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Objectives

Benchmarking Initiative




Benchmarking Initiative J?\“ ISA

The Need for valuable data has never been greater

The goal is to help ISA members better asses performance

Primary location for all of your data needs




ISA Benchmarking Platform

Annual Performance Report

_A

ISA's Annual Performance Report (APR)
helps you put into context your overall
financial and KPI performance with your
industry peer group. Accurate data,
dynamic reporting and personalized
results gives you the confidence to make
informed decisions to take your business
to the next level.

Top Line Pulse

ISA's Top Line Pulse is a monthly snapshot
of how your top line measures up. Month
and year-to-date comparatives against
the market, your peer group and industry
indexes of your choosing, help you assess
your performance along the way.

L ISA

Distributor Compensation Report

ISA's Distributor Compensation Report is a
cross-industry analysis of wholesale-
distribution salaries and benefits. Released
every two years, this report captures all
relevant employee information from the C-
suite to the warehouse in a confidential
and secure platform.
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About Industry Insights

 We are a team of Statisticians, CPAs, and IT St
Professionals T /\Af\ @lEEE

Objective third-party

35 years experience with survey research

Survey research is not an “offshoot”

Serve more than 200 associations

Extensive steps taken to ensure confidentiality

mnusrnv‘nsights Trusted Responsive Experts Since 1980



Confidentiality A ISA

Companies are assigned a confidential, Company ID Number

Data are coded and entered into a proprietary system

Results are reported only in aggregate form

We guarantee that confidential information will not be released to
any person, company, or organization for any purposes.




Importance of Benchmarks Jg*\“ ISA

Measure Performance and Gauge Health
Productivity
a. Profit Metrics a. Liquidity
b. Return on Assets b. Leverage (debt)

c. Employee Productivity

Ratios Create a Common Platform for Evaluation




Benchmarking Basics Jg*\“ ISA

 Ratios need to be “Benchmarked” against some standard (l.e., industry
peers, company's historical performance, etc.) to be meaningful

e Major deviations between your own firm'’s performance and industry norms
are not necessarily good or bad, but signals areas of further analysis

 EVEN RELATIVELY SIMPLE ANALYSIS CAN RESULT IN SIGNIFICANT
INSIGHTS ABOUT YOUR BUSINESS

‘ ‘ The goal is to turn data into information, and information into insight.

Carly Fiorina, former executive, president, and chair of Hewlett-Packard Co.




Benchmarking Cycle

2. Where
1. Where do you
are you? want to
go?

3. How do you
get there?

AISA

v" Look at your recent year-end information
alongside key industry-specific statistics

v" ldentify areas you could improve
v" Develop a strategy

v" Each level requires more effort but the
foundation is available



Where Are You? JA“ ISA

v Assessment Phase

1. Where v Easiest Step

are you?

v" Participating organizations will have their
data populated into the system

v" Utilize the available tools and evaluate your
performance




Where Do You Want to Go? J;‘(« ISA

v" Goal Setting Phase
v" More Involved
v" Focus on the Profit Leaders

v Prioritize




How Do You Get There? J?\“ ISA

v" Planning Phase
v" Most Involved

v Conduct Interviews, Speak With a
Consultant, etc.

v" Goal of ISA Benchmarking is to help you
3. How do you develop an informed strategic plan

get there?




Hypothetical Case Study

Your Company APR High Profit Distributors

ABC Distributor
Strategic Profit Model Ratios

Profit Margin — Before Tax 1.0% 3.7%
Asset Turnover (i.e., Sales/Total Assets) 2.0 2.2
Return on Assets 2.1% 8.1%
Total Assets to Net Worth (Leverage) 3.0 1.8
Return on Net Worth 6.3% 14.8%
Employee Productivity
Sales Per Employee $497,351 $555,645
Total Payroll Per Employee $64,500 $76,636
Total Payroll as % of Sales 16.5% 15.7%
Employee Turnover
Executive/Senior Management Positions 0.0% 0.0%
Management Positions 8.0% 1.0%

