
Digitizing the Sales Process Consortium



About the Consortium

	 The Digitizing the Sales Process Consortium consists of eighteen companies 
with the potential for more participants. The firms come from multiple channels 
and represent some of the key thought leaders in the digital distribution field. 
The Consortium research team consists of faculty, professional researchers, 
as well as graduate and undergraduate student research teams.  The research 
mission is to develop and document digital best practices culminating in both 
a compendium of digital competitive processes and an understanding of the 
evolving digitized sales process. The research was conducted through ad 
hoc analysis of publications, interviews and process documentation with the 
Consortium firms, industry trends analysis, and integration of the foregoing into 
frameworks describing distributor digitization.

The Consortium meetings provided an opportunity to present research findings 
and allowed rich discussions on best practices of digitizing each step of the sales 
process; opened a dialogue on digital technologies and tools, and provided good 
insights for analysis on distributor’s digital models and platforms.

	 This Consortium was created within the CRDBP alliance between the Texas 
A&M University’s Thomas and Joan Read Center for Distribution Research and 
Education the National Association of Wholesaler Distributors (NAW). Leaders in 
distribution research, the Thomas and Joan Read Center for Distribution Research 
and Education, is the only university distribution research center in the world. The 
Council for Research on Distribution Best Practices (CRDBP) is an entity created 
by the NAW Institute for Distribution Excellence and Texas A&M’s Industrial 
Distribution Program. The CRDBP creates cutting edge solutions for wholesale 
distribution channels and provides answers for distribution and supply chain 
management challenges. 

	 As part of the Texas A&M Industrial Distribution Program, the Read Center 
through its two main research pillars; the Global Supply Chain Laboratory (GSCL) 
and the Talent Incubator Program (TIP), is responsible for creating and codifying 
knowledge for our undergraduate, graduate and professional development 
students and industry partners seeking solutions that drive competitive 
advantage.

Overview and Need

The digital era continues to evolve.  Recent advancements have created capabilities to 
handle more and more complex information driven environments. To date, information 
automation has focused on environments where data accuracy is critical and, therefore, 
controlled through increasingly disciplined data governance.  Sales, expenses, cash flow, 
and other items critical to the company’s financials have been captured by Enterprise 
Resource Planning (ERP) systems.  These systems have acted as the firm’s historian to 
ensure that investor interests and other legally required reports are accurately captured.  

As these critical information processes are fully enabled, the digital distributor is moving 
their focus to customer engagement, value added services, and other sources of 
competitive advantage. The view is shifting forward (market driven) instead of backward 
(historical) and digital processes are becoming tools for business development.



Others are still in the initial research phase.

Industry Participants Consortium Methodology

1. Sales Process Mapping 
	» Questionnaires, interviews and Visits/Webinars
	» Mapping current practices of the firm

2. Evaluate the Impact of Digitization
	» Benchmarking digital organizational capability, 

salesforce structure, e-solutions & digital tools

3. Assessment Process
	» Consolidate the initial research
	» Assessment based on documented best practices

4. Final Workshop
	» Consortium findings and frameworks
	» Feedback and recommendations
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Process Mapping & Assessment of Current Sales Process Evaluate the Impact of Digitization
Texas A&M - READ Center conducts comprehensive interviews and discussions to gain 
a thorough understanding of the firms’ digital practices, before mapping them to the 
various assessment tools and frameworks. Along with participant firms, the research team 
conducts internal discussions and meetings to understand the company’s perspective 
regarding digitization. The process mapping is done with the purpose of understanding:

	» How are leads or potential customers identified or how are new opportunities from 
existing customers are discovered?

	» How are leads categorized based on key criteria, and what kind of sales and marketing 
approach will be the most effective for high conversion rate?

	» Hows are leads nurtured and how can these activities be performed through the 
alignment of the sales and marketing teams using proper lead scoring practices?

	» How are solutions formulated for the customer, effectively closing the sale? 

