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Wholesale Distribution Outlook  

Your world is changing

Over the last few years, much has 

happened in the historically conservative 

wholesale distribution industry. 

Distributors are realizing that what drove 

their success in the past is not necessarily 

going to drive their success going forward. 

The industry has gone global, has become 

more competitive than ever, and has 

grown increasingly sophisticated. The rise 

of social collaboration, the explosion of 

mobile devices, and other technological 

trends are reshaping the industry as we 

know it. A new generation of vendors and 

customers now expect to work the way 

they live, with access to information from 

any place at any time. 

As customer behaviors and needs change, 

distributors must have the flexibility to 

adjust their business practices in order to 

meet those changes. The next generation 

of distributors is quickly embracing 

innovative technologies to optimize daily 

operations and hone their competitive 

edge. And it’s not just about offering 

the lowest prices. Instead, it’s about 

finding ways to add layers of service to 

differentiate your business in order to build 

customer loyalty.

To stay competitive, adopting new 

technologies to modernize or transform 

your business should be on top of 

your agenda. According to an IDC 

Best Practices Guide, the three main 

technology initiatives expected to help 

distribution businesses over the next 

three to five years are: web/ecommerce, 

mobile devices, and cloud.1
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Understanding customer needs

With tight operating margins 

and the ever-present push for 

profitability, distributors have 

always had to be tuned in to their 

customers’ needs. Expectations 

are changing, just as the market 

becomes more competitive. 

Manufacturers are moving into 

the wholesale distribution space. 

Online retailers are looking for 

any opportunity to grab market 

share. For distributors, the ability 

to match customer intelligence 

with their own unique market 

differentiators is becoming an 

increasingly important factor  

for success.

Top concerns for wholesale distributors

Modernizing your business

In today’s marketplace, 

technology simply can’t be 

an afterthought. It must be a 

part of a company’s overall 

strategy because it now plays 

a role in nearly every aspect 

of a business. To be optimistic 

about improving your margins 

and revenue opportunity, you 

must combine new services 

and offerings with capital 

investments in technology.

Getting on the ecommerce 

bandwagon

B2B online sales will reach 

$6.7 trillion by 2020, according 

to a report by Frost & Sullivan. 

It’s no surprise then that 

ecommerce was the top choice 

among respondents of a recent 

MDM survey when asked which 

platforms they are considering 

for investment. Customers want 

to be able to get information 

when, where, and how they 

want it.

Managing a changing workforce

A new generation of employees 

is already making its way into 

your business, gaining influence 

with each passing day. This 

generational shift translates into 

a massive transformation in the 

expectations employees bring 

to work—from the technologies 

they use, to the strategies it will 

take to keep them in their jobs.
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To help distributors choose the right software in a rapidly changing market,  
this guide will explore a number of key technologies that are essential to any  
successful distribution operation:

We’ll discuss the market trends increasing the need for adoption of each technology, provide 
a “shopper’s checklist” of essential features and functions, and share success stories from 
real-life industry leaders. This guide will also outline how industry-specific software and 
cloud-based platforms from Infor® are helping global companies thrive.

Enterprise 
Resource 
Planning

Strategic 
Solutions

BI and  
Analytics

Cloud  
Solutions

Mobility  
Solutions

Customer  
Experience
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Enterprise Resource Planning (ERP)

Distributors have relied on ERP systems  

as their technology backbone for at least 

25 years now. That’s a lot of history, a lot  

of ingrained commitment to a particular  

ERP system, and a lot of “we’ve always 

done it this way” thinking. Times change, 

and the technology landscape for 

wholesale distributors now extends well 

beyond traditional core systems. 

Newer technologies, like social 

collaboration and cloud computing, are 

also fast becoming business imperatives. 

Within the new generation of ERP 

software for distributors, the customer 

conversations have become the 

currency of business activity. Customers 

(and employees) expect the same 

immediacy, experience and functionality 

from your distribution ERP system that 

they get on their personal devices.

Many distributors may think they are 

lagging in technology, but they’re  

eager to catch up. A survey on digital 

strategy in Distribution by MDM and  

Infor shows that an overwhelming 

majority of respondents (86.3%) said 

they would consider implementing 

software-as-a-service (SaaS)—or the 

cloud—in their businesses.2

Distributors that can evolve along with 

the technology will be able to protect 

their business, gain market share, and 

find it easier to engage with the buyer of 

the future.
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Analyst  
report

Analyst  
report

Mint Jutras—Can 
ERP help bridge the 
generational divide?

Aberdeen Group—
The value of 
upgrading ERP: 
maintaining modern 
technology

The connectivity, 

collaboration capabilities, 

and added visibility of newer 

ERP solutions hold the key 

to bridging the generational 

and skill gaps. 

This report explores the 

necessity of social, mobile, 

and analytics: “Organizations 

that do not upgrade their 

ERP solutions may miss out 

on new technology that 

could significantly improve 

their business.”

Resources for ERP 
Learn more about the trends driving ERP adoption and specific strategies for addressing common challenges  

in the wholesale distribution industry.

Analyst  
report 

Mint Jutras—The 
hidden cost of ERP 
customization

What happens when your 

CIO is ready for retirement? 

Are you prepared? Enterprise 

software expert Cindy Jutras 

explores the perils of IT staff 

retirement and costly ERP 

customizations, as well as 

upgrade options.

Read the report › Read the report › Read the report ›

Video

What does the 
next generation of 
distribution software 
look like?

Infor Distribution is 

specifically designed to 

help distributors of all types 

run an efficient end-to-end 

operation on premise or in 

the cloud. Unlike traditional 

solutions, Infor Distribution 

lets you work the way  

you live.

Watch the video ›

eBook

The Age of Amazons: 
How to thrive in the 
new competitive 
universe

The  
Age of Amazons 
How to thrive in the new  
competitive universe 

It’s happening today. It’s all 

around you. Understanding 

the Age of Amazons is 

the first essential step in 

preparing for it. And ERP 

software should be one of 

the cornerstones of your 

effort to do something 

about it.

Read the eBook › 

7Enterprise Resource Planning Guide to Wholesale Distribution

http://go.infor.com/erp-the-hidden-costs-of-ERP-customization/
http://www.infor.com/content/analyst/can-erp-bridge-generational-divide.pdf/
http://go.infor.com/erp-value-of-upgrading/
https://www.youtube.com/watch?v=Rpn0YdX9VbY&feature=youtu.be
http://www.infor.com/content/ebooks/age-of-amazons-how-to-thrive-in-new-competitive-universe.pdf/?ok=yes


ERP shopper’s 
checklist
Your company’s ERP system is the 

heart of your business, and decisions 

to upgrade or replace this key business 

technology should not be undertaken 

lightly. Recent research shows, however, 

that more and more companies are 

deciding that the time has finally come. 

