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Eevelopmont distribaticn 1ncludea ‘all the sellang
activities carried out by the Malayan chauce boﬁnany*s e IRy
saleszen. - Its main objective is to achieve depth of disfribu~1 ;
tion and good market conditions, quite unlike that of the
maintenance éistriﬁutien which is to sell. The other cbaec; S
tives are enbodied in the ui”ht-pﬁlnt Call. “Hence develop~ i 
pnent dzstributien begins where maintenance distzibutzen
leaves off. Figuratzvely; i¢ picks up the mon entum engendered R
by the nsintenance distribution and accelerates further until ganE
the place policies are met and object;ves fulfilled.

The Markgtigg Structurg

While the maintenance distribution is the resron=-
sibility of the distributor, the developnent dlsur;buticn is
the respaasibility of the Marketing Depariment of the Halayan
Totacco Company. There is a Harketing Director residing in
Singavore and who 1s cornon to both the Falayan Tobacce and
the Singapere Tobacco Conpany. Under him are four senior
executives who are’ directly responsible to him. The advers
tising Co=-ordinator is conmon to the Melayan Tobacco Conpany
and the Singanorse Tobacco Conpany while the Salos Hanager,
Harketing Davelopment ﬁanager and the Sales Administrqtor are
reononsible only to ths Malayan Tobacco COmpany. They do
howevor get to*ethcw wzth tho ‘Singapore Tobacco Coupany
executives. and discuse pnlicies of, and problems confrontea by,
the two Cowﬁnnies. Unaer the Sales nanaver is the aales
Adninistrator znd under ‘him are the State
Each Represnntative is in chargenof‘a territory
few salesnen under his charbe;.;ffhe Karke ;
Manager has under ‘him the Task Force Reprefﬁnfatl
a team of aix?permanent_"Task Fo"ce Boys" -

salesuen varies frow state to state.
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‘F 1qvpn,Tach¢o Ganpa "fa_Diatribufionnrx Activiti

R To achieva %hesplage sbjseti a
‘ vea econon
nffxciently. the Ceapany*s efforts should work hzﬁgiii gﬁﬁa

+ith the distributors® so that there will he co-ordinntion

~nd 1o duplication of work. Generally, t 2 )
: * ho ‘M ;
company's ﬁistributicnary, etivitiesfgge a18yun 1603

(1) te aid thazdiatributers“i ae e L s

n aehievzn the pl UL
°°j°°tivea by BUPnortiﬁg thair afferts and halp saive thgi:9g  '
fﬂr;et problems.‘ ke Gt ‘. ’

(ii) :to~carry eut the rctailirﬂsnonaibilities RN S e |
ahich idnally and theeretically should be borne sslely by thefff7 ? e
distributors. 'Hence, any cale nade Ly the Conmpany's salesman‘°:f;;I Q;
should be a criticisnm of the distributors? work, that is, the
lack of depth in distribution. Time is still distant for the =
uonnany to. adapt the policy of its salesnen spending ninizun e :
tine with the rotailers, entrusting or shifting rost of its
ratail ro@non“ibiiities to the distributsrs' salesmon. AL
the nmonont, the Campany's salesmen as part of their retail
call aasist the dietributor in sellinge\ ;f,1~

(111) ta oarry eut the' aireat actlvities of i

,(a), constant alassifieatian of retailers.
V **~~“nwing to the very changoable nature uf the
, " outlets.
{p) increasing the call frequency esp cially |
= among the "M" and "T" outlets.
~,g«(cg fulfilling the eight-point call.
uﬁ(a performing the general retail call. -

sizht-Point Q&&L e
wmha “eight paints“ of aall are:

; (i)deepth and width of" distribution.‘ ,
f(iig[vatccknrotation and. atock-checking.J ",
4) display. “ S
‘flkﬁputting up: the nclntuof-purchase na“crial.ﬁ. -
) cleaning the polntuof~nurchase material.‘»;_ ";‘ 
" @irect consumer contac sh e e
) informing the retailer
o of ‘amy brands.. o o :
i nggtaggishing and maintaining goodwill

be Eul&



~q‘nr2.; T%ia
old the retaller;‘
i3 is “ealled PO ! , 18
% S , Thus the K
Tob ceo Conpany's ﬂaieanan ahould be anle t; adviizlzian =

