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How E&J Gallo Connects to Customers with TDLinx
Trade Dimensions

■ TWO YEARS AGO, E. & J. GALLO WINERY, THE

WORLD’S LARGEST WINE MAKER, faced the challenge of
organizing un-aligned incoming data in order to
effectively plan, execute and measure the success of
retail marketing campaigns. In dealing with these un-
aligned data sources, Gallo was devoting resources to
redundant activities to improve the quality of its retail
information and avoid execution miscues.

Gallo was faced with the daunting requirement to
update a constant stream of retail outlet openings
and closings, as well as keeping up with the changes
caused by mergers and acquisitions. One challenge
for Gallo was the size of its data warehouse and the
hundreds of weekly deletions, additions and revi-
sions to maintain any semblance of accuracy. This
data drives Gallo’s sales and marketing initiatives,
and ties into national chain programs, business
reviews and other store-oriented activity. 

Another challenge was that Gallo’s route account-
ing system received store-level data feeds from hun-
dreds of wine distributors, which had to be rolled up
to an accurate, updated account hierarchy for
national accounts. Integrating accurate data into its

planning systems
was necessary to
give its marketers
and distributors
the advantage of
valuable real-
time store sales
information.

Gallo chose
TDLinx as the
solution to its
retail data quality,
data alignment
and data integra-
tion challenges.
Easily imple-

mented, it allowed Gallo to organize and manage an
internal customer master file, integrate customer data
with scanner, promotional and marketing informa-

tion, plan and execute merchandising and promotion-
al activity, and then evaluate business results within
any frame of reference.

Proprietary TDLinx Codes are the vocabulary of
this universal language of stores and accounts.
TDLinx Codes exist for every supermarket, mass
merchandiser, drug store, wholesale club, liquor, cig-
arette outlet, convenience store and category killer,
and at every level of the retail account hierarchy ––
store, account, buying office, supplier, distribution
center, company, corporation, and holding company. 

“TDLinx gives us the ability to understand where
our efforts will have the biggest impact,” said Peter
Abate, Vice President, Sales & Marketing Analytic
Solutions, E. & J. Gallo Winery. “TDLinx helps us
manage resources, so that our efforts are being
directed against the accounts that can have a dra-
matic effect on our business, and allows us to focus
more on value-added activity.”

Outsourcing customer file maintenance to
TDLinx enables Gallo to have universal coverage of
the standardized trade classes, employ consistent
naming conventions for stores and accounts, main-
tain account and parent hierarchies and verify active
records. Gallo uses TDLinx in several operating
areas. In sales, TDLinx is used in analyzing actual
sales versus potential sales, examining store cluster-
ing and integrating account sales with data from
other sources, including Spectra, ACNielsen and
IRI. In marketing,  TDLinx is also used during new
product introductions to help Gallo prove the shelf
worthiness of the wine to retailers, to help target
advertising and to develop shopper characteristics
and chain profiles.

Gallo is realizing real competitive advantage from
its ability to plan and execute with accurate, real-
time information. ■
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