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PROOF THAT MY PRODUCT PORTFOLIO, PICTURE OF 
SUCCESS AND MARKET INVESTMENT ARE CORRECT

COLLECT UNIQUE SALES DATA FROM POS FOR MY EXECUTION 
STANDARDS RE-DEFINITION & OPERATING COST OPIMIZATION 

DELIVER INSIGHTS AND RECOMMENDATION TO  DESIGN 
MY LONG-TERM BUSINES PLAN  
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We provide insights for following topics:
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! Adjustable number of shelves and measure sections

! Independent system sends data from point of sales via GSM telemetric transmission

! System records in AZURE cloud every single sales transaction

! DIGITAL SIGNAGE - Remotely managed video content and lighting colour

! Changeable graphics

! Patented hardware  & software working based on tensometric technology

Example displays that can be correlated with IQ tray

FULLY ADJUSTABLE SMART COOLERS IQ SHELF

PERSPECTIVE

SIDE VIEW

SMART IQ DISPLAY

SMART IQ TRAY
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SALES TRANSACTION

DATE & TIME & TEMP.

GEOLOCATION

HIGHLIGHTED TRENDS AND 
ANOMALIES

STOCK ANALYSIS SHELVE AND SPACE 
VS SALES COMPARISON

o VISIBLE OUT OF STOCKS

o SALES STOCK CORRELATION

o GOLDEN SALES PLACES

o CUSTOMIZED DYNAMIC VISUALIZATION

o FLEXIBILITY IN EXPLORATION 

ANALYSIS AND RECOMMENDATION FOR LONG TERM STRATEGIC PLANNING
COMPETITIVE EDGE 

o FOR EVERY PRODUCT

o FOR EVERY DISPLAY

o FOR EVERY CATEGORY
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Key cooler  Buffer cooler  Promo stand

100

129

111

# of Transaction evolution

key cooler key + buffer cooler key cooler + stand
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VERTICAL PLANOGRAM HORIZONTAL PLANOGRAM
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# of Transaction evolution

HORIZONTAL VERTICAL
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1,9% 8,2% 1,7% 1,1%

1,5% 9,1% 17,8% 2,2%

6,0% 12,9% 2,9%

10,2% 12,4% 4,20%SHELF 5

SHELF 4

SHELF 3

SHELF 2

SHELF 1

SKU 1 SKU 2 SKU 3 SKU 4 SKU 5 SKU 6 SKU 7 SKU 8 SKU 9 SKU 10 SKU 11 SKU 12 SKU 13 SKU 14 SKU 15 SKU 16 SKU 17 SKU 18

7,9 %

12,9 %

30,6 %

21,8 %

26,8 %

HIGH PROFIT SKU’S
20% SHARE

LOW PROFIT SKU’S
80% SHARE
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ENTRANCE ZONE SNACKS BEVERAGES BEER SECTION CASH REGISTERS MEET

SALES INDEX PER STORE SECTION
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AVERAGE BOUNCE RATE

AVERAGE FOR CATEGORY- 29%
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64%

29%

7%

HIGH PROFITABLE SKU’S

SINGLE SKU'S > 1 SKU'S HOMOGENEUS >1 SKU'S MIXED

82%

14%

4%

LOW PROFITABLE SKU’S

SINGLE SKU'S > 1 SKU'S HOMOGENEUS >1 SKU'S MIXED
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Prime position
Your key double-door cooler in store contributes more 
than 80% of entire revenue that why must be located in
the most trafficable place, always first in flow.

Multipacks
Key cooler in store must have dedicated shelf space for 
multipacks which drives incidence and transaction size

Stock management
Ensure appropriate call concept and sales force frequency of the 
visit to avoid any OOS before Saturday which is the best-selling day 

POINT OF ENGAGEMENT
Remember that the best-selling section in grocery store for 
your category are ENTRANCE ZONE and  SNACK SECTION

Mix profitability
Re-define planogram of the top 2 coolers shelves 

to ensure proper space for profitable SKUs

COOLERS STANDARD
Horizontal and Vertical cooler planograms secure 
volume size and mix profitability in the almost the 

same way  

Co-buying
There is a high potential to design and execute 

innovatory trade mechanisms to accelerate co-buying 
level of high and low profit SKUs

MARKET INVESTMENT
Second cooler or/and promo racks always drive profitable volume but under 2 conditions. 
Must be placed in other store section and sell only premium SKUs. 
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SIA “Viss Veikaliem un Noliktavām”

Kleistu street 24, Riga, LV-1067

Reg. Nr. 40103258895

VAT Nr. LV40103258895

A/S Swedbank

LV29HABA0551030888660

LATVIA
Phone: +371 20330002
E-mail: info@vvn.lv 
www.vvn.lv

LITHUANIA

Phone: +370 70066080

E-mail: info@vvnlt.lt

www.vvnlt.lt

SWEDEN

Phone: +46 107502388

E-mail: info@vvngrou.se

www.vvngroup.se

RUSSIA

Phone: +7 84996092515

E-mail: info@vvngroup.ru

www.vvngroup.ru

ESTONIA

Phone: +372 6346332

Phone: +372 6346342

E-mail: info@vvn.ee

www.vvn.ee

NORWAY

Phone: +47 21955868

E-mail: info@vvngroup.no

www.vvngroup.no

FINLAND

Phone: +358 753263323

E-mail: info@vvn.fi

www.vvn.fi

DENMARK

E-mail: info@vvngroup.dk

www.vvngroup.dk

BELARUS

Phone: +375 84996092515

E-mail: info@vvngroup.by

www.vvngroup.by
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