»x?«lqdr the rete iler to buv fron him.'o"his 15 no prohlem
Cran tW bﬂqnds are f"at-movinv but . :hen ul ire::

i1 \»tri

xtion.,:‘

: : bo tocY~ .,atian 1” inﬂortant far clder qtﬁeks FRO T
uat be “Old fil’”tQ : Ahu ”;,‘the cif *rettes Rk 3‘1; be ayraqned ia’f
~ueh novay- that thia is hievad. Thia urrgdﬁeqnnt is the Hg

ori: of the saleaman. ‘He should also try to advise the

~~tv~lers regaréinc rotatien. «hen rotation is‘“oer, & let

«f had steaks resu¥t nnd these must be eccllected. bacﬂvané RS SS
sezh stocks given as substitutes, The yvery bad oncs” are S e
nwt to the Salca Banartment to be destroyed. b¢ the aaleq""' SRR PN

~resentative. Those which zre not too bad are sent to the ]3“ ”’; !

fact ory to be reaaaaufaetured boﬁe eirarettea collecteu ‘are

=till 1ckable. "These" are &istributed to the quter-selling

outlets. Thie 1s ancther aspect of rstation.<,.»fe L S

‘ -ahich cigarettea are to be collected back for destroy—ﬁ i
inz” and which to be rotated =are represented by the code nunmbers
srinted on every packet of cigarettes. The code number comsists
of three figures, for exanmple, 602 and 549, The first figure '

represents the calendar year and the second and third figure
tue week of the year the cigarettes sare manufacturad. The packet

tcaring the number 602 means that it was manufactured in the
vear 1966 on the sccond weck of the year, that is, the sccond
veek of Janunrye. The pqcket Ltearing the number 549 means that i*
vas manufactured in 1 965 on the forty-ninth week of the weelk,
that 1s, the first woek of December, Knowinz the shelf 1life 0f
cig 1rnttes and throush experi?nce, the saleqmoa know, by ~

2See Apnenﬁix A for definitxon.

350:%, apotted“ nd‘meu1dy cigarettes.V;;  il
dbacca tranda are taken cut andf”‘

‘ 4In the factoryf> : |
nixed with the. freah ones. The £inal mixture containa only a.

very Small nroportion of the uld tranda

1s 55#@éke estructien .
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Jookingfa ftge ca&a numher. tho eonditiunas

c1uaa 0 aubt a pacrat’ ia oooncd 3 ‘

(‘!“'T and this tes't P&ﬁk@t iE aa';uned :Z :g:::;qigei;;mgon}l“ RO S et

letions in the ether Pnckets bearinf the sane code nu~bcrrb AL i

e salesmen are often sided in this job. by the zolcede of

.~d0 numder from time to tine hy the oalaafDepwrr 0}

iﬁg vhich stocks are ts«b‘ ' 2)
sk for “D an& 9” ;

of tha cigare%tas;;gf fi: -

: hhen a éispenaer is availahle and useé ths'i5 o R T e

p1~arettes are. auta“stieally displayed. «here it io- not avéilm7fféf4f“:

1o, the arranre :ent and display of the ciwarottea, pive e
totaceo and eizara are ~gonstantly beinz done by the salﬁamen;J""‘: i
oth the éistributﬁrs‘ ~and the. lalayan Tobacce Geﬂwany If :
1ne retailers are helpful and display and’ rctabe their ssn
cisarettes, it saves the aaleamen much time. 1n ract it s LT
one of the functions of the salesmen to pot the ratailers to P AT
~onoper&%a with them in diaplay ané rctatien. o

éhen the peint—af-pureha°e vaterial are dirty, they
a3t be clcaneé or changed. Where space is available, they
-ust be effeetively put up or &iaplayed.;,r_'_v, ‘_,,“,,;,4‘7<;k7,f

| ahea a perscn 1s spotted sﬁokinr an opnosition f7'
vrand, the salesmen may do dircet sampling? if the time and
nlace are apprcpriate and condusive, If not, an attenpt may
te zade to find unt hia nume and addraas for later ”conaumer~ =
contact™., ~ :

