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Key takeaways

Goals:
 � Improve program success

 � Have greater visibility into programs

 � Ensure sales reps are working in the same direction

 � Increase revenue

 � Reduce administrative time on programs

Results:
 � 80% increase in the number of program goals achieved

 � 40% of sales staff overachieves on goals to make annual reward trip

 � Improved sales person morale

 � Drastically reduced time spent on program administration

 � Improved reputation as a brand builder

 � Greater insight as to why certain programs aren’t working
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Quick Facts

Organization:  
Fedway Associates
Industry:  
Wine & spirits distribution
Location:  
Basking Ridge, NJ
Employees:  
500 employees
customer since:  
2000
Website:  
www.fedway.com
Solution:  
Program Advisor

The challenge
Change is constant. It’s the reality that all businesses face, but not all are 
prepared for.

Fedway Associates is acutely aware of the constant changes in the wine and spirits 
industry. Consumer preferences are always changing, the product mix they sell to 
retailers and restaurants is always changing, and promotions are always changing. 

Every month, Fedway’s top suppliers give the company about 15 promotional goals. 
Examples of these goals include:

 � Sell a certain number of cases

 � Sell a certain volume of product

 � Sell into a number of new accounts

Rob Felton, VP and General Sales Manager at Fedway, says the company used to 
approach programs by saying, “Let’s sell as much as we can, get as much done as 
we can, put as much on the trucks as we can, and hopefully everything falls into the 
right boxes and our suppliers are satisfied with what we accomplished.”

While that approach was successful to a certain extent, Felton says Fedway realized 
there was a lot of data the company needed to better understand, and management 
wanted to make sure the right information was getting out to sales reps and that 
they were all “rowing in the same direction.”

In addition, all of the programs were being tracked manually or in Excel 
spreadsheets. This was a time-consuming process, and often resulted in sales reps 
having fragmented or convoluted information.

Background
Fedway Associates is a wine and spirits distributor based in Basking Ridge, New 
Jersey that services more than 7,000 restaurants, clubs, taverns, and retail stores. 
The company markets products that cover every category of the beverage alcohol 
industry, and it represents the world’s leading distillers, wineries, and importers.

Fedway Associates has been a Dimensional Insight customer since 2000. The 
company’s relationship with Dimensional Insight has led to a deeply ingrained data 
culture at Fedway, with employees feeling empowered to make their own decisions 
using the data available to them.

Fedway Associates is acutely aware of the constant changes in 
the wine and spirits industry. Consumer preferences are always 
changing, the product mix they sell to retailers and restaurants is 
always changing, and promotions are always changing. 
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The solution
Fedway is a long-standing customer of Dimensional Insight, having first bought 
the company’s analytics platform in 2000. To Fedway, the analytics provided by 
Dimensional Insight and the data-driven decision-making that results from it are 
critical components of the company’s long-term strategy.

Max Leventhal, Director of Business Development at Fedway, says, “We believe that 
empowering people to make decisions and be effective in their role is the way in 
which we’ll be successful.”

In order to better manage its programs and focus on sales success, Fedway created 
the Platinum Club several years ago. This is a rewards-based program in which sales 
staff earn points based on their success in meeting program goals. At the end of the 
year, staff who earn more than 24 points earn certain company rewards.

“ “

We believe that empowering 
people to make decisions and be 
effective in their role is the way 
in which we’ll be successful.

Max Leventhal,  
Director of Business Development 

The goal
In order to improve the process of managing programs, Fedway sought a 
technology solution that would:

As Fedway sought to improve its process of managing programs, key 
questions were:

Organize its various programs and allow sales reps to see their 
progress on goals

How can we streamline the process and make it more efficient?

Provide greater insight into the data necessary for 
program success

How can we share information and use positive reinforcement to 
improve staff productivity?

Ensure sales reps worked on all goals, not just the 
top-of-mind ones

How do we best set ourselves up to adapt to constant change and 
be more successful in the future?
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When it came time to use technology to support Platinum Club, Dimensional 
Insight’s Program Advisor application was an easy choice for Fedway. In a typical 
month, Fedway will have close to 100 programs that reps are selling against. Fedway 
will take all of these goals and load them into Program Advisor. When sales reps log 
into the application, they are able to see all of the goals they are working towards, 
as well as their progress on each. The Program Advisor dashboard makes it much 
easier for the reps to quickly understand what they’re working on and decide where 

they need to focus their time.

“I always pre-plan my day and one of the 
things is to go on Program Advisor to see my 
goals and what needs to be done each day,” 
says David Schmidt, one of Fedway’s sales 
reps. “Program Advisor helps me walk into an 
account with a plan so we can hit our goals.”

When Fedway’s sales managers log into 
Program Advisor, they can see how each sales rep is performing on goals and can 
make adjustments to programs if they see that something isn’t working or if reps 
have hit goals early in the month.

“Success is defined as being ‘in the green.’ As sales manager, I want to make sure 
dollars are coming in and we’re in the green there, and I want to make sure my 
field managers and reps are in the green,” says Samantha Schiekman, Federal North 
Sales Manager at Fedway. “You’re only as strong as your weakest link, and Program 
Advisor helps us quickly understand everything in a very user-friendly way.”

