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F I N L I S T I C S

TODAY’S 
DISCUSSION
• Key sales competencies

✓ Business insights

✓ Industry insights

✓ Financial insights

✓ Tailoring the message

• The role of sales enablement and others

• Insights on closing gaps
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• Business model

• Goals and strategies

• Executive compensation

Business Acumen



Advance cloud platforms for 
marketing & advertising, 
technology & analytics

Streamline company’s supply chain

Accelerate frictionless commerce 

Copyright © 2023, FinListics Solutions
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Business Insights: 

Goals & Strategies

• Long-term organic sales growth 

of 3%-5%

• Gross operating margin

expansion

• Generate savings to reinvest for 

growth and improve bottom line 

(annualized saving $90M -

$110M)

Source: Annual Report & Investor Presentations
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Business Acumen

Executive Compensation
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• Macro and internal factors

• Disruptors

• Risks

Industry Insights
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Industry Insights Example

Source: FinListics ClientIQ
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• Overall performance

• Areas your solutions can help

• What is management saying?

• Value of Power of One and gaps

Financial Insights
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Financial Insights

Overall Performance

• Net sales were $17,967 in 2022, up 3.0% from 2021, due to net selling price increases of 9.5%, partially offset by volume 
declines of 2.0% and negative foreign exchange of 4.5%.

• Gross profit margin decreased to 57.0% in 2022 from 59.6% in 2021. This decrease in Gross profit margin was primarily 
due to higher raw and packaging material costs (810 bps), partially offset by higher pricing (360 bps) and cost savings 
from the Company’s funding-the-growth initiatives (220 bps).

Source: FinListics ClientIQ
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Financial Insights

Value of Gaps

Source: FinListics ClientIQ



11

• Individual business functions’ / stakeholders’…

• Strategies supporting company-wide goals

• Initiatives

• Their measures of success: operational KPIs 

• KPIs value of improvement from solutions

Tailoring the Message
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Tailoring the Message

Initiatives & KPIs: Marketing

Source: FinListics ClientIQ
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Tailoring the Message

KPI Value Improvement

Source: FinListics ClientIQ



Your Gift
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Let’s Connect

David Bailey
https://www.linkedin.com/in/davidbailey919/

Dave Jenkins
https://www.linkedin.com/in/dave-jenkins-869ab325/

Dr. Stephen Timme
https://www.linkedin.com/in/dr-stephen-timme-phd-finance-8177578/

www.finlistics.com

FinListics 
Solutions

@finlistics

Start a conversation,
tell us everything.

https://www.linkedin.com/in/davidbailey919/
https://www.linkedin.com/in/dave-jenkins-869ab325/
https://www.linkedin.com/in/dr-stephen-timme-phd-finance-8177578/


Upcoming Webinars

• Thriving in the New World of Enterprise Selling, May 2023
• Special guest – Mary Shea, PhD., co-CEO Mediafly

• Running Sales Enablement as a Business, June 2023
• Special guest – Sheevaun Thatcher, CPC, VP Strategic Enablement, 

Salesforce
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