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48 3 (Execution)

Two-Track System:
e Track A: X[ ELAE 7|8t Z = el (Delivery)
e Track B: 4t o= 7|9t 510 2Z =Y (Pickup)
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Beer Distribution
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Two-Track 6l0|H2|E Mzk: Ela|H2|ef EIgio| Al Het

' Track A: The Delivery Hub (Incubation)
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Platform

Track B: The Local Pickup (Smart Order)

i CHAL: 0",1_} 2R -’.’*‘-(Imported Malt/Hops)
= U Fo} SZH Y (MH, 2k2X))
N g2 308 % Hll-.'sE I &S 28t

A sB oozt

bl [



Track A: tt= SIHE HOIM ‘M X QIFH[0|E R

QuEd  XASNSHANNY O SR AHIZHOA
HROEWE O OMYWNY  BEAEME YD ECHQ HTR M
RIZEAE B3] S X GEXT)

QIXEOf|H EHUSH ‘Home Delivery’ AIZS EO{F= 710] A 7}x|.

’ 7N
[ | N . Wgw!k:ﬁ-(m
A SB consultiny



Track B: 3Zt9| 7Ix|E

71 (Daily Shot)
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:i;_Execution Plan
MY Target Area /S d8H
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(1.Cost Synergy (MROD (2. Marketing Synergy) ( 3. Data Synergy )
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20l I 2 2|A3 2| (Business Model & Risk)
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» Pickup Commission: 8~10% (A% U= +4+8)
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Call to Action (Bold):
1. ‘CHE WEE HIZ2| ‘K|S
2. ‘U5 A|E| ‘First Mover’

From Local to National.
From Isolation to Connection.




