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Using a wide variety of data sources to estimate 
the likely sales value in any given outlet, Predictive 

Analytics (PA) works despite the absence of sales data 
across the outlet universe.

How Predictive Analytics
Can Supercharge Field
Sales Effectiveness

The key to the Modern Trade ‘data informed’ model is to 
identify the sales and development potential of every 
outlet, then to allocate the right level and type of sales 
resource. Predictive Analytics models use a wide variety 
of data sources to estimate the likely sales value in any 
given outlet, despite the absence of sales data across the 
outlet universe. 

These models use 
intelligent algorithms 
to identify, from a 
wide variety of store 
traits & variables, those that have 
the closest relationship to sales, 
building a store level forecast 
that segments stores according 
to their estimated sales. By 
supplementing the Brand 

Owner’s view of a 
market’s store universe 
with the actual store 
universe, PA models 
can also investigate 

stores the Brand Owner 
may be unaware of.

What are Predictive Analytics? What Problems Does
It Solve?

How the Solution Works in Practice

By scoring and ranking the call 
file, it is then possible to create a 
list of stores in declining order of 
sales & potential sales, and if the 
PA model has access to previous 
audit data, the store’s potential 
incremental sales of the right level 
of field resource is assigned.

Predictive modeling uses 
machine learning & 
intelligent algorithms to 
study the mountain of 
data about each outlet 
and its environment to 
calculate the likely sales 
potential of a store which 
has never been visited by 
members of the Brand 
Owner’s sales team.

Stores benefiting from valuable & 
scarce sales force time need to be regularly 
revised & updated based on the best 
information available, a list of these stores 
are also known as the ‘call file.’

PA can help with the complex and constantly evolving task of 
identifying the stores with the greatest potential which are not 
on the call file. 

Challenges of
Implementing a 
Predictive Analytics
Solution

Obtaining the data can be 
problematic. Each country is 
di�erent, and the type and quality of 
data can vary widely. In addition, the 
frequency with which data is 
refreshed can inhibit the 
usefulness of any model 
which is subsequently 
built. Data which is too 
old is much less reliable, 
especially if a major 
resourcing change is envisaged. It 
may also be that the drivers of sales 
vary from one country to another, 
and the PA model must be designed 
to identify this and respond.

A fundamental 
requirement of any PA 
model is that it needs 
su�cient reference or 
comparison data for its algorithms 
to search out the meaningful 
relationships between multiple 
data points about the outlet and 
sales revenues.
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For More Information
Check Out Our
White Paper on
Predictive Analytics!

Using a Predictive Analytics Model to 
Provide Hints and Alerts to Salespeople

Brand Owners know 
exactly which SKUs they 
sell in each channel.

By combining these 
datasets, the model can 
now accurately predict 
not only the total sales 
in an outlet, but also 
the sales contribution 
from each SKU.

The Brand Owner’s sell in data (what was 
delivered to a customer/distributor) tells the 
model what proportion of total sales are 
generated by each SKU. 

This could lead to being able to generate 
multiple “best SKU” lists for very 

specific groups of stores, moving 
away from the ‘one size fits all’ 

approach to ranging.

https://www.2020rdi.com/whitepapers/predictive-analytics/

