RED BULL COOLERS DRIVE SALES

Red Bull

m RED BULL IS THE #1 SINGLE-SERVE BEVERAGE

e Secondary coolers stocked with Red Bull will grow
market share, keep customers loyal to your store, and
improve overall dollar transaction.

e Offering the #1 single-serve beverage in a secondary
cold location will generate incremental category sales.
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COLD BARREL CASE STUDY COUNTER-TOP COOLER CASE STUDY

* In one retailer, stores with a Red Bull barrel placed

during a promotion saw 31% more sales than stores
with a TPR only.

MONTHLY S SALES

$350,000 -
$300,000 -
$250,000 -}
$200,000 -}
$150,000 -}
$100,000
$50,000 -
$0

AVERAGE
BASELINE

AVERAGE
TPR ONLY

BARREL
AND TPR

Source: Retailer X Internal Scan Data

® In a second retailer, when Red Bull counter top coolers
were placed, we saw a 14% lift in Red Bull case sales
over stores without counter top coolers.
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