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2019 Showed How TUG Partnerships De

In every aspect of TheUserGroup.

org’s operations, 2019 was a year

that showed how powerfully the TUG
community delivers value by building
strong partnerships among distributors.

When TUG Chairman Jamie Hutt-
Semple, Vice President of Truro, Nova
Scotia-based Kerr Controls Ltd., looks
back on the closing year of a tumultuous
decade, every success maps back to the
organization’s cornerstone mantra of
“members helping members”.

The year’s most prominent result of
those partnerships is the Tech Training
series at TUG Connects 2020. “The
feedback said that was what people
wanted, and we're very pleased to
deliver it Hutt-Semple says. “With the
switch to the cloud and WebUI, the
hands-on training is in demand, and it’s
really important.”
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TUG's 2019 webinar series was another
breakaway success, with a list of
standouts that included a pricing session
by TUG Board member Della Coffelt of
Distributors Corporation of America,

a guide to WebUI/CSD navigation
techniques by Mel Church of Southern
Supply/SMC, and a look at the WebUI
Order to Cash Process by Steve Bloesing
of Gypsum Management & Supply.

“It was like they never stopped,” Hutt-
Semple says. “That was big, because
TUG is a year-round community, not
just a conference every year, and the
webinars showed the power of that
connection.”

2019 was also the year when the
reality dawned: if you're not a TUG
member, you'll find it a lot harder to
build the critical mass of votes to push
your software idea to the top of Infor’s
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Enhancement Request System. “If you're
in distribution and you're not in TUG,
you basically have no chance of getting
your ERS socialized,” he says.

And with more companies starting
their transition to cloud or WebUI, the
partnership between TUG and Infor
has never been more important. “We've
been working with Infor to make sure
our members are communicated to

on how they can make their journey
from the software they’re on now, and
what their options are,” Hutt-Semple
says. “People need to understand that
they have an option, that they can
move from their current Infor software
and there’s a path to the product that
replacesit” @ ® @






T
Squizzero: The Biggest Challenges of All

With distributors working hard to define
their future in the digital age, Infor
Industry and Solutions Strategy Director
Kelly Squizzero sees customer focus,

an emphasis on service over product,
workforce productivity, and operational
streamlining as the four keys to success
in a relentless competitive environment.

In her conversations with distributors
during TUG Connects 20/20, and in
her main stage presentation Tuesday

€ solutions and
you didn’t even k

Sunday: 5 - 6:30 pm

Monday: 7 - 10:
Tuesday: 7 - 10:

morning, Squizzero will focus on the
challenges the industry is facing—and
the new meaning of business survival as
technology advances.

“Competition continues to be fierce
within wholesale distribution,” she

says. “Distributors are dealing with
virtual markets and pop-up Internet
competitors selling product. The threat
of disintermediation continues, as
businesses are looking to cut costs. If a
distributor is not perceived as providing
enough value, they are at risk of being
eliminated from the supply chain.

The latest technologies like artificial
intelligence (Al), machine learning, and
the Internet of Things (loT) hold the keys
to the future, but they demand skills and
systems that many distributors don't
POSSess.

“In order to succeed, distributors must
focus on innovation and find ways to
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use data and technology to improve
their business, starting with a hyper
focus on creating new value for their
customers,” Squizzero says. “They can't
succeed on their own, so they need

to strengthen their relationships with
suppliers, logistics providers, and others
in their ecosystem. Distributors need
new tools to attract and train the next
generation of talent, and they need to
look for opportunities to streamline
operations and improve efficiencies
across their business.”

It's a tall order. But “these areas are all
ripe for digitalization and are required
to support a transition from the
inventory age, where the focus is on
selling product, to the digital age, where
distributors will be defined by their
ability to be innovative partners.”

CONNECT WITH TUG

We want to see your posts
on the conference!

Use the following #
and your tweets, photos,
or posts may make it
into one of this week’s
newsletters!

#tugconnects
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solutlons center happy h

Solutions Center is the place to be on Sunday and Monday nights. We've created the
perfect atmosphere for networking with colleagues and meeting first hand the key
vendors in advancing your distribution operations to the next level.

sunday & monday nights
5-6:30 pm

Z/ng these networking events!

TUG networking events are open to all registered attendees & their registered guests. Badges must be worn. Dress code is business casual.
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Assembly and Service Network Group
Points to New Role for Distributors

At today’s Assembly and Service
Network Group meeting, participants
will discuss a classic Catch-22: How
to bring one of the most important
functions in wholesale distribution

to the center of Infor's enhancement
request process.

Assembly and service are two of the
most important value-adds a distributor
can offer customers in a modern supply
chain. So with Infor now replacing its
legacy service warranty module, its new
Infor Service Management (ISM) and
CloudSuite Field Service offerings will
be essential tools, says Assembly and
Service Network Leader John Kociuba,
ERP Manager at the Gear Centre Group
in Edmonton, Alberta.

The first step is for companies to get
the new software onboard and adapted
to their specific business needs. But

with relatively few distributors signed
on, it's harder to get to the top of the
priority list for enhancement requests.
And without the enhancements, more
potential users will take a wait-and-see
attitude, rather than committing to the
package right away.

“Many distributors need that solution,
but they need Infor’s help,” Kociuba
explains. “It isn’'t a quick process—you
have to add it to your roadmap and
do everything at once, and that’s a big
leap.”

But even so, the question for many is
how, not whether, to make the shift.
“More and more distributors are looking
to service to broaden their offering to
customers,” hesays. @ @ @

BIRDS OF A FEATHER

ol b

Wednesday, March 11 from 7 - 9 am

Join us on the Event Lawn for a breakfast buffet and Roundtable Discussions.

The buffet will be served from 7-9 am. Tables will be charged with topics from

7-8 am and from 8 -9 am.
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Create your own topic!

Visit theusergroup.org and click on the Birds ofa Feat
to add your own topic of discussion.









