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White Paper for B2B Audience

Custom icons and graphs created in Adobe lllustrator. Layout
and overall design created in Adobe InDesign.
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Custom illustrations created in Adobe lllustrator. Layout and
overall design created in Adobe InDesign. Content is repur-
posed from blogs, creating a downloadable marketing freebie.

mpl

5 Ways to Grow Your Business in
Optimize your logistics.

Customers’ expectations for supply chain efficiency were

built in the age of Amazon. In other words, logistics capa-
bilities are no longer a differentiator. How can you ensure
your supply chain is up to par with the competition?

Part of this is streamlining your own operations and iden-
tifying how you can reduce your cost to serve individual
customers. Work with your channel partners to save on
shipping by consolidating orders and invoices, and take
advantage of drop-ship opportunities offered by master
wholesalers. Embrace technology to automate processes
that you may be doing by hand right now.

Don't try to do everything at once. Identify low-hanging
fruit and start improving the customer experience right
away.

Make data-based decisions.

Data-free decision-making is like shooting blind. You
may hit the target, but you're far more likely to hit air. At
AgoNow, we have prioritized the use of leading-edge
market analytics to help distributors and manufacturers
identify new opportunities for growth.

So before you even start diversifying offerings or optimiz-
ing operations, take a look at the numbers.

Analytics can provide you with the current state of your
business - a good starting place — and then help you
identify opportunities to improve efficiencies or sell
more, whether to existing customers or new ones. Data
such as that provided by MDM Analytics, which gives
visibility into industrial product markets with market-size
estimates and targeted prospect lists, provides direction
for your sales and marketing teams so that you can build

©2017 by Moder  Gale Medlis, nc.
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NJ Mdm premium
MDM Premium subscribers
leceive the following benefits:
DM Market Leaders & Distribution Trends Special
e premier annual publication for the wholesale
stry — plus year-round coverage of industry trends

uarterly Pricing Trends Report, Product Consumption
Baird Quarterly Distribution Survey and more

Public company financials, market moves and more

bm your peers and competitors: Interviews with
hg in and with distribution companies

fwo 12-page issues emailed directly to your inbox each

Diverse coverage across sectors: Case studies, M&A deal analysis,
surveys and more:

Years of research: 24/7 access to online archives with more than 10
years of best practices and trends in distribution

Discounts on MDM Store items, including the Economic Benchmarks
for Wholesale Distribution, Competitive Landscape report and more:

MDM Premium subscribers receive unlimited access to all mdm.com
content and are emailed a new issue with objective and comprehensive
content twice a month.

today: Online at www.mdm bscribe or by phone at

888-742-5060.

o201 Medis, nc.
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2015 MRO Market Profile:

Cutting Tools
and Abrasives

ESTIMATED END-USER DEMAND IN THE U.S. BY REGION & END MARKET

©2015 by Gale Media, Inc. All rights reserved. Material may not be reproduced in whole or in part in any form
whatsoever without permission from the publisher. To request permission to copy, republish, or quote
material, please call 303-443-5060.

US. Market

Executive Summary

MDM 105 billion, 22
i i

d truction, mini

“The total U. 114 MROP

9y
product groups in 201415 $473 bill
ofthe 1

pages 12-13 of this report. MDM

OP market size at $191 billi
trial MROP Market products definition on p. 12.

in the Indus-

BRASVES US, Market

PPRODUCT CATEGORY & DEFINITION

P,

CUTTINGTOOLS (NAICS 333515 et al)

ABRASIVES (NAICS 321910 etal)
Abrasives Bonded: Wheels and other bonded abrasive shapes

it shot, sand, et or grindi

coated abrasives

22015 Gale Media,Inc.

Data Report for B2B Audience

Custom graphs and map image created in Adobe lllustrator.
Report laid out in Adobe InDesign. Original layout is from an
existing template set within compnay branding guidelines.

Total Demand by Product Category

equal in size.

