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Vendor Learning Seminar
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TOPICS

B Trade Promotion Management
B Business Terms Agreement

B Different Claim Types

B Post Audit
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rade Promotion Management

B Support team for the buying staff
— Advertising
— Performance

— Non Conformance

B Only group that creates claims in SD
— Advertising
— Logistics

— Promotion

— Merchandising
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Driving The Business Through Partnership

B Business changes, it’s dynamic

B Proactively collaborate to drive the business

B Ensure we are negotiating the proper allowances
to increase sales:

Sales Promotion Events

Digital Advertising Opportunities
Merchandising and Display Opportunities
Distribution and Transportation Allowances
Volume Rebates

Margin Protection

And many more!
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Business Terms Agreement

B AAFES Retail Agreement (ARA) has been revised
without the Standard Order Allowances

— ARA is updated as needed

B The AAFES Business Terms Agreement, BTA, will
be used to develop effective Annual Marketing
Plans to meet the needs of our Core Customers
and make AAFES their destination of choice

— Business Terms Agreement should be updated annually with your
buyer

B \With proper documentation the vendor should see
a decrease In third party claims
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What Changed on the AAFES Business Terms
Agreement?

B Updated allowance types:

— AAFES Online Store Landing Page Placement
— AAFES Online Store Home Page Placement
— Email “Buddy List” advertising

— Direct Mail Advertising

— Food Court Tray Liners

— Power Wing (Fixture Placement)

B Volume/Growth Rebate Allowance

— Specific information that defines the volume/growth rebate allowance on
page two of the Business Terms Agreement

B Duty Draw Back
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Army & Air Force Exchange Service
Business Terms Agreement

Supplier Name & Address:

Agreement Dates

This agreement becomes efective on
whichever is later and will end

or the date signed

Supplier TContact Information:

Name
W&l Claims 1o Same adoress Shone Muriber
Enter new sddress H differ=ni: El'l'lall
Shipping Points:
Tha tarms nagotiatad will be deductsd from AAFES systems or 3 clalm will ba
zant, dapending on tha typs of allowanca agresd upon. Remarks-
FOB:
Cash Terms:
How Pald When Pald Provide in store service? [_| Yes [[] Mo
[T Fr San
Check e Daduct | Evest | Monthly |Guarterly] asseal |annual .
- = ¥ H = If yes, complete Store Service Agreement.
Allowance T:.'pe ] i Dy Drawbaok
:A:_Op Acvertising AMFEER exporis a lange amount of product oversess In support of cur glooal milEry community.
_ — _ 4 AMFEES vendors wihd provide Imparisd goods requining payment of cusioms dulies ans required
ExTW Metwork i provids e Deicw lIsted docurmentafion. Al required documznts maest be submied
(= "] mmediabely upon dslvery 20003 0 4 EQ, wheiner assembied Hems or Comiponent pans:
A = Rado te] dellvery of goods to AAFES Lied H [
s [|AAFES Theater Shde and or Film
:E AAFES Online Store Langing Page Placement O Completed Dwilvery Certtiicate for Furposes of Drawback {Cusioms Fom 7552
=

AATES Onling Shore Home Page Placement

Emiil "Buddy List” Adwert=ing

Dlirect Mail Advertising

Tray Liner

M DF Market Development Funds

olume Flebate
(if offered please compl
page of form.)

details on 2nd

Siackout Placement

Fixhure Furchaze

Hower Wing

Margin Support

Early Buy

Cuaniity [SpecTied amourt)

Indusiry Trade Alowance

Mew lem Set

b=l
Mew lem Intreductory Allowance

Mew Store Allowance (specify timeframe)

Planogram Allowance

O Copy of the periinent Erfry Summary { Customs Foms 7501
o Commercial Inveics

The required documeniation should be sent dirscily fo our 3rd party Duty Drawbscs condractor,
Comsiock & Theakston® at the tolowing address:

Comstock & Theakslon, Inc.
4EE Kinderkamack Road
Oradell, NJ 0743

Phone: {201} 5E7-1220

*rnmesnck & Theakefor fse 8 cnnfldsntially riuses b kssn yoor dncimentation orivass

FOR IMTERMAL USE
Supplier Procurement and Payment Codes:

Confracting Officer’'Buyer Information:

Name:
0% Finance Support
SAFES Gt Card Support
Signs
TruckloadPalket Allowancs Department(s): 031- MMC:
— |Air Freight Allowance —
E’ DC - Warehouse Allowance
& |Distribution Allowance Department(s): 031- COC:
? Defective &llowancs -
Retumns Allowance
‘Warranty (in lieu of) Allwance Department(s): 031-
Other -
Supplier Sign & Date: Contracting OfficerBuyer Sign & Date:




Media Allowance

B Co-op Advertising
— Advertising across all channels

B Media Specific Allowances
— EXTV

m Broadcast in all Conus Main Stores
— Radio
— Theater Slides
— Online
— Direct Mall
— Trayliners
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Market Development Funds

B VVolume Rebate

— Rebate based on negotiated volume levels

m Example
m Purchases from $100,000 to $199,999 produces a 1% rebate

m Purchases from $200,000 and above produces a 2% rebate
— Negotiate attainable goals

m Volume Rebate should be a win for both parties
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Market Development Funds

B Fixtures and Placement
— Impulse Rack
m Place your items on the front impulse
— Stack Out Placement
m Earned for placement of your merchandise on a bulk stack out

— Fixture Purchase

m May take variety of forms including the partial or full payment for
the cost of purchasing fixtures to display your products
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Market Development Funds

B Margin Support

An agreement to provide
monetary support to maintain a
specified margin on an item,
brand, or entire line of products.

