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Introduction: The State of Sales in
Wholesale Distribution
For wholesale distributors, sales operations have grown exponentially more complex. What
used to be simple counter transactions and phone orders has evolved into a multi-channel
maze: POS systems, inside sales teams, field representatives, B2B eCommerce portals, EDI
connections, and marketplace integrations.

Each channel often runs on its own system, with its own pricing rules, inventory views, and
customer data. The result is predictable: inconsistent pricing, margin erosion, inventory
mismatches, duplicate data entry, and frustrated customers who expect the same seamless
experience they get from consumer brands.

This guide explores how modern Sales ERP systems purpose-built for wholesale distribution
can unify these fragmented operations, protect margins, accelerate service, and position your
business for sustainable growth.

Who Should Read This Guide
This eBook is designed for decision makers in wholesale distribution:

• Chief Executive Officers and Presidents evaluating technology investments

• VPs of Sales seeking to improve performance and margin control

• Operations Directors looking to eliminate manual processes

• IT Leaders evaluating ERP platforms and integration strategies

• Branch Managers dealing with slow POS systems and pricing complexity

• CFOs focused on margin protection and financial visibility
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Chapter 1: The New Sales Reality in
Wholesale Distribution
The wholesale distribution landscape has undergone a dramatic transformation. What worked
five years ago—or even two years ago—no longer meets the demands of modern B2B
commerce.

Why Channel Unification Matters
Today's distributors must serve customers across multiple touchpoints simultaneously. A
contractor might walk into the branch counter in the morning, call the inside sales team for a
rush order at noon, and reorder supplies through your web portal at night. Each interaction
needs to reflect the exact pricing, inventory availability, order history, and credit terms.

The channels wholesale distributors must unify include:

• Counter and POS sales for walk-in customers

• Inside sales and order desk operations

• Field and outside sales representatives

• B2B eCommerce portals and customer self-service

• EDI connections with large customers

• Marketplace integrations and third-party platforms

The Cost of Fragmented Systems
When sales channels operate on disconnected systems, the impacts ripple throughout the
organization: inconsistent pricing across channels, inventory inaccuracies, duplicate data
entry, delayed order processing, and frustrated customers who receive different answers from
different channels.

How B2B Buyer Expectations Have Changed
Modern B2B buyers—contractors, facility managers, dealers, and other distributors—have
been trained by their consumer experiences. They expect Amazon-level convenience,
real-time information, and self-service capabilities.

Key buyer expectations include:
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• Accurate, real-time inventory availability across all locations

• Consistent pricing regardless of how they choose to order

• 24/7 ordering capability with instant order confirmation

• Access to complete order history and account information

• Fast, accurate service whether at the counter, on the phone, or online

• Ability to reorder frequently purchased items with minimal effort

Sales ERP & Omnichannel Order Management Guide Ximple Solutions

3www.ximplesolution.com info@ximplesolution.com



Chapter 2: What is Sales ERP for
Wholesale Distribution?
Sales ERP for wholesale distributors is a specialized cloud-based system that unifies all sales
channels, customer data, pricing rules, inventory visibility, and order workflows in a single
integrated platform. Unlike generic CRM or eCommerce tools, distribution-focused Sales ERP
is purpose-built to handle the unique complexity of wholesale operations.

Core Components of Sales ERP

Unified Customer Management

Every customer interaction—whether at the counter, online, or through a field rep—references
the same master customer record. This includes ship-to addresses, billing information, credit
limits, payment terms, order history, open invoices, and custom pricing agreements. No more
searching multiple systems or maintaining duplicate records.

Centralized Pricing Engine

All pricing rules, SPAs, contract pricing, volume breaks, promotions, and margin controls live
in one engine. When a customer places an order through any channel, the system
automatically applies the correct price with appropriate approvals and margin guardrails. This
eliminates pricing errors and protects margins without slowing down sales.

Real-Time Inventory Visibility

Sales ERP provides live available-to-promise (ATP) inventory across all branches and
warehouses. During order entry, staff can see what's in stock at each location, suggest
substitutes or related items, and even initiate branch transfers—all in real time. This
dramatically improves fill rates and reduces backorders.

