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PROMOTION PLANNING

Control demand by good promotion planning

PROMOTION PLANNING supports
the management of sales promotions
as part of the forecasting process and
helps assessing the impact of such
initiatives on sales volumes, turnover,
and margins.

Discounts, special offers, and
marketing campaigns are the tools
used by companies to stimulate
distributor and final customer
purchases, to put special emphasis on
products in assortment and to launch
new ones.

Through a better use of promotions, the company can
control and direct the demand profile in keeping with its own
production capacity and margin objectives.

Correctly evaluating a campaign,
determining what impact it will
have on demand and turnover,

and deciding which products to
promote via which channels requires
the simultaneous consideration of
multiple factors.

PROMOTION PLANNING rapidly
makes such an evaluation possible
while reducing the risk of error and
improving company results.

FUNCTIONS

@ identification of the impact of promotional
initiatives on past sales. From an analysis
of historic data, it determines the net
effect of the promotion and evaluates
the margin

@ obtaining historic sales data “cleaned”
from the effect of promotions as a basis
for statistical forecasts

e cataloguing of different types of
promotional initiatives and their effects

@ application of different types
of promotions to statistical forecasting
and evaluation of their impact on future
volumes, turnover and margins

@ bidirectional coordination of promotional
activities with the Supply Chain

BENEFITS

@ improved reactivity to demand induced
by promotions thanks to more accurate
forecasting

@ increased capacity to govern and influence
demand, improving and adapting its
profile with respect to production capacity
and available resources

@ better control over promotional activities

@ reduction of stock-outs and stock-overs,
situations of excess capacity or lack
of materials during promotions
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More specifically, the initial statistical
forecast cleaned from the effects

of promotions is the baseline for
users, who can apply the effects

of various types of initiatives and
events (trade fairs, discounts,
advertising supplements, preferential
positioning, price changes). Different
types of sales promotions may be
developed from past profiles and
modified as necessary to obtain a
forecast that demonstrates the effect
of such initiatives on future sales
and margins. The solution offers the
user simulation functions to compare
the effect of different types of
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promotions on sales as well as their
potential application on alternative
products or markets in different
periods.

PROMOTION PLANNING therefore
helps planners to make the best
decision concerning the allocation
of resources to these initiatives and
to select the best strategy to achieve
the expected result.

Moreover, through a better use

of promotions, the company can
control and direct the demand
profile in keeping with its own
production capacity and margin
objectives.

Algorithms

Algorithms for the cleaning of past data and the identification of patterns for
different types of promotions.

Methods for selecting
Best Promotional
Patterns

Help identifying the best promotional pattern for existing products/markets or for
new products/markets according to statistical analogies with past patterns.

Multi-product
and multi-channel
planning

Promotion and event planning on more articles, sales and market channels.

Simulations
plan.

Simulation capabilities, to evaluate alternatives and determine the best promotion
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