PROFITABLE GROWTH STRATEGY - APPAREL

A leading designer and manufacturer of handbags, luggage and accessories
needs help to identify a profitable path to continued growth...
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This privately-held designer - Developed new territory °

and manufacturer of plans to take advantage of o d P [}
handbags, luggage and geographic expansion

accessories wanted to revive opportunities. B

its S|0Wing sales grOWth. Its - Evaluated sales force R sonrmion magarams
two founders and the capabilities and developed

executive team needed help sales force management Results

with strategic planning. and training tools. Top Line Growth:

VL - Designed new sales force The company hit its five year
compensation program targeted sales goals by the
aligned with the company’s end of the third year... and
strategic plan. continues to experience rapid,

- Implemented processes to profitable growth.

smooth transition from “big

. Profitability:
The lack of alignment amongst " to “ o
g mong small company” to “small Throughout this fast paced
the shareholder group in terms big company”. th iod. th
of risk and reward trade-offs, ﬁrowb perlgl ’ t © cqn][pgn_):[
combined with too many Market Development: h??c _eer:lah_eho maintain s
alternatives being considered - Re-size the existing saltis _ |sdor|ca )f[ igh gross rlnar%ln
had resulted in a lack of force to ?chleve ta_rget Gift and operating income levels.
action. Channel” penetration. e
. . Sustainability:
- Modify opening order / The company has successfull
Keystone Value Add annual minimum. damsformoe s S e Y
Keystone worked with - Evaluate sales force critical business processes
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