Gis knowledge that giveth thee the edge.



eqend has it that long ago, in a foodservice land far away,
a gallant director of trade planning and reporting set ont
on a lofty guest for accurate and reliable sales data and
financial reporting. With a stont  army of heroic
salespeople and brokers entrapped on the battlefield
against their adroit competitors, he was vnerable
to the perils of losing volwme and share and
hauing his profitability plundered. With

no comprehensive view of trade dollars spent and primitive reporting
resources at hand, he swiftly donned his armor, mounted his trusty
stallion, and rode off to sech the invaluable knowledge that would
offer his troops a strategic adbvantage and the ability to gain supremacy
in his market. S\fter searching near and far, gconring the countryside

for a worthy supplier, he came across the Big Bed Flame — once
thought only to be of fable. Fhence out of the smoldering ashes
appeared the only one who could forge the tools that would give our hero
the wisdom and power that he songht ~ the Dlachsmith. Dattle—tested
himself many a time, having faced countless dangers of incomplete and
inaccurate trade spending data, the Blachsmith was dutifully shilled at
arming foodservice leaders and legions with a commanding
perspective and business intelligence to ensure
hingdoms and finanrial states wonld survive

and flourish. Ghrongh the night, the Dlacksmith

and his apprentices fd * hammered, shaped, and
toiled nuntil the perfect "edge” was formed. Dy the light of dawn,
bearing his new grandiose reporting arms, the director had raced away

to conguer his enemies ‘Kgsy  and reclaim his territory and precions profits.
Pack on the o %0 -\ bartlefield, the direcror and his fellow commanders
sliced and diced their T “¢/ new~found information and were able to analyze
their strengths and weaknesses, measure their efforts, and better
assess their | plan of attack. Snd by the end of the moon’s last
financial 394 guarter, the foodservice troops had the upper hand and
had proclaimed =<2  dominance of the land once again. Tt was an aduenture
ending in glory, growth, and a bounty of profits for all. $ad it not been
for the knowledge that gave them the competitive edge, it wonld have been a losing battle
for years to come. &hank the stars, and the Dlachsmith, that they had the Yantage.



Sir Rugbert the Frugal

{Chief de Finance}



ruth be told, battles aren’t always won by sheer force
alone. And winning in business is no different. You
can have the largest sales force, the most extensive
product line, and the biggest rebates, but none of that ensures
growth or guarantees success. Sometimes being smarter is what
gives you the edge.

Foodservice manufacturers spend a lot of money on trade, whether it’s against the
operator or the distributor, and they spend it through a myriad of avenues. Knowing
where, when, and how to spend those dollars most effectively is what generates
incremental volume, increases your market share, and positively impacts your bottom
line. Having timely and reliable sales, trade, and financial information puts you in a
more favorable position to effectively compete, renew existing business, and win new
business on a daily basis.

To provide foodservice manufacturers with the relevant data and insight they require
to make informed decisions and maximize their sales and marketing efforts, we
developed Blacksmith Applications VANTAGE ANALYTICSSM reporting software.
VANTAGE ANALYTICSSM enables sales management, marketing, trade planning, and
finance to easily view, report on, and analyze trade spending information in a secure
data warehouse to better assist them in making key business decisions that drive the
profitable growth of their companies.

VANTAGE ANALYTICS®M allows you to access, format, and deliver accurate trade
spending information throughout your organization. Via the internet or through a
company’s intranet, VANTAGE ANALYTICSS™ users will be able to query, view, and
distribute critical information such as:

= Operator and distributor profitability
e Net price integrity by distributor

e Category and SKU profitability

= Workflow key performance indicators

There’s no glory in losing. And there’s certainly no financial benefit either. So why not
put yourself in a position to win every time? Take a VANTAGE of the opportunity to arm
yourself and your team with the most sophisticated reporting tools and systems that
can give your company the competitive edge it seeks.




William the Senerons

{The Noble Knight of National Accounts}



eatures for thy hingdom.

It doesn’t matter what size kingdom you command or live in — the features of VANTAGE
ANALYTICSS™ apply to all across the land. VANTAGE ANALYTICSS™ is designed to make
reporting and analysis quick, easy, and efficient for all users, whether headquarters or remote.
Users do not want to be besieged with cumbersome processes and systems that are a royal
pain when they need immediate access to accurate reporting.

