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Winning the Deduction Battle: Strategies and Trends for 2026
By: Mya Corcoran, Business Development Specialist, IAB Solutions

Deduction management in 2026 looks very different than it did just a few years ago. Across the consumer 
packaged goods (CPG) industry, organizations are seeing increased deduction volume, accelerated claim 
generation driven by automation, greater documentation challenges, expanding compliance requirements, 
and heightened post-audit scrutiny.

As a result, the deduction environment has become faster, more complex, and less forgiving. Success now 
depends on speed, accuracy, and consistent execution across functions.

What’s Driving Deductions in 2026

Several key trends are reshaping how deductions are created, reviewed, and enforced across the retail 
landscape.

Automation and AI Acceleration

Retailers are increasingly leveraging automated systems to trigger deductions at scale. With less manual 
intervention, decisions are faster and more standardized, often leaving less room for exception handling. 
At the same time, AI-driven post-audits are expanding, identifying discrepancies well after transactions 
occur and introducing more complex claims.

Tighter Compliance and Expanding Requirements

Compliance programs are evolving beyond traditional On-Time In-Full (OTIF) metrics. Greater emphasis is 
being placed on data accuracy, labeling, packaging, and shipment execution. As requirements continue to 
expand, including emerging standards such as RFID and next-generation barcode initiatives, non-compli-
ance can lead to both operational disruptions and financial penalties.

Shorter Timelines and Automated Decisions

Dispute windows are becoming shorter, and digital portals are increasingly decisive in claim resolution. 
In many cases, incomplete or late documentation may result in automatic denials, while missed deadlines 
can lead to claims being closed without review. This places greater pressure on teams to act quickly and 
submit accurate, complete information.

External Pressures

Macroeconomic and operational factors are also contributing to deduction complexity. Pricing fluctua-
tions, shifting cost structures, and increased returns are driving higher volumes of price-related and un-
saleable claims. At the same time, new industry initiatives are introducing additional compliance require-
ments, increasing the risk of errors and associated deductions.

Retailer Trends to Watch

While approaches vary by organization, several common patterns are emerging across retailer systems 
and processes.
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Increasing Compliance Expectations

Many retailers are moving toward stricter compliance standards, where performance is closely tied to fi-
nancial outcomes. Even minor discrepancies in documentation or execution can trigger deductions, rein-
forcing the need for precision across order management, shipping, and data processes.

Evolving Systems and Workflows

Ongoing system updates and platform consolidations are changing how deductions are communicated, 
tracked, and disputed. These transitions can introduce temporary complexity, including evolving work-
flows, data inconsistencies, and new validation requirements.

Variable Data and Documentation Availability

The level of detail and supporting documentation provided with deductions can vary significantly by claim 
type and channel. This variability requires organizations to develop strong internal processes for intake, 
interpretation, and validation of deduction data.

Greater Reliance on Portals

Retailer portals are becoming the central hub for remittance, dispute management, and communication. 
These platforms require consistent monitoring and timely action to ensure disputes are addressed within 
required windows and recovery opportunities are not missed.

Prevention: The Highest ROI Strategy

In today’s environment, prevention has become the most effective way to reduce deduction volume and 
protect revenue. While not all deductions are avoidable, many stem from controllable issues such as data 
misalignment, process inconsistencies, and gaps in execution.

Purchase Order Validation

Many preventable deductions originate from discrepancies between purchase orders and execution. Early 
validation and clear communication, supported by time-stamped records, help ensure alignment and 
strengthen dispute positions.

Customer Requirements Management

Customer guidelines define expectations across routing, labeling, packaging, and shipping. Maintaining 
updated internal processes and ensuring consistent adherence are critical to minimizing compliance-relat-
ed deductions.

Compliance Tracking

Tracking performance against customer requirements enables teams to identify trends, monitor risk areas, 
and support disputes with documented evidence. Internal scorecards and structured reporting can im-
prove both visibility and outcomes.

Trade Contract Alignment

Clear definition and ongoing management of trade terms, including pricing, accruals, and promotional 
agreements, are essential. Regular audits and reconciliations help identify discrepancies and prevent inval-
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id or excessive deductions.

Automation vs. Expertise: Finding the Right Balance

Automation plays a central role in managing today’s deduction volume. It enables organizations to pro-
cess large amounts of data, apply rule-based validations, and streamline workflows.

