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Introduction
Industrial supplies distribution makes up a supply chain industry that

includes tens of thousands of companies worldwide. The distribution of

industrial supplies to manufacturers, retailers and other consumers is a

cornerstone of regional, national and global economies. 

OEMs and MRO distributors

Original equipment manufacturers (OEMs) make up a significant supply

chain industry in themselves, through the supply of parts needed for the

reliable and continual operation of manufacturing plants. Maintenance,

repair and operating (MRO) distributors are the other major focal point

of the industrial supplies distribution segment. They supply OEMs with

commodities needed to sustain the production of manufactured goods

for consumer and industrial markets. 

Industrial supplies include such items as: power hand tools and mechan-

ical parts such as bearings, bushings, drive belts, and gears; hardware,

including fasteners and bolts; lubricants, sealants and other fluids; hoses

and accessories; tooled machine parts; conveyors, robotics and other

products for material handling and motion control; and many others.

Safety equipment - protective clothing, gloves, eyewear, hardhats and an

array of other gear - comprise another large segment of industrial sup-

plies distribution.

Industrial supplies distributors range from traditional family-owned

businesses, operating in limited territories and with specialised markets,

to broad-line global distributors that cater to all types of manufacturers and

other customers. Many of the smaller distributors specialise in supplying

one or more categories of industrial goods. Broad-line distributors, on

the other hand, may carry thousands of products aimed primarily at

customers within the entire manufacturing spectrum.
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Market situation and trends
Industrial supplies distributors are subject to the same external influences
that govern the supply chain industry as a whole. Governmental regula-
tions may affect industrial supply distribution, especially in the delivery
of goods to military facilities, public-sector institutions and certain products
for chain retail firms. Added pressure for change comes from technological
factors, including the development of e-business and other access issues
based on the Internet's ongoing value to the business world.

Industrial supply distributors are also motivated by the supply chain
industry's increased focus on customer service and value-added services.
This impetus, plus sheer competition for market share, has led to such
developments as vendor-managed inventory at OEMs and distributor
alliances. As always within the distribution industry, there is constant
pressure to supply customers with the right products and services on time,
and at the best price. Competitors and customers provide the drive to
develop new management and operations techniques in response to
dynamic market situations.

Global economic factors
Recent economic trends in many parts of the world have hit industrial
supplies distributors harder than other distribution sectors. The migration
of manufacturers from long-established industrial regions to developing
regions, due in large part to lower labour costs, has had a major impact.
In regions that have lost manufacturers, industrial supplies distributors
are forced to compete for fewer customers. 

A more globally oriented market has demanded more globally oriented
suppliers. Industrial supplies distribution has been no exception: large-
scale distributors, able to move products anywhere in the world, are
claiming the lion's share of a far-flung market of manufacturers and
other consumers. Globalisation has also contributed to logistics and
replenishment challenges for multi-distribution centres: more than ever,
supply chain solutions must help distributors find cost-effective and fast
ways to move products. 

Technology
Technology has provided a way for industrial supplies distributors to
combat the negative effects of other trends within the industry.
Increasing numbers of distributors - up to 70 percent, in some surveys -
have established web sites, and nearly half of these use the Internet for
sales and procurement. As long as distributors continue to pursue business
partnerships based on global supply and demand, e-business will continue
to gain a foothold.

Technology has also allowed the industry to help survive fluctuations due
to increased competition and crowded markets. Automated routines,
forecasting, reporting, analysis and accounting are vital for day-to-day
business operations. System tools that measure customer value and key
performance indicators (KPIs) have critical weight in plotting a successful
course in the current and future environment of industrial supplies
distribution.
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Distributors are faced with:

• Migration of manufacturing to
developing regions

• Globalisation

• Logistics and replenishment 
challenges for multi-distribution
centres

• Use of the Internet for sales and
procurement

• Need for automated routines, 
forecasting, reporting, analysis 
and accounting

• Need for system tools to measure
customer value and KPIs.

First, [the IBS] solution
was tailored specifically for
distribution companies. The
price was right and - just as
important - we liked the 
people we met. 

