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Food Service Trade Promotions 
Performance: Can Companies Improve? 

 
Fast Facts 

√ 71% of food service 
manufacturers indicate that 
they have overspent on their 
trade promotion, thus 
increasing their total cost of 
promotions versus last year 

√ In response to the challenges 
of the food service 
ecosystem, 64% of food 
service manufacturers are 
adopting an integrated 
approach to trade 
promotions by reducing the 
traditional dependence on 
disparate and legacy trade 
promotion modules that lack 
reporting, evaluation, and 
analysis. 

According to the data from the September, 2007 Aberdeen Group Trade 
Promotion Management (TPM) Benchmark Report, 71% of food service 
manufacturers have overspent on their trade promotions in the last 
financial year leading to a year-over-year increase in total cost of 
promotions. Food service manufacturers have revealed that execution 
inconsistencies and lack of process management around promotion 
planning and analysis are the primary reasons for their fiscal irresponsibility.   

Complexities Facing Food Service Companies 
Food service manufacturers are struggling to meet their fiscal objectives 
related to trade promotions. Our data shows that food service 
manufacturers are dealing with a complex process of trade promotion 
planning and execution. Other pressures include: the need to increase trade 
spend to improve food and beverage product consumption at the food 
operator or retailer-level, and the inability to respond to the changing 
patterns of trade promotions demand (Figure 1).  

Figure 1: Planning and Demand Response Pressures 
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Sector Definition 

Respondents include food and 
beverage manufacturers, 
distributors, and retailers or 
food service operators 

√ 75% of food service 
respondents actively 
participate in the trade 
promotion process 

√ 15% of all food service 
companies fell into the Best-
in-Class criteria 

Source: Aberdeen Group, 2007 

State of the Food Service Ecosystem  
The food service trade promotion ecosystem includes: food or beverage 
service manufacturers, distribution companies, brokers, and operators or 
retailers. The food service manufacturers plan product promotions and 
volume requirements for food service operators such as restaurants, hotels, 
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“One of challenges is how 
to manage trade 
promotions effectively 
without adequate reporting 
and analytics. The next step 
to complete our trade 
promotion profile is to add 
a strong analytics capability. 
This is the only way for us 
to have complete control 
retail demand and plan 
effective promotions.” 

~ Director, Operations, 
Large U.S. based Food 
Service Manufacturer 

cafés, commissaries, and supermarket / grocery retailers. The food 
distribution companies and brokers act as intermediaries in the process of 
delivering the products and related promotions to the operators or 
retailers. According to our data, this ecosystem has acquired process 
complexities. Food service companies are 3.5-times more likely than Best-
in-Class to overspend on product promotions and product push tactics due 
to lack of an assured flow of products and promotions from the distributor 
level to food service operators or retailers. The reasons for the lack of an 
assured flow to the retail-level are: 

• Ineffective promotion planning and execution due to under-
utilization of demand data at the manufacturer and distributor level 

• Low adoption of predictive analytics-based capabilities for 
promotion program forecasting and event evaluation at the 
manufacturer and distributor level 

Process Capabilities Improve Trade Promotion 
Performance  
The current usage of trade promotion process capabilities that support the 
integrated TPM approach of food service companies is low when compared 
to 60% of Best-in-Class companies (Figure 2). The ability of food service 
companies to implement profitable trade promotion plans is dependent on 
effective demand shaping at the unit level, use of predictive analytics in trade 
promotion and volume planning, and real or near-real time data utilization 
for evaluation and analysis. It is evident from the planned (12-month) 
adoption in Figure 2, food service companies are increasingly cognizant of 
the fact that internal process capabilities are required for responding 
effectively to food operator or retailer demand. These process 
improvements can help these companies to reduce their excessive 
dependence on food distributors to push the product to the shelf.  

Figure 2: Process Capabilities to Support Trade Promotions 
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Best-in-Class Criteria 

√ The criteria for calculating 
Best-in-Class performance 
are: process measures – 
forecast accuracy, financial 
measures – trade 
overspends, and quality 
measures – category sales 
uplift and margin uplift 

Source: Aberdeen Group, 2007 
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Integrated TPM Strategy Can Solve Ecosystem 
Complexity 
The foremost objective for food service manufacturers is proactive 
promotion planning and timely product distribution to the retailer or the 
food service operator shelf.  In response to the challenges related to the 
complexities of the food service ecosystem, 64% of food service 
manufacturers have indicated that they are adopting an integrated approach 
to trade promotions by reducing the traditional dependence on disparate 
and legacy trade promotion modules that lack reporting, evaluation, and 
analysis. (Note: An integrated approach to managing an end-to-end trade 
promotion cycle includes promotion planning, negotiations, retail execution, 
deduction management, evaluation, and analysis.) 

