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Brand Setup & Strategy
FMCG Brand Launch Plan
T H STHIFAT-HTS AT & [T TETd, JeATE, It ST AT - T e JIT STET & |

FMCG Business Plan
fawr/Ae-or & forT arer, faaeor, fa<iT i A&P at@T FMCG = 9TfR T |

Brand Positioning & Proposition
Tt fhae [T #97 & 7 T Seame, I 37 AThfeT & o 26T |

Category Entry Analysis
e FMCG ST & 99T &% 37 &1 T8 AT, T, TTaeTet o A1 o v &

Go-To-Market Strategy
=TT, &7 ST | T G6T e Shel 0 #ar & |

Product / SKU Feasibility Study
F4T SKU &Ny E37 AT T8 T I8 AT, AT, JT3T 307 28592 0 fniw &)

Sales & Distribution Org Structure
THA & AT fasiT-TeT =T (ASM/SO/ISR) femTse #ar =41 |

Brand & Portfolio Architecture
ATET-97E, 9-97% 31T SKU T sqafeqea &%=T 97 31T cannibalisation T&ar &)



Distribution Network & Channel
Distributor Appointment Kit
T feetiorer 94T aite & frgaa T Aga faavor-smam Zar 7|

Distributor ROI Calculator

eIy aT& ais T T9T FHET & T8 39 (a9 (FelF, hise, Faev=r) 7 RO| & g grar & |
Channel Strategy (GT / MT / E-Com)

AT -2 (GT), Y& (MT) 2% ATATET & TG Jod - Td AT 2 |

Super-Stockist / CFA Network Design
w2 ifdee /CFA Teas [S=Iagesl &l AT B & (g 7 |

Territory Mapping & Coverage Plan
AT AT FT ATV S FACT (SHTS FAT [FhT-287dT a7 FLAT & |

Distributor Performance Scorecard
Sl &7 T~ FhIT AN Ta T fashl, FETT A7 T I AT &7 |

Rural Distribution / Van-Sales Plan
T/ TS T AT ATMWE T5 9 & (10 van-sales =i faavor-Atse A & |

Wholesale Channel Strategy
1 (wholesale) & ITT famT Jer-ars famms #var =i )

Distributor Claims & Settlement SOP
T, &TfT 20T T 7 T =g, [9e faame =i e Tdar a7

Distributor Business Operations
Start a Distribution Business Guide
=T & FMCG fsegregerforT & for faor, e, ata, &0 2 T 218 -1 =1fe v |

Godown & Warehouse Management SOP
=, FIFO, no-loss TETH T2id ST =¥ &ffa/qaT e qemr & |

Delivery Route & Logistics Plan
T, gT fee 9T route 2 AfSIieeT J9T cost-to-serve SE@T & |

Order-to-Delivery & Billing SOP
ST, fafenT 2w dispatch amaEer Ife v e Twar 77

Multi-Brand Distributor Management
FE T (principals) T T SoaeT STET S e, Fo 37 i AT |

Retailer Credit & Collection Policy
Feaw-hfse/agerr Afa fafae T gr ar wfse dmar g

Distribution Management System (DMS) Selection
ET faaor-sre = yurretr (DMS) faawor & et oY 399 a=maT & |

Sub-Stockist Appointment (Distributor)
- R (e § TE agMT AT AT &-9a1 9 97 & |




Sales Force & Beat Management

Beat Plan & PJP Builder
beat ¥ BET-ATAT-FAT (PJP) faT-a sEede-Fat & ATTHaT F2ar 5 |

Sales Target Setting & Split
TG AT A FTT T -aa [aaT (cascade) fasir-sm e sar &

Daily Sales Report & KPI Design
s § 98T #fea (DSR/KPI) 3 F7AT IcqTed a9 2aT & |

ISR Productivity Improvement Plan
&7 geqa-fafee & =1fue (calls, lines, bill-value) fFeTeAT IeqTewdaT ST & |

