BUSINESS AND INDUSTRIAL MAIL ORDER -- 1998 OVERVIEW

(Remember, this information should be used as a base to build from. For current direct marketing statistics please refer to these titles: The Direct Marketing Statistical Fact Book the 

Direct Marketing Response Rate Study the Catalog Age 150 the Consumer Directory of Mail Order Catalogs and the Business to Business Directory of Mail Order Catalogs.)
During 1998, two factors characterized the Business/Industrial Mail Order marketplace:

(1) Emergence of on-line sales and on-line businesses

(2) Industry consolidation exemplified by New England Business Service and Global Direct Mail.

Major growth businesses were:

· Business Supplies/Full Line:

· Viking Office Products

· New England Business Service

· Business Supplies:  Computer Hardware/Software:

· *Dell

· Insight Enterprises

· Industrial Electronics:

· *Cisco Systems

· Industrial Maintenance:

· *FreeMarkets Online

· J & L Industrial Supply

· MSC Industrial Supply

· *Onsale, Inc.

· Medical/Pharmaceutical:

· Henry Schein

Two areas of major overall growth were Computer Hardware/Software and Industrial Maintenance.

*On-line oriented business.
Business and industrial mail order specialty marketers accounted for $65.7 billion in 1998 sales. The marketplace has been characterized by two larger, more rapidly growing sectors, Business Supplies and Business Services and the smaller, more plodding industrial sector.  However, this has altered in 1998 with a major catch-up in the Industrial sector.

The Industrial sector is composed of three segments, Industry or Functional Specific Marketers (NASCO Farm, Newark Electronics,  Jensen Tools), Industrial Maintenance Marketers (W.W. Grainger, McMaster Carr, Global Equipment) and Medical Marketers (Henry Schein, Moore Medical).  Major growth is occurring in all price segments propelled by Cisco Systems (Industrial Electronics), J & L Industrial Supply (Industrial Maintenance) and Henry Schein (Medical).

The Internet has opened up the Industrial mail order marketplace for basically on-line businesses as exemplified by Cisco Systems (Industrial Electronics) and FreeMarkets Online and OnSale, Inc. (Industrial Maintenance).

The business market, on the other hand, is made up of two sectors, each of which is propelled by productivity-related segments each apparently of high appeal to small businesses.  One sector, Business Supplies, is propelled by two productivity-boosting segments, Computer Hardware and Computer Software (estimated at $17.2B, $3.2B respectively in annual sales).  The other sector, Business Services, is propelled by its trio of productivity-boosting segments, each within the economic grasp of small businesses, Information Services ($3.01B), Communications Services (long distance telephone -- $6.89B), and Air Freight Services (overnight package delivery services -- $2.10B).  The Internet continues to be an engine of growth in the Business mail order marketplace especially for Computer Hardware as exemplified by Dell. 

Business Supplies
1998 Business Supplies Sales
Segment Size:
No. Of Mail Order Businesses:
1,990+

Mail Order $Sales ($Million):
33,390

Average Sales Per Business ($Million):
16.8



    Internet $Sales ($Million)



2,000

	
	Mail Order Sales ($Million)
	No. of Businesses
	% of Sales

	Computer Hardware
	17,200
	330+
	52

	Business Supplies Full Line
	3,970
	310
	12

	*Computer Software
	3,200
	270+
	10

	Business Specialties:  Libraries & Schools
	2,590
	240
	8

	Business Supplies:  Data Processing Oriented
	1,580
	60
	5

	Office Furniture
	900
	40
	3

	Business Forms:  Full Line
	820
	20
	2

	Office Advertising Specialties/Executive Gifts
	610
	250
	2

	Art/Drafting/Printing Supplies
	530
	180
	2

	**Office Equipment Specialties:  Appliances/Machines/

    Filing
	520
	110
	2

	**Stationery Specialties:  Non-Professional
	510
	90
	2

	Stationery/Equipment Specialties:  Professional
	490
	70
	1

	Office Specialties:  Scheduling/Recordkeeping Systems
	470
	20
	1

	TOTAL
	33,390
	1,990+
	100


Note:  Reclassification from 1997:


 *Micro Warehouse ($1,379.2 million sales) reclassified from Consumer Electronics:  

              Personal Computers: Software to Business Supplies:  Computer Software

          **Day-Timers ($190.0 million sales) and Franklin Quest Co. ($138.7 million sales) 

              reclassified from Non-Professional to Scheduling/Recordkeeping Systems.

5 Leading Businesses

	Name of Business
	Sub-Segment
	Sales ($Million)

	
	
	

	Dell Computer
	Computer:  Hardware
	9,775.0

	Micron Electronics
	Computer:  Hardware
	1,563.7

	Hewlett-Packard 

    Direct Marketing Division
	Computer:  Hardware
	1,062.5

	Insight Enterprises
	Computer:  Hardware
	910.0

	Office Depot
	Business Supplies:  Full Line
	806.1


BUSINESS SUPPLIES

	SEGMENT:
Business Supplies
	SUB-SEGMENT:     Computer Hardware

	1998 SALES

($MILLION):  17,200
	NO. OF
BUSINESSES:  330+
	AVERAGE SALES PER
BUSINESS ($MILLION):  52.1-

	
	

	MAIL ORDER

RATIONALE:
	Unavailable through Retail, Dealers, or Personal Selling:

• Price


• Product information

• Customer service

• Installation service
• Hardware specialties

	PRODUCT DOMAIN:
	Full line of computer hardware specialties and accessories

	
	
	

	CHARACTERISTICS

	· Small business market

· Price discounting or specialty orientation

· Space, telemarketing oriented

· High order size, low product margin

· High customer service requirements

	LEADING BUSINESS ($5 MILLION+ SALES)

