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Different teams, different focus

Sales

Corporate

Regional

Account

Marketing Finance

We have to have a more 
comprehensive strategy than 
just issuing list price…How are 
we thinking about innovation and 
growing premium

Our main priorities have to be 
share and operating profits…We 
are making a tough choice in 
making trade investments to keep 
those both on track

The real issue is our lack of 
investments in core brand-building 
activities…we need to get back to 
our roots

We have taken cost reduction 
across most of the P&L…We have 
to start looking at what we can do 
to reduce our trade rate

Our key competitor is making 
investments across the board…
I don’t like it but we have to follow 
the suit

I built the plan based on repeating
last year’s trade rates, but we are 
over budget and need to pull back.

The competition has given a last 
minute aggressive deal…We  will 
lose the dealer if we don’t invest 
and I need an answer in an hour

I have to find a way to increase 
account-specific marketing plans so 
that we have to rely less on trade

How can we justify negative EBIT 
investments, even at key accounts? 
We have to have control on trade 
spend 
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Bringing the stakeholders together

Digital Trade 
Promotions

Finance Team

Sales TeamMarketing Team

Customers
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Digitising trade promotions

Definition Approvals Communication Calculation Settlement

Create Schemes using 
dimensions and parameters
across customers, products, 

periods and regions

Multi level approvals 
based on regional, sales 
and product management 

hierarchy

Communicate effectively 
through

• Mail, 
• SMS and 
• Web Portal

Define provisions and 
calculate payouts based 
on the objectives and 
constraints defined

Settle claims quickly 
and provide real time 

update to channel 
partners for their claims. 

Other key components of the 
solution
• Annual Operating Plan
• Financial Provisions
• Exception Handling
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Dimensions

Parameters

Design your own trade promotions

• Annual
• Quarterly
• Monthly
• Specific period

• Business 
group

• Sku group
• Specific sku

• Country 
• Region
• State

• All channels
• Select channels
• Customer type
• Customer

Channel Markets

ProductPeriod

Scheme mode
• Primary sales
• Secondary sales

Scheme type
• Quantity/value
• Distribution parameters
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High level solution landscape

Scheme 
Announcement

Product Price

Sales 
Transactions

Scheme Communication

Web portalE-mail

Payout 
Processing

Scheme 
definition 

Masters & transaction Flow

Centralized  Product & Price

Primary Transactions

DMS Scheme ManagementCommunication ERP

ERP Integration Points
• Product master

• Price master

• Primary scheme 
settlement

Scheme 
Settlement

Annual 
Operating Plan

DMS System Mobile App

Scheme 
Approvals

DMS Integration Points
• Channel partner master

• Price master

• Sales transactions

• Secondary scheme 
settlement

Scheme Management Solution ERP System

Inventory 
Information

Secondary 
Payments

Dealer 
Master

Dealer 
Attributes

Secondary 
Sales 

Transaction

Distribution Management 
System
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Solution architecture

Microsoft Power Platform and Azure

Channel Partners
• Enroll for schemes
• Check scheme status
• Check payout details

• Scheme definition
• Scheme payouts
• Scheme exceptions
• Annual operating plans

• Scheme approvals
• Scheme communication

• Data repository
• Scheme calculation

• Dashboards & reportingPowerBI

Outlook
• Auto notifications/emails
• Approve/reject via email
• Auto reminders

Partner Portal

• Customer (Partner) 
master

• Product & product 
hierarchy

• Pricing & margins
• Sales periods
• Customer sales 

Users 
• Sales team
• Marketing team
• Product team
• Finance team
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Technical architecture

Primary/Secondary 
sales

Masters

Sales

Scheme def.

Scheme
Engine

Masters Scheme def.

Azure Db

External systems

User 
Interface

Power BI 
reporting

Azure 
blobADF
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Drive insights, plan better
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