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Distributors can use readily

Dlg ital tr.a nS.fO rm ation available resourcesand
your distribution

expertise to ensure their
business viability and
competitive edge in well-
planned, strategicinitiatives
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The challenge;

Leadersinmany distribution companies see

the promising opportunities of engaging with
attractive providersinthe global supply chain,
digitizing processes and products, implementing
profitable multi-channel strategies, taking
advantage of the scalability and economy of

the cloud, andserving customerswithabetter
experience. They require apractical, sound
approachtotranslate these opportunitiesinto
results. They alsorealize that the best of their
current practices may not help them outperform
the competitionand addressincreasingly urgent
business challenges:

enables formidable, lower-priced

competitorstoemerge fromalmostanywhere.

Atidalwave of ,
combined with modern e-commerceresources,
resultsinmuch larger, more powerful
competitors withvastresources.

thanever,and they arelearninghow
tomake themselves heard.

Toremain competitive, distributors needto
,butthe
risks canbevery high.

Meeting
isbecomingmore complexand costly.

Timefordigital transformation

The most forward-looking distributors embark
upondigital transformation initiativesinstead
of relyingon more conventional ways of

using technology and process optimization to
generate sustainable, long-termadvantages.

Digitaltransformation does not simply mean
acquiringand deployingmore and better
technology.Indigital transformation
strategies, companies use computerized
technologies anddigitally facilitated
processestorebuild theiroperationsand
gainthe nimblenesstodelivervaluable
innovation to their customers.

Recenttechnological advancements make
digitaltransformation realisticand affordable for
many more distribution companies. At Columbus,
we have atrackrecord of many years of helping
distributors succeed. We know how to design
andaccelerate yourdigital transformationina
low-risk, results-oriented manner.



Many distributors already own essential building
blocks fordigital transformation:

platformthatlinks business groups, subsidiaries,
and the supply chain. Fordigital transformationit
is critical that your ERP system has the scalability
and flexibility to support your growthand
strategicdirection.

Your arearepository of
organizational knowledge, experience, and
bestpractices forenabling people, systems,
andinfrastructures to be effective. Digital
process modeling helps youidentifyandacton
opportunities forimprovement.

If your company is similar to many, awealth

of dataassetsregardingall aspects of the
businesslivesinavariety of systemsand storage
mechanisms. To take advantage of your

as meaningfulintelligence, you need to either
integrate those systems—which can be costly—
orbringthe datatogetherinarobust, scalable
environment, suchasthe cloud. Thenyou can
apply analytical tools toitand perform evidence-
based planning and decision-making.

The systemisadigital, connected business

Other, rapidly evolving technologies have
inrecentyearsbecome more mature and
affordable, and can powerfully support digital
transformationin yourdistribution business:

Withinthe ,data
streamsfrom connected sensorsonalmost
any durable product orequipmentitemletyou
understand the items'real-life utilization and
performance. AnalyzingloT datacan help you
improve your products and find better ways to
meet customer needs.

The offersthe bestopportunity to
implement your applications, data, and digital
processesinahighly scalable andflexible
manner.Instead of acquiringmore servers,
software, and networking equipment, you can
implement ERP and otherapplications securely
inthe cloud, deploy cloud-based datastorage
andanalytics, and seamlessly bridge systems
andresources on-premise andin the cloud.

Two ubiquitous technologies are essentialin
developing systems of engagement that can
serve consumer audiences:

Consumersharinginsocial mediacan multiply
theimpact of your spendingandactivitiesin
marketingand communications. Consumers
expectyourcompany tohavea presence
that provides context, content,and community
toenhance their use of your products and
services. Social listening yields valuable data that
you cancombine andanalyze with your other
bigdatatodesignthe best possible customer
experiences, products, and delivery systems.

Billions of people learn about companiesand
brands, compare offerings, connect with their
peers, and consume contentontheirmobile
devices. Your customers want to manage
theirdaily livesinaseamless, digital,
environment. Thatincludesinteractions,
purchases, and service engagements with
your company. Mobility canalso helpyou
advance yourdigital transformationinternally,
forinstance, by bringing ERP and decision-
making capabilities toemployees atany time, in
any location.
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The most successfuldigital transformation
initiatives underway indistribution businesses
today typically combine the ERP foundation
with the otherenabling technologies
mentioned. Columbus has helped a number of
distributors achieve noteworthy resultsindigital
transformation, including:

Actingonnew revenue and
market opportunities

Shorteninginnovation and go-to-market cycles

Reducing theriskand cost of introducing
new products

Delivering profitable, immersive
customer experiences

Collaborating effectively with customers
andresellerstocreate productand
serviceimprovements

Let'stakealookatatypical scenariobased
onourdistribution clients'experiences with
digital transformation.