One of the benefits of Program Advisor is that 
previously, many sales reps would only focus 
on the top-of-mind goals — the bigger brands, 
the more reliable numbers that they knew 
they could hit. Now, Fedway can bring some 
of the less top-of-mind goals front and center. 
These goals might include those focused on 
building brands and introducing new products 
to the market.

“You can take some of these incubation brands that you’re hoping to move and put 
a focus on them,” says Joe Surdo, VP and Senior Brand Manager — Spirits at Fedway. 

“It helps to build momentum and take brands like Tito’s or Casa Amigos from the 
infancy stages to a more successful brand.”

From a program management standpoint, Fedway finds Program Advisor easy to 
use and maintain. Evy DeCola, Program Advisor analyst, says, “One great feature of 
Program Advisor is that you can enter all kinds of program information into it, and 
reps will see only the information relevant to them. You can control exactly who sees 
what, and that is a big advantage.”

The Program Advisor dashboard makes it much easier for the reps 
to quickly understand what they’re working on and decide where 
they need to focus their time.

One of the benefits of Program Advisor is that... Now, Fedway 
can bring some of the less top-of-mind goals front and center. 
These goals might include those focused on building brands and 
introducing new products to the market.
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The Results
“We could not be the wholesaler we are today without the granularity of data that 
Dimensional Insight provides to us,” says Leventhal. “That ability to shine a light on 
things and direct resources — not just on the gut — but to be able to back it up with 
quantifiable data is a competitive advantage.”

With Program Advisor, Fedway has been able to gain new levels of insight into 
program performance. According to Felton, “Having Program Advisor to support 
Platinum Club was just perfect timing, because it’s really helped us track things on 
a daily basis. It’s a key reason for our success of Platinum Club, because we’re able 
to track everything, see exactly where we are with our goals, and if something’s not 
working, we can pivot and change our strategy.”

With Program Advisor, Fedway has been able to gain new levels of 
insight into program performance.

Program Advisor has changed the way staff approaches programs 
and makes them more efficient with their time. 

Fedway also says Program Advisor has changed the way staff approaches programs 
and makes them more efficient with their time. Felton says, “In the past, we’d have 
our goals, we’d get a lot them done, and we’d come back the next month to work 
on the balance. Program Advisor now gives us a start time and a finish line. That 
ultimately saves us a lot of time because we’re not circling back to finish things up, 
and our time spent on goals is focused and productive.”

“I couldn’t do half of what I do if I didn’t have Program Advisor,” says Casey 
Crehan, field sales manager of Federal North. “I’m able to look at each program, 
break it all down and figure out what’s going on. If I had to go back to paper and 
pen, I wouldn’t be able to leave the office. I would just spend my day doing that, so 
it’s freed up my entire day.”

In addition, Fedway has been able to build a reputation as a brand builder due to 
the data insights it has gotten from Program Advisor. By examining the data, Fedway 
is able to see the number of cases it sells to stores, and how the brand performs 
to consumers. Because of this insights-driven focus, Fedway is then able to design 
successful programs around the brand.

Since Fedway has implemented Program Advisor, it has seen an 
80% increase in the number of goals its sales reps achieve on a 
monthly basis.
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It has also seen more than 40% of sales staff overachieve on their 
goals in order to make the annual Platinum Club goal.02
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What’s next
In the future, Fedway is looking forward to using Program Advisor to dive even 
further into the data, particularly as it relates to building business for specific brands. 
Felton says, “There are so many new brands coming on board that you’re going to 
have to keep track of them, and do it in an intelligent way.”

And — because change is constant — Fedway will continue to use Program Advisor 
to adapt to any new trends or business conditions that arise. At Fedway, data-
driven decision making is a part of the culture and will continue to be a focus 
for employees.

“There is a sense of pride here at Fedway that I don’t think its similar in other 
companies,” says Felton. “Everybody at the end of the day wants to see Fedway win 
and they want to be a part of that team that succeeds. The insights provided by 
Program Advisor are invaluable in helping us to succeed.”

Everybody at the end of the day wants to see Fedway win and they 
want to be a part of that team that succeeds. The insights provided 
by Program Advisor are invaluable in helping us to succeed.

6
www.beverage.dimins.com

http://www.beverage.dimins.com/


Fedway associates:
Improving sales effectiveness in a constantly 
changing industry with Program Advisor  

Case study

Dimensional Insight is a proud member of these organizations

SEE OUR CUSTOMER RATINGS IN ANALYST RESEARCH

©2022 Dimensional Insight Inc. All 
Rights Reserved. Dimensional Insight, 
and Diver are registered trademarks 
of Dimensional Insight Inc. All other 
trademarks cited herein are the property 
of their respective owners.
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About Dimensional Insight
Dimensional Insight® is a leading provider of analytics, data management, and 
performance management solutions, offering a complete portfolio of capabilities 
ranging from data integration and modeling to sophisticated reporting, analytics, 
and dashboards. 

Founded in 1989, Dimensional Insight has thousands of customer organizations 
worldwide. Dimensional Insight consistently ranks as a top performing analytics 
organization by customers and industry analysts in its core market segments.  
For more information, please visit https://www.dimins.com.
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