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For much of the first year of the partnership, the focus was on setting up a solid foundation:
streamlining processes, getting deductions handled and organized, and entering all
promotions and contracts. While it wasn't easy to gather all of the necessary
documentation and data — and adapt to new processes — the team committed and knew it

was necessary for longer-term success.

“It was a learning curve for everyone, especially the brokers and our sales team,” Mariell
Cereno, Trade Marketing analyst at Marukan, recalled. “All of a sudden, I'm now asking

them for the contracts since | need to track them.”

Mariell wasn’t doing it alone, however. She had the Promomash team there every step of

the way to help make her job easier.

"When they saw me entering promotions individually, one
by one, they were like, 'there's a faster way to do that.' |
would have spent all those hours trying to load in all the
promotions one by one. The support from the
Promomash team is top notch’



Leveraging Crisp Data

The integration of Crisp data into Promomash has further enhanced Marukan’s capabilities.
The sales and shipment data from its largest accounts feed daily into Promomash and is
integrated into trade and sales analytics reporting. This ensures that key metrics such as
sales lift and promoted sales are delivered in real-time, refreshed daily. It also eliminates

the need for manual data collection from multiple, less user-friendly portals.




ROI, Insights and Opportunities

Once the foundation was set and processes in place, the Marukan team was working smarter —
tracking all of their deductions, trade spend and promotions in Promomash. With deduction
management processes well established, Promomash is more than paying for itself. In 2024

alone, invalid deductions recovered equaled over 120% of the cost of service for the year.

mwe Marukan team also began to see an interesting pattern
in how their promotions performed: they discovered that
TPRs (temporary price reductions) that ran with ads have a
2-3x higher sales lift compared to TPRs without ads. J

“For one account we had, we did four TPRs in 2024. Two of those TPRs had ads, and two did
not,” recalls Mariell. “For the two that didn't have an ad, we gave a much higher discount but

still the lift didn’t reach our 20 percent target. Whereas for the TPRs that had the ad, we saw a

46 percent lift in one period and 68 percent lift in another.”




The team seized on this learning and applied it to their planning for 2025, relying solely on the

data and insights in Promomash to inform and improve on promotional plans.

“We've lowered our budgets for TPRs in 2025 and have instructed our brokers to get ads
wherever possible, while lowering the TPR discounts,” said Mariell. “We're looking at 2025
plans and realizing that even after lowering our budget, we're seeing a lot of savings, so we're

excited to see what 2025 brings as we actualize the plan.”

Throughout the plan year, at least quarterly, Mariell explained, the Marukan team relies heavily
on the ability to compare planned expenses against actuals and “latest estimate,” which
factors in pending deductions and accruals. Following this process gave accounting more
confidence in the numbers, helped to raise red flags in a timely manner, and minimized

surprises from unexpected variances.

By managing deductions, trade promotions and spend systematically in Promomash, the
Marukan team is seeing positive results from their promotional activity, recouping costs, saving
on trade spend, and ultimately increasing promoted sales. Over the previous 52-week period,

promoted sales went from the 12-15% range to consistently 20-25% of total sales.
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LESTIE Seen So Far

Since adopting Promomash, Marukan has observed remarkable improvements:

I EERERESEI R InleEled Promoted sales now account for 20-25% of total sales,

compared to just 12-15% in prior years.

SOEIVERHOIBA streamlined deductions process has resulted in recovered invalid

deductions exceeding 120% of the cost of Promomash in 2024.

DEIESRIV I Reliinir4 el By leveraging the sales lift insights provided by Promomash

+ Crisp, Marukan was able to able to plan smarter for 2025 with reduced spend and

increased expected lift.

Ololsitilonk I N=Ri @A The Promomash platform, deduction services, and Crisp data

integration have all reduced labor hours spent on managing data, promotions, and

reconciling deductions.




Next Steps with Promomash

Looking ahead, Marukan plans to deepen its use of Promomash by focusing on profitability
analysis and looking at P&L by customer to understand how individual accounts contribute

to the overall business.

@rukan’sjoumey with Promomash exemplifies how a
robust trade promotion management tool can transform
operational efficiency, reduce costs, and drive sales
growth. J

However, this transformation was not an overnight success. It reflects Marukan’s

commitment to a continuous improvement journey in trade management.

With this ongoing commitment to improvement, Marukan is well-positioned to maximize the

capabilities provided by Promomash and achieve even greater results in the years ahead.
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Learn More

Want to see how Promomash + Crisp can put
your brand on a path to better cash flow,
profitability and growth?

Visit or scan the QR code below.




