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Occasionally, a post from the Tenser’s Tirades blog generates a response that greatly exceeds the value 

of the original essay. Here, thanks to the wisdom of colleagues, is the best example yet. 

Presented below is the original post, followed by a compendium of remarks by learned practitioners with 

a professional interest in In-Store Implementation and retail compliance. They weighed in on LinkedIn 

groups and on RetailWire.com and I am grateful to them for sharing their thought leadership. 

James Tenser, February 2011, jtenser@vsnstrategies.com  

 

WEDNESDAY, NOVEMBER 3, 2010 

What Constitutes Compliance?  

In my role as Director of the In-Store Implementation 

Network, the challenge of merchandising compliance is 

frequently addressed, from a variety of perspectives - 

both theoretical and solution-oriented. 

Several recent conversations have centered on the 

question of measuring the accuracy of a shelf set; that is, 

its degree of compliance with the schematic or 

planogram. This is actually a non-trivial matter when 

seeking a practical solution. Since a planogram is a 

complex tool covering many details (items, facings, 

positioning, quantities, etc.) determining what data to 

measure, how often and to what end(s) requires a thoughtful process. 

Our valued colleague Mike Spindler, CEO of ShelfSnap has championed this discussion in several items 

posted on the ISI Network LinkedIn Group page. He is one of the better thinkers we have on this topic, 

and his company offers a promising tool for digitally comparing an image of an actual shelf set with its 

associated planogram. 

How Close is Close Enough?  

If the comparison is "perfect" - that is, all item are present in their proper locations and quantities - we 

can safely declare that a shelf set is compliant with the plan. This is, however, a rare occurrence which 

probably exists only for a few minutes after the re-set work is correctly completed. The moment 

shoppers get to removing items into their baskets, perfect compliance begins to deteriorate. Darn those 

pesky shoppers! 

As I like to say, the "half-life" of a typical shelf set is less time than it takes the re-set crew to leave the 

building. A slight exaggeration, maybe, but you get the point. 

So when do retailers declare a merchandise set to be "out of compliance"? When 9% of items are out of 

stock (the industry average in grocery)? When 15% of items are present but mis-located? When the 

number of facings is off on more than 25% of items? Alternatively, what criteria define "in compliance"? 

 

Is this shelf set correct? 
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All items present and accounted for? 90% of items in the correct place? 99% in-stock? How close is close 

enough? 

Evidently, the ways a planogram can go wrong are numerous but not always numerical. More 

significantly, they are not easily recognized by human inspection. That is, compliance issues can be hard 

to spot without a scorecard in hand - and even then it takes concentration and focus and time.  

Compliance Shorthand  

What if we could define a short-hand method instead - perhaps three to six yes/no metrics that could be 

taken as a proxy for overall compliance? ISI Network member Larry Dorr, a respected expert on retail 

merchandising and founder of Jaguar Retail Consulting, described an approach that is worthy of 

discussion. 

He proposes measuring the condition of approximately five or six "destination" items for each category 

or major subcategory. These are often the highest-velocity items in their respective sections. "Measure 

the items adjacent to those items," he says. "If those five and their adjacencies are in correct shape, 

then the set is probably in good shape overall. If two of the five items are off, you may assume a 

compliance problem." 

This approach offers economy, speed and ease of implementation. A limitation, he concedes, it that this 

doesn't provide a measure of item distribution. While the five-item rule may deliver a directionally 

correct conclusion about planogram compliance, it may not help very much with gauging the 

performance of non-destination items. 

Also worth noting is how the criteria for compliance may vary across different product categories and 

classes of trade. Our example above is drawn from a grocery/mass perspective. In specialty apparel and 

department stores, where color, size and style factor in, the definition and metrics for compliance will 

differ. Consumer electronics retailers will face their own compliance issues.  

Storecard Metrics Needed 

So let's grant that merchandising compliance is a slippery quantity using presently available methods. 

That doesn't absolve practitioners from the requirement that they track and measure merchandising 

performance. In fact innovation in Shopper Marketing, segmentation and automated planograms only 

intensify the need. 

