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Levels of AI
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General purpose AI

Similar to human 
intelligence 

Not there yet/ever

Generative AI

Capable of 
interacting with 
natural language

Solves 
extraordinarily 
broad range of 

problems

Task specific

Focused on a 
specific function 

such as diagnosis, 
configuration, 
interpretation, 
classification, 

prediction

AI as a feature

One feature as 
part of a larger 
system such as 
transcription



Sales and 

Marketing:

Task Specific AI 

Use Cases
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Product Content Management

Customer Retention 

Management

Cross sell

Predict Reorder

Quote Automation

Identify Substitutes



Product Content
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Product Content Management Today
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Product content quality and quantity has increased significantly over the 
last 5 years due in large part to group PIM initiatives from buying groups, 
co-ops, and some associations.

The homogeneity of many distributors having the same product content 
is also a problem.  If a search engine sees 50 sites with the same 
content, it lacks a good way to determine which is the most relevant.

Distributors have initiated efforts to enrich and enhance top 10% of 
their own SKUs to differentiate

The progress is slow and the results are mixed.



GenAI for Product Content

Using GenAI to capture 
product data and generate 
marketing copy is a rapidly-

developing and very promising 
way for distributors to solve a 
long-term, difficult problem

For this presentation, we used 
Gemini to explore its 

application to marketing



Prompt: Go to Dewalt.com and write product descriptions suitable for an eCommerce 

website for SKU DCD793B

Response: I can't access and process information directly from websites yet, but I can 

help you create product descriptions for the Dewalt SKU based on the information 

available online:

Gemini by Google First Attempt

DCD793B: DeWalt 20V Max Brushless 1/2 in. Cordless Compact Drill Driver (Bare Tool)*

This is a compact and lightweight cordless drill driver ideal for a variety of drilling and driving 

tasks.

• Brushless motor for superior performance and extended runtime.

• Compact and lightweight design for easy maneuverability in tight spaces.

• 1/2 in. ratcheting chuck for easy bit changes.

• Two-speed transmission for versatility in different materials.

• LED light for improved visibility in low-light conditions.

• Please note: This is a bare tool only, battery and charger are sold separately.



Second Attempt

Prompt: Write product descriptions suitable for an eCommerce website for the following 

SKU: DCD793B

DCD793B - 20V Max Brushless 1/2 in. Cordless Compact Drill Driver (Bare Tool)*

Conquer DIY projects and tighten up around the house with the DeWalt DCD793B 20V Max Brushless Compact Drill 

Driver.* This lightweight and maneuverable drill driver offers exceptional performance for drilling and driving 

applications.

Brushless Motor: Experience superior power, extended runtime, and increased efficiency for tackling various tasks.

Compact Design: Navigate tight spaces and drill at different angles with ease thanks to the drill's comfortable, 

lightweight build.

Secure Grip & Easy Bit Changes: The 1/2 in. ratcheting chuck ensures a tight hold on drill bits and allows for fast 

and effortless swaps.

Two-Speed Transmission: Match the speed to your project, whether you're drilling into wood, metal, or plastic.

Improved Visibility: The integrated LED light illuminates your work area for clear and accurate drilling even in low-

light conditions.

Note: Battery and charger are sold separately.

Gemini by Google



Third Attempt (cont’d)

Prompt: Get images for this SKU

Image of DeWalt DCD793B Brushless Compact Drill Driver

Gemini by Google

https://www.amazon.com/Dewalt-DCD793B-Brushless-Cordless-Compact/dp/B0BY13XZXT


Benefits of AI Based Product Content
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Better content
Much lower cost 

to enrich and 
enhance top SKUs

Greater coverage 
of product SKUs



Customer Retention 

Management
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Customer Retention Management Today
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Predicting churn is 
(almost) non-existent 

in distribution

Systematic 
interventions to 

reduce churn are non-
existent in distribution
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ChatGPT by OpenAI – Predicting Customer Churn 
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ChatGPT– Customer Retention Management



Benefits of AI Based Customer Retention 

Management
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Lower cost of 
identifying at-
risk customers

Greater success 
retaining at-risk 

customers



Cross Sell
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Cross Sell Today
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EXPERT JUDGMENT STATISTICAL 
ALGORITHMS

COLLABORATIVE 
FILTERING



Statistical Algorithm – “Apriori Algorithm”

• Association Rules:  Customers who buy X are likely to buy Y

• Transactions: 10,000

• Frequency(X) = 500, Frequency(Y) = 700, Frequency(X, Y) = 300 times

• Support: Indicates how often X, Y, or, X and Y are seen together.

• Support(X) = 500/10,000 = 5%, Support(Y) = 700/10,000 = 7%

• Support(X, Y) = 300/10,000 = 3%

• Confidence: Indicates the probability that a customer who buys product X will 
buy product Y.

• Confidence(X,Y) = Freq(X,Y) / Freq(X) = 300/500 = 60%

• Lift: Indicates how much the sales of Y product increased when product X was 
purchased.

• Lift = Support (X, Y) / ( Support(X) * Support(Y) ) = 3%/(5% * 7%) = 8.6
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AI Based Cross-Sell Upsell

Captures non-linear patterns

Seasonality

Geography

Segment

Size

Product relationships

Utilizes data from

ERP

PIM

CRM

Marketing automation

Quotes



Benefits of AI Based Cross Sell
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Increased lines per 
order, average 

order value, and 
order profitability

Convenience
Personal 

experience



Predict Re-Orders
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Re-Order Management Today

•Haphazard = None

OR

•Simplistic method
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Predict 
Re-Orders



Benefits of AI Based 

Reorder Prediction
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More accurate

Better adoption by 
representatives

More use within e-commerce

Increased revenue



Identifying Substitute Products
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Identifying Substitute Products Today
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Expert judgment Computer generated consideration set 
with human selection of substitutes



Simplistic Substitute Generator
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• Generate a consideration set of 
substitutes items that

• Do NOT occur in transactions 
at all or very often

• Are in the same product 
category, ideally detailed 
category

• Have similar product 
attributes and descriptions

• Human selects from the 
consideration set to make one or 
more substitute 
recommendations



AI Based
Identification 
of  Substitute
Products
Use all of the data, quote 

data, browsing data, 

transaction data, 

descriptions, images, 

understand what it is.  Tie it all 

together to recommend a 

substitute.



