
Drive Greater 
Profitability Through 
Customer Analysis: 
Realizing the ROI of Customer 
Segmentation 



Most distributors are wired for dealmaking; customer 
segmentation realigns the focus on making the best 
deals – those that are the most profitable. 



Segmentation 
by Customer 
Group



Categorize your customers by their size/type 
and by what they buy. 

Many distributors have basic customer segmentation in place – customers that place large 
and/or ongoing orders and customers that place smaller or more sporadic purchases. 
However, keep in mind that this is likely how all your competitors are segmenting their 
customers too. A more sophisticated approach to customer segmentation is based on 
customer behavior or needs. 

For example, let’s look at customers that are Heating, Ventilation, and Air Conditioning (HVAC) 
contractors. Within this larger customer segment, a distributor may have customers that are 
commercial HVAC contractors, while others may be residential HVAC contractors. While both 
sets of contractors are involved in the same trade, they buy different products. As is often the 
case, a commercial HVAC contractor won’t buy as many thermostats as residential HVAC 
contractors. So, a residential HVAC contractor may receive better pricing than a commercial 
HVAC contractor whose thermostat purchase volume is less.



Segmentation 
by  Cost to 
Serve



Categorize your customers by the costs they 
impose on your organization.



Resist the Urge to Apply Surge Pricing



Meeting the Pricing Imperative 

More distributors are starting to realize the need for customer segmentation for pricing 
optimization. If your organization isn’t prepared to implement intelligent pricing practices, you 
can be sure your competitors will. More distributors are being exposed to the need for customer 
segmentation for pricing optimization. If your organization isn’t prepared to implement 
intelligent pricing practices, you can be sure your competitors will.

In the past, many distributors would set their price sheets at the beginning of the year then 
review and adjust their pricing once a year after that. Now, we are in a period of intense 
manufacturing price volatility, with product costs fluctuating wildly. Distributors no longer have 
the luxury of setting and forgetting their pricing. Customer segmentation and pricing must be 
an ongoing exercise. Distributors no longer have the luxury of being able to set and forget their 
pricing; customer segmentation and pricing must be an ongoing exercise. 

The best pricing strategy doesn’t rely on offering low prices; it’s based on driving profitability 
and customer experience. This is how you win over the long term. 

When your segmentation and pricing are based on real data, your organization is focused on 
dealmaking that drives optimal profitability. 

White Cup Pricing gives you the tools and methodology to drive value through consistent 
profitable growth. With White Cup Pricing, complex customer and product segmentation and 
pricing analysis that used to take weeks now take minutes.

Customer and product segmentation is the foundation for intelligent pricing practices. Without 
the right tools, it can be a daunting task. White Cup Pricing allows distributors to visualize and 
realize the opportunities within your customer and product segments.

White Cup Pricing gives you 
the ability to capitalize on the 
institutional knowledge of 
your customers. And this 
knowledge is power–the 
power to apply the right 
pricing to every customer to 
drive the maximum impact in 
profitability. 

This gives distributors the ability to:

• Group customers by buying habits, 
profitability, and cost to serve – not just 
by size to discover new opportunities to 
make price adjustments.

• Easily view the big picture of segment 
performance or drill down into customer 
and product data.

• Quickly generate “what-if” scenarios to 
model potential outcomes before 
committing to overall segment 
changes.



Get in the Data-Driven Driver’s Seat 
with White Cup

In the distribution space, you face challenges never before experienced, and your customers 
are too. It’s a whole new world that requires unique strategies to unlock new sales opportunities 
and build relationships based on a deeper understanding of your customers’ needs. It’s a whole 
new world that requires new strategies to unlock new sales opportunities and build 
relationships based on a deeper understanding of your customers’ needs. 

Ready to get in the data-driven driver’s seat? White Cup turns a distributor's sales pains into 
profit gains. Our CRM, Business Intelligence (BI), and Pricing software make it easier for you to 
sell more, keep more profit, and beat the competition. With over 20 years of experience, White 
Cup is trusted by more than 1,000 customers globally.



Let’s Talk

White Cup offers a Revenue Intelligence platform with 
integrated solutions specifically designed for the wholesale 
distribution industry. Our software captures data across critical 
business systems, reveals industry-specific analysis, and 
provides the tools needed to take action for revenue 
improvement. To learn more, visit whitecupsolutions.com.

About Us


