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 ABOUT THIS SERIES 

This paper is part of TurningPoint Systems’ Industry Guide series. For operational 
transformation guides, see our four-part Growth Playbook series. For the psychology of 
process change, see The Adoption Mindset. For family business succession, see The Family 



Business Technology Blueprint. Together, these resources provide the most comprehensive 
content library in convenience wholesale distribution. 
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Introduction: The Number You Need to Know 

If you run a small wholesale distribution business, there is one number that should change how 

you think about every operational decision you make: 67.9%. 

That is the percentage of wholesale trade businesses started in 2013 that were gone by 2023, 

according to the Bureau of Labor Statistics. Not 20%. Not 40%. Nearly seven out of ten. That 

makes wholesale distribution the third-worst sector in America for long-term survival, trailing 

only mining and information technology. 

This paper is not about selling you software. It is about presenting the data—from the Bureau of 

Labor Statistics, McKinsey, the National Association of Wholesaler-Distributors, PwC, Gartner, 

and dozens of other sources—so you can make an informed decision about your own operation. 

The numbers tell a clear story: for small distributors operating on 4% margins in a consolidating 

industry, the cost of staying on manual systems is not stagnation. It is a predictable trajectory 

toward failure. 

The numbers also tell a hopeful story. Distributors who invest even modestly in operational 

technology achieve 2–3x higher profitability, cut order-processing costs by up to 85%, and 

retain nearly three times more customers than those stuck on paper-based processes. The 

technology is not the obstacle. The decision to act is the obstacle. 

Every claim in this paper is cited. Every statistic is sourced. You can verify any number in the 

Sources section at the end. This is not a marketing document built on estimates. It is a data 

document built on evidence. 
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1. The Survival Data 

The Bureau of Labor Statistics tracks every business in America from birth to closure through its 

Business Employment Dynamics program. The 2024 data release covers businesses started in 

2013 and followed through 2023—a full decade of outcomes. Wholesale trade is one of the 

worst-performing sectors in the country. 

67.9% Wholesale trade 10-year failure rate (BLS 2024) 

 

32.1% Survival rate — third-worst sector in American business 

 

40% Estimated survival rate for small distributors past year five 

 

The only sectors with worse survival rates are mining/oil-and-gas (24.5% survival) and 

information technology (29.1%). Even the all-industry average of 34.7% outperforms wholesale 

distribution. For smaller operations specifically—the under-$10M, 1–3 location family 

businesses that make up the majority of convenience wholesale distributors—the picture 

worsens further. 

What Actually Kills New Distributors 

The causes of failure cluster around operational deficiencies that technology directly addresses. 

Industry research identifies six recurring killers: 

Poor cash flow management is cited by 82% of failed businesses as a contributing factor. 

When your accounts receivable is tracked in a spreadsheet, when aging reports require manual 

compilation, and when credit limits exist only in someone’s memory, cash flow problems are not 

a risk—they are a certainty. 

Inadequate inventory control compounds the cash problem. Average inventory accuracy 

across all businesses is just 83%, with 58% of businesses operating below 80% accuracy. For a 

distributor carrying $3 million in inventory, that level of inaccuracy means $510,000 or more in 

stock that is either missing, miscounted, or misplaced. 

Compliance failures end tobacco distributors outright. MSA data is monitored closely and 

analyzed against the supply chain. A distributor found reporting inaccurate data risks losing 

purchasing status—effectively ending their ability to buy product from major manufacturers. 

FDA violations carry penalties up to $21,348 per violation. PACT Act violations can mean 

imprisonment. 
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Inability to scale operations creates a ceiling that manual processes enforce. Every order 

taken by phone, every pick list printed on paper, every invoice processed by hand is a ceiling on 

how many customers your team can serve before something breaks. 

 THE MARGIN REALITY 

In an industry operating on 4–7% EBITDA margins, the difference between mediocre and 
strong performance is just two percentage points of gross margin. Any operational inefficiency 
that shaves a point off your margin is not a nuisance—it is a threat to your survival. The data 
shows that elite distributors achieve 8–12% operating margins while the average sits 
at 4%. That gap is not talent. It is systems. 

 

Consolidation Is Accelerating the Pressure 

While small distributors debate whether to modernize, larger competitors are consolidating the 

industry beneath them. McKinsey found that 27% of large distributors have acquired another 

company since 2008, with average acquisition size increasing 35%. The top 50 distributors now 

control 25% of total industry revenue—and that share grows with every acquisition cycle. 

