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Presentation Outline

O Rivet| MRO overview

O How much money are you leaving on the table?
O Why marketing co-op funds go unclaimed

O Introducing co|eptimizer
O Examples of co-op projects
O Q&A

* How to maximize funding

* How to work with suppliers more effectively
* Using co-op in light of COVID-19 crisis

* Tracking co-op funds
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https://rivetmro.com/coop-maximizer
https://rivetmro.com/

Poll Question

O What percentage of available co-op funds for YOUR
distributorship do you think you use?
0%
d1-25%
1 26-50%
1 51-75%
1 76-100%
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Rivet]| MRO Overview

O Marketing services firm focusing exclusively on independent
distributors

O Strategy & planning services
* Branding & Positioning Strategies
* Market Segmentation Analysis
¢ Acdquisition Modeling

¢ Determining Customer Lifetime Value O

O Creative services
Video ’
* Brochures & Catalogs
© PR COMPREHENSIVE MARKETING RESOURCE
* Sales Promotions FOR INDEPENDENT DISTRIBUTORS
* Promotional Products
+  Websites

e Social Media

O Co|optimizer
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https://rivetmro.com/analytical-services
https://rivetmro.com/mro-marketing
https://rivetmro.com/coop-maximizer
https://youtu.be/Dmc9AlijCFY

coleptimizer Overview

O Helping independent distributors find and claim
more co-op funds

O We do all the work
+ Research O \ optimizer-
» Planning A Make more.

« Execution Spend nothing. |

* Paperwork

O You get great marketing work at no cost to you!

O Entirely supplier-funded...no net cost to the
distributor

The smart way to grow your business...without investment’
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https://youtu.be/8DTQrX6M_g8
https://rivetmro.com/coop-easy
https://rivetmro.com/spotlight

Co | optimizer Customers

OIndependent distributors
ORevenues ranging from $6 million

to $200 million
O Managing dozens of projects - [MIARTINp> -
simultaneously § b 305 LN
RICHARDS
O Business built through referrals gl==oy e

Focused on businesses just like yours.
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Memberships/Affiliations

VX AD

Together, we win.

“ISA

INDUSTRIAL SUPPLY ASSOCIATION g mm[\
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How Much Money Are You
Leaving on the Table?

O More than $70 billion in co-op funds
offered every year by US manufacturers?

O Between $14 billion and $35 billion in
marketing co-op dollars from US
manufacturers go unclaimed every year?

O Only 42% of businesses that qualify for
co-op funds take advantage of them?®

Sources: 2 Media Post/Local Search Association, » Manta/Local Search Association
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How Much Money Are You
Leaving on the Table?

cojeptimizer

Make more. Spend nothing

DISTRIBUTOR CO-OP FUND CALCULATOR

DISTRIBUTOR 2019 REVENUES: | $ 10,000,000.00 | : FI N D . UT
% OF REVENUES: BRANDED PRODUCT* | 80%| e loin A g
REVENUES W/MFRS WITH - N N ow |

PURCHASE VOLUME ABOVE $50,000 70%

2019/20 CO-OP $ ALREADY CLAIMED/USED

- riv
\ i

(Low
POTENTIAL CO-OP FUNDS AVAILBLE S Range)
(High
S Range)

#Not purchased through wholesale.

rivet| MRO



../Distributor Co-op Calculator.xlsx
https://rivetmro.com/calculator

Poll Question

O Okay, NOW what percentage of available co-op funds for
YOUR distributorship do you use?
d 0%
d 1-25%
1 26-50%
d 51-75%
4 76-100%
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Why Co-op Funds
Go Unclaimed

O Distributor unaware of opportunity
O Confusing rules
O Inconsistent procedures

O Manufacturer brand compliance issues

8. CONFUSING RULES

. 1. INCONSISTENT PROCEDURES =
O Cumbersome claims process 2. BRAND COMPLIANCE ISSUES ¥
3. BURDENSOME PAPERWORK s
O Paperwork > - o AWassiss 4
g 6. ABILITY TO EXECUTE
O Distributor time & resource limitations E S 7. CLAIMS PROCESSES

IT DOESN'T HAVE TO BE THAT WAY!

v

i
l{l

O A.bl].lty to execute | BUT GUESS WHAT...

