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Challenge: Expand service
capabilivies, improve distribution
systems and reduce waste
Solution: Revamp fulfiliment
ProCesses

Results: Improved ROI and
support for salas team
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when creating an efficient
marketing fulfillment pro-
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Codondal Life Supplemental lnsurance,
revamping collateral management
processes masimized the company'’s
existing investments, saved money,
improved productivity and boosed
the bottom line.

In the Eall of 2005, Colonial expe-
rienced distribution channel growith
afer integrating new produce lines. As
a resuily, the existing document system
and resouirces bepan o buckle under
the boosr in fulfillment requests. The
company decided o implemenit a sora-
tegic collateral management program
using a Web-based solution from Tron
Mountain Pulfillment Services Inc.

The neew program was designed o
broaden service capabilities and sup-
port distribution systems, says Tom
Bize, Colonial’s assistant vice presi-
dent of marketing communications,
ndvertising and incentives. Because
the. system is scalable and can grow
with the company, Colonial gradually
expanded toa 14-7 fulfilment opera-
tion, decressed its cverall warehouse
footpaing lor reduced storage fees and
edimirated mone than 2,000 low-usage
forms, acconding o Bise

Lhsing specific reporting and track-
ing features, the tumkey ordering
system hielped mo improve Colonial's
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RO dhrough che abilivy to track daily,
monthly and year-ro-dare usage by
region, form and wotal value of materi-
als. According vo Bise, "This allowed
moee accurate trending data o be
used for establishing rrue reorder
s and pring expense projections
by Form and stare,”

Adding a virual library for the
company’s collaveral files improved
ordering, pricing tracking and deliv-
ery. "In addition to improving search
funetion accuracy, adding thumb-
nails, PDFs, product descriptions and
positioning tips ensufes the correct
material i ordered comectly the firmst
tiime,” Bise says, this reducing waste in
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inventory and shipping expenses. The
addition of e-mail confirmations and
order tracking information alss helped
o streamiline the ordering process by
placing order tracking in the hands of
rhe sabes deparmment.,

Colomial follows scrict regularory
business mules, and the new system
“allorovs for easy file impons and regulas
file maimtenance updanes,” Bise says
"Cuir sysem feeds are profile-driven
on individual stare licenses, training
program completion, position within
the sales hierarchy and peodusct avail-
abaliry by seave. Security and access ane
based on individual peofiles.”

When choosing a fublillmen: pam-
nier, Bise sugpests markerers book for
o that has “the right decision mak-
ers imvalved throughour the process.”
He also says marketers working 1o
improve their collateral programa
should “complere ongoing marerial

audits. Make the review of usage trend
reporting a habiv and implement a
process 1o regularly ideneify materials
that can be made ohsobete ... ™ Before
integrating any addivonal marerials
imen your program, he suggests mar-
keters "always ask if it can replace
an existing irem,” then dedicare a
respurce for tracking, reporting and
ongoing decument assessment.

Through revamping Colomial's ful-
fillment processes, Bise learned how
to effecrively negotiave for the best
line-item changes. “When negotiaring
pricing structire for warchouse fees,
Fulfillmentline iven changes and prine-
ori-dermand unit FTHIWEH Black-and-
white and color documents, caleulare
anvisal volurme mcreases that are in line
with product line and corporate goals,”
he says., “Always include quarterly
reviews and adjustable rnes as part of
the contrscr. This isa v oF yonie
comnpany and your panmes”

While the new Syslein !|I|.::|||E||'.‘u.|'|1.|'|
improved Colonials RO, is imple-
mentation was not seamless. The
bigpest challenge the company faced
was conducting business through one
onlime crdering system and wanshouse
while building anceher placform with
& new business partner. How did the
company get all weam members on
the same boat! Creating a quamerly
employes incentive program buased on
collective scones using the program’s
separate intemal faciliny suciting pro-
cess and evaluation sandaeds helped
to expadite the tramsivion, Bise sy
“Tying incentives into expectations
ensufes everyone has skin (n ehe game
when it comes 1o the service-bevel
agreements. An incentve program &
i miodel worth exploring.”

— Kot DeBevedy



