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ROADMAP

 Struggling to increase sales of other products against both domestic and
international competitors.
Majority of trade investment is dedicated to customer-run promotions
Lacking tangible actions to take to customers
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CHALLENGES

Leveraging our Radar tool we were able to quantify unconditional trade spend that
could be re-allocated to drive strategic outcomes with customers. We re-designed
the client’s pricing and trade terms frameworks, providing recommendations on
how conditionality should be classified within the market so all account teams are
working from a consistent definition.

SOLUTIONS

At a glance
Client: An operating company of a global brewer
that imports bottled beers from the Netherlands
seeks the opportunity to re-design trade terms to
improve market share and revenue.

Objective: Grow sales across wider product offering
and reduce dependency on one particular SKU.

BENEFITS

Integrated the data from multiple sources across the business
into one place – Acumen Radar™ 

SEEING CLEARLY

Using Acumen Radar™ we were able to calculate the
potential price exposure between likely customer
consolidation scenarios in a couple of clicks 

WORKING SMARTER

By harnessing the tools’ route-to-market functionalities we
were able to generate accurate P&Ls for customers supplied
through a mix of direct and indirect distribution. This
granularity had not been possible before.  

Collecting customer investment in a consistent format across
accounts, with a clear definition of conditionality, provided a
transparent view of which investments were working vs non-
working, and which investments had clear conditions attached 

ADDITIONAL

17%
Level of trade investment that was
unconditional and invisible to the

customer that could be used more
strategically to drive revenue 

78%
% of investments that are

conditional in nature but are not
enforced nor strictly complied by

customers 

₩570m
Exposure risk based on 2 potential
customer consolidation and price

alignment scenarios VISBLE

Tangible Outcomes:

Additional Benefits:

Radar Implementation

Identified opportunity to increase the strategic role of
unconditional trade terms that were not shared with
customers but were rewarding them for volume

Through the analysis we identified specific products where
pricing was outside of pricing corridors, and needed to be
adjusted