According to our data, 40% of all food service companies that are adopting 
an integrated approach consider reporting, evaluation, and analysis an 
integral part of improving trade promotion performance management at the 
distributor and food service operator level. This approach can ensure 
optimized flow of products and promotions, and predict the patterns trade 
fund spending. In other words, an integrated TPM approach would enable 
food service companies to build an internal process to focus on meeting 
food operator or retailer demand in a timely manner and forecast trade 
promotion plans accurately.   

Conclusion 
The traditional trade promotion model of food service companies is not 
deriving optimum promotional returns as is apparent from the fact that 71% 
of companies have spent excessive trade dollars when compared to their 
annual budgeted thresholds. The food service ecosystem can change for the 
better if these companies develop the integrated trade promotion approach 
by inducting reporting, evaluation, and analysis modules. These modules 
must consist of demand management and predictive analytics capabilities 
which can improve trade promotion performance management of 
manufacturers. The benefits of such an approach are that food service 
companies can minimize the risks associated with the cost escalation of 
trade promotion programs. Ultimately, the trade promotion process can be 
improved if the partners in the food service ecosystem consciously decide 
to develop the reporting, evaluation, and analysis modules that are an 
inseparable part of integrated trade promotion approach. 

Vendor Landscape 
Best-of-breed, enterprise, and consulting service providers that offer 
integrated trade promotion solutions for the food service industry are listed 
below: 

• Hitachi Consulting: This company provides strategy, process, and 
technology consulting services for food service manufacturers, 
distributors, and all other consumer product group companies. 
Trade promotion management is one of the several solutions that 
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Hitachi provides for companies seeking enablement of strategies 
around manufacturer and food service process management. Hitachi 
partners with several solution providers that consist of pure-play 
and enterprise-level expertise for trade promotion spend 
management, planning, execution, and analysis including SAP, IRM 
Corp., Vendavo, Synectics Group, and Instill.   

• IRM Corporation: This solution provider has pure play strengths 
in providing business intelligence, predictive analytics, and 
promotion management solutions. They complement the integrated 
approach to trade promotions due to the domain expertise in 
providing business intelligence, analytics, trade spend, and 
promotion management for food and beverage manufacturers and 
distribution companies. The solution enables companies to analyze, 
track, and manage resources for optimizing food service 
manufacturer, distributor, and operator processes. 

• Blacksmith Applications:  This solution provider offers sales 
reporting, analytics, trade promotion contract management, and 
spend management solutions for the food service industry. This 
pure play company provides tools to food service companies for 
managing contracts, controlling trade spending, and apply business 
intelligence to existing TPM processes. 

• Instill: This solution provider offers trade spending management, 
promotion management, customer and supplier reporting, as well as 
compliance modules for food service manufacturers, operators, and 
distributors.  

• SAP: This enterprise solution provider offers integrated trade 
promotion solutions for food service and consumer product 
companies including volume planning, negotiations, retail / food 
service operator execution, execution, and analysis. SAP’s reselling 
and consulting partners include: Vendavo, Vistex, Hitachi 
Consulting, and IBM. 

• Vendavo: This company provides price and margin management 
solutions for consumer product and food service companies. SAP 
resells Vendavo’s price and margin management solution. Typically, 
price and margin management can be bundled into the overall trade 
promotions management strategy of companies as both price and 
margin processes are integral parts of promotion planning, 
execution, and analysis. 

• Vistex: This solution provider is an SAP partner. Their incentives 
and payback module falls under the deduction and spend 
management portion of an integrated trade promotion management 
solution. This solution enables food service and consumer product 
companies to better manage rebates, chargeback, billbacks, and 
incentive compensation. 

For more information on this or other research topics, please visit 
www.aberdeen.com. 

http://www.aberdeen.com/


Trade Promotions & Food Service 
Page 5 

 

 

© 2007 Aberdeen Group, Inc. Telephone: 617 723 7890 
www.aberdeen.com 050407 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Related Research 
Trade Promotions Benchmark Report; 
March 2004 

Perfect Promotion Planning to Product 
Profit; February 2007 

Authors: Sahir Anand, Research Analyst, Retail (sahir.anand@aberdeen.com) 
Nari Viswanathan, Research Director, Supply Chain (nari.viswanathan@aberdeen.com