Bob Freeman, 
Managing Director, 
Carl Kammerling International



Vendor reduction programs and alliances
A trend toward consolidation and collaboration has also changed the
makeup of MRO industrial supplies distribution. In the past, small, family-
owned distributors dominated local and regional distribution activities.
This situation, while still applicable, is changing. Current and future business
trends favour larger operations, with a greater selection of products and
services available from and to almost anywhere on the globe. This situation
demands increasing capital for a distribution company's infrastructure and
operations, including the need for leading-edge technology to provide
distribution solutions. 

Small-scale industrial supplies distributors, such as those that are locally
based and family owned, often do not have the capital to compete on the
same field with international or broad-line distributors. Small distributors
cannot always afford to provide integrated distribution solutions and to
upgrade to modern systems. 

Faced with competition from distribution giants, many independent
MRO distributors rely increasingly on cooperation. Suppliers frequently
form consortiums to provide a wider range of goods and services to
manufacturers. This pooling of resources and products enables the
group to attract more exclusive supplier contracts and offer one-stop-
shop services. Supplier alliances require top levels of communication,
inventory management and logistics through high-end technological
solutions for supply chain execution.

Exclusive supplier contracts
Preferential business partnerships have also led to bigger market shares
for large-scale industrial supplies distributors. The trend toward exclusive
supplier contracts has opened the door wider for higher-tier distribution
companies, which are able to provide a more comprehensive range of
industrial supplies than smaller competitors. In addition, broad-line
distributors can offer goods and services not only for industrial supplies,
but also to other vertical markets such as electronics, plumbing and
heating, ventilation and air conditioning (HVAC). In this situation, many
major customers prefer to deal with only one supplier. 

Local, small-scale distributors often specialise in supplying goods for a
particular sphere of manufacturing. These distributors may find it difficult
to stock or have access to all of the products needed by diversified
customers.
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Consolidation and collaboration:

• Current trends favour large 
operations

• Increased need for capital for
expansion

• Small distributors cannot afford
integrated solutions

• Small suppliers form consortiums

• Supplier alliances require high-end
supply chain software.



CRM focus
Fierce competition for customers underlines the current state of affairs
within industrial supplies distribution. Distributors must seek out new
ways to sell products and to attract and retain customers. As a result of
this pressure, industrial supplies distributors have developed a more
intense focus on customer relations management (CRM). 

Distributors need business systems with reporting and analysis tools that
help them to identify which customers and products are the most
profitable for business, as well as which are not. Such tools must also
be able to help distributors create channels and sell product. Customers
must have greater online access to goods and services through the
Internet and other business-to-business resources. 

Value-added services
Value-added services continue to play a substantial role in enterprise
planning for industrial supplies distributors. These services take place
both at the distributor's facilities, with kitting and assembly, for example,
and at customer sites. In particular during the past two decades or
more, OEMs have turned to distributors for handling inventory and
procurement at manufacturing sites, through integrated supply con-
tracts. Vendor-managed inventory has slowed in recent years: some 24
percent of distributors, according to a recent study, have integrated sup-
ply arrangements. The large distributors who do rely on integrated sup-
ply, however, are gaining bigger revenue shares compared to the indus-
try at large. 

Value-added service practices put additional pressure on distributors to
implement advanced solutions, including activity-based pricing, for
inventory and procurement management. The chief problem presented
to distributors by value-added services is how to charge for extra services.

Total Cost of Procurement (TCP)
Almost all businesses continually look for ways to cut costs in the face
of increased competition, tight margins and the demand for proof of
return on investment. In a typical company, about half of all revenue is
spent on external goods and services. Cost benefits that are gained
from e-business sourcing and other strategies are often negated, however,
by continued high administrative and operations costs, such as order
processing. In addition, companies need accurate planning and ways to
measure cost performance.

Industrial supply distributors are seeking to implement cost savings
throughout the business operation. Procurement is one area that offers
the most potential for cost savings. A TCP approach looks for integrated
technological solutions, such as automated supply chain systems, to help
cut costs across the board.
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CRM and value-added services:

• Tools for reporting and analysis

• Tools for identifying profitable 
customers and products

• Online access to goods and 
services

• Activity-based pricing

• Integrated supply contracts.

Total cost of procurement:

• Cost benefits from e-business
sourcing

• Accurate planning and cost 
performance measurement

• Procurement offers most potential
for savings

• Automated supply chain systems
can help cut costs.



