FIELD SERVICING USING MARKETX

Pepsico Finds Field
Management Nirvana

22 brands generating more than 41 billion in retail sales each year

CASE STUDY

ABOUT THE COMPANY
PepsiCo has an international footprint that rivals
any multinational corporation in the world. Some
of the household names included in their stable of
consumer-focused brands include Pepsi, Gatorade,
and Quaker. Supermarkets and pantries across the
globe are filled with their many product lines.
However, such incredible heights of success bring
their own set of challenges.
The direct-store-delivery (DSD) arm of PepsiCo’s
operations is extremely complex, involving tens of
thousands of frontline staff members working in
the field on any given day. These employees support
multiple facets of PepsiCo’s business objectives by
routinely checking inventory, product placement,
and ongoing promotions, among many other
responsibilities.

“One of the constant
themes we hear back
from our frontline users is
that they can go into the
MarketX application and
complete a Mission in a
very efficient time frame.”
– Jim Holland, Director of Sales Capability
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PepsiCo’s journey to field management nirvana can
be traced back to its broader goal of overhauling
processes and workflows to embrace complete digital
transformation. With more software and tools at
their disposal, it’s simply counterproductive to rely
on outdated, manual processes to conduct day-today business. This is no more apparent than with
PepsiCo’s DSD field management procedures.
Jim Holland, Director of Sales Capability at PepsiCo,
explained how the industry leader uses MarketX to
streamline business processes, perfect strategy, and
further engage focused field teams.

The Challenge
Working on the ground level of PepsiCo’s DSD
efforts, the company’s field teams are essential to
the corporation’s day-to-day operations as well as
its long-term marketing and engagement strategies.
These employees need to perform at the highest
level possible and provide up-to-the-minute updates
on store inventory, sales figures, and other key
performance metrics.
PepsiCo encountered a number of pain points in its
daily DSD workflows that needed to be addressed to
eliminate inefficiencies and drive the business to new
heights of success.

“The advantage
of MarketX is that
they really sit
down and want
to take the time
to understand
the problems we
want to solve.”
– Jim Holland
Director of Sales Capability

There were far too many manual processes that led
directly to delays and bottlenecks. Because they
were all done by hand, field surveys took weeks to
complete, gather, and analyze. Those delays impeded
opportunities to make strategic changes and
capitalize on recent trends.
Ultimately, PepsiCo needed an execution
management solution that could incorporate more
automation into workflows and processes. While the
company’s field teams did quality work with existing
workflows and processes, organizational leaders
knew there was a better way to conduct business.
They just had to find it.
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“MarketX has enabled PepsiCo [with] the quick
information and quick response time to provide us
with instant feedback to go out and close those
execution gaps.”
- Jim Holland, Director of Sales Capability

The Solution
When PepsiCo officials began their search for an
execution management software platform, they had a
list of ironclad must-haves:
Understanding of their business and the pain points
they regularly experienced regarding field team
management.
Must help establish PepsiCo’s specific execution
requirements as a direct-store-delivery business.
Software that could be used for PepsiCo’s internal
and external purposes, providing total coverage and
driving a better return on investment.
MarketX met all of this criteria and then some,
standing head and shoulders above other available
options as a true business partner.
Since implementing MarketX three years ago,
PepsiCo has seen marked improvements in the
responsiveness of its frontline field teams. With the
help of automated surveys, audits, and other tasks,
employees collect data and send reports faster than
ever before. This allows PepsiCo to be far more agile
when responding to field conditions, giving the
company the ability to make strategic changes with
the very latest information.
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MarketX also helps PepsiCo obtain instantaneous
feedback from their DSD partners, rather than
waiting weeks to receive field reports and audits.
With that information in hand, the corporation can
close execution gaps in a speedy manner and further
drive field team performance and productivity.

Overall, MarketX empowers PepsiCo in four major
areas: strengthening bonds with customers and
partners, assessing strategies and responding
appropriately, improving employee productivity, and
focusing on strategic goals.

1

Strengthen bonds with
customers and partners
The level of insight provided by MarketX has allowed
PepsiCo to strengthen its relationships with various
customers and business partners. If a customer
comes to them with a particular concern or problem,
PepsiCo can lean on MarketX to dig deeper into the
source of that issue and identify an effective solution.
Furthermore, MarketX facilitates transparent
communication and collaboration with PepsiCo’s key
partners. If a partner requests to see the results of
a specific promotion or incentive program, PepsiCo
can leverage MarketX to generate quantifiable
performance metrics and incisive reports.
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efficient way possible.

3

Improve employee
satisfaction and productivity
The benefits of MarketX have not been limited to
those with more strategic goals in mind. While
using MarketX, PepsiCo’s field teams have enjoyed
some tangible improvements to their day-to-day
responsibilities.
PepsiCo’s use of MarketX Missions, the core of
the MarketX solution, removes tiresome, manual
processes that would otherwise take a great deal of
time to perform. Missions connect People, Places,
and Tasks, and operate as a survey or audit to gather
store-level intel, real-time feedback, and more.
“One of the constant themes we hear back from
our frontline users is that they can go into the
MarketX application and complete a Mission in a
very efficient time frame,” Holland noted.

Assess strategies and
dynamically respond to
changing conditions

PepsiCo’s new streamlined workflows, that heavily
utilize Missions, eliminate related headaches and
allow frontline employees to be more productive on a
daily basis.

One of the most difficult challenges PepsiCo
historically encountered with its DSD operations
was quickly and efficiently determining if current
strategies were working effectively. The information
gathered through MarketX allows the organization
to clarify whether or not their field management
strategies are providing true, tangible value. With
those key insights, PepsiCo stakeholders can make
whatever course corrections are necessary to get
things back on track.

Focus on more strategic goals

That may include, for instance, reviewing the
effectiveness of sales and promotions on the ground
level and across different markets. MarketX provides
more insight into regional differences regarding
consumer behavior and product preferences, helping
PepsiCo ship inventory in the most effective and

5

CASE STUDY PEPSICO

organizations rely on manual processes,
4 When
they invariably spend far too much time collecting
information and not nearly enough time analyzing
that data and gleaning valuable insights. By
automating and simplifying field management
processes through MarketX, PepsiCo teams can
devote more time, energy, and attention on tackling
strategic goals and growing business.
That continued dedication to best-in-class solutions
has made MarketX the ideal execution management
tool to meet PepsiCo’s needs today and into the
future.

FORM is reimagining how tomorrow’s workforce works.
225+ of the world’s top brands use our software to distribute
work and receive execution analytics in real-time, with a
mobile app for the frontline, and an analytics dashboard for
leadership.
We present the right action at the right time to the right
person in the right place to improve execution and surface
insights that help leader make better decisions, faster.
Enterprise brands use FORM in 70 countries to manage
the execution of field sales, marketing and merchandising,
QA, asset management, competitive analysis, and training.
We enable execution at scale for customers like PepsiCo,
Coca-Cola, Danone, Dole, Boar’s Head, Perfect Bar, Empire
Marketing Strategies, JOH, Impact Group, Alliance Sales &
Marketing, Dirty Hands, Panera, Red Robin, Dairy Queen,
and more.

Schedule a Demo

1-888-708-8118 // SOLUTIONS@FORM.COM // FORM.COM
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