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Sales Management Software
Designed for Distributors in
an Easy-to-Implement
"‘Software as a Service” Model

Distribution is a tough industry. Everyday
new competitors start-up in your own
backyard. Margins are eroding. Costs are
increasing. New sales are harder to find
than ever.

SMP is set apart from the competition by
its “Software as a Service” or SaaS model,
providing hosted applications for CRM,
sales and marketing collaboration, as well
as e-marketing. We license our products
to customers, allowing them on-demand
access to Sales Management Plus and
MarketPro. This service model eliminates
the overhead of server purchases, regular
maintenance, dedicated IT staff, and
takes the burden of ongoing backup and
disaster recovery planning off of the
client. Our service model allows us to
handle all that for you.

Sales Management
Plus: Distribution-
specific CRM

SMP Mobile: Solutions
to bring your data in and
out of your office

DataView: Profiling,
analysis, meaningful
data and instant graphs

MarketPro: Rich
electronic marketing
campaigns designed for
distributors

ERP Integrations to
leading distribution
systems like Eclipse,
P21, Infor SX.e, Mincron
and more

Support and training
from a team with years
of experience in the
distribution industry

www.gosmp.com
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The most valuable resource your sales team controls is their time. Unfortunately, many
sales teams are investing their time poorly in two ways because they lack the ability to
easily access their sales data:

* They spend too much time looking for information and generating reports
* They spend too little time on tasks and processes that are proven to unlock
success

Your competitors already realize this. According to the 2016 CSO Insights Sales
Performance Optimization study’, the top five sales effectiveness initiatives
companies are undertaking in 2016 are:
1. Analyzing customer buy cycles
Improving sales rep access to information
Implementing new CRM tool
Aligning sales and marketing
Revising their sales process

o wnN

In other words, they are looking to improve their sales success through a combination
of CRM, sales management solutions and business intelligence.

How does your team know what really counts in your business? You are already
making a lot of decisions today -- but are you making them too late to stay competitive
and in a data-free environment? Are you able to focus on execution instead of
searching for data and building reports? The combination of distribution-specific CRM
with solid business intelligence tools has created a modern platform for driving value,
having meaningful conversations, earning new share of wallet and more. It is time to
give your team access to user-driven business intelligence to drive insights with data
visualizations.

Thirty years ago, ERP systems were fairly new in the distribution industry. Many
distributors even used paper-based processes to serve their clients, something you
would never even dream of now. Today, running your business with a distribution ERP
system is a given.

The next phase of technology adoption was standalone business intelligence tools.
Some distributors have a Bl and reporting solution in place today. While this helped
distributors get information in a more timely fashion, it only answered half the
questions and did not provide an ability to act on the information. What we're starting

! https://www.csoinsights.com/blog/february-2016/looking-at-the-wrong-end-of-the-sales-
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to see now is the next generation sales intelligence, which combines CRM and Bl into
a single application.

SMP is this new distribution platform that combines CRM with business intelligence. It
is no longer a “nice to have,” in your business. It is a requirement. There is no other
way to remain competitive in today’s distribution industry and with competition from
all fronts such as new competitor branches, online sales, manufacturers selling direct
and more.

In this Green Paper, we will explore how the most effective distribution sales teams are
using CRM and user-driven, self-serve business intelligence to:

* Improve customer targeting and cross-selling

* Enhance customer interactions

* Unlock greater insights with CRM and ERP data

* Streamline pipeline management

* Use new insights to drive sales performance higher than ever

Providing Access to Insight

CRM and business intelligence are not new to the world of distribution. What is new is
that the next generation platform combines CRM and Bl into a single application.

This powerful combination makes this new platform a necessity for distributors. Until
only recently, it has been very difficult to unlock the data needed to make your
business intelligence accessible to everyone in your company. Your IT team often
became the reluctant stewards of your reports, dashboards and other business
insights. This was acceptable when distributors wanted to keep business intelligence
limited to a small group inside their organizations. IT only had to provide a limited
number of reports to a limited number of people, usually the executive team.

Unfortunately, your competition has changed all of that.

Your competitors realized that as more people gained access to real insight into their
areas of the business, more success followed. These insights lead to faster decisions,
better responses to market changes, faster responses to customer issues and more.
As more and more professionals began to demand access to data, however, many IT
teams struggled under the weight of those increased demands.

Today, you have the ability to streamline the access to information that leads to
insight with user-driven business intelligence, where your own employees can create
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their own self-serve data visualizations without any advanced IT knowledge and
across multiple platforms — on your desktop, web or mobile.