U.S. Cutting Tools and Abrasives Market
$10.5 Billion

Tools Cutting High Speed Steel
52,136 Million | 39.8%

$773 Millon | 15.0%

Abrasives Grain Grit Shot
51,035 Milion | 20.1%

US. Market

Total Cutting Tools Market
$5,365 Million

Total Demand by Product Category - Detailed

9 pr
showns. d which totals $10.5 bill
Product Total Demand USS. §

Abrasives Coated $2,110,798421
Abrasives Bonded $1,233468,638
Abrasives Grain Grit Shot $1,035,229,962

il $772,882,533
Total Market $10,517,181,393

2015 Gale Media, Inc.

U.S. Regional Market Analysis

The upper tral regior 5. Census B of
the demand for cutting tools and abrasi i
nine regions s segmented here.

U.S. Cutting Tools and Abrasives Market
$10.5 Billion

Pacific Costal Northwest Central Northoast Central
$1,244 Millon | 11.8% 51,021 Millon| 9% 52,883 Millon| 27.4%

e

New Englan
$577 Million [ 5.5%

$1,047 Millon | 100%

Mountain outheast Central South Atlantic
$503 Millon |4.8% $1,119 Millon | 10.6% $688 Millon | 64% $1.452 Millon | 138%
sta the nine U.S. regions, according to the U.S. Census Bureau:
Indiana, Michi-  PACIFIC: Alaska, Cafornia, H SOUTHEAST Kentucky,
gan, Oio,Wisconsin Washington Missssippi Tennessee

Del victof penn- olorad, daho, Mor
Columbia, Florda, Georgia, Maryland, North  syhania tana, Nevada, New Mexico,Utah,Wyoming
Caro Kansas, Min- Maiie,Mas-
Voot nesota, Missour, Nebraska, North Dakota,  sachusetts New Hampshire,Rhode liand,
SOUTHWEST CENTRAL: Avkansas,Louisana,  South Dakota Vermont

Okiahoma Texas

2015 Gall Media, Inc Pages,
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Web Banners for B2B Audience

Ad sets made for a variety of web banner and Twitter standard
ad sizes in Adobe Photoshop.
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NJ mdmanalytics

v/ Mdm
.‘ Market Intelligence

competitive intelligence

for wholesale distribution for Strategic G rOWth
mdm.com/analytics

Research-based content analysis on trends and best
practices in wholesale distribution.

Surveys and reports benchmark sales performance,
market share and help you build forecasts.

Real-time analysis of competitor market moves, M&A,
earnings and marketing strategies.

Subscribe Today!

www.mdm.com/subscribe

Print Floor and Table Top Banners

For use at trade shows and industry conferences. Created using
Adobe lllustrator and Photoshop.These materials were created to
launch company’s rebrand.
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N mdm update

Dear Seth,
| hope you have been enjoying reading MDM Update, our free daily newsletter.

| want to share with you one of our most popular free reports, the MDM
2017 Top Distribution Companies. This free PDF includes lists of top
distribution companies across 14 sectors. Click here to download the free
report.

The Wholesale Distribution Trends Double Issue

Dive deeper into what the market leaders in distribution are
doing to respond to the trends facing the industry.

This annual publication for the wholesale distribution
industry was researched and written by MDM editors based
on interviews with dozens of wholesale distributors, as well
as industry experts and manufacturers.

Featured in this trends issue:

« Better Business Outlook for industry — Diversification key to success
in current market.

« Amazon Elevates 'Right-Now" Expectations - Just-in-time is just too
late for many end customers.

« Sales Models: From Lone Wolf to Pack Hunting — Customer
preferences shift companies away from outside sales.

This issue is part of an MDM Premium subscription. To thank you for
reading MDM Update, we're offering a 10% discount on MDM Premium. Use
promo code WELCOME at checkout.

Upgrade Now

Thank you for your readership,

s Pl
Thomas P. Gale

Publisher
Modern Distribution Management

"MDM provides an insightful perspective into the industrial
distribution market that would be enormously expensive to oblain
through traditional research.”

s - Floyd Miller, President & CEO, SupplyPro, Inc.