	· Dell Computer
	· Tech Direct
	· Motherboards For Less

	· Micron Electronics
	· Vision Tech
	· Calculating Edge

	· Hewlett-Packard Direct Marketing Division
	· ISN
	· Sun Microsystems

	· Insight Enterprises
	· Computer Expo
	· Logitech

	· IBM Mainframe Direct
	· Alliance Peripheral Systems
	· Shecom Computers

	· Compaq Computer Corporation
	· ACMA Computers
	· Tekra Direct

	· DEC Direct
	· Supra
	· APS Technologies

	· Midwest Micro Peripherals
	· Midwest Computer Works
	· Express Direct

	· First Source
	· Atlantic Logic
	· IdotCom

	· Elcom International
	· Scantron Quality Computers
	· Kensignton Microware

	· Pacific Business Systems
	· Radius
	· CC & Associates

	· Visioneer Computer Scanner
	· CompU.S.A.
	· Newman Group

	· Digital Storage
	· Maximus Computers
	· New Technologies

	· NECX 
	· Microgear
	· Focus Enhancements

	· Panasonic Co.
	· Fastmicro
	· California Digital

	· Solomon Technology
	· Hartford Computer Group
	· American Microsystems

	· Data Vision Computers
	· Multi-Industry Technology
	· Thomas Computer Corp.

	· GCC Technologies
	· Data Depot
	· Cyber Research

	· Zenith Data Systems
	· Universal Computer Products
	· Tekra Direct

	· Zenon Computer Systems
	· Micronix USA
	(  Micro Pro


BUSINESS SUPPLIES

	SEGMENT:
Business Supplies (Cont.)
	SUB-SEGMENT:     Computer Hardware


	· Datapro International
	(  The Memory Man
	(  Nanolink Computers

	(  Dataprint Corp.
	(  Computer Craft
	(  Directwave

	(  Electronic Distributers
	(  Computer Network Systems
	(  Elite Computers & Soft-       ware

	(  Mac Professional
	(  Mega Image
	(  Inotek Technologies

	(  Paramax
	
	


BUSINESS SUPPLIES

	SEGMENT:
Business Supplies
	SUB-SEGMENT:
Business Supplies: Full Line

	1998 SALES

($MILLION):
 3,970
	NO. OF

BUSINESSES:  310
	AVERAGE SALES PER
BUSINESS ($MILLION):  12.8

	
	

	MAIL ORDER

RATIONALE:
	Unavailable at Retail or through Dealers:

• Price

• Line range and depth
• Customer service

	PRODUCT DOMAIN:
	Full line of office supplies, data processing related supplies, office equipment and furniture

	
	
	

	CHARACTERISTICS

	· Low product margin

· Upward pressure on fulfillment standards

· Price competition

· Full line of office stationery, forms, writing, storage, filing, binding equipment, furniture, office electronic equipment and computer accessories and supplies

· Price and sales oriented because of lack of proprietary products

	LEADING BUSINESSES ($5 MILLION +SALES)

	· Office Depot
	· Fidelity Products Co.
	· Gordon’s

	· Quill Corp.
	· C.M. Evans Office Supplies
	· A & W Office Supply & Design

	· Staples Direct
	· Smith Office Equipment Co.
	· Wooster Office Equipment

	· Viking Office Products
	· Penny Wise Office Products
	· Joseph F. Turner & Co.

	· Reliable Corp.
	· Monroe Stationers & Printers
	· Matt Parrott & Sons

	· OfficeMax
	· Grayarc
	· Iroquois Products

	· Global Office Products
	· Catalog Stationers
	· Robert James Co.

	· Idea Art
	· Empire Office Supplies
	· W.J. Saunders

	· Corporate Express
	· Xerox Office Supplies Catalog
	· Garvey’s Office Plus

	· Randolph Office Supply
	· King Office Supply
	· Ashland Office Supply

	· Amsterdam Printing
	· S.P. Richards
	· Kroll Office Supplies

	· Great North American
	· All American Supply
	· Thrifty Office Supply


BUSINESS SUPPLIES

	SEGMENT:
Business Supplies
	SUB-SEGMENT:
Computer Software

	1998 SALES

($MILLION):
3,200
	NO. OF

BUSINESSES:  270+
	AVERAGE SALES PER

BUSINESS ($MILLION):  11.9-

	MAIL ORDER

RATIONALE:
	Unavailable through Retail, Dealers or Personal Selling:

• Price


• Product information

• Customer service

• Software specialties

	PRODUCT DOMAIN:
	Systems, programming, applications, specialties software

	

	CHARACTERISTICS

	· Small business market                                          

· Price discounting or specialty orientation

· Space, telemarketing oriented

· Specialty retail store competition

· High order sizes, low product margin

	LEADING BUSINESSES ($5 MILLION+ SALES)

	· Micro Warehouse
	· IMSI 
	(  Borland

	· Programmer’s Paradise
	· Quarterdeck
	· Educalc

	· Unicent Technologies
	· Corporate Systems Center
	· Buttonware

	· USA Flex
	· SPSS Inc.
	· Fontbank

	· Corel
	· Tax Software For Professionals
	· Xtras, Inc.

