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Lowe’s Company Overview

Stores
• Serves approx 14 million customers a week at more than 

1650 stores
• ~40k items stocked in an average store, with ~2 million 

available via special order

Company
• Founded in 1946 and based in North Carolina
• 2007 sales of US$48.3 billion
• Fortune 50 company with stores in 50 of the 50 United States 

and Canada

World
• 2nd largest home improvement retailer in the world
• Currently expanding to Mexico
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Without Data With Data
Navigation
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Without Data With Data
Product Detail Pages
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Key Objectives of Product Information

• Decrease the number of applications / processes internal users and 
vendors must interact with by creating a central portal (PCM) for all 
product content collection, review, approval and maintenance.

• Decrease the number of requests to vendors for the same product 
information, and internal user time assisting with these requests, by 
automatically collecting all information once and up-front.

• Improve data quality and completeness by synchronizing with 
vendors and leveraging technology to more efficiently collect and 
improve product information.

• Improve consistency in product information presented to customers 
by collecting and maintaining centrally, and leveraging technology to 
improve messaging.

• Enhance Lowe’s operations by identifying downstream opportunities 
to utilize the increased and improved product information.
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Vision of PCM

Product Information End Users

Planogramming

PCM
(Repository for 

All Product 
Content)

Advertising• Core Attributes / Item Set-Up Information
• Product-Specific Selling Attributes
• Standard Images
• Logos
• User Guides (Energy Star, Installation, 

etc.)
• Advertising Images
• POG Images
• Costs
• Hazmat Information
• Wood Sourcing Information
• Tax Codes
• Source Tagging Information
• Market Specificity Information
• Etc.

Lowes.com

In-Store Selling Tools

Accounting / Finance

Quality Assurance

In-Store Displays

On-Demand Signage

Supply Chain

Loss Prevention

Store Training

Etc.

PCM will be much more than just item set-up and selling 
attributes. PCM will help multiple groups within Lowe’s better 
meet their product information needs, saving both money and 

time for Lowe’s and our vendor partners.
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Lowe’s PCM History

• Started our GDSN (PCM) effort multiple years ago

• Aggressively messaged to the vendor community to on-board

• Had issues with our chosen IT solution and had to restart with internal 
build

• Resulted in a “false start” and caused suppliers to doubt our abilities 
and commitment to the effort

• Regrouped, redeployed a new solution and reinvigorated vendor on-
boarding ~3 1/2 years ago

• Kicked off Marketing Data Initiative 2 years ago, with intent of moving 
to standards-based solution once it is ready
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PCM Status

Vendor On-
Boarding Legacy 

Items
Internal 
Roll-Out

Vendors 
Operating 

Efficiently in 
New GDSN 

World

• Completed in 2008
• All new item set-up 

flowing through PCM

• “Complete”
• 96% total PO$ 

synchronized
• If legacy items are not 

synchronized by now, 
likely never will be –
not an issue unless 
we need to update 
those items

FOCUS 
AREA
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Status of PCM / Global Data Sync – Vendor On-Boarding

PCM - # Vendors Publishing to Lowe's via GDSN
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PCM - Total # PCM Publications (cumulative) 
(includes new and legacy items)

653201
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Status of PCM / Global Data Sync – Volume and Speed

(name omitted) 0.24 0.38 1.27
(name omitted) 0.59 3.05 3.57
(name omitted) 1.00 1.23 1.29
(name omitted) 1.30 1.33 3.56
(name omitted) 1.32 8.56 7.39
(name omitted) 1.33 10.25 16.97
(name omitted) 1.54 5.07 6.24
(name omitted) 1.78 1.67 1.91
(name omitted) 1.83 4.85 3.43
(name omitted) 1.88 2.66 2.50
(name omitted) 1.95 1.49 1.89
(name omitted) 2.00 4.42 6.63
(name omitted) 2.01 0.64 1.19
(name omitted) 3.00 4.43 4.19
(name omitted) 3.40 4.07 4.46
(name omitted) 3.46 3.19 4.29
(name omitted) 4.35 8.09 9.19
(name omitted) 4.41 6.68 8.19
(name omitted) 4.73 2.42 0.45
(name omitted) 4.99 13.70 4.88
COMPANY TOTAL 2.31 3.07 2.47

Avg Days to 
Publish (last 60 

days)

Avg Days to 
Publish (last 90 

days)

PCM - Avg Days to Publish in Calendar Days (as of 2/6)
Avg Days to 

Publish (last 30 
days)Merch Division

PCM -% Items Published <=7 Days (by month) 
(note: as old items are cleaned up, % may 

decrease)

49%

79%

41%27%
69%

46%46%
41%

40%47%

57%
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88%
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PCM - # New Item Publications (by month)
(500 / month a year ago, 4000 - 8000 / month now)
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Key Success Factors

• Establish Business and Executive Ownership / Support
• Executives started talking to community years ago
• Commitment to “turn off” old way of item set-up
• Letter from SVPs of Merchandising to all suppliers
• Merchandising VP and Director escalations for non-compliant vendors

• Develop Support Organization
• Dedicated PCM Group – 14 people
• Responsible for implementing IT solutions and identifying enhancements, 

aiding vendors with on-boarding, and supporting internal customers

• Leverage Data Pool / Solution Provider Assistance
• We took on too much work ourselves
• 2008 was a big year for directing our vendors back to their Data Pools / 

Solution Providers
• Scorecarding DPs / SPs – provide guidance to vendors seeking assistance
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Key Success Factors

• Implement a Focused Roll-Out Approach
• Started with larger groups (Merchandising Divisions)
• Dropped down to Sub-Divisions to smooth transition and achieve wins
• Scheduled training and standard materials for both internal and external 

users

• Communicate with Suppliers and Scorecard Progress
• Periodic Newsletter

• What do you need to know?  What is new?  What is coming up?  Helpful 
hints.  Kudos.  Contact info.

• Recognition of vendor success in newsletters, on phone calls and in 
vendor forums

• Force Understanding with Account Reps
• Primarily back-office function that account reps did not understand
• Causes delays in item set-up, and slows time to shelf
• Now forcing vendors to prove publication prior to Lowe’s issuing 

subscription
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Open Questions

• Data First, then Quality and Integration?
• Lowe’s approach was on-board all the vendors and items first
• Data is being leveraged within the organization, but not as fully as 

we want
• Some other retailers on-board a smaller number of vendors, but 

attempt to integrate completely throughout organization

• Centralized vs. Decentralized Item Set-Up?
• Lowe’s approach was to keep item set-up decentralized (as it had 

been under our paper process)
• Now wondering if deployment would have been more successful 

had we centralized
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Product Information Focus 2009

• Marketing Data Collection

• Speed of Item Set-Up

• Data Quality

• Increased Internal Leverage of Data

It’s all about getting value from the data!
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Recap

• Managing Through Change – Internal and Vendors
• Can be a long – and sometimes painful – process
• Not only a large IT initiative, but also a new way of doing business

• Internal users
• Thousands of vendors

• Major change management initiative
• Takes time
• Learn / refine / improve as we go
• 2008 – internal users moved away from “I can’t stand PCM” to “how do 

we make PCM successful”
• Moving towards sales call of the future (required publication prior to 

subscription)
• Important that other retailers participate, but someone must be first

2008 was a major turning point for Lowe’s and data synch 
– we are proud of what we accomplished, and looking 

forward to what is next!
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