We need creative thinking and some consensus on what constitutes compliance success; on what to 

measure, how and how often. The goal is to define some compliance best practices and incorporate the 

metrics into in-store scorecards - what I like to call storecards - that support and enable those practices. 

Which leads me to offer this challenge: Use the comment form on this post or on the ISI LinkedIn Group 

to help us define: What constitutes merchandising compliance? How do you/should we measure it? 

What are the thresholds? How good is good? What's the cost of good? 

This could be the first step along the road to In-Store Implementation Best Practices. I look forward to 

reading your thoughts. 

© Copyright 2010 James Tenser 
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LinkedIn Group Postings: 
 

What constitutes compliance?  
Please read and share your ideas  

Wednesday, November 3, 2010. ς In my role as Director of the In-Store 
Implementation Network, the challenge of merchandising compliance is frequently addressed, from a 
variety of perspectives - both theoretical and solution-oriented. 

Several recent conversations have centered on the question of measuring the accuracy of a 
shelf set; that is, its degree of compliance with the schematic or planogram. This is actually a 
non-trivial matter when seeking a practical solution. Since a planogram is a complex tool 
covering many details (items, facings, positioning, quantities, etc.) determining what data to 
measure, how often and to what end(s) requires a thoughtful process. 

The ISI LinkedIn Group provides an excellent forum for that "thoughtful process." We invite 
members to offer their opinions, tips and success stories, using the comment box. Best practice 
begins here ς if you make it happen. 

Tenser's Tirades: What Constitutes Compliance? 
tenserstirades.blogspot.com 

 
Is this shelf set correct? 

 

________________________________ 

 In-Store Implementation Network on LinkedIn  
 

 

11 comments: 

Greg Gates ω Love the topic Jamie! Without sounding self-serving (oops, too late), there 
are tools that exist today which are helping retailers, vendors, MSOs and other trade 
partners greatly improve planogram compliance.  

Notice, I didn't say eliminate because there will always be that human element involved. 
These tools work right at the shelf every day for every product and every facing on every 

shelf in every store that uses them. They are image-based shelf strips and shelf tags built from the 
planogram file itself.  

Because they a) are built from the planogram intended for that location, b)include a color picture of the 
product that is earmarked for that spot, c) use the dimensional information from the planogram along 
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with other product specific info and d) account for the number of facings required, it's like having a color 
picture planogram on the shelf at all times. So now, not only can we quantify the issue/degree of 
seriousness with non-compliance, we can also implement a solution that helps to greatly reduce the 
problem by making it easy for any employee or MSO to execute a planogram more quickly than they 
ever have, AND to keep the compliance in check much more than has ever been possible. 

A simple solution that's been at work for many years, but still is gaining in popularity. Anyone that would 
like to discuss if further can certainly feel free to contact me at (630) 435-2223 or ggates@gladson.com. 
Regards, Greg Gates, VP of Image Merchandising Solutions, Gladson (www.gladson.com)  

 

James Tenser ω Kudos, Greg. As an esteemed ISI Network sponsor, Gladson is entitled to 
this bit of "commercial" exposure, especially since it is most germane to the topic at 
hand. Printed shelf strips put the roadmap front and center and constitute a significant 
solution element for compliance when integrated with other best-of-breed practices.  

 

 

Erwin Bergsma ω Interesting question James, to which I believe there is no single answer.  

Theoretically I'd say 100% compliance would mean that the section has the correct 
footage, all shelves are in the right notches and have the correct depth, every single SKU 
in the assortment is accounted for, and is merchandised with the correct number of 
facings, orientation and stacking in the location as was communicated with the 

planogram. Assuming there were no empty spaces in the planogram, this also implies that there are no 
additional SKUs present. Optionally, e.g. if the planogramming includes that, you could be looking at the 
proper usage of POS materials as well.  

However, in reality people are most likely interested in just a subset of the measures and/or a subset of 
the assortment. I.e. if your supplier A, you want to know about your products, that you probably 
supported with all sorts of Trade Marketing spend. Did you get what you "paid for" with respect to 
space, location, distribution, POS materials, etc.? My (educated) guess is that you don't really care what 
happened to your competitors' products... (To put it mildly.)  

