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Overview and Need
The Growth Consortium provided valuable insight and allowed us to benchmark against best 
practices for strategic growth. The study validated many of our current initiatives, but also 
illuminated areas to target for improvement. It was well worth the investment of time and 
resources!
- Bob Dill, President and CEO, Hisco

In recent decades, the world has seen 
market volatility of unimaginable 
proportions, from Global Financial 
Crisis (Great Recession) to the COVID-19 
pandemic, which have resulted in sharp 
economic downturn and made it clear that 
efficiency is no longer optional. 

Studies show that the market is more 
volatile, more uncertain, more complex 
(both multifaceted and interconnected 
due to global supply chain networks), 
and more structurally different (referring 
to sustained change unlike previous 
recessions). As they plan for the future, 
distributors must confront the realities of 
this new economic environment. 

This requires a keen understanding of not 
only one’s business model, but also how 
this business model is being influenced 
by competitive trends, changing customer 
expectations, supplier dynamics, and 

economic conditions. Distributors must 
develop targeted approaches to growth 
rather than continue the traditional 
approach of throwing more feet on the 
street.

Distributors seek to grow their market 
share through organic growth, acquisition, 
or some combination of the two. This 
process often leads to redundancies in the 
case of acquisitions, or inadequate market 
coverage when resources are not optimally 
deployed during organic growth. Building 
an effective network to capture and grow 
market share requires extensive analysis 
and careful strategic planning. 

In this program, firms will first determine 
the value (ROI) of growth and then seek 
proven methods to efficiently deploy 
resources such as inventory, facilities, 
transportation, people, and services in 
order to maximize growth.

Methodology
The research team will execute the project in 3 phases as illustrated in Figure 1, below:

Phase 1 - Process Assessment:

The research team will conduct a 1 day workshop to process-map and analyze the firm’s 
current, future and/or potential growth initiatives. The workshop will serve as a strategic 
working session with executives and business managers that will assist the firm in 
identifying growth opportunities. 

The program will combine the Thomas and Joan Read Center’s Optimizing Distributor 
Growth consortium framework and strategic planning models developed through our 
most recent research projects. These research efforts have generated a diverse set of 
best practices that utilize strategic planning to grow the firm through the development 
of key competencies. The strategic planning model and competencies will be delivered 
through experiential learning to allow the participants to practice hands-on application 
of the material. 

The program will address strategies, management, and sustainability for profitable 
growth, and will provide distributors with a blueprint for achieving success through 
effective planning.

Figure 1: Project Phase
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The assessment of our client company’s current practices will follow the process 
outlined in Figure 2, above. Following that, our research study will be based on the 
Distribution Growth Frameworks summarized and depicted in Figure 3, below. Based 
on our client’s requirements and input, modifications will be made to the assessment 
criteria. 

Phase 2: Primary Growth Identification

This detailed process examination will provide company executives with a deeper 
understanding of growth opportunities. The analysis will be focused on building 
distributor competitive advantage through identification of growth opportunities and 
managing growth capabilities development. We place particular emphasis on best 
practices to identify growth opportunities and how to effectively manage profitability 
while growing. 

The course will thoroughly examine how proper growth strategies and best practices 
can generate opportunity. Some example strategies are displayed in Figure 4 on the 
next page.  Relevant economic and resource drivers will be examined and explained, so 
that attendees can leverage them to achieve profitable growth. 

Figure 3: Distribution Growth Components

Figure 4: Growth Strategies

Phase 3: Educational Workshop

Our research findings and recommendations will be provided to business leaders 
and executives through a 1.5-day educational session. The presentation will be 
supplemented by hands-on exercises that will be developed based on our process 
assessment and company-specific findings. These exercises will provide workshop 
attendees with the confidence and ability to formulate effective and actionable growth 
strategies, taking advantage of the Read Center’s Distribution Growth Framework, 
pictured below. 

Figure 5: Distribution Growth Framework

Professional Development Professional Development

©Thomas and Joan Read Center 2011. All Rights Reserved.

Figure 2: Process Assessment
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Who Should Attend Deliverables

• Executive and Senior Management

• High Potential Candidates for 
Management

• Strategic Managers

• Regional Profit Center Heads

• Business Development Managers

• Slides as a course booklet

• Workbook for exercises and activity

• Driving Profitable Growth Book

• Optimizing Distributor Profitability 
book

• Certificate plaque

Benefits

• A neutral third party perspective by Texas A&M with a supply chain focus 
leading to global (overall company) instead of local optimization of processes.

• A proven and structured approach to assess your growth history 

• A structured framework connecting business processes and financial metrics

• A ready-to-use growth assessment toolkit

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

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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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
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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
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:

Texas A&M University


