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Executive Summary

Distribution Sales Representatives (DSRs) are the most expensive and most valuable resource

in any distribution network. Their productivity directly determines revenue, market coverage, and

retailer satisfaction. Yet most field force management relies on static beat plans, manual

reporting, and intuition-based territory design -- methods that waste 30-45% of selling time on

non-productive activities. This whitepaper presents an AI-driven framework for field force

optimization that transforms every aspect of DSR operations.

We examine the technical foundations of territory optimization using K-Means clustering, route planning

using 2-Opt TSP algorithms, geo-fenced visit intelligence, and real-time analytics that convert field data

into actionable intelligence for sales managers and executives.
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The Problem: The DSR Productivity Crisis

In distribution-dependent industries, the DSR is the human link between manufacturer and retailer. They

take orders, verify shelf availability, communicate promotions, collect payments, and build relationships.

Their productivity is the single largest lever for distribution revenue, and it is being wasted at an alarming

rate.

Where Time Goes

A typical DSR's working day (8-10 hours) is consumed by activities that can be categorized into

productive and non-productive time:

Activity % of Time Category

Travel between outlets 25-35% Non-productive

Waiting at outlets 10-15% Non-productive

Order taking and data entry 15-20% Semi-productive

Administrative tasks (reporting, claims) 10-15% Non-productive

Actual selling and relationship building 20-30% Productive

Only 20-30% of a DSR's time is spent on activities that directly generate revenue. The remainder is

consumed by travel (inefficient routes), waiting (poor visit scheduling), data entry (manual processes),

and administration (end-of-day reporting). AI-driven optimization targets each of these non-productive

categories.

The Static Beat Plan Problem

Most DSR operations are governed by beat plans: fixed schedules that assign specific outlets to specific

days in a recurring pattern. Beat plans are created manually (often by the DSR themselves or their Area

Sales Manager) based on geographic proximity and outlet importance. Once created, they rarely change,

even as market conditions evolve.

Static beat plans fail in multiple ways: they do not account for traffic patterns that change seasonally, they

cannot dynamically prioritize outlets based on recent order patterns, they ignore real-time inventory

situations that might make some visits more urgent than others, and they cannot adapt to competitive

actions that require immediate response.
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The Framework: AI-Driven Field Force Optimization

Territory Design with K-Means Clustering

Optimal territory design ensures that each DSR covers outlets that are geographically clustered, have

balanced workload (number of outlets times visit frequency), and match the DSR's skills and

relationships. BizGaze uses K-Means clustering to automatically generate territory designs that minimize

travel distance while balancing workload across the field force.

The algorithm groups outlets into clusters based on geographic coordinates, revenue potential, visit

frequency requirements, and accessibility. The number of clusters equals the number of DSRs, and the

algorithm iteratively refines cluster assignments to minimize total travel distance while ensuring no DSR

is over-loaded or under-utilized.

Route Optimization with 2-Opt TSP

Within each territory, daily route sequencing determines how much travel time is wasted. The Traveling

Salesman Problem (TSP) -- finding the shortest route that visits all required points -- is one of the most

studied optimization problems in computer science. BizGaze implements the 2-Opt algorithm, which

iteratively improves routes by swapping pairs of edges to reduce total distance. Combined with real-time

traffic data and time-window constraints (some outlets prefer morning visits, others afternoon), this

produces routes that are 15-25% shorter than manually planned alternatives.

Geo-Fenced Visit Intelligence

When a DSR arrives at an outlet, their mobile device detects the geo-fence boundary, automatically

logging arrival time, location, and visit duration. But geo-fencing enables more than attendance tracking.

Upon arrival, the DSR's screen populates with outlet-specific intelligence: last order details, current

estimated inventory, pending payments, applicable schemes and promotions, competitive alerts, and

suggested order based on historical patterns and current inventory levels.
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The BizGaze Approach

BizGaze integrates field force optimization as a core module within its LAOBP platform, connecting DSR

operations with secondary sales data, inventory intelligence, and AI-driven analytics.

Dynamic Beat Planning

Instead of static beat plans, BizGaze generates dynamic daily routes that adapt to current conditions. If a

high-value outlet's inventory is critically low (detected through secondary sales data), it is prioritized in

today's route. If a retailer has a pending payment close to its due date, the visit schedule adjusts to

include a collection stop. If a competitive launch is detected in a specific area, DSRs in that area receive

adjusted routes that increase coverage.

Visit Quality Scoring

BizGaze scores every visit on multiple dimensions: was the visit at the right time (within the retailer's

preferred window), was it long enough to be productive, did it result in an order, was the order aligned

with the suggested order, were all required tasks (shelf check, display verification, payment collection)

completed. This creates a continuous feedback loop that helps DSRs improve their effectiveness and

enables managers to identify coaching opportunities.
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Key Takeaways

• DSR productivity is the single largest lever for distribution revenue, yet 30-45% of selling time is

wasted on non-productive activities

• Static beat plans are the root cause of field force inefficiency -- they cannot adapt to changing

market conditions, inventory situations, or competitive actions

• K-Means clustering for territory design minimizes travel distance while balancing workload across

the field force

• 2-Opt TSP route optimization produces daily routes 15-25% shorter than manually planned

alternatives

• Geo-fenced visit intelligence transforms outlet visits from routine check-ins to data-rich, AI-guided

selling sessions

• Dynamic beat planning that adapts to real-time conditions (inventory, payments, competition)

represents the future of field force management

"The most expensive resource in distribution is the human visit. AI optimization does not replace

the human -- it ensures every human visit creates maximum value."
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About BizGaze

BizGaze is a pioneering enterprise technology company that has created the world's first Large Audience

On-Boarding Platform (LAOBP). Our platform enables manufacturers, distributors, and brands to digitize

their entire ecosystem of external stakeholders -- from distributors and retailers to field sales

representatives, influencers, and end consumers -- on a single, unified platform.

Unlike traditional enterprise software that focuses on internal operations, BizGaze extends the digital

boundary of the enterprise to encompass every participant in the value chain. Our zero-code architecture

allows rapid deployment and customization without traditional development cycles, enabling

organizations to go live in weeks rather than months.

With customers spanning FMCG, pharmaceuticals, automotive, building materials, consumer electronics,

and industrial sectors, BizGaze processes millions of transactions daily across complex multi-tier

distribution networks. Our AI-native capabilities provide real-time intelligence on secondary sales,

inventory movement, credit health, and field force productivity.

Key Capabilities:

• Large Audience On-Boarding Platform (LAOBP) for ecosystem-wide digitization

• Zero-code application builder with AI-native workflow engine

• Secondary sales intelligence with real-time visibility

• Serialized supply chain with unit-level traceability

• Field force optimization with AI-driven route and visit planning

• Enterprise loyalty infrastructure spanning all stakeholder classes

• Credit health monitoring and financial intelligence

• Network stock exchange for cross-distributor inventory optimization
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