In the end there should be a balance between the checks you do, and the objectives you have. 
Therefore, compliance checks should always be tailored towards the client's requirements.  

I'm probably just scratching the surface of this topic, but will leave it at this for now. Looking forward 
what others have to say about this.  

Erwin  

 

Erwin Bergsma ω BTW, can I, not being an esteemed ISI Network sponsor, mention that 
GRBS on its own, as well as in cooperation with partners, offers compliance checking 
solutions to those who are interested in (western) Europe and Asia ? :-)  
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James Tenser ω Yes Erwin. Your credentials are relevant here. I'm grateful that you are 
sharing your insights based on real experience.  
(BTW, ISI Network runs virtually pro bono. If your firm or other readers would like to 
make a modest contribution toward operating expenses, please write me directly!)  

 

Mike Spindler ω Probably the most important topic you can cover Jamie. 

The answer from our perspective is that compliance to the plan means just that. The 
shelf should contain the products (assortment) and the facings per product, and the 
flow/blocking/adjacencies contained in the plan. If they don't than the volume, 
profitability, labor efficiencies and consumer appeal/satisfaction that were built into the 

plan are compromised. 

In the world of store specific planograms the schematic is no more a suggestion than is the 25 MPH limit 
in a school zone. If the team executing and maintaining the set are told that they have leeway with the 
set, they will take it. If the set was based on faulty information (i.e. used last yearΩs set as the basis for 
this yearΩs) then the planner is not serious about having the set become reality. 

We just completed a study looking at a mixture of categories (Center Store and DSD) across major 
retailers for POG compliance. We found the average Assortment compliance at just 70%. 70%! That 
means that 30% of your teamΩs players did not get on the bus to play in the all important Superbowl for 
the consumers wallet. 

Type 1 compliance (where we look at both assortment and facings compliance) averaged just over 40%. 
Why have a plan at all? 

These studies were performed in the big retailers, where every imaginable tool is available for use, and 
every labor resource from both trading partners are aimed at the shelf. 

We had a newsletter come out a bit back laying out a multi-part study covering the statistics and 
beginning to unravel the mystery of why POG compliance is so far off the mark today. That can be found 
at: http://www.shelfsnap.com/newsletters/Volume24.htm 

We will add to that learning in our newsletter next week. 

We look forward to ISI feedback to that study.  

 

Skip Corcoran ω What constitutes compliance is based on the eye of the beholder 
measuring compliance. No matter how definitive we set our standards to audit and 
measure results at store level the results will be based on the interpretation and results 
needed by the group or person gathering the information at store level.  

 

 

Mike Spindler ω Hi Skip. That would certainly have been the necessary case up until two 
years ago, when ShelfSnap introduced in the U.S. Now, with a few snaps of the camera 
and our Image Recognition system, we can take the subjectivity and distortion out of the 
process. Now, indeed each organization can take their own decisions about the rules 
regarding compliance in their organization. Once that is done, the process of ShelfSnapΩs 
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transformation of pictures into products, positions, facings and conditions provides unassailable, 
accurate and undistorted measurement against that criteria.  

 

James Tenser ω This is officially the most active discussion we've had in this group so far. 
Interested readers will find other good comments under the same heading in the Space 
Management LI Group: http://tinyurl.com/67lfcc7  

 

 

Ken Dailey ω Jamie. Compliance is owned by the retailer and measured by service levels 
and lost sales. Execution is owned by the stores and measured in labor costs. The key is 
to find a solution that will help a store employee trained at a minimum to perform the 
necessary actions to create compliance.  

That means a combination of high tech solutions and low tech (ie signage) need to be 
incorporated to provide knowledge and direction with minimum effort. Remember most of the high 
tech expense in supply chain management and category business planning to get the products into the 
stores backroom. From there it is totally up to store level processes and personnel to execute the 
category management planning that has taken place... 

In the DIY channel they have done well in certain categories by using shelf signage. How can you do that 
in Supermarkets and Mass without adding to the already "noisy" [environment]. 

How do you help a store a employee with many different responsibilities to maintain compliance? They 
have the similar visual cues and responses that a typical consumer will have... i.e. seconds to glance and 
make product decisions in most cases. In a complex assortment, this means mistakes...  

