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RECOMMENDATIONS BY POC MODELING (BIG DATA) DATA AND INSIGHTS 



BUSINESS PLAN INCLUDES 

Displays 

Assortment 

Trade Programs 

Space Targets 

200k  

Accounts 

John’s Grocery Store 



RESULTS 

+1.4% 

Lift 

EXECUTION DASHBOARD 

90% 3.3 million 

WHOLESALER SCALE UP 

2012 

% of Wholesalers Implemented 

2013 2014 

30% 

70% 

90%  

APT = Applied Predictive Technologies 





Grocery On Premise 

 Package Liquor Convenience 



CHANNEL SPECIALIZATION 

Grocery 

FOCUS 

Convenience Convenience 

Grocery 

SPECIFIC OBJECTIVES 

 Package Liquor Package 

Liquor 

FLAWLESS EXECUTION 

On Premise On 

Premise 



SEGMENTATION MODEL 

GEOGRAPHIC 

ACCOUNT SPLIT

BASIC 

(LEVEL 1)

CHANNEL BASE

(LEVEL 2)

CHANNEL BASE

(TURBO LEVEL 3)

Segmented

Non-Segmented

Groceries

Groceries-Turbo

C-Store Chain

C-Store Indy

PL 

PL-Turbo

On-Premise

On-Premise-Turbo

Non-Segmented

On-Premise

Non-Segmented

Off-Premise

On-Premise

Non-Segmented

Groceries

Convenience

Package Liquor

Sales Force Simulator 

Decision Tree Method 

IDENTIFYING OPTIMAL ROUTES 

High Density 

Low Density 

Segment 

Combo 



RESULTS 

+3.4% 

Lift 

EXECUTION DASHBOARD WHOLESALER SCALE UP 

2012 

% of Wholesalers Implemented 

2013 2014 

12% 

55% 

85%  

Region C-Store On Premise Grocery 
Package 

Liquor 

Region 1 0 0 0 +7 

Region 2 +38 +3 +15 0 

Region 3 +27 +6 +19 +1 

Region 4 +26 +14 +16 -2 

Region 5 +17 +18 +6 +18 

Region 6 0 0 +1 +1 

Region 7 +14 0 +2 -3 

Region 8 +24 +2 +22 -4 

Total +146 +43 +81 +18 

% Change +29% +9% +26% +18% 

APT = Applied Predictive Technologies 





Monday Tuesday Wednesday Thursday Friday 

7:00 AM Begin in field Begin in field Begin in field Begin in field Report to office 

7:15 AM

7:30 AM

7:45 AM

8:00 AM

8:15 AM

8:30 AM   

8:45 AM

9:00 AM

9:15 AM

  

3:45 PM

4:00 PM
4:15 PM

4:30 PM

4:45 PM In Office

5:00 PM Conference Call

5:15 PM

General Session Meeting

Operational Control 

Meeting 

Segment Meetings 

Weekly Planning 

Meeting   

Morning Team Meetings

Components
Frequency of 

Payout
Categories Sub Categories Comments

Total volume

Bud Light Mega

Budweiser Mega

High End

X% Monthly Point Sheet
Weconnect/

Game Plan

KPI 1

KPI 2

Fixed

X%
Fixed Portion

Total

Variable 

X%

Volume broken down to 4 subsets to 

align with wholesaler AOE KPIs:

Total volume (15%)

Bud Light Mega (15%)

Budweiser Mega (10%)

High End (10%)

Choose up to 2 KPIs per segment:

Share of Cases on Display

Share of Display Locations

Share of Taps

Base Distribution

Game Plan Execution

% of Variable

VolumeMonthly50%

V
o

lu
m

e
- 

5
0
%

AOE KPIsMonthlyX%

E
x
e
c
u

ti
o

n
- 

5
0
%

SALES PROCESS PLAYBOOK    Sales Strategy – WOD Department

Introduction

1

SALES PROCESS PLAYBOOK    Sales Strategy – WOD Department

A 360 approach to the management of sales teams… 
Targeting Setting Process

Monthly Targets

Wholesaler Sales Director Team Leader Sales Rep

Historical 
Performance

Wholesaler 
KPI/Budget

Strategic 
Objectives

Apply a 
Challenge

1

Components
Frequency of 

Payout
Categories Sub Categories Comments

Total volume

Bud Light Mega

Budweiser Mega

High End

X% Monthly Point Sheet
Weconnect/

Game Plan

KPI 1

KPI 2

Fixed

X%
Fixed Portion

Total

Variable 

X%

Volume broken down to 4 subsets to 

align with wholesaler AOE KPIs:

Total volume (15%)

Bud Light Mega (15%)

Budweiser Mega (10%)

High End (10%)

Choose up to 2 KPIs per segment:

Share of Cases on Display

Share of Display Locations

Share of Taps

Base Distribution

Game Plan Execution

% of Variable

VolumeMonthly50%

V
o

lu
m

e
- 

5
0
%

AOE KPIsMonthlyX%

E
x
e
c
u

ti
o

n
- 

5
0
%

Compensation Reporting 

Routines Targets 







   To POC Planning … From Game Plan…       To POC Level Execution 



OBJECTIVES CASCADING 

9mm Objectives 

500 Wholesalers 

27 k Sales Reps 

500k POCs 



DASHBOARD KPIs 

Volume Performance 

Share of Displays 

Base Distribution 

Share of Taps 



Lime A Rita 

70.0%

75.0%

80.0%

85.0%

Jan Feb Mar Apr May Jun Jul Aug Sep

Convenience Grocery

Package Liquor On Premise

YTD 2013: 

543,000  

SCORE THE STORE 

% of Objectives Executed with 

100% Accuracy 





*Share of Features YTD September (Feature Vision) 

+16.5% +2.5pp 

+1.9pp +0.8pp 

10.3 10.8 
12.0 

2011 2012 2013

SKU’s/POC 

67.2% 67.5% 

69.7% 

2011 2012 2013

Share of Displays 

46.6% 46.6% 

47.4% 

2011 2012 2013

Share of Space 

27.2% 
28.5% 29.1% 

2011 2012 2013

Share of Features 

Source: Shelf Planning Plus. Total US. Off Premise Accounts  

Source: BudNET. Total US.  Source: Mobility. Total US.  

Source: Feature Vision. Total US.  





CATEGORY LEADERSHIP 

REVENUE MANAGEMENT 

SALES EXECUTION 

TRADE MARKETING 


