


- To work. 
- To shop.
- To shop and combine with other 
        activities such as sightseeing, 
        eating out at restaurants, etc. 
- Seeing friends and family. 
- Liquor and Tobacco buyers. 
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SHAPE NEW FRONTIERS:
DISRUPTION OF THE BORDER
TRAVEL RETAIL

Create a unique shopping experience 
for Border crossers through an innovative 

and integrated approach.

From transactional border stores to a unique 
Shopping experience, leveraging on the 

Walmart expansion. 
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Limited store footfall (1% of
crossers currently shop Duty Free)

Limited store footfall (1% of
crossers currently shop Duty Free)

Traditional Stores. Usually, last
point of no return before crossing
the border)

Modern Stores that will enhance
shopper experience (One Stop
shopping)

Price and transactional driven.
Brand experience: Mentorship
and education.

World Class Retail Theater – 6
permanent units per store.

Insights: Limited Data, only
depletions total business
channel/customer.

After Covid limited shopping
activity/appeal in the region/
crossing due to economic impact.

Insights: Store by store Depletions
and Category Share (Scotch, 
Tequila and Liquors) that will
unlock shopper motivations and
insights to allow Diageo to 
analyze and invest resources 
better.



INTRODUCING DIAGEO FREE 
TRADE ZONE: 10 THINGS YOU 
NEED TO KNOW
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4
A re-export only 

channel. FTZ customers 
required to purchase product 
for export out of the country 

where the FTZ is located.
Any exceptions require written 

pre-approval by the Legal 
team.

FTZ customers have no 
territorial restriction on where 

they can resell product. Diageo 
does not direct its FTZ customers 

to re-export product
to any specific market.

No A&P or marketing support is 
given to FTZ business / 

customers.

Written contract with its 
customers, including mandatory 

compliance provisions.

Demand led, highly price 
sensitive business, managed on 

SIT basis (MAT) and through 
joint business plans (JUBP)

Pricing to FTZ customers must 
be in line with Diageo’s FTZ 

Commercial Policy.
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Business controlled within 5 
FTZ’S: Panama, Miami, Aruba, 
Bonaire & Curacao. More than 

50 years doing business 
together.

5 Key Distributor’s with over 
50 years of experience in the 

industry: Global Brands 
(+Carisam), Alamo, Bayside, 

Milton Harms, Bincho Mansur.

85% of our business is done 
with 7 brands: JWR, JWBLK, OP, 

BDL, BSR, B&W, CHEQ.

Most customers managed on a 
cash basis (early payment 

terms) to minimize risk.


