December Newsletter

Despite all odds, we made it

Eleven months down and one to go. I've heard it said many times; the most important
month in the produce business, is the month you're in. That takes on a bit of a deeper
meaning when the month you're in is December. This ain't my first rodeo, I understand
that for many of you facing down the barrel of year-end targets, chances are you are very
close to hitting them. Which also means you are likely pretty close to missing them.
If you're looking to get a leg up on your competitors, maybe a review of customers,
markets and categories might be an advantage for you to grab hold of. As luck would have
it, the Execulytics Newsletter looks at those three aspects of the produce business. In
keeping with a Christmas theme, this month's newsletter will review things with the help of
the Ghosts of Christmas Past, Present and Future.
The Ghost of Christmas Past checks in with our customers in That's what she (and he)
said. The Ghost of Christmas Present visits retail locations in Store Tours. And our final
visitor, the Ghost of Christmas Future checks out product cost predictions in Produce
Moneyball.
I hope this edition of the Execulytics Newsletter can play a small role in helping you
achieve success. If you know of anyone who might find this information useful, please
forward across to them.

That's what she (and he) said
The Holidays are undoubtedly important.
Its a great time to sell lots of fruit and
veggies. This is true if you are in retail or
on the supplier side of things. But when
the big ball drops on Times Square,
success for this year will already have
been decided. Determining which side of
the ledger you fall, is whether or not you
heard the call of your customers.
Questions worth asking focus on
whether the previous eleven months are
a good indication of what Christmas will
hold. The Ghost of Christmas Past asked
our consumer panel those questions.

When asked about where they shop, almost half of all
customers said they make changes during the Holidays
This can be a scary proposition for retailers,
given all the disruption. But there are some
things to take comfort from. Chances are the
majority of your customers will continue to
shop with you. Some though, may try other
stores for a different experience over the
holidays. The flip side is you will likely be
seeing new customers in your store,
regardless of which side of the price vs.
variety spectrum you sit on. Now is your
chance to do a better job (than they're used
to) for these new customers and turn them
into regulars.

Diving deeper into this data will help you understand what sort of changes to expect to the customer
dynamic over the holidays.

Which age groups are likely to
change where they shop?

What holiday experience are
Millennials looking for?

Younger consumers are more likely to

Variety is important, but it's not the only

shop at different stores over the holidays.

thing. Over 1 in 5 Millennials are looking

Older customers tend to stay put.

for lower prices over the holidays.

When asked about the products they buy, six out of seven customers
said they are looking for something different over the Holidays

Now that we know, we can use this information to our advantage. If you are a retailer, you would be
well served to carry your full assortment, now is not the time to worry about shrinking out of slow
moving items. This will benefit existing customers who are looking for different products and it will
benefit new customers looking for a different experience. Remember to put your best foot forward as
you want new customers to become regular customers. Likewise, if you are a supplier, you would be
well served to ensure all your retail customers, large and small know your full product lineup. As they
are all preparing to welcome new customers into their stores, now may be the time to get your
product on their shelves. What might not have appealed to them in the first eleven months may
make sense now that we are in December.

Harness the power of consumer intelligence
If the Execulytics Consumer Panel can help your organization accomplish your customer
goals click on the button to learn more.

Find out more

Store Tours

The Ghost of Christmas Present has been busy travelling across the continent capturing
key December merchandising in US and Canadian stores. Read on to see what's
happening for this key selling time period.

Michigan

Citrus takes center stage
In this Michigan Kroger store, citrus is a
hero category. That in and of itself, is not
out of the ordinary. After all, we are
entering winter and what better way to
ward off the sniffles than with a regular
dose of citrus fruits? What makes this
display special, is the over and above
effort to show the internal flesh of the
individual varieties. In my experience,
customers are more likely to purchase
when they see what citrus fruits look like
on the inside. Maybe a good theory to test
in a future Execulytics survey.

Texas

Everything's bigger in Texas
This Walmart store is getting into the
Holiday spirit by ensuring key Christmas
favorites are hung by the produce
department with care. And in Texas, care
means big. Back to back ½ pallets of
pomegranates is just one of many bin drop
displays in this store. Meanwhile an
endcap chock full of Halo branded
mandarins greet customers in a prime
spot. Notably, while the store is using
attention grabbing placement to sell
product, neither price point is grabbing my
attention.

California
Hispanic merchandising is alive and well in this Rancho San Miguel store

Check out this massive off-shelf

Coming from this part of the

display of avocados and roma

continent, a display of white onions

tomatoes. Come to think of it, I think

this large, is rare. So too is selling

I will have some guac and salsa this

them in 3lb. bags. Could be an

Christmas.

opportunity!

I don't mind if I do try one
I look at this display, at Rancho San Miguel
again, and I think to myself, 'How many people
went shopping with no intention of
purchasing Nature's Sweet brand tomatoes,
but ended up buying some anyway?' It's
impossible to tell based solely on this picture, but
I am willing to bet a lot more than what otherwise
would have. Here's a challenge for any amateur
produce sleuths out there. Find and share
insights into the effectiveness of this off-shelf
rack and I will send you an Execulytics exclusive
report on organic produce consumer purchase
habits and perceptions. And for those in a
sleuthy mood, check out the sign in the top left
corner of the picture. It lists nutrition facts for
various fruits. Pretty good attempt at growing
consumption. Good on ya, Rancho San Miguel.