	» What are the value-added services and post-selling activities?

	» How are strong and enduring customer relationships established and maintained?

The research team focuses on analyzing the areas that are crucial in the firm’s digital 
transformation, such as:

	» Utilizing automation, digital tools and training to improve effectiveness of the 
salesforce to resolve more complex problems and provide data driven solutions.

	» Managing the transition to digital business, mostly with regards to the integration of 
new digital technologies, having robust data governance and building rich content 
through product information management.

	» Effectively making decisions with intelligent planning made possible by utilizing 
artificial intelligence (AI), business intelligence (BI) or other analytical tools.

	» Evaluating the impact of automation in the sales and marketing functions.

	» Assessing the development and deployment of cutting-edge services that leverage 
digital technologies and tools to deliver greater value to customers.

	» Conducting analysis of company profits and revenue streams to determine whether the 
investment(s) made in the digitization process will be worth the cost.

	» The creation of a customer journey that optimizes efficiency while increasing customer 
experience.



Branch Management

Building Capability for Distributor 
Competitive Advantage

Customer Stratification

Strategic Planning for Growth

Optimizing Supplier Alignment

Optimizing Distributor Profitability

Optimizing Value-Added Services

Inventory Stratification

Optimizing Business Analytics

Pricing Optimization

Other Custom Programs

Aligning Working Capital to Customer Experience  
to Maximize Your Bottom Line

F. Barry Lawrence · Senthil Gunasekaran · Pradip Krishnadevarajan

InvEntorY AnALYtICs
UnLoCk PoWEr ofthe

Profitability

Growth

Asset 
Efficiency

Cash  
Flow
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OptimizatiOn
pricing

Pradip Krishnadevarajan · Senthil Gunasekaran · F. Barry Lawrence · Brijesh Rao

Striking the Right Balance  
for Margin Advantage

pricing OptimizatiOn

“ This Pricing Optimization study brings a unique blend of methodical analytics and real-world 
experience to pricing optimization. The process is engaging and very well organized. This work 
is a true partnership between industry and research.”

 — Kevin Kampe, President, Womack Machine Supply

“ This Pricing Optimization study has been an invaluable tool for highlighting opportunities to 
improve margins. Implementing the principles in a pilot location raised gross margins by over 
3% in less than a year. It has been an eye-opening experience for those salespeople using the 
cost-plus method for determining sales price.”

 — Kevin Martin, Vice President of Operations, Pipeline Packaging

Forward-thinking wholesaler-distributors who strive for 
above-average returns in the “New Normal” by leveraging 
pricing optimization best practices that are rooted in sound 
analytics must read Pricing Optimization: Striking the Right 
Balance for Margin Advantage!

The time has come for distributors to address their concerns 
about shrinking margins by upping their game on pricing 
decisions. If distributors keep doing more with less, they’ll 
soon find themselves doing everything with nothing!  
The issue of margin erosion will never end if distributors do 
not get creative — first with their pricing methods, and sec-
ond with their value proposition. Issues involving pricing  
methods are more critical to profitability and so should be 
tackled right away.

For many distributors, pricing decisions are completely left  
to individual salespeople to do in their own way. Allowing  
this kind of flexibility is a distributor’s weakness. Pricing is 
already quite complex, and inconsistency will only increase 
complexity and will lead to chaos. Here lies the crux of the 
problem. 

The solution to this dilemma lies in “complexity manage-
ment”— providing structure with fewer variables, and “con-
sistency”— doing things the same way every time. This 
comprehensive study will help you achieve the right pricing 
solution for your business!

Pradip Krishnadevarajan is the co-founder and 
research lead at the Global Supply Chain Labora-
tory at Texas A&M University. As an industry 
adviser and business manager, Krishnadevarajan 
assists distributors across diverse channels with 

best practices, business decisions, and education. He is an 
author of five books on quantifying the value of distribution, 
profitability, and best practices. 