According to Allied Market Research, 

the global market for ERP software is 

expected to exceed $14 billion by 2020, 

with cloud-based models showing the 

highest growth. Their report on the ERP 

software market states: “Customers 

today prefer cloud ERP software over 

on-premise ERP deployment, as it 

enables their workforce to access 

information for critical business decisions 

anytime and anywhere.”3

If you’re in the market for a new ERP system, 
look for a solution that offers:

Ease of use—Your ERP system has to 

match the way you do business and 

put information from all the systems 

that run your business at the fingertips 

of your users. This information must 

be presented in a way that makes 

sense to users without requiring 

them to have hours upon hours of 

training. It also shouldn’t force them 

to toggle between disparate screens, 

repeatedly log in and out of multiple 

systems, and waste time digging 

through data.

Integration—To keep data flowing 

smoothly and ensure adherence to 

tight schedules, your ERP system must 

seamlessly integrate with any specialized 

applications you rely on, and be able 

to do so across business units and 

geographic locations.

Industry-ready functionality—A tire 

manufacturer has little in common with 

a wholesale distributor. And their sales, 

production, supply, and accounting 

requirements couldn’t be more different. 

Your ERP provider should have vertical-

specific software bundles that eliminate 

the need for costly, time-consuming 

customizations. Your business moves too 

fast to wait for custom development.

Flexibility—The right cloud computing 

solution is available 24x7x365, no matter 

where your employees are located or 

what devices they’re using. Because of 

their scale and expertise, cloud computing 

providers such as Amazon® Web Services 

can achieve system up-time levels and 

security and disaster recovery measures 

that cannot be matched. 

Distributors that can evolve along with 
technology will find it easier to engage 
with the buyer of the future.
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Distribution ERP customer stories
Infor Distribution solutions are designed to address the specific challenges 

of your industry. Below are some of our many success stories.

For more customer success stories,   
visit our Distribution customers page ›

With Infor Distribution SX.e, E. Sam Jones can manage orders from 

invoice through production and delivery and ship them anywhere in 

the US within the same day. 

04:33

Western Water Works boosts revenue by $32M with Infor 
Distribution SX.e.

This major distributor of pipe valves and fittings to the waterworks 
industry boosted revenue, increased inventory turns, and 
streamlined its collections process. 

Read the customer profile ›

PLG Group streamlines its business processes with Infor M3

Pierre Le Goff (PLG) Group consisted of 12 companies that were 
using seven different proprietary management systems. Find 
out how deploying Infor M3 helped the organizations establish 
an identity, momentum, and common processes across all of its 
companies. 

Read the customer profile ›

Wilcon Builder’s Depot supports annual growth of over 15% 
with Infor M3

Learn how this construction supplier increased inventory reporting 
accuracy, reduced dead-stock, and profitably scaled the business at 
high growth rates with Infor M3. 

Read the customer innovation study ›
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Get to know  
Infor Distribution ERP
Built specifically for the needs of the evolving distribution 

industry, Infor Distribution ERP systems integrate relevant 

new technologies with unmatched flexibility to help you to 

better serve customers, boost profitability, and sell to the next 

generation. Backed by decades of industry expertise and 

continually enhanced with the latest innovations, it’s designed 

to help distributors modernize, innovate, drive competitive 

differentiation, and grow.

Watch the demo: Infor CloudSuite Distribution

InforCloudSuite
Distribution

Overview

Infor M3 for Distribution is a multisite, multi-company, 

multicurrency, and multi-language solution that lets you optimize 

every facet of your operation—from inventory and warehouse 

management to financials, multichannel sales orders, purchasing, 

and more. You’ll have the tools you need to accelerate your pace 

of business and profitability as you manage transactions with 

unparalleled visibility across departments, allowing for better and 

faster decision-making.

Infor Distribution SX.e helps all types of distributors increase 

productivity and adapt quickly to an evolving market. Providing 

broad visibility across your entire organization, this powerful 

solution delivers unparalleled control in managing thousands 

of transactions, suppliers, and customers, while simultaneously 

tracking millions of inventory items.

Visit Infor Distribution to see  
our complete list of solutions ›

Learn more ›

Learn more ›

02:14
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Customer Experience (CX)

Do your customers get the same great 

experience with your brand whether they 

interact with you through phone, web, 

email, Twitter®, or another channel?

Keeping customers happy throughout 

their journey with your company can 

increase overall customer satisfaction  

by 20% and revenue by up to 15%,  

while lowering customer service costs 

by as much as 20%.  And by 2020, 

customer experience is expected 

overtake price and product as the  

key brand differentiator.4

Companies must think beyond 

traditional campaigns with start and 

stop dates, and instead map the entire 

customer journey—that fluid and often-

complex web of customer interactions. 

Strategically anticipating touch points 

along the customer journey and 

ensuring a consistent experience is 

key to supporting long-term customer 

relationships. By developing an omni-

channel marketing strategy and 

employing technology that helps you 

efficiently stay on top of it all, you can 

deliver great, consistent experiences to 

your customers—any time, any place, 

and through any service channel. A 

robust software suite that encompasses 

the full customer experience—and 

includes solutions such as customer 

relationship management (CRM), 

configure price quote (CPQ), contract 

lifecycle management (CLM), and 

eCommerce—can equip your company 

for success. Read on to learn more.
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Resources for CX
Learn more about the trends driving CRM, CPQ, CLM, and eCommerce adoption and specific strategies 

for addressing common challenges in the wholesale distribution industry.

White paper Infographic

The reinvention of 
B2B e-commerce: 
The changing face of 
online sales

Why CRM is critical 
for value-selling

Table of Contents

1 The changing face of online sales

2 What is omni-channel interaction?

3 Overcoming the challenges of 
e-commerce adoption

5 Technology to watch

7 Five key factors for B2B  
omni-channel engagement

8 A platform for the future

The changing face of online sales
Online sales and marketing is one of the most important channels 

businesses have for connecting with customers. On the business to 

consumer (B2C) side, it went from nice-to-have to business necessity 

in the blink of an eye, with the maturity level and sophistication of 

interaction vehicles increasing at an almost dizzying pace. Consumers 

have gone from assuming that electronic buying options will be 

available to demanding that they deliver the highest levels of usability 

and service; expectations are only continuing to rise. The advent of 

omni-channel buying, or the process of using a wide range of devices 

to research and purchase goods, has changed the dynamics of 

customer relationships and sparked a tidal wave of new strategies for 

engaging this new breed of ultra-informed buyer.

