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“POI research reflects that CPG leadership
can no longer use historical practices
to grow a profitable business due to
industry paradigm shifts. New strategy 
needs to be created & executed.”  
Pam Brown, CCO POI
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Sincerely,

Pam Brown

POI State of the Industry Report   
As with our previous surveys, the 2020 Promotion Optimization Institute (POI) TPx and Retail Execution 
Benchmarking Survey focused on the intersection of the people, processes, and technologies required to 
be a suitable collaboration partner in the promotion and distribution of consumer products. 

In 2019 POI shifted the State of the industry report from relaying tactical implementation tips to strategic 
leadership focal points. POI is evolving the report once again to better represent the state of our industry. 
POI is now providing a digitally visual document filled with the research you are used to, but in a more 
pleasing and digestible format. This report is sectioned into key capabilities and best practices so that you 
can select a section when you have 15 minutes to read or have an urgent need. We have also converted 
the document into PowerPoint, so your teams can insert the research and insights directly into their 
presentations. By delivering impactful thought leadership headlines on the best practices of highly 
effective CPG companies that are faster to read, relevant, and actionable, we hope to support your 
organization’s transformation in 2020.   

If you are investigating new solutions and want to know what’s possible in the TPx, RGM,
and RetX space, you can review capabilities and vendor offerings in the POI TPx and
Retail Execution Vendor Panoramas at http://poinstitute.com/about/poi-publications/.

Please don’t hesitate to reach out and connect on strategic or tactical aspects for which
you need support. Having led manufacturer sales teams, sales operations & strategy,
BI Analytics, IT projects across the global enterprise, and POI manufacturer, retailer and
vendor advisory, I have a unique background  to support your needs. At POI we also 
have a network of partners and can connect you with additional expertise as needed.  

Intellectual Property of POI, all rights reserved.

http://poinstitute.com/about/poi-publications/


Promotion Optimization Institute

State of  the Industry Survey & Report

Rationale behind the Survey:
POI seeks to serve its members by identifying strategic leadership focal points and streamlining critical 

leadership success factors on hot issues and emerging trends, while incorporating the 2020 

benchmarking survey results. We look at both the successes and challenges in the promotion and 

distribution of consumer products and then analyze them at global events and through written 

research, share groups, webinars, and advisory services. The focal areas of this survey were selected 

based on the summation of our beliefs about where the challenges exist today and a desire to 

socialize the topics and recommendations with industry leadership.  

*Note that while most companies in the survey are constant year-over-year, the responders can 

change from one year to the next, influencing the research data.  

Intellectual Property of POI, all rights reserved.

Attribution of the POI Survey Results and Report:
In seeking to serve our members, we have included a non-PDF version of the report on our site.  

https://poinstitute.com/about/poi-publications/

This will enable your organization to utilize the report content with ease.  When report information is 

used, it is critical for you & your organization to attribute POI and the POI 2020 State of the Industry 

report for the research and industry insights utilized.

https://poinstitute.com/about/poi-publications/
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Strategic Revenue Growth 

Management (SRM)

http://bit.ly/POI_2020_SOIreport

For the full POI State of the Industry Report:

http://bit.ly/POI_2020_SOIreport


7 Best Practices of  Highly Effective

CPG Organizations 

Disclaimer: Headlines are not FDA approved and may cause dizziness, fatigue, 
body soreness, and the need for a long vacation. But, do not worry.  POI has additional
resources: summits, research, share groups, leadership engagements (TLC), and more
to help guide you through the industry change that is taking place.  
The POI State of the Industry Report headlines should be considered a catalyst for 
additional thought and discussion. POI and our partners are committed to helping you
guide your organization to success. Again, the key is to begin the journey.

& What Steps They Are Taking to Move 

to the Next Generation of  Holistic 

Enterprise Planning 

Intellectual Property of POI, all rights reserved.



