thought were recommended by NPD.

· More formal retailer support

· More procedure in the follow up process

· AAIA Committee Chairmen Communication

· Request for manufacturer data 

· Electronic files with required fields

· Longer lead times

· But maintaining timelines

· NPD is not waiting on secondary suppliers

The following table displays the manufacturer solicitation process and status for the next three categories. 

	Suspension
	Steering 
	Climate Control

	Closed, Loading
	Finalizing Feedback
	Distributing 4/11

	· Affinia

· ArvinMeritor

· Beck Arnley

· Cardone

· Dorman

· Federal Mogul

· KYB

· Mevotech

· Specialty Products

· Tenneco

· Tomkins
	· Affinia

· ArvinMeritor

· Beck Arnley

· Cardone

· Dorman

· Federal Mogul

· KYB

· Mevotech

· Specialty Products

· Tenneco

· Tomkins
	· Denso

· Dorman

· Four Seasons

· Proliance

· Ready-Aire

· Siemens

· Visteon




**NPD committed to communicate to the committee the status of vendor participation on a regular basis.
Future Enhancements Areas

Regional Commercial Reporting

· All categories to be released with regional reporting for the commercial channel

· By June date release

· More value across categories 

Designated Market Areas

DMA Information Releasability Rules:

· Maximum retailer AIV within a market must not exceed 55%

· There must be five or more participating retailers within the market

Originally there were 20 DMAs represent 33% of population and include 5,119 Stores with 36% Front of Store AIV.

In development, there are 45 DMAs which will represent 66% of population, 9,249 Stores (52%) and 63% Front of Store AIV. More details will be released as work is completed. 
Retailer Trading Areas (RTAs) and Custom Geographies
Customized based on retailer specifications 
· Areas and Regions

· Trading Areas or Districts

· DC Service Areas
Custom Geos -  Customized based on manufacturer specifications

· Test markets

· Demographically-defined

· Climate zones 

Discussion ensued regarding communications and how NPD can communicate the most recent developments without having to wait for the next committee meeting. It was generally agreed upon that we would explore the various communication channels whether that means social networking or webinars has yet to be determined.

Lunch Break
Category Management data presented by Bob Moore
with John Seal, Ed Rammel, and Ed Heon
The Data sync project,  was initiated by Bob Moore at our last meeting in Chicago. Moore proposed that we conduct a project that matches Category Management data that is sent to NPD and present the findings at our next meeting. Ed Rammel volunteered Dayco’s data from the supplier side and John Seal volunteered Advance’s data from the Retailer side. Ed Heon from Datagility offered to collect the data and perform the data synchronization, comparing the two files. The “files” that were compared included data from 8 fields: Brand ID, Part Number, UPC Code, Part Type, Category Management code, Minimum Order quantityand Jobber price. These eight fields are all an integral part of the Product Information Exchange Standard (PIES) format. 
The reasons that this project was conceived were based on the following understand.

· Fact-based decision making requires both timely & accurate data

· System to system communication is required to speed exchange & accuracy

The goal of the project was to uncover why it takes so long to release new category data and to find a way that might expedite data for NPD to digest.
Some of the findings were rather simple and yet they impede the flow of data because computers are not able to interpret data, they merely read it. The following were some examples of the problems.
· Each – ea, e, each?

· Inch – in, inch, ”?

· UPC – with or w/o leading 0 & ( digit? 

· Fed Mog, FM, FMO?

· Filter/oil, Oil Filter, Spin-on?

· Reseller added prefixes, suffixes 

And the results were very revealing
· Mismatched & Missing Data, notably:

· Part Number (mismatched)

· UPC (mismatched & missing)

· Brand ID (missing)

· Category Code (mismatched & missing)

· Part Type Code (PCdb) (missing)

· Product Description (mismatched)

Recommendations
· Suppliers and receivers must get key data fields populated & sync:

· Brand ID, Part #, UPC, Part Type & Category

· Improve methods to keep the suppliers’ and receivers’ data synchronized

· Frequent scheduled updates of product data

· Reseller data to NPD should include: 

· Brand ID, Part #, UPC, Part Type & Category

· If all comply, monthly reporting from NPD will be quicker, more accurate & more cost-effective to process

Action Items
· Suppliers should send electronic files to NPD 
· Suppliers should send new part info to NPD electronically
· Resellers should clean up their descriptions and UPC codes

· A Data Integrity workgroup should develop a best practices document (BOD) for data feeds

Strategic Direction- Beyond the data presented by Michael Klein and Jay McCorry
Klein began this phase of the meeting by introducing some new ideas that may help in furthering Category Management strategies. There are outside data providers that we have not considered. In order to fully understand what some of the providers offer it was suggested that we should invite a guest speaker from one of the companies to present at the next meeting. Some of the companies that Klein mentioned were: Prospace, JDA, Spaceman, Planalytics, Spectra, Weather Trends, AC Neilson and IRI.  The topics covered involved such concepts as life style and life stage, individual shop behavior, retail pricing comparison and the effects of weather conditions. 

Klein wanted to solicit committee members observations from the meeting. The following comments were captured.

· Have workgroups produce more 

· Let NPD know of new product introductions from suppliers

· Provide more opportunity for new comers to relate their experiences with CM implementation

· Filter category involved developing an interchange. What other categories might this same model work for?
· Presentation of how to better utilize the data model

· Guest Speaker for supply chain leverage

· Develop more surveys that critique our format and help improve the meeting

· Focus more on strategy and less on tactics
· Where can we see a full market view of sales

· Research by channel

· Develop a Users Group

· Educational courses

· Promote getting started document that Briggs developed
Adjournment

Klein officially adjourned the meeting at 4 PM.
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