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Welcome
2019 MANUFACTURING INDUSTRY TRENDS:
WHAT YOU NEED TO KNOW TO REMAIN COMPETITIVE
Alithya blog posts, such as Oracle Business Intelligence EPM and Relational
Federation – A Strategic Approach, Upgrading Oracle Business Intelligence
to 12c, and The Role of Oracle Data Visualizer in the Modern Enterprise, have
provided ancillary thoughts on governance. In this white paper, we want to
explicitly state some governance strategies as they relate to analytical systems.
For the purposes of this framework, governance is defined as the processes put
in place by enterprises that manage and control changes. A well thought out
governance process is essential to create an analytical ecosystem that responds
to, or even anticipates, changing competitive landscapes and opportunities.
As we have learned from the failures of the U.S. intelligence organizations and
Blockbuster Video, applying the same governance processes for transactional
systems to analytical systems will result in a degraded return on investment,
and perhaps, unprecedented failure. Furthermore, within the analytical system,
broad strokes of governance should not be applied. As a side note, governance
should not be confused with security that determines user access to the
system or particular data elements. While security is an essential organizational
consideration, security processes should be designed to complement
governance processes and not the other way around.
To help develop this framework, we will start by defining reporting versus analytic
systems. The systemic factors that determine the success or failure of analytic
systems will be defined. A generic analytic system architecture will be explained
with correlation to each of the systemic factors. Finally, the role of the IT support
team along with functional business teams in the governance process will be
explored. We will attempt to outline the convergence of people, processes,
and technologies throughout this governance discussion.
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The Four Systemic Success or Failure Factors
Top executives in the manufacturing industry completed our survey. Questions
were designed to highlight this past year’s most pressing issues, top challenges,
and growth initiatives for 2019.
The U.S. economy is undeniably strong and 2018 was a productive year for many
manufacturing companies. We wanted to gain insight as to how manufacturers
are utilizing this economic upturn to their advantage. How are manufacturers
making production more efficient, yet still improving quality? What technology
investments are manufacturers making to stay relevant and better anticipate their
customers’ demands?
The survey results are meant to inform manufacturers about what their peers’
top concerns and foremost challenges are. We will take a deep look into the
cutting-edge industry trends that are expected to have a significant impact in
2019 and beyond. It’s no longer about survival of the fittest – it’s about survival
of the fastest and most flexible.
We hope the results and analysis we compiled provides you with perspective
and clear direction as you plan for the coming year. If you have any questions,
or would like us to send you more helpful resources on manufacturing trends,
please let us know.
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Key Findings

›› Almost 40% of manufacturers expected their annual growth rate to be about
the same as the predicted industry growth rate of 6.6%.

›› 87% of manufacturers surveyed reported that they are gaining market share
domestically, while only 35% are gaining internationally.

›› 83% of respondents were able to identify their most profitable products, and

78% could identify their most profitable customers, yet only 60% could name
their most profitable region.

›› 55% noted that regulatory challenges are impacting their business at both
the state and federal level.

›› The top 3 technology priorities in 2019 for manufacturing organizations are
1

Analytics

2

ERP

3

CRM

Methodology
We conducted this 22-question survey to gain insights from manufacturers
about their core business challenges and goals heading into 2019. More than 100
top manufacturing executives participated in the study. We have compiled and
summarized their responses into a robust report of key findings and takeaways.
Our goal is to provide intelligence and analysis on manufacturing industry trends
that organizations can use to shape business goals and strategic vision for 2019
and beyond.

Demographics of respondents
The following questions offer a general profile of survey respondents. While we
had respondents from several sectors within manufacturing, we had the most from
Industrial Equipment followed by Chemical, then Food/CPG. The job level for the
respondents was comprised of Manager and above with a strong showing from the
Manager, Director, and C-Level roles. More than half of the respondents are from
an organization with annual revenues greater than $250MM.
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WHAT IS YOUR JOB
LEVEL WITHIN YOUR
ORGANIZATION?

46.23%
C-Level

19.81%

SVP/VP

12.26%

Director

25.47%

Manager

29.25%

Other

19.81%

WHAT IS YOUR
ORGANIZATION’S
ANNUAL REVENUE?

$0 to
$249,999,999

13.21%

46.23%
25.47%

12.26%

o

25.47%

16.04%

12.26%

29.25%
$0 to
$249,999,999

13.21%

WHAT
INDUSTRY BEST
DESCRIBES YOUR
MANUFACTURING
25.47%
BUSINESS?