Non-Management 15.0% 3.0%



Hypothetical Case Study

Executive Level Employees
CEO/ President

Top Marketing/Sales Officer

Other Full-Time Employees
Human Resources Manager

Operations/Whse. Manager

Number of Employees

Your Company

Industry

1

3

Total Annual Compensation

Your Company

$215,000

$115,000

$65,000

$60,000

Industry

$230,000

$155,000

$75,000

$80,000

AISA

L You ® ndustry

Years in Industry: 10 Years in Industry: 25
Years at Company: 8 Years at Company: 15
Education: Bachelors Education: Masters
Structure: 70% salary Structure: 25% salary




Hypothetical Case Study & ISA

Sales Performance

Top Line Pulse

I My Data I Industry

Total Annual Compensation

Your Company Industry

Sales Employees

Director of Sales $90,000 $125,000

Sales Manager $80,000 $120,000 W

National Accounts Manager $75,000 $115,000



Hypothetical Case Study & ISA

Important to use available information to develop identify strengths,
weaknesses, and improvement opportunities

ISA's benchmarking studies are designed to work in conjunction
In 5 minutes, we identified key issues and possible opportunities

A simple analysis can result in significant dividends



Surveys and Reporting Tools

(866) 460-2360 INDUSTRIAL SUPPLY GUIDE CONTACT

4
JA‘« ISA Membership  Educatiol Benchmarking etworks  Advocacy Convention Fo

The Right Relationships
Create Real Opportunities.™

ISA is the association for the industrial MROP channel.
Our mission is to help members develop
and advance their companies and careers.

Join Today

undation  About

Join Today

WWW.Isapartners.org



(866) 460-2360 INDUSTRIAL SUPPLY GUIDE CONTACT | 2 LOGIN

¥/
JA‘\ ISA Membership  Education ~ Benchmarking MNetworks Advocacy Convention  Foundation  About Join Today

Analytics that Fuels Growth

Change the way you assess performance
with actionable business intelligence.

Go to Benchmarking Site

Learn more

@
WWW.Isapartners.org



ISA Benchmarking Platform

Annual Performance Report

_A

ISA's Annual Performance Report (APR)
helps you put into context your overall
financial and KPI performance with your
industry peer group. Accurate data,
dynamic reporting and personalized
results gives you the confidence to make
informed decisions to take your business
to the next level.

Top Line Pulse

ISA's Top Line Pulse is a monthly snapshot
of how your top line measures up. Month
and year-to-date comparatives against
the market, your peer group and industry
indexes of your choosing, help you assess
your performance along the way.




Annual Performance Report

Survey

L ISA

' site.
Use the Online Form — or complete with an Excel version and upload to the

Distributor Analytics that Fuels
Growth
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Distributor Analytics that Fuels
Growth

Operation Expe

Deadline: Sunday, April 15,2018

M

18 9. AM

For Canadian firms, please indicate the currency you are using to report.
@ U.S. Dollars
Canadian Dollars
1. Which of the follawing best describes your organization?
# General Line Firm @

Specialty Firm &

2. Sales by Channel (% of Sales)

Warehouse Sales.

Drop Shipments

Total Sales

i A 8 o E F G H 1 i K L M N Q P Q R s T

2 2018 ISA Annual Performance Report Survey

3 Based on 2017 Financial and Operational Data
:
5 Prior Year's Net Sales (to calculate Nec Safes Change)
B Income Statement (12 months of data)
0 Net Sales (less rerurns excluding cash discounts)
’ 1 2 Cost of Goods Sold (including freight-in, fess rebates from vendors and buying groups) 3
12 3 Grass Profit (line 1 minus line 2)
14, Operating Expenses:
6 4 Sales and Marketing Expenses $
17 5 Delivery Expenses (al| delivery exp. less freight charges recovered) 3
18 6 Warehouse Expenses 5
19 7 Oceupancy Expenses $
20 8 Information Technology Expenses 3
21 S General & Administrative Expenses k3
22 10 Total Operating Expenses (sum of lines 4 through 9) $ °
23 " Operating Profit (line 3 minus line 10) 3 0
u 12 Cash Discounts Earned on Purchases (earmed for Prompt payment for merchandise purchased $
aooo 8l 25 13 Other Non-Operating Income {interest income, gain on sale of as3ets, service charges, erc) $
H 14 CashDiscounts Allowed o Sales (sliowed customers far prompt payment) $
1 15 Interest Expense (exclude mortgage interest) 3
el P 16 Other Non-Operating Expanses (ioss on safe of assets, erc) g
2 7. Profit Before Taxes (sum of lines 11 th rough 13, minus lines 14 through 15) $ °
0 8 Income Taxes (local, state, federal) 3
51 8 NetProfit After Taxes (fine 17 minus line 18) $