MDM Premium Subscriber

Email Welcome Series

Created custom graphics and wrote copy
for this series. The messages were created
in a drag-and-drop editor and were used in
a marketing automation campaign for new
list sign-ups.

v mdm update

Dear Seth,

| hope you've had a chance to read our Top Distribution Companies report.

| take great pride in the quality of the research and writing that goes into our
free content found in our blogs and the articles found in our newsletter, MDM
Premium. Our editorial team continually provides in-depth distribution industry
trend analysis across all sectors.

If you haven't had a chance, check out our Wholesale Distribution Trends
Special Issue.

Stay competitive with top content from MDM Premium:

Grainger's Pricing Solution

Selling to the Next Generation

E-Commerce Inches Toward Maturity

MDM Interview: Essendant's Path Takes a New Twist
How Sales Comp Can Drive Sales Growth

Access to all of these articles is included in an MDM Premium subscription.
Go beyond the daily news and highlights to help your company beat your best
competitors.

As a bonus for signing up for MDM Update you can save 10% on an MDM
Premium subscription. Use promo code WELCOME at checkout.

Upgrade Now

Thank you for your readership,

o I w.\' 'l
e
Thomas P. Gale
Publisher
Modern Distribution Management

& “It keeps me abreast of the latest happenings in my industry. |
! find some valuable content regardless of which industry is
x discussed.”

— Dan Vest, Co-Owner, Midpoint Bearing
MDM Premium Subscriber

v mdm premium
Dear Seth,

In 2017, maore than 40 percent of all online sales in the U.S. will go through
Amazon. The threat from Amazon to the distribution industry is real and here to
stay.

As distributors are caught in the crossfire, they need to understand the Amazon
effect in their markets and separate actions that are a threat from those that
aren't. To grow, they need to focus on and invest in the areas where they hold an
advantage over Amazon.

MDM has released a series of articles examining the threat Amazon poses and
where distributors should — and shouldn't — try to compete.
Not an MDM Premium subscriber?

Subscribe today for full access. Modern Distribution
Management has been helping distributors and their channel
partners grow profitably for more than 50 years.

Critical articles that examine the Amazon threat include:

» Amazon Business: The Burning E-Platform
+ Amazon's Prime Target: Your Business

« Amazon Gets Down to Business

Subscribe to MOM Premium to access these in-depth resources to strengthen
your position for 2018.

Subscribe to MDM Premium

Do you have guestions about these topics, MDM Premium or something else?
Please give us a call anytime at 888-742-5060, or email info@mdm.com.

AR E/' [/
[fsruan (St

Thomas P. Gale
CEOQO/Publisher
Modern Distribution Management

P.5.— Here's how a subscriber defines the value of MDM Premium:

"MDM is a great content, delivered in a timely manner, but | also sense the
mission behind their writing. MOM has a genuine concern for distributors and
wants them to succeed.”

— Roger Woodard, President, Alliance Distribution Partners

BONUS: MDM Premium Special Reports, free with
your subscription:
= 2017 Disfribution Trends Double Issue

rh-‘zm‘:‘ S;,nn
+ 2017 State of E-Commerce in Distribution B of E-Commerce o

in D in Distribution

= The Sales Gorilla in the Room

Access MDM Premium Special Reports.
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ﬁ mdm Webcasts Register now View past MDM Webcasts

m Industrial

TOP Distributors

-
NJ Mdm
The 2017 Mid-Year Economic Update

Free Webcast: Thursday, June 8 | 1PM EDT (50 Minutes) MDM Premium Bonus Report:

