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CasoCaso John French Call John French Call 
Planning ExercisePlanning Exercise
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Empresa UBC de Empresa UBC de ConglomerateConglomerate Inc. compite Inc. compite 
con con KelloggKellogg en el mercado de los cereales con en el mercado de los cereales con 
un margen de 5% de un mercado de $9.8 un margen de 5% de un mercado de $9.8 
billones de dbillones de dóólares.lares.
Entrega directamente a sus clientes grandes y Entrega directamente a sus clientes grandes y 
a trava travéés de distribuidores para los clientes s de distribuidores para los clientes 
pequepequeñños.os.
Quieren hacer mQuieren hacer máás eficientes la distribucis eficientes la distribucióón n 
de los recursos de su fuerza de ventas.de los recursos de su fuerza de ventas.

Detalle del ProblemaDetalle del Problema
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UtilizaciUtilizacióón de un CALLPLAN con cuatro n de un CALLPLAN con cuatro 
cuentas, clientes: cuentas, clientes: BiLoBiLo, , WeisWeis, Gian y , Gian y O.WO.W. . 
HoutsHouts..
Representante de estas cuentas tiene un Representante de estas cuentas tiene un 
registro de visitas histregistro de visitas históóricas con sus ventas.ricas con sus ventas.

SoluciSolucióón del Probleman del Problema
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Set up the salesSet up the sales--call constraints as John has call constraints as John has 
specified them and run the optimization in specified them and run the optimization in 
CALLPLAN to get a recommended calling CALLPLAN to get a recommended calling 
plan. Do the results make sense? Interpret plan. Do the results make sense? Interpret 
them.them.

Pregunta 1Pregunta 1
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Resultado de la OptimizaciResultado de la Optimizacióónn

4.774,6 4.566.8 
Net 
Profit =

8.480,02224Total

1,151,05
0,9

20,851,15
1,0

5
0,9

20,851220,590818,426
O.W

Houts

1,601,30
0,7

00,401,60
1,3

0
0,7

00,401220,5502.059.766Giant

1,451,25
0,7

50,501,45
1,2

5
0,7

50,501220,5202.322,566Weis

1,651,35
0,8

00,601,65
1,3

5
0,8

00,601220,5953.279,486BiLo

Sat.1/2+
1/2
-

Non
eSat

1/2
+1/2 -

Non
eHighLow(0 - 1)

Level
($)EffortEffort

Accou
nt

EstimatesResponse EstimatesEffortMarginsSalesmendedSelling

Current ResponseBaseConstraintUnit
Recom
mendedRecom-Base

Number of ( eight hour) Days in Selling
Period:
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John is thinking about putting one or more of John is thinking about putting one or more of 
these accounts through his distributor. (This is these accounts through his distributor. (This is 
equivalent to removing the minimum visit equivalent to removing the minimum visit 
restriction for each of the accounts.) How restriction for each of the accounts.) How 
does this affect the recommendation in does this affect the recommendation in 
Question 1? Should he do it?Question 1? Should he do it?

Pregunta 2Pregunta 2
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Resultado de la OptimizaciResultado de la Optimizacióónn

4.855,4 4.566,8 
Net 
Profit =

8.615,42124Total

1,151,05
0,9

20,851,15
1,0

5
0,9

20,851200,590782,006
O.W

Houts

1,601,30
0,7

00,401,60
1,3

0
0,7

00,401200,5502.059,766Giant

1,451,25
0,7

50,501,45
1,2

5
0,7

50,501200,5202.322,566Weis

1,651,35
0,8

00,601,65
1,3

5
0,8

00,601200,5953.451,396BiLo

Sat.1/2+
1/2
-

Non
eSat

1/2
+1/2 -

Non
eHighLow(0 - 1)

Level
($)EffortEffort

Accou
nt

EstimatesResponse EstimatesEffortMarginsSalesmendedSelling

Current ResponseBaseConstraintUnit
Recom
mendedRecom-Base

Number of ( eight hour) Days in Selling
Period:
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John is rethinking John is rethinking BiLoBiLo’’ss likely response to likely response to 
more selling effort because its volume has more selling effort because its volume has 
grown recently. He now believes that 50% grown recently. He now believes that 50% 
more effort will bring in 50% more sales and more effort will bring in 50% more sales and 
unlimited effort will bring in twice the current unlimited effort will bring in twice the current 
level of sales. How does this affect his calling level of sales. How does this affect his calling 
frequency (assuming no minimum visit frequency (assuming no minimum visit 
constraints)?constraints)?