In the business to business (B2B) world, however, progress has paled 

in comparison. A recent study on B2B e-commerce showed that while 

only 15% of B2B companies are avoiding e-commerce entirely, those 

that consider themselves to be strong or complete adopters represent 

just a little over 30% of the market.1 Although online B2B transaction 

revenue is nearly double that of B2C, the vast majority of those 

interactions are facilitated by electronic data interchange (EDI), rather 

than commerce websites. Plagued by a myriad of challenges ranging 

from channel conflict to integration, B2B companies simply have not 

been able to crack the e-commerce code in any wholesale way. 

According to Forrester Research: 

“Although some eBusiness and channel strategy professionals are 

very mature in their understanding and execution of business-to-

business (B2B) e-commerce, most organizations are still in the early 

stages of building their B2B e-commerce operations. They’re in their 

infancy with regard to effectively targeting B2B buyers online, 

developing an industrial-strength B2B e-commerce infrastructure, and 

achieving an acceptable B2C-like customer experience standard.”2

White Paper

The reinvention of B2B e-commerce
How to take advantage of the B2B, omni-channel  
engagement opportunity 

 

1  B2B E-Commerce U.S. Transactions Total $559 Billion, Demand Gen Report.com; June 17, 2013
2  Building a World-Class B2B eCommerce Business, Andy Hoar, Forrester Research, Inc., January 7, 2013

1 The 2014 B2B Buyer Behavior Survey, DemandGen Report, 2014. 

2 The One Kind of Sales Rep Who Does Best at B2B, Forbes, Feb. 3, 2012. 

3 Five Customer Retention Tips for Entrepreneurs, Forbes, Nov. 1, 2012. 

4 Why Customer Retention Is King: The Evolution Of Retention Marketing, Forbes, Nov. 19, 2014. 
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For more information on how Infor CRM is helping manufacturers 
in today’s ever-changing world, visit the Infor CRM website. 

Infor CRM 
Why CRM is critical for value-selling

The challenge: The well-informed customer 

Manufacturing customers today are well-informed about their options, and 

sales people have less control over the sales process. How can manufacturers 

continue to add value to the customer relationship and deliver great customer 

experiences rather than just fill orders? 

80% of a company’s future 

revenue will come from 

20% of its current customers.4

50% easier to sell to existing 

customers than to new 

customers.3

Value-selling is not:Value-selling is:

• Developing long-term customer relationships 

• Selling value and benefits

• Solving customer problems 

• Providing great customer service

• Anticipating customer needs 

• Focusing primarily on new leads

• Competing on price

• Feature-based selling

Why value-selling pays:

Company-wide CRM supports value-selling

Enables consistent customer 
experiences

• All departments get a complete view of 

  customers across touch points.

• Mobile CRM gives salespeople access to 

  real-time customer data, marketing promotions, 

  and inventory anywhere, anytime. 

• Allows salespeople to engage with customers 

  through their preferred channels—phone, 

  email, social media, etc.

Derives business insights

• Collect and manage customer data from 

  every interaction. 

• Leverage data for sales opportunities, 

  product and services development, and more.

• Use CRM reports and analytics to optimize

  sales and marketing campaigns.

Customers who have already done their own research see the sales 

person as an order taker who adds no value to the transaction. 

53% of what drives B2B 

customer purchasing 

decisions today is a sales 

person’s ability to teach the 

customer something new or 

to provide valuable insight.2

Your secret weapons: Value-selling and CRM 
For value-selling to be successful, manufacturers must invest in customer intelligence, 

with the right technology to collect, analyze, and share customer data.

50% 80%

and 40% said they 

waited longer to contact 

a salesperson.1 

Nearly 60% of B2B buyers 

spent more time researching 

purchases

The advent of omni-channel 

buying—the process of using 

a wide range of devices 

to research and purchase 

goods—has changed the 

dynamics of customer 

relationships and sparked a 

tidal wave of new strategies 

for engaging this new breed 

of ultra-informed buyer.

Learn how you can add 

value to the customer 

relationship and deliver 

great customer experiences, 

rather than just fill orders.

Infographic

Drive engagement, 
increase satisfaction, 
and improve 
profitability

infor.com/cx

1  (McKinsey & Company, “The three Cs of customer satisfaction: Consistency, consistency, consistency,” Mar. 2014.)
2  Walker Info
3  (Dimensional Research)
4  (White House O�ce of Consumer A�airs)
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The Infor Customer Experience Suite helps integrate 
customer data across the enterprise, accelerate 
customer engagement, and drive profitability.

“With Infor CRM, we improved 
productivity and e�ciency. 
We run lean and continue to 
achieve 98% or higher 
customer satisfaction rates.”

Kevin Cantwell 
President, 
Big River Communications

“We couldn’t be happier with 
Infor Configure Price Quote. 
Besides allowing us to handle 
significant sales growth 
without adding resources, 
it has helped us move to the 
next level of professionalism 
in our selling process.”

Tom Evans
Vice President of Sales, 
Great Plains Manufacturing

“As a lean marketing 
department supporting many 
internal customers in multiple 
divisions, each with specific 
requirements, we wear 
di�erent hats every day. 
Infor MRM helps us keep track 
of projects, campaigns, daily 
tasks and an infinite number 
of details.”

Rob Arthur
Division Specialist,
Blanchard Machinery

Infor CX customers say:

Deliver on the promise of exceptional 
customer experience throughout the 
entire customer journey. 

A powerful CX Suite

Infor CX Suite Awards

of customers who select 
the suite stick with it

94+%

of new customers 
choose cloud deployment

50%

companies on six continents 
trust customer experience 
to Infor

2,900 Products

• Infor CRM

• Infor Marketing
 Management

• Infor Configure
 Price Quote

• Infor Omni-channel
 Campaign
 Management

• Infor Interaction
 Advisor

• Infor Rhythm

Did you know?

of consumers shared
bad experiences with 
more than five people

54%

of consumers shared 
good experiences 
with more than five people3

33%

more costly to attract a new 
customer than it is to retain an 
existing customer4

By 2020, customer experience 
will overtake price and product 
as the key brand di�erentiator2

6 to 7x

2020

$

Infor Customer Experience Suite

Drive engagement, increase satisfaction,
and improve profitability

Measuring the impact of an improved experience:

satisfaction increase

20%

projected revenue gain1

15%

In today’s world, customers have more distractions and ways to research and buy than ever 
before. If you want to attract and keep them, you need to create a satisfying, consistent customer 
experience across all your channels.