	· Symantec Corp.
	· Computer Dynamics Sales
	· Aztec Computer Systems

	· Tech Squared
	· Mercury Communications
	· Gibson Research

	· CDG Systems
	· Serif
	· Computer Plus

	· Compu-D International
	· Software For Entrepreneurs
	· Server Technology

	· Tiger Direct
	· Software Source
	· Wilcox Learning Products

	· Tech Squared
	· Design Systems & Sales
	· Columbus Micro Systems

	· Software Developers Co.
	· Programmer’s Supershop
	· Scan Source

	· ABS Computer Technologies
	· Boxlight Corp.
	· Ace Software

	· Letraset USA
	· PC Universe
	· Precision Type

	· Cybermedia
	· ASM International Software Catalog
	· Funk Software

	· Micro Logic Corp.
	· Computer Express
	· Tec Direct

	· Bottom Line
	· Image Club Graphics
	· Gemini Grafix Software

	· Vektron International
	· Mathsoft
	· Lotus Publishing

	(  Metacreations
	· Olduvai
	· Working Software

	(  Bit Software
	(  Alysis Software Publishing
	· Provantage Corp.

	(  UniDirect
	
	


BUSINESS SUPPLIES

	SEGMENT:
Business Supplies
	SUB-SEGMENT:
Business Specialties:




Libraries & Schools

	1998 SALES

($MILLION):
2,590
	NO. OF 

BUSINESSES:  240
	AVERAGE SALES PER

BUSINESS ($MILLION):  10.8

	
	

	MAIL ORDER

RATIONALE:
	Unavailable through retail, Dealers or Personal Selling:

• Line range and depth
• Line specialties

	PRODUCT DOMAIN:
	Library technology and school curriculum and administrative equipment and supplies

	
	
	

	CHARACTERISTICS

	· Curriculum enhancement and educational motivation specialties

· Institutional stationery

· Institutional filing and storage specialties

· Institutional supply specialties

· Recreational institutional specialties

· Difficulties in developing institutional databases

· Reduced institutional budgets

· Institutional ordering seasonality

	LEADING BUSINESSES ($5 MILLION+ SALES)

	· Scholastic Books
	· Flaghouse
	· School Tech

	· School Specialty Supply
	· Sportime International
	· Social Studies School Service

	· Beckley-Cardy Group
	· Ward’s Natural Science Establishment
	· Cambridge Educational

	· Scott Foresman (Addison Wesley Longman)
	· Fas-Track Computer Products
	· Association For Supervision & Curriculum Development

	· Sport Supply Group
	· School Supply Pak
	· Good Apple

	· Gaylord Brothers
	· Childcraft Educational Corp.
	· Gopher Sport

	· J.L. Hammett Co.
	· Sunburst Communications
	· Perfection Learning

	· Carolina Biological Supply
	· HumanWare
	· Education Access

	· Educational Resources
	· MECC
	· Hawkeye Science Educational

	· Peterson’s 
	· J.R. Holcomb & Co.
	· Information Unlimited

	· Highsmith Co.
	· Delta International
	· Computer Curriculum Corp.

	· Demco
	· Curriculum Associates
	· Edmark Corp.

	· Cuisenaire Co. Of America
	· Flinn Scientific
	· Education Matters

	· Re-Print Corp.
	· LinguiSystems
	· Library Store

	· Win Craft
	· Guidance Associates
	· Super Duper

	· Lakeshore Curriculum Materials
	· University Products
	· Troll Associates


 BUSINESS SUPPLIES

	SEGMENT:
Business Supplies
	SUB-SEGMENT:
Data-Processing Oriented

	1998 SALES

($MILLION):
1,580
	NO. OF

BUSINESSES:  60
	AVERAGE SALES PER

BUSINESS ($MILLION):  26.3

	
	

	MAIL ORDER

RATIONALE:
	Unavailable at Retail or through Dealers:

• Price

• Line range or depth

• Trade brand names

	PRODUCT DOMAIN:
	Support, maintenance, replacement supplies and equipment for data processing and systems installations

	
	
	

	CHARACTERISTICS

	· Computer Accessories

· Media

· Paper

· Magnetic

· Storage/Filing Equipment System Supplies
	· Computer Hardware (DEC, IBM, Apple)

· Captive market for manufacturers for installed base

· High order size

· Global marketing potential

· Home office markets

	LEADING BUSINESSES ($5MILLION + SALES)

	· Global Computer Supplies
	· Marketing Unlimited Computer Supplies
	· Gaan Computer Supplies

	· Richard Young Products
	· Computer Mail Order
	· Quantel

	· INMAC
	· Misco
	· Catalog Rimi

	· MEI/Micro Center
	· Lyben Computer Supplies
	· Premier Metal Products

	· Computer Express
	· Action Computer Supplies
	· Tri-State

	· Visible Computer Supply Corp.
	· Dartek
	· Best Computer Supplies

	· Computer Town
	· UNISYS Direct
	· Laser Label Technologies

	· Uarco
	· Wright Line Direct
	


BUSINESS SUPPLIES

	SEGMENT:
Business Supplies
	SUB-SEGMENT:
Office Furniture

	1998 SALES

($MILLION):
900
	NO. OF

BUSINESSES:  40
	AVERAGE SALES PER

BUSINESS ($MILLION):  22.5

	
	

	MAIL ORDER

RATIONALE:
	Unavailable through Retail, Dealers or Personal Selling:

• Price

• Line range and depth

	PRODUCT DOMAIN:
	Institutional, office or computer installation storage and personal furniture

	
	
	

	CHARACTERISTICS

	· Institutional, educational, religious, and small business markets

· Low end discount-oriented merchandising

· Expansion into computer work-station market

· High order sizes, low product margins

	LEADING BUSINESSES ($5MILLION + SALES)