In the first five months of 2025, more than sixty M&A deals totaling over five billion dollars 

surged into wholesale distribution—a record pace driven partly by private equity targeting 

family businesses struggling with succession. As one industry analyst put it: owners of small 

distributors increasingly are looking for somebody to buy their business to afford them enough 

proceeds to retire. It is their retirement fund. 

That is not a growth strategy. That is an exit driven by exhaustion. 
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2. The Daily Bleed 

The survival statistics describe what happens at the end. This section describes what happens 

every day—the slow, steady drain of money, time, and margin that manual operations impose on 

a distribution business. Most operators feel this drain intuitively. The data quantifies it. 

Order Processing: The 6x Premium 

Manual order processing—taking orders by phone, re-entering them into a system, printing pick 

lists, manually invoicing—costs $30–$60 per order. Automated order processing through an 

integrated ERP with customer self-service ordering costs $5–$10 per order. That is a 6–12x 

premium for doing the same work by hand. 

For a distributor processing 200 orders per week, the difference between manual and 

automated order processing is $208,000–$520,000 per year. That is not a rounding error. That 

is a warehouse manager’s salary—or three—disappearing into a process that technology solved 

years ago. 

Picking Errors: The Invisible $300,000 

Manual data entry produces error rates of 1–4%. Barcode-scanning and automated systems 

achieve accuracy of 99.96% or better—error rates below 0.04%. For a mid-size distributor 

processing 10,000 transactions per month, a 4% error rate at $50 per correction generates 

$240,000 in annual waste. At the individual order level, each B2B order error costs $150–$300 

to resolve for pick/ship mistakes. 

1 in 50 Error rate with paper-based picking (industry standard) 

 

1 in 10,000 Error rate with RF scan verification (measured result) 

 

$150–$300 Average cost to resolve a single B2B order error 

 

Pricing Errors: 10% of Your Gross Profit 

Pricing mistakes affect 8–12% of distributor transactions, delivering an average 1.8% direct hit 

to gross margin. For a wholesale distributor with typical markups of 15–20%, that 1.8% hit 

means nearly one-tenth of gross profit vanishes to preventable errors. For a $5 million 

distributor, that is $54,000 per year in margin destruction—before factoring in disputes, credit 

memos, and relationship damage. 

The Compound Effect 
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None of these costs exist in isolation. The distributor paying the order-processing premium is 

also absorbing the picking errors, the pricing mistakes, the compliance labor, and the inventory 

inaccuracy—simultaneously. They stack. A $5 million distributor running entirely manual 

operations is bleeding $400,000–$800,000 per year in identifiable, preventable waste. That is 

8–16% of revenue disappearing before you even consider growth. 

 THE DAILY BLEED CALCULATOR 

The daily bleed for a $5M manual distributor: 

Order processing premium: $400–$1,000/day 

Picking error rework: $200–$600/day 

Pricing errors and credits: $150–$210/day 

Compliance labor (MSA, tax): $75–$150/day 

Inventory shrinkage: $100–$300/day 

Total: $925–$2,260 per day in preventable waste. 

That is $240,000–$587,000 per year. On a 4% margin, recovering even half of that waste 
doubles your operating profit. 
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3. Your Customers Are Already Changing 

While small distributors debate whether to adopt digital ordering, their retail customers have 

already changed how they expect to buy. The data on B2B buyer expectations is decisive—and it 

is reshaping which distributors win and which lose accounts. 

83% B2B buyers now prefer ordering through e-commerce (Gartner) 

 

84% Say self-service tools are critical when choosing a vendor (Contentful) 

 

73% B2B buyers are Millennials or Gen Z (Forrester) 

 

89% vs 33% Customer retention: omnichannel vs. single-channel distributors 

 

That last number deserves emphasis. Companies with strong omnichannel strategies—meaning 

customers can order online, through a mobile app, by phone, or through a sales rep and get a 

consistent experience—retain 89% of their customers. Companies without retain 33%. That is a 

nearly threefold retention advantage for a capability that most small distributors still do not 

offer. 

Two-thirds of B2B buyers now expect personalized experiences comparable to consumer e-

commerce. And 95% are willing to purchase without interacting with a salesperson at all. For 

distributors still taking orders exclusively by phone and text message, every one of these 

statistics represents a customer who is ready to leave for a competitor who makes ordering 

easier. 

