
Profitable Revenue Growth with best 
in class RGM and TPM capabilities
In 2022 we conducted the 2nd edition of our Revenue Management study with CPG leaders. 
The study confirmed FMCG’s commitment to volume, revenue and profitability growth, 
their intention to increase their trade investments across multiple commercial levers 
and channels and the need to take a holistic aproach to balance the impact of multiple 
commercial levers on the P&L.

As FMCG’s equip themselves to deliver profitable revenue growth, their ambition is to deliver
enterprise-scale actionable revenue management practice with best-in-class intelligent TPM
and RGM capabilities.

The top three ambitions FMCG companies plan to invest in the future

of companies want to scale 
existing TPM solutions across 
business units and/or regions.

of companies want to invest to 
embed AI-driven analytics into 
existing processes and tools.

of companies want to 
deliver integrated RGM and 
TPx process management.
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Top barriers to revenue management success
While ambitions are high, FMCGs acknowledge the multiple challenges they face to 
digitalize their commercial processes and empower their teams with strategic mindset 
and capabilities to drive holistic revenue management.

Where are you in your journey?
Wherever you are in your journey, we can help you. Kantar XTEL combines state-of-the-
art technology, deep industry expertise, data management and consulting capabilities. 
A holisitic Revenue Management suite supports your CPG business journey for value 
realisation and profitable revenue growth.

1 in 2 FMCG companies believe they have better 
equipped their commercial teams with TPM 
processes and tools over the last months, but 
almost half indicate that most aspects of TPM are 
still time consuming and labor intensive.

The majority of FMCG’s still rely on excel-based 
analytics and business intelligence systems to 
deliver insights on RGM levers and need to invest 
in systems and in upskilling their organisation to 
successfully embed revenue management in 
daily practice.

45%
Of companies indicate 
that most aspects of 
TPM are highly time 
consuming and/or 
require a lot of effort, 
just as they did last 
year.

One out of two
companies indicate 
people skills and 
capabilities as the first 
barrier to RGM 
success.

One out of two
companies indicate 
technology and tools 
as the second top 
barrier to RGM 
success.
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