Founded in 1988, Aberdeen Group is the technology- driven research destination of choice for the global business 
executive. Aberdeen Group has over 100,000 research members in over 36 countries around the world that both 
participate in and direct the most comprehensive technology-driven value chain research in the market. Through its 
continued fact-based research, benchmarking, and actionable analysis, Aberdeen Group offers global business and 
technology executives a unique mix of actionable research, KPIs, tools, and services. 
This document is the result of research performed by Aberdeen Group. Aberdeen Group believes its findings are 
objective and represent the best analysis available at the time of publication.  Unless otherwise noted, the entire 
contents of this publication are copyrighted by Aberdeen Group, Inc. and may not be reproduced, stored in a retrieval 
system, or transmitted in any form or by any means without prior written consent by Aberdeen Group, Inc.  

http://www.aberdeen.com/summary/report/benchmark/TradePromotionsRpt2004.asp
http://www.aberdeen.com/summary/report/research_briefs/4325-RB-promotion-planning.asp
http://www.aberdeen.com/summary/report/research_briefs/4325-RB-promotion-planning.asp
mailto:sahir.anand@aberdeen.com
mailto:nari.viswanathan@aberdeen.com


<<
  /ASCII85EncodePages false
  /AllowTransparency false
  /AutoPositionEPSFiles true
  /AutoRotatePages /None
  /Binding /Left
  /CalGrayProfile (Dot Gain 20%)
  /CalRGBProfile (sRGB IEC61966-2.1)
  /CalCMYKProfile (U.S. Web Coated \050SWOP\051 v2)
  /sRGBProfile (sRGB IEC61966-2.1)
  /CannotEmbedFontPolicy /Error
  /CompatibilityLevel 1.4
  /CompressObjects /Tags
  /CompressPages true
  /ConvertImagesToIndexed true
  /PassThroughJPEGImages true
  /CreateJDFFile false
  /CreateJobTicket false
  /DefaultRenderingIntent /Default
  /DetectBlends true
  /DetectCurves 0.0000
  /ColorConversionStrategy /CMYK
  /DoThumbnails false
  /EmbedAllFonts true
  /EmbedOpenType false
  /ParseICCProfilesInComments true
  /EmbedJobOptions true
  /DSCReportingLevel 0
  /EmitDSCWarnings false
  /EndPage -1
  /ImageMemory 1048576
  /LockDistillerParams false
  /MaxSubsetPct 100
  /Optimize true
  /OPM 1
  /ParseDSCComments true
  /ParseDSCCommentsForDocInfo true
  /PreserveCopyPage true
  /PreserveDICMYKValues true
  /PreserveEPSInfo true
  /PreserveFlatness true
  /PreserveHalftoneInfo false
  /PreserveOPIComments true
  /PreserveOverprintSettings true
  /StartPage 1
  /SubsetFonts true
  /TransferFunctionInfo /Apply
  /UCRandBGInfo /Preserve
  /UsePrologue false
  /ColorSettingsFile ()
  /AlwaysEmbed [ true
  ]
  /NeverEmbed [ true
  ]
  /AntiAliasColorImages false
  /CropColorImages true
  /ColorImageMinResolution 300
  /ColorImageMinResolutionPolicy /OK
  /DownsampleColorImages true
  /ColorImageDownsampleType /Bicubic
  /ColorImageResolution 300
  /ColorImageDepth -1
  /ColorImageMinDownsampleDepth 1
  /ColorImageDownsampleThreshold 1.50000
  /EncodeColorImages true
  /ColorImageFilter /DCTEncode
  /AutoFilterColorImages true
  /ColorImageAutoFilterStrategy /JPEG
  /ColorACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /ColorImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000ColorACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000ColorImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasGrayImages false
  /CropGrayImages true
  /GrayImageMinResolution 300
  /GrayImageMinResolutionPolicy /OK
  /DownsampleGrayImages true
  /GrayImageDownsampleType /Bicubic
  /GrayImageResolution 300
  /GrayImageDepth -1
  /GrayImageMinDownsampleDepth 2
  /GrayImageDownsampleThreshold 1.50000
  /EncodeGrayImages true
  /GrayImageFilter /DCTEncode
  /AutoFilterGrayImages true
  /GrayImageAutoFilterStrategy /JPEG
  /GrayACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /GrayImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000GrayACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000GrayImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasMonoImages false
  /CropMonoImages true
  /MonoImageMinResolution 1200
  /MonoImageMinResolutionPolicy /OK
  /DownsampleMonoImages true
  /MonoImageDownsampleType /Bicubic
  /MonoImageResolution 1200
  /MonoImageDepth -1
  /MonoImageDownsampleThreshold 1.50000
  /EncodeMonoImages true
  /MonoImageFilter /CCITTFaxEncode
  /MonoImageDict <<
    /K -1
  >>
  /AllowPSXObjects false
  /CheckCompliance [
    /None
  ]
  /PDFX1aCheck false
  /PDFX3Check false
  /PDFXCompliantPDFOnly false
  /PDFXNoTrimBoxError true
  /PDFXTrimBoxToMediaBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXSetBleedBoxToMediaBox true
  /PDFXBleedBoxToTrimBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXOutputIntentProfile ()
  /PDFXOutputConditionIdentifier ()
  /PDFXOutputCondition ()
  /PDFXRegistryName ()
  /PDFXTrapped /False