The National Competitors Are Not Standing Still 

Amazon Business has grown from $1 billion in 2016 to an estimated $50+ billion in annual run-

rate by 2025, surpassing 8 million customers. It can reach 93% of U.S. customers in one day. In 

the convenience channel, McLane Company generates $52.6 billion in annual revenue and 

operates 80 distribution centers serving 110,000 locations—backed by partnerships with 

Google, Microsoft, and Oracle. Performance Food Group, after acquiring Core-Mark for $2.5 

billion, serves approximately 50,000 convenience locations through 37–39 distribution centers 

with cloud-based analytics. 

A small regional distributor cannot match these companies on price, reach, or technology 

infrastructure. But they can match—and exceed—on relationships, specialization, and service 

quality. That advantage only holds if the basic operational expectations are met: accurate orders, 
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digital ordering, real-time inventory, and responsive service. Fail on the basics, and the 

relationship advantage erodes. 
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4. The Compliance Burden That Only Gets Heavier 

For tobacco and convenience wholesale distributors, the regulatory environment is uniquely 

punishing—and it is expanding, not contracting. A single distributor must simultaneously 

manage federal excise tax ($1.01 per pack), state excise taxes (ranging from $0.17 in Virginia to 

$7.42 in Washington, D.C.), weekly MSA/MULTICAT electronic reporting, PACT Act monthly 

registration and reporting, FDA tobacco regulations, state product directory compliance, and 

recordkeeping requirements spanning four or more years. 

Every one of these obligations carries consequences for failure: 

$21,348 Maximum FDA penalty per violation 

 

3 years Maximum imprisonment for PACT Act violations 

 

400+ U.S. jurisdictions with flavored tobacco restrictions 

 

$0 Value of your tobacco business if you lose purchasing status 

 

The MSA compliance burden deserves particular attention. MSA data is monitored closely and 

analyzed against the supply chain. A distributor found reporting inaccurate data can lose 

purchasing status—the ability to buy product from major manufacturers. That is not a fine you 

can absorb. That is the end of your tobacco business. 

Small operators without automation face this burden with spreadsheets, manual data entry, and 

hours of weekly labor. One formatting error in an MSA report, one missed state filing deadline, 

one inaccurate excise tax calculation—and the consequences range from fines to loss of 

livelihood. The compliance burden does not scale down for small businesses. A distributor doing 

$5 million faces the same reporting requirements as one doing $50 million. The difference is 

that the $50 million operation has systems to handle it. 

*For a comprehensive analysis of tobacco compliance requirements and how automation eliminates 

manual reporting, see The Compliance Minefield in our Industry Guide series.* 
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5. The Succession Number 

If the daily bleed does not motivate action, the succession number might. Technology 

modernization directly affects what your business is worth—whether you intend to sell it, pass it 

to your children, or simply want to know what you have built. 

$14 trillion Privately held businesses transitioning ownership this decade (EPI) 

 

20–40% 
Valuation discount for manual/undocumented operations (M&A 
advisors) 

 

3–5% EBITDA increase from digital technology adoption (McKinsey) 

 

42% Higher exit valuations for digitally mature assets (Bain) 

 

M&A advisors state it plainly: when systems are manual or inconsistent, buyers discount the 

valuation to compensate for perceived risk. They recommend investing in technology 12–18 

months before a sale to allow full implementation, data validation, and measurable results. 

Cloud transformation raises valuation by 20–40%, while a technological modernization backlog 

lowers multiples by 1–3 times. 

For family distributors not planning to sell, the same math applies to estate value and successor 

readiness. Roughly 30% of family businesses survive to the second generation, 12% to the third, 

and 3% to the fourth. The cause is not financial or legal—it is the absence of systems that outlive 

the founder. A business that runs on tribal knowledge—where pricing rules, customer 

preferences, and operational procedures exist only in the founder’s memory—is not transferable. 

It is a job with inventory. 

The generational technology divide makes this urgent. PwC’s NextGen survey found that 36% of 

next-generation family members see institutional resistance to change as the primary barrier in 

their businesses, while 65% of family businesses overall cite technological advancement as their 

top growth priority. The gap between what the next generation sees as necessary and what the 

current generation sees as safe is the succession crisis in miniature. 