\l_/ L

[
If you would Tiks 1o stop receiving emails sbout this June 8 webcast bul would like Lo be nofified about cur next webcasl, plesse U.S. MRO Market S napshot U5, MRO Markat Snapshot Just Released: 2017 Top Distributor Lists
glick here. This wiil remove your email address from messages associated with this event only,
- : The 2017 U.S. MRO Market Snapshot, available Dear Dillon,
Register Now [ Register for Post-Event Access ] exclusively as a bonus to MDM Premium subscribers,
provides a high-level overview of the U.S. MRO market, QOur long-anticipated 2017 Top Distributor Lists, featuring the MDM Market
A new administration and holds on several regulatory actions have prompted cautious based on 2016 numbers. Leaders in 15 sectors, are now available.
optimism halfway through 2017. Deflationary pressures drove down the real value of
production in 13 of the 19 wholesale distribution industry sectors in 2016. Hardest hit were oil You must be an MDM Premium subscriber to download
& gas and agriculture — two commodity-based industries where prices look to stabilize in this report
2017. =
In this webcast, Brian Lewandowski, associate director of the business research division of Each year, our team spends several months collecting and analyzing data to build
the University of Colorado Boulder's Leeds School of Business, takes a closer look at the Access this Bonus Report our Top 40 Industrial Distributors list, as well as the top distributor lists in 14 other
economic trends of the last year and shares his thoughts on the wholesale distribution sectors. It's the most comprehensive report of its kind in the distribution industry.

industry’s outlook for 2017 and 2018.
This snapshot includes: . . 3 .
Lewandowski and Thomas P. Gale, publisher of Modern Distribution Management and This year marks our eighth year compiling these lists. When viewed year-to-year,

president of MDM Analytics, also present highlights from MDM's newly released 2017 » Total estimated market demand for MRO products in the U.S. 5 these lists provide a picture of market shifts and insights into what's driving
Economic Benchmarks for Wholesale Distribution and show how distributors can use these « Estimated consumption of MRO products by macro product categories: growth for the largest distributors.
reports to benchmark their performance within a changing industry. industrial MRO, electrical MRO, construction/facility MRO and other MRO

! » Estimated consumption of MRO products by nine U.S. regions Our goal with these lists is to provide an accurate picture of distribution market
You will learn: « Top 10 MRO product categories consumed by: manufacturing end leaders in each sector.

Theeconomic irends that emerged from last year markets, construction end markets and other end markets (based on 2-

Which sectors are expected to grow the fastest and slowest digit NAICS code) View the top distributor lists In each sector:

Revenue forecasts for 2017 and 2018

-
-
-
« The state of employment and unemployment

Top 40 Industrial Distributors

- o - i 5 « Top 25 Electrical Distributors
Register For Free Live Event | Register for Post-Event Access Benchmark Against Competitors with MDM Premium . T_omaaaﬂngs Distributors

Top 10 HYACR/Plumbing Distributors

Sponsored by: MDM Premium provides you the content and Top 10 Building Material'Construction Distributars

ORACLE + NETSUITE data you need to benchmark your performance
against the industry.

Other Sectors

Subscribers have full access to valuable data

« Electronics « Industrial P\VF
reports such as: Quarterly Pricing Trends Report, « Fluid Power « Jan-San
Product Consumption Snapshot, MDM-Baird « Fasteners « Pharmaceutical
Quarteny Distribution SI..INBH‘ and more. . (Gases & Welding Equipment « Plastics

« Hose & Accessories . Safety

You'll receive two 12-page issues emailed
directly to your inbox each month with an MDM -

Premium subscription.
DISTRIBUTION TRENDS

Double Issue

Keep up with trends and grow your business.

Subscribe to MDM Premium Now >> MDM's Top Distributor Lists are a part of our annual —
Distribution Trends Double Issue, based on interviews our | -

team conducted throughout the year along with our :
survey of hundreds of distributors. That popular report is
now available.

