Real Challenges.
Real Solutions.
Your Business Needs Actionable Data Now
and Obtaining It is Faster and Less Expensive
Than You Think
By Robert Gorin and Ramy Aly

In this article we discuss how many
companies, both large and small, are missing
out on critical insights that can be used to
drive operational decision making and result
in greater profitability.
What if you’re making production, capital
investment and other decisions predicated
on the fact that you believe your business
has healthy margins, but it really doesn’t?
How much would that information be worth
to you?
To make our point, let’s start with an
illustrative example based upon some of
our recent turnaround and restructuring
work at Getzler Henrich. A $300 million
manufacturing company prices its bestselling product at $10 per unit and its second
and third best-selling products at $12 and
$14 dollars each. The company selects these
price points because a) there seems to be
little if any price resistance at those levels,
b) because customers and their own store
checks tell them time and again that those
products fly off the shelves, and c) because
their margins are highly favorable at those
price levels.
Upon closer examination, it turns out that
the business has a problem. It is bleeding
cash. That best-selling product priced at $10
that flies off the shelf is, in fact, not yielding
a healthy margin. Rather than making

$4 per unit as believed, the company is
actually losing $1.90 on each item sold.
Unfortunately, the same is true of its second
and third best selling items. How can this be?
Herein lies the core issue. Diligence finds
that the company has an outdated enterprise
system which is not providing wholly accurate
information. Furthermore, it turns out that
management relies upon monthly reports
generated by sales, finance and operations.
These departments are each highly siloed,
conduct their own ad hoc queries, and report
in a varied manner. While the reporting
from each tells a different story, none of the
information is necessarily incorrect or being
manipulated. Unlike the raw source data
located on the back end of the company’s

system, however, different variables are being
introduced and considered by each of these
departments in their analysis and reporting.
As a result, the data presented has misled
management to make a number of strategic
decisions over the years based upon a wide
range of false or unaligned assumptions.
While the need for companies to
continuously update systems and improve
reporting is fundamental and widely
embraced as an important business principle,
the point that has been once again driven
home for us during the COVID-19 crisis is
the unexpectedly high percentage of sizable
businesses we see, both healthy and in
distress, that have failed to do so over a
prolonged period. Some Management teams
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can be surprisingly blind to the impact that
their own lack of action has had on their
businesses over time.
Logic would seem to dictate that when you
believe you have margins in the range of 40%
but are bleeding cash, there are underlying
factors contributing to that disparity that
need to be identified and addressed. The path
carved by logic, however, can be expensive
and resource-draining, or is often perceived
to be and therefore not taken. But “what if”
these assumptions, much like the others
addressed above, were also inaccurate? That
was the first in a series of questions that we
asked and answered for ourselves, followed
by a series of others: What if your business
doesn’t have $4 or $5 million to invest in a
new enterprise system? What if your present
situation doesn’t afford you the time needed
to build and deploy that type of system? And
what if you don’t have the internal resources
that would be required to shorten the
runway even if you could make the capital
investment? Lastly, we asked... What if an
alternative solution existed? Now it does.

“This ability to turn a bunch of
numbers into actionable data
insights for businesses, and
to do so dynamically, is truly
distinctive because it creates
control where control did not
previously exist.”
– Robert Gorin

Leveraging both our firm’s and our own
collective expertise, gained across decades
of complex engagements involving process
improvement, supply chain strategy, sales
and marketing consulting, technology
systems assistance and transaction advisory
services, we have been able to build a
truly dynamic and customizable solution
capable of providing a company with a
broad range of insights based on actionable
data derived from the back end of its own
business systems. Built on the Alteryx
automation platform and integrating our
own proprietary algorithms and AI, this is far
more than a reporting tool. The solution can
be customized to deliver dynamic financial
information, inform marketing campaign
targeting efforts, aid sales teams by providing
real-time company and competitor insights
during the customer negotiation process, and
provide precision pricing guidance.
This ability to turn a bunch of numbers into
actionable data insights for businesses,
and to do so dynamically, is truly distinctive
because it creates control where control did
not previously exist. By tapping into invoicelevel data from the back end of their own
systems, we have, for example, enabled our
clients to shift from setting prices based on
stale, 12-24-month-old data to doing so based
on real-time inputs. We have empowered their
product development and field teams to track
the performance of dozens of SKUs, drill down
to reveal even greater detail regarding high
or low performing items and take steps to
eliminate or augment portfolios of products
as a result. Not only can profitless production
items be weeded out in this manner, but
the associated shelf space cost can be
saved. A company can even use insights driven
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by the data to reallocate interchangeable WIP
inventory toward its most profitable SKUs.
Raw material, production, labor, and shipping
costs incurred by a business sourcing
product either domestically or overseas can
be easily analyzed. With a single keystroke,
each of those costs can be converted from
their associated local currency – such as the
Japanese Yen, Vietnamese Dong, or South
Korean Won, for product/services sourced
from Asia for example – into a single report
automatically reflecting their U.S. dollar
value, saving laborious and costly manual
effort and eliminating the potential for
inaccurate results.
Importantly, because it can be fully
customized to a user’s specifications and
needs, this type of solution can accomplish
virtually any task that involves leveraging
data to optimize efficiency and profitability.
It can be utilized just as effectively by a
consumer goods company as it can by
companies across any number of specialized
commercial industries. From simply closing
monthly books more quickly and providing
lenders with timely reports, to forecasting
product sales 2-3 years into the future,
or even screening sources to compile
aggregated market data when shopping for
used industrial equipment, the adaptability
of the built-in proprietary algorithm and AI
interface can drive those kinds of outputs.
Even if all you and your business seek to
accomplish right now is to better understand
what it truly costs to deliver a product and
price it accordingly, or how much each
company division truly made or lost over the
past 12 or 24 business or financial cycles,
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consider this. In less than 30 days and for
well under $100k, our team has been able
to deliver capabilities approximating the
functionality of a new enterprise system that
would take the better part of a year to build
at 10 to 40x the investment. For individual
business, these builds have included analysis
of five+ years of invoices, millions of lines
of data, the linking of customer invoices to
those from vendors and the customization of
interactive tableau-based dashboards that
provide up-to-the-minute views of profitability
by product line, item, customer, geography
and more, in a format that delivers much more
than just a look at numbers in columns.
The thought we would like to leave you with
is this. Whatever challenges your company

