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Consultant at Total Negotiation

Exposing the reality of where RGM
teams are right now



TotalNegotiation Group

Epic Growth Exchange

Exposing the reality of where teams are right now



We transform our
client’s commercial
outcomes through
capability development
and consultancy support

Category &
Channel
Strategy

Negotiation
Strategy

The Complete
Commercial
Conversation

Revenue
Growth
Management

TotalNegotiationGroup
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MY RGM ROLE

PILOT TOOLS
PROJECTS & PROCESSES

TNG






1. UNDERSTAND YOUR AUDIENCE

TNG






2. MAKE IT RELEVANT

TNG



3. MAKE IT ACCESSABLE

Brilliant
BasIcs
eLearning

Learning Themes

Promotion Strategy is a Team effort
Whilst CSP will marshal the strategy, it requires inputs from
most business functions induding Finonce & Morketing

Deliver the Year, Every Year
Promotions evolve over time. you need to embed o promotion
manegement into both your IBP to SEOP processes

Build a Triple Win selling story
Winning strategies need to have ciear Shopper look of success
that delivers for the Retailer and Unilever

Execute with Excellence

How we execute is has one of the biagest impacts on RO!
outcomes so we need to ensure we are across the execution
detait
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On the Job Formal
experience Interventions




The Forgetting Curve
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4. MAKE IT REPEATABLE




your audience

' 1. Understand

3. Make it

-'| 4. Make it

TNG




