Initiative Meeting

Objective

· To agree upon the Romdrinks’s consolidated next quarter initiative plan, i.e. new product launches, trade & consumer promotions, trade offers, marketing plans. 

· To review the ongoing initiatives.

Definition 

The Initiative monthly meeting covers the next month plan confirmation, the second month plan consolidation and the third month plan presentation. The plans are prepared in advance by the trade marketing and marketing departments, with input from the sales management and supply chain. All the details regarding the communication to sales force and plan execution are agreed during the meeting.

The meeting duration is between one and four hours, depending on the number of initiatives.

Responsible 

The Trade Marketing Manager. 

Attendants:


· Optional: The General Manager. 

· Permanent: the National Sales, Supply Chain and Trade Marketing Managers, Sales Channel Heads, one or two Line Sales Managers.

· In and out: the Group/ Brand Managers and Supply Chain Executives involved.

Agenda 

· Discuss each initiative execution details according to the meeting agenda.

· Find a consistent approach among brands, align the strategies.

· Review the sales execution capacity per channel.

· Agree on the communication plan to the sales force.

Input from:

· Marketing/ Trade Marketing Departments – a detailed presentation of each initiative.

· Sales Department – the volume objective confirmation and the impact on the sales force.

· Supply Chain Department – the logistic support confirmation.

· The General Manager – the final “go/ no go” decision if any major disagreement. The GM’s final decision on a project could also be taken after the meeting.

Output 

· The updated Initiative Calendar and Initiative Fact Sheets.

· The meeting summary. 