 

Greg Gates ω Good points Ken. That is exactly why "low tech" solutions (such as 
planogram generated image shelf strips) were created. These visual cues are on the shelf 
all of the time to show the store employee what product(s) belong in which 
spots...essentially forcing compliance to the established planogram for that store. Half 
the battle is giving busy store employees the tools they need to do their jobs much more 

efficiently and effectively.  
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 Space Management Network on LinkedIn 
 
8 Comments: 

Mike Spindler ω Nice Topic Jamie, we at ShelfSnap love it.  

The answer from our perspective is that compliance to the plan means just that. The 
shelf should contain the products (assortment) and the facings per product, and the 
flow/blocking/adjacencies contained in the plan. If they don't than the volume, 
profitability, labor efficiencies and consumer appeal/satisfaction that were built into the 

plan are compromised.  

In the world of store specific planograms the schematic is no more a suggestion than is the 25 MPH limit 
in a school zone. If the team executing and maintaining the set are told that they have leeway with the 
set, they will take it. If the set was based on faulty information (i.e. used last yearΩs set as the basis for 
this yearΩs) then the planner is not serious about having the set become reality.  

We just completed a study looking at a mixture of categories (Center Store and DSD) across major 
retailers for POG compliance. We found the average Assortment compliance at just 70%. 70%! That 
means that 30% of your teams players did not get on the bus to play in the all important Superbowl for 
the consumers wallet.  

Type 1 compliance (where we look at both assortment and facings compliance) averaged just over 40%. 
Why have a plan at all?  

These studies were performed in the big retailers, where every imaginable tool is available for use, and 
every labor resource from both trading partners are aimed at the shelf.  

We have a newsletter coming out this week laying out a multi-part study covering the statistics and 
beginning to unravel the mystery of why POG compliance is so far off the mark today.  

We look forward to ISI feedback to that study.  

 

Erwin Bergsma ω Looking forward to the study results Mike!  

The compliance scores you mention sound horrible, and makes one wonder...  

 

 

 

Jane Gosal ω When it comes to compliance, what is the standard? Could 70% compliance 
actually be good?  
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James Tenser ω As Mike Spindler's very welcome comments imply, planogram 
compliance is a multi-dimensional construct, with few recognized benchmarks ς yet. So, 
to Ms. Gosal I suggest that to evaluate "how good is 70%?" we have to know what 
dimension(s) we are measuring and how well our performance compares with industry 
norms. I would expect these norms may vary by category, season, geography, in-store 

practices or other factors.  

But if I told you a given shelf set contained only 70% of the items called for in the schematic, I think 
you'd have to agree that that's unacceptably poor performance. If 98% of items are present and in-
stock, but only 70% display the prescribed number of facings, that may be a more ambiguous finding.  

So we have our work cut out for us! ShelfSnap is among the good actors who are presently investing the 
time and treasure to pursue some of these answers. There's a lot of room on this bandwagon, and I 
would encourage participants of this group to get on board.  

 

Jonathan Foster ω One of my favourite expressions is "Products that aren't on shelf ... 
generally don't do well". When looking at compliance one needs to ask the question "Is 
it more important that a store is selling the product or if the product is in the correct 
place on the shelf?". While I applaud the initiative to utilize photo-recognition software 
to measure compliance, I believe that there are huge wins to be found by simply 

marrying up POS data and Planogram-Store assignment data.  

The gains that are available by ensuring that the products are available on shelf are staggering. By telling 
your POS reporting system what planogram is assigned to each store and what items are on that 
planogram you will then be able to measure how compliant a store is. You will also be able to inform 
store level staff (both Retailer or Manufacturer) on what items are missing from their shelf set and 
provide them with an estimate of what the sales potential for those items are. Once you start measuring 
the potential then people start to pay attention.  

By measuring not only the products that are missing from shelf but also the products that are being sold 
that are not on the Planogram you will be able to quantify the cost of noncompliance and therefore be 
able to answer the question "Is 70% compliance OK?". If you have enough items in a set that the store 
level staff see as an opportunity then the likelihood that they will implement the Planogram goes up 
dramatically.  

