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DAY 270 
SINCE MY LAST OVERSEAS TRIP TO MADRID



WHAT’S NEXT ?



COMMERCIAL DISTANCING



GROCERY BUSINESS REMAINS STRONG



FOOD OUTLOOK POSITIVE DURING RECESSION



Source: A C Nielsen



MANAGING THE NEW NORMAL

1. New Normal Consumer Habits

2. E-commerce

3. New Business Development 

4. Organizational Change:
“Less time for Travel, More Time for Thinking”



WORK FROM HOME, PLAY AT HOME

• Three meals per day

• What’s for Breakfast ? Lunch ?

• New Chef’s

• Rethink Food



CHANGING CONSUMER HABITS



RETHINK FOOD

Facebook
Dinner 
Updates

Charcuterie
Board 
Challenge





KRAFTHEINZ: STRATEGIZE AROUND FUTURE CONSUMER EXPERIENCES



RECORD SALES FOR LEGACY BRANDS





NEW NORMAL –IMPLICATIONS

Analyze consumer habits driving sales increases ( or decreases)

New marketing for recipes or food pairing

Adapt your Foodservice channel  model for “take out and delivery”

Ideas to make Menu planning easier and fun

Partner/Co Promotion with Big Brands winning the New Normal

“New Ideas to Sell Old Brands”





E-COMMERCE: PIVOT POINT





MONDELEZ -ECOMMERCE GROWTH





AMAZON SMART SHELF



INSTACART –PERSONAL SHOPPER
$35 BILLION IN SALES









E-COMMERCE IMPLICATIONS

Manufacturers: How do you share Home Office E-commerce & Digital Marketing
expertise with distributors ?

Distributors: Transition E-Commerce channel from “niche” to mainstream key account.

Hire Young People ( under 30!) to manage E-commerce and Digital Marketing

Explore Direct to Consumer web shops

Scorecard results ( before its too late!)



NEW BUSINESS DEVELOPMENT 2021















NEW BUSINESS DEVELOPMENT IMPLICATIONS

Open for Business: Manufactures & Distributors must resume normal cycle of 
pursuing new business partnerships.

Time to refine strategic new business development process
Find Brands/partners that are the Right Fit

Follow the new rules of online Distributor dating, but be selective.

Nothing replaces the intimacy of a personal meeting!

Market your distributor brand



NEW WORK- NEW NORMAL



2019 WORK

 Business travel – Trade fairs

 Supplier visits & Dinners

 Trade promotion management

 Meetings,Meetings,Meetings

 How do we sell more ?



NEW FLIGHT PATTERNS



2020 WORK

 No travel- Work from home

 Web Brand Owner and Buyer Meetings

 Intense focus on Supply Chain

 Struggling to figure out E-commerce

 More time to think!





# 1 TIP – BE NICE



NEW WORK……BUT OLD TEAM



WHAT WILL THE INDUSTRY BE 
LIKE IN 2025 ?



DO WE NEED TO TRAIN THE YOUNG 
PEOPLE OR WILL THEY TRAIN US ?



BRANDSCAPING



BRANDSCAPING



HOW WILL YOU USE THIS GIFT OF TIME ?

What changes will you make to your strategy ?

What did you achieve from your “wish list” ?

Did you learn something new ?

What is better than before ?



5 KEY POINTS-2021

Rethink Food: Recipes for New Meal Habits

Invest in E-commerce strategy and Digital marketing. Scorecard.

Identify Strategic New Business Opportunities…”Right Fit” 

How should your organization be redesigned ? “Brandscaping”

Emerge Stronger than Before- “Think Positive”



BLOOM, NOT GLOOM


