
The office products world has certainly 

been seeing its share of turmoil and chaos 

in recent months. Should you worry? No. 

For the independent dealer, this is your 

time to thrive—a valuable window of op-

portunity to get ready for what’s coming 

next.

What’s causing all the industry turmoil? 

Lots of changes are coming: Amazon is 

ramping up to focus on the mid-market 

segment and move beyond B2C towards 

B2B. Office Depot is retrenching after try-

ing to buy Staples’ retail business. Staples 

is going private, which certainly will lead 

to closings or sale of their retail stores and 

to an increased B2B acquisition focus.

You must take advantage of this oppor-

tunity. Now is the time for you to refocus 

and improve your plan to retain existing 

key customers and acquire new ones. 

Here is a short checklist for areas of your 

business you should review to grow your 

sales and profitability:

Customers: Do you really know your cus-

tomers? For example, have you imple-

mented contact software such as Acselle-

rate, Sales-I or Sales Force to collect key 

information on customers to allow you to 

understand each customer’s potential? 

What products are you not selling to them 

that you could and should sell?

Pricing: What do you really know about 

your pricing programs and how well they 

grow and retain each customer? Review 

pricing for customers of similar type and 

size. Start studying pricing on your non-

core items and adjust now to be both 

competitive and profitable.

Sales compensation: Is your compensation 

plan aligned with where you want to take 

your company? Most independent deal-

ers’ compensation plans are based on a 

flat or tiered percentage of GP. Instead, 

consider which sales categories can grow 

your business and adjust your compensa-

tion plan accordingly. Properly managed, 

compensation can be a valuable tool to 

help you reach your long-term strategy 

and goals.

Sales representatives: Do you have the right 

representatives assigned to the right cus-

tomers? Do you have representatives with 

one or two key customers and no new 

customers? Can the rep replace one of 

these key accounts? Align reps with the 

accounts they can both farm and replace.

Sales leadership: Do you have the right 

leader to identify, plan and implement the 

adjustments necessary to help your busi-

ness get ready for what’s coming next? 

Do you have a repeatable sales process? 

If not, consider hiring outside expertise (or 

perhaps it’s time for change of manage-

ment).

Acquisitions: Before you buy a business, 

you need to ask yourself whether your 

own business is growing and whether the 

targeted acquisition is growing. If you ar-

en’t growing, and your potential acquisi-

tion isn’t either, why are you buying them? 

Most acquired companies’ sales drop 

15-25% post-close. Add that to any neg-

ative growth in your own business today 

and you could take a large hit post-ac-

quisition. If you’re an acquirer, you need 

to have a growth plan for the combined 

organization pre-close.

So far we’ve been focusing mostly on 

customers and sales, but you should 

also review your online customer toolbox, 

marketing and operations. Now is your 

chance to make any needed adjustments.

Today’s business environment is providing 

you with a short pause while your com-

petition is distracted. Now is your chance 

to build a new strategic plan and execute 

needed changes as soon as possible, be-

fore the competition moves back into full 

execution mode.

You have only a limited window of oppor-

tunity but the good news, with the right 

energy and commitment, is that your 

business is small enough to be agile and 

quickly take advantage of it.
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