Combining these capabilities with a distribution-centric CRM system is truly the next
evolution in distribution technology. Giving your executives and your sales teams data
access allows them to make faster, better decisions and out-compete the other
distributors in your markets.

The power of this new platform enables your team to:

» Explore simple and complex data to find the hidden data relationships you
didn’t know you could find.

* Share knowledge across teams with push-button simplicity.

* Interact with data through drag-and-drop interfaces to create “smart”
visualizations that adapt to your own parameters.

* Combine insights from your ERP data, sales history and more all through a
single, cost-effective platform.

SMP: The New Distribution Platform

With the power of business intelligence to unlock success, why have so many
business intelligence projects faltered, stalled or even failed? We've all heard the
horror stories of business intelligence “shelf-ware,” in distribution that was expensive
to purchase, difficult to install and never saw wide adoption inside of the distribution
organization. Sometimes it's a matter of scalability — trying to steer many data points
toward a one-off business intelligence solution is inflexible, time-consuming and can
bring even well-oiled networks to a screeching halt. At best, stand-alone business
intelligence solutions require tedious data preparation and transformation, which
according to Enterprise Management Associates? accounts for 60%-80% of the time
spent executing analytics projects. The new, user-driven combination of CRM and
business intelligence speeds this process dramatically, removing the obstacles and
delays in your implementation and use of the new platform.

Distribution companies know they deserve more. Your competition is working through
a unique set of issues that make this new platform impossible to ignore.

* Therise of digital natives. The last generation of workers learned the power of
technology through hands-on experience. According to a PwC commissioned
study by Opinium Research®, 59% of millennials surveyed said that an
employer’s provision of state-of-the art technology was important to them when

2 http://www.enterprisemanagement.com
3 http://www.pwc.com/m1/en/services/consulting/documents/millennials-at-work.pdf
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considering a job, more than half routinely make use of their own technology at
work, and 78% said that access to the technology they like to use makes them
more effective at work. This next generation was born into a data-driven world
of mature applications and cloud-hosted capabilities. Your employees are more
tech-savvy than ever before. They are natural-born knowledge workers who
expect easy-to-use and creative solutions that give them access to data across
your entire company.

* Cost of ownership. Maintaining separate CRM and business intelligence
systems is not cost effective. The advent of cloud technology has also brought
cost of ownership down, decreasing time and expense around networking and
hardware.

» Better technology. As we mentioned above, many of the business intelligence
platforms in use until very recently could not scale well across a distribution
company. They required heavy IT support and could crush networks with
millions of transactions. Today's distribution platform takes advantage of
superior technology for faster, better and more complex data analysis driven by
your users.

* Access to data. For too long, distributors have allowed their different data
sources to continue in silos, inaccessible to most of their users. The new
distribution platform gives you access to data sources across your ERP and
sales history for a full view of your company, your competitors, your customers,
your prospects and your vendors.

It is time for something new, flexible and innovative, and that is where the combination
of your CRM system and business intelligence solution combines to create the new
distribution platform. This new platform is about speed and competitive advantage. It
creates a self-service culture around your access to insights that drive success. It
provides this access without relying on IT support and allowing your users to
customize their own views on the fly.

Unlocking Sales Success

Obviously, this new distribution platform unlocks success through insight across your
entire organization — from finance, to inventory, to sales, to customer support and
beyond. The focus of this SMP Green Paper is on sales success. There are many
benefits to the new distribution platform for sales organizations and their processes.

Improve Customer Targeting And Cross-Selling

Sales users are often challenged to identify the right customer targets with the highest
propensity to buy. When new products or promotions are available, individual reps or
local sales departments often lack the ability to fully take advantage. With the new
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distribution platform from SMP of CRM combined with business intelligence, users
can quickly assess their customer and prospect base to find the right targets for
cross-sell and up-sell opportunities, based on customer demographics, buying
histories, and company strategy. Marketing teams can execute targeted marketing
campaigns directly from their CRM solution leveraging new insights from their
integrated business intelligence, all within a single application.

