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POI Vendor Panorama Results — Ferrero User Survey — “"How
"You are satisfied with your ability satisfied are you with BluePlanner

to manage trade promotions” to [manage your promotions]”
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trade promaotions financial post-event integrated business  joint business modelling and
administration controlling analysis planning planning optimization
(TPA) (020) (PEA) (IBP) (JBP) (TPO)
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thank you! any questions?

user quotes:

“one stop shop to view promotion effectiveness”

"I like that it is intuitive, fast and user friendly. it saves a ot of time

"my favorite feature is that BluePlanner ties all of our current systems together and is user friendly”
“uplift of promotions as well as cannibalization affect as it allows us to understand the impact & risk”

"volume forecasting with history and ability to sync actuals in terms of shipments AND consumption”

"ROV/impact reports can allow us to dig deeper into our spend”
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