	·   UNICOR
	· Jacobs Gardner Supply Co.
	· Century Storage Systems

	· Kewaunee Scientific Corp.
	· J.D. Dryer Manufacturing
	· W.A. Charnstrom

	· National Business Furniture
	· Frank Eastern Co.
	· Mobile-Tronics

	· ATD American Co.
	· Business & Institutional Furniture
	· Dallas Midwest

	· Alfax Manufacturing Corp.
	· Adirondack Direct
	


BUSINESS SUPPLIES

	SEGMENT:
Business Supplies
	SUB-SEGMENT:
Business Forms:  Full Line

	1998 SALES

($MILLION): 
820
	NO. OF

BUSINESSES:  20
	AVERAGE SALES PER

BUSINESS ($MILLION):  41.0

	
	

	MAIL ORDER

RATIONALE:
	Unavailable through Retail, Dealers or Personal Selling:

• Line range and depth
• Line specialties
• Customization

	PRODUCT DOMAIN:
	Standard and customized computer and non-computer forms

	
	
	

	CHARACTERISTICS

	· Standardized functional stationery

· Increasing EDP manufacturer competition in 

· Continuous and non-continuous forms continuous stock computer forms

· Stationery specialties


· Small job market for small businesses

	LEADING BUSINESSES ($5MILLION+SALES)

	·  Safeguard Business Systems
	· McBee Systems
	· BWP Products

	· Deluxe Computer Forms
	· Drawing Board
	· Jaco Printing

	· New England Business Service
	· Moore Business Solutions Direct
	· Stationery House

	· Rapidforms
	
	


BUSINESS SUPPLIES

	SEGMENT:
Business Supplies
	SUB-SEGMENT:  Office Advertising Specialties/Gifts

	1998 SALES

($MILLION):
610
	NO. OF

BUSINESSES:  250
	AVERAGE SALES PER

BUSINESS ($MILLION): 2.4

	
	

	MAIL ORDER

RATIONALE:
	Unavailable through Dealers or Personal Selling:

• Price

• Customization
• Line range and depth

	PRODUCT DOMAIN:
	Advertising gifts to customers and visible public, recognition awards and executive gifts

	
	
	

	CHARACTERISTICS

	· Functional, low price, message-bearing specialties

· Monogrammed specialties

· Gift electronics

· Home and office decorative accessories in

· Personal accessories crystal, porcelain, and metal

	LEADING BUSINESSES ($5MILLION+SALES)

	· Nelson Marketing
	· Prudent Publishing
	· Curtis Rand Industries

	· Brookhollow
	· Great Events
	· Dismar

	· Schmidt-Cannon.
	· Best Impressions
	· Olympia Sales

	· Litho-Krome Co.
	· K-Products
	· Hodges Badge Co.

	· Promotional Slideguide Corp.
	· Promotional Greeting Cards
	· Kogle Cards

	· National Pen Corp.
	· Abbott Co.
	· Edible Advertising

	· Century 21 Promotions
	· Thayer Advertising
	· Perrygraf

	· Union Pen & Pencil Co.
	· Sales Guides
	· Swingster Co.

	· Promo Mart
	· Crestline Co.
	


BUSINESS SUPPLIES
	SEGMENT:
Business Supplies
	SUB-SEGMENT:
Art/Drafting/Printing Supplies/Audio-Video/Display/Printing Equipment

	1998 SALES

($MILLION):
530
	NO. OF

BUSINESSES:  180
	AVERAGE SALES PER

BUSINESS ($MILLION):  2.9

	
	

	MAIL ORDER

RATIONALE:
	Line specialties unavailable through retail, dealers or personal selling

	PRODUCT DOMAIN:
	Business arts graphic and printing equipment and supplies

	
	
	

	CHARACTERISTICS

	· Technical specialties for art and drafting departments

· Printing hardware, accessories and supplies

	LEADING BUSINESSES ($5 MILLION+ SALES)

	· CDG Systems
	· Alvin & Co.
	· Badge-A-Minit

	· Seton Name Plate
	· Badger Air-Brush Co.
	· Hearlihy & Co.

	· PhotoDisc
	· T/Maker Clickart
	· Visualon

	· Charrette Corp.
	· Dick Blick Company
	· Paasche AirbrushCo.

	· Schwaab
	· Multiplex Display Fixture Co.
	· Utrecht Art &Drafting Supply

	· Publisher’s Paradise
	· Westlight Stock Photography
	(  Totem Graphics

	· PrePress Direct
	· ArtMaker
	(  Artgrafix

	· A.L. Friedman
	· Publisher’s Toolbox
	· Flax Artist Materials

	· W.W. Holes Manufacturing
	
	


BUSINESS SUPPLIES
	SEGMENT:
Business Supplies
	SUB-SEGMENT:
Office Equipment Specialties:




Appliances/ Machines/Filing and Storage

	1998 SALES

($MILLION):
520
	NO. OF

BUSINESSES:  110
	AVERAGE SALES PER

BUSINESS ($MILLION):  4.7

	
	

	MAIL ORDER

RATIONALE:
	Unavailable through Retail, Dealers or Personal Selling:

• Price

• Special offers
• New Technology

	PRODUCT DOMAIN:
	Non-computer office equipment specialties

	
	
	

	CHARACTERISTICS

	· Equipment Coverage

· Office Electronics

· Accounting hardware

· Binding equipment

· Filing and storage equipment

· Merchandising

· Price orientation for unspecialized lines

· Specialty positioning with proprietary product availability



	LEADING BUSINESSES ($5MILLION+ SALES)

	· Hello Direct
	· Cellular Works
	· Wholesale Educational Suppliers

	· U.S.I. Inc.
	· B & H Photo-Video-Pro-Audio
	· National Audio Visual Display

	· Calumet Photographic
	· 800-Batteries
	· Allied Business Machines

	· Monarch Marking Systems
	· Mission Service Supply
	· Fiberbilt Cases


BUSINESS SUPPLIES

	SEGMENT:
Business Supplies
	SUB-SEGMENT:  Stationery Specialties:  Non-Professional

	1998 SALES

($MILLION):
510
	NO. OF

BUSINESSES:  90
	AVERAGE SALES PER

BUSINESS ($MILLION):  5.7

	
	

	MAIL ORDER

RATIONALE:
	Unavailable through Retail, Dealers or Personal Selling:

• Price

• Line range and depth
• Specialties

	PRODUCT DOMAIN:
	Plastic and paper office specialties and general office equipment not specific to a trade, occupation or profession

	
	
	

	CHARACTERISTICS

	· Paper-based office and executive accessories specialties

· Diary accessories

· Binding supplies

· Storage supplies

· Label supplies

· Mature, competitive market

	LEADING BUSINESSES ($5MILLION +SALES)

	· Paper Direct
	· Baldwin Cooke
	· Information Products Co.

