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(2025 - ?2?)
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2010 - (2025) Data-Driven Predictive
Business Models

il Al based psychometric customer prediction

1990 - 2010 Customer Centered
R

Business Models

oSo

1950 - 1990 Internet & E-Commerce

Business Models
Control of information flow

1900 - 1950 Distribution & Marketing

% Business Models

s Low-cost production & distribution networks

Mass Production

Business Models lulll
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QUESTION MARKS

Low Market Share
&

High Market Growth
The opportunities no one
knows what to do with.
These opportunities need
serious thought as to
whether increased
investment is warranted.

DOGS
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Low Market Share
&

Low Market Growth
your market presence is
weak. It's going to be
difficult to make a profit.

The BOCG Matrnix approach has

select
a few

been <«

—

CVOi
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STARS

High Market Share
&
High Market Growth
you're well-established,
and these are fantastic
opportunities

invest

CASH COWS

High Market Share
&

Low Market Growth
you're well-established.
However, the market isn’t
growing and your
opportunities are limited.

the Boston Consuluing Group.
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Number of Availability of Symbol of Watch Personalized

commercials Live Events Status Overseas Recommendations

lul,ll Price Setup and Content Strong Streaming
\ / Installation Quality Brand Experience
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HOURS WORKED BY FULL-TIME EMPLOYEES PER PERIOD:
8 HOURS A DAY X 5 DAYS A WEEK

NO. OF 0189 elad O(5:iibg)d slaed °
[WORKERS X 40]" 22 N y
}3 ) 0 Q) o qigie ©
EXAMPLE: .
NO.OF  y a0x &5 (A9 o @y abil

WORKERS

- s s
6 WORKERS X 40 = 240 HOURS G5y s aunls °

240 HOURS X 52 =12,480 FULL-TIME HOURS
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Sales $5 Sales $20 Sales $25 Sales $45 Sales $5
Shop A Shop B Shop C Shop D Shop E
,\ {/) | /,,, -

Numeric Handling Distribution Weighted Handling Distribution
Brand X 3/5 Stores 60% $50/ $100 50%
Brand Y 2/5 Stores 40% $45/ $100 45%
@I'/II Brand Z 2/5 Stores 40% $65/ $100 65%
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What do you
want to
achieve?

Why is it

important to
you?

0
OPTIONS

Where are you W What are all of
in relation to  J§ the available
the goal? options?
What is the Think outside
current reality? 8 of the box.

£ N

GROW Joo —3 593 3l ia S

What will you
do to achieve
this goal?

When will you
doit?




Continue Doing

0SS Jwo 9,95 jbsin gl

Stop Doing

a5 cadgis 1y Cilalas) ool

Start Doing

315 gopbs 1y Olalasl ol




10 jSdhos (5 5w dgy g J 5 I

Manager Name . L
Arae - Branch AR )
Month v’
= 4
Winner
RREP code Rep 1 Rep 2 Rep 3 Rep 4 Rep 5 Rep 6 Rep 7 Rep 8
Key Performance Indicators Source POSITIVE Criteria
Name
Weight |[score| result |score result score| result score| result score| result score result score| result score| result
Dress appropriate 2% 3 0.06 2 004 3 006 | 2 004 2 004 3 0.06 2 004 3 0.06
i 9 K K K K .02 .02 .02 .
Punctuality T O bre-call Activities 2% 3 0.06| 3 0.06| 2 004 3 006 1| 002] 1 | 0.0 0.02] 3 0.06
Physical materials 2% 2 004| 2 0.04| 2 0.04 0.02| 2 0.04| 2 0.04 0.02 | 3 0.06
Cycle materials 2% 2 0.04] 2 0.0 1| 0.02] 2 0.04] 2 0.04] 2 0.04 0.02] 3 0.06
Coverage and Call Bl - ERP Name - Report Name cocr:::nt 15% 3 045 | 3 045 | 3 045 3 045 | 2 030 2 030 3 045 | 3 0.45
. - . 44 H per
First & Last visit (working hours) 2% 3 0.06 | 2 0.04| 3 0.06 | 2 0.04| 2 0.04| 3 0.06 | 3 0.06 | 3 0.06
Bl - ERP Name - Report Name week
Ave Time visit Selling deas | 10-15min | 2% |3 0.06 | 1| 0.02| 1 | 0.02 0.02 0.02 0.02| 3 0.06 | 3 0.06
Hit Rate Bl - ERP Name - Report Name 1<%70 8% 2 016 | 2 016 | 2 0.16 0.08 0.08 0.08 0.08| 3 0.24
Availability Bl - ERP Name - Report Name %71<2<%9 10% 2 020| 2 020 3 0.30 0.10 0.10 0.10 010| 2 0.20
Cycle Sales Objective Bl - ERP Name - Report Name 0 8% 0.08( 2 016 [ 3 0.24 0.08 0.08 0.08 0.08( 2 0.16
WD 70% Bl - ERP Name - Report Name 3% 0.03 0.03 0.03 0.03 0.03 0.03 0.03 0.03
Extra Activities Bl - ERP Name - Report Name 2% 0.02 0.02 0.02 0.02 0.02 0.02( 2 0.04 0.02
ISF Maintenance 10% 0.10 0.10 0.10 0.10 0.10 010| 2 020 3 0.30
= X . Implement &

Trade Execution Back check, OTJ, Physical evidence Impact 10% 2 020| 2 020| 2 020| 2 0.20 0.10 0.10 010| 2 0.20
elationship With Peers and Retai 5 2% 2 004| 2 0.04| 3 006 | 2 004| 2 004| 2 0.04 004| 3 0.06
Accurate data entry BI - ERP Name - Report Name |~ . .. 10% 010 1| 010 3 030 1| 010 2 020 2 0.20 010 3 0.30
Reconciliation Bl - ERP Name - Report Name 10% 3 030 3 030 3 030 2 0.20 0.10 0.10 010 3 0.30
100% 2.00 2.00 240 1.62 1.35 1.39 1.54 2.62
Successful Successful Successful Successful Needs to improve Needs to improve Successful Out standing

\\ g



Exceeded expectations
across all defined
objectives, with positive
impact on others and/or;

Delivered significant stretch

Exceeds Expectations

Above expectations across
majority of defined
objectives, and/or;

Delivered some stretch

S T b Il 9 Shes J 5|

Meets Expectations

Met expectations across
all defined objectives and;

Occasionally out-
performed

in some objectives

Requires Improvement

5-10%

Not achieved several
objectives although some
objectives have been
completed successfully

W



Thank You

Babak Hosseinpour
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