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TIPS - referral branch social network

Promotion of offline sales in real time with payment for the result

problem
Now the vendor spends the advertising budget "blindly" without the possibility to 
check the result

Example: advertising on TV of engine oil, while the buyer does not understand what 
kind of oil is needed  for his car - at the same it all depends only on what the seller 
or adviser advises

solution Direct sales promotion based on the principle of Cost Per Action (CPA)
Payment goes to the seller directly and is tied to the quantity of goods sold within 
the CPA campaign (shares)

Monetization The operator of the system takes a commission from the advertising budget

Solving individual problems and "treating sick sites" of vendor 
and distributor

problem
Large costs for checking the layout of goods and revision of balances in the 
warehouse

Now you need a separate merchandiser post on salary and inspection of outlets. 
This raises the question: who will check the work of the merchandiser?

solution Direct verification of the seller's checkout for the bonus the result of verification the vendor sees in the online office

monetization The system operator takes a commission from the bonus budget

Effective communication between participants in the industry 
chain (manufacturer, distributor, store, salesman)

problem

now sellers are often left to themselves and "bored" waiting for the client
small branch stores do not promote the introduction of modern training systems or 
professional communication within the enterprise or a group of companies

communication between the vendor and the seller is practically not happening or inefficient channels are used

brochures sellers do not read them
there is no incentive

do not really like to read

gift "caps"
"caps" are more expensive to deliver to the regions than to buy - it is also not 
profitable for the distributor and the purpose of this cap is not clear

non-working prizes In Russia the trip is received by the director and his family, and not by the best seller

communication between the best sellers does not happen at all
Branch conferences are "dead" and often useless

sellers do not have their own "LinkidIn" or some other platform especially in a specific sector

There are no detailed industry directories

The search for information even for a specific vendor is not trivial

complex tasks (for example, the selection of batteries for the machine) without a 
directory to solve is unrealistic

There is no effective system of training

No feedback

solution

Direct communication between the vendor and the seller with two-way feedback
  ,  ,      

,  ,    

Community of industry sellers with visible leaders, both global and for each region In the future, the system of industrial communication

Online Learning System

The seller's motivation system is directly from the vendor does not depend on the business practices of a particular store

Industry directories in the mobile phone

Direct surveys of sellers and buyers

monetization

The operator of the system takes a commission from the budget for training

Indirect monetization is possible: for example, recruitment, special placement in 
directories, etc
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TIPS - participants of the system and their 
goals

TIPS operator by industry

Manages TIPS, works with vendors, develops TIPS for this industry, conducts a 
general moderation of all shares and participants in the system

Specifies the types of CPA companies

promotions

tasks

polls

Manages the learning system Defines the types of training materials and the format of possible feedback

Receives commission with CPA and training systems

Additionally
Creates industry directories

Moderates professional communication channels

Vendor

Places CPA companies of different types (promotion, tasks, surveys) and training 
materials for sellers, setting the budget of the system

Seller

Performs CPA tasks
Additionally

Distributor = vendor (in terms of the system)

At the moment, the system operator is in fact both a vendor, a distributor, and a 
trading network. What is the role in the system of other distributors? Will the 
distributors participate in the system when they start in other industries?

Perhaps, in some cases, participates instead of vendor? (especially if the vendor 
does not want to work in the system)

Then it is important to ensure the uniqueness of the offer (so that there is no overlap 
with the vendor's proposals)geographical division

Marketer of the vendorReceives a commission from the advertising budget of TIPS as it is spent
Decides on the distribution of the rewards budget to sellers

Optional role

Shop managerAs an option: can receive a commission with all the TIPS activity in his storeOptional role
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TIPS

Cost per Action (CPA) exchange for combined offers

offers of promotional "offline" goods binding to geo coordinates of sites

offers of online learning

offers of special actions

display control

assortment control

polls
of sellers

of buyers

for operator

complain (feedback) for points
improvements

complains

invite for points

division of vendors by region and product groups
can be regional distributors

protection of distributors

Online Learning System

educational videos

educational materials

tests

connection with CPA

Internal payment system

Different levels of authorization
up to [ ] - name and phone number

above [ ] - TIN, ID details, contract

Payments to top up phone account balance 

Payments to other systems (payment cards)

Payments to the card / bank account

possibility to transfer points between participants limitation
same store

same network
with post moderation

Internal billing system

The vendor's balance

Balance top up

Financial report

Anti fraud/moderation

Statistics and analytics

ROI of offers

Special Action Statistics

Online Learning Statistics

Application usage statistics

special alerts y assortment

Rating system

for sellers
best seller in the region

special remuneration from vendors

for vendors

Technically necessary

Unified authorization and authentication system

Sellers' authorisation

by phone number

with defense against attacks

password-free authentication from a known device? (as in the uber)

Operator's authorisation
different user roles?

protection against attacks (restriction on the SSL certificate?)

Vendor's authorisation
differentiation of rights

protection from attacks (on the SSL certificate if applicable)

Site management - points of sale of goods

Adding a site manually

import from the database

from the address entered by the seller with post-moderation

Control of the sale of goods

Printing of QR codesQR codes database

flow control

assortment control

barcode scannerbarcode database

connection with CPA

antifraud

Vendors information portal

Notification on new goods

Reference information about the goods

Promotions from Vendor

News

System of industrial communication

Notifications from system administrator

Dirct communication with Vendor

Industrial chats/channels
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TIPS - for seller

Quick start capability

1) download application

2) Fill in simple form Name, telephone number SMS for phone number confirmation

Performs CPA tasks

Receives money to phone balance account or to fuel card etc up to 4000 points

Getting permanent payments

Continuously performs the tasks of CPA

Increases his level in the system TIN, passport scan

Can withdraw money to a card official agency agreement

As a result: an increase to the base salary up to 60%

Direct promotions from the vendor
Tours and other bonuses

what had previously "settled" at the level of the owner or director

Professional development

Distance learning programs

Leaderboard including by region

rewards
the best salesman of the week, by vendor, etc.

additionally

access to field reference books

professional communication
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TIPS - for vendor and distributor

direct sales stimulation

CPA campaigns for specific products seasonal sale increase bonuses

Statistics of spending the budget in real time

Analytics, ROI indicators

feedback CPA campaign performance indicators
compared to other campaigns (can also compare with their advertising campaigns in 
other channels, if it has statistics for them)

training of sellers

The use of the CPA model for training sellers

tests and quality control of training

 solution of typical problems

check out of shelf layout of goods

assurance of completeness of assortment

control over goods flows

promotion of new products
informing about new products + training
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TIPS - distribution model

Vendors
Personal communications and, possibly, the operator's sales department

Sellers

The initial implementation group is the operator's own stores

recommendations and bonus attraction

Advertising on the boxes of goods

Sales department of the system operator - targeted advertising by region (for 
example, in social networks)
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