Using these reports will also allow you to pinpoint stores that justify the photo-recognition approach. 
This way you will be able to compile the data that will allow you to measure the difference between 
having all the right products and having all the right products in the right places. This will allow you to 
isolate the benefit of having products in the right location with correct facings aspect of the execution 
without having those results clouded by missing products  

 

John Leventhall ω OOOH! Don't get me started on compliance (oh you have!).  

I agree with each previous contributor, particularly Jonathan. Mike Spindler's survey 
finds what I might expect. Sometimes the most capable retailers can have the poorest 
compliance. How do I get hold of your newsletter, Mike?  

The respondents so far have mainly focused on the symptoms rather than causes. I believe good 
compliance on shelf principally has 3 human parameters:  
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1) A centralised and highly disciplined approach to stores to slavishly, utterly and completely following 
the head office ranging & display instructions. Many profit damaging mis-compliances relate to 
divergence from head office instructions so that HO can't see what's gone wrong.  

2) A supply chain team and solution that is sensitive to why things are not right. [So often solutions that 
enable one person to deal with a large inventory lead to a 'push' mentality - Q: if it's apparently been 
shipped to store and/or replenished what could be wrong? ....A: Lots!]  

3) A commercial, buying and ranging mindset that understands what the in-store dynamics are. [This 
means understanding productivity drivers and display and having the information to do this. A rare, but 
perfectly feasible, combination]  

My experience of partial compliance, tends to be shortage of the top sellers! Where parameter 2 (P2) 
and P3 are dysfunctional, the poor old store staff are short of the best stuff and making do from the tail 
of lesser performers (that have plenty of stock!).  

When there is an Out-of-Stock (OOS) product there is ALWAYS a compound chain of reasons for each 
instance. This makes causes difficult to track and put right. People often oversimplify, apply wrong 
solutions or give up. In my experience the identified solution often does not deal with the cause!  

So often P1 is the problem with stores reacting in sub-optimal ways (not necessarily because they are 
not effective but because they have no other solutions available!). Save us all from 'entrepreneurial' 
store managers. So few organisations have effective feedback loops for store staff and little patience to 
develop solutions. Store teams often wise about the problems they encounter but have nowhere to 
lodge their comments and are under pressure to 'do better' so they just make do and mend without a 
solution to their issue.  

My advice if compliance is a problem is to  

1) Find out if it actually is a problem! (e.g. at the end of a season you definitely want to run stock out so 
have to ignore Availability %!).  

2) Don't try and change the world at a stroke. Take one category or sub category, analyse the heck out 
of it and then try and get it right in one store and measure the improvement. Then do a few more and 
prove it thoroughly. [What's the point of delivering a solution that is equally flawed and just adds to the 
problem?]  

3) You will succeed! But then, if you are in a large retailer, don't try and sell it 'up' the chain of 
command. The problems of compliance often bruise the pride and question the effectiveness of basic 
functions, managers and executives. What happens if stores are poorly managed or wrongly directed, if 
range buying is poor, if supply is ineffective? Answer: your multi-million dollar real improvement at 
virtually no cost gets politicked out of existence! Find the most senior sponsor for the idea possible, 
preferably the CEO. Be well researched (i.e. true), extremely brief (CEO's have a short attention span 
and detail can be filled in later!), amazingly shocking (people respond best to a surprise!) and identify a 
HUGE slug of profit to be gained. There's nothing so effective as your idea seeming to come down from 
on high as a matter of corporate policy by the top executive!  

 

Mike Spindler ω The newsletter can be found at 
http://www.shelfsnap.com/newsletters/Volume24.htm . 

Each of the chains in this set of studies are equipped with advanced POS based reporting 
and forecasting capabilities. And yet here we are. 
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Some of the basic reasons and most obvious issues are that decisions in store, or taken in the hallway 
are not making it back to the plan. Still this is a small minority. 

After comparing our results to some POS forecast and reporting toolsets we identified what we call 
Temporary Voids, which are products that are not on the shelf, but should be, and are not simply OOS 
(there is no room on the shelf for additional SKUs). 

More in the next installment of the newsletter which will be out next week. 

