
The marketplace is constantly moving and evolving, so how do you keep up with the competition?  
The ability to quickly identify opportunities or threats is central to your brand’s success, but how do you 
determine the source of your constant sales volume changes? 

decisionSMART™ Business Assessor
Monitor what’s really driving your volume

Knowing what is driving the changes in 
your sales volume is vital to understanding 
how to respond to it. The need for speed 
often requires that you sacrifice the 
quality and precision of analysis. 
However, not knowing what factors 
specifically drive your volume can result 
in wasted resources and unnecessary 
investments.

decisionSMART Business Assessor 
combines the timeliness of syndicated 
data updates with the precision of  
Nielsen Analytic Consulting store-based 
Pricing & Promotion models in a web-
based reporting application that will allow 
you to rapidly resolve volume “due-to” 
questions.

Our advanced demand models use data 
taken at the store-by-store level to reduce 
the risk of aggregation bias. The models 
generate a set of multipliers that precisely 
calculate the volume change due to 
alterations in marketplace conditions and 
isolate the impact of individual causal 
drivers of base and incremental volume

With Business Assessor you can quickly 
explore and track sales changes with 
interactive charts. Within a few clicks, 
you can immediately assess the impact of 
a dozen different due-to drivers, including 
distribution, pricing, promotion and 
competitive activity.  Using your analyses, 
you can then make timely and appropriate 
decisions to improve future performance.

Features:
• 	 On-going data updates through 		
	 integration into your  Nielsen 		
     point-of-sale scan data feed
•	 Due-to drivers based on Nielsen 	
	 Analytic Consulting promotion model 	
	 output, including:  Distribution, 		
	 Seasonality, Category Trend, 		
	 Competitive Trade, Cannibalization, 	
	 Price (Everyday and Promoted), 		
	 Feature Ads, Display, and Feature + 	
	 Display
•	 Flexible data analysis options 		
	 including:  custom product groups, 	
	 custom time frames, and client 		
	 selected markets
•	 Easy-to-use and interpret output in 	
	 charts, tables and SmartText with 	
	 export functions to Excel, PDF, or 	
	 image files 
 
 
 
 
 
 
 
 
 
 
 
 
 

•	 User-defined favorites and batch 	
	 report options to quickly jump to a 	
	 report or export a series of charts

Benefits
Uncover brand growth 
opportunities through 
real-time analysis and 
resolution derived by precise 
measurements of volume 
causal factors

Respond quickly to sales or 
profit loss issues and changes 
in the marketplace.

Reduce costs and save 
resources by avoiding time-
consuming data hunts and 
spreadsheet report updates.
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Marketing blames Sales – Sales 
blames Marketing
The marketplace is constantly changing, 
making it difficult to know exactly which 
changes have made the biggest impact. 
Yet, both sales and marketing are each 
accountable for driving topline growth. 
Responding quickly and appropriately is 
critical to fixing the problem or 
expanding programs that work.
Using the Business Assessor, Global 
Goods was able to determine that sales of 
their 10 oz Canned Beans have declined.  
The next step was to determine which 
markets were driving the decline. They 
accomplished this by “drilling-down” on 
the data with a single mouse click. 
By clicking once more, they were able to 
see the base and incremental volume 
drivers, revealing that a price increase is 
the key driver of the loss in sales

“The Result”
Global Goods Company was able to 
eliminate the “finger pointing” and the 
guesswork of what caused the loss in sales 
and take immediate corrective action to 
put the brand back on its sales growth 
track.
By instantly knowing the brands, markets 
and volume drivers to focus on within a 
matter of minutes, Global Goods 
Company was able to achieve a focused 
analysis and improved efficiency.

Case Study: Learn how Global Goods Company 
responds quickly to changes in the marketplace

For more information, contact your 
Nielsen Analytic Consulting 
representative or visit our website at 
www.nielsen.com

Market Selected: TOTAL US - FOOD OVER �2 MM
Product Selected: Canned Beans 10oz

Period Selected (YEAR AGO): 24 - 4 WEEKS ENDING 02/18/06
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Point-and-click navigation to determine which brands and markets are driving the volume change

Product Selected: Canned Beans 10oz
Driver Selected: 01 - Total Volume

Period Selected ( YEAR AGO ): 01 - 52 WEEKS ENDING 04/24/04
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Market Selected: TOTAL US - FOOD OVER �2 MM
Driver Selected: 01 - Total Volume

Period Selected ( YEAR AGO ): 01 - 52 WEEKS ENDING 04/24/04
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