Multi-Channel Order Capture

Whether orders come in through the counter, inside sales desk, field reps, B2B portal, EDI, or
marketplace integrations, they all flow through the same order management workflow. This
ensures consistent processing, eliminates duplicate entry, and provides complete visibility into
the order pipeline.
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Integrated Payments and Credit

PCI-compliant payment processing for credit cards, debit cards, and ACH transactions
integrates directly with accounts receivable. The system automatically checks credit limits,
applies payment terms, and routes orders requiring approval.

Sales Analytics and Reporting

Real-time dashboards provide visibility into sales performance by branch, channel, territory,
rep, customer segment, and product group. Track metrics like quote-to-order conversion,
margin by transaction, hit ratios, and pipeline velocity.
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Chapter 3: Counter Sales and POS
Efficiency
For most wholesale distributors, the counter is where the highest volume of daily transactions
occurs. It's also where service speed and accuracy matter most. Long lines, slow systems,
and undertrained staff directly impact customer satisfaction and lost sales opportunities.

The Counter Sales Challenge
Traditional POS systems weren't designed for wholesale distribution. They lack the complexity
needed to handle mixed units of measure, SPA pricing, credit checks, multi-branch inventory,
and contractor-specific terms.

Common counter pain points include:

• Training new staff takes weeks because systems are complex and unintuitive

• Pricing rules require manual lookups or phone calls to inside sales

• Credit limits and payment terms aren't visible during order entry

• Inventory availability requires checking multiple systems or locations

• Lost sales when items are out of stock, and no substitutes are suggested

• Payment processing isn't integrated with accounting systems

How Sales ERP Transforms Counter Operations

Fast, Guided Workflows

Modern Sales ERP provides intuitive, one-screen workflows that guide staff through each
transaction. Customer lookup is instantaneous. Product search is fast and forgiving. Pricing,
credit, and availability display automatically. New employees become productive in days, not
weeks.

Complete Customer Information at a Glance

When a customer approaches the counter, staff immediately see the whole picture: current
credit status, payment terms, ship-to addresses, order history, open invoices, contract items,
and any special notes. This enables personalized service and helps identify upsell
opportunities.
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Real-Time Inventory and Intelligent Suggestions

As items are added to an order, the system shows live ATP inventory at the current branch
and nearby locations. When an item is out of stock, the system automatically suggests
substitutes, cross-sells, and related products. Staff can quickly offer alternatives or arrange
branch transfers, converting potential lost sales into completed orders.

Integrated Payment Processing

PCI-compliant credit card, debit card, and ACH payments are processed directly at the
counter and are immediately posted to accounts receivable. No manual entry into accounting
systems. No reconciliation nightmares at month-end.

Measurable Impact on Counter Performance
Distributors implementing modern Sales ERP typically see:

• 50-60% reduction in transaction time

• 30% improvement in order accuracy

• 20-25% increase in items per transaction through intelligent suggestions

• New employee training time reduced from weeks to days

• Near elimination of pricing errors at the counter
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Chapter 4: Inside Sales and Order
Desk Optimization
Inside sales teams are the operational backbone of most wholesale distributors. They handle
complex quotes, manage backorders, coordinate special orders, and maintain relationships
with key accounts. Yet they often work with the least modern tools.

The Inside Sales Productivity Challenge
Inside sales representatives typically spend 40-50% of their time on administrative tasks
rather than selling. They search for customer information, verify pricing, check inventory
across multiple locations, coordinate with warehouse staff, and manually enter orders into
various systems.

Quote-to-Order Conversion
Sales ERP systems streamline the quoting process by providing instant access to real-time
pricing, including SPAs, volume breaks, and contract terms. Representatives can generate
accurate quotes in minutes instead of hours. When a customer accepts a quote, it converts
directly to an order with a single click—no re-keying, no transcription errors, no delays.

Managing Special Orders and Backorders
Distribution involves constant juggling of special orders, backorders, and partial shipments.
Sales ERP provides complete visibility into the status of every order component.
Representatives can see expected arrival dates, automatically notify customers of delays,
suggest alternatives from other branches, and manage customer expectations proactively.