$250,000,000 to
$249,999,999

Chemical
86.79%
Food/CPG
Pharma & Life Sciences
34.91%
Building Products

Greater than
$750,000,000

$500,000,000 to
$749,999,999

19.81%
19.81%
19.81%

Textile & Apparel
28.30%

Internationally

About

19.81%
19.81%

11.32% 19.81%
Computer & Electronic
Domestically

Domestically

19.81%

Industrial Equipment
Medical Device

Greater than
$750,000,000

19.81%
60.38%

Internationally

Yes
I have a general sense,
but don’t have the data
to support
No
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Yes, always
Often, most of the time

13.21%
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49.06%

Survey Questions,
Responses & Analysis
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Q1: In 2018, leading indicators predict the
manufacturing industry growth rate at 6.6%.
How does your expected growth rate compare?
19.81%
19.81%
19.81%

Higher

28.30%

Lower

28.30%

About the same

19.81%

Unknown

39.62%
3.77%

19.81%
19.81%

ANSWER & KEY FINDING

19.81%

Almost 40% of manufacturers expect their growth rate to be the same as the
predicted industry growth rate of 6.6%.

19.81%

The number of manufacturers who predict their growth rate to be higher or lower
than the 6.6% industry rate is exactly the same, at 28.3%, with a small percentage,
less than 4%, responding unknown.

TAKEAWAY
The results coincide with The Spring 2018 Semiannual Economic Forecast
by the Institute for Supply Management noting that the rest of the year expected
to show strong growth in the manufacturing sector. On average, manufacturing
executives forecasted 6.6% revenue growth for 2018, with an increase in
production capacity of nearly 5% percent and an increase in capital expenditures
of nearly 10 percent. However, finding and onboarding qualified labor and being
able to pass on raw material price increases will ultimately define manufacturing
revenues and profitability.
6.60%
Yes
Yes
15.09%
I have a general sense,
I have a general sense,
but don’t have the data
but don’t have the data
to support
to support
78.30%
No
No
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Q2: Where are you gaining market share?
(check all that apply)

86.79%
Domestically
Internationally
34.91%

ANSWER
A staggering 87% of respondents reported that they are gaining market share
domestically, while only 35% are making gains internationally.

TAKEAWAY
According to a recent study by The Balance, the manufacturing industry
is forecasted to increase faster than the general economy. There are five new
forces that are driving manufacturing’s growth:
Yes, always
13.21%
›› Increased productivity
due to new technologies like 3-D printing.
›› Growing
domestic
production
of domestic natural49.06%
gas and shale oil.
Often,
most of the
time

Low gas prices attracted many industries that use it for manufacturing
of other products.
Both productivity gains and low oil prices reduce the
Sometimes,
31.13%
U.S. production
costs.
on a few occasions

›› Rising wages in emerging markets. As standards of living improve throughout
No,
not at
this time
the world,
local
workers
demand6.60%
higher incomes. Some call centers are
leaving India for Nebraska because wages are comparable and service is
better.

›› Companies realize the need to protect homegrown intellectual property.

Some foreign countries allow their factories to copy U.S. processes and
designs to make “knock-offs” that they sell for less. This is a huge reason
why some manufacturers prefer to remain in America.

›› Awareness among consumers that “Made in America” means jobs for
Americans.

14.15%
9

43.40%

Yes, have completed
alithya.com
at least one
Yes, but have not completed

Q3: Do you know your most profitable region?

11.32%
Domestically

28.30%

Yes
I have a general sense,
but don’t have the data
to support

60.38%

Internationally

No

ANSWER
60% of respondents are able to indentify their most profitable region. 28% have
a general sense of their most profitable region but no hard data to back it up
and 12% cannot indentify their most profitable region.

TAKEAWAY
The repercussions of not being able to accurately identify your most profitable
region are vast – and not just for the obvious reasons of where to focus sales
and marketing efforts.
49.06%
31.13%

57.55%
An article by Deloitte confirms that the geographic location of where you
are doing business plays an important role in determining manufacturing
competitiveness. The following factors play a key roleMargin
in how you will conduct
business in a region:
Revenu
›› Education and workforce preparation
42.45%
›› Innovation
›› Economic, trade, financial and tax issues
›› Infrastructure and energy policies
If you can’t identify or are unclear as to where you are most profitable,
then you can’t work on how you can improve the points listed above to improve
your competitiveness in your prize location.

Yes, at both the state
and federal level
Yes, have completed
at least one

Yes, state level only

54.72%
0.94%

Yes, but have not completed
10
one to date

No, not at this time
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Yes, federal level only

16.98%

Textile & Apparel

19.81%

Q4: Can you identify your most profitable products?

