GLOSSARY OF TERMS

ACV All Commodity Volume, refers to the % of market that is carrying a specfic item

BILLBACK Charge to the manufacturer based on a quantity of cases shipped by a distributor or retailer
BOGO Buy One Get One Free (Promotional sale price)

CASE STACK DEAL Promotion given to stores that buy multiple cases of an item

COGS Cost of Goods Sold

COUPON HANDLING [Chargeincurred by manufacturer by a coupon clearinghouse, usually $0.08

CPG Consumer Packaged Goods

EDLP EveryDay Low Price, term used by a retailer who sets one price and does not discount

EDV EveryDay Value, term used by a retailer who sets one price and does not discount

FDM Food/Drug/Mass, refers to the channel of trade

FOB Freight on Board, price paid by adistributor when they pick-up product at the manufacturer
FREEFILL Product sold to retailer at "no charge" in order to gain distribution at said account

ESI Free Standing Insert, refers to a Manufacturer's Coupon that is placed in a newspaper of magazine
HBC Health and Beauty Care

HIP POCKET DEAL Deal given to aretail rep or broker that is only for select accounts

INTRO DEAL Deal given to adistributor when a product isfirst authorized

IRC Instant Redeemable Coupon, thisisacoupon that is on the package which is forimmediate use
IRI Information Resources Inc, Company that collects sales data and sells reports to manufacturers
LANDED COST Distributor Cost for a distributor that picks up product, that includes freight charges

LEADTIME Timein days that a manufacturer needs to deliver a PO to adistributor

MCB Manufacturer Charge Back, Charge to a manufacturer based on quantity of cases shipped to aretailer
ol Off Invoice, a discount given when an order is placed

P&L Profit & Loss

POG Plan-O-Gram, the layout of productsin a section

POS Point Of Sale

ROI Return on Investment

SCAN DOWN Promotion given to retail where manufacturer pays for product "scanned" during a specific period
SKU Store Keeping Unit, refersto an individual item

SLOTTING Fee paid to distributor or retailer for them to stock a given item

STREET MONIES Monies representatives have, at their discretion, to spend to drive sales volume

SPIFS Reward (usually money) paid to a representative for selling a manufacturers product

SPINS Company that collects sales data (specifically Natural channel) and sells reports to manufacturers
SPOILAGE Product that isunableto be sold whether through expired code date, damage etc.

SPP Sales Per Point, determines that amount of volume sold per sales point

SRP Suggested Retail Price

TPR Temporary Price Reduction

UNSALEABLES Product that isunableto be sold whether through expired code date, damage etc.

UPC Universal Product Code, bar code on a product