Reliable, butunevenandagingout of the
accessible market

Adistributor of highendindustrial electrical
componentssellstoclients through avariety

of channels-online, acatalog,and a call center,
andthroughfield salesreps. Italso maintainsa
service department. Withincreased competition
from lower-priced providers, the company
findsitincreasingly difficult to meetsalesand
growthtargets.
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Business leaders analyze datafrom the ERP,
sales, and logistics systems to get abettersense
of the company’s performance. Theresultsare
mixed: On the plus side, customers appreciate
thereliability of the products. They like that

the company provides helpful contentand user
guidanceonline.

Acrosssales channels, the brand experienceis
uneven. Catalog sales handled by the call center
oftenfallshort of the same level of engagement
thatfield sales reps provide. Additionally, each
salesrephasadifferentapproachandthe
client'sexperience depends onwhao'sonduty
and how well they are trained. Businessleaders
analyze datafindings from the ERP, sales, and
logistics systemsin combination with social
listening to geta better sense of the company’s
performance. Theresults are mixed:



The company turnsitselfintoasystem
of engagement

Traditionally, the company has distinguished
systems of record, such as ERP, WMS, and
systems of engagement, such as the website
and CRM.

Company leaders come to the conclusion that
thisisan outmoded approach. For the company
tobecome more agile and competitive, all of

its processesand systems need to supportan
excellentdistribution experience.

Thedistributor's new business planfocuses
onincreasingrevenue and market share

by providingavastly improved customer
experience, withaspecial, targeted effort
to gainmore wallet share of their clients.
Complementary initiativesinclude:

Anew sales trainingand incentive program for
employeesinthe call center.

Anew portalwhere clients canview pastorders,
generate returninformationandreorder
more easily.

Addition of FAQ sectionand the website chat
functionality to enhance client experience and
provide ahigherlevel of service.

Greateruse of mobile ERP and the move of a
number of applicationsinto the cloud, so field
salesreps can, whilein thefield, quickly recall
pastorders, checkinventory and place orders
more immediately and provide betterservice
and makeintelligentrecommendations on
additional oralternative products.

Asubsequent review of business and brand
related datashows thatrevenueisincreasing,
thereis encouraging growth from customers
ordering from different product segments, and
thedistributor's brand equity hasincreased.
Soon, italsobecomes visible that customer
erosion from lower-cost competitors has come
toahalt.



Insurveys, betweenaquarterand a third

of business executives state thatdigital
transformationisamatterof survival for
theirbusinesses. Many distributors will
embark ondigital transformationinitiatives,
sometimes without the right strategic planning
and commitment. If youwant tomaintaina
competitive, innovative edge, the time to

take advantage of digital transformation
opportunitiesis now, before alarger number of
your competitorsadoptsit.

Even beforeyou begindetailed planning,
werecommend several basicstepsin
designingdigital transformationinyour
distribution operation:

Identify and prioritize areas of concern

where you already ownthedataandinsightto
pursue measurableimprovements. Bringdigital
transformation first to those sales channels
and segments of the business where desirable
resultsaremostlikely.

Think of digital transformation as a business
initiative, notasaprojectthatshouldbe
handled by the IT department.

Considerdigital transformation asustained
effort. Yourindustry and market will continue to
present changes and challenges thatbusiness
transformation can help you address.

Your ERPsystemisthe bestfoundation
fordigital transformation. Review existing
systemstoassesshow well they can supporta
digitaltransformation effort.

Evaluate the economics and operational
advantages of cloud technology foryour
business. Transferworkloads, data, and
applications wheneveritmakes sense.

Useyourinsight tobuild theright systems of

engagement where your customers, suppliers,
andemployeeswillengage.

Ensurethatbusiness processesrunas
efficiently and free fromwaste as they can, and
introduce any improvements that make sense.

Pay close attention to the voice of your
customersinsocialmediaandinevery touch
pointwith your people, products, and services.

Develop atimely, proactive communications
strategy tosupportadigital transformation
initiative, involving allcompany employees and
key trading partners.

Strengthentherelationships with business
partnerswho share yourlong-termvision.

Your preferred trading partners should be the
oneswho supportyourdigital transformation,
becauseitcan help them become more effective,
customer-centriccompanies.

Oncedigital transformationis underway,
evaluate whatitrequiresin ordertostay
relevantand effective. Asdistribution
companies seeresults from their digital
transformation efforts, they often create new
executiveroles, suchasthe chiefinnovation
officerorthe chief digital officer.Insome
organizations, digital transformationleads to
companion efforts torebrand and reposition the
company basedonitsenhanced understanding
of consumersand opportunities.

Columbus offers the expertise and resources to
helpyou plandigital transformation, putitinto
practice, and achieve sustainedresults.




At Columbus, we help our customers digitally their businesses

and improve the value realization of their business application investments.
We the inherent risks associated with implementing, upgrading
andreplacing legacy ERP systems. We our customers with best-practice
consulting services we have refined over thousands of engagements. We take
care of our customers and aspire to keep them for life.

Columbus

Once you
know how...




