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Introduction 
 

Evolving technology is reshaping the way 

distribution companies respond to challenges. 

For many these challenges are not new and 

have been rearing their ugly heads for many, 

many years. Increasing competition from ‘big 

box’ players, customer demand for faster 

shipping and better information, finding and 

keeping the best talent for your company’s 

growth are among the most-often cited 

challenges faced by distributors nationwide. 

All three of these areas point not towards 

disruption, although that is certainly in the mix, 

but to opportunity - opportunities for growth, 

development, and profits. No matter how the 

distribution industry changes, companies still 

need goods moved from one place to another 

quickly and efficiently. 

Although there are multiple profits to uncover 

with right reporting, in this paper, we’ll examine 

the three most common facing distributors 

today. We will share practical and real-life 

examples of how we have helped our clients 

overcome these challenges to get measurable 

results. We’ll also talk about the use of 

technology, reporting and how systems can be 

used for maximum operational efficiency and 

intelligence. 

Technology and Distribution 
 

Technology continues to be the lynchpin of 

change through the distribution industry. 

Companies that do not embrace the latest 

technological changes are companies that will 

be left behind as other, savvier distributors 

embrace them. Among the technological 

solutions that are changing warehousing and 

distribution are: 

 

 

• Mobile access. People are increasingly 

working from their homes, cars, 

customers’ workplaces, you name it. A 

mobile workforce is the norm rather than 

the exception. Companies need and 

demand mobile technology that travels 

with them. 

• Cloud systems. Connect through web-

based interfaces to power significantly 

bigger, better infrastructures than 

companies can afford and use on their 

own. 

• Enterprise Resource Planning (ERP) 

systems. One system integrating many 

processes including accounting, finance, 

logistics, inventory, and CRM. 

Among these technologies, ERP offers the 

lowest barriers to entry for most distribution 

companies. Cloud-based ERP provides a 

robust system at a reasonable cost with 

great scalability. It can also help you 

address the challenges typical of today’s 

growing, evolving distribution company. 

  



 

 

 

Three Challenges Facing 
Distributors Now 
 

Increased competition, rising prices, and finding 

and keeping the best employees are a few of the 

challenges facing distribution companies today.  

Let’s examine the top challenges facing 

distribution companies and how several 

companies overcame these challenges to 

increase profits and productivity. 

Challenge: High sales team turnover. 
 

According to the Harvard Business Review, as 

quoted in Modern Distribution Magazine 

(MDM)1, 27% turnover isn’t unusual. But why 

are turnover rates for sales team members 

among distribution companies so high? 

The biggest reason we have found is a lack of 

transparency, especially in sales and 

commission data. Salespeople work hard and 

expect to be compensated fairly for their work. If 

they cannot see their commission rates and 

sales averages, they begin to question whether 

the company is tracking their work accurately. 

That, in turn, leads to losing trust between sales 

team members and the distribution company. 

Some distribution companies are still using 

manual data entry systems to update 

commission information. This takes considerable 

time and is prone to mistakes.  

Spreadsheets, for example, are notoriously 

difficult to work with. One wrong entry can throw 

the entire tally off and create incorrect or 

incomplete commission reports for all. It can 

also delay commission reports and checks. 

                                                             
1 https://www.mdm.com/blogs/4-economy/post/37907-why-

sales-force-turnover-is-a-major-problem-and-what-to-do-about-it  

 
Solution: Cloud-based, mobile sales entry 
 

To reduce turnover among your salespeople, 

increase trust and visibility of their sales data. 

An automated sales system linked to a CRM 

and ERP system can provide both the control 

management needs over sales data and the 

access sales people crave. 

An example of how 

one Distribution 

company was able to 

improve trust and 

reduce time delays 

with commission 

reports is RJ Star. 

RJ Star, a 

Minnesota-based producer of cleaning and 

detailing supplies for the automotive industry, 

employs six salespeople who call on customers, 

take orders, and deliver products. This company 

came to Mindover Software with several issues 

including the way sales people processed 

invoices and tracked commissions.  

The sales team mailed invoices into a corporate 

office, where teams keyed information into the 

system manually. The resulting process was 

cumbersome, and sales commission tracking 

often took 20 hours or more for a biweekly pay 

period. Worse, the sales staff couldn’t see how 

their commissions were accruing. They had to 

trust that their order sheets were received on 

time, keyed in accurately, and commissions 

calculated properly. That’s a lot of trust to ask 

from anyone! 

The solution was to implement an automated 

mobile system that enabled the sales team to 

take orders from customer locations directly  



 

 

 

from their tablets or cell phones. The new mobile 

system, a cloud-based system, fed data directly 

into the company’s main systems. It eliminated 

mailing in purchase orders and the resulting time 

spent keying in the order information. 