IBS software 
- a competitive advantage
IBS provides complete solutions for supply chain management, distribution,
financial control and demand-driven manufacturing, including software,
implementation, financing, training and service. With 25 years of
development, the company's products have a solid history of supporting
warehouse and logistics management. 

IBS develops, implements and supports world-class distribution and supply
chain management software. Recent studies by AMR Research and Frost
& Sullivan rated IBS as the market leader for supply chain execution
software. IBS also ranks among the top three globally active supply
chain management suppliers.

Software that aims for business value
Supply chain software from IBS is designed to help your company
achieve faster ROI, with measurable KPIs, through lower operating costs
and more efficient resource utilisation. The ASW software suite, along
with enhanced products such as IBS DYNAMAN and ASW NETSTORE, provides
a comprehensive solution that can be customised for your needs. IBS'
intelligent supply chain software automates and optimises routines and
is completely scalable, and thus able to grow with your business. IBS
software helps to streamline processes through automation and real-time
power and control of information. 

IBS gives you software that pays for itself, helping to reduce operating
costs and capital outlay without cutting service. You can allocate more
resources to setting and fulfilling goals for products, sales and customers.
The IBS solution fits any size of enterprise, including global multi-
distribution systems that trade across borders with different currency,
language and regulatory requirements.

In addition, IBS provides top-level hardware and after-the-sale service
support, including specialised implementation through the IBS
Implementation Control Process. IBS consultants work on-site with your
company to provide a smooth transition to a fully integrated supply
chain solution. Your business processes drive the system and provide the
basis for analysing future trends. 

Benefits and value aimed at ROI
• Measurement and planning tools that focus on profit

• Reduce operating costs and capital outlay

• Redirect resources to customer service, products, sales

• Automated and streamlined processes

• Scaleable and flexible to accommodate growth

• Continuing value through service support and training.
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IBS solution for industrial supplies
distribution

Solution:
Software: ASW 4.53+

Modules: 

• ASW CUSTOMER MANAGEMENT CONSOLE

• ASW DISTRIBUTION

• ASW INVENTORY CONTROL

• ASW NETSTORE

• ASW PRODUCT CONFIGURATOR

• ASW SALES AND MARKETING SUPPORT

• ASW SERVICE

• ASW WAREHOUSE MANAGEMENT.

• IBS INTERNET CONNECTION.

Hardware: 
IBM iSeries eServers

IBS’ implementation was
second to none. They were
very professional and helped us
become self-sufficient. And the
personal chemistry was very
important. We bought from
people we could trust.

Sheila Chambers, 
Finance Director,
Listers’



Tailored for
industrial supplies distribution
Industrial supplies distributors and manufacturers can reap big benefits
from IBS' integrated business software solution, including these major
functional areas:

• Distribution and logistics
• Warehouse and inventory management
• Purchasing and procurement
• Sales order and customer service management
• Financials and business intelligence.

This section highlights some of the many advantages that your industrial
supplies distribution business can gain from IBS software.

Efficient distribution and logistics 
The IBS solution offers enhanced distribution and logistics solutions,
including transport and shipping optimisation. IBS can give you an
important competitive advantage by reducing the transport and shipping
costs to your customers. Further benefits vital to industrial supplies distri-
bution include:

• MSDS and other non-conforming stock transport documents -
Products such as paints, grease and lubricants - as well as dangerous
or hazardous goods - often require specialised storage handling and
reporting. Material safety data sheets (MSDS) and TrEm cards, etc., as
well as labels, are all handled by the system, as well as delivery notes,
loading lists, bills of lading and manifests associated with these goods.
Multi-lingual and EU specification ready.

• Back to back delivery - The IBS solution gives you the ability to
coordinate direct deliveries from suppliers to customers, helping to
eliminate costs associated with receiving and picking sold goods.

• Serial number tracking - Total, automated tracking power lets you
track individual items through serial number from stock receipt
through to customer invoicing. Lot and batch tracking is also supported.

• Automated shipping optimisation, including automatic disposal
check of stock, capacity, components and transportation. Other auto-
mated shipping capabilities include picking and dispatching based on
shipment plans, delivery advice and route plan creation and notification
at order entry, alternative delivery address for freight documents,
complete shipping documentation and loading area instructions.
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Warehousing and inventory power
IBS software supports advanced, automated warehousing and inventory
management techniques that increase response time and help to keep
both errors and inventory to a minimum. Rush orders and next-day
supplies are an everyday part of the just-in-ttime (JIT) world of industrial
supplies distribution. Every second saved and every error avoided can
contribute to better margins. 

