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BIO: 

Randy Fields, Chairman and CEO 

Mr. Fields career reflects his strong en-

trepreneurial skills. Initially leveraging 

his educational experience, in the early 

1970’s, he established a financial and 

economic consulting firm called Fields 

Investment Group. He then co-founded 

Mrs. Fields Cookies with Debbi Fields, 

and served as its chairman from 1978 to 

1990. He purchased the software rights 

from Mrs. Fields Cookies and created 

Park City Group in 1990. Today, he con-

tinues to define the strategic direction of 

Park City Group, Inc. and shares his ex-

pertise and the collective experience 

through consulting and speaking, inter-

views and guest lecturing engagements 

both in the retail industry as well as in 

the general business environment. Mr. 

Fields received his B.A. magna cum 

laude, and his M.A. from Stanford Uni-

versity. 

 

Company Profile: 

Park City Group is a trusted business 

solutions and services provider that en-

ables retailers and suppliers to work col-

laboratively as strategic partners to re-

duce out-of-stocks, shrink, inventory and 

labor while improving profits, efficien-

cies, and customer service. Our innova-

tive solutions provide trading partners a 

common platform on which they can cap-

ture, manage, analyze and share critical 

data, bringing greater visibility through-

out the supply chain, and giving them the 

power to make better and more informed 

decisions. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFOinterviews.com 

 

CEOCFO: Mr. Fields, what is the vision 

today at Park City Group? 

Mr. Fields: “The vision today is an ex-

tension of the vision that we had about a 

year ago. We successfully completed an 

acquisition that finalizes the missing 

pieces that we had for that vision. It is 

specifically this - we refer to what we do 

as consumer driven sales optimization. 

We are in the business of providing an 

un-obstructive view from the point-of-

sales system of a retailer all the way back 

to the factory floor of a supplier. The net 

of it is that what we are actually able to 

do is to align the financial interest of the 

participant from the supply chain and it 

results in these things. Number one; the 

retailer experiences increased sales, and 

two; the supplier experience experiences 

increased sales. Three; the retailer ex-

periences significant improvement in his 

balance sheet as a result of what we do, 

and four; the supplier gains the ability to 

better plan his ups and downs of produc-

tion so that he can be more and more 

efficient. What we have done is to take a 

revolutionary approach to what has been 

wrong with the supply chain between 

retailers and their suppliers and provide 

them with end-to-end solutions for that. 

We completed an acquisition that gave us 

those last pieces in January. We just 

completed the 1

st

 Quarter of combined 

existence for the two businesses. We are 

pleased to report that on an adjusted Pro-

forma basis we ran positive EBITDA. 

The numbers are now in fact supporting 

the vision that we had for producing this 

remarkably robust platform for our retail 

and supplier customers.” 

 

CEOCFO: How does your service work? 

Mr. Fields: “To begin with, interest-

ingly, we now do business with ten of the 

ten largest food retailers in the United 

States, they are all household names. We 

are adding aggressively to that customer 

base now. The concept would be a retailer 

and his suppliers would agree to make us 

the third-party independent middleman in 

settling transactions, which is called Scan 

Based Trading between the supplier and 

the retailer. Now let’s suppose you were a 

supplier selling frozen breakfast items to 

a supermarket chain, the way it works 



today is that you would make the retailer 

to take as much inventory he can take and 

offer him a significant economic incen-

tive for doing so. The net is that your 

margins would go down, the retailers 

loaded with inventory and none of that 

has anything to do with how much of the 

breakfast items are actually selling at 

retail. What we are trying to do is align 

the financial interest of the supplier and 

the retailer. We are going to do it like 

this, we are named as the independent 

third-party to settle the transaction, which 

means we take a look at the transactional 

data from the retailer and we say this 

many items of yours mister supplier actu-

ally sold in this retailer yesterday. They 

then settle up the transactions so the in-

ventory interestingly is still owned by the 

supplier until it is sold to the consumer. 

What that does is to align the interests of 

the supplier and the retailer and 

get both of them focused on the 

consumer. 

 

In today’s world the reason that 

has become terribly important 

and why the current economic 

environment is excellent for us, 

is because of credit pressures 

and economic pressures retail-

ers have tried to lean out their 

inventories. So there is a pres-

sure now between retailers and 

suppliers to reduce inventory 

levels and it does two things, it 

is not only hurting the suppliers, but 

more importantly it is increasing out of 

stocks, high out of stocks if you go into a 

supermarket and you don’t buy some-

thing, that is lost sales. So the retailers 

are experiencing lost sales, the suppliers 

are experiencing lost sales and we are a 

remedy that aligns that so that the sales 

of both parties in fact go up. We are the 

largest Scan Based Trading platform in 

the world, but beyond just providing the 

Scan Based Trading services, we provide 

analytics, consulting, etc., to actually help 

a supplier align himself with better plan-

ning and better information and the same 

thing for the retailers. We help them to 

identify where they were out-of-stock 

yesterday. Store 156 had no more frozen 

waffles starting at eleven o’clock in the 

morning, so we have got to get supply in 

there so that consumers have frozen waf-

fles available.” 