< o
o\
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Poll Question

O What’s your biggest challenge/frustration with claiming co-op?
d Unaware of opportunity
 Confusing rules
1 Inconsistent procedures
d Cumbersome claims process/Paperwork
1 Time & resource limitations
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“You miss 100%
of the shots you
don’t take.”

-Wayne Gretzky
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The Impact of $30,000 in Co-op Funds

OThe average independent distributor:
* Has a 23% gross profit margin
* Nets a 3% after-tax profit

OThat means you need to make a
$1,000,000 sales to earn $30,000 to
spend on marketing

O How much time and how many resources
would you put toward a slam-dunk
million-dollar sale?
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AND IF SOMEONE WERE GOING TO BASICALLY HAND
YOU A $1,000,000 SALE, YOU'D LISTEN... RIGHT?

USING CO-OP MARKETING FUNDS CAN

DOUBLE

YOUR SALES! 4 @




Poll Question

O How does your distributorship use co-op funds? (Check all that apply.)
J Promotional Items
] Sales promotions
d Videos
] Catalogs & Brochures
] Sales spiffs

rivet| MRO




Richards Supply & JET AirTools §S E»mm,almZ\;'#ﬂwnmw?r7 Boa
NI e | :&L

O Step-to-the-sale sales promotion \ E""M}‘ N
O Get free giveaway with JET Air Tools quote |[EAEERSA

. . . NI g\ O\ :\_
O Designed, wrote, printed simple flyer N \WITH)QNY\ I AIR TOOJ.\QlLOTE‘

O Low budget=low production value
O Sellers distributed printed flyer
O Targeted email

Nobody knows North Texas and MRO like Richards Supply. And that goes double when i comes
to JET Air Tools! We carry the full line of JET Air Tools, including air compressors, impact
wrenches, grinders, cutfing tocls, drills, ratchets, sanders, polishers, scalers, chippers, riveting
hammers, screwdrivers, spray guns and more! (Plus we carry the full fine of alf the other JET
Tools...and all your other MRO needs!) If you want fo experience JET POWER, call Richards!

Results: Richards DOUBLED JET orders! AU FORAUMTED THE .y v FGE HETHERE BACACK il s

Tool Quote! This is only available from Richards Supply and only avaiiable while supplies last. ..
30 HURRY! Coniact your Richards representative and get your JET Air Tool quote today!

RichardsSapply.com

B00-234-4121 800-234-5132 800-657-8925
Waco Tempie £t Werth

CONTACT US TO GET YOUR QUOTE TODAY! |
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Richards Supply & Ames

O Targeted giveaway—cooling headband
O Timely—summertime promo
O Free headband with Ames purchase

......

i 4 .,
{ . ,
C i A 1 s 4 ;
~ rriive .
» » \ A A’,“ *
\ i T Rt \}
) < 3 3
b A5 > - W 1450 A e Redd \ 1 J
Vi id p SO NI LA TS o W N B, L

BEAT THE HEAT WITH AMES!

Buy any Ames True

A M E S Temper product, ge
a FREE cooling

EST. 1774 headband!

Hurry...offer only available while supplies last!

