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What’s Your Strategy? 

“The Systems Specialist strategy that positions distributors 
as business process improvement consultants”



Why Q-Power?

• Resources: Q-Power.net
• The power of many

– Almost 100 Members and growing!
• Seven figure buying power with USSCo
• Four keystone vendors and adding more!

– Norwood
– USSCo
– Prime Time Sporting Goods
– Kids and Classrooms



Why Q-Power?
• Vendor pricing is based on sales of the 

Group
• Marketing resources to help your business 

grow
– New end user presentation focused on 

procurement process management
– Customizable marketing materials
– Vendor catalogs from Norwood and USSCo 

available in ones and twos as open inventory



The True “Power”
• All Q-Power distributors are linked by a 

common operating platform
– Our systems and our businesses are 

connected
– Many large companies cannot make this 

claim
• Q-Net allows for an integrated purchase 

order
• JumpCart personal bar code scanner is 

integrated with Q-Net



Internet Retailer Fast Facts
• Staples: #2

– Average order size: $325
– 27% of all sales come through website
– $4.9B @ 29% growth

• Office Depot: #3
– Average order size: $412
– 29% of all sales come through website
– $4.3B @ 13% growth

• OfficeMax: #6
– Average order size: $425
– 32% of all sales come through website
– $2.8B @ 11% growth

• Office Products was 14.7% of total 2007 internet 
sales



Why Do Your Customers 
Use Your B2B Website?

• To place orders, obviously
– What kind and of what product?
– Do they order all your categories or just some?

• What other reasons do your customers have to come 
to your website in between orders?

• What other reference or useful resources are available 
at your site that the end-user will find useful?

• Is it easy to navigate? Or, do you make your customers 
think too much…?

• How easy is it to use your e-commerce solution?
– Is it intuitive? i.e. does it know your customer?does it know your customer?
– Does it anticipate the customer’s needs and  questions?



Factors Affecting Order Profitability: Web- 
Placed Orders Are Most Profitable

• Order size
– Making more of your company’s product categories available for 

each purchase order
– Catalog browsing among categories to place on one PO

• Line value
– Inks and toners and tech products
– High margin dollars/ low freight costs

• Cost to process order
– Extreme automation results with low cost to serve and high net 

profitability
• Returns are extremely low



Bring Customers To Your Website 
with News and Offers…

• Newsletters that focus on relevant activities or 
solutions for the customer

• Use monthly give-always to increase interest 
and gather new names

• Upload manufacturer rebates
• Begin to understand who clicks on what

– Traceable links
– Personalized landing pages embedded within your 

website: microsites for pURLs
• Instantly email leads to sales people



PPM: The Process Pie

Market to 
solutions for 
consumer 
procurement 
process on 
your website



What Have You Done for My 
Procurement Process Lately?

• Buying office products is merely a 
transaction
– So, make it easy and efficient!

• Finding the product (search your catalog)
• Locating the vendor (that’s you!)
• Pricing the PO (I need to know my price!)
• Placing an order (NOT calling the rep)



What Have You Done for Me 
Lately? (cont’d)

• Receiving the product when I need it (3-5 
pm is not next day)

• Distributing to my cost centers (or, let 
Tony on the dock do it…!)

• Charging–back so I can budget (where’s 
all the money go?)

• Paying for the stuff (I’ll pay you only if I 
can figure out your invoices)



Recognized Expense Vs. Unrecognized Cost

ABC COMPANY, INC.
PROFIT & LOSS STATEMENT

FOR THE YEAR ENDING DECEMBER 31
REVENUES

Sales $5,500,000
Cost of Goods Sold 3,000,000

Gross Profit $ 2,500,000
EXPENSES

Employee Salaries & Benefits 1,480,000   How much of this 
expense

Rent 200,000
Professional Services 60,000
Vehicles 70,000
Depreciation of Vehicles 70,000
Maintenance 40,000                 
Travel & Entertainment 50,000                   is an unrecognized cost of
Telephone 70,000                   procurement that really
Computer Leasing 120,000 belongs down here?
Uncollectible Accounts 40,000
Utilities 40,000
Property Tax 20,000
Other Taxes & Licenses 20,000
Non-critical Supplies:                                              

Office Supplies
Furniture
Printing                                              
Computer Supplies                                     
Facilities Supplies

Total Non-Critical Supplies 120,000 
Total Expenses 2,400,000

PROFIT (LOSS) $   100,000

How much do 
non-critical 

supplies really 
“cost” your 
company?

Procurement 
process costs 

are part of 
employee 
expenses.

