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ARE WE ON TRACK? 
ASK THE FRIDGE!
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HEINEKEN 
A global FMCG leader

HEINEKEN CROATIA  
A local stronghold
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HOW THIS SESSION WILL LOOK LIKE

FRAMEWORK
o Provide snapshot of business 

objectives & performance 
management and their specific 
challenges

OUR SAMPLE CASE
o How IoT can help to move to data 

driven business performance & 
efficiency management of Point of 
Sale

o We are not yet there ‐ So what comes 
next!



Our four key business priorities
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On top of it comes product quality!
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Product quality is an

IMPERATIVE

at any point of time!
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OUR SAMPLE CASE
EFFICIENCY & BEYOND



Three month to drive our business priorities!
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17,4M 
tourists 
per year

Tourism 
18% of 
GDP

June / July / August
48% of sales

On Trade Off Trade

+ 7.000 cooling POS assets
(Draught Beer Installations, Fridges)



Key success factors at PoS
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Distribution QualityAvailability

 Temperature On Tap

 In Fridge

 Number of (working ) taps at 
POS

 Number of (working) fridges at 
POS

Connected equipment to achieve step change in managing  
business performance & efficiency at PoS!



Connected Equipment – how it works
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What insights do we gain to drive business performance?
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Location Insight
 Location of asset clear at any point of 

time

Business Impact
 Investment protection: Minimizing 

“lost” equipment

 Simplifying asset accounting procedure



What insights do we gain to drive business performance?
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Location

Overall status

Insight
 Information about asset being ready to 

sell 
 Information about communication 

status

Business Impact
 Avoid lost sales due to asset not ready 

to sell
 Input for preventive maintenance 

schedule
 Support sustainability agenda
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Location

Overall status

Temperature

Insight
 Working status on key elements of 

Draught Beer Installation (DBI)
 Temperature a key indicator for quality 

of serve

Business Impact

What insights do we gain to drive business performance?

 Input for preventive maintenance 
schedule

 Improve quality to serve to customer
 Support sustainability agenda



What insights do we gain to drive business performance?
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Location

Overall status

Temperature

Performance

Insight
 Information about sales volumes & 

throughput of our products
 Customer proximity

Business Impact
 Ensuring return on investment
 Improving efficiency of sales force work 

especially during seasonNo sales after week 3!
Reason: seasonal outlet with limited opening times in 
low season
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Location

Overall status

Temperature

Insight
 Understand consumer behavior
 Understand customer needs

What insights do we gain to drive business performance?

Performance

Sales analytics

? ?
?

MON TUE

8 ‐ 10

11 ‐ 14

15 ‐ 18

18 ‐ 21

22 ‐ 7

WED THU FRI SAT SUN
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Location

Overall status

Temperature

 Why does Heineken (premium price) sell better on Saturdays?
 Why does Lasko brand not sell on Mondays & Tuesdays?

 How can we use this for Revenue Management & Brand promotion?

What insights do we gain to drive business performance?

Performance

Sales analytics

? ?

?



Benefit landscape
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Connected equipment drives our business performance…

…TODAY
 Factual information about what is happening at the 

PoS instead of anecdots from the market

 Higher availability of our assets, shorter reaction 
times to incidents occurring

 Better information about sustainable operation of 
our equipment (electricity & water consumption), 
supporting our Sustainability agenda

 Customer & Consumer insights to drive revenue 
growth, execute brand agenda & reduce bad cost

FACTS

EFFICIENCY

SUSTAINABILITY

INSIGHTS



Benefit landscape
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Connected equipment drives our business performance…

…TOMORROW
 Benefit for outlet owner through analytics on 

consumer behavior?

 Predictive planning, supporting our Sales & 
Operations Planning cycle?

 Equipment automatically managing (preventive) 
maintenance if needed?

 Link to customer stock management & automatic 
replenishment?

CUSTOMER ENGAGEMENT

PREDICTION

AUTOMATION

AUTONOMY
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