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Case study
Background

A leading cosmetic manufacturing and distribution company had requested 
KPMG in India to conduct a review of its order to cash process.

Company 
ABC

Employee of 
Company A

Channel 
Partner PQR

Wholesaler 
XYZ

Higher sales recorded to PQR

Unauthorised increase in 
sales order quantity for 

PQR in the system

1

2

Material actually sold to XYZ 
at deep discounts and cash 
received by employee of the 

company

3

Sales were not allowed to 
wholesalers as per company policies

Sales made to XYZ were 
recorded by PQR under fictitious 

customers in the Distributor 
Management System (DMS) and 

wrongly claimed higher 
discounts/ schemes from ABC

4

Collusion between employee and 
PQR and excess scheme benefits 

which were claimed from ABC 
were shared between them
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