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Criteria Rating Evaluation Factors

Shipment Results

Overall growth for our industry in your market?
Distributor company wide sales performance (all
brands)?
Distributor sales results for my brand? 
Change vs. benchmarks?

Brand Performance
Key brand performance versus overall category.
Shipment growth, market share, weighted distribution.
New item success.

Key Account Results
Results at top 3-5 accounts (or channels).
Improvements: new items, shelf presence, merchandising.
Are we getting “fair share” of retailers growth?

What Worked? Strategies or performance that achieved results. 
Ideas that delivered incremental sales.

Key Issues? Problems or barriers to achieving results.
Pricing, investment, competition.

People Performance by key people touching our business.
Organizational changes? Who made a difference?

Financial                                            Distributor’s financial health. Planned investments.
Efficiency opportunities in Partnership.

2020 Requirements Resources required to achieve 2020 shipment expectations. 
Critical activities, timelines, changes to structure/plan.

Distributor Market Review

Greg’s Ten Tips
1.    Good news travels fast and bad news

travels slowly

2.    If you want to know what’s really going on,
spend a day visiting stores 

3.    Pick up the phone and call a friend or business
partner versus email

4.    Be positive. Think, “why not?”

5.    Results are directly proportionate to your
investment: Marketing, People, Focus, Time

6.    A distributor (or Broker) “respects” what the
Brand owner “inspects”

7.    Shipment numbers rarely lie

8.    Put it in writing

9.    If two people agree on the principle of a deal,
you can usually work out the financial terms

10.  There is more in common with industry
practices across the globe than differences.
Brand owners everywhere desire more shelf
presence and retailers demand more discounts.
Recognize the differences, but focus on the
universal requirement for superior products,
marketed at a fair price.