1f any brande.'neu or old, are to be “pushed“, the
1q1@3ﬂ9n nust show sone tact. They would be advised to talk
~out the growing popularity of the brands and inform. the
retailnrs avout their advertisenment and - prcmoticn. Once the
retailers are eonvinced and ascurcd of the demand,‘"aelling in®

is no pro»lem.;ﬁ;;;f,,,,,,;'

Finally, geodwill and company image nust alxays'ge
nintaincd.‘,“he ratallers are "always right" and their
tenrpeora ents'are always ansuered with a smile, Any retail o
servicog required are alwavs complied to promptly. Scmet;mos,   , ‘;~_
e snleﬂqn needs $o0. ga out at his: way to satisfy a retailer's
aeed, rhe salesmen are advised to. Jpend as. much of hzq time
outs idéfand during wark ‘with the retailers, bnving a. drinV or
tuo, or a meal or. two._ To 1llustrate this

re-mahﬁfgé§u  ~ AR
o "i the Halafan Tobacco‘fﬂlff“

Coupany!



‘;‘g-~~w hawe a waekly woaduill lu%eh “»w Sl
fatTe Sk * he plnee n
édgj;‘.dug outlo ¢t different 04tlet each wgnk.‘ s

,,fgcry “”104 10 13 e ctcd to‘"o raun*ikt
ﬂ “flt‘v&l‘ 1 r‘ﬁ !xnd hc«?‘j hlif‘,’ » ‘ ; :

| Ho in advised’to'evsééihe éé5§¢Q" 0f tirn
fs i hiu retail cnlls. Fe 19 ronan iblélférii‘P

© dy Intr"ﬁrity dilirenco ‘health
W"Jl initirtivon ‘are. nll rrt af the n"o-“a~ ':itéé?dfffif~
uful aalcanan. ::ffr L e TR e L ,a,>'¥f7v i

| 2 salca:wn ﬁuat arite out n daily rcﬁcrt ef vhat he -
'*nd of the =arket can*iticns.‘,"ﬁ 4s done im
2te, oae £oes to the Saleo ye*w“tﬂﬂnt, ono to the °*ate};
t:ti?e and ono for his own referoance. rThis vritten -
coraits tho salesran to what he hao done and affords ferf*’

*o,u,areaontati?a the onportu ﬂity to gi c“ciit that
s:aa te spat nratleas and micuakes »nd help ths sale manl
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ahe renert co cigts of the fello«ing*

(i)‘ The brands available are marked uitq a stroke,
{44) ‘Aay snle aale is inserted.
(111) Point=of-purchase caterial put up are indicated.
(4v) Fresence of the more i"“ortant orrosition brondo
0 ave marked. f R
(v) Cor=crts on distri‘"tion, rot tion, u;ﬂnd
- movenment and nny privatewand-cﬂnfidcatial

’*,uatter.ugj,

In short. nll sal *en are civen [ ost of ”Jales*an 8
::‘trfctio"s':which briefly ara: RN ' L

(1) ﬂy 3ob is %o 3911. sell. ssll. SRR
(11) Ry day's vork nust de well-or;anizeds
,(111) My dress nugt Lo neat, ty oruipient in fccd
: “*“fcrdor, snd *y:utev. of ciga*cttaa ¢ o

zfshey ara:expectsd ta carry ou
1 '<{¢and aasessman, £cr«
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'?ﬁéthéi~ﬁhbnt“snleﬁnnng,fﬂ!”