However, automation is not sufficient on its own. Complex deductions often require context, judgment, 
and cross-functional coordination. These scenarios benefit from experienced professionals who can inter-
pret nuances, challenge assumptions, and pursue recovery opportunities.

High-performing organizations are adopting a balanced approach: leveraging automation for scale while 
relying on expertise for exception handling and strategy. This combination enables both efficiency and 
effectiveness.

Building a High-Performing Deduction Team

Strong deduction management is driven not just by tools, but by how teams operate.

High-performing teams typically focus on:
•	 Leveraging data and analytics to identify trends and root causes
•	 Aligning finance, sales, and supply chain functions
•	 Addressing underlying issues to reduce recurring deductions

Equally important is proactive communication. Many deduction drivers span multiple functions, making 
cross-functional collaboration essential to long-term improvement.

Conclusion: Winning the Deduction Battle

In a fast-moving, highly automated environment, success in deduction management comes down to con-
trol and consistency. The most effective organizations are not those disputing the most claims, but those 
preventing them in the first place.

When disputes do occur, outcomes depend on the strength of documentation, adherence to require-
ments, and the ability to act quickly. Clear records, aligned processes, and disciplined execution are critical 
to achieving favorable results.

Automation will continue to shape the future of deduction management, but it must be paired with over-
sight and expertise. Organizations that strike this balance by prioritizing prevention while maintaining 
strong recovery capabilities will be best positioned to protect revenue and reduce risk in 2026 and be-
yond.

Mya Corcoran is a Business Development Specialist at IAB Solutions. She works closely with 
CPG companies to understand their unique challenges and demonstrate how IAB can im-
prove and streamline their deductions processes. She is dedicated to helping organizations 
capture more revenue and improve their overall financial performance.

About the Author



-Practice professionally to maximum dollar 
recovery

-Carry a minimum of $300,000 surety bond 
coverage 

-Maintain separate trust accounts for collected 
funds

-Promptly remit funds 

-Submit to a financial and procedural review to 
ensure ongoing adherence to requirements

-Qualify for a Certificate of Accreditation and 
Compliance granted by an Independent 
Standards Board

-Adhere to a strict Code of Ethics

-Operate in business for a minimum of
 four (4) years

-Fulfill continuing education annually

-Engage a vetted field of creditors’ rights
 attorneys if necessary

-Certify individual collectors through
 Commercial Collection Training Institute 

Certification Counts!

For additional benefits and to learn more, please visit us at
www.commercialcollectionagenciesofamerica.com/member-directory/agency-members

 

That is why ALL of our members are 
certified for your protection. 

Commercial Collection Agencies of America is 
the ONLY collection industry association in 
which ALL agency members are certified!

https://www.commercialcollectionagenciesofamerica.com/member-directory/agency-members
https://www.commercialcollectionagenciesofamerica.com
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Uninvestable Cities 
By: Paul Hill, Founder and President of JSI Analytics

We have raised the issue previously regarding unrealized municipal bond risk in cities with excessive 
debt and deteriorating economies. We’ve also highlighted the credit risks related to doing business in 
these same cities. 

26 of the 30 largest municipalities in the US will experience a decline in tax and related revenues of at 
least 8% in 2026. These same cities have been running deficits since at least 2024. The issue of un-
funded pension and benefits liabilities are being exacerbated by near fiscal issues. 

There are numerous causes for the fiscal deterioration of the cities we describe. None more impactful 
than the loss of...

About the Authors

Paul Hill is a business economist, inventor/holder of multiple patents, developer of 
risk management tools and hedging strategies, Founder and President of JSI Analytics, 
Co-founder of EducateToCareer.org, and an undergrad of California State University at 
Northridge, 1989.

This article is only available to members of the Credit Research Foundation (CRF).

