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JOINT VALUE CREATION 

Joint Value Creation has

never been more important

Shopper behaviours 

changed for good leading 

to channel switch and 

digital engagement

The winning customers are 

evolving and changing

Increased costs, inflation 

and economic uncertainty 

impacting shoppers 

and customers

Retailers looking to 

rationalise suppliers, 

range, etc and increase 

marketing costs

Profitable growth is 

becoming more difficult 

for HEINEKEN.  

Long term partnerships with 

winning customers can 

provide sustainable returns
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JOINT VALUE CREATION 

Our Joint Value Creation ambition

Working with priority 

customers to put shoppers

at the heart of our joint business

and unlock sustainable, 

profitable growth together

Selective

Long term 

Top & bottom line

Rooted in 

insight

JVC
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JOINT VALUE CREATION 

Steps of JVC process

BRIEFING

Align Solutions Agree Execute

JVC Mindset & Way-of-Working

CUSTOMER

ENGAGEMENT I

Top to Top to 
agree Joint

Mission

CUSTOMER

ENGAGEMENT II

Share Growth
Ideas 

CUSTOMER

ENGAGEMENT III

Align on 
detailed 

proposals

CUSTOMER

ENGAGEMENT IV

Finalise JVC
Commercial

Plan

CUSTOMER

ENGAGEMENT V

Scorecard &
Tracking

KICK OFF & 

STRATEGIC 

ALIGNMENT

AGREE PLAN & 

ALIGNED 

INVESTMENT

EXECUTE & 

CONTINUOUS 

IMPROVEMENT

CREATE 

INTEGRATED 

SOLUTIONS 

& JVC 

PROPOSITION

Opportunities

IDENTIFY JOINT & 

HOLISTIC 

OPPORTUNITIES

02

Opportunities
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ALIGN

What are the answers to the Quiz! 
A deep understanding of the customer’s corporate & 

strategic goals is the foundation for JVC

Corporate Objectives 

WHAT to achieve 

Commercial Strategy 

HOW to get there 

Market & Competitors 

Forces affecting them 

Target Shopper 

WHO to attract 

Differentiator 

HOW they stand out 
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JOINT VALUE CREATION 

JVC needs cross functional expertise

Sales Team Leaders Functional Experts KAMsSales Director

Sponsor & get involved Drive momentum! Bring insights & skills 
Develop & Deliver 

JVC with customer
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AGREE

What needs to change to deliver 

our agreed JVC Solutions?

For the Category? For HEINEKEN?
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AGREE

Looking at what changes are required..

Promotion
Optimal offer

Affordability
Right price 

Visibility
Macro and micro

Availability
Right range 

Persuasion
Communication 

Quality
Relevant experience
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AGREE

We focus on two types PICOS 

CATEGORY  PICOS HEINEKEN PICOS

• Our recommendations for customer’s total 

Beer & Cider business

• Delivers category growth

• What we agree for HEINEKEN within 

Customer’s business

• Incentivised through our investment

• Grows the category & 

HEINEKEN’s share
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AGREE

Completed example – Solutions Summary

Growth 

opportunity 
Solution What is it?

Planned 

live date
Progress Next steps

Progress 

RAG

DIFFERENTIATE 
SHOPPER 

EXPERIENCE

Great British Pub 
in-store

Bringing the great 
British pub to life in-

store
May 2024

FAMILYCO #1 IN 
CIDER 

Joint Cider 
innovation

Co-creating an exclusive 
cider product

April 2024

FAMILYCO
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JOINT VALUE CREATION 

We have now completed the JVC process

Align Opportunities Solutions Agree Execute

JVC Mindset & Way-of-Working

CUSTOMER

ENGAGEMENT I

Top to Top to 
agree Joint

Mission

CUSTOMER

ENGAGEMENT II

Share Growth
Opportunities 

CUSTOMER

ENGAGEMENT III

Align on 
Solutions &

Plan

CUSTOMER

ENGAGEMENT IV

Finalise JVC
Commercial
Agreement

CUSTOMER

ENGAGEMENT V

Scorecard &
Tracking

KICK OFF & 

STRATEGIC 

ALIGNMENT

AGREE PLAN & 

ALIGNED 

INVESTMENT

EXECUTE & 

CONTINUOUS 

IMPROVEMENT

CREATE 

INTEGRATED 

SOLUTIONS 

& JVC 

PROPOSITION

IDENTIFY JOINT 

& HOLISTIC 

OPPORTUNITIES

02

Opportunities
1 2 3 4 5

JVC Opportunities & Solutions are Category, Commercial & Operationally based to give an holistic, integrated approach
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JOINT VALUE CREATION 

… Plan on a Page

Shopper Proposition FamilyCo is my first choice for all my family’s Beer & Cider needs

JVC

Opportunities 

Make FamilyCo
#1 Cider 

destination
Live Better

Accelerate 
Premium & Craft

Optimise 
Mainstream
Profitability 

Differentiate the 
Shopper 

Experience

Right Pack, 
Place,Time & 

Cost

JVC Solutions

Joint innovation 
launch

Industry leading 
0.0% platform 

Expand World 
portfolio with 
global brands

Attract new 
shoppers with Craft 
/ Discovery segment

New pack & promo 
strategy

Great British Pub 
in-store platform

Increase chilled in 
store & online 

Collaborative 
Planning & 
Forecasting 

Win in key events

Joint Mission 
Drive FamilyCo & HEINEKEN value ahead of the market by meeting Beer &

Cider shopper needs better every day

KPIs
Penetration 
+1.5%pts

Frequency +0.6 
visits pa

Cust RSV + €8m
Cust % margin 

+0.5%pts
AWOP + €0.6 

On-shelf availability 
+4%pts

FAMILYCO
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