Sales Incentive Scheme
TTCATET A&l SHE8T (range, Favet, a9 T) & TTEhd &7, Hidel qTAT T&T |

Numeric Distribution / Outlet Addition Drive
s gaT § 5= (numeric distribution) reach g & |

Range Selling & Assortment Push Plan
gfT-esmgeae =rfus SKU (Faer hero &) §94T weighted-distribution agrmaT & |

Sales Review & Governance Cadence
FET ST /AT R /AT SR T-F e E1 T ¢ 9% Tl & |

Field Sales Training Program
SAET-AT ITAT T T T T =T T oraror o7 T &)

Trade Marketing & Schemes
Trade Scheme Designer & Costing
TET TS-F [T aqTdT &, Fael anTd J51; off-take & S[STaT|

Consumer Promotion Planner
ITTEFRT-HT AT a0, Figed G 7 &; trial 3T repeat ag17 |
Visibility & Merchandising Plan

I 2T eye-level SEAT placement, facings 2T POSM o fiT &

Display / Shelf-Share Scheme Planner
display-Fh T IR &t FY T8 a8 aTedd H a9dT & |

Festive & Seasonal Activation Plan
AT/ TR -FIET T TR AT stock, ST =Y g9gar I e &)

Product Sampling & Trial Drive
I ITHTFAT & &7 T 5T (sampling) trial 3% repeat Fam@T 7 |

Scheme ROI Calculator (After the Scheme)
R AR H TET AT & 9T 78t 7% incremental-fasht a9 AT 9 R E

POP / POSM Design Brief
TTET POSM &% TS specs X He9rgary |



Product Development & Packaging

New Product Development Plan
ITE-fa=9 & concept-F-shelf & & ST @Y q faame -2 =T Far & |

Packaging Design Brief
e =T AT A I=h-fewTe shelf-appeal, G¥&T K daer-fF=aT @ i E

Label & Legal Metrology Compliance Check
Ieh-oT9eT ST &FT Legal Metrology =i stfaamar-ayumsir o fniv &

FSSAI Product & Licence Compliance
ATET-ICITE & (AT G5T FSSA| ATSE, IeTa-AATHIGT 3 Aael -3 TeAT A a1 & |

Contract Manufacturing / Co-Packing Setup
co-packer & IeqTE AT UrEwT, |P ¥ AT -+oET 7T & |

Shelf-Life & Stability Planning
HOEHT IOHh-ATSH [RITar-9ore o 9% AT &1 91(a T |

Product Cost / Value Engineering
ICITE-ANTT (59T appeal ST &7 #3AT & cost-engineering T T & |

Consumer / Sensory Testing Plan
TheT § IR E4TE 37 appeal (sensory) Tar S-S e ST E |

Modern Trade & Key Accounts
Modern Trade Listing Kit
WA 7 listing pitch, e i sedTawit 7 T e

Joint Business Plan (JBP) Builder
key-account & 8T win-win aTN&-I1=T (JBP) g=f+r, promo ¥ srat & Sredr & |

MT Terms & Margin Negotiation
MT-3ret faeT /TfSrT ST ara=e damr 9 i E |

Key Account Management Plan
TS @AT &l T Tereh e S-S &l aqTaT S a=ar s |

MT Promo & Activity Calendar
A A MT-fafafr ST 3 @rar-ares= e & JEr & 91aT |

Fill Rate & Service Level Improvement
stock-out & fa=T 2T penalty T &I gTfT &1 &5 fill-rate Tum™ w=ar 2|

Private Label / Own-Brand Response
I 9 AT (private label) = F@TT AT differentiation =T g 9% TfaeqyT eI E |

MT Account Profitability Analysis
€ MT-ETAT aTea9 5 JHT AT & T8 @ 6t 207 & & 91e fewar s



E-Commerce & Quick Commerce
E-Commerce Marketplace Launch
Amazon/Flipkart/BigBasket T &= listing, o= 37 fulfilment 7 fRiT &

