
 

 

Strategic Business Partners Identify Key Trends for Automation in 2019 
By Winn Hardin, TECH B2B MARKETING 

From tax incentives to technology, AHTD Strategic Business Partners offer services and products to 
enhance members’ businesses. These partners share how they help members and identify critical 
factors informing industrial automation for 2019. 

 
Alleviating the Tax Burden 

According to the most recent NSBA Small Business Taxation Survey, 68 percent of small business owners 
say that federal taxes have a significant to moderate impact on their day-to-day operations. To ease that 
burden, alliantgroup helps industry organizations, businesses, and the accounting firms that advise them 
to take full advantage of all federal and state tax credits, incentives, and deductions available. 

Since 2017, alliantgroup has helped AHTD members claim more than $29 million in tax incentives. “In 
leveraging these powerful incentive programs, AHTD members are able to reinvest in their business, hire 
additional technical talent, and stay competitive in an ever-changing industry,” says Dhaval Jadav, CEO 
of alliantgroup.  

Notably, adding new technical talent could be one of the biggest issues facing small businesses in 2019. 
As technological advances become an integral part of the industry, hiring technical workers with a 
strong STEM background has become even more imperative. However, statistics show that the labor 
shortage in the technical workforce has made the U.S. ill-prepared to address these advances, Jadav 
says. 

“By claiming available incentives identified by alliantgroup, AHTD members benefit from additional 
capital that can be used to hire more technical talent, fill currently vacant STEM jobs, and improve the 
U.S. economy,” Jadav says. 

 

Instant CAD  

In the Industrial Sales and Marketing Report from CADENAS PARTsolutions, engineers said that an easy-
to-use website and downloadable CAD files were the first- and second-most important factors when 
deciding where to make a product purchase. The company aims to help on both fronts with its 
eCATALOGsolutions platform, which enables industrial component manufacturers to provide instant 3D 
previews and native CAD downloads directly from their website. Through its network of distributors, 



CADENAS PARTsolutions also makes it possible for manufacturers to embed their CAD data and 3D 
images on their distributors’ websites. 

“Manufacturers need to make it as easy as possible for the customer to access their technical, 
mechanical, and product data,” says John McKenney, Senior Vice President Business Development for 
CADENAS. “We support this by providing CAD data in more than 150 formats, complete with embedded 
manufacturing metadata.” 

Built into the product model, the metadata carries through to the bill of materials and ensures that the 
end-user has an easy path to purchase the product when the engineering phase is complete, McKenney 
says. 

More manufacturers are redesigning their websites to optimize for user experience, McKenny notes, 
adding that “our main objective is to let AHTD members know what the best practices and tools are 
available on the market to help them create a better digital customer experience.” 

 

Into the Digital Era 

While consumers are spending more than $3 trillion annually in online shopping, the B2B space is but a 
small yet rapidly growing drop in that bucket. “Consumers are used to convenience and getting 
information at their fingertips,” says Rémi Ducrocq, CEO of KYKLO. “But when talking about the 
automation and electrical industry, e-commerce is a relatively new concept. Many of these companies 
are still using paper catalogs and faxes, and if they do have a web store, the content rarely has the 
proper descriptions, product data, and pictures.” 

KYKLO offers a sales operations management platform for automation and electrical distributors to 
digitize their sales channels and inventory. But Ducrocq realized that simply launching a web store 
would not maximize sales leads. Offering more than 700,000 SKUs and counting, KYKLO aims to provide 
data transparency so that companies can make sales predictions and simplify the addition of new 
products. 

A digitized approach can translate into more sales. “A distributor today may have several thousand 
customers but only 10 salespeople,” Ducrocq says. “Our solution frees up these salespeople to provide 
more valuable solutions because they have a lot less administrative work.” 

With uncertain economic conditions ahead, moving off line to online becomes even more attractive. 
“Technology is going to allow you to be more competitive and more efficient moving forward,” Ducrocq 
says. “Distributors who don’t adopt e-commerce are already falling behind.” 

 

ERP Maximizes Profits  

Digitizing products and services isn’t the only thing that has changed in the industrial automation 
landscape. Not only has competition expanded to a global scale, distributors are also saddled with large 
amounts of data — and they often don’t know how to turn this information into action. 



To address these modern distribution hurdles, Epicor Software Corporation offers Epicor Prophet 21, an 
enterprise resource planning (ERP) system that integrates business-building functions such as customer 
relationship management (CRM), e-commerce services, business analytics, and financial and sales 
management. The software also allows users to optimize inventory and streamline various distribution 
processes in the supply chain. 

One of Prophet 21’s primary goals is to ease the complexities often found in the distribution industry 
while driving profits for their customers. “The software runs on any browser, improving usability and 
mobility while allowing distributors access from any device, anywhere,” says Todd Daubenberger, Senior 
Director, Sales & Strategic Alliances, with Epicor.  

As a cloud-based solution, Prophet 21 provides greater flexibility to scale, extend, customize and 
configure it with full extensibility throughout the stack via an application programming interface (API) 
that allows businesses to add specialized functionality. 

"The ability to best provide customers in the markets that AHTD members serve with value-added 
services is paramount to differentiate and separate [them] from the competition and drive innovation," 
Daubenberger says. 

 

Strengthening the Channel Partnership 

In today’s competitive market, both suppliers and distributors who don’t keep up with the latest 
technological advances are more likely to find themselves outside looking in. “From a sales and 
marketing perspective, industrial automation suppliers and distributors will be continually challenged 
with improving their sales processes and customer experience,” says Justin Johnson, CEO of software 
manufacturer LeadMethod. “Global competition will continue, and companies that do not adapt to 
today’s buying patterns will quickly be left behind.” 

LeadMethod aims to ease these burdens by offering AHTD members a software program and service 
team to automate their lead capture, distribution, and sales rep engagement. LeadMethod helps 
suppliers better communicate and collaborate their distributors on leads and opportunities, resulting in 
more sales. LeadMethod assists distributors better integrate their systems and processes with their 
suppliers to save time and sell more. 

LeadMethod clients see between a 10 percent and 20 percent increase in revenue. 

Another key driver for success in 2019 is for suppliers and their distributors to better connect their sales 
systems. “Aligning sales and marketing systems gives AHTD suppliers and distributors a competitive 
advantage to sell faster, sell more, and provide a better customer experience,” says Johnson. One key 
feature within the LeadMethod software platform gives suppliers and distributors the ability to connect 
their customer relationship management systems (CRM).  

“The companies that win will automate their sales processes and integrate their systems so data flows 
seamlessly and client buying status is available to both suppliers and their distributors,” Johnson says. 

 
 



The Talent Show 

For those companies facing hiring and other human resources challenges, third-party support is often 
necessary. MRA – The Management Association, Inc. – is a nonprofit employer organization that offers a 
comprehensive assortment of HR services to help companies build an effective workforce. These 
services include recruiting and compensation services, employee engagement and onboarding services, 
succession planning, performance management systems, employee handbooks, and leadership training 
and organizational development. 

MRA has been the association management services provider to AHTD for the last 12 years. “As a 
Strategic Business Partner, MRA can help AHTD organizations attract, retain, and reward talent to create 
a high-performing workforce and build a successful workplace,” says Bill Budzien, Vice President and 
Chief Financial Officer of MRA. 

See the full listing of Strategic Business Partners online:  
https://www.ahtd.org/strategicbusinesspartners 
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