[image: image1.png]



MINUTES

Category Management Committee

Huntington Beach, California

April 22nd, 2009
Welcome and Introductions 

Chairman Mark Heird introduced himself and welcomed the Category Management Committee at 8:05 am. Heird then asked both the Committee members and visitors to briefly introduced themselves. The attendance was recorded as follows:

Committee Members Present





Mark Heird, Rust-Oleum, Chairman    

Frank Frederick, ROL Manufacturing 
Mike Boyer, ASC Industries, Vice Chair

Paul Kortman, Wix



Mike Briggs, NAPA




Robert Sammons, Pep Boys
Mike Eversole, Robert Bosch



John Seal, Advance Auto Parts

Steve Flavin, NPD 




Steve Marks, Auto Parts Alliance
Chris Hunter, AutoZone



Mike Kealey, Dorman Products
John Strem, Standard Motor Products, Inc 

Larry Lavigne, 3M
Others Present

Wendy Hughes, O’Reilly



Jon Rubich, Insights2Action
Bill Thompson, Industrial Mkt 


Chris Hoffman, Stant


Bob Jennings, NPD




Ray Datt, Schwartz Advisors, LLC
Jason Toups, NPD




David Falk, NPD

Michele Raymond, Uni-Select


Rod Bayliss, Activant
Debbie Brose, 3M




Dave Barbeau, Delphi
Jacklyn Li, Delphi




Dan Kaplan, NPD

Andy Steineke, Edgenet



Jim Lang, Lang Markeing

Chris Sokolnicki, Dupli-Color


John Lutes, East Penn

Michael Klein, IDQ Holdings



Cal Coburn, Trico

Steve Dresser, Tomkins 



Christy Crute, Snap-on

Dan Scheuerlien, Auto-Wares


Robert Morris, AAIA




Heird explained the change of leadership and the beginning of his tenure along with Mike Boyer, the Vice Chair. Heird made it known that guests were encouraged to participate in the discussions and freely ask questions. Heird announced that this meeting would also include the Retail Segment whose agenda was distributed prior to the meeting. This format differed slightly from the norm in that the first half day was devoted to Category Management and the later half was focused on the Retail Segment. He highly recommended that everyone return after lunch for the Retail presentations. 
New Member Presentation introduced by Mark Heird
Heird introduced a new indoctrination to the Committee, the new member presentation. He thought it would be beneficial to get to know the newly appointed members of the committee and what their experience level with Category Management is. The goal was to share their experiences. Presentations were made in the following order and are available on our website:

Mark Heird
Mike Kealey

Frank Frederick  
Hard Parts Workgroup presented by Jason Toups
Jason Toups from NPD delivered the presentation on behalf of Gordon Hoffman, the Hard Parts workgroup leader, who was unable to attend. Toups began by reviewing the Hard Parts methodology which closely resembles the FOC process. A by-product of the solicitation process yielded the following chart. 
Brake Category Brand / Grade Grid Review
	New

Grade Level
	Old

Grade Level
	Comments
	Brake

Pads
	Brake

Shoes

	Grade-1 (Economy)
	n/a
	Not all retailers will have an entry here
	X
	 

	Grade-2 (Good)
	Good
	 
	X
	X

	Grade-3 (Better)
	Better
	 
	X
	X

	Grade-4 (Best) 
	Best
	 
	X
	X

	Grade-5 (Specialty

 Niche)
	Specialty Niche
	 
	X
	X


· Updated Retailer Brand Grid includes:
· 116 Changes 

· Line changes by retailer

· New line additions

· Discontinued lines identified

· Manufacturer brand name changes

· Grade changes

Brake Hierarchy Changes Proposed
· Brake Pads Subcategory

· As a future upgrade, it was suggested to use “Grade” for the segment level and “Material” as an attribute.  This is a reverse of the current hierarchy reporting structure, and is more in line with reporting for other hard part categories.

· Brake Calipers Subcategory

· Collapse from 7 segments down to 3 segments

· Add attribute for “Assembly Type” (Un-loaded, Semi-Loaded, Spec. Niche)

· Move “New / Reman” from segment level and report it as an attribute.