< Query, report, and analyze sales, trade spending, and financial information via our powerful,
user-friendly Web interface

© Windows-style interface and menu options

© Step-by-step simple ad-hoc queries

© Pre-defined, standardized report types

© Flexible prompting, filtering, and guided analysis

© Intuitive design tools
= In-depth, on-report analysis

© Viewing

© Refreshing

© Drilling

© Slicing and dicing

© Calculating

© Ranking

© Drag and drop
= Print or export reports

© Download to Excel, Adobe Acrobat PDF, or CSV

© Publish to portals, e-mail, and other applications

© Embed and securely share live reports or parts of reports inside Word and PowerPoint
= Automated report scheduler

© Specified times

© Recurring schedules

© Predefined or customized business calendar

© Schedule to different formats including Excel, PSF, and Word
= Access and distribute documents from home, office, or on the road
= Nightly refreshing of all data
= Utilize personal folders to maintain security

© Broker, Region, Division, and headquarter functions such as Marketing or Finance
= Highly scalable data integration of invoices, programs, billbacks, and deductions
« Automated, rule-based alerts
« Access to historical data and trending

© Save multiple historical instances




t~Spendalot

)

$Hing Ruichard Don

{Crowned Sovereign of Trade Planning}



enefits that reigneth supreme.

To the victor go the spoils. Having an empowered sales force and management team that has
visibility into consistently reliable trade spending data allows them to act decisively when
making key business decisions. Actions become more effectively aligned with overall company
strategies for growth. VANTAGE ANALYTICSSM lowers your risk and optimizes your competitive
advantage by offering better tracking, understanding, and management of your business to
improve enterprise performance across all business units.

= Measure long-term value and profitability by account, sales rep, channel, segment, program, product
group/brand, and SKU
© Determine profitable trading partners
© Improve promotion forecasting
= Analyze sales and trade spending patterns for distributors and operators
= Monitor compliance of trade spending initiatives
© Improve the financial performance of contracts, programs, and deals over time
© Receive timely alerts to performance issues before the close of the month or quarter
© Ensure pricing integrity by distributor
= Monitor, control, and reduce sales and marketing costs through improved analysis
© Control trade funds offered to distributors
© Minimize invoice discrepancies
© Ensure pricing integrity
© Reduce trade funds losses
© Institute real-time controls on spending for accounting accuracy

= Utilize a single, standardized business intelligence platform for sharing critical information
and insight across your organization

© Integrate management and financial reporting to improve performance

© Self-serve analysis for all users

© Answer critical questions confidently when they arise

© Reduce administrative costs of integrating and supporting multiple data sources

© Align individual and group sales and marketing tactics and execution with company strategies
= No client desktop installation or components required

= Minimal training required and ease of solution adoption
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e Customer and Brand Profitability

e Trade Program Performance and Evaluation
e Pricing and Promotion Integrity

e Workflow and Point of Control Auditing

e Settlement Summary and Tracking
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e Shelter Exclusion Calculations
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e strongly believe that in order to fully prepare
yourself to fight the opposing forces, inefficiencies,
and complexities of contract, trade, and deduction
management, you need to arm yourself with the most
advanced “weapons” known to foodservice manufacturers.

We’ve been in your armor before. We’ve fought the good fight
many times, and truly understand your unique business
challenges. That’'s why we’ve applied our first-hand
foodservice knowledge to create easy-to-use, intelligent
foodservice-specific software to help you control spending,
make educated decisions, and manage your business more
effectively and profitably — right now.

Besides VANTAGE ANALYTICS®™, our arsenal includes these weapons of choice that
have been successfully battle-tested by our customers — including Heinz, McCain
Foods, PACTIV Corporation, and ConAgra.

FORGE™

Contract and trade management software that streamlines and standardizes the con-
tract and program lifecycle, from contract creation, approval, and notification to bill-
back validation, payment calculation and reconciliation. By utilizing standardized pro-
gram templates, profit-based program approvals, and line-item billback validations,
manufacturers can increase their speed to market, execute strategic, profitable deals,
and gain the necessary visibility into their trade spending, while eliminating “double-
dipping”, overspending, and inefficient manual processes.

SHIELD™

Deduction management software that automates the entire deduction resolution process
for manufacturers by integrating with FORGES™ and by utilizing a centralized deduc-
tion repository, resolution workflows, scorecards and reminders, and correspondence
templates. Manufacturers can prioritize, investigate, follow up on, and clear deductions
more quickly and efficiently, thus providing a more accurate account of trade spending
and profitability.

GAUGE™

Offline sales reporting that provides all remote users, as well as headquarters personnel
such as sales planning, marketing, and finance, with standardized on-demand report-
ing and analysis of sales volume and financial performance for distributor trade deals,
operators programs, and national and regional chain contracts. Salespeople and sales
management can view sales information across customer, company, and product hier-
archies for a wide range of time-based and volume-based metrics.




Hron is full of impurities that weaken it:

through forging, it becomes steel and is transformed into a razor-sharp sword.
Decision making often develops in the same fashion. Business decisions can be based on
incomplete and inaccurate data that increases the risk of lost volume, reduced revenues,
and shrinking profitability. Only by utilizing the tools which are forged to give you complete

insight and visibility into your business can you then develop a razor-sharp competitive edge.



THE m USC | e IN THE MARKETPLACE

Blacksmith Applications, Inc.
60 Island Street Lawrence, Massachusetts 01840-1835
www.blacksmithapps.com

T 866.572.9299 F 978.557.7566





