Block Built for Building

It takes a distributor to understand distributor needs

By Roger W. Nielsen

Eric Williams

GARRETT'S PLAN is not only to give a distributor territory, fiduciary responsibility to manage inventory and encourage him to
become the technical expert in that territory but Garrett also gives him a share of the retail business.

ike Garrerr builds concrete

homes in Oklahoma, where

his company was the number
one distributor for a national insulating
concrete forms manufacturer for three
years running. That was before his sup-
plier pulled the give-us-back-your-terri-
tory rug, forcing Garrett to change prod-
uct lines. Then, after becoming the
number one distributor for manufacrur-
er Number Two, that company pulled
the territory rug, too. Now, fed up with
the process, Garrett recently developed
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his own insulating concrete forming sys-
g g 3)
BuildBlock and devised a

unique distributor program aimed at

tem called

helping the little guy.

“It is the distributor out in the field
who has stacked the blocks, pumped the
concrete that has opened the market,”
he says. “It isnt fair for these manufac-
turers to treat them in such a disrespect-
ful manner.”

Garrerr does understand the ramifica-
tions of what is |1:1ppening in the industry
today. He says manufacturers are going
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direct and selling into their distributors’
areas because distributors are simply not
getting the volume manufacturers need.
As a result the distributors jump ship.
Garrett’s plan is not only to give a distrib-
utor territory, ﬁduciary rcsp(msibi]i[y to
manage inventory and encourage him to
become the technical expert in that terri-
tory but Garrett also gives him a share of
the retail business.

“If you have a distributor base with
most of your territory sold there is only
one way to get more business and that is

www.permanentbuildings.com






