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Presenter:%Indrek%Lepik%
  Coomor Kaubandus Purchase and Sales Mgr 

  Over 20 years experience in wholesales business 

in Eastern Europe and Baltic states 

  Strong focus on stock management and cost 

effective sales process 

 

 

 
 



Coomor%Kaubandus%
Assortment % % %1%600%SKU%
Sold%pcs%in%month % %180%000%units%
Orders%per%month % %1%000%%
Number%of%Key%Accounts %10%
Number%of%delivery%points %300%
POS%data%daily%from % %50%shops%
POS%data%weekly %%from %20%shops%
Sales%agents%on%the%field %3%
%
%

Product(sales(developments(
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We(don’t(like(it(

Prerequisites(for(VMI(
– Trust%between%partners%
– Common%understanding%about%VMI%
– Flexibility%to%react%to%sales%developments%
– Min%max%quanSSes%
– Reliable%POS%data%
%

%
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VMI(“portal”55overview(of(stocks(by(
stores(



VMI(“portal”:(selected(data(

Lessons(learned(

  You(need(to(make(the(first(step(–(open(
discussions(with(potenLal(partner(

  Be(open(minded(and(focus(on(results(
  Build(trust(between(partners(
  Readiness(to(spend(Lme(and(resources(
(



Benefits(from(VMI(

  Immeasurable(
–  BeOer(database(to(make(right(decisions(
–  To(be(informed(about(sales(trends(

  Measurable(
–  No(OOS(or(discover(them(faster(
–  No(overstocks(
–  Higher(and(stable(sales(

Measurable(benefits(
January February March April May June July Average with VMI August September October Average without VMI 

Store 1 1 199,97 1 200,91 1 321,34 1 119,60 1 262,83 1 075,49 977,26 1 165,34 2 346,58 164,24 317,01 942,61 

Store 2 1 138,86 890,57 753,12 905,85 938,24 930,95 718,52 896,59 1 682,62 92,45 100,84 625,30 

Store 3 749,36 721,58 646,39 964,28 885,16 577,24 797,94 763,14 2 243,77 149,95 346,88 913,53 

Store 4 825,90 835,03 452,83 708,99 693,34 753,58 840,34 730,00 2 313,09 106,16 174,81 864,69 

Store 5 1 035,38 573,51 382,15 750,04 598,22 609,11 728,32 668,10 2 249,65 90,56 174,56 838,26 

Store 6 745,10 418,16 633,93 656,06 672,73 608,85 495,61 604,35 2 522,30 0,00 210,69 911,00 

Store 7 571,86 367,89 392,47 430,46 372,65 635,67 406,90 453,99 2 056,11 78,45 74,23 736,26 

Store 8 580,62 276,00 470,41 405,98 300,28 265,12 366,41 380,69 1 846,95 45,91 122,16 671,67 

Store 9 553,56 435,98 331,68 470,90 556,64 307,04 294,46 421,47 1 007,18 0,00 91,66 366,28 

Store 10 529,96 399,88 369,04 328,65 347,61 381,48 298,75 379,34 1 268,04 0,00 75,85 447,96 

Store 11 375,15 220,70 374,74 369,26 322,99 203,61 376,83 320,47 1 284,52 0,00 52,24 445,59 

Store 12 279,62 242,05 299,28 432,88 422,82 239,87 370,32 326,69 1 093,09 78,42 56,75 409,42 

Store 13 99,52 319,42 358,22 312,74 281,92 275,13 299,46 278,06 1 472,72 0,00 46,90 506,54 

Store 14 341,84 346,14 206,76 305,89 323,26 164,27 243,34 275,93 1 271,66 40,78 146,28 486,24 

Store 15 411,02 189,18 280,52 185,09 371,86 307,09 238,43 283,31 1 106,90 0,00 44,66 383,85 

Store 16 250,13 137,90 208,82 175,67 277,43 230,82 166,70 206,78 1 314,91 0,00 65,25 460,05 

Store 17 287,15 214,95 160,54 445,79 294,42 213,80 205,24 260,27 995,52 0,00 0,00 331,84 

Store 18 262,07 116,94 223,29 194,35 192,22 201,63 125,29 187,97 1 359,30 0,00 42,37 467,22 

Store 19 292,08 185,56 285,26 234,94 299,28 120,70 174,75 227,51 1 077,38 0,00 47,34 374,91 

Store 20 273,62 155,47 213,86 314,54 289,01 158,08 169,84 224,92 972,45 0,00 45,99 339,48 

Pipeline 
sales 



In(summary:(VMI(is(possible(

  Technological%capability%
  Retailer%willing%to%share%data%%
  Trust%and%common%willingness%to%use%VMI%

– Wholesaler%and%retailer%have%common%interests%
%
  And%most%importantly:%lets%not%forget%
Our(earnings(come(from(end5consumer(pockets(

%
%
%

Thank%you!%%
%

Indrek.lepik@coomor.ee%