Quick Commerce Onboarding
Blinkit/Zepto/Instamart onboarding catalogue, DC 3T oraf o fiT &1

D2C Website & Store Setup
AT W F Gra-3TdTaar (D2C) far catalogue, yIra =¥ fulfilment o fiT &

E-Com Listing & Content Optimization
rank = convert &% aTT listing titles, images =¥ A+ content T fiT & |

Marketplace Ads & Visibility Plan
o aTer staeTET-fasTaT ROAS 9 e &, :aeT impressions &l |

Q-Commerce / E-Com Unit Economics
HAAATST-AST ITEqT H AT FHET & T8 commission, ads, returns =¥ fulfilment & 3= femar )

E-Com Inventory & Fulfilment Ops
R ST DC WY H T2 id-39es9dT stock-out =T dead-stock ST &l & |

Online Ratings & Reviews Management
star-rating #ir T&T Y Fafa qHETET-TeaT ¥ T e

Supply Chain & Inventory

Demand Forecasting & Inventory Planner
ANT-Qa A 37 399 [AerdT Sefad-ara=T stock-out 3T sTiusdar a1 JeTdr & |

Primary vs Secondary Sales Alignment
channel-stuffing /&= 3T arecfae J{IT €T primary & secondary off-take & St ¢ fiT &)

Production Planning & Scheduling
AT T 0 & [T F9rer SeaTaT-Fae Tai a1 & JSTar |

Raw Material Sourcing & Vendor Plan
FET AT 3T [T I §TIE G AT AT 27 AT a=rar & |

Cold Chain / Temperature-Sensitive Logistics

SST/STH ITITE T a7 @I (R SoT=T S -2t 97 T & |

Stock Norms & Days-of-Inventory Policy

&7 node (<ATe/DC/fSHI=7ey) I G&T Teid T ¥ ITASIAT Hefofd #var & |

Expiry, Damage & Wastage Control
T, effer 3T eTTeger =TT JTfoiT JeTd & |

Distribution Cost Analysis
ST YT & cost-to-serve W, Eefe, arfa 2w Sver w fniv &



Regulatory & Compliance
FSSAI Hygiene & Schedule-4 Audit
Firersn & Teor @Ter-qaT F=gdr (FSSAI Schedule-4) To-3ifse ST THsar £ |

Legal Metrology / Weights & Measures Compliance
net-quantity, MRP 2T siYumsit 9% Legal Metrology e erframr &)

FMCG GST & HSN Compliance
FMCG 3earat 3t faavor-fafer @ GST-a%, HSN =¥ e-invoicing @& &1 ITfET |

BIS / AGMARK / Certification Guide
Fg ICTET & [T BIS/AGMARK STV STET T AT AT 7 |

Product Recall & Traceability Plan
HOE I O T T "= @ aFmr batch-coding 3T recall-SOP 9 fiv &)

Advertising & Claims Compliance (ASCI)
FasTT ASCI 3% AT]-f=mt & \aw g1 I1fa |

FMCG Import / Export Compliance
FHT-I ITHTEFAT-AEU 39 €T & =T FSSAI-STET, A e S §iHT-3[e 97 T & |

EPR / Plastic Packaging Compliance
THRISAT I AT -2 37T EPR aTfeT Iomas /&S =TT 9% AT & |

Marketing & Brand Building

Brand Marketing Plan

ATL, BTL =¥ fsfsree &1 dqet ars-famr 27 off-take &HT ZaT & |
Digital & Social Media Plan

TET ITHEAT & T8 ATATS T F1S AT e e, T A qHEE ¥ RTE |
Influencer & Creator Campaign

trial T ATeT STFTUEL-SATHAT 99, 3 27 feefravaer 1 T E

Content Calendar & Creatives

on-brand &ée FT ATEH el ST ATERT T A== T STAT |
BTL Activation & Experiential Plan

