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6.6 ACV  PCV SKU
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6.1
Balance the | Balance Sales Minimize Develop
Workload Potential Disruption Compact
Territories
Customers Responsiveness X X
Relationships X
Salespeople Earnings X
Opportunities
Manageable X X
workload
Reduced X
uncertainty
Control of X
overnights




6.2

Firm Sales results X X
Effort Control X
Motivation X X
Travel cost control
6 2
$500,$700,$1000

(6% $500)+(8x $700)+(2x $1000)=$10600
3




Jack D. “
SMART Specific Measurable
Realistic Timebound

district

Attainable



p w0 bd P

1620 18
12
10000 1000

4
18% $10000 $1800
12% $10000 $1200
$1620 12% $1000 $1740
50
18% 50% 12% 50% 15%...
15% $10000 $1500

90
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75



6.1

6.1

Sales Resulting from Calls to Customers



30000
50000






100 0

[] 1,000,000 2%
3% 20,000 1,200,000

20,000 +(.02)%(1,000,000 ) +(.03)%(200,000 )
46,000
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6.2

L N W A~ O

2%
14%
25%
36%
53%

[(56+79)*2%] + [(30+51)*14%] + [(19+33)*25%] + [(5+16)*36%)] + [(8+4)*53%] = 41

200
50 2



6.6

“Push”

“Pull”

Pull

Push



Construction

NUMERIC DISTRIBUTION

ALL

SKU

SKU

4000

60

COMMODITY VOLUME

144,000

3.3

36

60

60

SKUs



PRODUCT CATEGORY VOLUME




SKU

SKUs



81.8
84.9 0.96

A.C.

Facing

6.7

Out-of-Stocks (%) = Outlets Where Brand or Product Is Listed But Unavailable (#)

Total Outlets Where Brand or Product Is Listed (#)

Service Levels; Percentage on Time Delivery (%) =Deliveries Achieved in Timeframe Promised (#)

All Deliveries Initiated in the Period (#)



Inventory Turns (1) =Product Revenues ($) Average Inventory ($)

Out-of-Stocks (%) = Outlets Where Brand or Product Is Listed But Unavailable (#)
Total Outlets Where Brand or Product Is Listed (#)



SKU

ACV PCV

PCV PCV

PCV PCV

PCV Net Out-of-Stocks (%) = PCV(%) {1 - Out-of-Stock(%)}

Service Levels; Percentage on Time Delivery (%) = Deliveries Achieved in Timeframe Promised (#)

All Deliveries Initiated in the Period (#)

SKU

30



SKU

Inventory Turns (I) = Product Revenues (%) Average Inventory ($)

1 365
1 36.5 10

Inventory Days (#) = Days in Year (365) Inventory Turns ()

600,000 1 1 12 31 800,000
3,500,000

600,000
800,000 /2= 700,000

Inventory Turns (I) = Product Revenues ($)  Average Inventory ($)

3,500,000 700,000 5

Inventory Days (#) = Days in Year (365) Inventory Turns (I) 365 5 73



[ ] SKU

[ SKU
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[ FIFO
[ LIFO
FIFO LIFO FIFO

FIFO
— — LIFO



Rain Checks, or Make-Goods on Promotion

Rain Check  make-goods

Misshipments

Deduction

Obsolescence

Obsolescence



Shrinkage

Pipeline Sales 6.5

Consumer Off-Take

consumer off-take

Diverted Merchandise or Diverted Goods

6.8 SKU GMROII

GMROII
DPP

Markdown (%) = Reduction in Price of SKU ($) Initial Price of SKU ($)

Gross Margin Return on Inventory Investment (%) =Gross Margin onProduct Sales in Period ($)

Average Inventory Value at Cost ($)

Direct Product Profitability ($) = Gross Margin ($) Direct Product Costs ($)

SKU GMROII

DPP
ABC



SKU

GMROII ROI

DPP ABC ABC

cost drivers— DPP

SKU SKU

Markdown ($) =Initial Price of SKU ($) Actual Sales Price ($)

Markdown (%) = Markdown ($)  Initial Price of SKU ($)

GMROII

Gross Margin Return on Inventory Investment (%) =Gross Margin onProduct Sales in Period ($)

Average Inventory Value at Cost ($)

DPP DPP



Direct Product Costs ($) =Warehouse Direct Costs ($) + Transportation Direct Costs ($)

+ Store Direct Costs($)

DPP

DPP

SKU ABC

DPP

SKU

Direct Product Profitability ($) =Adjusted Gross Margin ($) Direct Product Costs ($)

50,000 —

10,000,000 0.5
80,000

Adjusted Gross Margin=Gross Margin + Additional Margin
=$350,000 + $50,000
=$400,000



Direct Product Costs=Store and Distribution Costs + Warehouse Costs
=$80,000 + (0.5% $10,000,000)
=$80,000 + $50,000
=$130,000

DPP= Adjusted Gross Margin($) Direct Product Costs($)
=$400,000 $130,000

=$270,000
GMROII
DPP
DPP
DPP
DPP

DPP

ABC



Shoping Basket Margin



