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Preparing Commercial
Infrastructure to Scale
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BENCHMARKED DISTRIBUTOR PERFORMANCE

Benchmarked distributor fees and operating
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MODELED FUTURE SCENARIOS

Modeled distribution scenarios across — CHIEF OPERATING OFFICER
fulfillment and supplier pathway options,
consolidating findings into a decision
framework supporting operational continuity,
growth, and leadership alignment.

THE OUTCOME

Leadership gained a clear understanding of distribution costs, benchmarking insights, and improvement
opportunities. The organization entered negotiations from a stronger position while maintaining
operational continuity, resulting in a 15% boost in margin for growth product lines. Scenario planning
supported commercial readiness and future growth around a scalable path forward.
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