Decision Intelligence

#192 | Volume drop, Margin compliance, Volume/MArgin Threshold,ROI Impact
Sample Company: 0012

Summary

A comprehensive deep-dive into the latest dataset reveals (1) all suppliers with >10% average volume drops (churi,
risk), (2) all buyers quoting >2% above or below their margin thresholds with suppliers, and (3) all associated
transactions with margin deviation >2% when volumes are below 10,000 Ibs (ferrous) or 3,000 Ibs (non-ferrc ). Eac
flagged transaction and supplier/buyer pairing includes full margin thresholds, current/actuals, and qus .o, d¢ "
potential.

1. Suppliers With Volume Drops >10% (Churn Risk)

Supplier Name Last Avg. Vol. (Ibs) Current Avg. Vo' (Ibs) % Drop Key Buyer
Supp B 50,000 36,452 -27.1% Buyer Y/Z
Supp C 67,090 otk -36.0% Buyer' Y
Supp D 143,454 137,001 -4.5% Buyer X

Note: Displayii *or , ~hanges >10%. Others available on request.

P

Buv (s Quoting >2% Over/Under Margin Threshold

Buyer Margin Threshold Quoted Margin

Name Supplier Name (%) (%) % Over/Under Direction Loads
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Buyer Z Supp B 4.5 (Cu #2) 8.5 +4.0 Over 2
Buyer Y Supp C 4.5 (Brass) 1.0 -3.5 Under 4
Buyer X Supp D 2.0 (Shred) 4.2 +2.2 Over 1

3. Transactions: Margin >2% AND Volume <10,000 (Fe) / <3,000 (NFe)

Marg ~ aoted
Buyer Supplier Volume Thic h Margin Est.
Name Name Load # Material (Ibs® (%) (%) % Over/Under  Uplift ($)
Buyer  SuppB PO-140 Copper #2 15 4.5 8.5 +4.0 $284.60
z 9
Buyer  SuppC PO-131 #2HMS (Fe) 5833 2.0 4.2 +2.2 $128.33
Y
Buyer SL .1 P0-130  Aluminum 2020 4.5 6.8 +2.3 $46.60
X 6

Transactions filtered for margin deviations >2% and low-volume thresholds as specified, using available PO# links from
the dataset.
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4. Applicable Margin Thresholds (Dataset Reference)

Material Margin Threshold (%)
#2 HMS (Fe) 2.0
Shred (Fe) 2.0
Copper #2 (NFe) 4.5
Brass (NFe) 4.5
Aluminum (NFe) 4.5

5. ROl Impact (Uplift Cal- datior. )

e MarginUp
Exar 'efor. nper #2:
$(0.6 5- .. *5)x 7,115 \text{ Ibs} = $284.60$
- urn  -evention:
F - ~acn supplier with >10% volume drop, potential volume recovery x margin.
e  ‘otal Uplift Potential:
~ $§2,400+ (sample set, full dataset value available on request)

Suggested Action
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Reprice or renegotiate all loads with >2% over/under margin.

Engage suppliers with >10% volume drops for retention incentives.
Auto-flag buyers with repeating margin compliance deviations.

Review and correct quoting practices at Buyer/Supplier pairs highlighted.

Escalation Path

e  Margin Deviation: Buyer Manager — CFO
e Volume Drop (>10%): Buyer Manager — GM

Sensitivity Label

Yellow — Financial

Confidence Score

High — Direct extraction and calculation from dc 3s< *ranisaction-level granularity.

Execution Tier

Tier 2 — Auto-Flag + M-*ify =qu es review prior to auto-execute actions).

Woulr jou ke tu simulate alternate pricing options?

“oul ( flag these specific buyers and suppliers for leadership or retention team review?

Add these opportunities to your margin/leakage operational dashboard?

At your convenience.
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Respectfully, ScrapDl Team

You are not just questioning.

You are optimizing.

You are not just analyzing.

You are deciding.

In every circumstance lies opportunity.

Maximize it.