 

CEOCFO: Do the suppliers and retailers 

know they need your service, or do you 

need to convince them? 

Mr. Fields: “At the highest level of any 

retail organization there is a significant 

awareness that the game has changed. 

Wal-Mart is really built on a system like 

this, so another way of thinking about 

this is that this is what Wal-Mart did. 

Wal-Mart said to its suppliers, we will 

provide all of the information that you 

could possibly use on what is selling in 

our stores, and your job as a supplier is to 

bring your best brains and technology and 

make sure that we stay in-stock of the 

things that are selling well and that we 

get rid of things that aren’t. So this has 

really been the Wal-Mart model. What 

we have done is add a financial element 

to it in terms of shifting the inventory 

burden and at the same time providing 

this Wal-Mart like technology to the rest 

of retailing. The answer is retailers abso-

lutely perceive that they need something, 

so once we explain what we do it is pretty 

obvious and self-evident that we are a 

solution. We already have a terrific mar-

ket reputation, so at this point it is a great 

economic environment for us and our 

numbers reflect that.” 

 

CEOCFO: What is the revenue model 

for you? 

Mr. Fields: “We charge a fee to the sup-

pliers for participating in the system, and 

a fee to the retailer. There is actually a fee 

arrangement by which eventually the 

retailers ends up paying a very small per-

centage if any of the total revenue. How-

ever, it is a very small amount of money 

and it requires lots of suppliers to partici-

pate with us, so any given supplier might 

only be charged only a thousand or a few 

thousand per month for each retailer with 

whom he is participating. We call it a 

hub-and-spoke system, the retailer is the 

hub and the suppliers are the spokes do-

ing business with the retailer. The eco-

nomic model is subscription; it is a recur-

ring revenue base for us. The payback to 

our customers is very quick, almost in-

variably higher sales levels of 3% to 10% 

minimum, with the kinds of things that 

we have seen on average. That certainly 

more than pays for our services, so price 

at this point hasn’t been a significant 

obstacle.” 

 

CEOCFO: What has been the effect of 

the current economic scenario in helping 

you get your message across? 

Mr. Fields: “It is almost as if we wrote 

the script. Obviously when there is pres-

sure on retailers to reduce inventory lev-

els because of lack of credit, they are 

looking for a solution other 

than simply leaning out their 

inventories and reducing their 

sales. It is a dust spiral. In a 

sense, the current credit envi-

ronment is absolutely perfect 

for us. It has accelerated our 

enquiries, and as we have 

stated publicly over the next 

several years, it is going to 

accelerate our onboarding of 

new customers. Conversely, the 

economic environment at the 

consumer end, which means 

that every single sale that you 

can get because more important in a re-

cessionary environment means that eve-

rybody is focused on their out-of-stock or 

increasing sales at the same time. Both 

sides of that play very well to what we do. 

We enable the supplier from the very first 

time to have visibility into a retailer, any 

retailer in terms of where was I in stock, 

where was I out of stock, when did my 

sales stop of my items, and in what store. 

So they can help the retailers and them-

selves increase their sales levels. The 

current environment for us is actually 

excellent.” 

 

CEOCFO: What is the financial picture 

like at Park City Group today? 

Mr. Fields: “The financial picture is ex-

cellent. We just finished our quarter on 

an adjusted PROFORMA basis of positive 

EBITDA. We will be reporting that way 

for the next five quarters in addition to 

“The net of it is that what we are actually able 

to do is to align the financial interest of the par-

ticipant from the supply chain and it results in 

these things. Number one; the retailer experi-

ences increased sales, and two; the supplier ex-

perience experiences increased sales. Three; the 

retailer experiences significant improvement in 

his balance sheet as a result of what we do, and 

four; the supplier gains the ability to better plan 

his ups and downs of production so that he can 

be more and more efficient.” - Randall K. Fields 



the standard gap measures, so that we 

give people good comparables. In an 8-k 

filing, we have given indications of what 

we have set as goals for the next three 

years in terms of revenue and net income. 

Those numbers suggest that three years 

from now if we achieve our goal, we will 

have about $1.00 a share pre-tax earn-

ings.” 

