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Evolution of POS data exchange

- Hard copy data 
exchange

- Primary use was 
factory direct 

commission credit to 
location of end 

customer

- Reporting analyzed 
within 30-60 days 
after month-end

- CD’s and floppy discs 
exchanged via snail mail

- Manufacturers began 
getting interested in 

marketing information 
gained from distributor 

POS reporting

- Reporting analyzed 
within 20-30 days after 

month-end

- Manufacturers 
receiving POS files via 

email transmission

- Reps access 
commission 

statements via email 

- Data exchanged via 
EDI rarely

- Commissions and 
reporting within 15-
20 days after month-

end

- CRM, ERP, data 
mining

- Data analysis by end 
consumer of POS data
- What is this “cloud” 

everyone is talking 
about?

- Electronic 
commission reports 

more the norm

- Commissions and 
Reporting processed 

within 10-15 days 
after month-end

- FTP/Dropbox and 
automatic transmission

- Data consumers create 
their own experience 

*Dashboards

*Data warehouse

*Cloud-based reporting

- Instantaneous 
reporting trend

- Reporting analyzed 
within 5-10 days after 

month-end

- “Big data” integration

- Full system integration 
between Rep > 

Distributor >

Manufacturer > 
Customer

- Instantaneous 
actionable data analysis

2000’s 2020’s20191990’s 2010’s1980’s



Celebrating the past

• Commission statement

• By distributor totals

• Top customer summary

• Leads report



Identifying some of the challenges

• Bad data vs. Good data
• Reverse POS

• TIME- how do I get more? 

• Incompatible Data Ecosystems

• Bad data starting at the source 



Bad vs Good



Quality data is the foundation of analytics 

Bad Data

- Multiple formats from multiple 
sources

- Changing month to month
- Customer name variations
- Large volume of information to 

mine
- Summaries rather than raw detail
- PDF is the enemy!
- Hardcopy, really?

Good Data

- Electronic detail file
- Ready for my system?

- Harmonized information
- Customer name

- Location
- Product fields

- Data matches your commission 
statement

- Timely 
- USEFUL

Before you ANALYZE, you must HARMONIZE



The Benefits of Great Data

• Why is it important for manufacturers provide this data? How can we benefit?

• 87% of respondents said data is key to new business growth and for delivering better results 

for customers and clients. Eighty-six percent of those surveyed viewed data as the 

foundation for making important business decisions.
 Survey of 2300 global business and technology leaders from MIT Technology Review 

Insights 2019

1. Drive new business with synergistic selling 

2. Protect existing business 

3. Closing the loop of daily action to increased revenue

4. Always have something to talk about



The Rep’s Advantage

• The Synergistic Sell!
• Multi-line selling creates “pull through business” from the line card

• Reps have access to data intelligence that a manufacturer does not

• Distributor reports have more detailed information than what’s received from a manufacturer’s IT 
and Accounting departments

• No person out there better to analyze that data than the multiline sales rep

• The Rep microscope is better - the Rep’s motivation to monitor trends at the little customers, not 
just the big customers

• Rep’s local and tribal knowledge of the up and coming companies in the market engage your line 
sooner than your competitor



Associated Sell Example

Action items:
1) Pay attention to part numbers
2) Segment  your product lines for the “anchor parts”
3) Surface marketing signals of associated sell opportunities 



Associated Sell

“Tom, here’s a list for 
you run down”



Protecting Revenue

• Lack of visibility into supply chains (especially overseas) cause “slippage”

• “Holes” reports show you:

• AVL line switches for commodity parts

• CEM changes – “losing the connection”

• End customer’s product volume tapering

• Closer to real time and real interaction the better



Embracing the Future Now



Celebrating the Past | Embracing the Future

Sales Tracking System

Report

DashboardMfg Commission System

Commission Report Sales Tracking System

Action

ERP System

ERP System



How to get started

1. Ask your manufacture for better data

2. Internally develop a clean list of customers

3. Surface data insights that drive behavior

4. Plan you 30-60-90 day schedule based on the data and the trends

5. Plan time on your calendar to review your hole reports



Questions

1. Is your data driving your behavior today?

2. What challenges have you faced?

3. How have you overcome those challenges?

4. How has your sales team adopted the data-driven behaviors?


