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BSA Introduces New Business Tool to Further Enhance 
Distributor/Manufacturer Relationships
Glen Ellyn, IL—Bearing Specialists Association (BSA) member distributors and participating manufacturers have a new tool to help them evaluate and improve relations throughout their supply chains with the association’s launch of three new scorecards detailing the Attributes of a Great Distributor and a Great Manufacturer, and the Top Ten Attributes of a Great Channel Partner. 
The association’s Distributor/Manufacturer Relations Committee identified the Top Ten Attributes of a Great Channel Partner, a Great Distributor and a Great Manufacturer. The attributes were then used to create scorecards that distributors and manufacturers can use in a number of valuable ways.  Distributors can evaluate manufacturers, and/or manufacturers can evaluate distributors. Committee members also point out that the scorecards can be used internally for training new personnel, and some suggest that they will be useful at BSA Conference Table sessions at the 2009 Convention. Attendees can fill out the scorecards before appointments to make their discussions more productive.
The attributes – which include a variety of considerations such as Values, Product, Logistics, etc., depending on the channel partner—are broken down more specifically to rate 1-5 (Unsatisfactory, Improvement Needed, On Target/Solid Performer, Exceeds Expectations, Outstanding), with 5 being the highest rating. Ratings for each attribute are then averaged to achieve a final numeric score. 
Because the scorecards – which are available only to BSA members and participating manufacturers—have been purposefully designed to be easily filled out and shared with the channel partner, BSA believes they offer yet another opportunity to open more meaningful, productive communications between channel partners, enhancing profitable relationships in today’s challenging marketplace. 
BSA is the “must belong to organization for authorized bearing distributors.” An international service and educational organization of authorized distributors representing a total of nearly 100 companies distributing factory-warranted ball-, roller-, and anti-friction bearings and invited manufacturers of bearings and related products, the association’s mission says, “BSA is the forum to enhance networking and knowledge sharing and promote the sale of bearings through authorized distributors.” For more information on BSA, contact the BSA office at (630) 858-3838; fax (630) 790-3095; email info@bsahome.org or visit the association website at www.bsahome.org.

