








for independent retailers to remain competitive. 
It also makes it possible for paint manufacturers 
to interact with the group as a whole at dif!erent 
events during the year, providing an additional 
route for effective two-way communication," 
Koerber says. 

Different retailers elect to target different mar­
kets. Some prefer to work with national paint manu­
facturers, while others offer boutique products from 
smaller or regional producers with a focus on spe­
cialty and niche markets. The choices are narrow­
ing, though, according to Koerber. "We have chosen 
the first option, and have aligned ourselves with 
Benjamin Moore because we feel they are a com­
pany we can easily do business with and who we 
want to have as a trading partner." He adds that his 
relationship with the leadership at Benjamin Moore 
is very strong and definitely a two-way interaction. 

Designers and others in the home and commer­
cial decor community are also playing an increasing 
role. "Many architects and professional contractors 

are increasing their interactions with design profes­
sionals, and we expect this triangulated approach 
to achieving 'surface protection and color decora­
tion' will continue to grow," notes Zimmer. 

Clearly, the continued development of the 
architectural coatings market is integrally linked 
to the interactions between the various members 
of the supply chain. Underlying those interactions 
are both tangible and intangible drivers. Product 
quality and performance are a must. Having good 
products is not enough, though. "Business is built 
on relationships. At the end of the day, you need to 
understand your customer, whoever that may be, 
and have an established rapport with them in or­
der to provide the products that meet their needs 
and expectations," observes Koerber. "Future suc­
cess depends on a foundation of happy customers, 
but more importantly on how we are doing busi­
ness today and our plans for doing business tomor­
row. And all three are based on developing strong 
relationships," he concludes. G 
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Order your free 
Dow Corning additives kit today 1.888.280.9828 

ADChemicalsSamples@ashland.com 

Start with the right tools for the job. 
Tackle today's challenges and enhance tomorrow's formulation. 

For the very best in paint and coatings additives, look no further than Ashland Distribution. 

With trusted manufacturers like Dow Corning, you can be confident Ashland has the right additives 
and dedicated technical and sales support to meet your needs with the very latest in 

• foam control

• slip and mar

• wetting and leveling

gloss

• adhesion promotion

• pigment dispersion

• texturing

• water repellency

Ashland is a North American distributor of Dow Corning products. 

To reach our Customer Service organization please call 1.800.531.7106 option 3. 

DOW CORNING 
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