True or False
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A closer look at how separate processes affect spend efficiency
reveals a variety of undesirable consequences. Lack of an
integrated process creates disconnect between the sales and
supply

MYTH

chain

teams,

leading

to

missed

opportunities,

underperforming promotions and additional costs. Sales may
plan a campaign with a certain expectation for the volume it will
drive, but the supply chain, operating on a different set of

Trade Promotion Management (TPM) is
just another stand-alone business process
that can easily be managed with our
in-house tools such as spreadsheets.
As long as we’re not overspending our
budgets and retaining our market share,
TPM doesn’t really impact the rest of the
business processes.

expectations, may place inadequate or excess inventory into
distribution, leading to wasted dollars.
When companies are unable to check wastage, they begin to
view trade promotion inefficiency as a cost of doing business.
This is even more dangerous as it can lead to additional
inefficiencies such as deduction errors and unscrupulous
behavior. Some companies shy away from trade promotion
opportunities due to lack of visibility, thereby missing revenue
and brand enhancement opportunities.

REALITY

But this is changing rapidly. Companies are moving fast towards
adoption of “best of breed” integrated trade promotion
planning processes and solutions.
A seamless, integrated approach to promotion planning
eliminates costly compromises and helps CPG companies take
advantage of data to greatly enhance the productivity of their
trade promotion dollars. A unified trade promotion planning
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business process is anchored in an integrated technology
platform. Solutions such as Promax PX are closed loop
solutions that enable meaningful interaction among all the
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different business functions that are party to trade promotions

www.wipro.com/promax

planning and execution processes.

At many CPG companies, promotion planning, volume planning
and annual business planning are executed via separate
mechanisms with varying levels of sophistication. Each of these
areas often uses its own distinct metrics, resulting in three sets
of predictions for volume, revenue and spend, with only a
distant relationship to one another. An attempt to reconcile the
differences inevitably requires compromise and often results in
inherent inaccuracy, which may cause inefficiently executed
trade promotions and wasted dollars.

“Companies with an upgraded TPM
strategy saw 80% better gross
margin and 121% better revenue
uplift from their promotions”

— Aberdeen Research, Sept. 2012

About The Author
SCOTT TREVENA
CTO & Director, Wipro Promax Analytics Solutions
With over 25 years’ experience in Software development and the CPG industry, Scott brings an extensive wealth of knowledge to Wipro Promax
Analytics Solutions (WPAS) and their development team. WPAS is now a Wipro Group Company, formerly known as Promax Applications Group
for which Scott was one of the founders and owners of the business. Scott is responsible for the Technical and Functional development of the
Promax PX Trade Promotion Management and Trade Promotion Optimization solution. Prior to Promax, Scott established an IT and Services
Industry company called Trade Systems Technology P/L (TST) where his experience in Account Management and computing were key attributes in
the creation of an outstanding TPM application. In 2007 TST merged with Promax who was also a key provider of solutions in the TPM/TPO space
with the objective of taking the combination of the Promax/TST solution globally. In the 6 years before establishing TST, Scott worked in a variety
of roles in Unilever, a privately held CPG company. These roles encompassed Trade Systems Manager, Account Manager and State Sales Manager.

About Consumer Goods Technology
Consumer Goods Technology (CGT), an integrated media brand, is the leading resource for consumer goods executives looking to improve
business performance. Delivering content in print, online and face-to-face, CGT reaches an audience of more than 76,000 consumer goods
executives ranging from managers and directors to VPs and CIOs. CGT also covers all major segments of the consumer goods sector, including
Food, Beverage, Packaged Goods, Consumer Electronics and Footwear.
For more information on CGT, visit www.consumergoods.com

About Wipro Promax Analytics Solutions (WPAS)
Wipro Promax Analytics Solutions (WPAS), a Wipro Group Company, is a world–leading specialist in Trade Promotion Management, Forecasting
& Volume Planning, Customer Account Planning & Budgeting and Modelling & Trade Promotion Optimization. With headquarter operations based
in Australia and offices in North America, United Kingdom, Central Europe, India and New Zealand, WPAS boasts an impressive stable of global
consumer goods companies. Promax solutions are the result of more than twenty-four years' experience of working in close collaboration with
leading consumer goods manufacturers, retailers and distributors. The Promax PX solution has been designed to allow a seamless, automated
process to Track, Predict and Optimize promotions and trade spend. It incorporates the most sophisticated tools to maximize a client's return on
trade spend investment and deliver optimal outcomes for retail partners.
For more information, please visit www.wipro.com/promax or email us at WPAS-Promax@wipro.com

About Wipro Ltd.
Wipro Ltd. (NYSE:WIT) is a leading Information Technology, Consulting and Outsourcing company that delivers solutions to enable its clients do
business better. Wipro delivers winning business outcomes through its deep industry experience and a 360º view of “Business through
Technology” - helping clients create successful and adaptive businesses. A company recognized globally for its comprehensive portfolio of services,
a practitioner's approach to delivering innovation, and an organization wide commitment to sustainability, Wipro has a workforce of 140,000
serving clients across 61 countries.
For information visit www.wipro.com or mail info@wipro.com

DO BUSINESS BETTER
W WW. WIP R O.C OM

NYSE :W I T | OVE R 140, 000 EM PLOYEES | 61 COUN TRIES | CON SU LTIN G | SYSTEM IN TEG RATION | O U T S O U R C I N G

WIPRO PROMAX ANALYTICS SOLUTIONS, 1/7 SKY CLOSE, SHEARWATER BUSINESS PARK, TAYLORS BEACH NSW 2316, AUSTRALIA. TEL: +61 2 4982 2262, FAX: +61 2 4982 2286.
WIPRO PROMAX ANALYTICS SOLUTIONS, 3575 PIEDMONT ROAD NE, BLDG 15 SUITE 600, ATLANTA GA 30305, USA. TEL: +1 (404) 495 3215, FAX: +1 (404) 949 0869.
WIPRO PROMAX ANALYTICS SOLUTIONS, WEST WING, LEVEL 2, 3 SHELDON SQUARE, LONDON, W2 6PS, UK. TEL: +44 (207) 432 8500, FAX: +44 (207) 286 5703
REGD. OFFICE OF THE GROUP HOLDING COMPANY: WIPRO LIMITED, DODDAKANNELLI, SARJAPUR ROAD, BANGALORE 560 035, INDIA. TEL: +91 80 2844 0011
© WIPRO LTD. 2013
“No part of this booklet may be reproduced in any form by any electronic or mechanical means (including photocopying, recording and printing) without permission in writing from the publisher,
except for reading and browsing via the world wide web. Users are not permitted to mount this booklet on any network server.”
IND/TMPL/DEC2013

