Acceleration Modules

In-store
guidelines for
perfect
execution

Our detailed.in-store
execution guidelines
empower FMCG field sales
teams with clarity and
precision, driving perfect
store implementation
every time.

Our approach

Customer Pain Points

The absence of clear, standardized guidelines on routines, assortment,

and activation leave the sales team misaligned, resulting in decreased

productivity

Methodology

= Compare current execution to
existing guidelines

= Revise and improve
communication of objectives

» Transmit information in the
most useful way to ensure
alignment of the sales force

Key Inputs

= Sales database (Sell-out)
=  Sell-in database (with profitability)

. External market studies (i.e. Nielsen, IR,

)
= Pre-existing shopper studies

=  Store Audit (Optional)

Deliverables

Standardized guidelines to instruct the sales force and provide a single

source of truth

» Perfect store playbook with detailed guidelines for execution in outlet in
each channel, segment, and any special circumstances.

» Caninclude assortment, pricing, planograms, SOVI targets, cooler
execution guidelines, cooler planogram, POP materials, promotions and
other activities.

» Additionally includes information on consumer occasions to guide the
sales force.
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