The IBS solution helps you ensure efficient and optimised warehousing
operations and inventory levels through comprehensive information
management. This level of detail and accuracy is especially critical for
the large range of inventories required for industrial supply distribution.

IBS' automated warehousing solution handles all phases of industrial
supply distribution, from reception all the way through put-away and
picking. Specific solutions for some industrial supply distribution include:

• Component identification - One item such as a ball bearing might
have a manufacturer's, customer's and supplier's part number, at
different prices. When a customer needs a part, you can enter part
specifications, look at the options and make the best choice based
on the customer's needs. 

• SKU management - Dealing with tens of thousands of stock-keeping
unit (SKU) numbers, often with catalogue support for non-stocked
items, is a huge task in industrial supply distribution. The IBS solution
helps you manage the number of SKUs you need to stock, helping to
reduce overhead costs. 

• Inventory segmentation - You can classify all stock items based on
volume value classification, helping to plan products more effectively.
This feature can help identify products that are, for example, high-
turnover, low-margin, high-value (such as pumps and generators) and
slow-moving, resulting in more efficiently managed inventory and
beneficial effects on such KPIs as inventory days supply and cash-to-
cash cycle time. 

• Stock optimisation - ASW INVENTORY CONTROL provides you with tools
for dynamic demand forecasting for different item segments, auto-
mated replenishment suggestions, inventory analysis and simulations.
All of these functions help to ensure that the right components are
available in stock, keeping lead-times on target and inventory at eco-
nomical levels. 

• Bar code and radio frequency (RF) support - Fully integrated support
for bar coding and RF handling allow quick tracking and communication
of serial and lot numbers or batch codes, helping to provide labelling
accuracy through the reduction of human error and paperwork.

• Automatic notification and warning - ASW ALERT MANAGEMENT gives
constant monitoring of warehouse operations and alerts you to actual
or potential problems. You can set up parameters, such as minimum
stock quantity, that trigger notification to authorised staff. The system
can also be set up to provide messages that include actions for solving
problems that arise. 
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We wanted one inte-
grated system where even
one of our smaller sales units
could place an order with a
factory and get immediate
feedback as to availability and
delivery times.

Harald Guldahl, 
Director of Finance, Constructor 



Procurement and purchasing savings
Industrial supplies distributors have to keep inventory levels to a minimum
but not at the expense of customer service. It is vital to know which stocks
to replenish - as well as which stocks not to replenish, or what products
to back-to-back and direct ship.

Pricing is not the only factor that determines effective procurement. As
businesses seek further ways to cut costs, procurement moves into the
foreground, blending e-sourcing, monitoring, KPI metrics and analysis
into the bigger picture of business efficiency. 

The IBS solution is built to allow procurement on a wide-ranging basis,
including strategic sourcing, to help your business secure stock at the
best price. Coupled with automated warehousing and inventory routines
that maintain optimal stock levels, IBS' procurement measures help your
business to minimise total supply chain costs through lower payrolls,
lower operating costs and the most efficient purchasing methods. The
effects of a Total Cost of Procurement approach can help to increase
sales, obtain and maintain high customer satisfaction and give added
value to employee productivity. 

The IBS solution gives you access to advanced methods, such as automated
sourcing strategies, that drive down costs through better procurement
processes and reductions in overhead costs.

• Automated purchase simulation and suggestion review -
Simulations let you anticipate real procurement costs through current
system information. Purchase suggestion reviews take into account
inventory levels, helping you maintain safety stock and pinpoint items
to purchase. 

• Distribution analysis - Based on current information from through-
out the system, this analysis capability helps you to determine real
procurement costs. It also gives you the capability for direct automatic
replenishment based on the analysis results.

• Pull, priority and shortage evaluation - This automated analysis
provides automatic monitoring of urgent stocks, plus the capability for
automatic order generation.
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• Purchase suggestion management - The IBS solution provides
suggestion management capabilities with automatic review codes for
product lines, helping to ensure accuracy, maximum line value, stock
levels and optimised values. Additional functions include special buy
evaluation, interactive line buying and graphical planning tools that
give a complete overview of procurement information.