	· Hanover Wholesale
	· Vulcan Binder & Cover
	· Lancer Label

	· Indus-Posables
	· Information Products Co.
	· Paper Access

	· Myron Manufacturing Co.
	· Lancer Label
	· On Paper


BUSINESS SUPPLIES

	SEGMENT:
Business Supplies
	SUB-SEGMENT:
Stationery/Equipment Specialties:




Professional

	1998 SALES

($MILLION):
490
	NO. OF

BUSINESSES:  70
	AVERAGE SALES PER

BUSINESS ($MILLION): 7.0

	
	

	MAIL ORDER

RATIONALE:
	Unavailable through Retail, Dealers or Personal Selling:

• Line range and depth
• Specialties

	PRODUCT DOMAIN:
	Products and supplies specific to a profession or white collar occupation or management function

	
	
	

	CHARACTERISTICS

	· Technical products or equipment for a profession or technical field

· Acounting

· Legal

· Training

· Medical

· Sales

· Computer systems displacement of mechanical specialties

· Narrow market niches

	LEADING BUSINESSES ($5 MILLION+ SALES)

	· Colwell Systems
	· CUNA Supply
	· Sycom

	· G. Neil Companies
	· Delivery Concepts
	· DNA

	· Histacount Corporation
	· NCR Direct
	· Semantodontics

	· Russell & Miller
	· United Ad Label
	· American Postal Supply

	· Medical Arts Press
	· Blumberg Excelsior
	· Delmart Co.

	· Krames Communications
	· HR Direct
	(   V.W. Eimicke Associates


BUSINESS SUPPLIES

	SEGMENT:
Business Supplies
	SUB-SEGMENT:
Office Specialties: Scheduling,




Recordkeeping Systems

	1998 SALES

($MILLION):
470
	NO. OF

BUSINESSES:  20
	AVERAGE SALES PER

BUSINESS ($MILLION):  23.5

	
	

	MAIL ORDER

RATIONALE:
	Unavailable through Retail, Dealers or Personal Selling:

• Made for mail order products

	PRODUCT DOMAIN:
	Non-computer display time and resources project scheduling equipment

	
	
	

	CHARACTERISTICS

	· Office, project, and production control devices and equipment

· Increased technological competition from computer software

	LEADING BUSINESSES ($5 MILLION+ SALES)

	· Day-Timers
	· Abbot Office Systems
	· Magna Visual

	· Franklin Quest Co.
	· Magna Plan Corp.
	· Executive Gallery


	Generic Industry

Generic Industry (cont.)


	
	· Increased automation of businesses of all sizes and growth of demand for systems related office products

· Increasing entry of business supplies and equipment manufacturers into mail order and retail or wholesale distribution

· U.S. personal computer hardware market at $100B-$120B

· U.S. personal computer software market at $10B+

· Acceleration of direct to buyers personal computer sales with problem of rapidly depreciating value and need for speed-up of inventory turns

· U.S. Office Supplies market at $215B, Office Products Direct component at $60B (direct sales to corporations through sales representatives), superstores at $50B

· Loss of demarcation in office supplies market among direct marketers, retailers, contract suppliers

· Diversification of direct marketers into computer supplies, advertising specialties, janitorial supplies

· Estimated 6% share of mail order in office supplies market

· Explosive growth of office supplies superstore "deep discounting" competition

· 1,500 office superstores account for 20% of office supplies  (OfficeMax, Office Depot, Staples with 10%) market with $15B in sales

· Businesses with 100+ employees traditionally served by contract stationers with commissioned sales force soliciting orders from purchasing departments; industry fragmented with six largest contract stationers only accounting for 25% of market:

Boise Cascade
$2.0B

Corporate Express
$1.6B

BT Office Products
$1.1B

U.S. Office Products
$0.7B

· Acquisition expansion by Boise Cascade in U.S. (Reliable) and in European office supplies market

· Overall computer after-market size at $20B with mail order at 7.5%-10% share

· U.S. printed products market for small businesses at $11B

· Top 10 manufacturers account for 76% of Business Forms market

· U.S. non-electronic paper forms market declining 3-5% per year, electronic forms growing at 40-50% per year

· Small business market for forms - $11B, increasingly computerized, demand increasing for short funds, full color printing

· Increased market preference for individualized -- rather than standardized format forms

· Change in early 1990s from continuous check printing to laser printing

(   Business forms industry competition:

· 30,000 local job shop printers

· 20,000 retail stationery stores

· 10-15 mail order companies

· School Market:  Grade school curriculum market at $2B, K-6 market for instructional materials in language arts and science at $1B

· School supplies market, kindergarten through 12th grade, at $3B

· Corporate incentives and gift industry at $22B, $12B in merchandise, $10B in travel, with increased market entry by consumer direct marketers (L.L. Bean, Eddie Bauer, Omaha Steaks and Lillian Vernon)

· Stock photography market at $500 million

· Home office market with explosive growth, 41 million consumers, $25B+ in spending

· Computer fax market at $400 million

· U.S. Office furniture market at $9.5B

· $2B institutional sporting goods market

· U.S. government market at $500B in food and services

· Artists' materials market drastically diminished by advent of desktop graphics technology

· Desktop telephony market at $6.5B in 1997, growing at 25%/year

	
	
	

	Ownership
	
	Private—39%    Public‑‑57%    Government—4%

(Percentage base excludes computer hardware and software)

	
	
	

	
	
	Conglomerate Ownership
· AEA Investors:  Rand McNally Business Supplies Division

· Applied Power Inc.:  Wright Line Direct

· Bemrose Ltd.:  Nelson Marketing

· Dick Blick Co.:  Dick Blick Co.