Here are just a few examples of how the combination of CRM and Bl in a single
platform and improve customer targeting:

Analyze Complementary Product Sales. Imagine the power of being able to
quickly compare various complementary products in an interactive dashboard.
For example, you intuitively know that many of your customers who buy wall-
mounted light fixtures also buy light bulbs at the same time. How quickly can
you run a report to see which customers are not buying light bulbs from you so
that you can upsell them? Being able to layer other products and behaviors
might result in new insights as well. Perhaps during your analysis you find out
that 42% of your customers who buy wall-mounted lights also buy metal bulb
cages at the same time. This insight is powerful—but how do you act on it
without an integrated CRM solution in the same platform. You might take a list
of customers to your sales reps to have product line discussion during their
next round of sales calls. With CRM and Bl built together, however, you can very
quickly create targeted call campaigns that you can measure through your CRM
system instead of just handing a report to your team.

Analyzing Order Size and Frequency. Your best customers are above average in
both order size and frequency (for more information on this topic, please
download our Green Paper Turning Good Customers Into Great Customers at
gosmp.com/GreatCustomers). With an interactive Bl dashboard, you can
quickly identify what we call “frequent customers,” who place many small
orders with your company. Many times these frequent customers would prefer
to order more from you to consolidate and reduce their own purchasing costs
but they don’t know the full line of products you carry. By organizing targeted
campaigns to these frequent customers through your CRM system, you can
earn more of their business, improve their loyalty and increase your profitability
per order.

Create Targeted Campaigns. The easiest way to leverage new insights gleaned
from your business intelligence analysis is through carefully targeted email
campaigns and call lists. This becomes even more powerful when both your
CRM and ERP data are integrated to your business intelligence tools in a single
platform. Your CRM data is rich with behavioral information — who purchased
what, from whom, when and if your sales reps are on top of things, why they
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purchased. Your ERP also has very valuable information to help your email
campaigns and profiles such as product costs, customer pricing matrices and
more. This combination of data gives you even more granularity to examine
each of the above categories in deeper dives. It helps you target exactly the
right kind of message to the right set of customers.

Enhance Customer Interactions

What is the difference between your sales team and an online shopping cart? Both
provide the ability to purchase products from you. But real-time knowledge of your
customers is the differentiator your sales team brings. It is the intimate knowledge of
your customer—meeting notes, action items, calls and tasks combined with real-time
knowledge of your data points. A deep understanding of your customers allows your
team to provide new and unique value that your competitors — online or otherwise —
cannot provide.

The results are measurable. According to research from CSO Insights®, by reaching
higher levels of sales relationships and process implementation, organizations can
achieve a 31% higher win rate, help 21% more reps hit quota and experience a 43%
lower sales rep turnover.

Is your team able to access critical customer and product data when and where they
need it to provide real value in your customer interactions? Just like your digital native
employees, your customers and prospects are more sophisticated than ever. They
expect you to know as much as possible about them and the vendors and product
lines you connect them to. Gathering all of the many data points around your many
customer interactions together into a single platform gives you a real competitive
advantage.

Your sales managers rely on insights from historical performance to better determine
future forecasts, allocate resources, de ne target accounts, and appropriately set
compensation and incentives. With this new platform, business users benefit from a
collaborative experience when analyzing win/loss performance and profitability. And
data from CRM, financial, and operational systems can be quickly integrated into your
data visualizations.

Streamline Pipeline Management

It is not hard to run a pipeline report if you have a good CRM system. What is hard is to
go beyond the basic reports that you and your competitors are running for their sales
meetings to become a fast-moving, responsive and innovative team. Many sales

* https://www.csoinsights.com
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managers dread pipeline meetings more than their reps do. With the new distribution
platform of CRM and BI, pipeline management is easier and can help unlock new
insights that lead to competitive advantages and action. With interactive views of your
sales data, your managers can find new opportunities for growth, conduct interactive
what-if sessions with their teams and help your finance team with more accurate and
up-to-date forecasts and budgets. Pipeline management can then become more than
just a reporting of numbers and deals and more about collaboration across your team
at all the stages of your sales process. More data, more insight and more deals won.

With the new platform, sales managers gain immediate, up-to-date visibility into
pipeline and progress against plan. It allows for virtually unlimited slicing and dicing of
live, top-to-bottom data, offering users a means to rapidly uncover risk areas in the
business. Users can quickly visualize pipeline vs. forecast, track movements, and
assess pricing and margin scenarios. And with collaborative features, managers and
staff can add context to activity through annotations, and share live, fully interactive
planning sessions, in addition communicating data stories in planning and
performance reviews.

