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HOW DENALI El BROUGHT ASMALL TEXTILES COMPANY THE
SAME INSIGHTS AND VISIBILITY AS A TEAM OF ANALYSTS

Benefits
ABILITY TO DRILL INTO INSIGHTS INTO COMPANY
NUMEROUS SALES CATEGORIES PERFORMANCE AVAILABLE AT MATCH SALES FROM PREVIOUS
AND IDENTIFY TOP SALES YOUR FINGERTIPS YEARS AND PROFIT MARGINS
PERFORMERS

COMPANY SUMMARY

FPerformance Textiles is a leader in the distribution and out-
sourcing of marine textiles from England to boat manufacturers
within the United Sigtes.

With a staff of only seven employees, Performance Textiles has
continually surpassed the limitations of what a small company
can do. The majority of their sales have been in the powerboat
industry and in the last five years, their sales have nearly ir-
pled. They believe this is due 10 a shift In the market where
people are maore interested in powerboats which don't reguire
as much skill and experience as other boats, like yvachis, do.

While they assumed this market shift was happening, they

didn't have any solid evidence io back up their conclusions. Other boat companies and manufaciurers were experiencing a decline
in their sales and 10 avoid a similar Tale, Performance Texiiles knew they needed the data to inform them. They turned to Denali
Businass Intelligence in the hope of gaining more insight into their sales 1o stay ahead of the curve and avoid catastrophe. What
they learnad from the platform, they couldn't have expecied.
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%% Denali Bl projects what our sales will look like for the next month based
our customer’s ordering habits and we can order materials ahead of time
to better prepare ourselves.



The Problem: Useless Data and Zero Insight

For Performance Textiles, data was never easy 10 obtain. If they did obtain any, it was ) _."L;

never current encugh t0 make a positive impact on their sales or decision-making

process. Most of their success came from market trends they followed and boiled We knew we had

down to luck. growth, but didn’t know
With summer on the horizon, however, they didn't want to miss an opportunity to in what areas. N'Dwf we
Increass their profits since sales typically g0 cold in winter. By trving out Denali BI can divide our sales

FPerformance Textiles hoped to take their fiat and unreliable data and convert it into -
useful informiation. The insighis could then identify which products were selling and down b)“ prndu{:t to view

which ones weren't; they could also discover new opportunities, and boost their where our gruw'th is

summer sales ¢lear into winter. - -
coming from and which

areas are shrinking.
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Denali Bl Solutions: Avoiding a Potential Pitfall

The dashboard we assembled was designed 1o take all of Performance Texdtiles data, including past, current, and future sales
history, and combine it with customer informaiion so they could quickly see where their customers were located, how much they
spent, and which products were their best sellers.
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With this newfound information, Performance Textiles finally gained the visibility they _"_'
desperately needed. If they wanted to take a gloser look Inte their sales, they could - -
drill down on any product to view a graph that tracks the product's performance over Because we're such

any period of time for up to three years. There were also products that Performance
Textiles thought of discontinuing due to poor sales; but when they reviewed the a small company, we

dashboard, they found the products were actually performing better than expected. didn’'t have the size
. of staff to run reports
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The dashboard’s insights didn't end there, however, as it detected a probiem they coutdn't have foreseen. Their sales for the
month were experiencing a drastie hiccup. The irajectory for the sales month was half of normal expectations. Without having
Denali Bl, there wouldn't have been any way for them 1o notice this trend and brace for imeact in time. Instead, they aleried the
manufacturers in England where their producis were built to lower expectations. They then thinned out inventory costs o lessen
the blow and instead of damaging their company, they profited.

& ’-’E— When | click on a segment in Denali Bl, it automatically tells me
where my sales are at, and | can see the volume of purchases by
my top customers.
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Impact: Looking Ahead

Ferformance Texiiles was under the impression that if they wanted data in real-time, they would have 1o hire a team of five or more
professionals to pull the data, compile it, and lend insight. Being such a small company, they didn't believe this information would
ever be avallable. Instead, they 2ot & small dashboard that could answer all their sales questions. They plan on continuing with
Denall Bl and keep using it a5 a too! to waich over their company and guide their decision-making.
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29 It’s not even my best selling productis | can look at; | can look at
even the smallest products and see how it’s performing.
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