Enterprise Data Ownership & Management
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4

Strategic Revenue Growth Management 

3

Explore Emerging Capabilities

6 Change Transformation & Management
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Execution is Everything

5

1

FOUNDATION:
Leadership, 

Strategy, 

Vision, and

Commitment

7 Best Practices of  Highly Effective
CPG Organizations 

Upskill Talent and Capabilities

These 7 areas are not the only CPG best practice strategies. POI will delve into additional 
areas of excellence as we release more State of the Industry white papers in 2020.

Intellectual Property of POI, all rights reserved.



2. Strategic Revenue Growth Management  

RGM governs at the center of the 
organization, working closely with 

functions such as brand 
management, finance, and sales to 
develop and implement strategies.  
The ultimate goal is transforming 

the siloed functions into an ongoing 
streamlined effort of balance 

across the Enterprise

The RGM planning diligence and 

profit focus has transformed 

episodic, once a year planning into 

an ongoing and dynamic planning 

practice deeply rooted in    

advanced analytics.  

RGM teams drive a holistic enterprise approach.

Imagine: 
An organization aligned and focused on growing revenue through 
a balanced portfolio and delivering on the enterprises’ strategic 
priorities with each action executed.    

Intellectual Property of POI, all rights reserved.



How is Your Organization Approaching Revenue Growth 
Management?  (Please choose all that apply)

2019 POI State of the 
Industry Survey 

Respondents Stated:

Advancing practices, diving deeper optimized 
promotion, pricing, and pack growth analysis

Adding tools or analytical capabilities to 
support new RGM processes

Company hasn’t started yet

New titles, yet using the same 
processes, tools, and people

Same approach, nothing has changed

46% (0)

35% (+7)

Adding RGM personnel to support 28% (+6)

25% (0)

19% (0)

8% (0)

If your company is looking to build or advance RGM capabilities, join us at the Global POI 
Summits poinstitute.com/events/ to connect and dive deeper on the topic. 

Intellectual Property of POI, all rights reserved.



Proper allocation, planning, and monitoring of trade spend is critical.  
CPG companies spend between 11% and 27+% of revenues on Trade Promotions, which is 
often the second largest expense on the P&L, after cost of goods sold.

When POI survey respondents were asked what 
percentage of their company’s annual revenue they spend 
on trade promotions, 22% (-4) spend between 11-15% and 
49% (-11) spend less than 20%. In addition, 51% (+12) of 
respondent companies are spending upwards of 20% with 
9% (-5) spending over 27% in trade. 

RGM teams work with Sales teams to optimize pricing and 
promotions at an account level to maximize ROI. 
27% (-3) of respondents noted that RGM teams are
owners of the post event ROI analysis. Centralized
HQ team ownership of 29% grew by 17%, and Sales 
ownership is currently 20% (+3).

RGM Teams Help to Shift the Focus & Drive Efficiency: 

❖ Achieving more efficient volume through trade
❖ Reducing administrative burden and maximizing cross-functional work & insights
❖ Providing account teams with capabilities & practices to sell smarter 

Intellectual Property of POI, all rights reserved.
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POI State of the Industry survey respondents noted the most 
common KPI’s to measure promotion success are:                  
ROI- incremental profit, incremental volume, incremental 
revenue, incremental gross dollar sales, and dollar profit per 
incremental case. 

With the criticality of trade effectiveness, one can understand 
why more companies are investing in Revenue Management 
organizations. 73% (+5) of POI survey 

respondents noted the 
amount of time that the 
entire process of creating a 
promotional plan from 
budgeting to execution to 
settlement is highly 
burdensome for the 
organization.

RGM contributions to 
reduce planning burden is 
highly welcome amongst 
commercial teams. 

KPI’s to Measure Promotion Success: 

Intellectual Property of POI, all rights reserved.
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POI Resources to Support Your Organization



When registering, be sure to reserve your place at specific 

peer connect sessions and deep dive workshops  

http://bit.ly/POISpringSummit2019. Contact Joanie at 

jhampto@p-o-i.org. 

