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The Challenge

A manufacturer of mid to high end tier one branded consumer electronics was spending 
significant resources for a mediocre recovery of their returned products. They wanted a 
be!er solution.

The business’ direct returns were repaired and sold on several e-commerce marketplaces 
and had a 9-person team dedicated to tracking brand and competitive pricing across 
channels. They were very concerned with protecting their brand image and reputation. 
Products were re-priced daily, sales velocity was choppy, with some repricing decisions 
selling out overnight while others backed up inventory. 

Their largest retailer customers were given an allowance in lieu of returning items. This 
was due to the inability of the manufacturer to effectively sell this large volume. The 
retailer pricing of these returned goods was sometimes highly disruptive, due to resale 
items being priced significantly below new units. Occasionally, inventory would back up 
and the ultimate recovery would be 40-50% less than usual.

The full suite of Omni-Channel solutions was 
then implemented:

Phase two eliminated customer allowances for all primary goods, with all returned 
goods processed and sold directly by the company.

The goTRG PIPE (Proprietary 
Intelligent Pricing Engine) replaced 
the daily manual pricing with real-

time dynamic pricing of all items to 
achieve sales velocity goals while 

following the rules defined above.

goTRG leveraged its UPC catalogue 
to track all market pricing of 

company’s and competitor’s pricing, 
fully replacing the manual process.

The goTRG Solution

goTRG implemented a phased solution that sta!ed with two key improvements:

To protect the company's brand image and reputation, automated brand rules were 
created for omnichannel sales, defined as follows:

Implementation of R1 so#ware to facilitate omnichannel sales of repaired and 
repackaged direct-return products

All prices were set to be the same across all channels

A price floor was set at 70% of comparable new inventory. 
Price ale! was set to advise whenever price reached this level so alternate 
disposition options could be considered. )

The leading public marketplace was capped at 10% of sales

Secondary products were relaxed to a lower standard

Stronger marketing for the company’s proprietary site
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Phase One Net recovery climbed from 45% to 
63% and sales velocity improved, 
leading to a 30% drop in inventory 
days on hand. Almost half of total 
sales went through the company’s 
website, a full doubling of the sell-
through of that channel.

There were zero instances of 
marketplace dropping below the 
floor. Two times in the first six 
months, goTRG cleared excess 
inventory through a private site, 
protecting the public pricing of the 
brand. 

63%

Phase Two Phase Two implementation led to 
total sales increase of 400% while 
maintaining the 60%+ margin. The 
company redeployed the pricing 
team, two people remained manage 
the entire return process despite the 
much greater sales.

45%

and sales velocity improved
Net recovery climbed

The Results

How goTRG Improved 

Net Recovery by $3.2 million


