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Bob Hall, LLC Sales Territory

• Contiguous to Washington, DC and 
Virginia

• 1.2 Million People

• Diverse Consumer Base

 Ethnically 

 Economically

 Socially

•Major Venues

 FedEx

 Gaylord Convention Complex
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Industry Snapshot

• Fiercely Competitive Independent Retailers

 500 On, 350 Off

 87% Volume Off Premise 

 50% of Total Volume in 88 Accts

 FedEx and Gaylord (10% of On)

 Serve 98% of Customers at least 1X Per Week

• Fragmented Market Shares

 ABI Single Highest Share

 Disproportionately High Industry Volume at 
High and Low End
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Neighboring Wholesalers

• Two Geographic Marketing Groups

• Excellent Wholesalers

 Active Day to Day Leadership

 Competitive/Performance Driven

 Execution – Scope and Scale

 Collaborative and Supportive

• Essential to Local Marketing

 Nat’l Programs to Target Consumer

 Craft Relevant Local Plans 
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Typical Wholesaler Organization
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Operations 

• Forecasting and Inventory

• Warehouse Design and Processes

• Delivery and Load Optimization

• Order Processing

• Customer Service Decisions

• Fleet Management

• Facility Maintenance

Wholesaler Structure
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Administration

 IT and Route Accounting Systems

 Supplier Interfaces and Reporting Requirements

Daily Cash and Inventory Reconciliations

 Financial Management/Cash Flow

 Standard Accounting Functions

Human Resources

Wholesaler Structure



8

Sales  

Annual Market Planning and Execution – Living Document

ABI KPI’s and Distributor Market Plan

Monthly Review Process

Weekly Performance Plans

Daily Execution

 Territory Management – Time to Sell vs Operational Expectations

 Customer Relationships

Wholesaler Structure
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• Marketing

Media and Merchandising Strategies

Region Planning Process (Trimester)

 Sampling Initiatives – “Brand in the Hand” to Complement Marketing

- On Premise, Off Premise

 Sponsorships and Special Events

 Political Connections

Wholesaler Structure



Wholesaler

ABI

• Organizational 
Structure

• Sales Execution

• Delivery

• Pricing

• Customer 
Relationships

• Local Legislative

• Brewing

• Packaging

• Marketing

• Pricing

Independence/Interdependence

• Inventory Mgt

• Geo Marketing

• Chain Execution

• Training

• AOE

• National Legislative Issues

• Technology/Systems

Interdependent
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Mobility Hand Held

• A-B approved Wholesaler Selling System 

• Co-Investment by A-B and Wholesalers  

• Connects to wholesaler routing accounting system to capture . . .

Daily inventory

 Sales orders

 Code dates

 Pricing information

 Shelf Space

Other pertinent account data

• Connects sales rep to A-B and captures execution performance 

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

• Co-oped investment with A-B 

• State of the art equipment

• Improved quality of POS at retail

• Enables customized POS for specific retailer needs
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Wholesaler/Brewery Relations

• Wholesaler Advisory Panel

 Established in 1964

 Panel represents “the voice of the wholesalers” to advise brewery on key 
topics/initiatives

 Establish “wins” for the system

- Optimize decision making

- Build trust and confidence  

Advisory vs. Advocacy
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Wholesaler/Brewery Relations

• Region Road Shows

Recently completed series of meetings

Re-open lines of communications

 “Re-connect” wholesalers with ABI

- Future vision and commitment to the three-tier system

- Wholesaler engagement on future initiatives

 Commitment to mutual profitability

- Sustained sales and share growth

- Mutual profit growth via top line and efficiencies 



Disclaimer

This document has been prepared by Anheuser-Busch InBev SA/NV (the "Company") solely for use in the presentation being given in connection with June 2-3, 2010 

Anheuser-Busch InBev Investor Event in St. Louis Missouri. This document is being presented solely for informational purposes and should not be treated as giving investment 

advice. No specific investment objectives, financial situation or particular needs of any recipient have been taken into consideration in connection with the preparation of this 

document. In addition, no representation or warranty, express or implied, is or will be made in relation to, and no responsibility is or will be accepted by the Company or any of 

the Company’s affiliates as to the accuracy or completeness of the information contained in this document, and nothing in this document shall be deemed to constitute such a 

representation or warranty or to constitute a recommendation to any person to acquire any securities. The Company and its affiliates, agents, directors, partners and 

employees accept no liability whatsoever for any loss or damage howsoever arising from any use of this document or its contents or otherwise arising in connection therewith.

