
Cooking up deals or disasters?
The muscle in the marketplace
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1 Assess opportunity
A National Account Manager meets with an operator to negotiate a new deviated pricing 
program. The deal sounds reasonable, but how does it affect his margins and sales goals? 

Create contract
The salespeople create their contracts, gathering data 
from disparate sources as best they can. Who can they 
call for clarification at 2am? Will the deal be profitable?

2 Get approval
The clock is ticking. A sales director faces ten 
contracts in her inbox. What criteria will she use? 
In the days it takes her to approve programs, will 
the competition slip ahead of her team?

3�

Communicate Program 
Six e-mails, four faxes and one 
footrace to the customer later…all 
stakeholders have been informed 
of the program. Or have they? Will 
the program get executed?

4�

Record contract 
Contract Administrators manually key 
programs into ERP/back office 
systems. How much do you pay for 
data entry of redundant information?

5
Manage billbacks
Distributors and operators make purchases and mail 
you the green-bar reports to prove it. Your team wastes 
hours manually “weighing” data from disparate 
sources. Is payout REALLY accurate? How long will 
your distributors wait before deducting?

6Analyze effectiveness
Management faces untimely report generation 
that compares apples to oranges. When you 
“weigh” program and enterprise success, can 
you really plan for effective deployment of 
resources and strategic initiatives?

7

A Field Rep meets with a local distributor 
to discuss the distributor’s sheltered 
income program. Unaware of the NAM’s 
program, how can he avoid double-dipping 
and ensure “big picture” profitability? 
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BLACKSMITH APPLICATIONS
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Pro t: 30% gross 
margin. Deal OK.

Meets criteria A,B,C.

There’s a new 
contract:

Product, price, and 
program con rmed.

Payment OK.

STRATEGY

•  Tactic 1
•  Tactic 2
•  Goals
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My analysis shows we’ve 
increased margins by 20%...

OK$

I can 
process this 
in minutes!

I can offer $1 
per pound for 
12 months. 
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8%? We can do 
that on all street 

business!
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ContractContract

Great! I’ll 
meet you 
tomorrow 
at 9am.

How does 
3pm sound?

CONTRACT
       DESKGreat! Let’s keep 

it going in Q2!
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pro t

1 COMPETE: calculate the opportunity
Gain the power to automatically calculate the impact of proposed programs. Informed salespeople 
know how and where to guide relationships to increase program pro tability and sales productivity.

SIMPLIFY: centralize program
creation and management 
Create programs using a consistent library of 
customizable templates with 24/7 access to 
contract data. Reduce your administrative time 
and expense to increase customer face-time. 
Sales aren’t made in front of a computer. 

2 EMPOWER: speed program approval 
Automatically route requests based on approval 
levels. Decision-makers access requests from any 
browser. They employ consistent approval criteria 
to make quick, pro table decisions that keep 
your team one step ahead of the competition. 

3� EXECUTE: effectively 
communicate programs 
Keep everyone up-to-date and 
aligned. New programs and 
updates are automatically 
e-mailed or faxed to customers 
and are electronically delivered 
to “dashboards” of all internal 
stakeholders. An informed team 
executes quickly and effectively 
and identi es new customer 
opportunities.

4�

AUTOMATE: eliminate redundant data entry 
Leverage our powerful and secure web-based solution to 
integrate and deliver consolidated program, purchase history, 
and billback data enterprise-wide, 24/7. Pay your people to 
think and act, not type. 

5VALIDATE: verify billbacks line-by-line   
Whether you receive billbacks in electronic or paper-
based format, enable easy, complete line-by-line 
validation to process payments quickly and gain visibility 
into program success rates. No more weigh-and-pay and 
no more spot-checking. 

6WIN & GROW: generate meaningful reports  
Need to assess your success across regions, products and 
customers? Our solutions keep your data consolidated and 
constantly up-to-date while helping you compare apples to 
apples. Accurate, timely reporting helps you effectively 
allocate resources, budget, and plan new strategies. 

7

AUTOMATIC 
NOTIFICATION

Blacksmith crafts powerful tools for the foodservice industry.
Give us a call and we'll show you how you can execute, compete, win, and grow your profits.

866-572-9299
www.blacksmithapps.com

When your people have the tools they need to compete, you maximize your organization’s productivity, pro tability, and potential. Blacksmith Applications 
forges easy-to-use tools designed to increase the effectiveness and pro tability of your distributor and operator programs throughout their lifecycle:

Healthier deals, healthier organizations: solutions for contract management 

Your operator and distributor relationships are your company’s bread and butter. Are they nourishing your success or consuming your time, resources 
and returns? Today’s contract and program lifecycle is fraught with blind decision-making, wasted energy, and a lack of competitive tools:


