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GUIDE



This guide introduces the product you have purchased and prepares you to use it with confidence.
It explains the foundations of your program, the data you will provide, and what to expect
when you first log in.

Your Customer Success Manager and Engagement Manager will be your partners throughout
onboarding, helping you get set up and guiding you through next steps.

By the end of this guide, you will feel confident about:

Welcome to MAP Intelligence.

Introduction
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The scope of your MAP Intelligence program and how it is defined.• 

The type of data you will provide and why it matters.• 

What to expect when you first log in and explore the dashboard.• 



MAP Intelligence reflects the needs of your business. Your program scope is fully customized so the
platform tracks the products, sellers, and domains that matter most to you.

After your scope is finalized with your Engagement Manager, MAP Intelligence starts gathering
data so you can see violations and updates in real time. 

Your scope includes:

Data Collection and Program Scope
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Product Catalog
The SKUs you provide form the foundation of your program. Standard details include product
name, SKU, brand, MSRP, and MAP price. You can also add custom columns for any additional
attributes you want tracked in the application.

• 

Sellers
A list of your authorized sellers along with their contact information.

• 

Domains
The retailers where your products are available and monitored.

• 

Once your template is validated and uploaded, MAP Intelligence begins monitoring. The platform
collects data from the domains you have chosen and compares observed prices to your MAP values.

Data Collection and Crawls

Crawl Frequency 

Data is refreshed at the
frequency set during
onboarding with your
Engagement Manager.
This may be daily, weekly,
or more frequent
depending on your
agreement.

Unauthorized Sellers

Any seller not provided
on your list is treated as
unauthorized, giving you
visibility into the broader
market.

Ongoing Updates
 
If products are retired or
added, your Engagement
Customer Success
Manager will guide you
through updating your
catalog, often on a
quarterly basis.



Providing this information upfront helps ensure your program launches smoothly and gives your
Engagement Manager the details needed to fine-tune your monitoring scope.
 *Wiser MAP customers not applicable.

During onboarding, you will receive a template to organize the information needed to set up your
program. This file ensures your products and sellers are captured correctly so the system can begin
monitoring with accuracy.
Your Engagement Manager will work with you to review and validate the file before it is imported.
You do not need to prepare every detail alone. The goal is to give us a starting point and confirm
that all the key data is in place. Fields shown in blue in the spreadsheet are optional.

The template has four tabs:

Getting Started with Your Template*
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Legend
A quick reference guide we provide you
that explains each column along with
notes about if they are required, how
they are used and other information.

Vendor List

Information about your sellers, 
including contact details and whether
they are authorized or unauthorized.

SKU or Material Syntax

Any rules or naming patterns that apply
to your SKUs, such as suffixes that
indicate finishes or product variations.

SKU List

A detailed list of your products,
including identifiers like SKU, UPC,
brand, MSRP, and MAP price.



Violations
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Violations tab

Filters

Reporting

You can view violations by seller to see which partners are creating issues, or by product to see
which SKUs are most at risk. 

• 

This is where you will spend most of your time. The Violations tab shows you where MAP rules
are being broken and provides the evidence to confirm it.

• 

For reporting, you can export violations instantly or schedule automated reports to arrive daily or
weekly. 

• 

These reports can be customized with your choice of filters, columns, and recipients so the right
people see the right data.

• 

Filters allow you to focus on authorized or unauthorized sellers, domains, or categories. • 

You can also adjust columns to make the view work best for you.• 

Navigating The Dashboard

When you first log in, you will see three main tabs. Each tab gives you a different way to view and
understand your MAP program.

• 



The Products & Promotions tab brings product-level monitoring and promotional activity together.

Products & Promotions
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Products

Promotions

In the Products section, you can see how compliance looks across the SKUs included in your
contract. This helps you spot trends in problem categories or products.

• 

In the Promotions section, you can upload a promo MAP file using the provided spreadsheet
template.

• 

The system will validate your file, flag any conflicts, and let you track promotions through their
lifecycle from scheduled to running to ended. This ensures temporary exceptions are managed
clearly and consistently. 

• 



The Sellers tab gives you a complete view of who is selling your products. 

Sellers
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It shows both authorized and unauthorized sellers, with parent and child sellers grouped
under a primary name when needed.

• 

This view makes it easy to see which sellers are consistently compliant and which ones require
closer attention. 

• 

Combined with the ability to export and schedule reports, the Sellers tab helps you align follow-
ups with the right partners and internal teams.

• 



    TRUST THE PROOF

    PAY ATTENTION TO “NEW” VERSUS “EXISTING” VIOLATIONS

As you begin using MAP Intelligence, remember that you do not need to learn everything at once.
Start by exploring each tab and noticing how they fit together. 

H̀ere are a few practices that can help you get the most out of your first sessions:

Considerations Going Forward

M A P  I N T E L L I G E N C E  O N B O A R D I N G  G U I D EW I S E R . C O M

Violations are backed by a screenshot
and timestamp, so you can rely on the
evidence without doing extra validation
yourself. 

• 

Use new violations to focus on the most
recent activity, while keeping active
violations in mind for persistent
problems. 

• 

This allows you to move faster when
reviewing violations and builds
confidence when sharing findings with
others.

• 

This balance helps you prioritize what to
act on immediately versus what requires
longer-term follow-up.

• 



    USE FILTERS AND COLUMNS TO MAKE THE DASHBOARD YOUR OWN

    AUTOMATE DISTRIBUTION

By starting with these practices, you will get comfortable with the rhythm of the product and build
confidence in how the data supports your MAP strategy. 

Your Customer Success Manager will walk you through training and deeper features, but by
reading this guide and exploring the dashboard you will already have the context to get started
with confidence.

Considerations Going Forward
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Customize your view early so it matches
your role. 

• 

Filters let you zero in on the sellers,
categories, or domains that matter
most. 

• 

Scheduled exports save time and reduce
manual effort.

• 

Set up daily or weekly reports with the
right filters and recipients so your team
gets the information they need
automatically. 

• 

Your column and filter choices are saved
for your user profile, so each time you
return you will see the layout you prefer.

• 

This is especially helpful when different
teammates own different sellers or
categories.

• 
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We’re excited to support your 
MAP compliance strategy every step of the way.

MAP Intelligence is designed to make MAP monitoring clear, reliable, and actionable from the start.

With your product catalog in place, your sellers defined, and data collection underway, you will
quickly gain visibility into violations and trends that matter to your business.

Your Customer Success Manager and Engagement Manager are here to support you at every step,
whether that is refining your scope, validating updates, or answering questions as you explore the
platform. By using the practices in this guide and spending time in the dashboard, you will build
confidence in the data and see how MAP Intelligence helps you protect your brand and maintain
strong relationships across your channels.

Conclusion



Thank You
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