*For a deep exploration of how family distributors navigate modernization while preserving their 

legacy, see The Family Business Technology Blueprint. For the psychology of changing established 

processes, see The Adoption Mindset. Both are available in our Industry Guide series.* 
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6. What the Evidence Says About Distributors Who Act 

The data on failure and cost is sobering. The data on what happens when distributors invest in 

technology is the counterpoint—and it is equally clear. 

Return on Investment 

ERP implementations deliver an average ROI of 150–300% with payback periods of one to three 

years. Cloud ERP deployments specifically return 4x the ROI of on-premise systems and recover 

costs 2.5x faster. Specific distribution benefits documented across industry research include: 

10–25% 
Inventory reduction (freeing $300K–$750K for a $3M inventory 
operation) 

 

10–20% Labor productivity improvement 

 

30–50% Reduction in manual tasks 

 

80–85% 
Reduction in order processing costs (from $30–$60 to $5–$10 per 
order) 

 

Implementation Success Rates 

A January 2023 survey of 1,500 SMB retailers, manufacturers, and distributors found that 

businesses using a software implementation partner achieved an 85% success rate versus 

67% for self-implementation. The top three failure causes—inadequate change 

management, poor data migration, and inexperienced teams—are entirely preventable with the 

right partner. Industry-specific ERP solutions further improve outcomes: organizations using 

industry-specific systems are 32% more likely to integrate successfully with existing operations, 

and 84% report achieving expected compliance benefits. 

The High-Adoption Advantage 

The U.S. Chamber of Commerce’s longitudinal data provides the clearest evidence linking 

technology adoption to business outcomes: 

 U.S. CHAMBER OF COMMERCE: TECHNOLOGY AND BUSINESS OUTCOMES 

Among small businesses classified as high adoption (using 6+ technology platforms): 

89% saw sales growth 

88% experienced profit growth 
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80% saw employment growth 

Among low adoption businesses (0–1 platforms): 

69% saw sales growth 

70% experienced profit growth 

72% saw employment growth 

The gap is 15–20 percentage points across every metric. High-adoption businesses are not just 
more likely to grow—they are dramatically more likely to grow. 

 

McKinsey reinforces this at the enterprise level: organizations with high-performing IT 

capabilities deliver up to 35% higher revenue growth and 10% higher profit margins. SMBs 

committed to organization-wide digital transformation experience 2.1x cost reduction and 1.9x 

better customer relationships compared to selective adopters. 

The data does not support the idea that small distributors can “wait and see.” The gap between 

operators who invest and those who do not widens every year—in profitability, in customer 

retention, in competitive positioning, and in business valuation. 
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7. Your 30-Day Self-Audit 

The data in this paper is industry-level. The decision you make is business-level. This framework 

helps you translate the industry statistics into your own numbers—because your numbers are 

the ones that matter. 

Week 1: Count the Errors 

For five consecutive business days, track every picking error, every pricing dispute, every credit 

memo, and every customer complaint. Do not estimate. Count. Write down the product, the 

customer, the cause, and the resolution time. At the end of the week, multiply the count by your 

average cost per error ($100–$300 depending on your operation). Multiply by 52. That is your 

annual error cost. 

Week 2: Time the Manual Work 

For five business days, have every person on your team track how they spend their time in 30-

minute blocks. How many hours go to manual order entry? How many to compliance reporting? 

How many to phone-based customer service that a self-service portal would eliminate? How 

many to inventory counting that scan verification would automate? Convert hours to dollars 

using your loaded labor rate. Multiply by 52. That is your annual manual labor premium. 

Week 3: Measure the Invisible Costs 

Pull your AR aging report. How much revenue is sitting in 60+ day receivables that a system 

with automatic aging alerts and credit limit enforcement would have flagged at 30 days? Pull 

your inventory report. What percentage of your stock has not moved in 90 days? What is that 

dead inventory worth in tied-up cash? How many after-hours orders are you missing because 

customers cannot order outside business hours? 

Week 4: Add It Up 

Combine weeks 1–3 into a single number. That is your annual cost of manual operations. 

Compare it to the annual cost of an integrated distribution system—including implementation, 

training, and ongoing subscription. In nearly every case, the technology pays for itself within the 

first year from error reduction alone. The productivity gains, the compliance automation, the 

customer retention improvement, and the valuation uplift are additional return on the same 

investment. 