2015
Leader in

Gartner Magic 
Quadrant for 

Marketing Resource 
Management (MRM)

2015
Nucleus Research 

recognized Infor CRM 
as a leader in the 

CRM market

2014
Leader in 

Forrester Wave™ 
for Cross-Channel 

Campaign 
Management

2015
Consumer Goods

Technology Reader’s 
Choice Rankings 

for four 
consecutive years

2015
Infor is named 

“One to Watch” for 
Enterprise CRM Suite 
in CRM magazine’s 

CRM Market Awards

2015
CRM Watchlist, 
included for five 

consecutive years

2015-2016
ISM Top 15 

CRM Enterprise 
Software Award 

2015
Infor CPQ selected 

runner up in CRN Tech 
Innovator Award 

In today’s world, your 

customers have more ways 

to research and buy than 

ever before. If you want to 

attract and keep them, you 

need to create a satisfying, 

consistent customer 

experience across all your 

channels. This infographic 

can show you how.

View the infographic › Read the white paper › Read the Infographic ›

Industry 
perspectives

Speed your sales 
cycle with configure 
price quote (CPQ) 
technology

Customer experience

Speed your sales cycle with
configure-price-quote
technology

Focus on your destination
Every marketing guru talks about “engagement,” and “the customer journey.” But you can’t forget that the journey
must end with a sale. While customer engagement can contribute to a successful customer journey, the kind of
engagement that matters is the kind that increases the speed and probability of a sale.

Configure-price-quote (CPQ) technology provides an essential fork in the road in the customer journey, an exit
ramp, as it were, from engagement to conversion. It's the point at which you’ve clearly moved the customer from
the marketing phase to the sales process. In many cases, CPQ can help turn a prospect into a customer more
quickly by offering an immediate, concrete, and compelling view of what the customer wants to buy—and what you
want to sell.

You mustn’t forget that the 

journey must end with a sale. 

Learn how CPQ technology 

provides an essential fork 

in the road in the customer 

journey, an exit ramp, as  

it were, from engagement  

to conversion.

Read the perspectives ›

Industry  
report

MDM survey report: 
Keeping a customer 
focus in a digital age

As customers embrace 
more digital means of doing 
business, distributors are 
challenged to come up 
with new ways to engage 
with them. According to the 
results from the MDM-Infor 
survey on digital strategy in 
distribution, improving the 
overall customer experience 
was the primary goal for 
technology investment.

Read the report › 

© 2016 Gale Media, Inc.

Digital Strategy in Distribution:

Keeping a Customer Focus  
in a Digital Age
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CX shopper’s 
checklist
Building a positive customer 

experience is becoming a critical path 

to differentiation for distributors. A 

customer experience suite should help 

you integrate customer data across 

the enterprise, accelerate customer 

engagement, and drive profitability. Key 

applications within customer experience 

include: customer relationship 

management (CRM), configure price 

quote (CPQ), contract lifecycle 

management (CLM), and eCommerce.

CRM–Look for a CRM solution that delivers a complete view of customer interactions across your sales, 
marketing, customer service, and support teams. In addition, look for a CRM solution that provides:

Superior mobile and tablet 
support—Your workforce is 
mobile, and your CRM solution 
should be, too. Look for a 
solution that delivers purpose-
built applications for the mobile 
workforce, to give you a strong 
competitive advantage. 

Ultimate flexibility—Choose 
a CRM solution that can 
be deployed in the cloud, 
on-premise, or in a hybrid 
application, with convenient 
access to popular email 
programs to promote adoption 
and consistent usage.

Intelligent, intuitive interactions—
To drive revenue and deliver 
an exceptional customer 
experience, you need a solution 
that can build rich customer 
profiles and provide best 
practice automation across sales, 
marketing, and service.

CPQ–A CPQ solution focuses on accelerating product configuration, pricing, and quoting.  
Look for one that delivers:

An intuitive, customizable 
user experience—You’ll want 
to provide your sales team and 
customers with a dynamically 
rendered user experience that 
presents the right product view 
and pricing, based on role, 
language, location, and  
viewing device. 

An image-based design 
studio—With a graphical user 
interface, you can create a 
visual presentation of a complex 
product model, with point-and-
click access to details of every 
rule and constraint.

A powerful configuration 
engine—With a powerful 
configuration engine, you can 
instantly process rules and 
constraints in product models  
to enable guided selection of 
only compatible features, options, 
and dimensions. 

eCommerce–To compete effectively, your company should deploy an eCommerce solution that helps 
make all online customer engagements a true business advantage. Look for a solution that:

Enriches customer interactions 
on any device—Build loyalty 
by delivering exceptional and 
personalized user experiences 
that engage customers more 
richly and help improve 
conversion rates.

Simplifies integration—Integrate 
seamlessly to your ERP system 
across any device to get instant 
inventory availability information, 
up-to-date order and invoice 
statuses, support for commercial 
pricing terms, etc.

Scales your market impact—
Expand your reach and grow 
your brand by taking advantage 
of omni-channel sales and 
distribution opportunities.

Learn more about Infor Customer 

Experience Suite solutions ›
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Customer experience success stories
Infor’s Customer Experience (CX) solutions are designed to address the 

specific challenges of your industry. 

Here are a few of our many success stories:

For more customer success stories,   
visit Infor Customer Experience Suite ›

Kyana Packaging & Industrial Supply benefits  

from a single repository of customer data

Find out how Infor CRM has helped Kyana Packaging & 

Industrial Supply maximize every interaction with their 

customers across the entire customer lifecycle. 

Learn how Huttig uses Infor CPQ to increase customer satisfaction and 

production processes for 27 locations. 

Watch the video ›
03:58
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Get to know  
Infor CX

Overcome the challenges of doing 

business globally by attaining a 360° 

view of your customers with the Infor 

Customer Experience Suite. You’ll be 

able to easily keep track of all customer 

transactions and meet unique customer 

requirements in a profitable way. And 

you can integrate and share data 

across departments to support your 

organization’s workflow.

Visit Infor CX to see our  

complete list of solutions ›

Infor eCommerce provides your customers 

and partners with up-to-date product 

information, specifications, cost, alternate 

product availability, and order tracking—all 

through a self-service, Internet-based entry 

point. It gives you more direct interfacing 

time with customers, which can help the 

productivity and profitability levels of your 

sales force.

Learn more ›

Infor Contract Lifecycle Management 

(CLM) helps improve the creation, negotiation, 

execution, and management of contracts 

throughout their development. With Infor 

CLM, you can define and manage attributes to 

help ensure corporate compliance, while also 

tracking changes from version to version. In 

addition, the analytics-pricing engine in Infor 

CLM allows you to automate pricing, costing, 

and margin calculations to ensure accuracy  

and visibility.

Learn more ›

Infor CRM is an award-winning CRM solution 

that delivers a complete view of customer 

interactions across your sales, marketing, 

customer service, and support teams, 

so they can collaborate effectively and 

respond promptly and knowledgably to sales 

opportunities and customer inquiries—both in 

the office and in the field.

Learn more ›

Infor Configure Price Quote captures 

knowledge about your customizable products 

once and then shares it with dealers and your 

sales force—on any device—to make selection 

and configuration intuitive and error-free. This 

image-driven, easy-to-use solution delivers fast 

and accurate quoting and helps guarantee one 

vision from order to delivery, while cutting costs 

and boosting profits.

