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SURVEY METHODOLOGY
Goal: Analyze current state of retail distribution / 

wholesale supply chain industry

Surveyed: >100 NAW SmartBrief readers + 

Blue Ridge customers

Respondents: CEO, COO, President, Manager, 

Sales Manager, etc. 
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DO YOU VIEW 
AMAZON OR OTHER 
E-COMMERCE GIANTS 
AS DIRECT 
COMPETITION IN 
YOUR 
MARKETPLACE? 

Answered “NO” 

50%



AMAZON’S DOMINANCE OF 
U.S. E-COMMERCE WILL GROW
The retailer’s online growth will keep outpacing that of traditional retailers 

Estimates from Needham & Co. 

34%
37%

41%

45%
47%

50%

2016 2017 2018 2019 2020 2021



CHALLENGES IN INVENTORY 
PLANNING & FORECASTING ENVIRONMENT
Organizations are currently facing or will in the short-term (next 3 years) 

*Percentage	of	respondents	who	ranked	this	as	the	No.	1	concern	out	of	seven.	Percentages	total	over	100%	due	to	multiple	responses.	

Complex patterns of customer demand37.4%

30.6%
Increasing volatility of demand 
(new competition, new customers, digital ecommerce) 

16.1% Managing new product introductions

12.6% Long lead times

9.5% Increasing supplier collaboration needs

7.1% Lack of internal processes and tools

Handling event/promotional activities 2.6%



CURRENT DAY OF 
SUPPLIES ON-HAND

31-60 Days34.3%

21.2% 19-30 Days

17.2% 61-80 Days

13.1% Above 81 Days

10.1% 8-18 Days

4.0% Less than 7 Days



WHAT TECHNIQUES DO YOU CURRENTLY
USE FOR FORECASTING DEMAND?

5.2% 5.2%

19.6%

25.8%

36.1%

72.2%

Artificial 
Intelligence & 
Deep Learning 

Machine 
Learning

Regression 
Models

Adaptive Time 
Series 

Forecasting

Time Series 
Forecasting

Moving 
Averages

Historical Sales 
Data

84.6%



WHICH DEMAND 
FACTORS ARE 
INCORPORATED 
INTO YOUR 
FORECAST 
MODELS?

12.9%

Social Media 
Influences

23.7%

Events

35.5%

Weather 
Influences

55.9%

Product 
Relationship

71.0%

Programs or 
Promotions

75.3%

Price Change 
Impact

48.4%

Assortment 
Changes



DOES YOUR INVENTORY PLANNING PROCESS PROVIDE
ACTIONABLE INSIGHTS ON CUSTOMERS, INVENTORY & DEMAND?

Somewhat but still do analysis outside35.7%

34.7% Yes, and we are fully using those capabilities

19.4% Does not provide what we want

10.2% Not available 



SALES OPERATIONS FINANCE

FORECASTING/ 
DATA ANALYST

MARKETING MERCHANDISING 
ANALYST

ROLES
WHICH 

ADDITIONAL 
ROLES ARE 

INVOLVED IN 
INVENTORY 

OPTIMIZATION?

74.5% 63.3% 43.9%

42.9% 42.9% 20.4%



MOST VALUABLE 
STRATEGIC 
CAPABILITIES IN 
INVENTORY 
PLANNING AND 
OPTIMIZATION 
SOLUTIONS

Rich analytical capability39.3%

26.3% Provides customer insights

20.0% Automation

16.1% Intuitive user interface & workflows

12.1% Tools to collaborate with suppliers



WHAT PERCENTAGE OF DEMAND COULDN’T BE 
FULFILLED FROM ON-HAND INVENTORY?

5%

14%

19%

27%

Always had the 
Quantity

Don’t know More than 4% 2.1% - 4% 0.1% - 2%

35%



HOW DO YOU MEASURE SUPPLY CHAIN
PLANNING & INVENTORY OPTIMIZATION SUCCESS

*Percentage	of	respondents	who	ranked	this	as	the	No.	1	concern	out	of	seven.	Percentages	total	over	100%	due	to	multiple	responses.	

Customer Service Level82.8%

75.8% Inventory Turns 

62.6% Days of Supply On-Hand

61.6% Inventory Dollars

45.5% Sales Revenue

30.3% Improved Forecast Accuracy 

Less Manual Intervention 8.1%
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