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1sourcesupplies is an alliance of distributors 
who want to offer single-sourcing programs to 
smaller customers, including inventory man-
agement, supply chain automation, streamlined 
billing and information analysis.

Mark Hill’s cutting tool distributorship, 
I.M.C. Supply Co., Memphis, TN, lost its 
biggest customer in 1997. “The customer 
we lost really wanted us to have their busi-
ness, but we didn’t have the programs they 
needed,” Hill says.

Instead of folding, or scrambling to 
make ends meet, Hill pushed forward 
with a plan to find a way to offer single-
sourcing solutions to his customers. Since 
that year, his business has doubled. About 
65 percent of his business is now single-
source.

Hill has decided to pass on his new-
found knowledge in the form of a separate 
business that helps smaller distributors 
provide single-sourcing solutions for their 
customers, including inventory manage-
ment, supply chain automation, stream-
lined billing and information analysis.

1sourcesupplies sells the program and 
implements it for independent specialty 
distributors – right now in industrial MRO. 
“They may not have any knowledge of 
how to go about it,” Hill says. “We offer 
the expertise and the support.”

Nine distributors, mostly in the East, 
have joined so far.

“When a customer really respects a 
distributor and really likes working with 
them, they try to find more ways to give 
them business. But unfortunately if they 
don’t have a single-sourcing program, 
then there’s no way for the distributor to 
offer the opportunity to the customer to 
buy more product from them,” says Cary 

Rawlings, 1sourcesupplies vice president 
of sales and marketing.

“With our program, we’re able to go 
in and show them a system that is simple 
and allows the customer to give them more 
business.”

The program does not attempt to 
compete with large integrators, Hill says. 
Instead, 1source targets small to mid-sized 
distributors ($3 million to $20 million on 
average) and their smaller customers with 
potential total available sales per year of 
up to $1.5 million. These customers are not 
typically approached by larger distributors 
for a single-sourcing contract.

“Smaller customers want vendor 
reduction, they want cost savings, and 
they want an easier, simpler way to get 
their product in the door without having to 
order it when they’re out,” Rawlings says. 
“This system offers us a way to do that for 
the customer.”

As a result, many of the distributors 
who have signed on with 1sourcesupplies 
have broadened their product lines to 
include safety products or other non-tech-
nical lines. Or they can provide branded 
lines they are not authorized to sell to the 
general market but receive permission 
from manufacturers to sell to “specified 
accounts.”

When a customer wants welding 
supplies, but the distributor specializes in 
cutting tools, 1sourcesupplies will combine 
alliance members and use one invoice.

Eventually, Hill and Rawlings want 
to have specialty distributors from differ-
ent commodity groups work together on 
a larger scale to provide one solution for 

Single-Sourcing on a Smaller Scale
Distributor turns loss of customer into opportunity

Reprinted with permission of Modern Distribution Management



Modern distribution management   /   Vol. 37, No. 01   /   January 10, 2007

�

www.mdm.comCopying or reprinting all or parts of this newsletter without specific permission violates federal law! 

md­­m®

Contact Information
Questions, comments, article proposals, address changes  
or subscription service to: 

Gale Media, Inc.
2737 Mapleton Avenue, #201, Boulder, CO  80304
Tel: 303-443-5060       Fax: 303-443-5059
Website: http://www.mdm.com

Subscription Rates
To subscribe to Modern Distribution Management, please call  
303-443-5060, email tom@mdm.com or http://www.mdm.com.

Subscriptions are available by online delivery and/or first-class mail. 
Three-year archives of MDM are available online to  
subscribers. Previous-year archives are available at a  
discounted rate to current subscribers.

Published twice monthly; $345/yr., $365 U.S. funds other  
countries; $169 each additional subscription to a company  
($189 other countries). For group subscription rates and site licenses, 
please contact Tom Gale at 303-443-5060. 

Copyright © 2007 by Gale Media, Inc. All rights reserved. Modern 
Distribution Management® and mdm® are registered trademarks of 
Gale Media, Inc. Material may not be reproduced in whole or in part 
in any form whatsoever without permission from the publisher. To 
request permission to copy, republish, or quote material, please call 
303-443-5060.

ISSN 0544-6538

Modern 
Distribution 
Management
Founded in 1967  
by J. Van Ness Philip

Publisher & 
Executive Editor 
Thomas P. Gale
tom@mdm.com

Editor
Lindsay Young
lindsay@mdm.com

David K. Barth
Member of the Board of Directors of the  
Industrial Distribution Group

Kevin Boyle
Vice President Industrial Distribution and Channel  
Management for the Loctite Industrial Division of  
Henkel Technologies

Larry Goode
CEO of RT Dygert International, Inc.

Julia Klein
President and CEO of C.H. Briggs Hardware Co.

Stuart Mechlin
Vice President, Industrial Supply Division of  
Affiliated Distributors

Walter W. Norton Jr.
President and COO of Norton Electric Wholesale

MDM Editorial Advisory Board

all commodities, whether in a single location or 
multiplant situation.

“Eventually when we get into multiplant 
situations, we will be able to use the distributors 
in different market areas where they are needed, 
but we aren’t to that point yet,” Hill says. “But 
that is where we are headed.”

1sourcesupplies is just starting to branch 
out. “We’ve been careful about not getting ahead 
of ourselves,” Hill says. It is looking to add 
distributors with “solid growth.” “We’re selec-

tive,” Hill says. “We need solid distributors for 
our alliance – down the road that is going to 
make a difference when we get into multiplant 
situations.”

The cost to belong is $300 per month plus 
a transaction fee based on customer prod-
uct usage. More information can be found at 
www.1sourcesupplies.com.
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