More importantly, it improved trust between the 

sales team and the corporate office. With all the 

data in one system and information received 

directly through the system, sales now could see 

their commissions accruing and query the 

database for any information on their customers’ 

orders.  

The corporate team saved 20 or more hours of 

work each pay period in manual data entry while 

fulfilling the sales peoples’ need for speed and 

data visibility.  

For some, commission reporting is already 

streamlined however the marketing team is 

stuck due to unusable or non-existent data. 

Next, we will look at the second greatest 

challenge we see facing distributors today. 

Challenge: Identifying products that boost 
profits 
 

It’s a truism in marketing that you should put 

more sales efforts behind products that are 

already selling well. This way, you can maximize 

profits from your strong sellers while you find the 

next great thing your customers need. 

Many distribution companies struggle with this 

maxim because they’re starved for useful, 

actionable data. Those relying on spreadsheets 

for inventory control find it difficult to extract 

product information in any useful format for the 

people carrying out their marketing programs. 

It’s difficult to determine bestselling products, 

geographic sales opportunities and other 

potential opportunities when you can’t easily sort 

the data that you have and how products are 

performing.  

 

Without accurate and timely data, marketing 

efforts are being worked on in the dark. 

Campaigns may be less effective because 

there’s no knowledge as to how, when or to 

whom ads should be targeted. Instead of using 

data to drive marketing decisions, teams must 

work with their best guesses and hope for the 

best. 

Solution: Better data 
 

The solution is data - rich, robust data from your 

warehouse that can help determine best-selling 

products, products by geographic area, and 

other information that can help you refine and 

hone marketing and sales information. 

ERP systems developed with regional marketing 

solutions in mind excel at providing accurate, 

timely, and up to the minute data. Sales and 

inventory data from the ERP system can be 

used extensively by the marketing department to 

build campaigns that will appeal to the target 

customer.  

For example, Materials 

Marketing, a Texas-

based provider of 

specialty tile and stone to 

the construction industry 

refined their marketing 

strategy with Mindover 

Solutions’ help. The 

company’s systems were not able to pull 

financial or sales reports by state or store 

location. Identifying products that were selling 

well in a certain region was impossible resulting 

in marketing campaigns that were general and 

ineffective.  

The solution was found within a CRM & ERP 

system. The key was utilizing the tools already 

in place and developing regional marketing 

reports that collected and distributed data  



 

 

 

company-wide in real time. By deploying a 

strategic inventory management process over 

various inventory lines for more intelligent 

reporting, the company immediately began to 

dig deeper into their data resulting in clarity and 

much more targeted marketing with increased 

sales. 

“With a single, centralized 

database, we gain tremendous 

visibility into our operations that 

was difficult to achieve before. 

Mindover Software laid out a 

detailed workflow plan and 

followed it. Without their guidance, 

we would have made multiple 

mistakes. Their experience, 

knowledge, preparation, and 

persistence made this project a 

success.”” – Ryan Engel, CFO, 

Materials Marketing 

This distribution company can now link data 

from among its 11 sales offices around the 

country and generate reports by item, 

geographic area, and more. This enables them 

to target their lead generation campaigns 

towards each unique market for more effective 

marketing and sales. The new system saves 

them time and effort too, enabling them to do 

and use more data in less time than ever before, 

a competitive advantage for distribution 

companies. 

For some companies, the opportunity for growth 

isn’t as clear as the ones stated above. Not all 

numbers captured by gross profit tell you what 

your best-selling products are. And when your 

company isn’t growing, other manufacturers and 

distributors hear about this and target you to sell 

their products. Which one’s do you pick up? This 

leads us to the next challenge. 

 

Challenge 3:  Slow growth 
 

When your company isn’t experiencing revenue 

growth comparable to expected growth industry-

wide, knowing which opportunities to take and 

which to leave on the table can be difficult. 

Understanding which products to sell and which 

ones to drop for best bottom-line results can 

also be a challenge. Gross revenue numbers 

don’t tell the whole story. They leave out 

profitability. 

Distribution companies that don’t have robust 

software and tracking capability are at a 

disadvantage when they need to understand the 

profitability of individual products. Drilling down 

to the product level can be difficult, if not 

impossible, with aggregated numbers.  

As you face the inevitable decision of cutting 

back even more to massage net profits, you may 

find yourself examining warehouse space, 

product selection and more. Without good data, 

however, you’re playing a guessing game. It can 

be tough understanding which products to keep 

and which to shift to increase net profits and 

ROI, all the while stunting your growth. 