· Brake Master Cylinders Subcategory

· Collapse from 2 segments down to 1 segment

· Remove “New / Reman” from the segment level and report it as an attribute.

N.B.
Due to current report view limitations, it was decided not to make the hierarchy changes until we can cross more data points through use of attributes.  The group agreed to postpone these changes in the near term, but recommended full implementation once the report tool allows for it.

RECAP of Brake Category 
· Added new Opening Price Point (Economy) grade for brake pads.

· Re-labeled grades to include names and numerical references levels 1 – 5.

· Re-adjusted brands within Grid to align with retailer placement.

· Plan to consider future change to swap brake pad material from segment designator to attribute.

· Eliminated some segments in “Brake Calipers” and “Master Cylinder” subcategories, moving these data points into attributes.

What’s next for the Hard Pars workgroup?

· Review the Suspension Category Brand / Grade Grid for the Ride Control Subcategory

· There are three major participants in this subcategory

· Monroe / Tenneco

· Gabriel / ArvinMeritor

· KYB

· These manufacturers have expressed a need for reviewing the brand allocation by grade across our current retail panel

· Meeting date is still TBD, but likely in May ‘09 

Data Work Group - Presented by Mike Boyer
Boyer reviewed the Front of Counter responsibilities emphasizing the primary function of the group has new focus because of the maturity of the hierarchical matrix. 
The 2008 Hierarchy Review included the following:
2008 Solicitation Recap 

· Total Companies Solicited = 193

-35 Companies Responded

-18% Response Rate (21% in 2007)

· Total Individuals Solicited = 466

· 39 Individual Respondents

· 8%  Response Rate (8% in 2007)

2008 Category Reviews / Results
· Total Categories Reviewed = 35

· Total Overall Changes to Categories/Subcats/Segments/Attributes = 215

· Category Changes = 1

· Wipers - major re-work to accommodate market changes

· Subcategory Changes = 31

· 9 new Subcats created

· Segment Changes = 184

· 45 segments deleted due to little or no volume

· Attribute Changes/Additions = none

NPD UPDATE presented by Steve Flavin
Four New Application Categories Released

· Exhaust

· Gaskets

· Driveline

· Wiper Components

Exhaust, Gaskets & Driveline are released with:

· Category, subcategory & segment

· Retail & commercial channel

Cooling Category Attributes now available for:
· Water Pumps

· New vs. Reman
· Grade                                

· Heating Hoses

· Grade

· Belts

· Grade

The following table is the Estimated Released Time Schedule for Re-Released Categories which includes both Commercial and Retail sales.
	Rotating Electrical
	April, ’07

	Batteries
	July, ’07

	Brakes
	August, 07

	Filters
	October, 07

	Fuel Systems
	November, 07

	Cooling
	February, 08

	Hierarchy Upgrade
	March  Data

	Suspension
	May ’08

	Steering
	June ’08

	Climate Control
	August ’08

	Exhaust
	September ’08

	Gaskets
	November ’08

	Driveline
	January, ‘09


Time Frame for Previously Unreleased Categories

	Wiper Components
	February ‘09

	Hierarchical upgrade
	February ‘09

	Application Electrical
	April ‘09

	Ignition
	July ‘09

	Emission
	September ‘09

	Engine
	December ‘09


Hard Part Release Milestones

· Eight categories released in last 12 months

· Application Electrical to be released 1 month early

· Delivery with March data in April

· Solicitation to begin for remaining categories

· Emission

· Ignition

· Engine 

· Attributes will be part of re-release over time, dependent upon industry feedback
Retailer/Distributor Audit
To ensure a faster, more efficient method of processing the data, NPD inaugurated a collaborative effort. Five distributors participated in the audit which helps to maintain a consistency in reporting. The following are some of the measures that were developed:

· Identifying improvements from the quality of existing data points. 

· Receiving additional data points to help better identify the items sold which will improve coding and attribute accuracy

· Receiving new data points for future services such as 

· Items on promotion

· Shelf price vs. sales price

· Warranty information, etc. 

