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Volume x Profit
Sales Transformation

The VXP system for distributors focuses
your sales team on becoming more
profitable.

Increase your Profit, Increase your
Volume, Decrease your Out of Date
Costs

% $3 Billion in sales tracked

28 2,000+ front-line & sales leaders empowered

2! 50+ distributors running the VXP system

# 1 proven platform to drive a high-performance culture

First Year Results:

=> As much as +20 cents in GP/CE
growth over trend

- Up to 50% reduction of OOC &
CTC costs

- Efficiencies in Objective and
Incentive targeting and tracking

bud@vxptech.com



Why

WIIFM? e 4 ﬂ‘mﬁ :




Reflection

Y'all have see this before




Common
Objections to Al

Try the experiment




Security

Simple Rule: No confidential
information on free services

e Make data security top priority

e Know that employees are already
leveraging Al tools

e Safeguard proprietary data from
being used to train AT models

® Prioritize seamless integration with
existing systems
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Administrative

HR, Training, Staffing
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Training Manuals
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FIFO Inventory Management Ir

Al Impact in Beer

Podcast Logo Designs: Beer St
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Bob Archer's Company Introdt

Publish Unlisted App in ABM

Property Pros and Cons
Podcast Name Suggestions
Dunkee Disney Trip Name
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© You

Can you write an introduction to FIFO inventory management for a warehouse team
member in both English, Spanish, and Arabic. This manual is for Peerless Beverage
Company

ChatGPT

Sure, | can provide a brief introduction to FIFO inventory management in English,

Spanish, and Arabic for a warehouse team member at Peerless Beverage Company

English:

Introduction to FIFO Inventory Management for Warehouse Team Members a

Beverage Company

Welcome to ! As part of our

Team!

commitment to efficiency the FIFO (First-In, First-Out)

nventory management system. This method ensures that the oldest stock (first-in) is

sold or used before th

newer stock (first-out), which is crucial for managing

perishable goods and maintaining product quality. As a warehouse team member, your

role in implementing FIFO will involve or tock, monitoring expiration dates,
and ensuring proper stock rotation, Understanding and effectively applying FIFO

principles will help us maintain high standa v and meet customer satisfaction.

Peerless




ChatGPT 4

Spanish:

Introduccién al Manejo de Inventario FIFO par

Miembros del Equipo de Almacén en

C

Peerless Baverage Compa

iBienvenido al equipo de almacen de Peerless Beverage Company! Como parte de

L] L]
I ra I n I n M a n ' l a ls ; ventory Manages () nuestro compromiso con la eficiencia y el control de calidad, utilizamos el sistema de
gestidn de inventario FIFO {Primero en Entrar, Primero en Salir). Este método asegura

antory Management In
que el stock mas antiguo (primero en entrar) se venda o utilice antes que el stock mas

nuevo (primero en salir), lo cual es crucial para manejar bienes perecederosy

mantener la calidad del preducto. Come miembro del equipo de almacén, tu rol en la

implementacidn de FIFO involucrard organizar el stock, monitorear las fechas de

caducidad y asegurar la correcta rotacién del stock. Entender y aplicar efectivamente

Bob Archer's Company Introdu

los principios de FIFO nos ayudara a mantener altos estandares y satisfacer alos

clientes.

Publish Unlisted App in ABM

Arabic:
wgieall 6,05] o9 @ondo FIFO a5, o9 gogiasoll 5109 slacl Peerless Beverage

a5 pd Fagluie §u 48 b ol li> po Peerless Beverage! .aag2ll bubsg d-lasil Lialjill
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Note Taking
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Darren, Wes, David, & Bud - FPL meeting

February 01, 2024 - 53 mins * View Recording & Summary
+ The following summary and action items were generated by Al
G
Summary ;
Meeting Purpose:
Discuss FPL calculation issues reps are facing and brainstorm potential A
solutions.
LGAELCEENS
4

® Reps are struggling to understand new FPL calculation and feel it is
unattainable
Warehouse out of code is the main driver of high FPL, especially Bushlight
Peach
Need more transparency into FPL calculation and warehouse issues for reps
Consider adjusting FPL target/threshold for February based on current
[CEITES

Topics:
FPL Calculation Concerns
® Reps don't understand how FPL is calculated with new percentages for each
reason code
® The target cents per case seems unattainable currently
* Warehouse out of code is negatively impacting FPL the most right now

12:45 PM
2/3/2024

.= Q Search ~ Qe 0 & 2o




O] w & O “ 53] D : #"™ Boomerang m
® Provide training/education to managers on having FPL conversations with C
reps

Action Items

. (C
N Ote I a kl n Draft new warehouse out of code and route driven reports, including
top 3 products by warehouse out of code, and meet with Tyler and :
operations team to bring FPL metrics to operations and determine what
data and changes can be implemented.
Ma 0 (L
Provide education to DSMs on new reports and FPL calculations, then
train sales reps
+

Review FPL targets and calculations in mid-February based on
performance and remaining warehouse out of code risk; propose new
targets to Tyler if needed

Marie 0
Involve operations staff (Chris, Cara, and Kyle) in discussions on FPL

metrics and warehouse out of code

Darren Hunt

View Recording & Summary

12:46 PM
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Training
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http://drive.google.com/file/d/1NoNMpcWspCql5NLW9WfRrcogoufNVL5P/view