Buyers provide the time frame
and margin goal and a signed or
emailed agreement from the
vendor

TPM will run the numbers at the
end of specified time to
determine if goal was met or not

If not met, the TPM office will
process a claim for the difference

AAFES .=

AAFES i Terms Agr it Partnership Manual

Margin Support

Margin Support is an agreement to provide monetary support to maintain a specified
margin on an item, group of items, brand, or entire line of products.

Buyers, provide the time frame and margin goal and a signed or emailed agreement
from your vendor. The Trade Promotion Management (TPM) office will run the numbers
at the end of your specified time frame to determine if the goal was met or not, If it
wasn't met, the TPM office processes a claim for the difference.

Contact coop@aafes.com should you have any questions about margin recovery.

Buyers, link_here for a sample margin recovery letter you can edit and use,

Dear

Thank you for your continued suppor of the Army and Air Force Exchange Sefvice
(AAFES) and our patrons.

Both AAFES and continue to work 1o build a partnership. However,
with an ever = changing retall envionment, we did not reach owr agreed mamin goal for
the season.

Our Gross Margin goal for brand merchandise was

%. Our acheved Gross Marginwas _______%. You wil receive a claim in the
amount of § to help off set the markdown cost involved with this
merchandise.
Enclosed for your review is our sales repor for and the Tormula
used to calculale markdown costs
Sincerely,
Buyer Name
Buyer Title
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Market Development Funds

B Quantity

B New ltem Setup

B New Store Allowance
B Planogram Allowance

B Signs

— Sign Kits are produced throughout the year and your brand
could be represented on these signing elements

— An outstanding opportunity to put your brand in front of
more than 3 million loyal customers each week

— Shoe Department
]
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Logistics

B Truckload/Pallet Allowance
B Air Freight Allowance

B DC — Warehouse Allowance
B Distribution Allowance

B Defective Allowance

— Intended to stop the return of defective merchandise to you
and/or stop individual charge vouches from filtering in from
various AAFES stores

B Returns Allowance

B Warranty Allowance
A
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Duty Drawback

B Duty Drawback is a duty refund due AAFES for
exporting product that has been imported

B \We export over 30206 of our purchases

B \We need your help in providing import records
to our broker - records are kept confidential
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Business Terms Agreement

B Be creative during your buyer negotiation

B Update agreement annually to maximize your
resources

B As a government entity AAFES has many
restrictions that could affect your advertising
plan

B The Business Terms Agreement is a broad
form designed to accommodate most vendors.
Not all allowances will be relevant for each

vendor
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Vendor Partnership Guide

B AAFES Business Terms Agreement
Partnership Guide provides definitions of
allowance types
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Other Claims

B Price Protection

— Money collected from a vendor in support of markdowns taken on
their product as a result of their cost change

— It is AAFES policy that price protection includes a system-wide on-hand
inventory to include Distribution Centers, Catalog DCs, stores, and any
purchases received subsequent to the protection date

B Vendor Compliance

— Implemented to recover expenses caused by vendors’ noncompliance
for merchandise shipped to and through our operations

— Trade Promotion is only responsible for the billing of LG claims,
entered into system at distributor

— Handout included details compliance cost structure
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Post Audit

Post audit claims should be negotiated and settled with the post
auditor

Post auditors are required to provide proof for any claim they
send

AAFES Trade Promotion will participate as referees if all channels
have been exhausted

AAFES
— Audits claims for first year
PRG
— Audits claims during the second year
— Sandra Jones
— (972) 398-3585
Connolly Consulting
— Third year audit
— Thomas Fisher
— (404) 261-7800 o
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AAFES TPM Contacts

B All Claim Questions/ Issues
— coop@aafes.com
B Print Advertising
— Cathy Nelson
— nelsonca@aafes.com
— 214-312-6401
B Electronic Advertising
— Casey Thompson
— thompsoncasey@aafes.com
— 214-312-4313
B ARA/ Business Terms Agreement
— Amanda Leroy
— leroya@aafes.com

— 214-312-4412 —
P
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Conclusion

We need your support in building proactive
marketing and merchandising plans. We want to
work with you to drive sales, making AAFES the
destination of choice to our customers.

Goal Sharing will allow us to build stronger
organizations for both your company and AAFES!
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Questions?
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