Some of the challenging issues that were examined involve the quality of the data.

· Quality begins with the retailer/operator data feed.

· How does the data come into the retailer?

· Are there late stores or missing stores?

· How often do stores call-in or poll?

· How is it processed and prepared for NPD?

· Is NPD receiving the sales information for all products?

· How are commercial and retail sales recorded?

· What pricing information does NPD receive?

· What product detail is available to NPD? 

· How does the data flow to NPD?

· What process is used to send the data to NPD?

· Does the retailer face challenges with NPD’s process?

NPD Report Enhancements
Additional Value on Parts Reporting

· Now reporting same structure for all categories

· Retail, Commercial and Total

· New Measures

· Standard Geographies

· 7 Regions

· Enhanced Geographies

· 50 DMA’s

· Custom Geographies

Retail Advantage Reports 
· Previously limited to front of store retail only

· Now reporting same structure for all categories

· Retail & Commercial

· New Measures

· Standard Geographies

· 7 Regions

· Enhanced Geographies

· 50 DMA’s

· Custom Geographies

Delivery Tool Improvements

· All categories & reports from one view

· Improved long running report feature

· Dynamic brand list in categories

· Flat file options for all item level reports

New Deliverable on Total Store

· Early Indicator Report is discontinued

· Replaced with Category Overview Report

· Industry needs have changed

· New deliverable provides cleaner classification

· Delivered on day 18

· Matches the AAIM data of record which is delivered 1 week later

Executive Panel Findings presented by Mike Boyer
Boyer explained that an executive panel was established to develop new direction for Category Management. The panel’s mission was to:

Provide the forum and tools to enable effective collaboration for all supply chain partners looking to utilize category management in their respective businesses.
The mission involves three basic strategies:

1) Leverage industry leadership to further the principles of category management and collaboration within the aftermarket

2) Provide forums, resources, and tools that promote the utilization of the category management process

3) Partner with other AAIA segments & committees to open lines of communication and create synergies 

Tactics used to carry out the strategic direction outlined above were:
1) Partner with other AAIA segments & committees to open lines of communication and create synergies 

a. Collaborating with Retail Committee

i. Better planning of meeting times

ii. Identifying project synergies

b. Market Research Committee

i. Insure Category Management needs are met in AAIA research projects

c. Education Committee

d. Technology & Standards Committee

2) Leverage industry leadership to further the principles of category management and collaboration within the aftermarket

a. Develop a Steering Committee to provide oversight and drive adoption of the Category Management concept at the C level

b. Execute on a broader “VP” Forum, designed to expand the adoption of information use across the aftermarket


3) Provide forums, resources, and tools that promote the utilization of the category management process

a. Promote “Getting Started” document through the industry

b. Share best practices from outside the industry for idea sharing behind the uses and benefits of Category Management

c. Leverage Data Work Groups to facilitate user groups for information tools

Additional Tactics evolved:
· Universe Expansion

· Point-of-Sale universe for additional coverage of aftermarket sales volumes

· Examples: Mass, Internet, Regional Operators / Program Groups

· Demand Side Information Needs

· Information sources designed to address data gaps from factors driving category consumption (sales)

· Examples: Price Shop, Promo/Causal Data, Vehicle Application/Product Interchange

· Supply Side Information Needs

· Information sources designed to address data gaps needed to address supply chain efficiencies

· Examples: Inventory, Returns

Next Steps

As a result of this new strategic direction the following workgroups arose:

· Universe expansion led by John Seal

· Inventory and Returns led by Robert Sammons

· Interchange Pilot led by Mike Briggs

· Oil Change Promotion led by Mike Eversole

· NPD wish list led by Mike Eversole

These workgroups will meet this summer and report on their developments at the next meeting on September 9-11 in Boston, MA
Adjournment

Heird officially adjourned the meeting at 12 PM.

**  All presentations are available on our website at: http://www.aftermarket.org/Committees/CategoryManagement/Presentations/spring2009.aspx
[image: image2.png]















































Category Management

April 22nd, 2009
Huntington Beach, CA

Page 9



