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1. OVERVIEW

SOLUTIONS

Case Study

A midsize manufacturing company relied heavily on its distribution network as the primary
sales channel. Despite having both local and national distributors, the company experienced
stagnant or declining sales over an 18-month period, threatening their market position and

growth objectives

2. CHALLENGES

Sales Erosion: Consistent decline over previous 18
months across distributor network

Product Knowledge Gaps: Distributor representatives
lacked clarity about product lineup and applications
Target Market Confusion: Distributors uncertain which
customer segments were ideal prospects

Inventory Management: Inadequate stocking levels
failing to meet on-demand ordering requirements
Competing Priorities:  Distributor sales teams
representing dozens of manufacturer brands with
limited focus

3. SOLUTIONS

Developed Targeted Training Program: Created
focused sessions highlighting unique benefits and
applications of top-selling products

Implemented Market Segmentation  Strategy:
Provided clear roadmap identifying "top markets” for
specific products

Created Action-Oriented Sales Approach: Simplified

call-to-action guidelines for distributor
representatives
Designed Stock Order Template: Developed

inventory recommendations for bestselling items
with suggested quantities

Established "Sniper Approach™ Replaced ineffective
"buckshot’ prospecting with targeted top-5 prospect
strategy
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RESULTS

Optimized Inventory Management: Eliminated slow-

moving stock and improved inventory turns

e Enhanced Market Positioning: Distributors gained
reputation as reliable stocking sources in local
markets

e Increased Order Frequency: Faster inventory turns
drove more consistent reorders

e Expanded Order Size: Growing confidence led to
larger stock quantities

e Dramatic Sales Growth: 35% increase

distributor sales nationally within 10 months

4.
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5. CONCLUSION

By addressing the fundamental challenges of product
knowledge, target market clarity, and inventory
management, the distributor network transformed from
a source of declining sales to a powerful growth engine.
The focused approach eliminated confusion and built
confidence among distributor representatives, creating
a win-win outcome that benefited both the distributors
and the manufacturer. Within 10 months, the strategic
intervention reversed the 18-month sales decline and
delivered a 35% national sales increase through the
same distribution channels.
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