• Supplier agreement and price negotiation - ASW SUPPLIER

MARKETING SUPPORT gives you an automated method to take advantage
of supplier discount programs. The software handles complex supplier
rebate rules and can be an invaluable tool for negotiating the best
supplier agreements and prices.

• Landed cost - The IBS solution automates the calculation of landed
cost, which can be spread over several purchase order lines in a
reception. This helps to lower overhead through the reduction of
administrative costs and manual errors.

• Automated purchase order creation - Purchase orders can be created
automatically, based on system suggestions when user-defined criteria
are satisfied. The system can also check order points instead of per-
forming this manually. The automated routine helps to reduce labour
costs and errors. 

• Advanced RFQ capabilities - Requests for quotations can be generated
automatically and sent to suppliers through EDI, XML, Web-service
communications, fax or email. This quick creation and transmission
can result in lower administrative costs, better prices and the ability to
negotiate more favourable terms and conditions.

In addition, the IBS solution includes other automated solutions for
strategic sourcing, including powerful reporting that helps you to follow
up rejected deliveries, back-orders, discounts, prices and service level;
supplier agreement management through ASW DISTRIBUTION, which lets
you analyse agreement factors and create the best agreements for lower
purchase costs; and supplier lead-time and service level analysis with
ASW INVENTORY CONTROL.
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Enhanced sales order and service management 
Within industrial supply distribution, sales order and service management
are the foundation of good customer relationships. Service is an especially
vital segment of the business, as many distributors provide on-site service
and engineering support. Complete service integration is crucial, especially
in regards to major customers and within vendor-managed inventory
environments. 

IBS' solution addresses specific sales order and service management
needs for industrial supply distributors, such as:

• Product configuration - The ASW PRODUCT CONFIGURATOR helps to
ensure component accuracy and integrity for creating made-to-order
BOMs that fit customer specifications. This can lead directly to better
customer satisfaction and product quality and reduce the need for
technically-trained staff to complete complex order structures. 

• Preventative maintenance - ASW SERVICE lets you schedule automatic
preventative maintenance to keep inventory in top condition. You can
save on inventory days supply and cash-to-cash cycle time, as well as
maintain efficient stock levels, by preventing or reducing losses due to
stoppage or breakdown. In addition, you can plan maintenance in
accordance with work centre resources and schedules. 

• Tax handling and control - The IBS solution uses country-specific
VAT rules to provide automatic calculation and accounting of ingoing
and outgoing VAT for international business. The system also gathers
information for full Intrastat reporting and Tax declarations. This helps
reduce overhead costs related to VAT obligations in the form of
administrative costs. The system also handles North American taxation
and other GST (general sales tax) orders. 

• Sourcing for rush orders and special orders - The system's auto-
matic product sourcing capability is ready-made for rush orders, back-
to-back orders or alternative and replacement items. Continuous status
monitoring helps identify orders that need stock allocation priority.
ASW MULTI DISTRIBUTION CENTRE enhances the ability to find and allocate
stock in a multi-site environment. Enhanced product visibility can help
to produce shorter order fulfilment lead-times and reduce safety
stock.

• Restricted sales - The solution has seamless handling of restricted
sales, when certain items may not be sold to specific regions, firms or
locations because of standards or legal reasons. Status numbers are
assigned to each order, which lets you track and monitor held orders
and take action to fulfil legal obligations.

• Advanced tools for service order management - IBS' solution
offers a full range of capabilities for top service order manage-ment,
including: mobile service order dispatching to engineers, Planner View
graphical planning tool highlighting service orders and engineers
capacity constraints, Effective Time reporting and automatic generation
of internal and external invoices.  

• Customer delivery scheduling - Automated forecasting, based on
safety stock levels and other information from customers, lets you
predict what stocks customers will require in forthcoming periods.
Your business can benefit through more efficient inventory control as
well as greater customer satisfaction.

• Customer self-service - Web-enabled customers can use ASW
NETSTORE capabilities to place orders and track product, reducing your
operation's administrative and staff costs while providing 24/7 one-
stop-shop service to your customers.
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Financials and business intelligence advantages
Industrial suppliers process huge numbers of transactions every year -
every inventory movement, every price change must be recorded, often
generating invoices and accounting transactions. All this information is
stored and often remains dormant, untapped. IBS' integrated system of
financials and business intelligence lets you mine and use all the data to
obtain the maximum potential for making informed business decisions. 