Contact Information | Operations Balance Sheet

Income Statement Operating Expense Detail @
L= “atement



APR Reports and Online Tools

Sample Industry Report

HISA
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Company Performance Report
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APR Reports and Online Tools = ISA
Report Card

The report card is designed to provide users with the ability to “grade” their key performance measures against
similar companies in order to identify potential improvement opportunities.

All Responses ¥ Expnrtto Excel

Industry

STRATEGIC PROFIT MODEL RATIOS Your Data Median

PROFIT MARGIN Weak

ASSET TURNOVER 40 4.0 Good

RETURN OM ASSETS (PRE-TAX) 1.0% 5.0% Weak

FINANCIAL LEVERAGE 2.0 20 Good

RETURN OM NET WORTH Weak
Industry

INCOME STATEMENT Your Data Median

SALES GROWTH Weak

SALES VOLUME $ 7,527,312 % 6,956,504 Good

GROS55 MARGIN 29.0% 24.0% Good

TOTAL OPERATIMNG EXPEMSES 27.0% 240% Fair

OPERATING PROFIT 1.0% 10% Strong

PROFIT BEFORE TAXES 0.0% 1.0% Weak



APR Reports and Online Tools = ISA

Interactive Peer Report

This tool allows users to create customized Company Performance Reports on demand. Users may select up to 5
data cuts to compare their figures against.

Select Up To Five ups
o Peer Group 1 | Organization Type: Specialty Firm v
l Peer Group 2 | Profitability: High Profit Firms v
ISA 0 Peer Group 3 | Net Sales: Over $40 Million v

Peer Group 4 | sales By Sales Channel: Over 80% Warehouse Sales v

. s M
ttps://secureii.cor eports/Financial/Chart.aspx?id=88breaks=3,4,7,8,
Interactive Peer Report htpsy//: m15/Reports/Financial{Chartaspx?id=88breaks=3.4,7.8 128157oj e
Results Fiscal Year: 2017 * @ Industry Insights, Inc. [US] | https://secureii.com/ISA/Reports/Financial/Chart.aspx?id=88...
Return on Net Worth - Before Tax
You can compare your own data versus five peer groups of your choosing. Simply select the peer group you wish to compare yourself against from the dropdown
menus and then click "Build Report". Created reports can be exported to Excel once they have been built
15.00
|
Peer Group 1 |# Profit Fiem o0 i
- J ). |
Peer Group 2 T % 5.00 I Number Of
. If Locations: 2
Peer Group 3
T - 00 I To5
Peer Group 4 SUMMARY FINANCIA M ™y Company
Industry Median
o RS Shiad Sikes Number of Firms Reporting Il organization Type: Spedialty Fim 0
" Profitability: High Profit Firms
Strategic Profit Model R: IR it Soles:Over $80 il |
[ sales By Sales Channel: Over 80% Warzhouse Sales
Profit Margin - Before Tax ] Number Of Locations: 2Ta 5 15% “
Asset Turnover 30 lI
\
5
1f you have questions or comments, please contact Scott Hackworth of Industry Insights by phone (614.389.2100 ext. 105) or email (shackworth yinsigh ) Return on Assets - Before Tax _— _— — —— — — 50% lI
©-I5A
- Financial Leverage 20 20 20 20 20 20 20 |I
Return on Net Worth - Before Tax 20% 80% 8.0% 17.0 % 80% 5% 80% “




APR Reports and Online Tools Jf“ ISA

Searchable Results

This application allows more specific information than any single report could reasonably provide. Using the
program, users can create their own data cuts to create benchmarks that most closely match their organization.

