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Century-Old Beverage Distributor takes a High-Tech Approach to 
Service and Efficiency
With 43 locations running 600-700 routes each day across 11 states, Glazer’s beverage distribution business measures 
efficiency up to the minute and down to the mile. Taking a single truck off the road, calculating payroll with a few minutes 
more accuracy, or putting in just a bit more face time at a customer site each day can add up to significant benefits across such 
a large organization.

That’s one reason Glazer’s has been using Omnitracs Roadnet Technologies to automate and optimize its route planning since 
1995. The Omnitracs Roadnet® Transportation Suite has helped Glazer’s gain efficiencies that make its business both more 
productive and more customer-focused.

Family-owned and operated for more than 100 years, Glazer’s excellent reputation is built on a tradition of expertise and 
service. But the company is anything but old-fashioned.

Innovation has been fundamental to Glazer’s emergence as one of the nation’s largest distributors of alcoholic beverages.

From its new voice-directed warehouse picking system to its reliance on MobileCast® for GPS-based tracking, the company’s 
commitment to technology is evident throughout its business. “We’re always looking for good ideas - better ways to do 
things,” says Glenn Barker, Supply Chain Project Manager at Glazer’s Dallas headquarters.

Deploying Omnitracs Roadnet’s Merchandiser solution is the latest example of Glazer’s early-adopter approach to technology. 
The investment has already paid off in a doubling of productivity for its Dallas-based retail merchandising team.

Glazer’s does business with virtually every alcohol supplier in the U.S. and serves a customer base that includes grocers, 
convenience stores, package stores, restaurants and hotels. The Roadnet and MobileCast tools allow Glazer’s to route, 
schedule and track its team of 54 Dallas merchandisers in much the same way it monitors drivers. Merchandisers arrive at retail 
locations after a delivery has dropped in order to stock and maintain product displays and provide general inventory support 
for the account. 

The Merchandiser Module extends Omnitracs Roadnet’s route planning advantages to Glazer’s 30+ Dallas merchandising 
routes. Via-GPS, MobileCast enables the Merchandising Manager to track time spent and activity at each stop. Even in the first 
seven months the solution was in place, the benefits were striking. Dallas Merchandising Manager Ken Smith estimates that his 
merchandisers doubled the time they spend actually servicing clients, without any shift or personnel changes.

“Merchandiser [Roadnet and MobileCast] is really about visibility,” says Smith. “Our merchandisers were paid for an eight-hour 
shift, regardless of how long it took them to finish their work. With Merchandiser [visibility tools] in place, there’s a lot more 
accountability – less incentive to just finish fast. Our team now uses their full paid time to service the customer.”

Merchandisers typically have a four-hour morning window to complete their work in the store, as retailers prefer for them to be 
done and gone by early afternoon when business is picking up. With Roadnet and MobileCast in place, the team uses that full 
window to organize displays, face labels forward, dust shelves and back-stock. “Retailers don’t like to see our stockers clean – 
the dirtier they are the better,” Smith laughs. 
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About Omnitracs, LLC 
Omnitracs, LLC is a global pioneer of fleet management, 
routing and predictive analytics solutions for private and 
for-hire fleets. Omnitracs’ nearly 1,000 employees deliver 
software-as-a-service-based solutions to help more than 
50,000 private and for-hire fleet customers manage nearly 
1,500,000 mobile assets in more than 70 countries. The 
company pioneered the use of commercial vehicle telematics 
over 25 years ago and serves today as a powerhouse of 
innovative, intuitive technologies.  Omnitracs transforms 
the transportation industry through technology and insight, 
featuring best-in-class solutions for compliance, safety and 
security, productivity, telematics and tracking, transportation 
management (TMS), planning and delivery, data and analytics, 
and professional services. 
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GLAZER’S

Location 
Dallas, TX

Industry 
Beverage Distribution

Service Area 
Arizona, Arkansas, Indiana, 
Iowa, Kansas, Louisiana, 
Mississippi,  Missouri, Ohio, 
Oklahoma and Texas

Solutions 
Roadnet® 
Merchandiser Module 
FleetLoader® 

MobileCast®  
Roadnet Info Center® 

Performance Dashboard 
Territory Planner®

Results

• Merchandiser 
productivity +200%

• Hourly payroll costs 
reduced by 150 hours 
per month

Quick Facts

“Now our employees are getting more done for the retailer, 
and they’re more visible in the store – which lets our customer 
know they’re getting a lot of value from Glazer’s.”

Smith reports that the large majority of his merchandisers 
have gotten on board with the new system. “It was pretty 
easy for them to learn, because they live on their cell phones 
anyway,” he adds. “Some of our guys had their interfaces and 
settings all customized on the first day – this technology is 
really second nature to them.”

And while Smith reports that a few employees balked at 
the tracking aspect of MobileCast, the vast majority of his 
employees are comfortable with the new system.

“It’s true that everyone is now a lot more accountable for 
their time, but now it’s a level playing field. If you’re being 
productive and going the extra mile for your accounts, 
everyone’s going to see it,” says Ken. “Visibility works both 
ways – exposing inefficiency as well as excellence.”

Glazer’s has gotten ROI from its use of Roadnet and 
MobileCast even beyond the Merchandiser implementation. 
For its hourly workers, entering timesheets for Payroll 
over MobileCast is far more accurate than using manual 
timesheets. Time is now reported accurately to the minute, 
which has shaved about 150 hours per month off of payroll 
costs, according to Barker.

Another component Glazer’s has added to its arsenal is 
Roadnet Performance Dashboard. This tool lets managers 
get a big-picture view of operational activities and trends, 
any time over the Web. It makes analysis quick and easy 
by generating graphs, charts and gauges to help Glazer’s 
managers monitor performance trends.

“Roadnet Performance Dashboard lets every transportation 
manager look at the day’s routes and ask ‘could we have 

taken a truck off the route today?,” says Barker. “And now 
we’re not just routing to the number of drivers. If drivers who 
are getting paid for an eight-hour day are back in six hours 
we’re going to revisit our routing to see if we can make use of 
that extra time to maybe get trucks off the road. With gas at 
$4.00 a gallon right now, that’s huge.”

Now in their second year of using Roadnet Performance 
Dashboard, Glazer’s is able to take advantage of the tool’s 
long-term analytical features. “Every branch manager and 
everyone in operations now has visibility into actual vs. 
planned performance across the company,” says Barker. 
“We can create overlays to compare current data to last year 
– see where our miles driven and stop counts are going, for 
example.”

And again, Glazer’s is using this new visibility to identify 
both strengths and weaknesses. “We’re using Roadnet 
Performance Dashboard as a tool for bonusing, too – 
offering incentives for maximizing your trucks or achieving 
other goals,” Barker says.

What’s next for Glazer’s? “We’re in the early phases of 
implementing FleetLoader®,” reports Barker. One of the 
largest distributors for Coors Miller in the nation, Glazer’s 
is particularly interested in optimizing its pallet and truck 
loading efficiency. FleetLoader helps warehouse teams load 
trucks both to the route to save time and to the product to 
minimize breakage. Barker’s first step is to create a database 
with comprehensive case measurements – no small task given 
their extensive brand portfolio.

A long history of service combined with a relentless pursuit 
of technological advantage is keeping Glazer’s at the top of 
the beverage distribution game – something its founder Louis 
Glazer would no doubt be proud of.


