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Define battlegrounds 
using category / 

portfolio and trade 
strategies

Define initiatives that will 
deliver battlegrounds, 

starting with Sprint 
recommendations

Translate commercial 
plans to customer / 
distributor plans & 

execute

Performance manage 
initiatives and use 

learnings to optimize 
futures initiatives
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Outcome Approver

General Manager or 
Commercial Exec
Frequency:
Every 24 months

BATTLE
GROUNDS05
Commercial
Planning

Deliver Battlegrounds 
triangulating market, 
portfolio / category and 
trade strategies.

Marketing Director
Commercial Director
General Manager
(A&P) Finance Director
Frequency: Every 3 years 
with annual refresh

MBPs
06

Brand
Manager

Create MBPs that 
prioritize and align on 
key opportunities, 
challenges and deliver 
growth drivers

Finance Director, 
Sales Director, 
Marketing Director

EXEC
PRE-SIGN OFF07 Commercial
Planning

Deliver alignment on 
investment principles, 
RIR, A&P and building 
blocks for total CCA and 
per market / brand/  
category

Head of CMODEVELOP BTL
LAND MECHANICS08 Channel Development
Manager and Pack
& Promo Manager

Develop land mechanics 

Outcome Approver

LEARNING
SESSION01
Channel Development
Manager

Deliver learnings from 
Post-M&E KPIs from key 

Marketing Director
Frequency:
Every 3 years with 
annual refresh

CATEGORY
STRATEGY02
Consumer
Planning

Identify category sources 
of growth based on 
consumption occasions 
and consumer 

Marketing Director
Frequency:
Every 3 years with 
annual refresh

PORTFOLIO
STRATEGY03
Marketing
Heads

Define the portfolio 
priorities with clear 
brands roles. Stack our 
portfolio against the 
category sources of 
growth and competitive 
set.

Commercial Director
Frequency:
Every 3 years with 
annual refresh

TRADE
STRATEGY04
Channel Development
Manager

Define where we are 
capturing future sources 
of growth in RTC / RTM 
within our channels.
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Outcome Approver

13

14

Commercial DirectorCUSTOMER ANNUAL
PLANNING
WORKSHOP15
Head of CMO

Share Growth Drivers, 
Strategic Ambition with 
partners for engagement 
and inspiration to Kick 
Start the year.

C-Day
16

CP&A Managers

Download Activity Plans 
and Channel Plans to 
Distributors’ Sales Force.

EXECUTION!
17 CP&A Executives

Outcome Approver
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ATL GROWTH DRIVERS DELIVERY:
Brand Managers and Media Manager
BTL GROWTH DRIVERS DELIVERY:
Channel Development Managers and Pack
& Promo Manager
ACTIVITY PLANS:
CP&A Managers

Download Growth 
Drivers to Commercial 
Team and A&P Split to 

ACTIVITY
SELECTION
WORKSHOPS
CP&A Managers

Deliver Activity Plans by 
brand/ channel aligned 
with Brand Strategy and 

CHALLENGES
& BUILDS W /
DISTRIBUTORS 
Market Mgr

Cascade Activity Plans 
by brand/ channel to 
our Distributor Partners

Upload to
ADAPT
Commercial Planning
Decision Support
Marketing

Upload plans to ADAPT 
(A&P Planning and 
Tracking Tool)

General Manager
Aligned with Comm 
Exec

CCA EXEC

Commercial
Planning

Consolidated CCA Activ-
ity Plans, A&P Split, 
Alignment to Strategy to 

Commercial Director, 
Finance Director, 
Marketing Director
General Manager

MARKET SIGN
OFF    
Pre-M&Es
CP&A Managers

Deliver market Activity 
Plans with all input from 
stakeholders. Including 
Pre-M&E BTL activities.
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PLANNING STEPS



Strategy

01

02

03

04

05

06

Commercial
Planning

COMMERCIAL PLANNING
PLAYBOOK

CCA COMMERCIAL
PLANNING CYCLE

CCA M&E
GOLDEN RULES

CCA M&E
TEMPLATE INSTRUCTIONS

CCA M&E
POLICY

GLOBAL M&E
SCENARIOS 

01 DIAGEO WAY OF PORTFOLIO
STRATEGY PLAYBOOK

02 DIAGEO WAY OF CATEGORY
STRATEGY PLAYBOOK

03 DIAGEO WAY OF TRADE
STRATEGY PLAYBOOK

05 CATEGORY 
DRIVERS

04 VOICE OF CUSTOMER
HOW TO GUIDE

06 MBPS F24
BRIEFING PACK

Playbooks
& Guidelines
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