T T ITAET ad 5= BT L/ aTeH® AT T e & |

PR & Communications Plan
Arfear =7 faraT & favsa=i=ar PR/GST Fw=T W i &)

Consumer Loyalty & Community Program
TR &l SET-A0 T, TRET T EF T A Fee/AaeT I T E )

Marketing Effectiveness / A&P ROI
FIT T ATR{EIT-A AT & w1 F7aT & 78 A&P RO faweyor & femar 27



Finance & Unit Economics

Brand P&L Modeller
90 75 P&L T, COGS, $5-54%, A&P AW aTaiad- A TaH JISHT adT & |

Price & Margin Waterfall
AT & MRP T &% AT 399 §FT (price-waterfall) Foar-framor v smam &

Working Capital Planner
FMCG =i 31 feweger-shfse & Wi sEoier-guir Afrar 2|

Brand Break-Even Analysis
AT @l & [T -8 [t FEg-ATTe, contribution 3T A&P T FiT &1

A&P / Trade Spend Budget Planner
HTRETT T T2 & JE T T farama sis -7 =7 off-take SHT AT & |

Cash Flow & Funding Plan
TST-E-Agd ATS H THET ANT W@ stocking, hfeT 3T A&P W AT E |

Pricing Strategy & Price-Pack Architecture
e, Il 27 gog-fag Wi ger-Frar (price-pack architecture) reach i ATfST ZaT & 1

FMCG Business Valuation
FMCG = -He Ted, g+, a7e 37 faavor @ v avar &)

Contracts & Commercial

Distributor / Distribution Agreement
feefroger-fafea & &, ewire, shfse, ATfer =i /aTfa o1 &9 J1fe T |

Super-Stockist / Sub-Stockist Agreement
I/ [hee T TTS a1 (AR, Feavet, Teidy, e I STa=mia fer S & |

Co-Packing / Contract Manufacturing Agreement
THC-Te  ITIE TG H ERIT, [T, |P, T 27 a1 sgm & |

Raw Material Supply Agreement
AT T T TS T AT It 9 a7 SATYfT 27 JTfer=r a=7ar & |

Modern Trade Listing / Vendor Agreement
MT-d=% 31 (@1, slotting, returns, promo, ¥ITaM) HS-&7-8 S qHET A8 T |

Influencer / Creator Agreement
creator-ffed & fedfravaet, ITERT-=TTIaIT, 990, Taaae A aer 3 Jod TET & |

Confidentiality / Recipe NDA
T, WIAT S AT -8 GT=IT S § T5ed T 1adr-NDA JYar Sar & |




HR & Field Force
Field Sales Hiring Kit
TROmE T aTer ISR /AT -2 e W T #3947 lee -AheldT aF FedT & |

Sales Employee Agreement
fashT-eTH T TS Irdt (JIHaT, I, TICaTaT, 87, Tha-STaTaaar, Aed) 9% TE=T Teir & |

Field Force Attendance & Reporting System
EHEIT-aTS -5 Y& aTeT 21 T geo-tag =¥ call-RarfEr & & #vAr sr=ar g |

Sales Induction & Onboarding
T (T-BTAT &7 STol JeqTadh aMT AT 9% T g

Sales Performance Management & PIP
FH-YEI R T (574 2T T5 €T F Fatee &7 PIP 7@ e i)

FMCG Field HR Policy Handbook
WS- &1 & (0T &S UTIS -5 (AT, JTAT, 4T, The-A ST oiT) FTITET & & |

Field Force Retention & Engagement
=, BT T [CamT Hlee - TTaamor . T &)

T TS TR AT & | fEeT T arsgair forer & Teer 27 T9raw § g &7 | Jod, TR S AERaTy e S 69 & G aaeddql & —
ST T & WTTIeRe0r F TegTiad &t |

AiSevak.in 7T &9 — ABL Digital Technologies & ItITe | AT & (AT TE-HaTTad sATad g JaTd |