Interested in reading more? Join CRF to gain access to this and 
hundreds of other resources! CLICK HERE for membership information.

https://EducateToCareer.org
https://www.crfonline.org/membership/membership-levels-application/


3rd Party Commercial Collections
Specialized B2B recovery
with 70+ years of proven results

Your Local Firm with a Global Presence For:

Brian L. Mitteldorf, CEO

blm@cabcollects.com

818.990.4800

Karen Pollack, VP of Client Relations

kpollack@cabcollects.com

818.990.4800

www.cabcollects.com
4340 Fulton Avenue, Third Floor, Sherman Oaks, CA 91423

In-house Attorney Representation
11-attorney law firm

1st Party Receivables Management
Early-stage intervention to protect 
Client relationships

Library of Education
CCAofA-certified resources, webinars 
and industry intelligence

Bankruptcy Recovery Services
 Assess situations to classify and file proof of claim
 Resolve objections to proofs of claim
 Negotiate critical vendor status
 Defend preference actions

Excellence in 
Commercial Collections

Since 1954

https://www.cabcollects.com
https://www.cabcollects.com
mailto:blm%40cabcollects.com?subject=
mailto:kpollack%40cabcollects.com?subject=


The Role of the Credit Manager in a Difficult Sales Conversation
By: Chris Woodard, CMO and Co-Founder, Handle.com

By the time most credit managers are invited into a customer conversation, the difficult part has already 
happened. The order shipped. The terms were promised. The account is sixty days past due, the salesper-
son is frustrated, and the customer has gone quiet. Credit walks in to clean up a situation it had no hand in 
shaping, and predictably, it gets cast as the obstacle.

This is the reactive pattern that defines how many organizations use their credit function. Credit is the call 
you make once something has gone wrong: the late payment, the disputed invoice, the order that should 
never have been approved at those terms. In that role, the credit manager is set up to be the bad news. 
The deal has already been framed by sales, the customer has already formed expectations, and credit’s job 
is reduced to confirming or denying within a box someone else built.

The argument here is simple. The credit voice is most valuable...
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Chris Woodard is the CMO and Co-Founder of Handle.com.  Handle’s software powers the 
largest credit and finance teams in construction. Fortune 500 material suppliers and 
contractors trust Handle on a daily basis to provide their credit and collections depart-
ments with an end-to-end solution that saves their staff 10-12 hours per week.

About the Author

This article is only available to members of the Credit Research Foundation (CRF).

Interested in reading more? Join CRF to gain access to this and 
hundreds of other resources! CLICK HERE for membership information.

https://www.crfonline.org/membership/membership-levels-application/


https://handle.com
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Business Email Compromise Attempts Rose Sharply in 2025, Report Finds
By: Michael Kahn, Director, ACH Network Communications, Nacha

Business email compromise attempts soared last year, with nearly three-quarters of organizations report-
ing incidents, a new survey found.

According to the Association for Financial Professionals (AFP) 2026 Payments Fraud and Control Survey 
Report, 74% of organizations experienced BEC last year, up from 63% in 2024. And it said there’s a simple 
reason why. 

“Fraud via email continues to be prevalent because...

Michael W. Kahn is Nacha’s Director of ACH Network Communications. He has also 
worked in various capacities for The Associated Press, CBS, 1010-WINS, and other news 
organizations.

About the Author

This article is only available to members of the Credit Research Foundation (CRF).

Interested in reading more? Join CRF to gain access to this and 
hundreds of other resources! CLICK HERE for membership information.

https://www.crfonline.org/membership/membership-levels-application/
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Same Day ACH Per Payment Limit to Rise to $10 Million

Announced in April 2026, the Same Day ACH per payment limit will rise to $10 million under a Rule 
change approved by the Nacha membership. The increase takes effect September 17, 2027, and will 
be the third increase in the history of Same Day ACH.

Since its launch in 2016, Same Day ACH has seen sustained growth, driven in part by Rule changes 
that expanded its capabilities. The per payment limit increased from $25,000 to $100,000 in 2020, and 
to $1 million in 2022, which supported broader B2B and higher-value use cases. In 2024, Same Day 
ACH surpassed 1 billion annual payments. In 2025, there were 1.4 billion Same Day ACH payments, 
valued at $3.9 trillion.

News!
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Passport to Relief
How Distressed U.S. Companies Are Restructuring Abroad
By: Andrew Behlmann, Lowenstein Sandler LLP

If you were a CFO staring down a wall of unsecured notes maturing in eighteen months, would you auto-
matically reach for Chapter 11?  Increasingly, the answer is no.  A growing number of U.S. companies are 
heading to London, Toronto, or Amsterdam to fix specific aspects of their balance sheets, then coming 
home to have U.S. courts enforce the result.  This isn’t an exotic fringe tactic deployed only by offshore 
holding companies.  Fossil Group, a public company listed on the Nasdaq and based in Texas, blazed this 
trail with a Part 26A restructuring in the United Kingdom in late 2025.  Others have followed the same 
playbook in an assortment of other jurisdictions.  In an elevated interest rate environment and with signif-
icant corporate debt maturities on the horizon in 2026 through 2028, selective international restructurings 
of this type are likely to occur with increasing frequency.