 THE HONEST TEST 

Do not take our word for it. Run the numbers yourself. The self-audit framework above uses 
your data, your costs, and your operation. If the numbers say you are fine, you are fine. If they 
say what they have said for every distributor who has ever completed this exercise—that 
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manual operations are costing multiples of what a modern system costs—then the decision is 
not whether to modernize. It is when. 
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Conclusion: The Data Is Clear 

The evidence assembled in this paper points to a single conclusion: for small convenience 

wholesale distributors operating on 4% margins in a consolidating industry, the cost of staying 

on manual systems is not a stable state. It is a predictable trajectory toward failure. 

67.9% of wholesale businesses fail within a decade. The primary causes are operational. The 

solutions are available. Cloud ERP delivers 4x the ROI of legacy systems with payback in under 

two years. Automated order processing cuts costs by 80–85% per transaction. Scan-verified 

picking reduces errors from 4% to 0.04%. And distributors who invest in technology retain 

nearly three times more customers than those who do not. 

The data also tells a story about timing. M&A advisors recommend modernizing 12–18 months 

before a transition event. Implementation partners achieve 85% success rates versus 67% for 

self-implementations. And the daily bleed—$925 to $2,260 per day in preventable waste for a 

$5 million operation—means that every month of delay costs real money. 

This paper presented the data. The 30-Day Self-Audit gives you a framework to verify it against 

your own operation. The decision is yours. 

 

 

 

Ready to See Your Own Numbers? 

Try our ROI Calculator for an instant estimate based on your operation’s size. 

Or schedule a 30-minute operational review. We will walk through the numbers together. 

 

turningpointsystems.com/assessment  |  (978) 880-2900 
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TurningPoint Systems Resource Library 

This paper is part of TurningPoint Systems’ growing library of resources for convenience 

wholesale distributors. Each guide stands alone, but together they provide the most 

comprehensive resource library in the industry. 

 

Industry Guides 

THE DATA CASE FOR MODERNIZATION (This Paper) 

Why the numbers say small wholesale distributors cannot afford to stay on manual systems. Industry 
survival data, the daily bleed calculator, digital buyer expectations, compliance economics, succession 
valuation impact, and a 30-day self-audit framework. 

THE ADOPTION MINDSET 

Why the most successful distributors don’t bring their old processes to new technology. The psychology of 
process change, cultural dynamics, and how peer proof breaks through when vendor pitches cannot. 

THE FAMILY BUSINESS TECHNOLOGY BLUEPRINT 

How to modernize your family distribution business without losing what made it great. The three-
generation curse, how family distributors make technology decisions, and a 90-day readiness roadmap. 

THE COMPLIANCE MINEFIELD 

Navigating regulatory hurdles in wholesale distribution. MSA reporting, state tax compliance, and 
manufacturer requirements—and how the right systems turn compliance from a burden into a 
competitive advantage. 

FROM ZERO TO SCALE 

The complete guide for new and early-stage convenience wholesale distributors. The decisions, systems, 
and milestones that separate distributors who scale from those who stall. 

THE TRUE COST OF MANUAL OPERATIONS 

CFO-grade financial analysis of what manual processes actually cost your business. Five hidden cost 
categories, a daily bleed calculator, three distributor case studies, and a 30-day self-audit framework. 

 

The Growth Playbook Series 

A four-part operational transformation series backed by industry research, real customer data, 

and nearly five decades of distribution expertise. 

PART 1: THE GROWTH DECISION 

The foundational case for strategic technology investment. Survival data, operational failures, the 
succession crisis, and the five decisions that separate growing distributors from stagnating ones. 

PART 2: THE ROAD TO RF EFFICIENCY 

The back-of-house transformation guide. How paper picking bleeds margins, how RF scanning delivers 
2–3x productivity gains with 12–15% payroll reduction. 

PART 3: TURN YOUR APP INTO A SALES WEAPON 

The front-of-house growth engine. How your mobile app is a competitive weapon, the hidden revenue 
unlock from product discovery, and how to achieve 90%+ customer adoption. 

PART 4: CHOOSING THE RIGHT ERP 
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The buyer’s guide for distributors evaluating ERP platforms. What to look for, what to avoid, and how to 
make a decision that fits your operation. 