Multi-Branch Sourcing Intelligence
When a customer needs a product not stocked at their local branch, inside sales can instantly
see inventory across all locations. The system can suggest branch transfers, direct shipments
from alternate locations, or vendor drop shipments—all while maintaining accurate pricing and
margin calculations.
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Tools That Increase Hit Ratios
Sales ERP systems provide inside sales representatives with powerful tools:

• Complete customer history showing past purchases, preferences, and patterns

• Suggested cross-sells and frequently purchased together items

• Margin intelligence to guide discounting decisions

• Quote aging reports to prioritize follow-up activities

• Pipeline visibility for territory and account planning

• Real-time alerts for customer credit issues or past-due accounts
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Chapter 5: B2B eCommerce for 24/7
Wholesale Ordering
B2B eCommerce is no longer optional for wholesale distributors. Customers expect the ability
to check inventory, compare products, and place orders at their convenience—including
evenings and weekends when your inside sales team is unavailable.

The Power of True Integration
When your B2B eCommerce portal is built into your Sales ERP platform rather than bolted on
through complex integrations, everything works. Customer-specific pricing appears
automatically. Contract items and SPAs display correctly. Inventory availability is accurate.
Order history is complete. Self-service becomes truly possible.

Customer-Specific Pricing and Terms
Every B2B customer has unique pricing. Some have volume contracts. Others have Special
Pricing Agreements tied to manufacturer programs. Many have negotiated custom discounts.
The web portal must reflect these individual terms exactly, just as they appear at the counter
or through inside sales.

Features That Drive Online Adoption

Repeat Ordering and Quick Order Pads

Most wholesale customers order the same products repeatedly. Sales ERP portals make
reordering effortless. Customers can view their order history, select previous orders, and
reorder with a few clicks. Quick order pads allow entry of multiple SKUs and quantities
simultaneously.

Saved Carts and Lists

Customers can build carts for different job sites, save project-specific product lists, and
maintain standing order templates. This dramatically reduces ordering time and improves
accuracy by eliminating repetitive product searches.
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Self-Service Payments and Statements

Customers can view open invoices, download statements, and make payments directly
through the portal. This reduces phone calls to AR, improves days sales outstanding, and
provides customers with 24/7 account access.

Reducing Inside Sales Pressure
Typical results from implementing integrated B2B eCommerce:

• 30-40% of regular customers adopt online ordering within 6 months

• 20-25% reduction in routine order desk volume

• Average order size increases 15-20% due to better product discovery

• Order accuracy improves as customers control data entry

• Customers report higher satisfaction with 24/7 access

See Ximple's omnichannel sales platform in
action

Schedule Your Demo
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Chapter 6: Field and Outside Sales
Productivity
Field sales representatives are often the most expensive sales resource in wholesale
distribution. Yet they frequently work with inadequate tools—relying on memory, paper
catalogs, and phone calls back to the office. Modern Sales ERP systems give field reps
powerful mobile capabilities.

Mobile Quoting and Order Entry
Field representatives can generate accurate quotes and enter orders directly from customer
locations using tablets or laptops. They have access to live pricing, including SPAs and
contract terms; real-time inventory availability across all branches; complete customer history;
and current credit status. No more promising products that aren't in stock. No more quoting
wrong prices.

Complete Customer Intelligence
When a field rep meets with a customer, they bring the complete relationship history: past
orders, current open quotes, payment history, credit status, special notes, and recommended
products. This intelligence enables consultative selling and helps identify expansion
opportunities.

Real-Time Updates Without Manual Re-Keying
Orders entered in the field are immediately sent to the ERP system. Warehouse staff see
them instantly and can begin fulfillment. Inventory is reserved. Credit checks run
automatically. No one manually transcribes orders from paper forms or phone messages. This
elimination of re-keying saves time, prevents errors, and accelerates order fulfillment.

Pipeline and Territory Management
Field representatives can track their pipeline, manage follow-up activities, and view territory
performance metrics. Sales managers gain visibility into rep activities, quote-to-order
conversion rates, and customer coverage. This data-driven approach replaces gut feel with
actionable insights.
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Chapter 7: SPA, Contract, and Matrix
Pricing Management
Pricing complexity is one of the defining characteristics of wholesale distribution. Special
Pricing Agreements with manufacturers, volume contracts with large customers, matrix pricing
based on product attributes, time-limited promotions, and negotiated discounts create a web
of rules that must be applied consistently while protecting margins.