Solution: Understanding KPIs and 
leveraging profits 
 

Understanding KPIs across diverse product lines 

is the key to leverage profits. The ability to drill 

down into high-level information and view details 

by product enable you to clearly see the winners 

and the losers in the profitability game. A high-

ticket item with a low margin isn’t worth keeping 

but can be hidden from view if the margins are 

concealed within gross revenue numbers only. 

Case in point, for more than 60 years, Specialty 

Products Company has provided wholesale 

floor coverings to contractors and retailers 

across Texas and the Southeast. They had  



 

 

 

products that sold well, with high turnover, but 

they knew they could do better.  

Specialty Products 

brought in 

Mindover Software 

to help. Starting 

with creating KPI’s across diverse inventory 

lines, this company was able to provide product 

managers with high level information and the 

ability to drill into the details, so they know which 

products to keep and drop. In Specialty 

Products’ case, this deep level of reporting 

uncovered that the high gross profit being 

reported concealed high costs. The margin was 

so slim they really weren’t making a strong ROI 

on this product even though just looking at the 

gross profit painted a promising picture. 

“I can see the big picture clearly 

and drill down to the underlying 

details. I can look at a specific 

SKU and see a detailed cost 

history. That allows me to make 

better, and more strategic pricing 

decisions. Trends change very 

quickly in this industry, so we 

don’t want to overstock, yet we 

still need to have sufficient 

inventory to meet our clients’ 

needs. It is a balancing act and 

the data we are getting now 

helps us purchase only what we 

need to meet customer demand.” 

- Lori Anthony-Thomas, 

President, Specialty Products 

Robust reporting is one of the main ways 

distributors remain competitive. Data tracking 

and visibility at all levels can help you see what’s 

difficult to see from a basic report. Without this 

intelligence, you’re playing a guessing game, 

and guesses rarely lead to strong profits. 

 

The Value of Right Reporting to 
Improve Distributor ROI 
 

Summing up the challenges and solutions, we 

see a clear pattern emerging. 

1. Companies need data to increase 

product visibility, financial scrutiny and 

streamline operations. 

2. Without good systems in place, time is 

wasted on manual data entry and 

manipulation. Time gaps between data 

access and use lead to useless, 

outmoded data. 

3. Targeting products, geography, and 

customers with precision is smart 

marketing. The better data you have, the 

more tightly you can target for increased 

sales. 

4. Increased sales may not lead to higher 

ROI. High gross profit doesn’t equal 

good ROI. 

5. Hidden costs are easy to overlook in 

high turnover products without quality 

data enabling you to examine costs.  

6. Companies cannot remain locked into 

using disparate and outdated systems. 

Mobile systems, facilitated by the cloud, 

enable streamlined data entry from any 

location whether it is from a customer’s 

location, sales conference, or a 

warehouse. 

7. Data is the driver behind better decision 

making in the distribution industry. Older 

data collection, entry, and reporting 

methods cannot keep pace with the 

competitive and interconnected nature of 

modern markets. 

8. Cloud-based ERP is rapidly becoming 

the standard for distribution centers. It 

provides the flexibility, scalability, 

efficiency, and usefulness distribution 

centers need to improve profits. 



 

 

 

Conclusion 
 

Distribution companies face myriad challenges 

in today’s competitive marketplace. We’ve only 

begun to scratch the surface of how technology 

can tackle and improve profits. To meet these 

challenges, it is essential to embrace every 

advantage including right reporting and smart 

technology that can streamline operations, 

facilitate communications, and enhance data 

visibility and use. 

Systems that provide quality data with real-time 

access provide this and more. Distribution 

companies can use interconnected, cloud-based 

ERP systems to manage accounting, finance, 

order entry, sales, marketing, and inventory 

data. They can improve the customer 

experience and ensure that sales commissions 

are paid easily and swiftly to their teams. More 

importantly, they can control costs, improve 

marketing, and increase sales based on data 

rather than guesswork. Adding an ERP system 

to your distribution company can help it become 

more competitive and profitable through 

enhanced data availability and use. 

  

  

  

 

   

  

  

  

  

  

  

  

  

  

 

  

  

  

 

 

 

 
 

 
 

 
  



 

 

 

Mindover Software 

 
Mindover Software is a business software 

reseller offering a broad range of accounting, 

ERP and CRM solutions. We help companies 

achieve greater profitability, efficiency, and cost-

savings. Our consulting team includes CPAs 

and MBAs with 20+ years of experience. They 

can help you find the right software for your 

distribution company to improve data use and 

visibility. 

Contact us today. 

15901 Central Commerce Drive, Suite 203 

Austin, Texas 78660 

Phone: 512-990-3994 

Fax: 512-251-8992 

www.mindovercorp.com 