Build Report Export to Excel
4 ==

Organization Type:
y
JA“ ISA Home  Static Reports Report Card  Interactivg General Line Firm
| Profitability:
High Profit Firms
Home | Searchable Results
SUMMARY FINANCIAL RESULTS (FIFO BASIS) Your Data Responses
Searchable Results
Number of Firms Reporting 0
Fiscal Year: 2017 ¥ Strategic Profit Model Ratios
The purpose of the tool is to allow you to create customized aggregations of the survey results. To use this tool, simply select the desired search criteriz Profit Margin - Before Tax 0.0% 20%
Build Report”. Created reports can be exported to Excel once they have been built. J—— 40 o
Note: to protect the confidentiality of individual respondent data, results will not be displayed when the sample size of a chosen search is less than five Return on Assets - Before Tax 10% 9.0 %
Financial Leverage 20 20
Number of Responses Matching Search Criteria: 11 Return on Net Worth - Before Tax 20% 17.0 %
Sales Performance
[ e b ] [ ility: <L J Typical Sales Volume (000s) $7,527312 6,143,775
General Line Firm lﬁ High Profit Firms Sales Change (2017 To 2016) 70% 310%
[ TR b ] Close Income Statement (% of Revenue)
Net Sales 1000 % 100.0 %
All All
Cost of Goods Sold 83.0% 725 %
[ Number of Locations: < ]
Gross Margin 290 % 300 %
All
Operating Expenses:
Sales and Marketing Expenses 10% 107 %
#IShow My Data .
Delivery Expenses I} 20% 25%
Warehouse Expenses 20% 16 %
QOccupancy Expenses 20% 13%
Information Technology Expenses 20% 13%
General & Administrative Expenses 80% 1%
- Total Operating Expenses 2710% 252%
Operating Profit 10% 14%




Top Line Pulse Application

Reporting

Data is entered securely either directly through the application home page or users may opt to receive text
notifications. The text feature allows respondents to simply report their monthly sales figure via text messaging.

A 1SA

H
[7]
>

Welcome to the ISA Benchmarking
Portal!

1SA's Benchmarking Portal provides industry members with
valuable insights on specific operating practices and
financial performance metrics of industrial suppliers, This
portal is an Invaluable business tool that will present
accurate and timely industry information through which you
can better understand your industry and your own company's
strengths and opportunities for Improvement

First time participating or accessing site?

If this is your first time access the ISA benchmarking portal,
please register below. Keep in mind that the credentials for
this survey are not matched with your ISA Member site
credentials.

Login
To protect your datas confidentislty, your ISA redentis are ot inked s

Email [SADemo
Password
Forgot password? Signin

Industry Insights, Inc. is  objective outside firm, guarantees
that confidential information submitted by ISA distributors
will not be released to any person, company, or organization
for any purposes. Industry Insights uses all appropriate
means of internal controls and security protections to ensure
confidentialiity and integrity of the data provided

WERED

INOUSTRY JrfSig D]

ZISA

Enter Monthly Sales Data

January
February  § 954631 00
March H 00
April
May
June s 00
July

5 13) (614) 380-9689

August

Wriigs

September Ty Bec 58

134 Pulse Survey - plesse reply with
Novermber's data - or isit 1tp:/
s isabenchmarking com

October

November  § 00

December

2

‘Thark you for your respanse. You
reported 1,200,000, If this is net
corract please reply with an updated
figure.

