
The simple answer is increased sales growth and increased profitability.

There are many reasons why companies look at Association Statistics. But the bottom line, companies 
want to increase sales and to improve the profitability. To drive sales and profitability, let’s look at a few 
reasons why Association Statistics are important.

Industry Size:  Association Statistics are used to calculate the size of served markets. Companies 
use market studies to make acquisitions, develop new sales programs, determine where to spend 
marketing dollars, or to look at their position in a served market. Companies spend large sums of 
money buying market studies. The studies will show historic trends, growth in sub-segments and 
predict industry growth rates in the future. Acquired market studies can be imperfect based on the 
timing of the study, companies interviewed, how persuasive the interviewer is during the interview 
process, or how deep the study looks at Government Census and other available data. But, Association 
Statistics is real time data provided by the manufacturers of the products in that market segment. 
What is better than real time data by the actual manufacturers in the served industry.

Justify Capital:  If a company plans to invest in new equipment, a new facility, a new warehouse, 
or in adding inventory (Trade Working Capital), the individual writing the proposal must know the 
industry dynamics. What is the sales growth rate, profitably, or region of world where the growth is 
taking place? To complete a ROI on the capital funds to be invested, Association Statistics provides the 
numbers to complete the financial analysis. 

Investment in R & D:  Strategic investment is long term speculation on the future. It is investment 
in professional resources, test facilities, and in product opportunities based on a vision. Association 
Statistics can fuel that vision. Knowing a market is trending is one data point, but knowing the numbers 
in a specific segment of the market will drive investment and focus to capture the opportunity before 
the market is saturated. 

Develop Products to Serve New Growth Segments:  As R&D develops solutions for a market segment, 
it is imperative to know where to focus the resources. R&D helps a business to have a competitive edge. 
But, the R&D function needs to have clear foresight about future problems that need solutions. R&D 
can act as a catalyst for speeding up the growth of organization by way of introducing breakthrough 
or breakaway products for a market segment. 

Lead-Time and Customer Proposal Generation:  Business is becoming more like the consumer 
segment. A business calls today and want the proposal today. To support the incoming inquires, 
many companies reallocate resources based on the demand at the time. New inquires come in and 
resources are shifted to meet the demand. But is this trend real, or short term, or a long-term shift in 
proposal generation demand. To miss the opportunity, can lead to missed sales. And no one wants to 
miss an order. Watching the order trends in the Association Statistics can assist in the allocation of 
resources and position your company to meet the requirements of the market.

Office and Manufacturing Manpower Planning:  To bring manpower into a facility a daunting 
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task. Hiring, training, bumping, and stability in a work force takes time. But Association Statistics 
can provide the trending and segmentation needed to plan and execute manpower stability in 
production facility.  Manpower planning is concerned with recruiting and maintaining the required 
number of people with required knowledge and abilities, so that they can perform tasks successfully. 
It’s through the process of manpower planning that employees are to undergo various training and 
development programs so their knowledge and skills may be enhanced. Based on this training, 
the employees are positioned to carry out their tasks in the most productive way. In addition, the 
process of manpower planning entails evaluating the surplus or shortage of manpower while taking 
necessary actions to resolve the issues. 

Raw Material and Supply Chain Planning: Now we have the workforce in place, we need the 
material. Supply Chain planning is made up of three phases. Phase one is strategy. In this phase, 
decisions are primarily by the management team. Where to source product, materials, and lead-
times of the materials are all part of a sound strategy. Phase two is the forecast stage. Association 
Statistics can assist by creating the demand forecast based on real time statistics. Successful 
supply chain management requires decisions on material requirements weeks and sometimes 
months in advance. Order the wrong material and the business may miss an order. Phase three 
is the execution stage. Once the materials arrive, what is the final product to be produced? Again, 
Association Statistics can assist by creating the demand forecast based on real time statistics.

Determine Sales & Budgets for the Future Year: Companies, business teams and operational 
teams create annual budgets. The budget is driven by the sales forecast. Get the forecast 
wrong and the company will have too many people or too few people and too much or 
not enough material. As annual budgets are created, Association Statistics can drive the 
numbers resulting in the greatest opportunity for sales growth and the highest profitability.

In Summary: The development of goals, strategies, plans and schedules required to achieve the 
objectives of a business is only as good as the data driving planning process. The planning process is a 
fundamental function of management and should result in the best possible results given the resources 
available. One of the best resources is the real time data available through Association Statistics. 
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