
a single source of truth 
end-to-end solution 
for rebates, pricing 

and compliance

You Need To Walk 
Before You Can Run
Crawl, Walk, Run: Solving ECM 
pricing and incentive challenges 
step-by-step

Sources: EY, Deloitte, McKinsey, PwC (2023)

Your approach matters. Adjustments now can lead 
to the right path of possibilities. Learn more about 
developing a successful crawl, walk, run strategy.

Download the eBookDownload the eBook
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Crawl: Building the Foundation

Walk: Streamlining 
Complex Processes

Are your pricing and incentive 
processes ready to keep up with 

the perpetual evolutions of the 
high tech ECM industry? 

If your answer is ‘not yet,’ 
we have a strategy for that! 

Focus:

How do you drive behavior?

How do you drive revenue and control spend?

How do you price what you sell?

Focus: Move from manual processes 
and outdated technologies to 
prepare for growth

The right fundamental questions are key 
to understanding your starting point:

Run: Driving Strategic Growth  

The Power of Prediction

Focus: 

Goal: Gain 
control of basic 
transactional needs

IMPLEMENT OPTIMIZE 
time-consuming 

tasks and 
improve accuracy

STREAMLINE 
processes and 

increase incentive 
program 

e�ectiveness

Runners leverage predictive 
analytics to:

Optimize 
pricing 

strategies

Forecast 
demand

Anticipate 
market 
shifts

With a crawl, walk, run approach, you can 
upgrade your pricing and incentive systems.

of ECM companies still rely on 
manual financial processes54%

of ECM manufacturers who use 
automation software see a 20-30% 
increase in rebate revenue accuracy

62%

Goal: Provide transparency and accuracy to make 
smart decisions and eliminate revenue leakage

Move across multi-disciplinary processes 
and connect that with a focus on providing 
insights that shift you to a product mindset 
to innovate at a higher level.

Quickly access and trust your 
analytics and data science to 
leverage the past, review the 
present and adjust for the future.

Goal: Achieve market leadership 
through comprehensive AI-driven, 
real-time decision-making across 
all operations cohesively

Visibility Data-Driven Growth Scenario Planning

of companies utilizing clean data 
report faster decision-making 
and improved profitability 

76%

of predictive analytics users 
report a 30% improvement 
in forecasting accuracy

81%
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