Mike  

 

John Leventhall ω Thanks for the link, Mike . Results even worse than I would have 
predicted!!  The term Void space is bang on in the way you describe it.  

More often than not, all sorts of reasons combine to make temporary voids in a display 
even when there's nothing fundamentally wrong. For instance:  

On the short time scale; maybe the product is in the back of the store awaiting the next fill up, in 5 
minutes.  

On a slightly longer timeframe; maybe there's been a short breakdown on a picker truck in the 
warehouse and the stock is delayed to store for a few hours or a day.  

Longer still; the buyer and supply guy, despite their best efforts have had a failure of delivery because of 
a storm at sea, or a dock strike delaying the shipment from the manufacturer causing a few days or 
weeks delay in appearance on shelf...  

I could go on (and do!).  

This is why my advice to anyone wanting to address compliance issues is to "analyse the heck" out of the 
problem not just with data but by walking the floor and talking to everyone involved. There is so often a 
temporary void and investigation has to be very thorough to find out exactly what causes each void 
space or misplacement on shelf, in order to get down to the fundamental ones that respond to change 
(picker breakdowns strikes and weather do not qualify!). Having been involved in some significant 
studies into this whole area, nowadays I try and avoid it due to the thankless task of really getting down 
to the root of each individual problem. I do believe that in a category of tens to hundreds of products, 
some voids are unavoidable...but 30%? No, no!  

A study in 2008 in one store in one multiple retailer where EVERYTHING was taken apart and put back 
together again and the store was then run EXACTLY to the letter of the law revealed that an instant 
significant increase in sales and clear visibility of why things were missing was possible with NO 
fundamental change to systems and processes. Part of this compliance problem is that retail is a very 
messy business and we generally don't get to grips with that by ruthless 'tidiness'.  

Look forward to part 2 of the study!  
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Hot Issue: Shelf management 

12/7/10  
BrainTrust Query: What Constitutes Compliance?  

Commentary by James Tenser , Principal, V ÅSÅN Strategies  

Through a special arrangement, presented here for discussion is a summary of a current 
article from the Tenserôs Tirades blog.  

 

Discussion Questions: What criteria define planogram or schematic compliance? How should 
they be measured or scored? What are the thresholds? 

 

6 Comments: 

If this is an important question (and I'm accepting that point), then maybe as big or a bigger question is 
why there is not compliance? Ignore out-of-stocks in this; I think that's a different issue than 
compliance. I'm wondering if store managers don't care, if those setting the shelves don't care, if the 
planograms are too hard to follow, if the planograms don't match the fixture size? If non-compliance, 

http://www.retailwire.com/discussions/Hot_Issues.cfm?Hot_Issue=Shelf%20management
http://www.retailwire.com/braintrust/FullBio.cfm?handle=JTenser


tenserstirades.blogspot.com  “What Constitutes Compliance?” 

©2011 James A. Tenser 12 V•S•N Strategies 

ex-OOS is a serious issue, how you measure it may not be as relevant as how you fix it or keep it from 
happening.  

Dr. Stephen Needel, Managing Partner, Advanced Simulations  

 

Everyone deserves good metrics on job performance. Without the feedback provided by a good 
measuring system, the employee is left in the dark; the location is (supposedly) missing its gross profit 
dollar potential because of its improper assortment, and may also be missing operating objectives 
because it is restocking to suboptimal shelf allocations. 

Having said all that, too often the planogram and the real world simply do not match. This means the 
reset crew has to make on the spot decisions about "that pole in the middle of the section." So, even 
before the reset crew has left the store, the planogram is out of compliance. By measuring the store 
against an impossible goal, all we've done is reinforce store personnel's stereotype of the "suits." Ideally, 
and I guess now some chains have this, each planogram must be unique to the location so compliance 
can actually be achieved. 

Ultimately, this is another area for electronic shelf displays to help with communication. This is where 
the two inch wide and four foot long electronic shelf edge display comes in handy. It allows the item 
display to be automatically shifted along the shelf edge. The reset crew can leave the store with a 
customized planogram that does accommodate the pole in the aisle. The automatic update of the shelf 
edge when items are added or deleted and as inventory levels change the facings required, makes the 
planogram a dynamic enabler for the restock crew. Compliance becomes a no brainer.  

