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3rd Party 
management 
& optimization 
model

~ 8 weeks

We create tailored third-
party relationship models 
that ensure effective 
partner management, 
performance tracking, and 
win-win / mutual growth 
acceleration.

Acceleration Modules Our approach

Customer Pain Points
Poorly managed 3rd parities with limited visibility of their segmentation 
and service levels have staled the indirect model requiring a strategic 
overhaul.

▪ Revision of current 3rd party relationship model by distributor type (3P 
segment) and suggestions for improvement

▪ Ideal gross-to-net and distributor compensation system analyzing on-
invoice, off-invoice discounts (including pay-for-performance) and other 
commercial conditions

▪ In depth look at organization requirement for success 3rd party 
management

Detailed insight into the distributors structure and costs to find areas 
for improvement and improve visibility of their actions in the market

Deliverables

▪ Sell-out database

▪ Sell-in database (with profitability)

▪ Access to detailed financial and 
operational information of the 3rd party

▪ Routes data (sales, distribution)

▪ 1-on-1 interviews

▪ Operations observations 

▪ Time motion studies

Internal data & 3rd Party provided

Key Inputs

▪ Combination of internal data, 
external data and field research

▪ Construction of details P&L per 
3rd party or segment

▪ Optimization of structure and 
terms to reach company 
objectives

P&L Development and 
Optimization

Methodology

Example  

Distributor cost-
per-case analysis
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