Learn more ›

15Customer Experience Guide to Wholesale Distribution

http://www.infor.com/solutions/customer-experience/
http://www.infor.com/product-summary/cx/e-commerce/
http://www.infor.com/content/brochures/contract-lifecycle-management.pdf/
http://www.infor.com/product-summary/cx/infor-crm/
http://www.infor.com/solutions/cpq


Strategic solutions

Distributors are looking to differentiate 

themselves by extending the services they 

offer and by optimizing their customer 

interactions. Strategic solutions that 

support and optimize customer interactions 

help distributors to set themselves apart 

and secure customer loyalty.

What’s interesting is that “service” now 

means so much more that what we 

typically think of good customer service. 

It may be eliminating an onerous task for 

your customer, anticipating their needs, 

managing a process for them from 

beginning to end, or streamlining your 

interactions with them. That service may 

be something that is delivered directly 

to the customer, or in some cases by 

enabling the distributor’s customer to 

serve their customers more effectively.

“As wholesale distributors look for 

new ways to differentiate themselves 

in the market, some are discovering 

that investing in an integrated supply 

model can be a creative and profitable 

way to re-engineer their customer 

relationships,” said Simon Ellis, Program 

VP, IDC Manufacturing Insights.5
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Shopper’s 
checklist for 
strategic solutions
Wholesale distributors need strategic 

solutions that support their ability to 

improve the level of service they provide 

their customers. This can include offering 

integrated supply models to anticipate 

and fulfill demand, better project 

management to keep costs down, 

streamlining order processing to improve 

the customer experience, and optimizing 

prices to improve customer loyalty.

To optimize every interaction you have with your 
customers you should look for strategic solutions 
 that provide:

Responsive design—With a flexible 

and responsive user interface, your 

employees can complete their tasks 

in multiple ways on desktop screens 

as well as on tablets and other mobile 

devices—ensuring that they can work 

in the ways that best complement their 

own habits.

Simplified integration—To keep data 

flowing smoothly and ensure adherence 

to tight schedules, your strategic 

solutions should integrate seamlessly 

with your ERP system, and be able  

to do so across business units and 

geographic locations. 

Data-driven prices for your customers—

Generate data-driven prices and 

increase your margins with science-

based recommendations. This means 

using customer clustering to determine 

what price a customer deserves to 

pay based upon their historical buying 

patterns, profitability, loyalty, and cost-

to-serve, while accounting for their 

geographic region. And it means using 

product-grouping analysis to give you 

the insights you need into top, mid, and 

low-revenue products.

Intuitive bidding tools—Managing 

numerous bids within a project—which 

may include several deadlines, different 

locations, many documents, and even 

multiple bidders—is a very complex 

process, especially when you factor in 

the inevitable revisions that take place 

before you even win a bid. To keep track 

of all these changing variables, you need 

a solution that’s designed specifically for 

distributors who manage multiple bids 

for professional trades and gives you the 

information you need when you need it 

to ensure that you meet every deadline.

An integrated supply model can be a 
creative and profitable way to re-engineer 
customer relationships.
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Get to know  
Infor’s strategic 
solutions
Infor’s strategic solutions help create 

a strong relationship between you 

and your customers by fundamentally 

changing the nature of that relationship.  

Wholesale distributors are the best at 

managing the supply and demand of 

inventory.  Through an integrated supply 

model, your customers can benefit 

from your expertise in this area, while 

simultaneously eliminating a task that 

distracts them from their goals.

Learn more about  

Infor solutions for distributors ›

With Infor Storeroom you can manage your 

customers’ indirect material and machine 

supplies by monitoring the warehouse space 

they have set up for a toolcrib, industrial 

vending machines, maintenance repairs, and 

operations inventory.

Learn more ›

Infor Sales Hub is an agile client solution  

with an intuitive and beautiful user experience 

for efficient order entry. By combining 

powerful search features with an order 

entry process that streamlines everything 

from finding the right product to processing 

shipping details and payments, Infor Sales 

Hub allows sales representatives to quickly 

serve more customers—without the need for 

extensive training.

Learn more ›

Infor Project Job Management includes a 

set of easy-to-use and intuitive bidding tools, 

such as a project manager for multiple bids, 

a bidding, and an online document manager. 

And because Project Job Manager tightly 

integrates with Infor Distribution SX.e, your 

data can be automatically shared with and 

seamlessly used by your ERP system.

Learn more ›

With Infor Pricing Science you can set 

competitive prices for the products that are 

important to your customers and still find 

opportunities to increase your profits. Prices 

shift gradually over time for each customer—

faster for less-valuable customers and slower 

for more important customers.

Learn more ›
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Mobility solutions

It’s certainly not news that most companies 

rely on mobile devices to connect and 

collaborate. Increasingly, distributors 

are shifting some of their IT budgets to 

mobility and opening up their core business 

applications to workers on the go. For 

example, according to the Aberdeen Group, 

best-in-class wholesalers and distributors 

are 90% more likely to provide users with 

mobile access to their ERP system.6

“More than ever, mobile technologies are 

empowering workers across industries 

to connect, collaborate, and create new 

ways to operate and do business,” says 

Jessica Goepfert, program director of 

IDC’s Global Technology and Industry 

Research Organization. “It goes beyond 

providing a smartphone to liberate the 

deskbound worker. Rather, it is utilizing 

mobile technology to increase sales, 

improve productivity, and raise customer 

and employee satisfaction.”7

Mobile access allows you to:

■■ Empower your employees to work 

smarter. By giving them fulltime access 

to core business applications, “down 

time” can turn into productive time.

■■ Satisfy your customers with self-service 

options and the information they need 

to track orders, ask questions, and run 

their own businesses more efficiently.

■■ Attract the next generation of employees 

who expect employers to offer a digital 

culture that embraces BYOD.

Whether it’s a sales rep who needs 

to update invoices in real time, a 

customer who wants to track an order, 

or a procurement specialist who needs 

to modify a PO on the fly, integrating 

mobile devices with your core software 

can help you work smarter (and faster) 

than your competitors.
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Resources for mobility solutions
Learn more about the trends driving the adoption of mobility solutions and specific strategies for 

addressing common challenges in the wholesale distribution industry. 

eBook

Life in the fast lane—
How distributors can 
accelerate the pace  
of profitability

Life in the fast lane
How distributors can accelerate 
the pace of profitability 

The next generation of 

distributors has arrived, 

and is quickly adopting 

innovative technologies to 

optimize daily operations and 

hone their competitive edge. 

In this eBook, we explore 

ways that you can streamline, 

automate, and modernize 

your business.