5.66%
Yes

11.32%

I have a general sense,
but don’t have the data
to support

83.02%

Yes
I have a general sense,
but don’t have the data
to support
No

No

ANSWER
The majority of respondents – 83% – are able to identify their most profitable
products. Only 6% were not able to identify their most profitable products,
while 11% had a general sense but no data to support their assumptions.

TAKEAWAY
This focus and attention to distinguish the most profitable products among
manufacturers matches up to a 2018 study by Trading Economics.
The study states that:
US MANUFACTURING OUTPUT INCREASED 3.5% YEAR-ON-YEAR IN SEPTEMBER 2018,
22.64%
Accelerate
the number
FOLLOWING A 3.1% ADVANCE IN AUGUST. IT WAS THE SHARPEST
INCREASE
IN
MANUFACTURING PRODUCTION SINCE APRIL 2012.
of new products

Margin

40.57%

Improve quality
We conclude that the trend to identify and analyze the most
profitable products in 2019 will continue. Determining the most
Enhance product features
efficient tools
and methodologies to get this information in real36.79%
time and better anticipate consumers needs will be paramount
to success.

Revenu

4.94

ERP

54.72%

4.67

CRM

5.19

Analytics

%
11

16.98%

Machine Learning & IoT

2.89
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$1

Q5: Do you know which customers are most
profitable for your company?

6.60%

Yes

Yes

15.09%
I have a general sense,
but don’t have the data
to support

I have a general sense,
but don’t have the data
to support

78.30%

No

No

ANSWER
78% of respondents are able to identify their most profitable customers while only
6% were not. 15% had a general sense of who their most profitable customers
“might” be, but they could not be totally sure.

TAKEAWAY

Accelerate the number
of new products
Improve quality
Enhance product features

4.94
4.67

12

2.89

5.19

The trend continues among respondents that identifying profitable customers
and products is incredibly important to achieving revenue targets. Deloitte
corroborates these findings
in an article on14.15%
profitability and goes on to say that
$0 - $249,999
a customer profitability analysis, done right, tells you not just which customers
are profitable, but why certain customers are more or less profitable than others.
$250,000 - $499,999
13.21%
At a strategic level, this information can help guide decisions on everything from
growth initiatives
to marketplace
segmentation.
$500,000
- $999,999
11.32%The information can suggest
a variety of ways to improve profitability, such as:

›› Lowering
the cost to
serve
$1,000,000
- $9,999,999
›› Improving the sale force’s bargaining position
Over $10,000,000
16.98%
›› Developing more effective prices and promotions

44.34%

1.98

Visibility

2.19

Accuracy

1.83

Actionability
1

2
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Q6: Are you able to determine changes in customer
buying habits and see patterns?
Yes, always

13.21%

Often, most of the time

49.06%

Sometimes,
on a few occasions
No, not at this time

31.13%
6.60%

ANSWER
The percentage of respondents who were able to determine (13%) or not
determine (7%) changes in customer buying habits and see patterns was small.
The majority of respondents fell more in the middle, with 52% being able to
determine changes and see patterns most of the time, and 33% citing that only
sometimes or on a few occasions were they able to execute this capability.

TAKEAWAY
Visibility into your customer’s
buying habits is no loner a “nice to have” – it’s crucial
14.15%
to the viability of your organization. Don’t be caught off-guard
by changes
in raw
Yes, have
completed
material costs, and be sure to equip your business to adapt
quickly
at least
one to seasonal
demand shifts. The ability to model43.40%
production capabilities, adjust product mix,
Yes, but have not completed
and collaborate with suppliers, partners and customers with up to date, accurate
one to date
42.45%
data is imperative.
No, not at this time
Make sure you can respond quickly to changing market conditions and uncover
and act on the hidden trends in your data.
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Yes, always
Often, most of the time

10.38%
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64.15%

Q7: Which are you more focused on with respect
to profitability?

57.55%
49.06%

Margin

31.13%

Revenu
42.45%

ANSWER
There was not a large gap between the number of respondents who were
more focused on margin at 58% vs. the respondents who were more focused
on revenue at 42% with respect to profitability.

TAKEAWAY
While there wasn’t a drastic difference between the respondents’ focus with
Yes,
at bothwith
the respect
state to profitability, we can conclude
respect to margin or
revenue
54.72%
and
level
that both are key factors
to federal
improving
the sustainability of a manufacturing
Yes, have completed
organization.
at least one
Yes, state level only 0.94%
If a company can efficiently cut costs without impacting product quality or
Yes, but have not completed
pricing, that will light the way for a path to higher profitability. Marketing your
one to date
Yes, federal
level only
organization as a quality
or superior
brand can be a 16.98%
fundamental way to increase
No, not at this time
profits and your consumer base.
No

27.36%

42.45 %

14.15 %
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Excellent

13.21%
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M

D

Q8: What is most important for product innovation?