· Boise Cascade:  Fidelity Products Co., Reliable Corp.

· Borland:  Borland

· W.H. Brady:  Seton Name Plate

· CRT Associates:  Nurses Station

· CUNA Mutual Insurance Society:  CUNA Supply

· Calumet International:  Calumet Photographic

· Compaq:  Compaq, DEC Direct

· Cornerstone Direct:  Caddylak Systems

· Deluxe Corp.: Delmart Co., Deluxe Computer Forms

· Ebsco Industries: Vulcan Binder & Cover

· Executive Greetings Group: Baldwin Cooke, Brookhollow, Drawing Board, Grayarc, HR Direct

· Fortune Brands:  Day-Timers

· Genesis Direct:  Sportime International

                           Conglomerate Ownership (Cont.)

· Global DirectMail Corp: Global Computer Supplies, Global Office Products, Midwest Microperipherals, Misco, Tiger Direct

· Hallmark Cards: Litho-Krome Co.

· Heritage Partners:  Twentiety Century Plastics

· Hewlett-Packard: Hewlett-Packard Direct Marketing Division

· IBM Corp:  IBM Mainframe Direct

· Interfab: Educalc Corp.

· Jacobs Gardner:  Jacobs Gardner Supply Co., Penny Wise Office Products

· Lakeshore Curriculum Materials: Lakeshore Curriculum Materials

· Malcolm Group:  Best Impressions

· Matsushita Electric Industrial Co.:  Panasonic Co.

· Micro Warehouse: INMAC, Micro Warehouse, U.S.A. Flex

· Moore Corp. Ltd.: Moore Business Solutions Direct

· NCR Corp.: NCR Direct

· National Business Furniture: Alfax Manufacturing Corp., Dallas Midwest, Factory Direct Furniture, National Business Furniture, Office Furniture Centers

· National Geographic Society: National Geographic Society Educational Services Catalog

· New England Business Service: Accountants Supply House, Education Matters, Histacount Corp., McBee Systems, National Clothier Supply, New England Business Service, Russell & Miller, Sycom

· Dan Newman Co.: Hanover Wholesale, Indus-Posables, Promotional Greeting Cards

· Office Depot:  Office Depot, Viking Office Products

· OfficeMax: OfficeMax

· Packard Bell:  Zenith Data Systems Direct

· Patterson Dental: Colwell Systems

· Pitney Bowes: Monarch Marking Systems

· Scholastic Corp.: Scholastic Books

· Staples: Quill Corp., Staples Direct

· Sun Microsystems: Sun Microsystems

· Taylor Corp.: Amsterdam Printing, Business Book, Paper Direct, Stationery House, Thayer Advertising

· Troll Associates:  Troll Associates

· UNISYS: UNISYS Direct

· U.S. Government: UNICOR-Federal Business Industries

· U.S. Office Products:  Beckley-Cardy Group, Childcraft Education Corp., Re-Print Corp., School Specialty Supply

· Unisource Direct: On Paper

· Viacom:  Computer Curriculum Corp.

                                Conglomerate Ownership (Cont.)

· Wallace Computer Services: Visible Computer Supply Corp.

· Xerox: Xerox Office Supplies Catalog



	Market Segmentation
	
	· Small businesses

· Professional markets with special needs

· Business gift and incentive market

· Business beyond the range of dealer, sales force coverage

· Supplies after‑market for office, word processing and computer systems

· Re‑order markets after account establishment by sales force

	
	
	

	Merchandising
	
	· General Office Supplies: Price, variety, customer service orientation

· Specialized Office Supplies: Proprietary, or specialty products and systems unavailable elsewhere

· Professional Products: Proprietary or specialized products for professional or business needs

	
	
	

	Customer Sourcing
	
	· Compiled list catalog and solo mailings and sourcing in business oriented card decks

	
	
	

	Customer Base Marketing
	
	· Catalog publishing and special promotional mailings

	
	
	

	Seasonality
	
	· Year round activity with emphasis on early Winter and Fall for business/financial products

	
	
	

	Operations
	
	· Stationery, forms and proprietary product design and manufacturing

· Automation of order processing and fulfillment

· Reliance on direct mail for both prospecting and merchandise marketing

	
	
	

	Problems
	
	· Retail office supplies super-store competition

· Product presentation costs for Full Office Supplies line

· Secretarial gate-keeping

· Shortening lifetime of new products before competitive copying

· Minimum vendor loyalty for commodity products

· Decision-maker identification accessibility

· Price negotiation

	
	
	

	Opportunities

Opportunities (cont.)
	