Save Changes



Top Line Pulse Application

Interactive Online Results Dashboard

ORGANIZATION ADMIN

ZISA
-
Enter Monthly Sales Data

Dashboard

Top Line Pulse -

Sales Performance vs. Economic Indicators

W (1) My Data

M (2 Industrial Production Index I (3) US. Chemica

Products Production I (6) US. Indu

strial Machinery Prod

Annual Performance Report

uction [ (T US. Sk

ents of Farm Machinery

o
=
&

(=]
&
5

o

January 2017 | February 201 il May 2017 | June 201 1 gust 20
e 325% sEE% -BA% 110% 01 105%

0.2 02% * 00 0.2% 0.2 04%

0% 04% 0l1% 15% 04% 09% %

04% 1% 31% 1% 05% 15% 19%

248% 146% -33% -10.2% -34% -6.9% 15%

7 November 2017

November 2017

0.6%

December 2017

Decembe

Top Line Pulse

MY ACCOUNT {ISADEMC) | LOG OFF

Compensation

G

Series Filters
(A1)
(L} My Data

(2) Industrial Production Index

<] K] [&] =]

(3) U, Chemical Products Production
(4) 5. Durable Manufacturing Prod...
(5) S, Elecrrical Equip. [ex. appiiznc...

<

+ (7 LS. Shipmants of Farm Machinary

Your Sales Snapshot

February 2018 vs. February 20...
935K ¥

February 2018 vs. January 2018
955K &

Year To Date vs Prior Year To ..

(6) U.5. Industrial Machinery Product...

Filter Options Include:

Your Company Data
Industry

Industry Indexes (e.g., Industrial
Production Index)

Monthly Sales Snapshot

Shows your current month sales figure:

. Vs. Prior Month
. Vs. Same Month Prior Year
. YTD vs. Same Month Prior YTD




ISA Benchmarking Platform S ISA

Distributor Compensation Report

ISA's Distributor Compensation Report is a
cross-industry analysis of wholesale-
distribution salaries and benefits. Released
every two years, this report captures all
relevant employee information from the C-
suite to the warehouse in a confidential
and secure platform.



2 1SA

Distributor Compensation Report

Survey

Use the Online Form — or complete with an Excel version and upload to the site.

Proleminary Deactine: May 1,201

Welcome to the Cross-industry

i 1
l Compensation portal!

sortal provides ndustry

practices and financial
1 is an invaluable business
on through which
o strengths
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. on spacific operating
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tool that will present sccurate and time! ;

you can better understand your industry
and apportunities for improvement

First time parﬁcipating

55 the Cross-Indu
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credentials.

L aod
or accessing siter
<iry Compensation artal,
+ this survey are not

please

\f this is yaur first fime 50C
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matched with your Member site

3

k.
Execu nd Benefits

2017 Executive Compensation
9

Log in
To protectyoure
site, .

Email

password

Forgotp

Industry 0§
informatiofl
person, cof
appropriate

confidentialitty and int=grity

ive Compensati

Report each top executive in the most appropriate position. If an executive has multiple roles, use the single most applicable position. Do not repart
Please refer to the enclosed position descriptions as a guide for employee dlassifications. If you do not employ a person for the particular position |i

NOTE: If the same person fulflls more than one of the following functions, place the person under their primary function and leave secondary funclf 1o
figures as full figures, rather than abbreviations {e.g., "85,000" not “85K”)

Canadian firms, please repert in Canadian Dollars.

Chief Operating

Officer/Executive Vice Chief Financial Chief b

Chief E i F /[General  Officer/Top Financial ~ Officer/1
Officer Marks 1

Officer/President Manager

Years in industry

Years with the company B
¥ Highschool

High school v | High school

Highest level of education

Percent of equity owned

Base salary

o
o
o
PR S
ry

Bonus/incentives/commissions | ¢

(enter 0if none)
Total Compensation B B B $] 25
Change in total compensation % 9% 9% 1
5
(2016 t0 2017) =<
of the 0aTa prover==: i -
WERED BY —
30

— POV
INDUSYR‘(iﬂS'gh[S

£ G
2018 Cross-, X e
0ss-Industry Compensation & Benefits Sur\:ey

Deadline for Suhmim'ng Form: April 13, 2018

additional cash
Ompensation for full.g;
D N ull-time e .
0 notinclude deferred Compensation, we ployees only. Additiong cash oy
- We reco,

that best refle " gniz
cts their “ori N € at some compg,
Primary” duties, pantes employees perform, Multiple dutias, 1n sych
- I suct Cases,

