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Bob Hall, LLC Sales Territory

ÅContiguous to Washington, DC and 
Virginia

Å1.2 Million People

ÅDiverse Consumer Base

ÁEthnically 

ÁEconomically

ÁSocially

ÅMajor Venues

ÁFedEx

ÁGaylord Convention Complex
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Industry Snapshot

Å Fiercely Competitive Independent Retailers

Á500 On, 350 Off

Á87% Volume Off Premise 

Á50% of Total Volume in 88 Accts

ÁFedEx and Gaylord (10% of On)

ÁServe 98% of Customers at least 1X Per Week

Å Fragmented Market Shares

ÁABI Single Highest Share

ÁDisproportionately High Industry Volume at 
High and Low End
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Neighboring Wholesalers

Å Two Geographic Marketing Groups

Å Excellent Wholesalers

ÁActive Day to Day Leadership

ÁCompetitive/Performance Driven

ÁExecution ïScope and Scale

ÁCollaborative and Supportive

Å Essential to Local Marketing

ÁNatôl Programs to Target Consumer

ÁCraft Relevant Local Plans 
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Typical Wholesaler Organization
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Operations 

ÅForecasting and Inventory

ÅWarehouse Design and Processes

ÅDelivery and Load Optimization

ÅOrder Processing

ÅCustomer Service Decisions

ÅFleet Management

ÅFacility Maintenance

Wholesaler Structure
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Administration

ÁIT and Route Accounting Systems

ÁSupplier Interfaces and Reporting Requirements

ÁDaily Cash and Inventory Reconciliations

ÁFinancial Management/Cash Flow

ÁStandard Accounting Functions

ÁHuman Resources

Wholesaler Structure
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Sales  

ÁAnnual Market Planning and Execution ïLiving Document

ABI KPIôs and Distributor Market Plan

Monthly Review Process

Weekly Performance Plans

Daily Execution

ÁTerritory Management ïTime to Sell vs Operational Expectations

ÁCustomer Relationships

Wholesaler Structure
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ÅMarketing

ÁMedia and Merchandising Strategies

ÁRegion Planning Process (Trimester)

ÁSampling Initiatives ïñBrand in the Handò to Complement Marketing

- On Premise, Off Premise

ÁSponsorships and Special Events

ÁPolitical Connections

Wholesaler Structure



Wholesaler

ABI

ÅOrganizational 
Structure

ÅSales Execution

ÅDelivery

ÅPricing

ÅCustomer 
Relationships

ÅLocal Legislative

ÅBrewing

ÅPackaging

ÅMarketing

ÅPricing

Independence/Interdependence

ÅInventory Mgt

ÅGeo Marketing

ÅChain Execution

ÅTraining

ÅAOE

ÅNational Legislative Issues

ÅTechnology/Systems

Interdependent
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Mobility Hand Held

ÅA- B approved Wholesaler Selling System 

ÅCo- Investment by A - B and Wholesalers  

ÅConnects to wholesaler routing accounting system to capture . . .

ÁDaily inventory

ÁSales orders

ÁCode dates

ÁPricing information

ÁShelf Space

ÁOther pertinent account data

ÅConnects sales rep to A - B and captures execution performance 

ÅEnable objective setting by account, with supporting sales collateral 
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Sign Making Equipment

ÅCo- oped investment with A - B 

ÅState of the art equipment

ÅImproved quality of POS at retail

ÅEnables customized POS for specific retailer needs


