Customer Product
Rationalization (CPR)

CPR identifies low profit customers/products
and increases profitability

CPR
Increases
Profitability

CPR generates maximum profitability

Small CPR Opportunity »

Few Products Many
Few Customers Many
Volume Based

Activity Based Allocation Method

Captured Customer Costs Unknown
In Place Review Process No Process
Excess Mfg. Capacity Exceeded

Short Fullfillment Lead Time Long
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