Benefits of AI Based Identifying Substitute 

Products

Enhanced shopping 

experience

Availability Increased revenue
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Quote Automation
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Quote 
Management 

Today

Laborious and tedious

Error prone

Slow



AI Based Quote 

Automation

• AI-powered automation takes 
multimodal input and converts 
complex communications into the 
ERP automatically with little or no 
human intervention. 

• OCR models focus on content

• AI models focus on intent even if 
customer orders have missing part 
numbers or no part numbers at all.

• Information sources include PIM, 
transaction data, pricing 
intelligence, availability intelligence, 
geo intelligence  
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Input ERP Output

Quote Automation



Formats for 

AI Based 

Quote 

Automation
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Benefits of AI Based Quote Automation
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40% to 70% 
efficiency/productivity 

gain
Reduction in errors Increased win rate



Marketing:

Future AI Use Cases
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How Distributors Will Use Artificial 
Intelligence in Marketing in 2028

Good news for distributors; bad news 
for jobs?



Fall Power Transmission Products Promo Prompt for ChatGPT 8.0

We want to run a fall product promotion with a goal of generating $20M in sales that are incremental over 

baseline, achieving a minimum of 24% gross margin. The promotion will start on October 1 and end 

November 30.

For every individual contact at every customer, do the following:

• Analyze their historical purchases

• If a contact does not have enough purchase history to recommend a custom set of SKUs, choose a set of 

200 SKUs to be used as a default and apply it as necessary.

• Pick fall promo SKUs that are likely to be purchased by the buyer based on historical behavior and price 

elasticity of demand.

o The average number of SKUs per customer should not materially exceed 200 on average with the 

count for outliers not exceeding 300.

• Set pricing for each SKU taking into account profit goals and price elasticity of demand. It’s okay to change 
pricing between accounts but all contacts within the same account must have the same pricing.

• Once the SKUs have been selected for all customers, evaluate the probability of the promotion making its 

overall goal of $20M in sales and 24% in gross margin. If the probability falls below 80%, stop and report 

what financial goals we are likely to meet at that probability threshold. If it’s higher than 80%, proceed to 
the next step.



When SKUs have been selected for each customer, do the following:

• Construct two general promotional designs – one for use on our website and one we can print on-

demand.

• Create marketing copy to explain the overall promotion

• Create Terms and Conditions that comply with our policies and that are based on our historical Ts & Cs.

• Create a custom email for each contact, utilizing the SKUs selected for them.

• Check with suppliers to ensure that sufficient quantities of inventory are available to support the 

campaign. Where necessary, replace out-of-stock SKUs with available SKUs. Do not miss the deadline 

for launching the promotion.

• Check for related items: Make sure complementary or essential SKUs are properly merchandised 

together.

• Populate each email with the SKUs selected for that contact and apply pricing.

• Complete the layout of each email in a way that promotes the most-likely-to-sell SKUs on the first page.

• Based on all historical marketing campaigns, re-run the analysis to predict the sales and margin of this 

campaign by calculating the projected revenue and margin of each individual email and aggregating the 

total. If the confidence is less than 80%, stop and report what financial goals we are likely to meet at the 

probability threshold. If it’s higher than 80%, proceed to the next step.



Order Inventory

• Once the previous steps are completed to the 80% confidence interval, cut POs to suppliers to bring in 

stock. Monitor shipments and notify me of any shortfalls that will reduce the impact of the program by 

more than 2% in sales or profits.

• Remove out of stock items from the cover of each contact’s custom flyer and replace with SKUs that will 
be in stock.

• Determine stocking levels for all our locations and distribute inventory appropriately.

Once the campaign is ready to launch, do the following:

• Create two additional creative themes, switching up the headlines and design and revise the marketing 

copy. Apply this to 10% of the recipients, chosen at random.

• Send 25 examples of each creative execution to me for review and audit.

Once I give you permission to proceed, do the following:

• Send each of the creative executions to 1,000 recipients chosen at random but ensure they each 

represent the full audience.

• Follow email best practices and guidelines to optimize deliverability and clickthrough.

• Evaluate the performance of the three creative executions and re-run the financial pro-forma and report 

this analysis to me.



When I instruct you, use the creative execution that performed the best to launch the campaign to 

the rest of our customers.

• Spread out the emails over a 72-hour period so we can monitor for problems.

• Once again, comply with email best practices.

• Update me daily regarding the performance of the campaign and notify me immediately in case:

o The campaign is performing at 95% or less of its goals.

o The campaign is performing at 110% or more vs. its goals.

o Open and clickthrough rates fall more than 150 basis points below our historical norms.

o A greater than average % of these emails are being marked as spam.

Internal Communication

• After you have evaluated this complete prompt, write an internal memo explaining the promotion to all 

affected employees.

• Write a second email giving a general overview of the program to our suppliers.

• Do not refer to the financial goals in either memo.

• Prepare two versions of each email and schedule them to be sent to both groups in the 30 days prior to 

launch. Send to both groups simultaneously but space the emails 10 business days apart. 



Thank you.

Jonathan Bein, Ph.D.

Managing Director

Distribution Strategy Group, LLC

jbein@distributionstrategy.com 
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