Bill Bittner, President, BWH Consulting  

 

Merchandise compliance is always an animated discussion, although, in my experience, usually 
misfocused. Typically, the discussion is on how well the stores group execute the centrally-developed 
POG, with a host of Yes/No questions--are all the items in the right place? Are they in stock? Are the 
adjacencies correct? Etc., etc. This presumes quite a lot--the items are the best mix for each store's 
demographic, there is sufficient shelf space for all the items in the POG, there is an exit strategy for 
discontinued items in all stores, there is sufficient store staffing level to execute the POG, and so on.  

In my experience, the biggest challenge is connecting the reality of the individual store variances with 
the POG. This pesky reality has to be addressed before measuring level of execution in a store. The 
retailers that I've seen do this well are those that focus almost exclusively on key items, provide 
authority (and accountability) to store management to respond to local needs, include store 
management in assortment decision-making, and use shared performance metrics between stores and 
central merchants.  

Bill Emerson, President, Emerson Advisors  

 

Compliance is heavily tied to sales volume and seasonality and thus relative. Compliance issues with the 
shoe polish shelf? Sure...I'll get to it. Compliance issues with the candy aisle the week before Halloween? 
Drop what you are doing and make sure you're 100% compliant there. As far as choosing a compliance 
benchmark, I think that 100% compliance is realistic to measure and report provided the measuring and 
reporting are both done on an exception basis. Don't tell me what's compliant, tell me what's not, how 
much and when (and get the right tools to help you).  

http://www.retailwire.com/BrainTrust/FullBio.cfm?handle=drtrash
http://www.retailwire.com/BrainTrust/FullBio.cfm?handle=HWilliam
http://www.retailwire.com/BrainTrust/FullBio.cfm?handle=EmersonAdvisors
http://www.retailwire.com/BrainTrust/FullBio.cfm?handle=drtrash
http://www.retailwire.com/BrainTrust/FullBio.cfm?handle=HWilliam
http://www.retailwire.com/BrainTrust/FullBio.cfm?handle=EmersonAdvisors
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We've built our entire business around compliance (although by no means planogram compliance only, 
in fact we tend to get more interest from customers on measuring compliance with seasonal programs, 
operational standards and best practices) and so have other competitors in this space. Most retailers 
realize that non-compliance is expensive, needlessly expensive. Compliance increases sales, margins and 
the ROI on seasonal and in-store merchandising programs.  

Fabien Tiburce, President, Compliantia, Retail Audits & Task Management  

 

Goggle Goggles and Localization. 

This brings to mind my early training at Macy's. As a floor manager, it was my job to interpret the 
planograms and make them work for my business. As a buyer, I visited every store (I know, those were 
the days) and worked with the floor manager to make sure my merchandise "complied." 

I know department stores are not grocery, but more and more we are moving toward localization. That 
is, tailoring assortments to the customer of that store or region. The idea of a singular planogram that 
needs compliance seems antiquated albeit operationally necessary.  

I've been playing with Google Goggles--the visual search application. I wonder if there isn't a way to 
develop an algorithm that measures the installed floor set against the ideal? This could be centrally 
managed but locally connected. 

At ConsumerX, we look at everything from the consumers' perspective. They (we)expect basics--in stock, 
engaging value propositions, ease of purchase. Centralized planning is powerful, but it may be time to 
train in-store staff to interpret, know their customers and, yes, be creative.  

Chuck Palmer, Principal Strategist, Consumer Experience Design, llc  

 

Some excellent thoughts here. Thanks to all for wrestling with this non-trivial set of issues. At-retail 
compliance is a core business imperative with innumerable variables that require continuous 
monitoring. Practicality demands that we define pared-down methods that collect just enough relevant 
status information using no more resources than necessary. 

In my view the In-Store Implementation discussion leads us to relentlessly seek out successful practices 
and embed them in everyday process. Keep sharing, please.  

James Tenser, Principal, VSN Strategies  

 

RetailWire excerpts ©2011 RetailWire.com. Reproduced here by permission.  
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