	· Consumerization of promotional presentation

· Diversification of product categories beyond primary category

· Explosive growth of home office market

· Consumerization of business workplace

· Supplies after-market for new high tech systems

· Global marketing - expansion into Western and Eastern Europe

· Distribution center reorganization

· Decentralization of business offices

· Automation of small businesses

· Inflation of personal selling costs as impetus for shift to direct marketing

· Increasing affordability of PCs, modems and CD ROM drives

· Electronic and automated ordering, proprietary on-line networks

· Bottom line imperatives to streamline costs

· High price products and frequent high volume orders

· Lead generation productivity and enriched information

· Trackability of response

	
	
	

	Trends
	
	· Diversification of full line business supplies into ergonomic furniture and safety supplies

· Increasing consumerization of promotional merchandising and customer service methods

· Buying incentives

· Consumer catalog type presentations

· Inbound and outbound telemarketing

· Improved fulfillment standards

· Explosive growth of IBM clone mail order personal computer hardware marketers

· Dell Computer

· Rapid growth , then recent slowdown, in mail order Data Processing Oriented Business Supplies:

· Entry of systems manufacturers

· Expansion of computer manufacturers into direct marketing of computer hardware - DEC, IBM, Apple

	Trends (cont.)
	
	· Diversification of full line business supplies into ergonomic furniture and safety supplies

· Increasing consumerization of promotional merchandising and customer service methods

· Buying incentives

· Consumer catalog type presentations

· Inbound and outbound telemarketing

· Improved fulfillment standards

· Explosive growth of IBM clone mail order personal computer hardware marketers

· Dell Computer

· Rapid growth, then recent slowdown, in mail order Data Processing Oriented Business Supplies:

· Entry of systems manufacturers

· Expansion of computer manufacturers into direct marketing of computer hardware - DEC, IBM, Apple

· Diversification of Full Line Business Forms and Office Products suppliers

· Increasing competition from discount retail stores and office supply catalogs

· Shift to service and delivery competition as products become commodities, and price competition intensifies

· Uneven growth in Full Line Business Supplies

· Increased automation and sophistication of telemarketing, fulfillment, customer service, establishment of regional distribution centers to facilitate fast delivery

· Increased price competition from rapidly growing off-price office product superstore chains

· Adoption of mail order merchandising by superstore chains

· Shift to foreign expansion

· Viking and Reliable in Europe

	Trends (cont.)
	
	· Viking and Reliable in Europe

· Estimated 2-3B Business-To-Business catalog circulation per year

· Firms targeting buyers with smaller, more specialized catalogs:

· Fidelity and Lab Safety - Environmental catalogs

· MISCO - Data Communications

· INMAC - MacIntosh, Networking, Workstation catalogs

· Quill, Viking, Reliable - Computer Supply and Furniture catalogs

· Rapid acquisition program by Taylor Corp., disposition program by Deluxe Corp.

· Expanded growth of mail order corporate gift market led by L.L. Bean, Eddie Bauer, Tiffany, Ross-Simons and Omaha Steaks

· 1996 Segment Events

· Taylor Corp. acquires Amsterdam Printing & Litho, Stationery House from American Pad & Paper

· Patterson Dental acquires Colwell from Deluxe Corp.

· Micro Warehouse acquires INMAC Corp.

· Chase Venture/Partners acquires Medical Arts Press

· AT&T spins off NCR

· Staples acquires Office Depot

· New  England Business Service spins off One-Write Plus

· Franklin Quest Co. acquires Premier Agendas Inc.


· Programmer's Paradise acquires Programmer's Super Shop

· U.S. Office Products acquires Re-Print Corp. and School Specialty Inc.

· Broderbund Software acquires T-Maker from Deluxe Corp.

· Corporate Express acquires Richard Young Journal

· Corel acquires WordPerfect Corp. from Novell

· R.R. Donnelley puts Stream International on block

· Deluxe Corp. puts Deluxe Direct on block

· Global DirectMail’s first public offer

· Hello Direct’s first public offer

· Programmer’s Paradise’s first public offer

· 1997 Segment Events:

· U.S. Office Products acquires Childcraft’s Educational Division from Walt Disney Co

· Legacy Software acquires Educorp from Hariston Corp.

· Micro Warehouse acquires Online Interactive

· K-III Communications offers Kramer Publications for sale

· Deluxe Corp. offers Paper Direct for sale

· 1998 Business Events:

· Compaq acquires Digital Equpiment Corp.

· Microsoft acquires Hotmail Corp.

· New England Business Service acquires McBee Systems

· Heritage Partners acquires G. Neil Companies

· Taylor Corp. acquires PaperDirect from Deluxe

· Staples acquires Quill

· New England Business Service acquires Rapidforms from CSS Industries

· Office Depot acquires Viking Office Products




Business Services
1998 Business Services Sales
Segment Size:
No. Of Mail Order Businesses:
670+

Mail Order $Sales ($Million):
13,000

Average Sales Per Business ($Million)  
19.4-

	
	Mail Order Sales ($Million)
	No. of Businesses
	% of Sales

	
	
	
	

	Communications
	6,890
	20+
	53

	
	
	
	

	Information
	30.0
	500+
	23

	
	
	
	

	Air Freight
	2,100
	20+
	16

	
	
	
	

	Mailing List Service
	600
	100+
	5

	
	
	
	

	Trade Business Publication Subscriptions
	400
	30+
	3

	
	
	
	

	TOTAL
	13,000
	670+
	100


5 Leading Businesses






Sales

Name of Business
Sub-Segment
($Million)
AT&T
Communications
Communications
1,970.0

MCI Telecommunications
Communications
1,720.0

Federal Express
Air Freight
940.0

Sprint Communications
Communications
860.0

United Parcel Service of America
Air Freight

500.0

BUSINESS SERVICES

	SEGMENT:
Business Services
	SUB-SEGMENT:
Communications

	1998 SALES

($MILLION):
6,890
	NO. OF

BUSINESSES:  20+
	AVERAGE SALES PER

BUSINESS ($MILLION): 344.5-

	
	