View the eBook › 

Industry 
report

MDM survey report: 
Digital Strategy in 
Distribution

Whitepaper: Digital Strategy in Distribution

1

Digital Strategy in Distribution

According to the results from 

the MDM-Infor survey on 

digital strategy in distribution, 

most distributors plan to 

expand their investment in 

technology, and those plans 

are relatively broad-based. 

Mobile technologies are one 

major area where distributors 

expect to invest heavily.

Read the report ›

Checklist

Five ways wholesale 
distributors can 
succeed with the 
Millennial generation

Many Millennial employees 

prefer to use mobile devices 

over a PC or laptop. Find 

out what tools distributors 

can use to empower their 

field sales professionals, and 

help make their Millennial 

employees more successful.

Read the Checklist › 

Customer and Marketing Management Industry Checklist

In 2015, the number of Millennial employees (those
born between 1982 and 2004) will exceed that of
Baby Boomers; by 2030, Millennials will represent
75% of the workforce, according to the U.S. Bureau of
Labor Statistics.1

As the most technologically adept generation in
history, the impact Millennials will have on the
business world is expected to be significant:

■  As employees, Millennials value collaboration,
rapid advancement, and innovation.

■  As customers, Millennials value choice, flexibility,
and the ability to do business using the technology
they prefer. Many Millennials research products
online, share reviews on social media, order
online, and interact with customer service through
online chat or social media.

■  As suppliers, Millennials prefer partners who can
share data streams easily with their own
technology, so they can analyze trends and
monitor real-time activity.

In a world driven by Millennials, distributors will
need to focus on five key technology drivers: CRM,
mobility, the cloud, online commerce, and inventory
management.

Customer and Marketing Management

5 ways wholesale distributors
can succeed with the Millennial
generation

1
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Mobility solutions 
shopper’s 
checklist
Over the past few years, the use of 

mobile solutions in the distribution 

industry has increased exponentially. 

Distributors are realizing that by 

equipping their sales reps with mobile 

access to real-time information, 

they’re giving them the knowledge 

and power to better execute business 

strategies, meet the needs of customers, 

increase customer loyalty, and convert 

opportunities into revenue. Embrace 

mobility to get the right information to 

the right people.

Mobile ordering solution–Having a mobile ordering application can make the difference between 
closing or losing a sale. Look for a solution that:

Improves customer experience—
Arm your salesforce with 
real time access to essential 
information that dramatically 
improves productivity on-the-go 
and allows them to deliver better, 
faster service to your customers. 

Provides access—Give your 
salesforce mobile access to 
inventory availability and pricing 
models, credit status, and past 
order history.

Offers offline capabilities—
Validate orders against a  
local database on your mobile 
device when you are offline.  
The orders can then be 
processed and submitted  
when you’re reconnected.

Mobile delivery solutions–If you have your own delivery trucks you need to optimize your fleet 
investment. Look for a delivery solution that provides:

A handheld mobile 
application—Manage delivery 
routes, driver profiles, track 
orders, capture signatures, and 
display critical order information 
through a mobile device. 

Improved customer service—
Helps you locate each delivery 
driver to monitor progress, 
accurately track orders, alert 
drivers to any real-time changes, 
and resolve disputes.

Information in real-time—
Connect to your existing 
enterprise resource planning 
(ERP) system to transfer critical 
information between the delivery 
driver and your back office in 
real-time. 

Mobile CRM–If you’re in the market for a mobile CRM solution, look for one that offers:

A rich, flexible user experience—
Boost the efficiency and user 
adoption of your field staff by 
providing an intuitive interface 
that is optimized for use on 
today’s smartphones and tablets, 
and can be easily customized 
and configured.

Personalization—Configure  
and personalize the application 
and settings simply to match  
your unique requirements  
and preferences.

Quick and easy deployment—
Deploy quickly and easily, 
manage and customize centrally, 
and push updates automatically 
over-the-air to the user device.

Learn more about  

Infor solutions for distributors ›
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Get to know Infor 
Mobility solutions
To not only empower your employees 

to work smarter but also to gain loyal 

customers, you should invest in mobile 

apps that boost the productivity of your 

salesforce. Infor’s mobility solutions gives 

your sales force fast and easy access 

to customer and order information, 

inventory availability, pricing models and 

more to help make purchasing from you 

easier and faster.

Learn more about  

Infor solutions for distributors ›

Infor CRM Mobile gives your field force a 

strong competitive advantage that can help 

drive revenue and enhance the customer 

experience. Whether they’re viewing up-to-

the-minute account or contact information, 

updating an opportunity, scheduling an 

activity, or logging a call or email to history, 

with Infor CRM Mobile, your on-the-go 

professionals will have the secure, instant 

access to vital customer information and 

productivity tools they need to succeed.

Learn more ›

OrderPoint is a robust, full-featured mobile 

ordering application that equips your sales 

reps with real-time access to essential 

information that dramatically improves 

productivity on the go. From inventory 

availability and pricing models, to credit status 

and past order history, OrderPoint gives your 

sales reps the key information wherever they 

are, which can make the difference between 

closing or losing a sale.

Watch the demo ›

Infor Distribution Proof of Delivery 

helps distributors manage order delivery 

and capture customer information from a 

mobile device. You can manage delivery 

routes, driver profiles, track orders, capture 

signatures, and display critical order 

information. Proof of Delivery can connect to 

your existing enterprise resource planning 

(ERP) system to transfer critical information 

between the delivery driver and distributor  

in real-time.

Learn more ›

22Mobility solutions Guide to Wholesale Distribution

http://www.infor.com/industries/distribution/
http://www.infor.com/content/brochures/crm-mobile.pdf/
http://progressive.uvault.com/2361/2016/demo/016-218-Distribution-OrderPoint-1080-1pt3-5.mp4
http://www.infor.com/content/brochures/distribution-proof-of-delivery.pdf/


Cloud solutions

Everyone is talking about the cloud—should 

you move to the cloud? When? Regardless 

of business type or industry, it’s a hot topic. 

IDC’s “Worldwide Semiannual Public 

Cloud Services Spending Guide” states 

that worldwide spending on public cloud 

services will grow at a 19.4% compound 

annual growth rate (CAGR)—almost six 

times the rate of overall IT spending 

growth—from nearly $70 billion in 2015 to 

more than $141 billion in 2019.8

Wholesalers and distributors are also 

beginning to favor the cloud as their 

deployment model for ERP solutions. 

And for good reasons. According to 

a recent study by Aberdeen Group, 

distributors with cloud-based ERP 

solutions are 59% more likely than those 

with an on-premise solution to have real-

time visibility into the status of  

all processes.9

Cloud solutions that can be deployed 

quickly, adopted and expanded easily, 

with streamlined order processing, 

flexible pricing, and tools to optimize 

inventory, can be of great value  

to distributors.
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Resources Cloud solutions
Learn more about the trends driving the adoption of cloud solutions and specific strategies for addressing  
common challenges in the wholesale distribution industry.

