


P R I M A RY  O B J E C T I V E S :
�           Improve the e�ciency of the clients trade marketing processes leveraging the implementation of a new sales force 

automation system, and  

�           Integrate custom CPWerx platform with new SFA system to drive streamlined operations and improve e�ciencies and 
costs 

 

I N D U S T RY:

Consumer Products 

R E S O L U T I O N :
�           Clarkston Consulting collaborated with the Client on a full SFA system implementation, a signi�cant portion of which was 

characterized by: 

�           Business process redesign of their CPWerx DSD module; 

�          A customized DSD solution to meet Client’s unique requirements around the following functional areas: 

�           Order ful�llment 
�           Inventory management based on tax jurisdiction 
�           Checkbook management 
�           Invoicing 
�           Master data management 
�           Contract signing  
�           Audit trail of all DSD transactions  

 
 K E Y  B E N E F I TS :

�           A solid foundation for DSD, which will help facilitate future new product introductions; 

�           A new and innovative method to get products to market; 

�           A standardized DSD methodology, instead of “back of the napkin” calculations that were used prior to the CPWerx solution 

�           The ability to sign agreements/contracts, thus allowing the �eld users to sell product directly to retailers. 

�           The DSD module enables all 2,500 of the Client’s �eld users to perform DSD functions, whereas only a handful of 
employees performed DSD work previously. 

Consumer Products Case Study
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