is currently facing, your own raw data can
quickly be made actionable at reasonable cost
to help you gain a better understanding of
how to drive your business forward and then
actually make it happen. If you would like our
perspective on your situation, or to learn more
about any of the information presented in this
article, we encourage you to reach out to us
for a discussion. We are here to help.
Because every client’s situation is urgent,
our approach to decision making and
implementation is rapid and pragmatic. Each
engagement begins with a diagnostic phase.
Based on our findings, we set realistic action
steps to improve the company’s operational
and financial performance, enhance its
enterprise value and maximize stakeholders’

recoveries. Often, we assume direct
responsibility for implementing the action
plan. In every case, we commit ourselves to
do what it takes to complete the assignment
successfully.
As a pioneer in the turnaround and
restructuring space, Getzler Henrich is
tuned in to the objectives and sensitivities
of all parties and helps companies identify
and work toward the best solutions. In
that context, we provide the full array of
turnaround, workout, crisis and interim
management, corporate restructuring,
process improvement, bankruptcy, financial
advisory, and distressed M&A services.
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He is a highly accomplished leader with an
outstanding record of innovative growth
strategies to achieve accelerated sales
and profit. Mr. Gorin brings more than 25
years of client-centric focus to business
strategy and operations through his work
in corporate turnarounds, process design
and improvement, corporate mergers and
acquisitions, and management consulting.
Rob recently served as Chief Operating
officer for a $220 million consumer products
company overseeing finance, order
processing, logistics, customer service, IT,
human resources, forecasting, and strategic
planning. He was also appointed CRO of an
international furniture manufacturer with
manufacturing in Costa Rica and global
sales of approximately $60mm, and prior to
that, was interim COO of a $100mm, globally
recognized, family-owned apparel and
fashion company.
Before joining the firm, Rob was president
and general manager of Camlog
Biotechnologies, a dental industry supplier,
where he established a U.S. presence and
led an aggressive international growth
program, and, prior to that, was president
and chief operating officer of EGC, Inc., a
consumer goods wholesaler, distributor
and importer. Mr. Gorin served in multiple
leadership roles with Chase Manhattan
Bank, including positions with the
company’s merger office and the strategy
and implementation team for the retail
branch network. He also held senior roles
with two major consulting firms.
Mr. Gorin has both undergraduate and
graduate degrees from The Wharton
School at the University of Pennsylvania.
Contact Rob at 917-696-5565 or
rgorin@getzlerhenrich.com

It is now possible for middle market companies to leverage their own raw, back-end data at
reasonable cost to gain greater insights that can help drive their businesses forward.
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Since joining the firm, Ramy has been
involved in engagements across various
industries, including consumer products,
manufacturing, distribution, and food,
amongst others. Ramy has advised several
organizations through financial and
managerial crises, complex operational
and financial restructuring, and micro-and
macro-strategic planning.
Ramy is an expert at constructing 13-week
cash flow forecasts and has established the
importance of the tool to support the overall
turnaround plan for these organizations. The
cash flow forecast allows companies and
advisors to develop strategies and negotiate
terms jointly with their “big box” customers.
In addition to the 13-week cash flow
forecast, Ramy has extensive experience
building integrated financial statement
models and is adept at utilizing data analytic
software tools.

Ramy has also assisted with the
development of a sophisticated algorithm
that parses and processes output from
various systems and currencies to establish
a user-friendly interactive dashboard.
This provides management with real-time
customer-level profitability, product-level
profitability, and highlights areas for cost
savings. This effort led management to
critical SKU and customer rationalization
decisions and provided detailed
measurement of the company’s results to
the overall business strategy.
Before joining Getzler Henrich, Ramy
served as a senior financial accountant for
Merchant Financial Group, a factoring and
asset-based lending firm, where he worked
in multiple business areas. He subsequently
held positions at other restructuring firms.
Ramy holds a master’s degree in Business
Management and a bachelor’s degree in
Accounting from the City University of
New York. Ramy is also a Certified Public
Accountant in the state of New York.
Contact Ramy at 212-697-2400 (x-223) or
raly@getzlerhenrich.com
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