Pregunta 3Pregunta 3
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Resultado de la OptimizaciResultado de la Optimizacióónn

5.133,7 4.566,8 
Net 
Profit =

9,058.32124Total

1,151,050,920,851,151,050,920,851200,590782,006
O.W

Houts

1,601,300,700,401,601,300,700,401200,5502.059,766Giant

1,451,250,750,501,451,250,750,501200,5202.124,956Weis

2.001,500,800,601,651,350,800,601200,5954.091,7106BiLo

Sat.1/2+1/2 -
Non

eSat1/2+1/2 -NoneHiLow(0 - 1)Level ($)EffortEffort
Accoun

t

EstimatesResponse EstimatesEffortMarginsSalesmendedSelling

CurrentResponseBaseConstraintUnit
Recomm
endedRecom-Base

Number of( eighthour ) Days in Selling
Period:
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Resultado de la OptimizaciResultado de la Optimizacióónn
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JohnJohn’’s regional sales manager has suggested that s regional sales manager has suggested that 
he spend more time at a new Weis that has just he spend more time at a new Weis that has just 
opened in Harrisburg. According to Johnopened in Harrisburg. According to John’’s best s best 
guess, if he made two additional visits to that guess, if he made two additional visits to that 
store each quarter, he would bring in $1,400 more store each quarter, he would bring in $1,400 more 
in quarterly sales (with a margin similar to that of in quarterly sales (with a margin similar to that of 
the store in State College). Should he do this if it the store in State College). Should he do this if it 
means cutting the number of visits to his State means cutting the number of visits to his State 
College storeCollege store--clients to four per quarter (again, clients to four per quarter (again, 
assuming no minimum number of visits per assuming no minimum number of visits per 
quarter for any account and using the calibration quarter for any account and using the calibration 
from Question 3)?from Question 3)?

Pregunta 4Pregunta 4
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Resultado de la OptimizaciResultado de la Optimizacióónn

4.611,6 4.585,3 
Net 
Profit =

8.037,51624Total

1,151,050,920,851,151,050,920,851200,590782,006
O.W

Houts

1,601,300,700,401,601,300,700,401200,5501.849,256Giant

1,451,250,750,501,451,250,750,501200,5201.115,006Weis

2.001,500,800,602.001,500,800,601200,5954.291,4116BiLo

Sat.1/2+1/2 -
Non

eSat1/2+1/2 -NoneHiLow(0 - 1)Level ($)EffortEffort
Accoun

t

EstimatesResponse EstimatesEffortMarginsSalesmendedSelling

CurrentResponseBaseConstraintUnit
Recomm
endedRecom-Base

Number of ( eight hour) Days in Selling
Period:
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How can CALLPLAN or a similar model be How can CALLPLAN or a similar model be 
adapted to a range of products, some of which adapted to a range of products, some of which 
are new (whose sales will not be immediate) are new (whose sales will not be immediate) 
or to a mixture of current and prospective or to a mixture of current and prospective 
accounts? (Prospective accounts may or may accounts? (Prospective accounts may or may 
not provide any sales at all at low levels of not provide any sales at all at low levels of 
selling effort.) Is the modelselling effort.) Is the model’’s objective the s objective the 
right one for these cases? What would you right one for these cases? What would you 
recommend?recommend?

Pregunta 5Pregunta 5
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Estado de AvanceEstado de Avance
3 Grupos, 15 minutos presentaci3 Grupos, 15 minutos presentacióón y 5 n y 5 
minutos de pregunta cada uno.minutos de pregunta cada uno.
Mandar Mandar PowerpointPowerpoint , un d, un díía antes.a antes.
Estructura del InformeEstructura del Informe
ProgramaciProgramacióón de las n de las presentacionespresentaciones

Proyecto FinalProyecto Final