	MAIL ORDER

RATIONALE:
	To small businesses market by direct mail, telemarketing, space or broadcast media:

• Price

• Special offers
• Enrollment convenience

	PRODUCT/SERVICE DOMAIN:
	Long distance telecommunications and related services

	
	
	

	CHARACTERISTICS

	· Inbound and outbound high volume toll call network services

	LEADING BUSINESSES ($5 MILLION+ SALES)

	· AT&T Communications
	· Sprint Communications
	· Tel-Save

	· MCI Telecommunications Corp.
	· WorldCom
	


BUSINESS SERVICES

	SEGMENT:
Business Services
	SUB-SEGMENT:
Information

	1998 SALES

($MILLION):
3,010
	NO. OF

BUSINESSES:  500+
	AVERAGE SALES PER

BUSINESS ($MILLION): 6.0-

	MAIL ORDER

RATIONALE:
	To small businesses market by direct mail, telemarketing, space electronic or broadcast media:

• Made for mail order
product
• Price

• Special offers

• Ordering convenience

	PRODUCT/SERVICE DOMAIN:
	All varieties of business trade, technical, scientific, institutional, commercial and training information products and services

	CHARACTERISTICS

	· Government regulated advisory and accounting and legal information updating

· Business and personal financial advisory services

· Media information updating services

· Newsletters

· Systems development educationware

· Venture Programming

· Seminar, career development, training programs

	LEADING BUSINESSES ($5 MILLION+ SALES)

	· McGraw-Hill Information Services
	· Knowles Publishing
	· American Media

	· Commerce Clearing House
	· Clement Communications
	· Berman Associates

	· Prentice Hall Direct
	· Conference Board
	· Lippincott-Raven Publishers

	· American Management Association
	· FIND/SVP
	· Thompson Publishing Group

	· Sylvan Learning Systems
	· Lakewood Publications
	· Bureau Of National Affairs

	· Panel Publishers/Aspen Publishers
	· Training Source
	· Industrial Information Resources

	· Padgett-Thompson
	· Physician’s Desk Reference
	((  Alexander Hamilton Institute

	· Economics Press
	· Maverick Communications
	(  Lebhar Friedman

	· Business & Legal Reports
	· National Fire Protection Association
	· Pritchett & Associates

	· Thomas Register
	· Entrepreneur Magazine Small Business Development Catalog
	· Bureau For Employee Education

	· Dun & Bradstreet Business Education Services
	· International Research & Evaluation
	(  Bottom Line Audio & Video             Tape

	· Dearborn Financial Publishers
	· National Seminars Group
	(  Bureau of Business Practice

	· Canter & Associates
	· Tools For Business Success
	(  Print’s Graphic Design Book            Store

	· Video Arts
	· Mercury Communications
	(  INC. Video & Books

	· 
	· Jupiter Communications
	(  Jist Works


BUSINESS SERVICES

	SEGMENT:
Business Services
	SUB-SEGMENT:
Air Freight

	1998 SALES

($MILLION):
2,100
	NO. OF

BUSINESSES:  20+
	AVERAGE SALES PER

BUSINESS ($MILLION):  105.0-

	
	

	MAIL ORDER

RATIONALE:
	To small businesses market by direct mail, telemarketing, space or broadcast media:

• Price

• Special offer

• Ordering convenience

	PRODUCT/SERVICE DOMAIN:
	Overnight business delivery service

	
	
	

	CHARACTERISTICS

	· Overnight business package delivery services

	LEADING BUSINESSES ($5MILLION+ SALES)

	· Federal Express
	· Airborne Freight
	· United States Postal Service

	· United Parcel Service of America
	
	


BUSINESS SERVICES

	SEGMENT:
Business Services
	SUB-SEGMENT:
Mailing List Services

	1998 SALES 

($MILLION):
600
	NO. OF

BUSINESSES:  100+
	AVERAGE SALES FOR

BUSINESS ($MILLION):  6.0-

	
	

	MAIL ORDER

RATIONALE:
	To small businesses market by direct mail or space:

• Ordering convenience

• Special offers

	PRODUCT/SERVICE DOMAIN:
	Business to business mailing list rental and purchase products and services

	
	

	CHARACTERISTICS

	· Mailing list rental services

	LEADING BUSINESSES ($5MILLION+ SALES)

	N/A



	SEGMENT:
Business Services
	SUB-SEGMENT:
Trade Business Publication Subscriptions

	1998 SALES

($MILLION):
400
	NO. OF

BUSINESSES:  30+
	AVERAGE SALES FOR

BUSINESS ($MILLION): 13.3-

	
	

	MAIL ORDER

RATIONALE:
	To small businesses by direct mail or space:

• Niche Marketing

• Subscription basis

• Unique occupational/professional supplier marketplace

	PRODUCT/SERVICE DOMAIN:
	Universe of specialty and professional trade publications

	
	
	

	CHARACTERISTICS

	· Technical and trade magazine subscriptions



	LEADING BUSINESSES ($5MILLION+ SALES)

	· Reed Business Publishing
	(  CMP
	(  American Institute of CPA’s

	· Crain Communications
	(  McGraw-Hill
	(  Cahners

	· Massachusetts Medical Society
	(  VNU
	(  American Chemical Society

	· American Bar Association
	(  Goldhirsch
	(  Chronicle Of Higher Education

	· Harvard Business Review
	(  American Medical Association
	


(Remember, this information should be used as a base to build from. For current direct marketing statistics please refer to these titles: The Direct Marketing Statistical Fact Book the Direct Marketing Response Rate Study the Catalog Age 150 the Consumer Directory of Mail Order Catalogs and the Business to Business Directory of Mail Order Catalogs.)
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