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Unilever Europe improves retail
execution and trade promotions
efficiency with IBM

Overview
 Customer Challenge
– Improve customer management
and reporting processes for sales
representatives across Europe.
– Maximise return from investments
in trade promotions.
 IBM Solution
– IBM Business Consulting
Services assisted in the design,
implementation and management
of a Europe-wide Siebel CRM
programme.
 Customer Benefit
– Improved communication
between sales representatives,
account managers and marketing
professionals to ensure agreements
with retailers are being honoured
in-store.
– Improved return on promotional
spend due to more targeted
promotions, wider customer
coverage, more precise volume
planning and tighter monitoring of
retail customer compliance.
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