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GUIDE TO CHANNEL SALES & DISTRIBUTION

5. Planning for Distributor Appointment

The following steps will help you in planning for distributor
appointment:

+ Identify existing gaps in market coverage

» Identify potential areas for appointment of distributor/super
distributor

+ Demarcate the geography for the channel partner
- Estimate market potential and determine a target

« Determine the infra required to service the territory and
achieve the target

- Calculate viability and RO

- Create the distributor pitch

* Prospecting for the right channel partner
- Appointment of the channel partner

« Set up his infrastructure

6. Distributor Management

You should have the right channel partner for your business.
Define the parameters your distributor should fulfill to qualify
as your channel partner. So, the distributor’s profile is of utmost
importance. Preferably a Distributor should be already Tdealing
in non-competing FMCG product and should enjoy good market
reputation.
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Once you have the distributor onboard, he should have the right
infrastructure to support and grow your business. Right infra
refers to:

Finance - He should have adequate finance to support not only
current business but also your growth and expansion plan in the
coming years. Funds may comprise of own and borrowed funds,
a debt: equity ratio of 1:2 is preferable.

Godown space - He should have godown space to accommodate
the average stock holding norm. Please note that while determining
godown space, you should also consider maximum stock holding
by a distributor during certain days of the month. For seasonal
products, the godown space requirement will vary according to
season. Godown hygiene and maintenance is an important part
of his infra.

Vehicles - The distributor should have adequate delivery vehicles
to provide timely service to the market. The vehicles should be in
proper condition.

Manpower - Distributor should have adequate number of
salesmen, deliveryman and computer operator to carry out daily
operations.

System - Distributor should have a computer with required
software for bill processing.

At times, in spite of having right infra, distributor fails to deliver
because of lack of involvement in the business. So, it is important
to ensure distributor’s involvement in the business.

Company should help the distributor earn a healthy ROI (Return
On Investment).
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7. Key Processes in Distribution Business

Components

Key Processes

Market Planning

Assessing Market Potential
Territory Mapping

Retail Mapping
Competitor Analysis

GTM Strategy

Channel Focus

Distributor Process

Coverage Planning — Frequency, beats,
route

Distributor Appointment Process
Distributor Evaluation Process
Claim Process

Distributor Lifecycle Management

Evaluation Process

Target Setting
Sales Call Process

Target Setting Process

Planning & Preparation
Store Check

Determining the Order

Presentation

Merchandizing

Closing the Call

Track Progress

Review

Review Process
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8. Tools required for Distribution Business

Retail Mapping Tool
Target Setting Tool

Distributor Selection Tool
Distributor Evaluation Tool
Distributor ROl Calculation

ﬂ Salesman Selection Tool
- Salesman Evaluation Tool

n Order Booking Tool
n Product Detailer

9. Basic Key Performance Indicators of
Salesman you should track

KPls What Does It Measure
1| Bills Cut Productivity
Total Lines Sold Range Selling
Effective Coverage Direct Distribution Reach
Placement and Value Sales of Focus
Focus Product Product
5 | Value Sales Total Value Sales
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HAPPY
SELLING!!!

The points discussed in this guide will help you create a
basic framework for your distribution business. In case
you need further assistance please contact us at:

SR Capability Solutions Pvt. Ltd.
sandeep@skilltowill.com

9818901783
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“Do you sell your
products through
distributor network?
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An excellent product needs the support of great distribution to
reach the final consumers. But, like any other business, distribution
too has its own challenges:

* Lack of capable/supportive channel partners

* Highly competitive market

« Difficulty in assessing market potential

« Unable to expand market coverage

* Lack of qualified sales force

* Lack of product availability and visibility in the retail outlet
« Slow offtake from outlets

+ Trade relationship

* New product success

« And many more....

| can understand your pain-points, your frustrations and your
aspirations. Starting at 2001, | worked extensively in sales and
distribution and now | provide the following services to my clients in
the FMCG business:
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1. Sales Consulting - Help FMCG companies expand into new
markets

2. Create Processes and Tools to support the desired expansion
and growth

3. Develop client’s Sales Team capability through various training
interventions

4. Implement various motivational techniques to keep the sales
team motivated

5. Create the right Culture and Professional Atmosphere in the
organization

This guide book is an endeavor to encapsulate my learning and
experience so that it can address your pain-points. The objective
of this guide book is as follows:

1. Make you aware of the Key Elements of Sales & Distribution
that is followed by leading companies

2. Provide Information About Processes that can strengthen
your distribution and reach

3. Share guidelines that will help you to Create Highly Productive
Sales Force

4. Help you Create More Engaged Customers

5. Help you Fast Track Your Business and propel it to the next
level.
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Let us now understand the various dimensions of FMCG sales:

1. Know your product category well

You should understand the product category you are dealing in
correctly so that you are able to position yourself correctly in the
market. The 6 major FMCG categories are - Food and Beverages,
Personal Care, Home Care, Tobacco & Alcohol and OTC. Each of
these categories have several levels of sub categories. For example
- Hair Qil is a sub-category under Personal Care category, but Hair
Oil again has 2 sub-categories like - Coconut Hair Oil and Value
Added Hair Oil, in Value Added Hair Oil we have 4 subcategories
- Hair fall Control, Cooling, Amla and lite.

Once you have identified the right subcategory, ensure that you
observe the competitors in the subcategory and create your
execution plan keeping in mind the consumers, the type of retail
channel you want to be present in and market.

2. Know your Market

Once you have identified the right category, find out the right
market for the product category. For example - while trying to
sell a lot of idly batter in North India, you will face limited success,
mosquito coils will have very few takers in an upmarket catchment
and confectionery items will sell the best near schools. Identify the
right market for your product category basis:

- Geography - Urban/Rural
- Demographic - Age, Gender, Occupation

+ Socioeconomic - Income Group
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3. Focus on the right outlet channel

Large packs of your product will not sell from a Pan/Bidi
kiosk, similarly an impulse purchase product like chips and
chocolates will sell easily from such kiosks. Cosmetic products
can be sold from a chemist outlet, and a pain balm sells from
a general store. It is important to define the right type of
outlet for your product and target the outlet channel with the
right range of SKUs.

4. In-Store Execution

Finally, you need to ensure that your product is sold out from
the outlet. For that you need to ensure:

- Right Availability
+ Right Visibility
* Freshness

You can achieve right availability by placing the right product
in right outlets. Ensure that you sell-in the right number of each
SKU basis average sale, seasonality, schemes and promos.

Right visibility of your product in the outlet is extremely important
for faster offtake. Ensure that the packs are present in the right
category, with right facing and at eye level. Posters/danglers/
banners also plays an important role enhancing brand visibility
in the outlet. Ensure that they are placed appropriately.

Packs available in the outlet should be in good condition, all
damages should be removed. Freshness also refers to the MFD
(Manufacturing Date) of the packs. Packs in the outlet should
be arranged as per FIFO to minimize expiry.

Copyright © 2019 SR Capability Solutions Pvt. Ltd.