 

CEOCFO: You mentioned that you are 

the largest player in the area; what is the 

competitive landscape? 

Mr. Fields: “In Scan Based Trading, as 

it is called in the industry, there is really 

no competitor per se. It is that some su-

permarket chains have chosen to do this 

on their own. The obvious problem with 

this is that the innate distrust between a 

supplier and a retailer makes the infor-

mation just a little bit suspect. We play it 

on the fact that suppliers would rather 

have this independent platform with this 

third-party policeman if you will, in the 

middle to adjudicate what really did sell, 

what didn’t sell and so forth. By virtue of 

the fact that it is a nominal fee and we 

actually can provide the service to the 

retailer for less money than he can him-

self. We have experienced recently for 

example, one retailer who was both work-

ing with us and doing it internally, aban-

doned the internal effort and just turned it 

all over to us. So we don’t have a com-

petitor in the marketplace per se, we are 

competing against homegrown solu-

tions.” 

 

CEOCFO: You have been working on 

this a long time! 

Mr. Fields: “It is important to know that 

the company we acquired had in excess of 

$100 million invested over its lifespan to 

develop this technology platform. Even if 

you assume the retailer was exquisitely 

smart and could do it for $10 or $15 mil-

lion, much smarter than we were, it is 

still a significant investment and it is 

hard to maintain so this independent 

third party thing is very valuable. There 

is a network effect when you do business. 

For example, we help our suppliers gain 

distribution, so we have several suppliers 

to whom we are strategic. This means 

they will go to a retailer and say, ‘We 

want to do business with you, we will 

take the inventory risk, but we want to 

business with you on the Park City Group 

platform’. Over time we expect more and 

more suppliers will make us strategic.” 

 

CEOCFO: Do you see a future outside 

the US for your services? 

Mr. Fields: “Currently this is a United 

States phenomenon. We think that there 

is applicability to what we are doing out-

side the US. Our other products that we 

do are perishable management systems 

already sold outside the US, and that is a 

significant area of business for us. We 

anticipate that continuing, so we think 

the US market will dominate what we are 

doing for the next several years, but we 

are also growing the international aspect 

of our business.” 

 

CEOCFO: Why should potential inves-

tors show an interest in Park City Group? 

Mr. Fields: “One reason to pay attention, 

especially in the current market environ-

ment is we clearly now have momentum 

and I think the numbers on that PRO-

FORMA basis absolutely reflect it. We 

are easy to understand. Materials are 

available on our website for investors to 

make clear what we are doing and we 

don’t take lightly the fact that we have 

put three years of numbers that we can be 

benchmarked and measured against out 

there. Obviously if we are successful in 

the next lesson in 36 months of achieving 

anything like our goal of $1.00 per share 

pre-tax earning, investors are going to 

find themselves very pleased with having 

made a decision to order stock.” 

 

CEOCFO: What might potential inves-

tors miss when they read your story that 

they should really understand? 

Mr. Fields: “The easiest thing to miss is 

the problem that we are solving. In other 

words, there is a general misconception 

on Wall Street about the level of technol-

ogy that actually exists in retail super-

market chains. It is not as advanced over-

all that people have imagined, so the need 

for our capabilities is much greater than 

the average investor or even analysts for 

that matter on Wall Street to understand. 

For example, when you go into a super-

market and you use a scanner, everyone 

assumes they are checking out, using the 

scanner. Boy, there is magic by which 

they are replenishing inventory and stuff 

is moving from some factory somewhere 

in America’s heartland to the store 

shelves; that is not what it is doing. By 

and large the scanners in supermarkets 

are simply looking up prices. So there has 

been a technology gulf in retail and it is 

in that gulf that we are helping to bridge 

the information that is needed for the 

supplier community and the retailer 

community that just hasn’t existed be-

fore.” 

 

CEOCFO: Final thoughts, what should 

people remember most about Park City 

Group? 

Mr. Fields: “The most important thing is 

that this vision that we call consumer-

driven sales optimization, by which sup-

pliers will increasing have information 

about what is actually selling, is a vision 

that will be accomplished because trans-

formational vision of the supply chain. I 

can say with certainty that we are aggres-

sively looking to fulfill that vision, some-

body will. We certainly have a market 

lead now, we have the tools necessary to 

do it; its time has come. Now the question 

is can we execute against it? There is 

nothing that needs to be invented we just 

have to execute and I think we have a 

management team that is by experience 

and nature are very aggressive at accom-

plishing it. It is a fascinating vision of the 

supply chain. It is the reverse of what 

most people have thought historically, but 

it will work. In fact, it will dominate, and 

we simply hope that we are the people 

that will accomplish it.” 
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