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Scorecard:   Attributes of a Great Distributor
Keys to a successful partnership are Trust, Communication, Performance and Respect. 
Key to ratings:
1 - Unsatisfactory. Performance is well below an acceptable level. It could negatively impact the business unless improvement is shown. Requires senior management intervention.  
2 - Improvement Needed. Performance is below average and below expectations.  
3 - On target/Solid performer. Performance meets expectations but rarely exceeds them.  
4 - Exceeds Expectations. Often exceeds expectations. Shows continuous improvement.  
5 - Outstanding. Far exceeds expectations. Performance is best in class.

For the use of individual BSA distributor members and participating manufacturers. Rating
Maintains a high degree of integrity.

Open with manufacturers on growth plans and strategies.   

Maintains loyalty and trust with manufacturers.   

Understands importance of branch support with corporate programs.   

Maintains liaison to manufacturers at a senior level.   

Understands the legal implications of buying or selling counterfeit or grey market products.  

Understands and maintains anti-counterfeit procedures and policies.

Average score

Utilizes appropriate technology to maximize transactional efficiency with suppliers.   

Maintains sufficient inventory to meet customer requirements and proactively manage product availability.   

Maintains local inventory.

Average score

Conducts an annual review meeting with manufacturer management personnel.   

Provides feedback to manufacturers on their performance ratings.   

Able and willing to work with the manufacturer to provide sales information to help manufacturers develop  
effective growth strategies.    
Provide manufacturer with new opportunities.   

Promotes both products and services.   

Works with manufacturer to identify and respond to counterfeit and grey market threats.  

Average score

Values

Logistics and Transaction Efficiency

Manufacturer Development
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Acts as an extension of the manufacturer’s sales force.  

Acts as an extension of the manufacturer’s sales force.    

Works with the manufacturer’s sales reps on joint calls.   

Invests in training sales personnel on the products.   

Trains inside sales personnel.   

Provides feedback to the manufacturer on opportunities for sales or new products.   

Maintains a strong customer service focus.   

Emphasizes selling on value rather than on price alone.   

Adds value through documented cost savings to customer.   

Ability to offer customized solutions for customer needs, e.g. kits and custom packaging for customers.

Average score

Responsible and strong financial management.   

Does not try to use manufacturer return program to manage inventory.     

Pays invoices within terms.  

Average score

Introductory Bearing Education.   

Advanced Bearing Training (applications).   

Documented cost savings.   

New employee orientation.

Average score

Total Score

Average  of all atributes

Sales

Company Strength

Training Programs

Totals

Suggested uses for this Scorecard: 

- Manufacturers can rate distributors.
- Distributors can rate themselves.
- Use it internally for training new personnel.
- Use it at your conference table sessions at the BSA Convention. 
  Fill out scorecards for the distributors who have made appointments with you before your meetings.


