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Crafting a Distribution Strategy for a Sugar Cereal Manufacturer
Your client is the sugar cereal division of Foods Inc., a U.S.-based distributor and manufacturer of packaged foods. According to the division president, Foods Inc.'s traditional strength has been with grocery stores, which still account for the majority of its $1.1 billion in sugar cereal sales. But Big M Mart, a discount chain, has been growing at a healthy rate of almost 15 percent per year and has now become Food Inc.'s largest customer. Your client is not sure how to react, and has asked BCG for assistance with its distribution strategy. 

· Establish Understanding of the Case
· Set Up the Framework
· Evaluate the Case Using the Framework
· Summarize and make recommendations