White paper How-to 
guide

Infographic White paper

White paper

Driving real 
growth with cloud-
based enterprise 
applications

CIO QuickPulse   *   Cloud Applications

Increasingly, organizations are deploying enterprise 

applications to the cloud. In the process, they are 

discovering more benefits than simply containing 

costs and alleviating stress on overworked IT 

staffers. They are discovering the cloud provides  

a faster, more efficient path to growth. 

According to a recent survey from IDG Research, 

cloud specifically does this by simplifying deploy-

ment of new technologies for competitive 

advantage, streamlining the process of opening 

new locations, speeding the onboarding of new 

partners and customers, and lowering the cost  

and risk of trying new initiatives. 

Yet companies cannot realize cloud’s full potential 

to support growth unless they make deployment 

choices that reduce IT complexity rather than 

adding to it. They must also ensure end user adop-

tion by choosing cloud-based solutions that reach 

customers more efficiently and deliver IT services 

Driving real growth with cloud-
based enterprise applications

better and faster. One way to achieve this is through 

the use of industry-specific functionality. 

This white paper discusses insights from the IDG 

Research survey that clarify how cloud-based 

enterprise applications can provide a firm founda-

tion for business growth.  

INSIGHT 1: Companies are 
concerned that they lack the  
IT skills necessary to support  
anticipated growth.
Survey respondents said their growth plans for  

the next 12 months are most likely to involve 

developing new products and leveraging new 

channels to markets. However, two-thirds of 

respondents (both business and IT executives)  

said their need for new, specialized IT skills — 

presumably to develop innovative products and 

explore new marketing channels — is a top pain 

Increasingly, organizations 

are deploying enterprise 

applications to the cloud. 

Discover how the cloud 

can provide a faster, more 

efficient path to growth.

Industry 
perspective

Cloud security and 
your enterprise

Infor Cloud

Cloud security and your
enterprise

Information security isn’t something you have—it’s something you do. Security is also not ensured by one or two
things you did in the past then forgot about. As your chief information security officer will tell you, security is a
permanent, ongoing process that requires long-term vigilance. Successful security depends on having committed
people consistently applying the most reliable tools, technologies, and processes to reduce risk to a reasonable
level. You'll never reduce risk to zero, but it is possible to lower your risk to a level that corresponds with the
probability and impact of a security breach, at a reasonable cost.

In that context, the debate about whether cloud computing is more or less secure than on-premise data is an
abstraction that misses the point. As long as your system is connected to the public Internet, whether it’s a cloud
solution or on-premise software, you incur some risk of a data security breach. The essential issue is whether
you’ve put appropriate controls in place to minimize risk to the confidentiality, integrity, and availability of your data.

The importance and urgency of data security and privacy can’t be overstated. In 2014, the number of security
incidents increased by a staggering 48% over the previous year and the average direct cost of resolving a data
breach increased to $3.79 million. But the direct costs are a trifle compared to the incalculable, lasting business
damage that a data security incident can cause.

As long as your system is 

connected to the public 

Internet, whether it’s a cloud 

solution or on-premise 

software, you incur some risk 

of a data security breach. 

Find out what you need to 

do to minimize risk to the 

confidentiality, integrity, and 

availability of your data.

View the perspective › Read the white paper ›

Analyst  
report

Cloud ERP in 
wholesale and 
distribution

 

 

 

 
 
 
 
 
 
 
 
This report examines the importance of ERP for wholesalers and 
distributors, and illustrates the reasons these organizations may 
select a solution and the benefits these solutions provide.   
 

CLOUD ERP IN WHOLESALE AND 
DISTRIBUTION: DRIVING SUCCESS 
ACROSS A WIDE NETWORK 
October, 2015 
 
 Nick Castellina, Research Director,  

Business Planning and Execution 
 

 
 

Report Highlights 

 

Cloud ERP 
deployments have 
been on the rise. 
 

 

Wholesalers and 
distributors are 
more likely to select 
a cloud solution in 
recent years. 
 

 

The top reason 
wholesalers and 
distributors choose a 
cloud solution is due 
to collaboration 
needs. 
 

 

Those with a cloud 
solution saw a 17% 
improvement in 
complete and on-
time delivery. 
 

P3 P4 P5 P8 

Wholesalers and distributors 

are beginning to favor the 

cloud as their deployment 

model for ERP solutions. 

Aberdeen reports that 

distributors with cloud-

based ERP solutions saw a 

15% improvement in profit 

margins over the past 2 

years, in comparison to an 

8% improvement for those 

with on-premise solutions.

Read the report ›

Technology 
perspective

The art and science 
of value realization  
in the cloud

IT spending on cloud 

computing is booming, and 

there is no let up in sight. 

In this post-recession era 

of amped up spending 

accountability, how many 

organizations can produce 

reliable metrics that link 

IT cloud spending to 

business outcomes and 

business value?

Read the perspective › 

Technology Perspectives

The art and science of value
realization in the cloud

Yes, you can measure the business impact of cloud 
and other IT spending
When asked in each of the last 10 years to list their primary focus, CIOs responding to the annual State of the CIO
survey chose “aligning IT with business goals” number one—over and over again. Obviously, this alignment is
mission-critical for CIOs. So how do they measure just how well they’re doing with this alignment? Specifically, what
metrics can they present that show the link between, say, a major cloud expense and the business value that
expense generates?

The answer is, by and large they don’t. They want to actually measure the business impact of cloud and other IT
spending, but most CIOs feel they don’t have a credible and trusted means of doing so. Now some leading edge
organizations around the globe and across a broad swath of industry types are using a methodology called Value
Engineering to produce these elusive value metrics.
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Cloud solutions 
shopper’s 
checklist
No doubt, you’ve been hearing a lot 

about the cloud. But you may fear 

it’s too risky to allow your data to be 

managed outside the four walls of your 

distribution company. The truth is, if you 

want to stay competitive, you can’t afford 

to wait to move to the cloud. Besides 

cost savings, cloud solutions also offer 

you a comprehensive way to unify your 

business processes, increase visibility 

across departments and divisions, and 

enable better collaboration with your 

suppliers, customers, and partners.

If you’re in the market for a Cloud ERP solution,  
look for a solution that:

To learn more about what ERP can do for 

you, contact us at solutions@infor.com ›

Realizes a speedier time to value— 

A cloud computing solution with 

preconfigured yet flexible, industry-

leading business processes, templates, 

training materials, tools, and simulations, 

allows you to deploy or upgrade in 

weeks or months—not years. 

