The hallmarks of organizational transformation along the Maturity Model
from TPM to RGM are integrated organizational functions and advanced
analytics driving forward-thinking decision-making.

An effective Global Revenue Management practice utilizes a common analytic framework that drives consistency and

scalability across markets. We will use the RGM Maturity Model below to provide a basis for our benchmarking analysis.

FOUNDATIONAL

Annual Spending
Management

BENEFITS

Annual performance mgmt.
Decentralized systems
Inconsistent pricing
Inefficient spending
Infrequent analytics

Sales teams serve in order
taker role with customers

DEVELOPING

Trade Promotion
Management

TPM system in place
Limited data integration
Customer segmentation
Some analytics available
Analysis done in silos
Limited integration of trade,
shopper, and eCommerce
activities

Developing Price Pack
Architecture

MANAGING

Advanced Spending
Management

Robust use of TPM

Strategic approach to
customer and product
segmentation

Analytics tools available
Cost-To-Serve Model used to
assess customer profitability
Customer & competitor
analysis, including
assortment contributions
and analysis

Elasticity & price pack
architecture drive marketing
& sales strategy

Sales Teams serve as
partners/advisor with
customers

OPTIMIZING

Analytical Revenue
Growth Management

Centralized management of
revenue growth across
brands, customers, and
consumers

Integration of channel and
consumer insights
Analytics woven into
customer planning process
including trade, shopper,
and eCommerce
Predictive analytics with
dedicated data scientists
Performance management
process to assess
performance against plan
Compensation and
incentives tied to profitability
strategies

Sales teams work with
customers for mutually
beneficial results
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