22.64%

Margin

Accelerate the number
of new products

40.57%

Improve quality

Revenu

Enhance product features

36.79%

ANSWER
The responses to what is most important for product innovation were close,
with accelerate the number of new products at 40%, improve quality closely
behind at 37% and enhance product features at 23%.
4.94
ERP
4.67

CRM

54.72%

5.19

Analytics

%
2.89

Machine Learning & IoT
16.98%

3.58

Document Management
27.36%

3.80

Collaboration
2.93

Portals

42.45 %

1

2

3

4

5

6

14.15 %

13.21%
15
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Q9: How much will you invest in 2018 on capital
projects?
$0 - $249,999
$250,000 - $499,999

Accelerate the number
of new products

13.21%

$500,000 - $999,999

Improve quality
Enhance product features

14.15%

11.32%

$1,000,000 - $9,999,999

44.34%

Over $10,000,000

16.98%

ANSWER
Almost half of the respondents invested over $1MM on capital projects in 2018
and 17% invested over $10MM.
4.94

1.98

Visibility

4.67

2.19

Accuracy

5.19

1.83

Actionability

.89

1

2

3

3.58
3.80

2.93
3

4

16

5

6
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Q10: Are mergers and acquisitions a part of your key
growth strategy?

14.15%

Yes, have completed
at least one

43.40%

Yes, but have not completed
one to date

42.45%

No, not at this time

ANSWER
The exact same number of respondents - 43% - have either completed at
least one merger and acquisition to date or do not view M&A as a key growth
strategy. While 14% of respondents view mergers and questions to be a part of
their growth strategy, they report they have not completed one yet.

Yes, always

10.38%

Often, most of the time

64.15%

Sometimes, but doesn’t
always work
No, needs improvement

17

21.70%
3.77%
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Q11: Are there regulatory challenges impacting
your business?
Yes, at both the state
and federal level

Yes, have completed
at least one

Yes, state level only

Yes, but have not completed
one to date

54.72%
0.94%

Machine

Yes, federal level only

16.98%

No, not at this time

Docume
No

27.36%

ANSWER

42.45 %

55% of the respondents noted that regulatory challenges are impacting their
business at both the state and federal level, while 27% are not being impacted
by regulatory requirements at all.

14.15 %

TAKEAWAY

Managing production, procurement and accounting, and enabling communication
and sales across your entire manufacturing organization while complying with
regulatory requirements is no easy feat. Make sure you have a platform in place
to document standard processes as well as track operations and results to
ensure you are meeting those regulatory requirements at both the state and
federal level.
Excellent
13.21%
64.15%

Good

59.43%

Fair

Poor
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Enhance product features

36.79%

Q12: Rank your technology priorities with 1 being the
most important and 7 being the least important:
4.94

ERP

4.67

CRM

54.72%

5.19

Analytics
2.89

Machine Learning & IoT
16.98%

3.58

Document Management
27.36%

3.80

Collaboration
2.93

Portals

42.45 %

14.15 %

1

2

3

4

5

6

ANSWER
Analytics, ERP, and CRM (in that order) top the list of technology priorities
for respondents. Document Management and Collaboration are closely
aligned for the mid-tier priorities, with Portals and then Machine Learning
and IoT at the bottom.

13.21%

25.47%

%
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TAKEAWAY
It’s critical to stay one step ahead and adapt quickly to change. Any newly
implemented technology can provide great competitive gains, but only when
59.43%
strategically implemented and aligned with business priorities.
Businesses have access to more data than ever, making it increasingly difficult
to sift through and pull out what really matters. Ensure you are equipped with
the right tools to make key decisions about sales, marketing, production, service
and operations. Empower your organization with the ability to translate data into
insight to better understand what’s driving your business..
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$1,0

of new products

$500,000 - $999,999

Improve quality
Enhance product features

11.32%

$1,000,000 - $9,999,999

44.34%

Over $10,000,000

16.98%

Q13: Rank the sales pipeline capabilities below
with 1 being the most important and 3 being
the least important:
4.94

1.98

Visibility

4.67

2.19

Accuracy

5.19

1.83

Actionability

.89

1

2

3

3.58

ANSWER

3.80

Respondents ranked all three of the sales pipeline capabilities: accuracy,
visibility, and actionability at almost the exact same level importance.