POI Transformational Leadership Council: A change-

oriented community of business and technology leaders 

activating strategy and transformation (invitation only).

Included with CPG and Retailer registrations are 2 pre-

conference  workshops to engage CPG’s and Retailers 

around the latest growth areas including RGM or Trade 

Optimization across physical and digital commerce.  

POI Lightning Talk Sessions – The point of each lightning 

talk is not to give a detailed talk but rather to present briefly 

the latest and most interesting technological advancements. 

POI and CMS Full-Day RGM Share Group for Executives

Next meeting: April 2020 More Information and Join Here

European companies and divisions advance their go to 

market, RGM, promotion, and retail execution strategies for 

profitable growth 

Best practices for the Canadian retail environment, solving 

unique challenges when creating and executing strategies for 

planning, executing, and achieving promotional ROI and 

sustainable growth https://poinstitute.com/events/

POI Summit opportunities…beyond the amazing 

networking and connections:  

Delivering an RGM, TPx, and Analytics agenda 

developed with an immediate ROI for attendees

Upcoming 2020 POI Summits

https://poinstitute.com/events/

Advance RGM, 

promotion, TPX, 

analytics and retail 

execution strategies 

for profitable growth

https://poinstitute.com/events/
Intellectual Property of 
POI, all rights reserved.

http://bit.ly/POISpringSummit2019
mailto:jhampto@p-o-i.org
http://r20.rs6.net/tn.jsp?f=001SEhDek-HvWcv1XTStZ-EB3KDoineFVg636m4kRs0Pjc74p0BDSh5qACmN5PIylEysNGbeYs4H3zZiwgF5MPJxaWu12ckmUo_xKlXc51xvGbI2PHqCoL1PNZNmlsOVcTWIECUqMW96ia-THnMERk47E5DRgdORBnt3PBtBmVcSQVxtysLMcBnycNKV6At30Ble297Ao1uXvZC3M_b6FkmvJl42hK3StcxUvz-4Ci09qnu2ahEwkS04v7_9QY-ZUpby_h6nlIIeHcxOfujdOa3kvmOUxeDD2GVeRhmCtMfr2DpxC-Lky9dmg2j4GUcFJYoLz40DaPMjq80VMhOYG_zuu6KUde78Dx3lWMYRfSuF_94ur4FC5XkglEfdgMA1W6tVB6Hds08AN2gieAyXbc6bLKQty4Yt9NnQlsmQZ6DkIzvIHu3P8QNF0hmJV5lV7935JApeYzkJyWjIrj1TfaMOA==&c=DYx__J6ZlK94AFGjrpe_oSf02cn4CdSq0S2W5GiqjajkzHRr6Gudhg==&ch=HQuQ2eKEPr1zN8vUbHZ9jXraj3Ht2th5WClhNx2v7vd3BcbGkDJu1g==
https://poinstitute.com/events/
http://bit.ly/POIChicago2020Summit
https://poinstitute.com/events/
https://poinstitute.com/events/
https://poinstitute.com/events/
https://poinstitute.com/events/
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Continue to Strengthen Connections 

POI RGM Share Group

Next Connect:  POI Chicago Summit



In 2019 we added 
U.S., Canadian & European
Manufacturer Share Groups

• Peer Connection 

• Insight into Best 
Practices  & Trends

• Peer Benchmarking

• Opportunities for 
Collaboration

• Resources

Future Connects:
Europe  Mar 12th, June 18th

U.S./Canada  Mar 13th, June 19th

Strengthening Connections and Support

Intellectual Property of POI, all rights reserved.



Transformation Support

Manufacturer & Retailer Advisory 

POI Advisory supports the manufacturer & retailer 
front-end project development, so organizations
can move to faster decision making and execution

to deliver the organization’s strategic priorities

Projects: Strategy Development, Transformation Planning, 
RFP Development & Execution, Systems & Process Project 
Planning, Organizational Structure, Change Management, 

Efficiency & Effectiveness, Strategy & Roadmaps,
Communication & Socialization Plans

Intellectual Property of POI, all rights reserved.