  /Description <<
    /CHS <FEFF4f7f75288fd94e9b8bbe5b9a521b5efa7684002000410064006f006200650020005000440046002065876863900275284e8e9ad88d2891cf76845370524d53705237300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c676562535f00521b5efa768400200050004400460020658768633002>
    /CHT <FEFF4f7f752890194e9b8a2d7f6e5efa7acb7684002000410064006f006200650020005000440046002065874ef69069752865bc9ad854c18cea76845370524d5370523786557406300260a853ef4ee54f7f75280020004100630072006f0062006100740020548c002000410064006f00620065002000520065006100640065007200200035002e003000204ee553ca66f49ad87248672c4f86958b555f5df25efa7acb76840020005000440046002065874ef63002>
    /DAN <>
    /DEU <>
    /ESP <>
    /FRA <>
    /ITA <>
    /JPN <FEFF9ad854c18cea306a30d730ea30d730ec30b951fa529b7528002000410064006f0062006500200050004400460020658766f8306e4f5c6210306b4f7f75283057307e305930023053306e8a2d5b9a30674f5c62103055308c305f0020005000440046002030d530a130a430eb306f3001004100630072006f0062006100740020304a30883073002000410064006f00620065002000520065006100640065007200200035002e003000204ee5964d3067958b304f30533068304c3067304d307e305930023053306e8a2d5b9a306b306f30d530a930f330c8306e57cb30818fbc307f304c5fc59808306730593002>
    /KOR <FEFFc7740020c124c815c7440020c0acc6a9d558c5ec0020ace0d488c9c80020c2dcd5d80020c778c1c4c5d00020ac00c7a50020c801d569d55c002000410064006f0062006500200050004400460020bb38c11cb97c0020c791c131d569b2c8b2e4002e0020c774b807ac8c0020c791c131b41c00200050004400460020bb38c11cb2940020004100630072006f0062006100740020bc0f002000410064006f00620065002000520065006100640065007200200035002e00300020c774c0c1c5d0c11c0020c5f40020c2180020c788c2b5b2c8b2e4002e>
    /NLD (Gebruik deze instellingen om Adobe PDF-documenten te maken die zijn geoptimaliseerd voor prepress-afdrukken van hoge kwaliteit. De gemaakte PDF-documenten kunnen worden geopend met Acrobat en Adobe Reader 5.0 en hoger.)
    /NOR <>
    /PTB <>
    /SUO <>
    /SVE <>
    /ENU (Use these settings to create Adobe PDF documents best suited for high-quality prepress printing.  Created PDF documents can be opened with Acrobat and Adobe Reader 5.0 and later.)
  >>
  /Namespace [
    (Adobe)
    (Common)
    (1.0)
  ]
  /OtherNamespaces [
    <<
      /AsReaderSpreads false
      /CropImagesToFrames true
      /ErrorControl /WarnAndContinue
      /FlattenerIgnoreSpreadOverrides false
      /IncludeGuidesGrids false
      /IncludeNonPrinting false
      /IncludeSlug false
      /Namespace [
        (Adobe)
        (InDesign)
        (4.0)
      ]
      /OmitPlacedBitmaps false
      /OmitPlacedEPS false
      /OmitPlacedPDF false
      /SimulateOverprint /Legacy
    >>
    <<
      /AddBleedMarks false
      /AddColorBars false
      /AddCropMarks false
      /AddPageInfo false
      /AddRegMarks false
      /ConvertColors /ConvertToCMYK
      /DestinationProfileName ()
      /DestinationProfileSelector /DocumentCMYK
      /Downsample16BitImages true
      /FlattenerPreset <<
        /PresetSelector /MediumResolution
      >>
      /FormElements false
      /GenerateStructure false
      /IncludeBookmarks false
      /IncludeHyperlinks false
      /IncludeInteractive false
      /IncludeLayers false
      /IncludeProfiles false
      /MultimediaHandling /UseObjectSettings
      /Namespace [
        (Adobe)
        (CreativeSuite)
        (2.0)
      ]
      /PDFXOutputIntentProfileSelector /DocumentCMYK
      /PreserveEditing true
      /UntaggedCMYKHandling /LeaveUntagged
      /UntaggedRGBHandling /UseDocumentProfile
      /UseDocumentBleed false
    >>
  ]
>> setdistillerparams
<<
  /HWResolution [2400 2400]
  /PageSize [612.000 792.000]
>> setpagedevice


