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CPG Companies Struggle to 
Make Trade Promo�ons Effec�ve and Get Right ROI 
Most CPG companies invest huge dollars in Trade Promo�on Management so�ware that churn out loads of data but 
provide li�le clarity on ROI on promo�onal ac�vi�es. The focus, thus, shi�s to incisive trade intelligence. Data being 
generated every second from different pla�orms need to be analysed on the go for ac�onable insights, executed just in 
�me for be�er return on every dollar spent. CPG leaders require the ability to track the impact of trade promo�on 
campaigns to the last mile and align tac�cs to meet business goals despite market constraints. The data must uncover 
opportuni�es to elevate sales performance, improve field force produc�vity and maximize ROI on promo�onal spend. 
This calls for intelligent planning, targe�ng, execu�on and evalua�on of their trade promo�on ac�vi�es. Advanced 
Analy�cs, Ar�ficial Intelligence and Automa�on are key drivers in building robust trade promo�on cycles that deliver 
op�mal returns. However, the trade promo�on ecosystem is not ready as it is:

 Lack of visibility 
on last mile promo�on 

performance for 
ROI analysis

 Unable to 
intervene just in �me 
to realign campaigns

 Lack relevant 
insights at field level 
to avoid out of shelf 

(OSS) products

 Fail to augment 
sales with hyper-local

insights aligned to 
customer 

preferences 

 Siloed and 
fragmented Trade 
Management and 

Distribu�on 
(TM&D) data 

Customer loyalty to brands is a shi�ing goal 
post. The market is flooded with choices for 
every category and deep discounts by private 
labels are only making the compe��on 
intense. As the choices mul�ply, companies 
con�nue to plan innova�ve campaigns to draw 
and retain customer a�en�on. The CPG 
industry, on an average, spends 27% of their 
sales budget on trade promo�on, but almost 
60% struggle to realize any significant ROI. The 
gap between average spend and value realized 
is widening as new retail formats emerge and 
consumer paths to purchase evolve. 



Empower Trade Leaders with the 
Right Insights and Augment Decision Making 
CPG CIOs can equip business leaders to unlock great value from their trade promo�on 
by giving them access to real-�me insights to match the speed of campaign execu�on. 
Empowering every role in the promo�on ecosystem – trade promo�on planners, 
marketers, sales team and field execu�ves require strategic intelligence derived from 
mul�ple data streams on a single pla�orm.  
ITC Infotech brings Pla�orms of Intelligence to boost trade promo�on effec�veness 
and streamline the en�re process for improved decision making at every step.

Key Benefits 
and Outcomes 

! Op�mize promo�onal spend with trade spend analysis and be�er alignment of 
promo�on alloca�on, event and campaign calendar

! Drive op�mal assortment mix with be�er por�olio planning, demand-based store 
clustering and improved shelf space u�liza�on to unlock cross-sell/upsell 
opportunity for increased product profitability

! Enhance retail execu�on by ensuring in-store availability of products with predic�ve 
demand sensing at shelf level and trade loyalty analysis

! Drive enhanced customer engagement with intelligence on customer behaviour, 
trade receivables and retailer segmenta�on. Op�mize routes for on-ground 
salesforce to expand their coverage area

! Enhance trade performance with incisive sell in, sell out and sell through analysis 
and be�er sales forecas�ng to meet targets

!  across the Sales and Distribu�on value chain to Diagnos�c and Predic�ve Analy�cs
improve route-to-market effec�veness and op�mize working capital

!  ML algorithms leveraging deep learning and reusable Pre-built CPG-specific
technology components on Big Data pla�orms for real-�me analy�cs

!  with customer, business, demographic and social Integra�on of third-party data
data for hyper local demand insights 

!  including outlet performance repor�ng across Sales Pre-Call Prep Dashboards
(O�ake vs Sell-In), Assortment, Incen�ve Programs, Media Touchpoint Ac�va�on, 
etc. for improved field-force performance

Our Differen�ated 
Value Proposi�on

!  designed to uncover mul�-territory Trade Promo�on Pla�orm of Intelligence
dynamics with As-Is and As-Was Repor�ng, Snapshot KPIs, KPI Non-aggrega�on 
logics, Self-Serving Seman�c Model and more

!  to provide diagnos�c & ac�onable Enterprise Performance Management Model
intelligence framework to the sales func�on

!  to facilitate enlis�ng of must-have range and newly Distribu�on Drive Insights
launched products with visibility on incremental volume and consumer base.

! to reduce Out-of-stock (‘OOS’) through Suggested Order Sales Support Insights 
Quan�ty recommenda�ons and recommended price compliance with peer 
benchmarking

! to equip field sales representa�ves in driving Retail Retail Ac�va�on Insights 
Compliance and Performance against the incen�ve-based trade promo�on 
program

! to empower field reps in recommending stock for new products Hyper-local Insights 
at store, drive subscrip�on of relevant trade promo�ons and reduce shelf OOS

Pla�orm Features



Proven Track Record

About ITC Infotech
ITC Infotech is a leading global technology services and solu�ons provider, led by Business and Technology Consul�ng. ITC Infotech 
provides business-friendly solu�ons to help clients succeed and be future-ready, by seamlessly bringing together digital exper�se, 
strong industry-specific alliances, and the unique ability to leverage deep domain exper�se from ITC Group businesses. The company 
provides technology solu�ons and services to enterprises across industries such as Banking & Financial Services, Healthcare, 
Manufacturing, Consumer Goods, Travel and Hospitality, through a combina�on of tradi�onal and newer business models, as a long-
term sustainable partner.

ITC Infotech is a wholly-owned subsidiary of ITC Ltd, one of India’s foremost private sector companies and a leading mul�-business 
conglomerate. For more informa�on, please visit: www.itcinfotech.com

ITC Infotech designed and successfully implemented an Analy�cs Center of Excellence for a global CPG leader. The 
solu�on provided the client with trade promo�on analy�cs, op�miza�on, and accurate sales forecas�ng that enabled 
them to automate suggested order placement and helped improve the effec�veness of their sales representa�ves. 
This has helped the client with significant improvement in sales, cost reduc�on, elimina�on of fraudulent transac�ons 
and be�er stock management and control.

h�ps://www.mckinsey.com/business-func�ons/marke�ng-and-sales/our-insights/
how-analy�cs-can-drive-growth-in-consumer-packaged-goods-trade-promo�ons

h�ps://poins�tute.com/wp-content/uploads/2020/01/POIStateo�heIndustry-
Transforma�on2020-Final.pdf

h�ps://www2.deloi�e.com/content/dam/Deloi�e/de/Documents/consumer-
business/Trade_Promo�on_Op�miza�on_2020_Deloi�e.pdf

Improved 
sales 

8%

Cost saving 

13%

Loss reduced 

4%
Improvement in 

stock fill rates 

55%-88%

Order genera�on 
predic�on accuracy

85%
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