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Quick Response Products and Service Suppliers

Overview

As one component of amgor research project conducted at Pemnsylvania State
University in 1993, 104 suppliers of Quick Response (EDI and Automatic Identification)
products and services were surveyed to identify the generd leve of participation in the wood
products and home center industries. Thirty-one companies (30%) responded to the survey
representing $1.2 billion in 1992 sdes. Asthe wood product/home center business channe
continues to implement EDI and bar code based inventory management linkages, the sdes

potentia for product and service providers will increase commensurately.



Electronic Data I nter change Products and Service Suppliers

Figure 1.

EDI Product & Service Supplier Locations
By Region
(20 Respondents with 1,743 Locations)

Eastern Canada 29.1%

Central Canada 14.5%

Western Canada 3.0%

Western US  6.7%

N. Central US  6.8% South US  10.0%

N. East US 29.9%

There are many EDI product and service providers capable of servicing the wood
product and home center indugtries. The twenty respondents are well distributed throughout
North Americaand have in-field service technicians and saes persons drategicaly located in

every region surveyed alowing for prompt service to customers.



Electronic Data I nter change Products and Service Suppliers

EDI Products and Services Offered

Figure 2.

Which EDI products or services did your company sell in 1992.

EDI Software - 16
VAN Services - 7
Data Collection - 3
Consulting Services - |2
EDI Integration = |2
EDI Hardware - |2
OIéI1IOI1|5I20

Number Of Responses

As seen in figure 2, respondent companies offer awide range of products and services
necessary to implement EDI. There are many companies that are cgpable of providing these

products and services to serve the home center and wood products industries.



Figure3

Which computer platform does your company's
EDI software support?

DOS | 15
UNIX | | 10
IBM AS 400 - 6
Windows 6

DEC VAX Open VMS £ 14
Hewlett Packard F_]2
0OS/2 - |2
DEC ALPH OSF1 []1
IBM Mainframe []1

0 5 10 15 20
Number Of Responses

Respondent EDI software providers have developed packages that operate with a
variety of operating syslems. DOS, which is most prevalent, allows for software to be run on
persona computers either as stand done EDI terminds or as front-end interfaces to mainframe
or mid-range computers. EDI software packages are being developed to run in Microsoft
Windows pardlding the popularity of this operating system.
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I nvolvement in the Home Center and Wood Products | ndustries

Figure 4.

Percent of companies selling EDI products or services to
the wood products and home center industries in 1992 and planning to by 1995.

(n=20)
100%
- 85%
80% -
60% 55%
40% -
20% -
0%
Wood Products Home Centers
1992 L] 30% 65%
1993-1995/ | 25% 20%
Total 55% 85%

Fifty-five percent and eighty-five percent of EDI product vendor respondents currently
or plan to sall to the wood products and home center industries, respectively, by 1995. There
is possible biasin these responses, i.e., companies that sell to the wood products or home
center industries might have been more gpt to respond to the survey. Nevertheless, the current
and projected leved of participation by EDI vendors is Sgnificant indicating an awareness of the

sdes opportunities in these customer bases.



Figureb.

Average percentage of total 1992 sales
to wood products

and home center customers.

n=5 respondents for wood product customers

n=11 respondents for home center customers

100%

80% [~
60%
40%
20%

0%

Wood Products

Home Centers

18.6%

74.0%

The average percentages of sdes by EDI vendor respondentsin figure 5 are further
evidence of possible bias in which companies responded to the survey. The companies thet did

respond show a sgnificant commitment to serving the wood products and home center retailer

customer bases.




Figure®6.

To which home center companies did your company
supply EDI products or services to in 19927

Lowes Cos. Inc. 7

I
~

Home Depot

Builder's Square [- 5

HomeBase - 2

Number Of Responses

The home center chainsligted in figure 6 are leaders in implementation of EDI in the
home center industry. These four companies aone account for $15.0 hillion in 1992 sdes or

16% of the entire home center industry in 1992.



Figure?7.

To which wood product sectors did your company
supply EDI products or services to in 19927

SW Lumber 2
Treated Lumber [~ 2
Moulding - 2
SW Plywood - 1
Particleboard 1
1 I 1 I 1 I 1 I 1
0 1 1 2 2 3

Number Of Responses

Adoption of EDI in the wood products industry is progressing dowly for three primary
reasons. First, many home center customers are aso only beginning to implement EDI with
suppliers, second, most home centers are not as adamant in their demanding suppliers to adopt
EDI asthey arein requiring UPC bar coding of products at the piece level and; third, wood
products producers are leery of being leaders in implementing EDI and would prefer to take a

wait-and-see attitude.
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Reasonsto Target the Wood Products and Home Center | ndustries

Tables 1 and 2 shows the mean scores regarding EDI product and service supplier

motivations to target the home center and wood products industries. The following 5-point

scae indicating varying levels of agreement was used.

srongly neither srongly
disagree disagree nor agree
agree
1 2 3 4

Tablel. Reasons To Target The Home Center Industry

Our company decided to target the home center industry in order to...

Unweighted
M ean
position the company for the future. n=12 3.8
expand our customer base. n=12 3.7
respond to customer requests. n=12 3.5
Table2. Reasons To Target The Wood Products I ndustry
Our company decided to target thewood productsindustry in order to...
Unweighted
Mean
expand our customer base. n=93 4.2
position the company for thefuture. =Y 3.8
respond to customer requests. n=5 3.2

Tables 1 and 2 show that EDI product and service suppliers target the home center and

wood products industry primarily for customer base expansion and postioning the company for

the future. Thisindicates that EDI product and service providers anticipate sales growth

1




potentia in these two indudtries.