2.93

TAKEAWAY
3

4

5

6

The natural conclusion is that respondents view a strong need for all three of
the capabilities in their sales process. In 2019, it’s imperative to give your sales
team the tools they need to become more productive and focused on building
customer relationships that deliver.
Help your team to identify goals, create plans and be more proactive (and less
reactive) to enhance new and existing customer relationships at every opportunity.
Look for technology that automates and supports your sales process and gives
you the sales productivity you need.
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Q14: Is your method of communication with
customers and suppliers effective?
Yes, always

10.38%

Often, most of the time

64.15%

Sometimes, but doesn’t
always work
No, needs improvement

21.70%
3.77%

ANSWER
64% of respondents indicated that their method of communication with
customers and suppliers is often or most of the time effective and 10% said
it is always effective. Roughly 22% said that their communication is sometimes
effective but doesn’t always work, and 4% said it doesn’t work at all and
needs improvement.

TAKEAWAY
There is work to be done here. In 2019, unlock the power of collaboration
to build customer and supplier relationships across channels that deliver.
Connect these incredibly important groups with your sales, service and
operations teams on a single intuitive interface and drive results faster.
Spend less time looking for the information and poring through emails
and increase productivity with collaboration.
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42.45 %

14.15 %

Q15: How is your visibility into the supply
chain process?
Excellent

13.21%

Good

64.15%

59.43%

Fair

Poor

25.47%
1.89%

ANSWER
More than half of the respondents rank their visibility into the supply chain
process as good or excellent. Only 13% rank their visibility as just fair or even
just 2% poor.

TAKEAWAY
Gain even more visibility across the entire supply chain. As more manufacturers
outsource, parts may change hands several times. Therefore, it’s important
to evaluate not only your processes, but your suppliers’ as well. Address
bottlenecks or shortages early on. The right supply chain platform is critical
to the manufacturer’s success and sustainability.

22

alithya.com

Conclusion

›› Both the U.S. economy and the manufacturing industry are seeing increased
levels of productivity that they haven’t seen in the past 5-7 years. We’ve
already started to see manufacturers taking advantage of this strong
economic growth period by the following trends presented in the survey:

–– Almost half of the respondents surveyed invested over $1MM on capital
projects in 2018 and an additional 17% invested over $10MM.
–– 43% of manufacturers have either completed at least one merger and
acquisition to date and additional 14% view them as an important part
of their growth strategy.

›› The geographic location of where you are doing business plays an important
role in determining manufacturing competitiveness. The following factors
play a key role in your ability to conduct business in a particular region
as well as your success:
–– Education and workforce preparation
–– Economic, trade, financial and tax issues
–– Infrastructure and energy policies
–– Innovation in the area

›› Gain additional visibility into your supply chain process. Even though more

than half of the respondents ranked their visibility as good or excellent, there
is still a tremendous amount of room for growth. Don’t just stop at your own
processes – gain more visibility into your suppliers’ as well.

›› Unleash the power of collaboration to build customer and supplier

relationships across channels that deliver. Connect people who need to work
together regardless of access to systems. Stop wasting time digging through
emails, looking for documents, and moving from one application to another.
Establish a command center for your team with a common calendar, chat,
and document storage that can get all members of a team on the same page
in the blink of an eye.

›› Do not get left behind. Now is the time to make that technology investment

or upgrade – do not wait. We can assure you that your competitors are moving
forward, and so should you. Determine what technology area would provide
the best ROI: Analytics, ERP, CRM Document Management, Collaboration,
Portals, Machine Learning, or even IoT. Whatever it is, strategically plan your
next move and implement before it’s too late.

›› Empower your sales force to follow the sales process with the proper sales

pipeline capabilities. Ensure accuracy, visibility, and actionability is attainable
and accessible to your sales leaders and reps. Provide collaboration tools to
use within their CRM systems to free up precious selling time and focus more
on the customer and building relationships, than on the paperwork. Automate
your sales process as much as possible and be the first one to respond to the
customer. Timing is everything.
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LEARN MORE

About Alithya
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AS A NORTH AMERICAN LEADER IN STRATEGY AND DIGITAL TECHNOLOGY, Alithya designs and
builds innovative and efficient digital solutions for business challenges. Our clients cover a large
spectrum of sectors including Banking, Investment and Insurance, Energy, Manufacturing, Retail and
Distribution, Telecommunications, Transportation, Professional services, Healthcare and Government.
Our 2,000 professionals in Canada, the US, and Europe combine pragmatic understanding and creative
thinking to structure and streamline intricate operational ecosystems, help transform their businesses,
and drive their growth every single day.
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