Financials
In addition to standard financial transactions - such as a comprehensive
General Ledger, reconciliation and banking functions - the IBS financials
solution handles specific problems that can make the difference in
profitability for industrial supplies distributors, including:

• Accounts Receivable - ASW FINANCIALS helps you reduce bad debt
and improve accounts receivable and payment statistics. You can
monitor and administer customer account balances through automatic
statements of account, reminders for overdue invoices and collection
handling. This help to reduce A/R days outstanding and your cash-to-
cash cycle time.

• Automatic transaction creation and transfer. Each event in the
operational system has user-defined accounting rules for automatic
transfer to the General Ledger and sub-ledgers.

• Asset management - IBS helps you obtain maximum value from
assets - including physical property, warranties and service contracts -
through ASW ASSET MANAGEMENT. 

• Activity-based cost reporting - This gives you the opportunity to
measure and improve the efficiency of CRM and SCM processes. The
IBS solution calculates net profitability from an Activity Based Costing
(ABC) approach. The equations used can include any type of ASW
balance, whether these are pre-defined in the system, quickly and
easily defined by users, calculated or redistributed.

• International currency and language capability - The system handles
any currency and provides support for currency optimisation, helping
to protect you from losses associated with currency exchange rates.
Far-ranging language support means that you can communicate with
customers all over the world in their language with, for example, multi-
lingual transaction documentation.

• Cross-company reporting lets you choose a range of your system
companies to include in financial or other reports. Assets analysis,
profit and loss per division, and figures vital to a multi-company
environ-ment can be reported for any period.
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Business Intelligence
Accurate planning, performance measurement and analysis are critical
for business success, with an impact on decision-making, key performance
indicators (KPIs) and ROI calculations. Retrieving the right information at
the right time, and being to analyse it, is crucial to decision makers. IBS
software offers a business intelligence solution that lets you extract,
measure and compare information from a data warehouse that reflects
all information contained within your business system.

IBS BUSINESS INTELLIGENCE is tailor-made by supply chain software specialists
for supply chain management analysis. It can be used by all levels of
employees and produces reports in a wide variety of formats. It comes
with pre-loaded client applications that are designed for supply manage-
ment needs. Industry-standard OLAP (On-Line Analytical Processing)
tools for Datamarts are included.

All transactions that occur in your business system, which carry a cost,
quantity, or other properties, are transferred to and sorted within the
data warehouse. Balances (for example, gross and net sales, cost of
goods sold and any associated sales costs) are automatically created for
periods that you define. These balances can be sourced and updated
from almost any area within your business system, including general
ledgers, sub-ledgers, asset control, sales, purchasing, manufacturing,
service and inventory. The balances can be compared against any number
of key values, including those such as business partner, item, item group,
salesperson, account number and cost centre.

You can also leverage data that is collected from external databases,
including business partners and other external sources. Trade statistics
and benchmark data, forecasts on general market trends and credit
information are all at your disposal for analysis.

Finally, with IBS BUSINESS INTELLIGENCE, you can measure and analyse KPIs
and ROI, based on pre-loaded values or on values that you define. A full
range of reporting options, through Report Writer and Quick Report
Writer, puts the information at your fingertips.

IBS has the right software for you, and the experience of
worldwide installations. Are you interested in finding out
more?

Contact IBS today - industrialsupply@ibs.net or visit
www.ibs.net
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We knew from the 
outset we wouldn’t measure
the platform simply in terms
of cost savings. ASW has
given us improved efficiency,
time to be more proactive
and a foundation for 
expansion.

Kim Martin, 
Operations Manager, 
Teamvise 





IBS corporate headquarters: +46-8-627 2300  •   industrialsupply@ibs.net  •  www.ibs.net

IBS is a world leading provider of supply chain management solutions for distribution, demand-driven manufacturing,
financials and business intelligence. IBS delivers measurable value through software solutions, services, hardware,
outsourcing and financing. IBS offers industry solutions for industrial supplies and electronic components with
Bahco, EnerSys, Momentum, OKI Bering, Rexel and Tyco Thermal Controls among its 5,000 customers in 40 countries.


