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Leader in Distribution Research, the Thomas and Joan Read Center for Distribution 
Research and Education is the only university distribution research center in the world.

As a partner 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.
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Global Supply Chain Lab
The Global Supply Chain Lab team at the Thomas and Joan Read Center has been 
conducting research projects for more than 20 years with industry partners. The 
Lab has created some of the most significant and broadly implemented distribution 
focused best practices such as Customer Stratification, Inventory Stratification, Pricing 
Optimization, and Network Optimization, along with many specialized, highly tailored 
projects. 

Projects include business process optimization and profitability analysis and other 
customized applications. The research team applies and documents best practices 
specific to the firm.

As the project matures, the team designs an educational program that explains and 
trains company specialists on findings and new processes in a business workshop that 
facilitates change management and teaches teams how to leverage the new practices.

Recent Projects

Research Solutions16

network optimization

C H A L L e N G e S S O L U T I O N S B e N e f I T S

•	Unplanned	Organic	Growth
•	Multiple	Facilities	through		
 M&A’s
•	Long	Lead	Times
•	Excessive	Inventory
•	Competition	Driven
•	Ineffective	Routing/	 	
 Scheduling
•	Poor	Truck	Capacity	 
	 Utilization	(loading	or		 	
 cubing) Market
•	High	Cost-to-Serve

•	Facility	Network
 Optimization

•	Hub	and	Spoke  
 Design

•	Service	vs.  
 Cost Matrix

•	Facility	Reduction/Expansion,	 
 Optimal Network Capacity,   
 and Reduced Operating  
 Expenses
•	Optimal Network Configuration
•	Aligned	Inventory	Deployment
•	Insight	Into	Service-cost		 	
 Trade-offs
•	High	Profitability
•	Reduced	Delivery	Cost	 
 Per Order
•	Increased	Capacity	Utilization

“The network optimization 

research has allowed our company 

to continue to stay ahead of 

our competition and excel 

in customer service.” 

-Tim Miller, Vice President – Operations 

Security Contractor Services, Inc.

BEFOrE cOnsOlIdatIOn

aFtEr cOnsOlIdatIOn
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Talent Incubator Program
The Talent Incubator’s mission is to act as a prime research program focused on 
developing undergraduate student talent.

The students at the Talent Incubator directly apply the skills and concepts they learn in 
their Industrial Distribution courses to their research projects. The projects then provide 
the students with the ability to apply those skills and leverage them through learning 
how to conduct valuable research, leadership and communication, and through project 
driven industry experience. 

The students conduct regular virtual and in-person meetings with their sponsors. They 
acquire first hand knowledge about the challenges, opportunities, and landscape of 
industrial distribution.

Applied Research
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A team consisting of faculty and professional researchers from the Thomas and Joan 
Read Center for Distribution Research and Education analyzed growth opportunities 
with Industry Consortium members to determine how to optimize the sales process 
through digitization. Best practices in this area were included in the analysis. The 
Consortium meetings provided an opportunity to discuss initial findings from a variety 
of sources and to share their expertise on the key benefits obtained by digitizing each 
step of the sales process. The Consortium also explored the implications of applying 
new technologies, such as artificial intelligence, analytics and digital tools.

Ultimately, the Consortium created a community of leading firms creating shared 
knowledge that will facilitate the advancement of digitally enhanced distributor models. 
Consortium members first met at Texas A&M on the kick off dates, October 10, 2019 
and January 23, 2020 to define research to be conducted, determine processes and 
priorities, and to direct the research team to topics of interest and desired outcomes.

The two Consortium cohorts each met to discuss preliminary results on June 12, 
2020 and August 20, 2020 to present digital frameworks, codified best practices 
and critical factors that impact digital transformation. Between these two sets of 
meetings, each company also had an individual workshop meeting with researchers 
for process mapping and to conduct an assessment of each firm’s digital strategy. The 
resulting body of knowledge can now be applied in individual company assessments as 
part of a new Custom Program: Digitizing the Sales Process. 

Digitizing the Sales Process Consortium: Update

Industry Consortia
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Custom Programs
NEW! Digitizing the Sales Process: Digitization involves standardization 
of business process to create operational excellence. Digital involves the 
transformation firms undergo through leveraging technology to create 
new value propositions that focus on the customer experience and 
enables the sales force effectiveness.
Target Audience: Sales and Marketing, Business Development, IT, Digital and 
Ecommerce Teams.

Deliverables: Digitized Sales Process Assessment, Best Practices Roadmap, 
Digital Process Frameworks.

Other Programs from the Read Center’s Body of Knowledge:

Digitizing the Sales Process

Branch Management

Building Capability for Distributor 
Competitive Advantage

Customer Stratification Inventory Stratification

Optimizing Business Analytics

Optimizing Distributor Profitability Optimizing Value Added Services
An Assessment for the Design and Execution of a Solution Led Distributor 

Optimizing Supplier Alignment

Pricing Optimization Strategic Planning For Growth

Building Capability for 
Distributor Competitive 

Advantage

Optimizing Distributor 
Profitability

Optimizing Value-
Added Services

Optimizing Supplier 
Alignment

Optimizing Business 
Analytics

Pricing Optimization Strategic Planning for 
Growth

Branch Management 
Planning

Customer 
Stratification

Inventory 
Stratification

Professional Development
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Aligning Working Capital to Customer Experience  
to Maximize Your Bottom Line

F. Barry Lawrence · Senthil Gunasekaran · Pradip Krishnadevarajan
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Striking the 
Right Balance  
for Margin
Advantage

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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All publications are published through Texas A&M University’s 
partnership with the NAW Institute for Distribution Excellence.

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.
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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
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