©2017 by Gale Media, Inc. | 2560 Park Lane, Suite 200 Lafayatis, CO 80026, USA
Phone (303) 443-5060 | Toll free (388} T42-5060

Please let us know if you have any questions aboutour | LiLit =LA 1B
annual Top Distributor Lists, as well as our Distribution
Trends Special Double Issue. Thank you to everyone who

E-Blasts for B2B Audiences T,

Editor

Double lssue

Modern Distribution Management

Created custom graphics using Adobe lllustrator and
Photoshop.The messages were created in a drag-
and-drop editor and represent messaging for webinar
registration, new report availability, and the launch of
an annual industry report.
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Sales GPS

.-.---.
T

Executive Workshop: March 1-2, 2017, The Westin Austin Downtown, Austin, TX
What used to work doesn’t today.

Join us for this 1.5-day Executive Workshop for a road map to change a
traditional outside-sales-centric model into a more adaptive and customer-
responsive multichannel system.

Lead your sales team to be a more effective force, one that thrives even in
disruptive markets. Adaptive, relevant, focused. Management directed.

Seating is limited for this exclusive event and filling fast.

Register Now

Who Should Attend?

Executive management and policy-setting senior sales executives.

Click on the video below to hear why Mike Marks, co-host of Sales GPS 2017,

thinks you'll be a good fit at this executive workshop.

Mike Marks, Sales GPS 2017 co-host

See the Full Schedule

Critical Elements for Sales Transformation

KEYNOTE

Charles Lingenfelter
Former President & CEQ, Industrial Distribution Group
Principal, Stonefence Advisers LLC

Session Leaders

J. Michael Marks: Co-Host, Indian
River Consulting Group

Thomas P. Gale: Co-Host, Modemn
Distribution Management

Jonathan Bein: Real Results
Marketing

Mike Emerson: Indian River
Consulting Group

Brian Gardner: SalesProcess360

Bill Kershaw: MDM Analytics

Join Us!

Executive Workshop: March 1-2, 2017,
The Westin Austin Downtown, Austin, TX

Limited Seats Available!
Register at Early Bird Rates

Early bird rates are available until Dac. 15,

Peter Drucker said that a decision to study something some more is often just a
decision to do nothing. Itis a choice to lead or react. The issue is how to start.
For some it is a commitment to actively go get some hard information and see
what others on the path have already done, including their false starts. Having
this knowledge becomes the foundation for starting to determine your own path.

Dillen, we hope to see you in Austin at SalesGPS 2017!

Thomas P. Gale J. Michael Marks

‘ ‘ competitive nmumn_e

for whobesale distribution

/"""_-"""\-.._
NDIAN RIVER

Learn more about our speakers >>

E-Blasts for Conference Registration

Layout and color scheme created in a drag-and-drop editor. A master
template was created to allow for sections to be selected for specif-
ic messages to achieve targeted messaging. Audience was B2B C-level

executives.

2017%

Sales GPS

Set a New Course for Your Distribution Sales Model

Exacutive Workshop: March 1-2, 2017, The Westin Austin Downtown, Austin, TX
An MOM and Indizn River Consulting Group Event

Dear Dillon,

The economics of relationship selling have changed dramatically, but the fact is
most distributors are either unaware of these tidal shifts or trying to determine
how to respond.

« Are there indicators that your field sales team is challenged by how
customers buy today?

« Are you seeing persistent red flags from digital channels and new
competitors?

« Does competitive price pressure seem to be increasing and taking a larger
role?

If you answered yes to any or all of the questions above, Sales GPS 2017
Executive Workshop will jumpstart your path forward from the time honored self-
directed generalist sales process to a management-directed team of specialists.

Early Bird Registration Ends on Dec. 15:
DAYE HOURS MINUTES SECONDS

Register at Early Bird Rates

The trick is to transition to a more adaptive model without blowing up your
business along the way — or worse, getting stuck in the transition.

This 134 day event, co-hosted by MDM and Indian River Consulting Group
combines insights from leading industry experts with peer distributor case studies
to give you practical tools to transform your sales farce. This is not a PowerPoint
blast for seminar junkies. It is sharing real research and focused discussions with
others on the path. Odds are that you won't be the smartest guys in the room.

Who should attend?

Executive management and policy-setting senior sales executives.