Ontario
Christmas just wouldn't be Christmas without inshell nuts

One full aisle is devoted to nuts and

If Longos is going to consider inshell

dried fruits in this Longo's store.

nuts a hero category, then it must

Over the Holidays, we're certain this

be complimented with a large

is a hero category for this store.

display of chestnuts. And there it is.

Longos is not the only retailer going nuts this Holiday season though. To the above left
you see a Sobeys store anchoring a display with pistachios complimented by a smaller,
yet appealing chestnut offer. Meanwhile on the right are big walnut and chestnut
displays in Walmart's signature bins as customers enter the department.

Western Canada

It's important not to forget the customers over the Holidays. After all, they will make or
break us. This SaveOn store in Alberta makes sure customers know they are appreciated.
They post positive messages across the department reminding customers the lengths
they go to, to provide a great service.

The pictures are a little blurry, but the signs say the following:
1.

WE GROW DEEP ROOTS - We've sourced farm fresh products for over a
century. Today we support over 2,000 local growers and producers.

2. NATURE'S BOUNTY - Whether it's hard to find items, organic items or
seasonal choices, our variety is second to none.
3. OUR QUALITY GUARANTEE - If you are not 100% satisfied with your
produce purchase, we will:
REPLACE the produce item you purchased
REWARD you with 500 more reward points
REIMBURSE your money for the item
How's that for gaining their customer's trust?

Produce Moneyball

Okay, I've got to come clean. I said the Ghost of Christmas Future was going to visit us in our
Produce Moneyball feature. This would suggest we are going to predict costs during the
month of December. If you remember, we did that last month. To be timely in our predictions,
we will need to review January futures. Since, the three ghosts from the famous Dickens
novel makes for a good story, we'll stick with it. So to present January cost futures, the
Ghost of Christmas Future.
This month, we will predict costs on products that are associated with general good health,
indicative of a typical New Year's resolution friendly, eating regimen. First up for review will
be the quintessentially January, get healthy fruit, 48 count Red Grapefruit. Next up will be 88
count Gala Apples, and finally, since January is a great time to eat more salad, we, or should
I say the Ghost of Christmas Future will review the future cost of 24 count wrapped
Iceberg Lettuce. But the ghost says, use cost futures with caution, unforeseen circumstances
could play havoc with these predictions.

48 Count Red Grapefruit
We've been there before, right? It's January 2nd and time to get healthy. We polish up our
serrated edge grapefruit spoon and rush to the store to buy a big bag. If you're like me you
expect to not like the flavor but once you've had it again, you think why don't I eat one
every day? That nostalgic déja vous feeling does not carry over to costs, lots of change
over the last ten years.

Lots of inflation, in fact the average annual rate of 7.3% means costs have doubled over
the last ten years. If you want to continue the routine, it's going to cost a lot more than it
did at the start of the decade. The good news is, the cost is stable over the course of the
month. As you can see below, we predict a cost that is between $13 and $14 FOB
throughout January.

88 Count Gala Apples
Remember, an apple a day keeps the doctor away. More and more scientific data is
proving that prophetic statement to be true. These days there are many ways to keep the
doctor at bay with all the different apple varieties out there. Even with all that choice, galas
remain the most popular and based on the flat cost line below, they remain very
accessible.

Slight average annual inflation of 1.3% mirrors the economy as a whole. In general, that
suggests that what you had to pay for gala apples at the beginning of the decade was
roughly the same as at the end, in real terms. Specifically, the cost of 88 count gala
apples is projected to be very close to $28 FOB every week during January 2020. Keep
keeping that Doctor away.

24 Count Wrapped Iceberg Lettuce
Are you the type that will order a salad every time you go to a restaurant, but will rarely
make one at home? If you are, you are not alone. But in January all that is about to
change as salads become a thing again in the home. Knowing what to expect can be a big
competitive advantage.

This is a tough category to wrap your head around. Very high highs and very low lows.
Despite the volatility, inflation is flat registering a mere 0.5% annually. The timing is good
to push iceberg in January. Come in hard at the start as costs can rise mid-month, but
come back down by month's end.

If you like Produce Moneyball, you might also like the
2020 Produce Almanac, the most comprehensive,
objective analysis of the produce markets available.
Click the button to find out more.

PRODUCE
ALMANAC

If there are elements of this newsletter that you think could become a custom service for
your organization, drop me a line, I am available to discuss your business needs. Feel free
to forward this email to your colleagues and encourage them to subscribe by sending their
name and email address to info@execulytics.ca or by signing up at our website
execulytics.ca.
Wishing you a wonderful Holiday season and great produce sales,
Execulytics Managing Partner

Mike Mauti

Execulytics Consulting
884 Hemlock Drive, Milton
Canada

info@execulytics.ca

You received this email because you signed up on our website
or made a purchase from us.
Unsubscribe

