
GAINSTM Increases McNaughton-McKay’s Turns, 
Fill Rates, and Profits by Optimizing Inventory

The Electrical Equipment Distribution market is highly competitive and very 
dynamic. Not only do customers change orders and items on a frequent,  
often random basis, but the market itself is subject to violent gyrations due to 
weather, interest rates, and other macro-economic factors.

“To deal with such an environment, McNaughton-McKay had long sought the ability 
to accurately forecast, then dynamically monitor and adjust forecasts, in real time, 
so that they could ensure targeted customer service levels match the ever chang-
ing demand signals of our customers,”  states Bob Kuntzman, Corporate Inventory 
Manager. “Implementing GAINSystems’ profit driven inventory optimization solution, 
GAINS (General Adaptive INventory Solution), has given us that ability,”

McNaughton-McKay operates in 24 locations throughout the Eastern United States 
and Germany. They service over 6,000 customers and carry over 75,000 products 
which are supplied by over 250 vendors. McNaughton-McKay is listed as the 16th 
Largest Electrical Distributor in the United States.

“We first became familiar with GAINS because several other large electrical equip-
ment distributors had already had great success using GAINS to optimize their 
inventories for improved profit and service level achievement,” states Kuntzman.  
“Because of this, we decided to commence a GAINSystems’ IIPSE (Inventory  
Investment, Profit, and Service Evaluation) to assess our operational opportunity.”  

“The financial results of the IIPSE were so compelling,” states Kuntzman, “that 
after careful validation of the IIPSE results, we decided to immediately install an  
enterprise license.”

Given the highly competitive nature of the Electrical Distribution business,  
McNaughton-McKay made the strategic decision, to target GAINS’ primary goal 
as one of optimizing their business around increasing complete order fill rate and 
reducing inventory investment as their secondary goal.   

The operational results speak for themselves: 

 ▶ Inventory turns increased by 30%
 ▶ 100% Order-Complete fill rates increased 50% 
 ▶ Revenues increased by 7%
 ▶ Receiving activity dramatically reduced
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“Because of our 
ability to increase our 
Fill Rates through the 

use of GAINS, we have 
simultaneously seen a 
measurable reduction 

in our back-orders, 
shipping costs, and 

handling costs.”
                         – Scott Sellers                 

                           VP Operations 

“Because of GAINS’ 
ability to dynamically 
identify and manage  

total error, in real time, 
and then adjust policies 
and plans to meet tar-

geted customer service 
levels accordingly, we 

have seen our inventory 
investment stay constant 

even as our Fill Rates 
and Sales increase – 
GAINS has definitely 
helped us reduce our 
inventory and safety 

stock!”
                         – Scott Sellers                 

                           VP Operations
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Finally, its highly-accurate, dynamic forecasting capability, based  
on a library of 35 proven models, enabled GAINS to auto-
matically test and select that model which provides the most  
plausible forecast given the economic and business environment  
at the time. This real-time, comprehensive capability allows  
GAINS to dynamically determine when a significant demand 
or supply change is occurring and recommend changes  
to inventory policies and/or replenishment parameters before 
that change can have a negative impact on targeted customer  
service levels or margin.

Additional optimization and supply chain planning capabilities  
contained in GAINS that enabled McNaughton-McKay to achieve 
such results:

1. Profit-Optimized Inventory Policies (e.g., Replenishment  
Order Sizing and Safety/Service Stock) calculated at the SKUL 
level, considering total annual cost, comprehensive error,  
targeted customer service levels, and all relevant dependencies  
and constraints.

2. Leading Indicator, Extrinsic Variable, and Viability Analysis 
to ensure forecasts and plans are not just a “look  in the rear  
view mirror.”

3. Real-time simulation to support both GAINS internal scenario 
analysis as well as to give executives the ability to simulate 
scenarios for both tactical and strategic initiatives including 
Stocking Policy (what to stock where) and Nework Flow 
Optimization (how best to provision it).

4. Automated and optimized replenishment planning that  
determines the profit and service level optimum source for  
each replenishment (parent location, primary vendor, surplus  
location, alternate vendor, substitute, etc.). Purchase   
constraints and opportunities (e.g., bulk buy discounts or  
rebates) are dynamically analyzed in the generation of specific 
orders to meet or fulfill these parameters at least total annual 
cost given targeted customer service levels.

 

To learn more how GAINS can Profit Optimize your supply chain -
Visit our website: www.GAINSystems.com, or
Email us: ProfitOptimize@GAINSystems.com
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GAINS Inventory Optimization is unique 
in the industry. First, it is focused on profit  
optimizing your complete supply chain so 
that the targeted customer service level, for 
every SKU (item), at every location (SKUL)  
in the company, is achieved with little or  
no expediting.

Second, it is able to achieve this because  
of its real-time monitoring and analysis  
capabilities. Daily, GAINS monitors how 
the targeted customer service level for  
every SKUL is impacted by changes in  
demand signals, supply signals, costs,  
dependencies, constraints, and comprehen-
sive enterprise error. 