What Will You Learn?

Sales GPS is the enly conference that focuses exclusively on how to change the
role of the distribution field sales rep into a more targeted and powerful system
that is management-driven.

Workshop sessions will cover:

« Understanding the economic and behavioral drivers behind changing
customer buying practices

Best practices of distributors transitioning to a more effective sales process
How to avoid the good ideas and other assumptions that create false starts
Realigning sales efforts around what customers are buying, not what most
think they are selling

« Why major shifts in incentive compensation are required for alignment

Dillon Calkins
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w7 mdm premium

Competitve Intslligence for Wholesals Distribution Since 1067

mdm premium DISTRIEU'QOIN TRENDS
ssu0

The worst thing you can do in this market is stand still
With MDM Premium you can:

Trends Repor,
Disrbuton Suvey and more

M Premium
+Quick to road: Two 12-page ssues emaled diocty (o your inbox sach month subscription:

DATA
sron compans included with a 9 Track the Competition ® Understand the Market

W ot only report the lafs
s

you and the indu:
today’s market

& moves made by Amazon, Grainger
could mean for

ey competitors. ¥

\ ! Online Only @
alto g shesd of the curve in = s 1 Year 2Years 6 Months
icing Solution, 3 Ways Amazon i Recent features: MDM-Baird Quarterly Benchmarking Survey. $28 75Ima $24-80/mo $32 5_0Imu

‘State 6 E-Commerse in Distriution, Product Market Snapshots i ($595.00total) ol

o Uncover New Opportunities o Hear from the Experts m
. Print & Online

1 Year 2Years 6 Months
J’ $32.92m  $28.541m  $37.50m.

ditruton

Gompetsivo Landscapa ropot and more

Recent featurs
Disrupting

Airoady a Subscriber? Cik her o eniw >

Subscribe to MDM Premium
Choose Your Term:

Online Only Online + Print

Sov 204 Bt ot 5
2 Years 524 80/month 528 54/month S
om0 osoon View asampl ssue
Clek o Downoad >

1 Year $28.75/month Recent features: 20
wiaco

oo =y Making Monsy with Small Customers, Grow

(5395.00) (5685.00) (5225,

Distribution executives across segments rely on MDM Premium as a trusted advisor:

Diversi
6 Months $32.50/month 7.50/month
500 ) azscn o

Printsubscrptions cutsids tho U, aro an adctionat 520,
‘Dounioad he MOM Premim ate hect.

~

m _@m Vo4 ' Qdalco  1wSUPPLY Womack Go Deeper with MDM Premium

Get MDM Premium for Your Team and Save! What you get with your free What you get with J“"“:‘Em . E‘\“?ﬁ‘gvx’;mﬂrﬂ . }é:ﬁfa:ngt :

rayor o rso ot s i o= riggs Co. jance Distribution Partners earing Service Inc.

Sty o comit o ey jmdm L Simdm )

e e e i skt

preridind

T T R R v e
e Hep Gonvincin Your Boss? i

Use tis pre-writen et 10 exlain the vaiue of MOM Premiur. MO Top Distributors L aheas

v

ur company grow and be
more profeatie -

Dawrioad th extaie fter >
2 Premium issues & month, online andior i print

o1 887625050 o ol i@ o for v et

about MM Pror i other partsof the country”

ual Distribution Trend:

| Doutle Issue

Market-demand re

MDM Premium has been helping distributors adapt and thrive

Tesimonas | | Mors AboutMOM Premium | | Edtoral Advsory Board a
in this market for more than 50 years.

lia Klein i
Julia Kl “Trends and wriing are always on the mark, A e
CEO,CH. Its concise, wel-witten and keeps me a step ahead.
Prn s Dis n MM Ster

/7 scsess 1o onkne arch

Amazon, Grainger, e-commerce, squeezed margins, channel conflict, recruiling (and keeping) the
best. These are just some of the challenges you face. Staying abreast of market rends, competitors'
moves and economic shifts is critical. MDM understands that.

