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T oday distribution channels to the public have 
proliferated. The time when purchases were made 

at grocery stores which held all kinds of goods in a small 
space has long gone. Nowadays the distribution offering 
has expanded to include a multitude of small and large retail 
spaces which sell goods to the consumer.

In addition, the rapid advance of the Internet and social 
networks has led to an evolution among consumers and 
a change in their consumption habits. Access to more 
information on products and services enables them to 
compare products, services and prices and finally take a 
decision.

The increase in the number of distribution channels and more 
information have empowered consumers. Customers today 
decide how, where and when they will establish a relationship 
with a brand.

Customers now demand personalized treatment, more 
attractive retail spaces offering greater comfort and a broader 
range of products. Thus empowered, their loyalty to shops 
and brands is increasingly placed into question.

Lastly, a survey conducted by KPMG covering 60 self-
service, department and specialized stores identified stock 
management as one of the functions within the supply chain 
that concentrates most operating problems (40%).

Poor stock management leads to multiple consequences:

• Money being tied up

• Excess or lack of inventory

• Low inventory rotation

• An increase in the number of obsolete products or 
losses in fresh produce or products with a short shelf life

• A rise in emergency procurement

• A loss of sale opportunities

• Poor experience among consumers

In order to adapt to consumers’ demands, it is necessary to 
gain an insight into their tastes and the way they make their 
purchases, and real-time monitoring is needed to exercise 
control over stock. How can that information be obtained 
and, more importantly, how should this data be managed?
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Big Data management involves several challenges for the 
retail industry:

• The volume of data that needs to be handled is often 
not in keeping with the company’s analytical capabilities 
and infrastructure.

• The inability to integrate different kinds of data.
• The speed at which this data is generated, along with 

the need for real-time data management.
• The information’s verticality. It is essential to transfer 

the intelligence generated to all the organization’s 
levels to ensure the effectiveness of any efforts made.

The volume, variety and speed of relevant information for 
the retail trade are increasing while its ability to process it has 
remained stagnant.

Retailers miss out on a huge amount of data, which can lead 
them to take erroneous decisions, and they need to exploit 
this data to obtain relevant information for decision-making.

The data is out there, use it!
The retail industry is not exploiting the huge amount of data 
its business and customers generate. This is due to the fact 
that it is either unaware of the enormous possibilities offered 
by Big Data or its computer systems’ lack of capacity. Only 3% 
of the useful data is being tagged or analyzed (IDC). 

Logtrust is a real-time Big Data platform which allows the 
retail trade to monitor both store and warehouse variables, as 
well as customer consumption habit variables.

2Solution
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The customer is always right.
Consumer data management provides a thermometer on 
the domestic market’s evolution and how it works. By 
monitoring each kind of customer’s expenditure and their 
purchasing actions, customized discounts can be offered and 
loyalty programs created.

Promotions targeted at each kind of consumer increase 
consumer retention rates by up to 28% when compared to 
massive offers and promotions.

Procurement, supplies and stock management
Logtrust allows retailers to know which products sell more 
on certain dates (an important football match, a regional 
holiday, etc.) to ensure they hold sufficient stock, suggest 
complementary products to customers and display products 
in the most accessible way.

Figure 1: This Logtrust Voronoi 
diagram shows which products 
are being sold in real time. This 

allows stock to be controlled 
and products offered on the 

basis of purchasing trends.

Figure 2: This circle map shows 
geolocalized product stock. 
More details are offered by 

zooming in on the map.
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Logtrust for all
Retail companies can send all their machines’ data regardless 
of size (it does not matter if they generate 1MB/day or 1TB/
day).

Logtrust consolidates all infrastructure or business 
information in the cloud, on-premises and in hybrid models 
to extract business value from it.

Your platform can gather any kind of data:
Data on location, stock entry and exit, products bought by 
a consumer, the amount of money spent on them, social 
network profiles, National Statistics Institute (INE) statistics.

Real-time at each instant
Logtrust is aware of the importance of having information 
available at all times. Logtrust offers real-time visibility of what 
is actually going on.

The gathering of events, correlation and delivery of alerts 
and reports about the stock situation is done in less than a 
second.

Keep informed at all times.
Retailers can get to know transaction flows, the number 
of items sold, the amount, the center and the department 
where they have been sold and set up alerts. For instance, it 
can warn that there is an item at the warehouse which has 
not been sold in X hours or if a point of sale terminal has not 
made a transaction in X minutes in order to optimize staff 
distribution among less busy departments.

Logtrust’s visualization diagrams represent the data in such a 
simple way that store managers can make forecasts on which 
products will be sold more on certain dates and thus avoid 
stock shortages.

Figure 3: This map can 
measure the evolution of stock, 
purchases or point of sale 
terminal transactions by center/
time.
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L ogtrust offers solutions designed to make the most out 
of data, thus allowing the retail trade to adapt itself to a 

constantly evolving market in order to achieve two essential 
goals:

• Provide a more pleasant purchasing experience to 
customers.

• Build smarter marketing and supply networks.

Logtrust provides comprehensive retail knowledge which 
allows retailers to:

• Know the domestic market’s evolution and the way it 
works.

• Create customer loyalty.
• Know and respond to seasonal consumption.
• Offer complementary products.
• Display products in the most efficient way.
• Ensure stock.
• Reduce the number of obsolete products or losses in 

fresh produce or products with a short shelf life.
• Prevent money from being tied up in stock.

Do not base your business decisions on perceptions. Achieve 
success by taking decisions based on real data.

Would you like additional information?

Please contact Logtrust at marketing@logtrust.com
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