O Web banner, counter ad and email

« ©
| RICHARDS |

Results: 11% increase in Ames orders!
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Richards Supply Clickable Safety Catalog

ERVICE - Ky

S‘M%
O Co-mingled co-op funds
O Easily updated

O Links to eCommerce & supplier videos
O Saturated with keywords—SEO boost

O Versatile—multiple channel uses:
* Field sales calls
* End-user desktop/tablet

Social Media

Website

Email marketing
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https://drive.google.com/file/d/1j_FkVOlMWZyJKihkeZhgL9BdzgXXRu0B/view?usp=sharing

AHB Desk Pad Calendar

O Annual project—customers request them

O Co-mingled co-op funds with rotating positions by month
O Personalized with sellers’ names & contact info

O Ties into AHB color scheme and frequent US flag use

AHB S DIACEDGE
e 8009914225 | CrtonerSenvice @siinccom Im W.com
JON HAYS X s
Wit | JANUARRY 2021 F W 2 IS0 CERTIFIED
e A
- e — o
* Funss oo,
!f_lo_w — * SANBLABES
<=2 o P P P B PR TR ) )
] B
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AHB & Seco Videos

OFlexible usage of video OVideos are SEO boost
* Website  Filled with keywords
* Social Media * Double-indexed
e Email * Higher Google priority, the more video you have

* Field sales

OlInstant Videos

OHigher view-to-completion rate « Cost-effective way to get more video

OShorter perceived view times
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A&M/ITW Pro Brands Disinfecting & Sanitizing
Video & Brochure

100© |

eeomOOl

EMPLOYEE SAFETY

DISINFECTING & SANITIZING
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https://drive.google.com/file/d/1Bx60iAs_ZycQN3hWIfnT0C4RpkN__vFU/view

Long-term Baseball Sales Promotion

Introducing an exciting new reason to play ball with S. L. Fusco!

GAME SWAG AND MORE...JUST BY QUOTING THESE GREAT BRANDS!

| Semm— &
e SV LZZT <=
CSTRBYTOR — VNSO - -
75 HANGSTIRFEIR'S m; ICRO 100
5 HANGSTERFER'S L

et e s ool corporation
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../../Inactive Customers/S. L. Fusco/Baseball Promo/SLFusco_GrandSlam_Broch_F.pdf

Tim Rasmussen Kristen Foth Eric Wessinger Jon Hays

Founder, Marketing President, & CEO, Vice President,
Rivet| MRO Communications Manager, Richards Supply AHB Tooling & Machinery
ITW Pro Brands
rivet | MRO Send us your questions via webinar chat function.




Questions

How do you make sure you get all the co-op funds you’ve earned?
How do you use co-op marketing funds to grow your business?
Do you get input from the sales team on how to use co-op funds?
How do you involve manufacturers in the co-op planning process?
When do you start the co-op planning process?

How will your uses of co-op funds change in light of the COVID-19 crisis?

O O O OO OO

How do you track and measure co-op program results? And how do you
use them to justify future co-op claims?
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Wrapping Things Up: 10.5 Tips to Help You
Maximize Your Co-op Marketing

Keep track of your manufacturer contacts.

Make sure your sales team has a voice in the process.
Ask your suppliers for co-op program details and save them in a file.

Involve the manufacturer in the planning process...early in the year.

a & 0 b =

Just because suppliers don’t have a formal co-op program, that doesn’t
mean they don’t have co-op dollars available.

6. Be prepared to demonstrate how you drive & track co-op program
results.

1. Demonstrate how you will apply your co-op support to strategic
initiatives that are in alignment with the supplier’s key focus(es).

8. Develop an overarching marketing positioning strategy—and support it
with your co-op funds.

9. Ask about Market Development Funds (MDF).

10. Don’tlet internal resources drive your co-op planning strategy.

10.5 Commit to the plan... Test, measure, refine model.
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https://rivetmro.com/blog/stop-throwing-money-away-105-tips-to-help-you-maximize-your-co-op-marketing

“Even 1f you're on
the right track,
you’ll get run
over 1f you just sit
there.”

-Will Rogers
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There’s still time to claim the
2020 Funds You’ve Earned!

O The earlier you start, the more we can find for you

O Contact us today!
tim@rivetMRO.com
636-385-5123
www.RivetMRO.com
https://www.linkedin.com/company/rivet-mro
https://twitter.com/RivetMRO

coleptimizer

Make more. Spend nothing.
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