SSRSKINSISN S

Hear from our CEQ
“In additon to keeping o keeping me up-to-date on indust
announcements and trends, every issue has at east one nsight tht can
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Get full access to the leading publication for the wholesale distribution industry
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G back to mdm.com >>

Responsive Subscription Page Redesign

Created a new responsive page, pictured on the right. It was broken up into
easily digestable sections. Made the subscription options more obvious and
clear and reorganized other marketing collateral content.This page was built
using Unbounce.
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= ymdmanalytics

Our Services

MDM Market Prospector

wymdmanalytics HOME  SERVICES  SOFTWARE  ABCUTWOMANALYTICS  CONTACTUS  FAQ

Ot Sory N Market Profiles

An MDM Market Profile is a snapshot of your
market based on territory, product(s) and

industry segment(s). Our market profiles
help map demand by produict categary at a county, metro, state and national levels S0 you can uncover opportunities and target accounts smarter. Market Prospector can help Market Profiles include general prospect information sorted by
your company optimize sales and marketing eforts by the folowing: An MDM Market Profie i a snapshot of your market based on teritory, product(s) and Our market n sorted by demand. Data breakouts are available by:
demend. Data breakouts are avalible by:

Product Features

MDM Market Prospector is a web-based tool that provides 24/7 ccess to the MDM Analytics' database of more than 200 MRO/OEM industrial product classes in North America
MDM Market Prospector is accsssible on your deskiop o tablet with an annual subscription,

Use MDM Market Prospestor o

s al of our services. Market Prospoctor provides market profies, and prospect lists by product categories and teritory. Utiizing this tool can

« entity current market penelration & untapped potential

Target the highest potential geographic regions, customer segments & product categories + Geography including region, state, MSA, county and postal code

Geography including region, state,
« Gustomer type including multiple classification (SIC/NAICS) breakouts MSA, county and postal code

s individual customer & prospect potential

+ More effectively deploy sales/ marketing/ branch resources

= Product group: over 200 product profios avaiable

e Customer type including multiple
* U TIAIKEY plaNE BTG Of 8 Tountion Sl et Uste Reports are defivered via email within 1-2 bu xisx format. For pricing options, please call B88-742-5060 or em classification (S|C/NA|CS) breakouts
Prospect Lists * Product group: over 200 product

You may purchase targeted lsts of prospects which includes qualfied contact information ranked by demand of consumption. Prospect lsts are delivered via email within 1-2
business days in xisx format.

profiles available

& mdm-analytics.com (©,

Customer File Matching <

Quaiy your internal customer ists with industry identiers - either 4 digit SIC and 6 digit NAICS codes. Gustome fi malching lists are dolvered via eail within 2:6 business days

i = ymdmanalytics

Customer Demand Append

<Llo [e—— Quanty your customers by appending demand by product ciass fo each customer. G against your curent sales 10 your
Gustomer delivered via emal within s format
wymdmanalytics WOME  SERVICES  SOFTWARE  ABOUTMDMANALYTICS  CONTACTUS  FAQ
Market Profiles
= mam s om -
9] mdm analyrics MOME  SERVICES  SOFTWARE  ABCUTMOMANALYTICS  CONTACTUS  FAQ
Product Features . !
Analyze market potential Profile your customers Target prospects smarter PrOdUCt Features
A MDM Market Profic s a snapshot of your market based on ey, produet(s and
gment(s). Our market profies prospect Identity market penetration and untapped Data cleansing is good, Data enhancement is As 2 D&B value-added reseller, we help you
omend. Data breakouts aro avallable by potential by teritory, customer segment even beer. Leverage your customer fie with target high-potential prospects so you can s :
and product category with a market model our data senvices to diive both waleet and Geploy sales resources more effectively MDM Market Prospector is a web-based tool
o CRaoradbY Inchikag region, ate, MISAL Gty And Soaial 6ods proven over 30 years. market share gains. that provides 24/7 access to the MDM
» Gustomer type inchuding mullipe ciassifcation (SIC/NAIGS) breakouts. Analytics' database of more than 200
+ Product group: over 200 prodiuct profles avaiable MRO/OEM industrial product classes in North

Feports are defivered via email within 1-2 busines

days in s format. The above
pricing is based on the quantity of postal codes included in your report.

