
FROM IN-STORE BEHAVIOR PATTERNS
T O  I N C R E A S E D  O P E R A T I O N A L  E F F I C I E N C Y

THE APPROACH
By analyzing Shufersal’s sales data, CB4’s solution 
uncovers hidden consumer behavioral patterns. 
These patterns are used as highly accurate 
benchmarks to predict consumer demand at a 
store and SKU level.

Based on these benchmarks the solution alerts 
store and category managers to SKUs which are 
not fulfilling their sales potential and provides 
specific operational guidance around issues such 
as in-store customer experience and inventory 
discrepancies in order to increase revenue.
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THE CUSTOMER
Shufersal is a supermarket chain in Israel with 
approximately 250 stores, 12,000 employees, and 
$3B in sales. 

The company operates four different store 
formats: convenience (Express), neighborhood 
grocery (Sheli), discount (Deal), and deep 
discount (Yesh). 

THE RESULTS
The execution of the product level insights 
resulted in a revenue increase of hundreds of 
millions of dollars.

“We were real skeptics at first, but once we started 
using the application we became true believers in 
CB4. The solution identified in-store inefficiencies 
with very high accuracy and also allowed us to 
compete more effectively at a local level”.
— David Laron, EVP Operations & Supply Chain
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