They shouldn’t 
be…



What Is the Strategy?
• Bring value: help the customer’s pain
• Present a PPM-type solution presentation to the 

– PPM = Procurement Process Management
• Initiate a Discovery Project that allows Client and 

the Distributor to go through a process together 
to identify where and how much soft costs are
– Includes signing a non-disclosure agreement

• Provide a summary report that states potential 
savings
– Outline conversion process timeline to realize cost 

savings



PART 1 – THE PROBLEM
A brief look at the procurement problems you face 

and high supply costs that can drain your profit

PART 2 – THE SOLUTION
A demonstration of how you will be provided

a comprehensive, innovative solution
through the (YOUR PROCURMENT SYSTEM BRAND) 

Program
An explanation of (YOUR PROCURMENT SYSTEM BRAND)

singular benefits through (Name of Your System™)
and examples of how its use will improve

your bottom line
An examination of how (YOUR PROCURMENT SYSTEM 

BRAND)
is implemented to work specifically for you

and your individual needs

PART 3 – SUMMARY
A quick recap of the program and what it will do for you

Outline of The Discovery Process



JumpCart: Ultimate PPM
• Streamlines “Requisition to 

Order” process
• Focuses directly on lowering 

procurement costs
– provides a procurement process 

improvement-solution
• Scan/ Dock/ Order
• Already integrated for e- 

Quantum Users
• JumpCart will create and assign 

bar codes for any of your 
products!
– Create a catalog on demand



Requisition-to-Order 
Process

CreateCreate
OrderOrder

SubmitSubmit
OrderOrder

•• Sales RepSales Rep
•• Web SiteWeb Site
•• Customer ServiceCustomer Service

ReceiveReceive
OrderOrder

PayPay
InvoiceInvoice

TrackTrack
CreditsCredits

ReturnReturn
ProductProduct

OrderOrder
ReplacementReplacement

OrderOrder
ErrorsErrors

If YesIf Yes

If NoIf No

Cost of Purchase OrderCost of Purchase Order
$50.00 to $150.00$50.00 to $150.00

Order errors lead to extra costly processes-
Multiply by additional ordering sites

How many different ways 
does your company use?



The Distributor Sell Focus

CreateCreate
OrderOrder

SubmitSubmit
OrderOrder

•• Sales RepSales Rep
•• Web SiteWeb Site
•• Customer ServiceCustomer Service

ReceiveReceive
OrderOrder

PayPay
InvoiceInvoice

TrackTrack
CreditsCredits

ReturnReturn
ProductProduct

OrderOrder
ReplacementReplacement

OrderOrder
ErrorsErrors

YesYes

NoNo

Streamlines your backend ordering
processes by eliminating costly order errors (in red)

The scanner replaces all of these

And, eliminates these 
costly redundant
processes!



The Process

Scan ItemsScan Items 
to be Orderedto be Ordered

Plug ScannerPlug Scanner 
into USB Portinto USB Port

Instantly pulls up & Instantly pulls up & 
populates yourpopulates your

website shopping cart!website shopping cart!

Simple, Fast, Accurate!Simple, Fast, Accurate!



Web Marketing: How Can We  Help 
Reduce Your Procurement Costs?

• Click on your 
webpage to find out 
how we can reduce 
your buying processes 
for many vendors

• How many of these 
processes can you 
identify in your 
company?

• What are your costs? 
Don’t know? Let us 
help you Discover 
what they are…



Effective 
Marketing on 
Your Website!

Tell the story 
where the end- 
user and sales 

person can 
see, access 

and use



Catalog On 
Demand 
(CoD) 
from 
JumpTech

ALL 
consumables 
shown as an 
integrated 
catalog 
offering



Who Are your Target Accounts?

• How do build $250,000 new sales in one year?
– One, $20,800/month account
– Five, $4,200/month accounts
– Ten, $2,100/month accounts

• Your goals should be the latter. Why?
– Higher profitability
– Less cost to serve
– Easier to convert
– Less risk spread over greater sales base
– More appreciative of a procurement cost message

• They already know about price



Profile Your Customer For Success
Business Products Procurement Survey 

For: 
 

XYZ Company 
 
Company Name: __________________________ Phone Number:  ________________________ 
 
Address: ________________________________ Fax Number:  __________________________       
 
Contact Person:  __________________________ Email Address: _________________________ 
 

1. Where do you currently buy your business products?  For example, Office supplies, meeting room 
supplies, computer supplies, cut sheet paper, food and beverage and janitorial supplies? 
Staples Retail_____ Office Max _____ Office Depot_____ Mail Order ______ Costco_   
Local Office Supply Dealer ______ CorpEx______ Staples/ Office Depot Contract_____ Other_____ 
 

2. Are you happy with your current office products supplier?  Yes _____ No  ______ 
 

If not, why? ____________________________________________________________________ 
 

3. If you could change one thing about your supplier, what would it be? Example (billing, placing orders, 
receiving). 

 ___________________________________________________________________________ 
 
4. Does your company have a purchasing department?  Or do individuals make their own purchases? 

 
5. How many office people are in your company?  

1-10 _____ 11-19 _____ 20-29 _____ 30-39 _____ 40-49 _____ 50-100 _____   > 100 _____ 
 

6. How do you place your orders? Internet _____ Phone _____ Fax _____ Walk-inRetail _____ 
Combination______ 

 
7. How frequently do you place business products order? 

 
8. How are your orders delivered to your company? UPS _____ Postal Service _____ 

 
Federal Express _______ Other (e.g. controlled delivery) _______________________________ 

 
9. How many vendors does your company have in the office supply expense category and how many checks 

does your company write each month to pay for that expense category? 
 