America. MDM Market Prospector is

< h m o

For pricing options, please call 888-742-5060 or email analytics@ram com

your market analytics core with this on-
demand tool to map market opportunity
by your product categories and territories
— even to a postal code level.

MDM Market Prospector

Market analysis customi; to your world

MDM Market Prospector

LEARN MORE

Responsive Website for B2B SaaS Platform

Created a new responsive website from wire frame to final product using Adobe -
Photoshop and Weebly. Colors and images are from branding guidlines. It was de-
signed as a sale site for a SaaS and other data reports and services.
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DISTRIBUTION

WE ALSO RECOMMEND Ryt premium e e TRENDS

MDM Special Report: Distribution
M&A Playbook

»+ Economic & Benchmarking Data

»» Direct Insight from Peers & Competitors

Click to Learn More f : I Premium Subscriber Exclusive

2 Issues per Month of: - Double lssue
»» Exclusive Industry Research

MOM Special Report: Grainger's
Web Pricing Initiative

4 MDM Interview: Watsco Aims for
LEIIILTS  ‘Bigger, Better, Faster’

Special Issue: 2017 Wholesale
Distribution Trends

CFOUBLE §55UE

Top 40 Industrial Distributors
TOP DISTRIBUTORS + 14 other sectors

\_/ VIEW THE LISTS

Miscellaneous Digital Work

Icons, banners, tables, buttons, and other work using
Adobe Photoshop, lllustrator and HTML/CSS.These
were created to align all imagery with brand guide-
lines.

N7 Mdm premium  CORPORATE SUBSCRIPTION RATES

Let MDM filter the nolse and bring your team the analysis and data you need to make better
business decisions.

Take advantage of attractive volume pricing through our corporate subscription program. If you are
already a premium subscriber, we make it easy to add additional subscribers. With your MDM
Premium electronic access, you can alzo add print copies for your office with an additional charge.

For more than four decades, MDM has been the preeminent source of information for wholesale

distribution professionals. MDM has the freshest ideas, case studies, market data and trend analysis
to improve and grow your business. Download our corporate subscription rates.

Group Subscription Annual Rates - Electronic Access Only

imber of users: Price

1 5345
24 $345 for 1st Sub + $225/additional
59 $200/og-in
10-18 $150/log-in
20+ §125/0g-in

Download Corporate Rates Sheet

Reguest More Information

2017 Distribution Trends Special Issue

Better Business Outlook for Industry

Diversification key to success in current market.
Read about the latest economic trends >>

Amazon Elevates ‘Right-Now’ Expectations
amazon
S

Just-in-time is just too late for many end customers.
Learn more about Amazon trends >>

| Sales Models: From Lone Wolf to Pack Hunting

L}
t

Customer preferences shift companies away from outside sales.
, Read more about how sales models are changing >>

N mdm premium

2017 Teancae
DISTRIBUTION

TRENDS

Double Issue

Inside This Issue
= Better Business Outlook for Industry

» Commentary: Is an Amazon-Grainger Deal
Next?

» Culture as a Competitive Advantage

» Sales Models: From Lone Wolf to Pack
Hunting

* Amazon Elevates ‘Right-Now’' Expectations

"The 2017 Distribution
Trends issue was
especially of interest,
as the changes in
distribution have never
been greater than they
have been in the past year. This alone
is worth the subseription price."

- CHESTER COLLIER, 5VP
WALTER SURFACE TECHNOLOGIES

» 3 Ways Amazon is Disrupting Distribution
» Soft Skills Make Tough Competitors

» Data Redefines Channel Roles

» New Solutions for Customer-Defined Value
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