A significant portion of the information contained in this document, including all market data and trend information, is based on estimates or expectations of the Company, and 

there can be no assurance that these estimates or expectations are or will prove to be accurate. In addition, past performance of the Company is not indicative of future 

performance. The future performance of the Company will depend on numerous factors which are subject to uncertainty. This document does not constitute or contain an offer 

or invitation for the sale or subscription of any securities of the Company, and neither this document nor anything contained herein shall form the basis of, or be relied upon in 

connection with, any contract or commitment whatsoever. This document does not contain all of the information that an investor may require to make an investment decision.



Disclaimer
Forward looking statements:

Certain statements contained in this report that are not statements of historical fact constitute forward-looking statements, notwithstanding that such statements are not 

specifically identified. In addition, certain statements may be contained in the future filings of the Company with the competent securities regulators or other authorities, in 

press releases, and in oral and written statements made by or with the approval of the Company that are not statements of historical fact and constitute forward-looking 

statements. Examples of forward-looking statements include, but are not limited to: (i) statements about the benefits of the merger between InBev SA/NV and Anheuser-

Busch, including future financial and operating results, synergies, cost savings, enhanced revenues and accretion to reported earnings that may be realised from the merger; 

(ii) statements of strategic objectives, business prospects, future financial condition, budgets, debt levels and leverage, divestiture possibilities, working capital improvements, 

projected levels of production, projected costs, effective tax rates and projected levels of revenues and profits of the Company; (iii) statements of future economic 

performance; and (iv) statements of assumptions underlying such statements. 

Forward-looking statements are not guarantees of future performance and involve certain risks, uncertainties and assumptions which are difficult to predict and outside of the 

control of the management of the Company. Therefore, actual outcomes and results may differ materially from what is expressed or forecasted in such forward-looking 

statements. You should not place undue reliance on these forward-looking statements. Factors that could cause actual results to differ from those discussed in the forward-

looking statements include, but are not limited to: (i) the risk that the businesses of the Company will not be integrated successfully or such integration may be more difficult, 

time-consuming or costly than expected; (ii) expected revenue synergies and cost savings from the merger may not be fully realised or realised within the expected time 

frame; (iii) revenues following the merger may be lower than expected; (iv) projected divestitures, working capital improvements and tax rate optimization for the combined 

company may not be realised; (v) operating costs, customer loss and business disruption following the merger may be greater than expected; (vi) difficulties in maintaining 

relationships with employees, (vii) the conditions or requirements associated with any governmental or regulatory approvals of the merger; (viii) local, regional, national and 

international economic conditions, including credit and financial market conditions, and the impact they may have on the Company and its customers and the Company’s 

assessment of that impact; (ix) increasing price and product competition by competitors, including new entrants; (x) rapid technological developments and changes; (xi) the 

Company’s ability to continue to introduce competitive new products and services on a timely, cost-effective basis; (xii) containing costs and expenses; (xii) governmental and 

public policy changes; (xiv) protection and validity of intellectual property rights; (xv) technological, implementation and cost/financial risks in large, multi-year contracts; (xvi) 

the outcome of pending and future litigation and governmental proceedings; (xvii) continued availability of financing; (xviii) financial resources in the amounts, at the times 

and on the terms required to support future businesses of the Company; and (xix) material differences in the actual financial results of merger and acquisition activities 

compared with expectations of the Company, including the full realisation of anticipated cost savings and revenue enhancements. All subsequent written and oral forward-

looking statements concerning the proposed transaction or other matters and attributable to the Company or any person acting on its behalf are expressly qualified in their 

entirety by the cautionary statements referenced above. Forward-looking statements speak only as of the date on which such statements are made. The Company undertakes 

no obligation to update any forward-looking statement to reflect events or circumstances after the date on which such statement is made, or to reflect the occurrence of 

unanticipated events.


