
1© Oliver Wyman

Billion Dollar CEO Roundtable

Technology and Business Model Shifts in Distribut ion
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GREENFIELD 
DISTRIBUTION MODEL

How would I rebuild 
my business f rom 

scratch today?

TECHNOLOGY-DRIVEN 
SHIFTS

What are the major 
shif ts and emerging 
business models?

SPARKING TODAY’S DISCUSSION
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OUR PANELISTS

Dan Lewis
CEO,

Convoy

Wes Clark
Distribution board member, 

Advent Private Equity

Chris DeBrusk
Partner,

Oliver Wyman
• CEO and Co-Founder of Convoy, the 

leading technology-enabled trucking 
network reinventing the $800B 
transportation industry

• Previously served as General 
Manager of New Shopping 
Experiences at Amazon. 

• Board member of Advent Private 
Equity, global private equity firm 
focused on international buyouts, 
growth and strategic restructuring

• Previously served as President of 
Grainger

• Partner at Oliver Wyman in the 
Finance and Risk, CIB, and Digital  
practices

• Expertise in  cyber and market risk, 
financial regulation, enterprise data 
architectures, process efficiency and 
automation.
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TECHNOLOGY-DRIVEN 
SHIFTS IN DISTRIBUTION
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FUTURE TODAY?

https://www.youtube.com/watch?v=bd1mEm2Fy08
https://www.youtube.com/watch?v=bd1mEm2Fy08
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REACTIONS



of crop dusters in 
Japan  are drones90 %

Expansion of Robotics 
automation

of companies experimenting with 
VR / AR in marketing efforts

30 %

Emergence of VR

of customer interactions will be 
managed without a human by 2020

85 %

Rise of AI 
and Machine Learning

connected devices being used 
worldwide, up 31% from 2016

8.4 BN

Accessibility of IoT

of online shoppers start a purchase 
on one device and finish on another85 %

Universal Omnichannel

Average agile development cycle 
(vs. 6-12 months for traditional 
‘waterfall’ programming) 

2-4 weeks

Adoption of Agile

TECHNOLOGY AROUND US



DISTRIBUTORS: USING ROBOTICS TO AUTOMATE WAREHOUSES

8



DISTRIBUTORS: USING ROBOTICS TO AUTOMATE THE BACK OFFICE

Records and replicates 
actions of human operators

Definable, repeatable, and 
rules-based tasks can be 

automated

Integrates on top of 
company’s IT 
infrastructure

Robotic Process Automation (RPA) is a software solution that acts as a virtual workforce to automate 
processes



DISTRIBUTORS: PREDICTING CUSTOMER ATTRITION
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Customer Data

Artificial Intelligence

Prediction of risky
customers



DISTRIBUTORS: REAL-TIME NETWORK VISIBILITY
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DISTRIBUTORS: CREATING DATA BUSINESSES
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Agriculture Restaurant industry

Building products MRO
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EXTISTENTIAL THREAT FOR SOME…. 
….ILLUSTRATION OF THE POSSIBLE FOR OTHERS

“We provide easy access to 
hundreds of millions of 

products – everything from IT 
equipment to janitorial 

supplies – to businesses of all 
sizes and across industries”



PANEL DISCUSSION
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GREENFIELD 
THINKING
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“What would we do if we could start over without any legacy applications…
…we are free to innovate and reinvent the core processes”

GREENFIELD THINKING
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GREENFIELD APPROACH

FIND AN 
ATTRACTIVE 

SEGMENT

DESIGN AN 
OFFERING

IDENTIFY THE 
BUSINESS 

MODEL YOU 
NEED

ASSESS EFFORT 
TO TRANSITION 

VS BUILDING 
ANEW

01

02

03

04
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GREENFIELD EXAMPLES CROSSES MANY SECTORS
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DISTRIBUTION BUSINESS MODEL

Procurement Operations Sales

Systems

Employees

Footprint
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DISTRIBUTION CRITICAL LEGACIES

Sales Systems Footprint

Sales rep owns the 
customer, but can’t 
deliver the experience 
and expertise my 
customers want

Outdated systems 
implemented for 
businesses as they were 
decades ago

Wrong size, wrong 
shape, wrong 
capabilities, wrong 
location
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SALEFORCE: HIGH-TOUCH, HIGH-COST, OWN THE CUSTOMER

How do I ensure the customer relat ionship 
lies with the distributor, not the 
representat ive?

Can I effect ively build digital engagements 
channels which reduce the need for sales 
to take orders?

Is there a way to make this transit ion 
without causing breakage?
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SYSTEMS: OUTDATED TOOLS AND TECHNOLOGIES LIMIT CAPABILITIES

My legacy systems were built  for the 
business I ran 15 years ago!

How can I adopt systems tailored to the 
business I need to run today ?

Is there a viable path to move to the 
modern flexible architecture I need to run 
my business?

Is automation and overbuilding going to 
get me the change I need?
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NETWORK: DO YOU HAVE THE RIGHT SHAPE, FOOTPRINT, AGILITY, ? 

My footprint is too small for the type of 
next day or next hour delivery I need…

…but my footprint is too large and cost ly 
for my exist ing volumes…

I have the wrong types of assets in the 
wrong places.
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Customers SuppliersOnce

Soon? Suppliers

Distributor
as a 

Logist ics provider

Customers
Distributor

as a 
Marketplace Intermediary

THINKING OUTSIDE THE TRADITIONAL ROLES



PANEL 
DISCUSSION
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