Senthil Gunasekaran leads research on the whole-
sale distribution industry at the Global Supply 
Chain Laboratory at Texas A&M University. Expe-
rienced across multiple lines of trade, Gunase-
karan designs and directs industry projects and 

consortia focused on identifying and implementing best prac-
tices for distributors. He is an author of four books on distrib-
utor profitability and growth and an APICS Certified Supply 
Chain Professional. 

F. Barry Lawrence is director of the Industrial Dis-
tribution Program and the Global Supply Chain 
Laboratory at Texas A&M University. Lawrence is a 
Fellow of the NAW Institute for Distribution 
Excellence and an author of seven books on dis-

tributor competitiveness. He serves as an adviser to the distri-
bution channel on supply chain management and is a frequent 
speaker for distribution associations, buying groups, and 
companies on a wide range of supply chain topics. 

Brijesh Rao is a leading operations research pro-
fessional with 10 years of experience in helping 
distributors improve processes, optimize opera-
tions, and increase margins. From 2004 to 2009, he 
was a technical lead for several industry projects at 

the Global Supply Chain Laboratory at Texas A&M University. 
Rao played a key development role in the pricing optimiza-
tion research consortium.www.nawpubs.org
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Number 1 
Industrial Distribution program in the 
world.

24 Instructors
Average teaching  
experience  
of at least 16 years 

Learn secrets to implement 
key best practices in 

3-6 Months10+ 
unique topics  

that will boost 
your 

firm’s bottom 
line.

Proven methods 
driven by 

cutting edge 
research for over 

60 years

Over 1,000 
business professionals attend  
our workshops every year
 

Program duration is 

1-5 Days 

Help more than 265  
companies each year to create  
competitive advantage

WHY WORK WITH US?

For more information, please contact Patrick Dolan at readcenterinfo@tamu.edu.

Current Publications
All publications are published through Texas A&M University’s partnership 

with the NAW Institute for Distribution Excellence. The following 
publications can be purchased here:

https://www.naw.org/naw-institute-for-distribution-excellence/#CRDBP

Professional Development



Dr. F. Barry Lawrence, PhD 
Leonard and Valerie Bruce Chair in Industrial Distribution
Program Coordinator of Industrial Distribution 
Director of Thomas and Joan Read Center for 
Distribution Research and Education

Industrial Distribution Program | Texas A&M University 
3367 TAMU, College Station, Texas 77843-3367 
P: 979.845.1463 | M: 979.571.5513  
barry.lawrence@tamu.edu

Dr. Esther Rodriguez Silva, PhD 
Talent Incubator Program, Director
Global Supply Chain Laboratory, Director
TEES Assistant Research Professor

3367 TAMU, Texas A&M University  
118F Sbisa, College Station, TX 77843-3367
Direct: 979 845 3146  
estherrsilva@tamu.edu 

INDUSTRIAL DISTRIBUTION PROGRAM
204 Fermier Hall, 3367 TAMU 

College Station, TX 77843-3367 
PH 979-845-4984 FX 979-845-4980 

WEB id.tamu.edu

G A I N  C O M P E T I T I V E  A DVA N TA G E  T H R O U G H  E D U C AT I O N

HTTPS://READCENTER.TAMU.EDU

READCENTERINFO@TAMU.EDU

TO VIEW OUR WEBSITE, VISIT:

FOR MORE INFORMATION ABOUT CONSORTIA AND CONTINUED EDUCATION 
PROGRAMS, PLEASE CONTACT:

Patrick Dolan 
Program Assistant, Thomas and Joan 
Read Center for Distribution Research and 
Education 
P: 979.458.2862 
dolan606@tamu.edu

Texas A&M University

Registration and Invoicing
Patricia A. Lilly 
Executive Director, NAW Institute for Distribution Excellence
1325 G Street, NW, Suite 100, Washington DC 20005 
P: (202).872.0885 
plilly@naw.org l www.naw.org

NAW Institute for Distribution Excellence