10. How do you pay for your Companies supplies?  Credit card _____ Company check ____ Monthly 

Statement ____ 
 
11. Does your company receive monthly summary billing or cost center budget reports? If not, how could 

your company use these reports? 
 
12. What are your payment terms with your current supplier? Do you receive monthly rebates? 
 
13. Is reducing the cost & streamlining processes for consumables procurement important to your company? 
Why?               Why Not? 

 
14. How is next day delivery defined for your company? Is it important? 

 
15. Do you have multiple locations that need to be served? How many which states? 

 

This Form is available 
on Q-Power.net



New! Member End-User 
Presentation



Thank You For Your Time! 

and

Visit www.q-power.net often

http://www.q-power.net/


What’s New? Q-Power.net Website 
Enhancements!



USSCo Q-Power Web Page: Newly 
Revised and Updated!

Brand New
End-User 

Presentation!

2009 
Marketing 
Materials 
Overview



USSCo File Downloads



Q-Power Marketing Materials: 
Ordering Page



USSCo Catalog Ordering Page 

2009 
JumpCart
Catalogs: 
order as 
you need 

them

2008-2009 Consumer 
GLC Order

as many as you need at 
a lower price than 

you’d get direct with 
USSCO!

Free selection of USSCo OP 
category marketing pieces!
We’ve made it easy for you!





Universal Sample Kits In Stock!

Order online and 
as many as you need!
All 3 sizes available!

A Great way to get OP
samples in front
of your customers!

Use for Shows and 
Conferences! 

Kits available to Members at Half Off of List Price!Kits available to Members at Half Off of List Price!



Innovera Marketing 



Can Be Instantly Customized From 
The Internet. 



JanSan Category 
Marketing Materials



Jan San Marketing Sample

Enter your 
personal 
information 
here.



“Going Green” Marketing Materials



USSCo: Office Products Partner

Editable 
marketing 

sheet to use 
your with 
consumer



Q-Power and JumpCart



Q-Power & Norwood 



Norwood Marketing Materials



Norwood: Corporate Advertising

Editable: 
Insert your 
company’s 
name and 

logo



Prime Time Sporting Goods



Sporting Goods Catalog Ordering

Click on Logo to 
order Vendor 
Catalogs from 
Prime Time 
Sporting Goods.



Prime Time Sporting Goods: 
Athletic Products for a New Vertical

Editable: insert 
your company’s 
name and logo



Kids and Classrooms

Combine 
with Stuff 
For Your 
School 
USSCo 
vertical 

marketing 
piece to 
market 

donation 
lists



New Marketing Sheets: 
Kids and Classrooms

Editable: 
insert your 
company’s 
name and 

logo



SFYS Catalog
• ~8,000 School 

Products
• 400 pages
• Annual - 

January
• Level 3
• List Price

SFYS Flyer
• 24 pages
• Q2 and Q4
• Level 3

Stuff For Your School and Kids & 
Classrooms

Welcome Back 
To School 
Flyer

• 80 pages
• July 
• Level 3



1. Use the collective resources of Q-Power members and 
experience buying power once reserved for only big 
companies.

2. Take advantage of $1.5 Billion worth of buying POWER!
3. Lower your cost of goods by as much as 68%
4. Now you have access to an infrastructure that will allow 

you to handle large national accounts.

SO, ACT BIG! SO, ACT BIG! 
BECAUSE NOW YOU ARE!BECAUSE NOW YOU ARE!



Attention: eAttention: e--Quantum Users!Quantum Users!
Join QJoin Q--POWERPOWER

Join At PSDA 2008
E-Quantum User’s Conference

Receive a 20% Discount
On your annual membership fee

And,

Enter a give-away!
Your First Year Membership Could be Free!



BECOME PART OF THE POWER!BECOME PART OF THE POWER!

How do I Join? Easy!How do I Join? Easy!

1. Complete a simple application document

2. Fax to Tim Emmitt @ 330-762-3305

3. Upon acceptance, enact the Q-Power 
Member and  Program Agreements



EE--QuantumPower, Inc.QuantumPower, Inc.

BECOME PART OF THE BECOME PART OF THE 
POWER!POWER!
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