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“The New Generation Sales Call”

Sales Call of the Future Video

| ’

e e
/—"’ — FPA '.nggéb
m FOOD PRODUCTS

AVAN ASSOCIATION

The Association of Food, Beverage



' “The New Generation Sales Call”

How It began:

What disruptions are getting Iin
the way of satisfying consumers?




' “The New Generation Sales Call”

Common Goals, Common Measures
Pilot Project Timeline

Project Measure Goal System  Quarterly Executive
Kickoff ~ Selection Selection Go-live  Meetings Review
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June 2006: GMA Meeting - Greenbrier
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“The New Generation Sales Call”

Objectives: Enable Growth; Eliminate Disruptions

Strategic Choices:

— Focus on the Consumer.

— Connect our business information.
— Share the Supply Chain.

— Prepare People for the Future.

Best Practices:

— Aligned resources: “butterfly to diamond”.
— Aligned strategic initiatives.

— Joint business planning.

— Standard measures and common goals.
— Shared tracking and scorecard.

— Measured results.

— Shared recognition.
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Focus On The Consumer
Plan with the consumer in
mind. Share joint visibility to
category and brand
performance - 360° view of
consumer

Connect our Business Information
Operate our businesses off the same
sources of information.

Accurate Data Synchronization
Common Goals, Common Measures
Sharing POS

EPC

“The New Generation Sales Call”

Objectives: Enable Growth; Eliminate Disruptions
Strategic Choices:

Prepare Our People For
The New World

Automate processes and
enable organizations to
spend time working more
strategically. Work together
across organizations. Align
reward systems with goals.

Share Our Supply Chain

Aspire to operate the Supply
Chain as if we were one
company. Share information
within and between companies
to collaborate from source to

consumption. .
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“The New Generation Sales Call”

Best Practices:

Aligned Resources: Butterfly to Diamond Aligned Strategies
. 4 Collaborative Projects
Butterfly Diamond With Great Return!
istributiol;lw— 5
Logistics Logistics 8
Sales Merchandising @]
Accountjng Acc?ourjting e
Marketing Marketing 8
o
>
Joint Business Planning Fliminate Disruptions

Standard measures and common goals.
Shared tracking and scorecard.
Measured results

Annually
Review results,
strategies, goals for year

Quarterly

Cross functional Reviews

Weekly/Monthly

Day to Day interactions




' “The New Generation Sales Call”

It begins with accurate data synchronization
In order to operate our businesses off the
same Iinformation.

Connect our Business Information
Operate our businesses off the same
sources of information.

Accurate Data Synchronization
Common Goals, Common Measures
Sharing POS
EPC
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' “The New Generation Sales Call”

Real Benefits so far :

e Improved alignment within and between
trading partners.

e Improved Shopper Focus.

o Specific instances of eliminating disruptions:
fewer deductions, inventory build up.
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Eliminating Disruptions
Opportunity: Days of Supply Greater than Goal, Supplier Service

New Approach

Use on-line
collaboration tool to
analyze relationships
between various
measures

Results
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Identified the right
opportunity

Once resolved, days of
supply can be addressed
without impacting our
service levels

Visibility to source-to-
consumption measures
keeps focus on right things



Eliminating Disruptions:

Good People Working To Eliminate Deductions!

Invoice Accuracy

Jan I Feb

|
2007

P Loc: Inv fecuracy (@)
—a Loc: Inv foo Goal ()

Click to acti

R HH L] J2EE| BN
Rescale  ResealeVisible  Zoomn Dizable Al Enable All figure
T2kl Graph
- Loc: Deduct Bal 2

S —a Loc: Dedust () ()
70,000 b Loc: Deduet Count
60,000
50,000
40,000
0,000
20,000
10,000

Dec L J Feb Har Ao

2006 L 2007

o

Dizable A1

Enzble 21

New Approach

e Utilize the Diamond Team
 Mutual access to the data
e Subject matter experts
focus on the issue at hand
 Collaborative agreement

Results

* Quickly discovered a

relationship between Deductions
and Invoice Accuracy

 Now focused on the root cause
e Mutual focus on
accelerating growth and
providing incredible service



' “The New Generation Sales Call”

What's Different ?

e This Is a strategic business Initiative — not a
technology Initiative — owned by the line
business managers.

 Acknowledge that delivering the growth
objective requires eliminating the disruptions.
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The Roadmap: (Circa 2001)

Benefits

Collaborative Consumer
Insight & Product Dev.

6. Collaborative Sales

romotion Planning

5. Collaborative JJOOJ/

Chain Management andi EPC

J'Jfo HHOH

Basic Iltem Synchronization

1. Common Data Standards & Single: ltem Registiy

Time/Degree of Trust and Complexity

“The New Generation Sales Call”

> Enable growth;
Eliminate Disruptions

Industry capabllities
are here:
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' “The New Generation Sales Call”

The Call to Action:

o Getinvolved — create internal alignment to
participate in a pilot or learn from others.

It beqins with Accurate Data Synchronization
— have an action plan and measures.

 Rely on the GMA/FPA, FMI and other
Industry action groups, but drive results by
engaging your trading partners in this
business initiative p—
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Industry Affairs Operating Structure

Industry Affairs
Sales & Growth Supply Chain & Technology

Brian Lynch, Director Pam Stegeman, Vice President
Sales and Sales Promotion Supply Chain & Technology

Sales Vanguard & Sales Com formation Systems Committee

Industry Development Team Logistics Committee

Sales Agency Committee Direct Store Delivery Committee

Joint Industry Coupon Commi Supply Chain Vanguard
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Joint Industry Unsaleables Leadership Team
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Thank you
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