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Are your promotions

hitting the mark?

CS Promotional Evaluation

> How much can you add to the bottom line by
improving the return you get from your promotional
investment?

Just a small movement in promotional return on investment can have a big effect on the bottom line. Imagine what
you could achieve with a big change to your promotional efficiency! With CS Promotional Evaluation you have the
capability you need to make powerful changes to the promotional profitability of your business.
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What’s your promotional spend?

Whilst promotional spend has increased heavily over the last
decade, most suppliers have not seen this translated into
sales or profit growth. In most cases, the increased spend
has been necessary to maintain market share but it has in
turn eroded profitability. In a highly competitive and
consolidated trading environment, suppliers are increasingly

looking to optimise return on their investment in promotions.

Promo-Evaluation can be tailored for:
> Account Managers

> Senior Sales Managers

> Finance Managers

> Sales operations

> Trade Marketing Managers

How to optimise your promotional
sales uplift and profit...

Promotional evaluation can be divided into five parts:-

> Pre-Promotional Evaluation.
> Post-Promotional Evaluation.
> Promotional Guidelines.

> Business KPI tracking.

> Strategic Investment.

Pre-Promotion Evaluation ....

Pre-promotion evaluation supports the account manager in
optimising deployment of their funds. Scenario modelling
enables different funding mechanics, levels of support and
different store execution options to be assessed ensuring the
best approach is selected for each promotion. The database

also includes historical promotions providing an accurate
projection of promotional uplift. In addition, retailer metrics,
such as incremental retailer profit or promotion margin
supports an informed discussion with a buyer.

Application Areas

> Pre-Promotional Evaluation

> Post-Promotional Evaluation

> Promotional guidelines

> Business KPI tracking

> Strategic Investment

> Central database for all promotional

Selected Metrics

> Incremental Profit

> Incremental NSV

> Total promotional costs

> Break even uplift

> Return on Investment

> Retailer incremental profit

Post-Promotion Evaluation ....

Whilst pre-promotion evaluation sets your plan, the actual
promotional performance is revealed by post-promotional
analysis. Thus, the real financial impact of your promotions is
revealed, and a comparison can be made against the plan.

Promotion Guidelines ....

Trends and patterns from post promotional evaluation are
analysed in CS Promotional Evaluation. This insight supports
informed promotional planning and the development of
promotional guidelines by brand, channel or account relevant
to the business.

Business KPI tracking ....

The benefits of strategic investment, promotional guidelines
and better planned promotions by account managers can be
tracked and monitored by CS Promotional Evaluation. This
facilitates the continual management of business objectives
and financial targets.

Strategic Investment ....

Senior sales managers need to make investment trade-off
choices between differing promotional objectives (brand
building, trade relationship, driving share, profitable growth),
differing brands and differing accounts. The metrics provided
by CS Promotional Evaluation informs strategic investment
trade-offs so that senior sales managers know the likely
financial impact of the trade-offs they are making.

For the Account Manager....

As the account manager updates their promotion plans, the
promotional metrics are dynamically updated supporting an
intuitive understanding of the proposals. In addition, the
Account Manager can access this information as part of the
promotional evaluation cycle enabling them to make optimal
funding decisions.

Benefits

> |Increased promotional profit

> Better promotional planning

> Supports a clear unambiguous
business process

> Better informed trade negotiations

> Consolidates all promotional metrics

detail

Half yearly issue of promotional guidelines

> Retailer margin
> and many more

by brand and channel Lez:l";"g Pre
guidelines evgnt
scenarios
Which brands and customers
respond well to different promotional
mechanics.
Compare KPIs from actuals to 3 Post 2 Event
forecast KPIs event execution
evaluation
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into one database
> Saves time

Check for acceptable return on investment

Run scenarios on alternative funding

Check potential retailer incremental profit
Examine uplift




