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The Evolving Distributor Situation

• COVID-19 Crisis: The pandemic has caused significant disruptions in supply chains, created unpredictable demand, and 
raised workforce safety issues

• Disintermediation: The rise of e-commerce giants like Amazon and Alibaba has disrupted traditional distribution models

• Increased Competition and Customer Demands: Customers now expect faster delivery times, superior stock availability, 
and flawless execution of operations

• SKU Proliferation: Distributors often manage hundreds of thousands to millions of SKUs

• Shrinking Margins: Even distributors with large volumes achieve small margins, making efficiency crucial

• Aligning Sales with Backend Systems: Ensuring that sales strategies align with backend operations is a significant 
challenge

• Relationship Management/Customer Service: Maintaining strong relationships with customers and providing excellent 
service is more important than ever

• Regulatory Requirements: Increasing requirements in areas of customer protection, national mandates, and product 
traceability add to the complexity and cost of doing business
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Why Distributors Are Investing in AI
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Pricing Maturity
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Why AI Pricing for Distribution?

• COVID-19 Crisis: The pandemic has caused significant disruptions in supply chains, created unpredictable demand, and 
wild cost volatility

• Disintermediation: The rise of e-commerce giants like Amazon and Alibaba has disrupted traditional distribution models

• Increased Competition and Customer Demands: Customers now expect faster delivery times, superior stock availability, 
and flawless execution of operations

• SKU Proliferation: Distributors often manage hundreds of thousands to millions of SKUs

• Shrinking Margins: Even distributors with large volumes achieve small margins, making efficiency crucial

• Aligning Sales with Backend Systems: Ensuring that sales strategies align with backend operations is a significant 
challenge

• Relationship Management/Customer Service: Maintaining strong relationships with customers and providing excellent 
service is more important than ever

• Regulatory / Supplier Requirements: Increasing requirements in areas of customer protection, national mandates, and 
product traceability add to the complexity and cost of doing business
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0.05% of Transactions

• Inaccurate pricing
• Inability to manage market fluctuations
• Cannot account for seasonality
• Low adoption rate
• Manual discounting and overrides
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Leveraging Data In Legacy Science
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Dynamic AttributeDecision TreeExcel (Cartesian)

Neural Networks

• Revenue & Margin Optimization

• Self Learning / Teaching

• Win-rate Percentage

• Seasonality

• Attributes Driving Price

• Precision | Speed | Value
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Removing Segmentation
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The Power of What and Who
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Strategic Human-AI Collaboration
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Phase 2
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Bringing AI Pricing and CPQ Together
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CPQ: Accelerate Your Quote-to-Order Process
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Empowering Sales Organizations
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Practical Recommendations

• Key Takeaways: 
• Business complexities are putting increased pressure on pricing teams
• SKU proliferation, channel expansion, and customer tailored pricing requires 

technology to ensure pricing parity and performance
• AI technology helps distributors solve many current challenges

• What Can You Do Now?:
• Start/continue leadership, sales, finance, and IT discussions around the power 

of AI pricing
• Bring in pricing platform providers to conduct a value assessment
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Thank You!
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