 

Together, these ten resources cover the complete territory: industry data and context (Industry 

Guides), operational transformation (Growth Playbook Parts 1–4), and the mindset that makes 

transformation stick (The Adoption Mindset). The fastest-growing distributors in our network 

use them all. 
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Sources & Data Attribution 

Every statistic in this paper is drawn from published research. Sources are listed below for 

verification. 

Bureau of Labor Statistics (2024). Business Employment Dynamics — Wholesale Trade Survival Rates. 10-year 
tracking, businesses started 2013 through 2023. 

CB Insights. Post-Mortem Analysis of Business Failures. Cash flow as contributing factor (82%). 

McKinsey & Company. B2B Pulse Survey; Digital Transformation EBITDA Impact; Omnichannel Commerce 
Research; Distribution M&A Analysis. 

NAW / SPARXiQ. Distribution Performance Benchmarks. Profit margin and operational performance data. 

Gartner (2024–2025). B2B Digital Commerce Survey; ERP Implementation Failure Rates. 

PwC (2023–2025). U.S. Family Business Survey; Global Family Business Survey, 11th edition; NextGen Survey. 

Nucleus Research. Cloud ERP ROI Analysis. 4x ROI of cloud vs. on-premise systems. 

Panorama Consulting (2024–2025). ERP Failure Analysis; Industry-Specific ERP Success Rates. 

StackPlan / Coachbar (2023). SMB Technology Implementation Success Rate Study. 1,500 businesses 
surveyed. 

U.S. Chamber of Commerce (2024). Small Business Technology Adoption Survey. High vs. low adoption 
outcomes. 

Techaisle. Worldwide SMB Digital Transformation Survey. 3,600+ SMBs surveyed. 

Contentful (2025). B2B Buyer Preferences Survey. 900+ decision-makers. 

Vistex / Modern Distribution Management. Pricing error rates in wholesale distribution (8–12% of 
transactions). 

OPEX Corporation. Barcode scanning accuracy benchmarks vs. manual picking. 

Netstock (2025). Inventory Accuracy and Stockout Impact Report. 

MHI (2025). Annual Industry Report. Warehouse automation adoption data. 

Descartes (2024). Supply Chain Labor Shortage Survey. 76% reporting notable shortages. 

NACS / NIQ TDLinx (2026). U.S. Convenience Store Count: 151,975 stores; $837.4B total sales. 

IBISWorld. Cigarette and Tobacco Wholesaling Industry Outlook. 

Distribution Strategy Group (2025). Wholesale Distribution M&A Report. PitchBook data. 

Exit Planning Institute (2023). $14 trillion family business transition estimate. 

SCORE. Family business retirement and successor identification survey. 

Ward, J.L. (1987). Keeping the Family Business Healthy. 30/12/3 generational survival framework. 

Bain Capital. Digitally mature asset valuation premium analysis (42% higher exit valuations). 

PCE Companies. M&A valuation impact of technology modernization in distribution. 

Mercer. Health benefit cost trends for small businesses (9% annual increase). 

MIT (2022). Immigrant Entrepreneurship Rates. 80% more likely to start businesses. 

FDA (2024). Tobacco Enforcement Actions and Penalty Schedule. 

ATF / PACT Act. Registration requirements and penalty schedule. 
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About TurningPoint Systems 

TurningPoint Systems has been serving convenience wholesale distributors since 1978. Founded 

as a family business by Elery LeBlanc and Gene Beers, TPS has grown alongside the distributors 

it serves—evolving from a regional software provider into a strategic technology partner serving 

family-owned distribution operations across the United States. 

Our QwikPoint ERP platform is purpose-built for the unique needs of distributors who serve 

convenience stores, providing integrated solutions for inventory management, RF warehouse 

operations, web and mobile ordering, route accounting, compliance and tax reporting, and 

financial management. QwikPoint is the only ERP platform designed exclusively for 

convenience wholesale distribution—we do not serve other industries, because we believe deep 

specialization produces better outcomes than broad generalization. 

Our customers include family-owned distributors across the United States who trust QwikPoint 

to power their operations and drive growth. From single-location startups to multi-state 

operations serving thousands of retail accounts, we meet distributors where they are and help 

them get where they want to go. 

 

 

 

Website: turningpointsystems.com 

ROI Calculator: turningpointsystems.com/assessment 

Demo: turningpointsystems.com/demo 
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