
AEB briefing – September 23rd 2008
How Consumer Products companies can drive sales and achieve

profitable brand growth in the Russian retail market
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Company Mission

To empower Consumer Products manufacturers

to grow their brands profitably by providing

innovative software solutions and services
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Company Overview

Founded in 1985

Next generation CRM solutions 
provider

100% focused on the Consumer 
Products sector 

More than 40,000 users and 200 
implementations in 30 countries

Offices in the Germany, UK, 
France, USA, Australia, and 
Singapore

Headquarters and Research & 
Development in Germany
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CAS Geographical Expansion: From North America…

1999
Suite 1500, 3390 Peachtree Road, 
N.E., Atlanta, GA  30326 Australia
Tel:  + 1 770 399 8000
Fax: + 1 770 399 8020 

Local Partners Subsequent Clients 2006/2007 Status 

Charter Clients 

• 45 Employees
• Local CAS Professional 

Services & Support Centre
• 45% of Global Revenues 

(2006)
• Regional marketing & 

customer events 
• Main driving market behind 

Headquarter/TPM, and 
Optimization capabilities

CAS Systems of America
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CAS Geographical Expansion: …via Australia…

2004
13 George Street, North Strathfield
Sydney, New South Wales 2137, 
Australia
Tel:  + 61 2 8746 0700
Fax: + 61 2 8746 0722 

Local Partners Subsequent Clients 2006/2007 Status 

Charter Clients 

• 20 Employees
• Local CAS Professional 

Services & Support Centre
• 8% of Global Revenues 

(2006)
• Regional marketing & 

emerging customer events 
• Major driver behind 7.0 

Handheld development

CAS Systems of Australia 
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CAS Geographical Expansion: …to Russia.

2007-8
Address TBC
City TBC
Tel:  + 7 ………………
Fax: + 7 ……………….

Local Partners Subsequent Clients 2008 Plans 

Charter Clients 

• Initial Employees
• Blended Services & Support 

Model
̶ CAS EMEA (HQ) & Local 

Resources
̶ Local Partners 

• Local marketing 
• Key driver behind handheld 

product development

CAS Systems Russia

TBC
(Global Grocery 
Manufacturer)

TBC
(Tobacco 
Manufacturer)

TBC
(Brewing Client ?!)

TBC
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Business Overview

Company Ownership: World’s largest brewer by volume
Global Revenues: 2005 - €11.7 billion
Markets: Global
Key Brands: Stella, Leffe, Becks & Brahma
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Systems Landscape

ERP: SAP
Business 
Intelligence: BW
CRM: CAS

Systems Landscape
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Intelligence: BW
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Key Project Facts

Modules: Full CPWerx suite

Users: 7,000 currently planned – 40,000 worldwide

Project Drivers: WCCP (World Class Commercial Program) – shared best practice processes

9 Step sales process 

Cluster A – Developing Markets – Brazil (lead), Russia (Pilot) & China

Cluster B – Developed Markets – Canada (lead) & Western Europe

Provide enhanced management information, driven by integration & one 

consistent view of data and performance on the Field Sales level.

Enable improved relationships with customers – at point of purchase.
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CAS Client Example: InBev
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CAS Client Example: InBev Russia 
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CAS: Global Market Leaders, Sales Force 
Automation for the Consumer Goods Industry

‘CAS moves up in the 
ratings from “positive” to 
“strong positive” based 
on the strength of its 

references, vision, 
flexibility and grasp of 

business process nuances 
around the globe…

Additional analytical 
capabilities from 

modelling to dashboards 
to OLAP reporting are the 

best we’ve seen.’
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CAS has a proven global capability and reach

Professional 
Services

1999

Professional 
Services

1985

Professional 
Services

2004
2008

Local Partners

Local Partners

Local Partners

Local Partners

2007

Local Partners



Copyright © CAS GmbH. Alle Rechte vorbehalte11

CAS Company Mission
To empower our customers to grow their brands

profitably by providing innovative software 
applications and value adding services

The CAS Product Strategy – Four Foundational Principles

1

2

3

4

Helping CPG companies drive growth via:

Unlocking the value from downstream demand data

Intelligent application of optimization techniques

Delivery of a comprehensive, closed-loop process – i.e., 
integration of retail execution, analytics and optimization, and
TPM

100% focus on CPG industry requirements
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The CAS Solution Will Continue to Focus on CPG Priorities

Influence of Retailers 
Only Getting Stronger

More and More New 
Products Lost in the Sea 

of Failed Launches

Emerging Markets Are 
the New Battleground

The Maturation of the 
Digital Consumer

Creative joint value creation initiatives required to develop and 
maintain preferential treatment at retail due to increased 

pressure to provide differentiated products and services to key 
retailers

Implications for CPG Companies

Integrate POS, shopper and consumer data to develop attribute-
based innovation platforms and more effectively plan and 

execute promotions and new product introductions

Leverage global scale and capabilities to deliver local, customized 
offerings to customers and consumers in fragmented, multi-tier 

markets

Create meaningful two-way dialog with shoppers and consumers 
that are fully integrated with other marketing and product 

development capabilities

Macro Trends
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Evolved CPG Eco-System

Consumer
Interaction

Retail
Execution

Account Planning
Promotion Planning

Partner Planning
& Collaboration

Category
Management

Consumption 
Modeling
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CPWerx Solution Introduction

Front Office solution covering all key 

demand side business processes

Data model built 100% for Consumer 

Products manufacturers

1,500 pre-configured demand side 

specific business process

Built-in dashboards, alerts, and reporting 

& analytics capabilities

Built-in optimization engine

Low TCO through configurability, ease-

of-use and fast deployments

Easy integration of multiple data sources 

such as ERP, POS and panel data
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Pro²: Consolidated CAS Consumer Products Process Reference Model



© CAS 2008 - All rights reserved

Mobile: CPWerx is build to support online and offline requirements

(CPWerx Online & 
Offline)

Headquarters Sales 
& Marketing 

(CPWerx Handheld 
Offline)

Merchandisers

Other Headquarters 
Functions e.g. Finance 

(CPWerx Online)

Customer Service

Field Sales Team

(CPWerx Offline)



© CAS 2008 - All rights reserved

Mobility – A diverse Reality
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Worked for Drinks Inc. for 4 weeks

Vladimir is executing his visits with a 
company van

He is responsible for his personal stock 
which is located at a forwarding agency 
in his home town

Vladimir sells 60 different products to 
his customers

His objective is to execute 15 visits with 
orders per day

His manager advised him to execute a 
stocktaking once a month

18

Vladimir Timashev - DSD Sales Representative
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Pro² Enterprise Process – Field  Sales Execution

Daily Activities

Contact Activities
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Prepare Daily Activities
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Prepare Daily Activities

Prepare Daily Activities Field Work

Capture working and traveling 
times

Cycle Count / Cash float deposit

Answer new Messages

Review History (Calls, Orders)

Review Daily Schedule

Manual rescheduling of calls

Manual creation of additional 
calls

21
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Engage with Customer
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Engage with Customer

Review & Introduce Customer 
Relations
Contact start
Review current promotions
Corporate give away 
(Incentives)
Review exceptions & 
history together with 
contact partner
Maintain master data

23
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Execute Survey
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