The Centralized Pricing Engine
Sales ERP systems purpose-built for distribution include sophisticated pricing engines that
handle the complexities of wholesale pricing. All pricing rules, SPAs, contracts, volume
breaks, and promotional programs live in a single centralized engine. When any user enters
an order through any channel, the engine automatically calculates the correct price.

Automated Margin Controls and Approvals
The pricing engine automatically enforces margin floors and approval workflows. If a quote or
order falls below defined margins, the system routes it for approval rather than blocking the
sale. Branch managers or sales leadership can review the order, see the full context, and
approve or reject with a click. This governance protects margins while maintaining sales
velocity.

SPA Workflow Management
Special Pricing Agreements require careful tracking from quote through invoice to claim
submission. Sales ERP systems automate this workflow:

• SPA terms automatically apply during order entry based on product and customer
eligibility

• Transactions qualifying for SPA programs are flagged for accrual tracking

• Reports show SPA purchase volume by customer, product line, and manufacturer

• Claim documentation is generated automatically with required supporting data

• Settlement tracking ensures manufacturers honor their commitments
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How Better Pricing Governance Reduces Margin
Leakage
Studies consistently show that distributors lose 3-7% of revenue to pricing errors,
unauthorized discounts, and missed SPA accruals. Sales ERP systems dramatically reduce
these losses through automated enforcement, complete audit trails, and exception reporting.
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Chapter 8: Real-Time Inventory and
Availability (ATP)
Inventory accuracy and visibility into availability directly impact fill rates, customer satisfaction,
and lost sales. When sales teams can't see real-time stock levels during order entry, they
either over-promise and disappoint customers or under-promise and lose sales to
competitors.

Multi-Branch Visibility During Order Entry
Sales ERP systems provide live available-to-promise (ATP) inventory across all branches and
warehouses during order entry. Staff can see precisely what's in stock at each location, what's
committed to other orders, what's in transit, and what's on order from vendors.

Intelligent Product Suggestions
When a requested product isn't available, the system suggests alternatives:

• Substitutes: Products that serve the same function and are in stock

• Cross-sells: Complementary products often purchased together

• Related items: Products in the same category or family

Handling Complexity: Mixed UOM, Kits, and Special
Orders
Distribution inventory involves complexity beyond simple SKU counts. Products may be sold
in multiple units of measure: each, case, pallet, or custom quantities. Kits bundle multiple
components into assemblies. Special orders require tracking from vendor purchase through
customer delivery. Sales ERP systems handle this complexity automatically.

Impact on Fill Rate and On-Time Delivery
Accurate inventory visibility directly improves operational metrics that matter to customers and
to your bottom line. When sales teams can see and act on real-time stock information, fill
rates increase, backorders decrease, and on-time delivery improves.
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Chapter 9: Implementation Strategy
and Roadmap
Implementing Sales ERP is a significant undertaking, but it doesn't have to be overwhelming.
Successful distributors approach implementation strategically, starting with high-impact areas
and expanding systematically. Most deployments reach initial go-live within 90 days and
achieve full ROI within 9 months.

Phase 1: Discovery and Blueprint
The implementation begins with comprehensive discovery: mapping current sales channels,
documenting pricing rules and workflows, identifying pain points, and defining success
metrics. This phase typically takes 2-3 weeks.

Phase 2: Data and Pricing Setup
Clean, accurate data is essential for success. This phase focuses on customer data
validation, product information standardization, pricing matrix configuration, SPA and contract
setup, and credit term verification. Data cleanup typically takes 3-4 weeks.

Phase 3: Channel Rollout
Most implementations follow a phased channel approach. Start with POS and counter sales,
as these represent the highest transaction volumes and offer immediate ROI. Once counter
operations are stable, launch B2B eCommerce, then roll out mobile tools for field
representatives.

Phase 4: Automation and Analytics
With core channels operational, focus shifts to optimization. Configure approval workflows for
pricing exceptions. Set up automated margin monitoring and alerts. Build dashboards for
sales leadership, branch managers, and operations teams.
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Phase 5: Continuous Improvement
Implementation doesn't end at go-live. The most successful distributors continuously refine
their Sales ERP operations based on performance data, user feedback, and changing
business needs.