Note: Information or Briinch May

Number of Full-Time
Employees Reported by
Position

s{;:nvert hourly employees to amual base
lary by multiplying hourly Wage x 2,080,

Average
Annual Base Salary
{asof 1/1/1g)

General & Administrative
Accountant

ARfCredit Manager
Accounting Clerk

Controller

Office Manager
Office/Clericat Personnef
Purchasing Manager
Purchasing Agent/Buyer

#

#

#

Human Resourcas Manager .
#

#

#

#

Training Coordinater .
#

Director of sales
: #
National Accounts Manager X
Sales Manager . : S
Showrogm Manager . S
; §

! Job Descriptions

' Provi
Mpensation inclydes fom e IErege annual base salary and
mission/incentj,
V& pay and hoy
nuses,

choose the Position

. Average Annyga}
Additional Cagh Compensation*

) Per Perspn
fo
" TIOSt retently completed fiscqy year)

Healthcare I

Benefits



Distributor Compensation Report

Results

—
—
S
o— |
me—
e ———
e smm— My D28 ‘
po— @ ¥ Shov = ‘
e ——
— .
position Region ~
CEO =
‘Ne\ sales =
state
‘ in Size o
Filters permbershi?
advanced ize 5]
‘ ETE SiZ
granche® ©
mber of
N Metro SiZ€ “
Company AS® 2
‘ ndustry ©
‘ Company TYP® )
-
$0 § $16 $4

Company Profile

Your CU | Responses % Average 10% 25% Median 75% 90%
Net Sales $1.254,000,000 1315 §792.567,260 §65.842741  $124500000  S300.000,000  SO18.407.651  §1725608422
Prior Year Net Sales $1,113,000,000 1315 §627.213,363 528,281,917 §66582,947  $193425118  $601478500  §1256.274.512
Member Base 03,020 1315 50,003 5,148 11,698 28,000 75795 130,102
Full-Time Equivalent Empioyees 8347 1315 3,167 715 2133 5282 8226 10,387

Compensation Information

Your CU | Responses % Average 10% 25% Median 5% 90%
Curent Annual Base Salary 5340000 1315 279,501 5110455 5134042 5236608 335,38 $518,82¢
Bonus (ooncs eligible only) 558,000 1,288 550,730 $3023 510,000 31,741 71,858 5151,000
Bonus (allrespondens) 558,000 1318 550438 50 54,252 523,000 561,000 5133615
Sone asa % of 8282 (ponus elgiok 17.1% 1,268 2% 25% 50% 128% 23% 2%
Bonus as a % of Base (all respandents) 174% 1318 142% 00% 22% 8% 103 % 27%
Base + Bonus 5208,000 1318 5320030 5117648 5184390 261,800 453,715 5853,412

matsly inthe Unted St

THE ECONOMY
Before analyzing compensation information of distributors, it is important
to understand the performance of the economy. This section of the

report will indicators which are typically
levels and their trends. It is Important to

note that not apply ¥ location

or However, ti d

information and their projections for 2018 vl serve as s g00d gauge for

compensation estimates moving forward.

Steady Economic Growth
In the post-recession era, the U.S. economy has continued to show steady
economic growth. The real gross domestic product has been trending
Boskiv eecofthe pest evenyees wht 2018 g oyt of 24%.

as
oonhmm whih has e 0 hiring increases and upward pressure on
compensation evel. Looking forward,real GDP growth s forecasted to
be 2.4%in 2017. Th should ddi
Incresses n both compensationevels and employment evels. However,
uncertainty st exists, especially in the financial
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hiring and pay increases are expected to be modest over the next 22 roreant
months.
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Survey Details Jg*q“ ISA

* Visit www.ISAPartners.org/benchmarking

* Access the ISA Benchmarking Dashboard
* Click on "Register” to create an account (password retrieval available for past users)

* Note: Credentials used for these studies are not matched with your ISA credentials

* Reach me or my team with any questions.

Deadline to Participate: May 1, 2018
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