An asuignncﬁt ealea*ﬁn C0: 5 | i
sorritorial or area 33198.3&,14 alsi”;§;i2§ ae::§:if§2earo 7
nd he in reononsibla for and ansucratle to. the e Tiket. 3

irng of that arsae 'ie nry be attacked to one diutri
4 1nq, denan divg cn the 8izos of the dthributera'f o
e cific dutica of ﬂn Qu:itni nt Valv

condi=- L
uter or T
3!’ .f?tsi‘ e et N :
‘1n are’ ~1v bc’lo" RN

, Ihe sale~"an cencerned ia uala Lu.pur i3 attachnd =

0 non~ Guan Limitod, the diﬂtri“uter for Kuala lunpur Houiha55"
Do tind of enlls he doec on aay weel vill derend an the 5
SpoanTannd lai& dovn in the Iosue .ocka Sehodule shoun in

Jaule fNely « Tha first coluna BT ES the »lan :eex,runa vccs“d; -
cva veck of the year, »hird to> ninth coluﬁns, the dayn of the
coalt, _ﬁi tho tenth coluzn, tne nonth of the yaar.,-”here are:
nly five different t;pea of plan weeh,'aut some. nun‘crs,f'rr‘
aproar 1ore often than the athers. Those numbers waich ap“eur

oyre often: qq*urally rcprcsent the hi*ber clags oatlets to be
visited by thc salesman.;-;ff._: ,

If tha alst ueck of the yoar ia taxen, the Plan o

Jeelr 3 is seen acainst it. Then by referring to. the .oute Call
¥1an shown in Figure 8-2, weck 3C siznifics the "C" outleis.
;he vertical "dsy of tie wcek" represcnts the ascignment sales-
“an's call days. The horizontal "day of the veek" represents
the distritutor's cash-selling days. <hus, in plan week 3C,
tie asaisnment salecnan will do the calls represcnted ty r.
.1cse calls are cash-sold by the distributor's salesman on
hurs'nye eirilarly. for other days, thero are key syutols
:e, ~~~ntinv the calls to be done. (he sirnificance of these

.u0ls are oxnlalned in the "Syn=tvol lepresontation™ siven in
Vi-ure 3-3, which shous the aumber of calls, ¢lassification,
Call Munbers and tho markets. Ths detail route 1lict ia given
in %the unlesnnn's &etail Call Houto Ligt sl.ovn in Vifure ,u4,

CoIt 15 noted that tﬁe dth plan woek in the ball £lan
doec not carry any symbol. This is ‘the free woeek, vhich neans o
the salesmen do not do any. retail cell on this veek. They ; _
Will bve 1nstructad by the bqles lanaser as o vhat to do for o ;
: ;hey may do CQnauﬁor—Lcntnct or . caupaign for a. SRR
k ' ’amo‘xon :ark. SRy il :

. The Issue weeka Schedule is_tha daater;?lan usod

by all the‘sglaa staff thraughout ‘the coun rye Figuresg~2.
B=3 and -4, lLovever, ‘differ from aaleswanfua,sa¢esnnn and 3
frou place:t"“ . "‘lesman;hna his oun Call Plan,~j

Synusl iepre
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~ H‘UTL CALL PLAN
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B Aﬂnrt fram writing tha daiiv‘raport
] lﬂsqnn has to ‘check the distrihut e

S or-or dlatrihutorJ“ orde??
. to the,*i*ht qu*ﬂtity of buffer uock to be. “hi K
the ; ’ 13,
,n‘,hy‘tn~t the'fi e1d Thial ia

. ’ *ureqkmugt be,i act only an np: rQViua-1,
ciap is rexulred , only hen the uzntity o"dcra« var:es
snaiderably fron 't 16 carrect ‘order that t: e distritvu

.....uUuQr -
sncerned vill be 1nforaed of the discrewauc; and acied to

cctify it.  Several procedures are used to wvork out tho'o“der
;w~uired by the distributor. but the most s)ut ma*;c meomcd9la"

‘an aasi*nnent

Avera;o ccno“r~tion ser wcck ‘ ‘ X x
Add 505 of avera sQ ce sun: tion % x
otal bufhor 8. ock re aired o

Stock on hand —~ZT'ggx 
 Add arrival :“* Loy
Total tuffer stock this week . gy

Less estimated average ccneumptieni o xoxs :
Estinnted balance o 1oz
"Order re:ulred (fcr next week} X x

‘ Aa mentionad earlier, the erder is nlaced one. week 1n
~dvance. aTherefore, ‘the order this weok will be the arrlval
noxt weeke PRecause of this difference in tlme,‘an estimate of
the nvyerace convumptian is neceganry in order to obtain the
citinated balance. Then takinz the difference between the
“stimated balance and the total buffer stock required vhich
can be objectively calculated ‘the order required is obtained.

