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Why marketing co-op funds go unclaimed
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• How to work with suppliers more effectively

• Using co-op in light of COVID-19 crisis

• Tracking co-op funds
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What percentage of available co-op funds for YOUR 
distributorship do you think you use?
❑ 0%

❑ 1-25%

❑ 26-50%

❑ 51-75%

❑ 76-100%

Poll Question



Rivet|MRO Overview 

Marketing services firm focusing exclusively on independent 
distributors

Strategy & planning services

• Branding & Positioning Strategies

• Market Segmentation Analysis

• Acquisition Modeling

• Determining Customer Lifetime Value

Creative services

• Video

• Brochures & Catalogs

• PR

• Sales Promotions

• Promotional Products

• Websites

• Social Media

Co|optimizer 

Distributor Social

https://rivetmro.com/analytical-services
https://rivetmro.com/mro-marketing
https://rivetmro.com/coop-maximizer
https://youtu.be/Dmc9AlijCFY


Overview

Helping independent distributors find and claim 
more co-op funds

We do all the work

• Research

• Planning

• Execution

• Paperwork

You get great marketing work at no cost to you!

Entirely supplier-funded…no net cost to the 
distributor

The smart way to grow your business…without investment!

Make more. 

Spend nothing.

https://youtu.be/8DTQrX6M_g8
https://rivetmro.com/coop-easy
https://rivetmro.com/spotlight


Co|optimizer Customers

Independent distributors

Revenues ranging from $6 million 
to $200 million

Managing dozens of projects 
simultaneously

Business built through referrals

Focused on businesses just like yours.



Memberships/Affiliations



More than $70 billion in co-op funds 
offered every year by US manufacturers a

Between $14 billion and $35 billion in 
marketing co-op dollars from US 
manufacturers go unclaimed every year a

Only 42% of businesses that qualify for 
co-op funds take advantage of them b

Sources: a Media Post/Local Search Association, b Manta/Local Search Association

How Much Money Are You 
Leaving on the Table?



How Much Money Are You 
Leaving on the Table?

../Distributor Co-op Calculator.xlsx
https://rivetmro.com/calculator


Okay, NOW what percentage of available co-op funds for 
YOUR distributorship do you use?
❑ 0%

❑ 1-25%

❑ 26-50%

❑ 51-75%

❑ 76-100%

Poll Question



Distributor unaware of opportunity

Confusing rules

Inconsistent procedures

Manufacturer brand compliance issues

Cumbersome claims process

Paperwork

Distributor time & resource limitations

Ability to execute

Why Co-op Funds 
Go Unclaimed



What’s your biggest challenge/frustration with claiming co-op?
❑ Unaware of opportunity

❑ Confusing rules

❑ Inconsistent procedures

❑ Cumbersome claims process/Paperwork

❑ Time & resource limitations

Poll Question



“You miss 100% 
of the shots you 
don’t take.”

-Wayne Gretzky



The Impact of $30,000 in Co-op Funds

The average independent distributor:
• Has a 23% gross profit margin

• Nets a 3% after-tax profit

That means you need to make a 
$1,000,000 sales to earn $30,000 to 
spend on marketing 

How much time and how many resources 
would you put toward a slam-dunk 
million-dollar sale?





How does your distributorship use co-op funds? (Check all that apply.)

❑ Promotional Items

❑ Sales promotions

❑ Videos

❑Catalogs & Brochures

❑ Sales spiffs

Poll Question



Richards Supply & JET Air Tools

Step-to-the-sale sales promotion

Get free giveaway with JET Air Tools quote

Designed, wrote, printed simple flyer

Low budget=low production value

Sellers distributed printed flyer

Targeted email

Results: Richards DOUBLED JET orders!



Richards Supply & Ames

Targeted giveaway—cooling headband

Timely—summertime promo

Free headband with Ames purchase

Web banner, counter ad and email

Results: 11% increase in Ames orders!



Co-mingled co-op funds 

Easily updated

Links to eCommerce & supplier videos

Saturated with keywords—SEO boost

Versatile—multiple channel uses:
• Field sales calls

• End-user desktop/tablet

• Social Media

• Website

• Email marketing

Richards Supply Clickable Safety Catalog

https://drive.google.com/file/d/1j_FkVOlMWZyJKihkeZhgL9BdzgXXRu0B/view?usp=sharing


Annual project—customers request them

Co-mingled co-op funds with rotating positions by month

Personalized with sellers’ names & contact info

Ties into AHB color scheme and frequent US flag use

AHB Desk Pad Calendar



Flexible usage of video
• Website

• Social Media

• Email

• Field sales

Higher view-to-completion rate

Shorter perceived view times

AHB & Seco Videos

Videos are SEO boost
• Filled with keywords

• Double-indexed

• Higher Google priority, the more video you have

Instant Videos

• Cost-effective way to get more video



A&M/ITW Pro Brands Disinfecting & Sanitizing 
Video & Brochure

https://drive.google.com/file/d/1Bx60iAs_ZycQN3hWIfnT0C4RpkN__vFU/view


Long-term Baseball Sales Promotion

../../Inactive Customers/S. L. Fusco/Baseball Promo/SLFusco_GrandSlam_Broch_F.pdf


Q&A

Tim Rasmussen
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Send us your questions via webinar chat function.



Questions

How do you make sure you get all the co-op funds you’ve earned?

How do you use co-op marketing funds to grow your business?

Do you get input from the sales team on how to use co-op funds?

How do you involve manufacturers in the co-op planning process?

When do you start the co-op planning process?

How will your uses of co-op funds change in light of the COVID-19 crisis?

How do you track and measure co-op program results? And how do you 
use them to justify future co-op claims?



Wrapping Things Up: 10.5 Tips to Help You 
Maximize Your Co-op Marketing
1. Keep track of your manufacturer contacts.

2. Make sure your sales team has a voice in the process.

3. Ask your suppliers for co-op program details and save them in a file.

4. Involve the manufacturer in the planning process…early in the year.

5. Just because suppliers don’t have a formal co-op program, that doesn’t 
mean they don’t have co-op dollars available.

6. Be prepared to demonstrate how you drive & track co-op program 
results.

7. Demonstrate how you will apply your co-op support to strategic 
initiatives that are in alignment with the supplier’s key focus(es).

8. Develop an overarching marketing positioning strategy—and support it 
with your co-op funds.

9. Ask about Market Development Funds (MDF).

10. Don’t let internal resources drive your co-op planning strategy.

10.5 Commit to the plan… Test, measure, refine model.

https://rivetmro.com/blog/stop-throwing-money-away-105-tips-to-help-you-maximize-your-co-op-marketing


“Even if you’re on 
the right track, 
you’ll get run 
over if you just sit 
there.”

-Will Rogers



The earlier you start, the more we can find for you

Contact us today!

tim@rivetMRO.com

636-385-5123

www.RivetMRO.com

https://www.linkedin.com/company/rivet-mro

https://twitter.com/RivetMRO

There’s still time to claim the 
2020 Funds You’ve Earned!

Tim Rasmussen

Founder, 

Rivet|MRO

Make more. Spend nothing.

mailto:tim@rivetMRO.com
http://www.rivetmro.com/
https://www.linkedin.com/company/rivet-mro
https://twitter.com/RivetMRO