Gives you flexibility—The right 

cloud computing solution is available 

24x7x365, no matter where your 

employees are located or what devices 

they’re using. Because of their scale and 

expertise, cloud computing providers 

such as Amazon® Web Services can 

achieve system up-time levels and 

security and disaster recovery measures 

that cannot be matched. 

Supports expansion—A cloud solution 

gives you the flexibility and scalability 

to easily expand into new markets and 

quickly adapt to change, and you get 

real-time data that is accessible anytime, 

anywhere.

Reduces total cost of ownership—By 

moving to the cloud you can reduce 

your total cost of ownership, since you 

no longer need to own and maintain 

expensive servers and hardware, and 

can redirect IT personnel to more 

strategic activities.
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Choose your adventure 

The simultaneous release of two versions of Infor CloudSuite for distribution means each company can pick the 

solution that best suits their needs.

■■ If your business is centered in North America and primarily focused on distribution in all its flavors,  

Infor CloudSuite Distribution is the solution you’ve been looking for.

■■ If you operate internationally with many language and localization requirements, or operate a hybrid business 

environment that includes both distribution and manufacturing, Infor CloudSuite Distribution Enterprise will 

better suit your more complex environment.

Get to know Infor CloudSuites™ 
for distribution

Watch video: Infor CloudSuite Distribution Enterprise overview.

I N F O R  C L O U D S U I T E  D I S T R I B U T I O N  E N T E R P R I S E 1

InforCloudSuite
Distribution Enterprise

Overview

Visit the Infor CloudSuite Distribution  
Enterprise page to learn more ›

Infor CloudSuites for distribution—Innovations built for the 

distribution industry

Infor’s CloudSuites for distribution are designed to address the 
pressures exerted on wholesale distributors, including the need for 
speed, flexibility, and differentiation through services. The solution 
suites can be deployed quickly, and adopted and expanded easily. 
Plus, it offers streamlined order processing, flexible pricing, and  
tools to optimize inventory—all of which can be of great value  
to distributors.

02:27
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BI and analytics

The amount of information inside your 

company is constantly expanding, and to 

stay competitive, your data-insight strategy 

has to keep pace with business change. 

With multiple sources of data, it can be 

difficult for your users to get access to the 

information they need, when they need it. 

Your users need business intelligence (BI) 

and analytics that provide the most up-

to-date information in a timely fashion, no 

matter where they are.

BI and analytics have transformed from 

high-end applications used only by a 

select few in an organization, to more 

accessible, easier-to-use applications  

for the masses. The improved accessibility 

and simplification of analytic applications 

allows a wider group of business  

users across organizations of all  

sizes to maximize their data to help  

drive performance.

“Global revenue in the BI and analytics 

market is forecast to reach $16.9 billion 

in 2016, an increase of 5.2% from 2015, 

according to the latest forecast from 

Gartner, Inc.” 

“Organizations must transition to easy-to-

use, fast and agile modern BI platforms 

to create business value from deeper 

insights into diverse data sources,” says 

Ian Bertam, managing vice president at 

Gartner.10 Given the importance of BI and 

analytics for strategic decision making, it’s 

not surprising that Gartner predicts this 

growth for BI and analytics solutions.

Now that companies have access to more 

data, they have come to realize that the 

key to unlocking its value is in making it 

available to the people who need it most.
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BI and analytics 
shopper’s checklist
According the MDM report “Digital 

Strategy in Distribution” wholesale 

distributors are looking for ways to 

grow their analytics capabilities beyond 

financial reporting, which is the most 

popular way distributors are using their 

analytics configurations now.11 With data 

potentially affecting every area of your 

business, it’s time to use that data to 

find areas of improvement, make better, 

more informed decisions, transform your 

business, and improve you bottom line.

If you are in the market for a BI and analytics solution, 
look for one that provides:

The key to unlocking value is in making 
information available to the people 
who need it most.

Integration—By integrating your analytics 
solution with your existing enterprise resource 
planning (ERP) system, you’ll be able to transfer 
critical data between different divisions and your 
back office in real-time. You’ll have a unified 
view of your business and be able to analyze 
key information from all key systems. 

Industry-specific analytics—Different 
industries have different analytics requirements. 
Look for an analytics solution that comes with 
pre-packaged roles and content that’s been 
purpose-built for the wholesale distribution 
industry.  It can help your business to easily 
start monitoring and analyzing performance.

Great user experience—The less time 
your employees have to spend on finding 
information, the more they can spend analyzing 
it. Look for an analytics solution that delivers 
tools that are powerful but user-friendly, 
requiring minimal technical expertise to get 
your users up and running fast.

Mobile access to data—Mobile business 
intelligence is a necessity for executives, 
field staff, and sales reps who need access to 
business-critical data at all times. With mobile 
access, your employees can access data such 
as KPIs, business metrics, and dashboards any 
time on any device.
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Get to know Infor 
BI and Analytics
The Infor portfolio of analytics solutions 

brings you the depth, breadth, 

flexibility, and speed you need to 

compete effectively in this new, data-

driven environment. Industry-specific 

analytics, robust reporting capabilities, 

personalized dashboards, and workflows 

and alerts can all be accessed from your 

mobile device, with changes synced 

automatically to your desktop.

Learn more about Infor Performance 
Management solutions ›

Infor Business Intelligence, Infor Analytics,  
Infor d/EPM, and Infor Reporting

Infor Dynamic Enterprise Performance 

Management (d/EPM) layers world-

class business intelligence, business 

planning, budgeting, forecasting, financial 

consolidations, and business performance 

management capabilities onto Infor’s 

technology platform to deliver simplified 

integration, beautiful design, and in-context 

business intelligence.

Learn more ›

Infor Reporting With Infor Reporting, you’ll 

add unparalleled flexibility and reliability  

to you reporting processes to support quick, 

confident decisions that can lead to long  

 term success.

Learn more ›

Infor Business Intelligence gives you a 

fully integrated, state-of-the art business 

intelligence platform for all types of financial 

and operational analytics and performance 

management. The solution provides 

standard reporting, dashboards, flexible ad 

hoc reporting, and analysis.

Learn more ›

Infor Analytics covers the “last mile” in the 

realm of analytics by offering pre-packaged 

content that is purpose built for a wide 

variety of industries. It helps you begin with 

an analytic framework that’s ready to answer 

critical questions from day one.

Learn more ›
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Stay up-to-date, follow  
Infor Distribution

Follow Infor Distribution on Twitter ›

Twitter

View Infor’s Distribution page ›

LinkedIn

Visit Infor’s YouTube channel ›

YouTube
Blog—The Informed Distributor

Stay informed on the issues related to wholesale distribution and learn more about 

the ways Infor solutions can help you achieve and maintain a competitive edge.

RSS Feed ›Visit Blog ›
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