, Supposing this is the end of the ch veek nand the
lstritutor is plaecin; an order. lle will have n» difficulty
in obtaining the atock in hand and the cons unntion for that weol:
“eferring to Fizure 8«5, for Lucky Strike, the stock on hand
e 232 nille and. the stock sold wns 423 nmille. The average
ccasuaption for ‘the Yth,VBth and 3th weeok:s was 413 nille,
Vsinge 1he formula above, the total buffer stock required 7
‘ould Le 620 mzlle. But the stock on hand plus the,ﬂrrival‘
on the 9th ueekl‘ equals;C}Z‘mille;‘ “hat is8 required is *o
estimate the canaumptianffar next week which is taken to be
“7nal to the avorage. consumption already found. Thus the
lifference Letweon the total buffer atock and. the average

conouaption@eétimated 18 bO“t 220 mille.; Finally, tbe total

Various

9vised by the wr:ter.
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={vt“t9 “‘Press ? CiK 109 may be ealculzeéd.;??der fo? the"7w

| This‘is ‘a mobilef:” e, It ansigtg of s .
qlesnen 194 by threy T‘a *oree Representative, T‘hei: §§?Zs§§n g

: sicament oaloumen in. that they do not
ponsibilitias ‘and do not have any -
are an inde rendent. fcrce noving as ‘~af*
Job inst*ucted.,
’ usually associated with the
zsiznnent sale”ren,;they nay do conaumer*cantact work, cam-:?7
Qaibn for a braaé. do pro?otion Work andsin short, anytﬁing
that nceds to be done. ' At the moment of uriting, they are SRS
assigned the Canaumer“ccntact work, - When the Halaysia Gpen,,fﬁ;57"'
Golf quﬂpicnahip co-sponuored by the Com;any, Was played in
Kuala Luﬁpur. they were there doing ‘promotion work in the form
of sampling and selling only the Jenson and Hedges cigarattes.1 r:
Thus. the ?ask ?erea ia a very flexible body : : e

;ccific Job ta do. They

dir“cted by the Task Fo“ee Mana*er and doing any
snart from tha retailfealla

&lthough frem the vieﬁpoint of the Company, the
Force is a spacialiseé bady. generally, the salesmen do not
carry as nueh reaponsibilitias a8 the assivnment salcsren, = .
Their work, because of its chanzeable nature, 1s less dull yet
less heavy. While the assignment salesmen have to write a
daily repart. they only have a weekly one to do.

Consungg-Coaggg:j

As netcd in the Iasue koeks & chedule in Table 8-1.
the asuignment salesnen have a free week after every four
wecks, In this free ﬁaak, they may be inotructed to do any=-
thing related to the selling nctivitxes including Consumer- |
Contact. Duo to the pressure of work ?nd time, they are’u¢able
to concentrate on ‘the- cOnaumer-COntact work and here the
Task Force comes in handy.

. ?he purpnse of cansumer-contact is to convert'
anokers’ cf cempetitora' brands into smoking the Company's
brends, It ‘consists of two visits. In the first visit,

3 pacxeta af ths Gompany‘a brands are sampled to the amoker.,‘

1¥43aﬁes of amokera of the competitors' brands'ax"

butors to the aales,representativos concerned._ The aegigﬁfant ff '»~5
ualﬂswen may spend the ‘frec week collectlns nazes tOQ' R




fwinz the tnterview, *heti asked senorally follow this

;ﬁttern ; jy
5fj(;); Bo yeu smﬁke ? s : S s it
?th??f Have you scen or he"rd any cxcaretta advertiae- SR
‘ SR 3 the - past fcg”daya 7 ~ S
;(3‘ . : look for in- a'ci-arette 7 i
(4, How long have you been szoking the brand ? (Uhan