Automatic I dentification Products and Service Suppliers

Figure8.

Auto I.D. Product & Service Supplier Locations
By Region
(12 Respondents with 247 Locations)

Western US 34.0%
Eastern Canada 7.7%

Central Canada 2.0%

Western Canada 7.7%

N. Central US 11.7%
South US 20.6%

N. East US 16.2%

Automatic Identification (Auto 1.D) companiesthat sdl bar code based inventory
management products and services are dso distributed throughout North Americaand are

drategicaly located in each region to service the customer base.
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Automatic I dentification Products and Service Suppliers

Bar Code Based | nventory M anagement Products and Ser vices Offer ed

Figure9.

Which inventory management products or services
did your company sell in 19927

Scanners | 10

Handheld Data Collection Devices | 9

Inventory Mgt. Software |6

Large Format Label Printers |5

Large Format Label Software | 5

Large Format Bar Code Applicatorg | 4

Consulting |:| 3

Systems Integration

]2
RF Connectivity El 1

E 11

E 1

Bar Code Readers

Long Range Scanners

0 2 4 6 8 10
Number Of Responses

Asseenin figure 9, respondent Auto. |.D. companies sell awide range of products
used to implement bar code based inventory management and control. Asisthe case with EDI,
there are many companies that are capable of providing these products to facilitate bar code
based inventory capabilitiesin the home center and wood products industries. Many companies
have developed tail ored gpplications specifically for wood products or home center
goplications. Inventory software in particular must be tailored for industry and company

goplications.
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Figure 10.

Which computer platform does your company's
inventory management software support?

DOS | 8
IBM AS 400 |- |4

UNIX - |3

Windows [ |3
Informix = |1
Hewlett Packard - |1
Novelle = |1
IBM Mainframe = |1

L | L | L | L | L
0 2 4 6 8 10

Number Of Responses

Respondent inventory management software providers have devel oped packages that
operate with avariety of operating systems. DOS, which is most prevaent, dlows for software
to be run on personad computers either as stand done terminds or as front-end interfaces to
mainframe or mid-range computers. Inventory management software packages are being

developed to run in Microsoft Windows pardlding the popularity of this operating system.
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Automatic I dentification Products and Service Suppliers

I nvolvement in the Home Center and Wood Products | ndustries

Figure 11.

Percent of companies selling Auto. I.D. products or services to
the wood products and home center industries in 1992 and planning to by 1995.

(n=12)
100%
B 83%
80% [~
60% _— 0%
40% —
20% [~
0%
Wood Products Home Centers
1992 L] 50% 17%
1993-1995[ ] 33% 33%
Total 83% 50%

Eighty-three percent and fifty percent of Auto. 1.D. product vendor respondents
currently or plan to sell to the wood products and home center industries, respectively, by
1995. Thereispossibly biasin these responses, i.e., companies that sdll to the wood products
or home center industries might be more apt to respond to the survey. Nevertheless, the current
and projected leve of participation by Auto. 1.D. vendorsis sgnificant indicating an awareness
of the sdles opportunitiesin these customer bases. The higher involvement in the wood
productsindudry is atributable to afull range of products required for inventory management
including printers, labels or tags, scanners, hand held data capture devices and software. The
home center industry primary needs are scanners and hand held data capture devices.

Figure 12.
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Average percentage of total 1992 sales
to wood products
and home center customers.

n=6 respondents for wood product customers
n=2 respondents for home center customers

100%

80%
60%
40%
20%

0%

Wood Products

Home Centers

26.6%

11.5%

The average percentages of sdles by Auto. |.D. vendor respondentsin figure 12 are

further evidence of possible bias in which companies responded to the survey. The companies

that did respond show a significant commitment to serving the wood products and home center

retailer customer bases.
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Figure 13.

To which wood product sectors did your company
supply Auto. I.D. products or services to in 19927
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I
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Particleboard

MDF - 1

Number Of Responses

Adoption of bar code based inventory systemsin the wood products industry is
progressing dowly for three primary reasons. First, wood products producers are leery of
being leaders in implementing bar code based technology and would prefer to take a wait-and-
See attitude; second, until recently, there has not been awide sdlection of easy to use wood
products industry tailored inventory management software to choose from and; three, there
appears to be asgnificant lack of understanding on the part of wood products manufacturers
and digtribution intermediaries regarding the benefits to implementing bar code based inventory
management.
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Automatic | dentification Productsand Service Suppliers

Reasonsto Target the Wood Products and Home Center | ndustries

Tables 3 and 4 show the mean scores asked of Auto. |1.D. respondent suppliers

regarding their motivations to target the home center and wood products industries. The

fallowing 5-point scale indicating varying levels of agreement was used.

srongly neither srongly
disagree disagree nor agree
agree
1 2 3 4

Table 3. Reasons To Target The Home Center Industry

Our company decided to target the home center industry in order to...

Unweighted
M ean
respond to customer requests. n=2 3.3
expand our customer base.  n=2 3.3
position the company for the future. n=2 3.0
Table4. Reasons To Target The Wood Products I ndustry
Our company decided to target the wood productsindustry in order to...
Unweighted
Mean
respond to customer requests.  N=6 4.3
expand our customer base. n=6 3.8
position the company for the future. N=6 3.3

Tables 3 and 4 show that, contrary to EDI suppliers postioning for the future, Auto.

I.D. product and service supplierstarget the home center and wood products industries as a

response to customer requests. This highlights the need for focused product promotion and

marketing of bar code based inventory management systems particularly to the wood products

industry.
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