The Surgical Strike

The primary appeal of foreign restructuring is...

Andrew Behlmann leverages his background in corporate finance and management to ap-
proach restructuring problems from a practical, results-oriented perspective. With a focus 
on building consensus among multiple parties that have competing priorities, Andrew is 
equally at home both in and out of the courtroom, and he has a track record of turning 
financial distress into positive business outcomes. Clients value his counsel in complex 
Chapter 11 cases, where he represents debtors, creditors’ committees, purchasers, and 
investors.

About the Author

This article is only available to members of the Credit Research Foundation (CRF).

Interested in reading more? Join CRF to gain access to this and 
hundreds of other resources! CLICK HERE for membership information.

https://www.crfonline.org/membership/membership-levels-application/
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The Aging Report Stopped Telling You What It Used To
By: Amanda Wilson, Senior Vice President of Sales, Billtrust

A customer you have carried for nine years, one who has never given your team a reason to worry, slides 
from net-30 to net-45 over two quarters, and then to net-50. Nothing else about the account changes; 
they still answer the phone, still place orders, and keep their disputes rare and legitimate. Your aging re-
port flags the drift, and the instinct your team has built over years says to tighten. In this cycle, that instinct 
may be exactly wrong.

For most of the last decade, a slow-paying customer meant one of a small number of things, and most of 
them were some flavor of trouble. That is no longer a safe assumption. The cost of money has changed 
the math on every balance sheet in your portfolio, and a growing share of the slow payment landing in 
your aging has nothing to do with distress and everything to do with...
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Amanda Wilson, Senior Vice President, Sales at Billtrust, is a SaaS subject matter expert 
and sales executive with over 15 years of experience in building relationships and driving 
tangible results for her clients in the accounts receivable space.

About the Author

This article is only available to members of the Credit Research Foundation (CRF).

Interested in reading more? Join CRF to gain access to this and 
hundreds of other resources! CLICK HERE for membership information.

https://www.crfonline.org/membership/membership-levels-application/
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The more organizations that contribute, the more robust and representative the results become, 
providing participants with meaningful benchmarks against peers, industry segments, and broader market trends. 

All information submitted will be kept strictly confidential and reported only in aggregate form.

Participate

https://www.surveymonkey.com/r/BD5ZHYP
https://www.surveymonkey.com/r/BD5ZHYP
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2026 Platinum Partners

The Credit Research Foundation is very fortunate
to receive support from our Platinum Partners.

Their contributions and collaborative efforts help the Foundation maintain
activities at the level at which our members have become accustomed.

While these firms and the services they provide are very familiar
to our members, you can learn more about them by clicking HERE.

The Commercial Collec�on Corp. of NY, Inc.
of New York

https://www.crfonline.org/about-us/platinum-partners/
https://www.fisglobal.com
https://www.alvarezandmarsal.com/
https://www.creditsafe.com/us/en.html
http://commercialcollectionagenciesofamerica.com/
https://www.experian.com/business-information/credit-management#contactForm
https://www.nacha.org/
https://www.retailstat.com
https://www.billtrust.com/
https://www.iabllc.com/
https://www.handle.com
https://www.quadient.com/
https://www.serrala.com
https://www.sidetrade.com
https://www.trustaltus.com/
https://www.cadex-solutions.com
https://www.commercialcollection.com/
https://dnb.com/risk-management
https://nuvo.com/
 https://www.bectran.com
https://www.debtregister.com
https://www.levelset.com
https://www.paywholesail.com
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2026 Friends of the Foundation

This group of attorney firms, in addition to their
intellectual contributions, has stepped forward to offer

financial support to the Foundation, for which CRF
and its members are very grateful.

https://www.kelleydrye.com/
http://www.pszjlaw.com/
https://www.lowenstein.com/
https://www.burkelaw.com/
https://makpc.com/
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