Critical Success Factors
• Executive sponsorship: Leadership commitment signals importance and resources

• Cross-functional team: Include sales, operations, IT, and finance from the start

• Data quality focus: Invest time in cleanup; it pays dividends forever

• Change management: Communicate benefits, provide training, support users

• Realistic timeline: Allow adequate time for testing and refinement

• Phased approach: Don't try to do everything at once
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Chapter 10: Measuring Success and
ROI
Sales ERP investments must deliver measurable returns. Successful distributors track
specific KPIs before, during, and after implementation to quantify benefits and identify
opportunities for further improvement.

Key Performance Indicators for Wholesale
Distributors
Track these metrics to measure Sales ERP success:

• Order processing time: From order entry to warehouse pick

• Quote-to-order conversion rate: Percentage of quotes that become orders

• Fill rate: Percentage of orders shipped complete

• Margin by channel: Profitability across counter, inside sales, eCommerce, field

• Customer adoption: Percentage of customers using self-service

• Average order value: Opportunity to increase through intelligent suggestions

• Days sales outstanding: Cash flow improvement through integrated payments

Typical ROI Timeline
Most wholesale distributors achieve full return on their Sales ERP investment within 6-12
months. The ROI comes from multiple sources:

• Margin improvement: 2-4% margin increase from better pricing controls

• Productivity gains: 30-40% reduction in order entry time

• Revenue growth: 10-15% increase from improved fill rates and conversion

• Cost avoidance: Eliminate the need for separate POS, eCommerce, and sales systems

• Working capital: 3-5 day DSO improvement through self-service payments

Sales ERP & Omnichannel Order Management Guide Ximple Solutions

18www.ximplesolution.com info@ximplesolution.com



Get a custom ROI analysis for your sales
operations

Request ROI Assessment
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Conclusion: The Path Forward
Wholesale distribution is undergoing a fundamental transformation. Customer expectations
have changed permanently. Multi-channel complexity is here to stay. Margin pressure
continues to intensify. Distributors who cling to fragmented systems and manual processes
will fall behind competitors who embrace modern, integrated Sales ERP platforms.

The good news: proven solutions exist. Sales ERP systems purpose-built for wholesale
distribution address the industry's unique complexity while delivering rapid time-to-value.
Implementations typically reach initial go-live within 90 days and achieve full ROI within a
year.

The question isn't whether to modernize your sales operations—it's when and how. Every day
with fragmented systems costs your business through margin leakage, lost sales, operational
inefficiency, and competitive disadvantage.

Ready to Transform Your Sales Operations?
Ximple Sales ERP is purpose-built for wholesale distributors like you. Our cloud platform
unifies POS, counter sales, inside sales, B2B eCommerce, and field reps with live pricing,
real-time inventory, and integrated payments.

Next Steps:

• Schedule a live demo to see Ximple Sales ERP in action

• Request a detailed implementation roadmap for your business

• Speak with our distribution specialists about your specific challenges

• Connect with reference customers in your industry segment

About Ximple ERP
Ximple is a cloud ERP platform designed exclusively for wholesale distributors. Our
comprehensive solution includes Sales ERP, Inventory & Warehouse Management,
Purchasing & Vendor Management, and Financial Management—all built on a modern,
cloud-native architecture.
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Why Distributors Choose Ximple
• Built for distribution: Every feature designed for wholesale complexity

• Cloud-native: Secure, scalable SaaS platform with 99.9% uptime

• Rapid deployment: Most customers go-live within 90 days

• Industry expertise: Team with decades of distribution experience

• Complete solution: Sales, warehouse, purchasing, and finance in one platform

• Modern technology: Open APIs, mobile access, and intuitive user experience

• Proven ROI: Customers typically achieve payback within 9 months
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Contact Us Today
Ready to unify your sales channels and transform your operations? Schedule a personalized
demo to see how Ximple solves your specific sales software challenges.

Get In Touch

Email: info@ximplesolution.com

Phone: +1 301 949 4400

Website: www.ximplesolution.com

Schedule Your Demo

Join hundreds of wholesale distributors who've transformed their sales operations with
Ximple.
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