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Level Setting

? How many from Sales
? How many from Procurement/ Supply Management

? Any expectations for the next half hour

The purposeof this presentation isto provoke thought 8

O 4 BPAssimistcomplains about the wind, the Optimist
expectsit to change, the Realistadjuststhe OAE| O6

- William Arthur Ward



Current State

There are many factors that are, and will continue to influence the
ChemicabDistribution marketplace Theseare someof many.

A Ongoingconsolidatiomat both the Manufacturerand Distributor level
A Growth

A Globalization

A Regulation

A Acommitmentto operationalexcellence

A Anemphasion sales
- the salesforce, salestechnologiesand salesexecution

A Thedigital experienceIndustry4.0)
A TheBmazorSTFF SO0 Q



By Definition

Chemical distribution involves sales, logistics, and transportation of
chemicals Chemical distributors offer value-added services such as
blending,mixing,packagingformulation, inventory managementand waste
removalto customers Definition Source: WiseGuyReports.Com

L (v€Xyiclearthere are manymovingparts andthesemanyparts drive many
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The Chemical Distribution marketplacg a
business that is heavily relationship dependent

Are relationships truly a differentiator?
A competitive advantage?

Every distributor, in every industry touts their
ability to offer outstanding customer service and
promotes their fantastic sales/buyer
relationships

LT SOSNE2YyS 2FFSNBER (0KSas
competitive advantage?
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relationships and better understand them



The Historical Nature of Business Relationship

- Bl

Some history:

The agricultural era lasted more than 10,000 yea

The industrial era 250+ years
1.0 Mechanical Production
2.0 Electricity / Mass Production

3.0 Automation of Production

The digital era the last 40 years e




Relationships Over the Last 100 Years

For more than 100 years ¢ S Qa8 what we know as the Industrial Chemicals
Distribution market. Duringthis time relationshipshave changedX

Geographical
Relatives & Community = Awareness, Knowledge and Access

Collegial
Institutions (Religious and Academic) &
Associations = Shared Background and Valu

Sourceclipartxtras.com

Digital
Connected = Information based and indifferent

Important: Relationships have been and will continue to be performance
based the difference is that we are moving from subjectively influenced
evaluations to objectively based evaluations