Use New Insights To Drive Sales Performance Higher Than Ever

Understanding the behaviors that lead to success is easier than ever with self-serve
data visualizations. Companies who employ the new distribution platform of CRM and
Bl have entirely new opportunities to grow their sales teams by analyzing behaviors
and results from marketing, sales, finance, vendor management, purchasing history,
service interactions and more. This collaborative environment and shared insight
allows your sales team to improve and assist the entire organization in their growth.

Meaning Meets Context: Unlock Greater Insights With CRM
And ERP Data

Many sales teams are unable to quickly access important data locked inside of your
CRM and ERP systems. Obviously, both CRM and ERP are critical investments into
your ability to serve customers and prospects. Unfortunately, in most distribution
companies, these systems are disconnected from each other, let alone from your
business intelligence solution.

The new distribution platform is built on tight integrations through your ERP, CRM and
Bl software. Your sales teams are able to create their own visualizations, slicing and
dicing data view as needed with drag-and-drop interactive interfaces to provide new
competitive insights.



UNLOCK SALES SUCCESS WITH SMPS’ NEXT GENERATION CRM/ Bl

sales management plus

Your CRM data provides your team with context. It is your most accurate reflection of
reality for each of your customers and prospects — order and relationship histories,
preferred product lines, meeting notes, and more. Unfortunately, the incredible wealth
of information for each company and contact that helps you win deals on a one-to-one
basis can be difficult to aggregate to identify trends. Organizing all of that data and
viewing through easy-to-create data visualizations allows your team to derive meaning
from your CRM data. Conversely, without a CRM system, the insights you derive from
your Bl tool would lack important data elements and lack the context you need for
execution. You might be able to identify a trend, but how do you quickly put that
insight into actionable tactics without a platform that integrates your ERP, CRM and
business intelligence?

There are numerous ways this combination of context and meaning can drive
actionable insights in your organization:

» Activity Reporting. You undoubtedly track all of your sales activities in your
CRM system today and report on those activities to monitor and guide sales
behaviors. With the addition of interactive dashboards, you can further drill
down into that data in new dimensions. For example, how many meetings
scheduled with small contractors resulted in new bids and quotes? How
frequently do your most effective reps maintain CRM information, meeting
notes and contact information? Which customer groups are overdue for sales
calls based on similar customer behavior?

* Trend Patterns. When your business intelligence and CRM data are combined in
a single platform, you can quickly analyze your CRM data for trend patterns
inside of your Bl dashboards, and then quickly create action plans for launch
inside your CRM system. For example, which customers have been growing the
fastest this quarter? This is about more than just creating a list of customers
with increased sales. With an easy-to-use Bl visualization tool you can quickly
add in other layers of data to determine what those customers have in
common—purchasing behaviors, rep behaviors, product lines, company size,
order volumes—the sky is the limit. You can apply the same trend analysis to
individual reps, geographies, markets, products, locations and more.

* Faster Insight to Action. Many sales teams still rely on spreadsheet wizardry or
IT support to create reports and graphs. These extra steps make your data
analysis less timely, meaning you could be missing out on the hottest sales and
competitive replacement opportunities. Usually, once your sales team sees the
report they asked for, they realize that they should have also asked for extra
dimensions to answer new questions. This then adds even more time before
they can act. When your CRM is combined in a single platform with a self-
service dashboard tool, these insights are at their fingertips in real time. You

10
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can then run actionable plays through your CRM system for tracking and team
alignment.

About SMP

Durable goods distributors deserve powerful, efficient and integrated sales
management software built to save time, increase sales and optimize their sales and
marketing efforts. With more than fifteen years of proven success in the distribution
industry and integrations to the leading distribution software systems, SMP
understands your unique needs and opportunities.

We believe distributors need a sales management system that:

* Leverages proven sales and marketing techniques from the best-in-class
companies in the distribution industry.

* Integrates easily with distributors’ legacy and new business system platforms
like Eclipse, Prophet 21, Infor SX.enterprise, Mincron, MS Dynamics, and many
others.

* Provides powerful tools that help distribution sales leaders to categorize sales.

e Combines real-world distribution experience with advanced cloud-based
technology.

* Provides comprehensive solutions to sales, marketing and customer support.

Most importantly, we didn't set out to build the typical kind of CRM system that forces
you and your team to adapt to our processes—we set out to build a system that would
match distribution best practices from your first day of installation. No other sales
management system integrates directly to your distribution software system to gather
data, provide actionable analysis and help you create specific sales and marketing
plans that lead to growth. We understand how you run your business—from identifying
and reaching potential customers all the way to post-sales follow-up and customer
marketing.

www.gosmp.com




