
All for one and one for all…
Uniting to compete, learn 

and grow together

This is clearly one of the best industry events in
which I have ever been involved.  I want to
congratulate all the participants for their
tremendous commitment to compete, learn, get
rich feedback and improve their individual sales
performance – all in the presence of their
industry peers.

Steve Bigford
Chair of the FCPC Industry Affairs Education Committee 

VP of Sales, Pepsi QTG

CLIENT CHALLENGE
The Consumer Packaged Goods (CPG) industry has been faced

with decreasing profit margins and increased demands from

retailers.  At the same time the sales professionals from CPG

companies are continuously pushed to increase their growth,

sales, and shelf space.  The sales professionals are feeling

pulled in all directions. The Education Committee at Food and

Consumer Products Canada (FCPC) was inclined to hold an

industry event that would motivate the sales professionals, offer

a new perspective on sales to them and provide some learning.

The competitive aspect of the Sales Championship™ program

was just the icing on the cake. 
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CREATIVE RANGE 
The Education Committee felt strongly that if they

were to host this event, it would require a solution

that was tailored specifically to the CPG industry.  The

design needed to incorporate

the structure of the

retailers, and reflect

current industry trends

and business issues.




