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Bob-HallLCLC SalesTeyritory

A Contiguous to Washington, DC and
Virginia
A 1.2 Million People
A Diverse Consumer Base
AEthnically
AEconomically

ASocially

AMajor Venues
A FedEx

A Gaylord Convention Complex
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IndsistBy Snapshot

A Fiercely Competitive Independent Retailers
A5000n,350 Off ([ ewreoweommw
A87% Volume Off Premise
A50% of Total Volume in 88 Accts Jal
AFedEx and Gaylord (10% of On) : |
AServe 98% of Customers at least 1X Per Week FPEGRas o

BOB/HALLILLC]
URPPERIMARLBORO)

A Fragmented Market Shares
AABI Single Highest Share

A Disproportionately High Industry Volume at
High and Low End TS e
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Neig hborindg Whotesalers

VWANTZ DISTRIBUTORS INC:
HAGERS TOWVN

JEFFERSON DISTRIBUTING CO/INC

MONTGOMERY CNTY MD DPT-LIQ CON
B J SAGER INC ROCKVILLE

NORTHERN EAGLE INC WINCHESTER
RONMNEY

CAPITALMEAGLE INC

GUIFERE DISTRIBUTING CO
SPRINGFIELD

BOB HALL LLC
UPPER MARLBORO,

DISTRIBUITINGICO.INC

A Two Geographic Marketing Groups
A Excellent Wholesalers
A Active Day to Day Leadership
A Competitive/Performance Driven
A Execution i Scope and Scale
A Collaborative and Supportive
A Essential to Local Marketing
ANat 6| Programs to Target Consumer
A Craft Relevant Local Plans

J F FICK INC
FREDERICKSBURG
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Whtdesalérn Stnucture

Operations

A Forecasting and Inventory

A Warehouse Design and Processes
A Delivery and Load Optimization

A Order Processing

A Customer Service Decisions

A Fleet Management

A Facility Maintenance



Whtdesalérn Stnucture

Administration
AIT and Route Accounting Systems

ASupplier Interfaces and Reporting Requirements
ADaily Cash and Inventory Reconciliations
AFinancial Management/Cash Flow

AStandard Accounting Functions

AHuman Resources



Whtdesalérn Stnucture

Sales
AAnnual Market Planning and Execution I Living Document
A B I KPI 6s and Distributor Mar ket Pl an
Monthly Review Process
Weekly Performance Plans
Daily Execution
ATerritory Management I Time to Sell vs Operational Expectations

ACustomer Relationships



Whtdesalérn Stnucture

A Marketing
AMedia and Merchandising Strategies
ARegion Planning Process (Trimester)
ASampling Initiatives i AiBrand in the Hando to Compl em
- On Premise, Off Premise
ASponsorships and Special Events

APolitical Connections



Independenoce/dnterdependence

Wholesaler

Interdependent

/

Inventory Mgt

Geo Marketing

Chain Execution

Training

AOE

National Legislative Issues

Technology/Systems




MobiljtyaHandHeld

A A-B approved Wholesaler Selling System

A Co-Investment by A -B and Wholesalers

A Connects to wholesaler routing accounting system to capture . . .
ADaily inventory
ASales orders
ACode dates
APricing information

AShelf Space
AOther pertinent account data
A Connects sales rep to A - B and captures execution performance

A Enable objective setting by account, with supporting sales collateral
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SignVMakirg Eguépment

A Co-oped investment with A -B
A State of the art equipment
A Improved quality of POS at retail

A Enables customized POS for specific retailer needs