Operations

OPPERLATION WAREHOUSE
CHERGION ATOMATION

RTM, Warehouse, Delivery




— Ready: Now Year for unload and hauling; now for putaway and replenishment "& :

Autonomous Forklifts f&\%%@ f

Leveraging existing hardware and creating new form factors fitted with lidar and camera technology
Interprets the environment like humans being able to localize lifts and navigate dynamic environments
Operates with human in the loop - Open dock doors, remove loadbars, and initiate the unload

Initial focus has been on trailer unloading and loading and hauling pallets

Future capabilities to be able to putaway and replenish/order fill pallets
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http://www.youtube.com/watch?v=-Rjh4nMa6Uc

New Picking Behaviors

CASE
PICKING

CROSS

DOCK TO DOCKING

STOCK

REPLENISHMENT

TO FORWARD PICK POST-PICK Y EMPTY PALLET RELOCATION

CONVEYING / RECYCLING FLOWS



Modular Scalable Fulfillment Technology C%Z‘%

COMPA"”ES. ING

— Ready: Now

® Robotics for storing and fulfilling tail items

® Size system storage and horsepower independently : T
e Highly redundant to minimize risk of downtime ~ yv o A bin-to-person
°

Operate in ambient or chilled environments A 1 robot

Highly reliable,
easy to set up,
operate and
troubleshoot

Surface
requirements:
good floor
flatness,
medium floor
load




Modular Scalable Fulfillment Technology C%Z‘y

———— Ready Now



http://drive.google.com/file/d/1gEUYeh9K6h1utRGpomeHqT-kBHrHR3Rm/view

Autonomous Middle Mile Transport

— Ready: 2-3 Year on a comparable cost; 3-5 years for lower cost

Ideal for known routes

Medium Box Trucks -> Tractor Trailer

Lower Cost to Operate in Future State

Provide High Service Levels by Dispatching Out of
Stock Items

% Gatik

WE OWN THE MIDDLE MILE.
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Sale Data Analysson

Sales

Volume, Profit, Loss




Al ordering -
Replenishment -
Online Ordering
Portals
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aecution Meets
Strategy

T

Ultra Displays 10+ Cases -...

Period: October 12024 - October 312024
Description: Ultra Displays 10+ Cases = 20% (Pictures
n VxP)
S Earned S Available

Value in dollars: 0 0

Achieved Threshold Target

10 9 10

Image Objective: Take picture @

Targeted

Products: ULTRA 4/6 NR

Targeted
Accounts:

STAG-R-INN . - B2028

Rejected

Loaded at 2024-10-08
Account: LINCOLN LIQUOR - 82740

Loaded at 2024-10-08
Account: BEVERAGE GENIE - B1497

10/8/2024LINCOLN LIQUOR - B2740

Date: October 8, 2024 at 2:37:31PM
Account Name: LINCOLN LIQUOR - B2740
Buyer Id: B2740#LKS

. E L]

Sales rep notes:

15 case ultra display




the answer now

Talk to your data and find
opportunities like you would
talking to a team member

sales e)ecution

AGENT




6:12

< Back Customer Details
Demo Buyer #14028
— Type: GAS & CONVENIEN
Al Placement
Size: 2/12 160Z CAN | Supplier: PABST 1,
. . . BREWING
O tl m I Zatl O n GP: $350.31/ CE: 81/ GP/CE: $4.31
p ACCOUNT AVG PKG GAS & CONVENIEN
GP: $350.31 $319.45 10% higher
CE: 8 74
GPJCE $431
PABST
Size: 4/6 16 OZ CAN / Supplier: PABST
BREWING
GP: $359.78 / CE: 70 / GP/CE: $5.09
BUD LIGHT
Size: 16/25 0Z CAN / S Al R-
What are my best feature & S 1 Sinehec AN

diS Ia O Ortunities? GP: $465.52 | CE: 69 | GP/CE: $6.75
gl ele : BUD LIGHT

Size: 15/16 OZ CAN [ Supplier: ANHEUSER-
BUSCH

GP: $200.35 / CE: 58 /| GP/CE: $3.43

BUD LIGHT

Size: 4/6 16 OZ CAN / Supplier: ANHEUSER-
BUSCH

GP: $301.04 / CE: 56 / GP/CE: $5.38
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< Back Customer Details

Demo Buyer #14028
Type: GAS & CONVENIEN

Sold

Al Recommended m

ANTHONY BRANDS

t S ; ll GP: $128.52 | CE: 17 | GPICE: $7.45
O e SAME TYPE ALL TYPES

(12 ) (15 )
GP: $128.00 $131.00
CE: 17.25 174
GPJCE $7.45
NATURAL LIGHT
Size: 30/12 CAN / Supplier: ANHEUSER-
BUSCH
GP: $121.90 / CE: 30 / GP/CE: $4.06
1 i i BERINGER
What will sell in this account BERINGER e o
. . ? TREASURY WINE ESTATES
based on similar accounts? GP: $118.86 | CE. 0 GPICE: $456.00

TWISTED VAR

Size: 2/12 CAN [ Supplier: BOSTON BEER
COMPANY

GP: $103.81/ CE: 13 / GP/CE: $7.556

BUSCH
Size: 30/12 CAN / Supplier: ANHEUSER-
BUSCH




Future Team

Tomorrow's team will demand
these tools




bud@vxptech.com
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