. the brand saoked 48 nentioned) "
"(5)¢.ﬂa?9 you triecd any other branda similar te wour‘kﬁ* -
-7,, fpresent brand 9 i : R
. (6) What brand did you smeko befere 2 g
,(7){§Hou1d you. mind tellinr ne why you chgn~ed
. your brand ? i :
‘\5(8) L&p”roxiﬂately how nany cigarettes &o you smaka
o s day 7 : S e o
;:(9),'3°' do you usually buy your cigarettes ? fin R
S : '13683 sticks, pac’ets or cartons ? S LR
(10) - From where usually ? Coffece shop ?
(Il)ijﬁoes your sife/husbaad smoke ?

Soaetiaea owiag to wrong 1nformatian given, the,“i ,
sasker 1ntervieae& way be smoking the Conpany's own brand. In-
this cnse, a paeket or two ‘of ‘the brand are saazvled to him.

Lf he truly smokes a OOWﬂetitor'S brand, ‘then a challenge

2cins. By using the appropriate sallingwsteryls, the sales-
man will then try to convert the smoker. In the second visit,
the smecker is saapled another two packets, and a selling
nroposition is made. A quick sumtary of the selling-story is
rin tahroughs After that, Judging froam the responses and.
reaci.ons of the smoker, the salesman bezins to classify him
under “converted”, "doudtful" or "not converted". Any sub-
sennent followe-up will be tha rosponsibility of the assigament

salesnan ceneerned.“;\“

Salegmen's Remun1 "

The unsatiafactory employment conditions of the
distributor and sub-distributor's salesmen have been discussed‘y
in Chanter VII. conpared to then, the Conpany's salecsnen are.
by far better. paid and better treated., Their fringe benefits
include medical attentien,%annual bonus, gratuxty. marsatzng
allo:ance, cigarette ‘allovance, lunch or dinner al;oaance,,
travelling: expenses ‘and sampling allo;ance (Epr deta 1:_599
Pizure 9-6), Lunch allowance may be charbed;only when 11 ‘

nore than 4 miles radius outside Kuala Luwpu ‘Dznﬂcr oua§




Ay charpe&;qhon hor&iag at
oveon fined nals *y weznle for ¢
'Nﬂl}r3~an& annual increﬁent d

;~11 fiecation and. e*rerience.

,“lc“ﬁon ja- the Sex

be

epeﬁd on indivi&ual

n5~ht.f lha Lompany does ROu'
‘lrlo"““ the. gugrting'f
‘ﬂerita, ‘
un lific ~tisn for

33

T neer -’338." ,

ificite.

.oel Lert it
Conk ﬁvaralj‘ninesebd g ,?:h tae” atilitv to
s xcu 8 3-.6,;" o
,aanssxar's rzx'sﬁ"fgh.‘l “LLohA G
Itens “ ? : ” | Ahount ; |
fa.ic*l ‘ttention ;i ;7;;;; tree Sy S i
;1“u11 banus . e ‘. g7*n9t *iAﬁd w?#rarn& 15§&£,2f;:>'
T 7”*;“*nths' pay.. L :
‘“atuity . . .ﬁ~nudoer of years tor/ X lest nayj
?arketing‘éllawance .? e kg'j¢9‘00‘fqr?tgu sen: or'ﬂole
SR ‘ 5 and 4,00 for the 3anier saleSQ,
~en®, |
Ci~arette Allowance . . « 1 carton per week.
Ziuch "-‘ . . . . » *3 OOb
Jinner ‘. K . o . . . . 84‘ OOc
:"f"elling expenaes,. o+ «lZ.00 per nizsht.
oanzling o e e o "reasonanvle anount. -
x"lnwj (monthly) et e . atarting with 2230.00, for the
3 sin-le and 3250.00 for the narried.

, 1613 a Comﬂgny with n
fuctory and the Head~0ff
sing that there ‘is no uni
ttennpt had- beﬂn made in the pﬁ

never mnt- rialised.v,f

- .
-

ore than 1,000 e“p¢o rees workine
ice in Kuale Lunpur, it is

on to roprecent the uorkers.
3t to 10 n‘a_uqion; but so=chovw,