Upskill Talent & Strengthen Capabilities 

POI Certified Collaborative Marketer Program

Intellectual Property of POI, all rights reserved.



Survey Methodology

Based on multi-year survey results, POI analyzes the data, which is known as a longitudinal 

study. It isn’t perfect because respondents change, or sometimes they aren’t able to take the 

survey in subsequent years. Nevertheless, this actually provides a richer look at the market 

because, across the four years included in this study, we have been able to:

• Maintain consistency in survey respondents over the years. POI is engaged with several 

dozen people who continue to be at the same companies and have provided ongoing 

survey input from 2015-2020. This is one element of the longitudinal analysis.

• Continually track progress at 42 of the same companies that took the 2015/2016 survey. 

This provides company continuity over time.

• Bring in 39 new companies this year to lend a perspective to what we found last year. In 

some cases, the results are quite similar, and in other cases we noted the beginning of a 

trend. 

This document makes descriptive reference to trademarks that may be owned by others.
The use of such trademarks herein is not an assertion of ownership of such trademarks
by POI and is not intended to represent or imply the existence of an association
between POI and the lawful owners of such trademarks.

Intellectual Property of POI, all rights reserved.



Location of Corporate HQ Company Annual Revenue

Descriptive Study & Participant Statistics

Survey Respondent
Area of Responsibility

Intellectual Property of POI, all rights reserved.



About the Author - Pam Brown
As Chief Commercial Officer, Pam creates and executes POI strategy, 
research, advisory, plus elevates practices and CPG and Retailer 
relationships.

Prior to joining POI, Pam was the Director of IT Governance for Del 
Monte Foods. In her role she led IT Governance and the PMO. In her 
previous role as the Director of Sales Operations, she led: Sales 
Strategy & Operations, Sales Systems and BI Analytics. She drove 
collaborative solutions and change across the organization based on 
corporate strategy and with the support of cross functional 
partnerships.
cat

Prior to joining Del Monte, Pam worked for Unilever and quickly 
progressed through numerous sales positions of increasing 
responsibility. She then joined Kayser-Roth and became the Western 
Division Sales Director for all Retail CPG business west of the 
Mississippi. Pam has 28 years of Sales & Systems experience and 
demonstrates a passion for creating a competitive advantage through 
high-performing teams. Pam earned her BA in Business 
Administration from the University of California at Riverside.

She also serves in a broad array of community and industry leadership 
roles, including the Network of Executive Women & Deloitte Advisory 
– Women to Watch Program.  

Outside the industry, she is a wife of 27 years, mother of three 
children, globally award winning children’s author, and coaches youth 
soccer.  

pambrown@p-o-i.org Intellectual Property of POI, all rights reserved.
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About the Promotion Optimization Institute
POI brings together manufacturers, retailers, solution providers, analysts, academics, 

and other industry leaders with the specific objective of collaboratively improving the 

promotion and distribution of consumer goods. Members of POI share cross-

functional best practices in both structured and informal settings. Additionally, 

members benefit through our industry alliances, the Certified Collaborative Marketer 

(CCM)™ program, share groups, and industry-leading summits around the globe. POI 

aims to instill a financial and metrics-based discipline not typically found with other 

trade groups. The goal of our innovative approach is collaborative promotion 

optimization. The focus is on the customer/shopper through sales, marketing, and 

merchandising strategies. Our POI executive advisory boards keep us apprised of 

industry needs and help us provide desired outcomes for members, sponsors, and 

academia. For more information visit: www.poinstitute.com or contact:

Michael Kantor Founder & CEO Promotion Optimization Institute (POI) 914-319-7309 

mkantor@p-o-i.org

Pam Brown, Partner & CCO Promotion Optimization Institute (POI) 707-332-0450 

pambrown@p-o-i.org

Intellectual Property of POI, all rights reserved.
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