In the quest for profits and market share, some companies lose their identity. Arrow is different. We’re building one.

For a time we were company with a lot of separate moving parts that meant different things to different people. Now, thanks to several meaningful initiatives that I’ll discuss in a moment, we’re becoming more cohesive. We’re helping each other sell. We’re sharing information. We’re talking. We’re working together. We’re showing the courage to change and the commitment to translate that change into success, both professionally and personally.

Now that Arrow NACP and the rest of the company have closed the books on the third quarter, it’s time to look ahead. I can’t tell the future, but I can tell we’re headed toward it with a stronger, more confident company than even a year ago. When you look under the hood here you see a company doing a lot of things right.

The Performance Leadership initiative is already providing specific and meaningful plans for increased revenues and greater return on working capital. If you’re still on the sidelines with PL, get ready – we’ll be sending you in. 

Our No Boundaries initiative is a great example of how Arrow is becoming one company. No Boundaries is enabling us to share information on accounts – and more. It gives us a process of discovery, a synergistic way to multiply the effect of our sales people’s efforts. By helping each other we are also helping ourselves to more businesses. It also means that from the outside looking in, customers get the idea that they are interacting with one company.

Additionally, the new training program tailored to OCS and ECS sales employees will bring us logical training paths, standard course offerings and more direct links between skill development and business strategy. It was based on a detailed training needs analysis that found us wanting, and we are addressing those needs – directly and, I might add, with courage and honesty. We have great sales and training skills in this company. Now we’re formalizing ways to make sure more people can acquire them more quickly, by establishing common sales processes.

The Information Support Services initiative is another good example of our “oneness.” Once it’s fully deployed it will give our customers the kind of data-exchange capabilities that will immediately make them more agile. When we give our customers a competitive advantage, we derive a competitive advantage as well – and ISS will do just that. Internally it’s already making us more agile: OCS is using it quite successfully to track leads. 

This is all part of our commitment to develop a culture of Continuous Process Improvement (CPI), driving service excellence. With traditional routes to growth and profitability improvement less effective, CPI is nothing short of vital.

Something else that’s improving on a companywide basis is the way we talk with each other. We’re creating an internal communications plan that drives tangible business outcomes. This will consist in part of a quarterly newsletter and town hall meetings. See you there.

I’d like to end this by saying that while growth and change are not always easy, they beat sitting still. We tried that, and it wasn’t working for us. We’re moving forward now, and that is working. There’s nothing better than being able to deliver an uplifting view of the future during the holiday season, and that’s what it’s looking like to me. Let’s keep it up. Let’s get to the top, and once we get there, let’s enjoy the view.

Happy holidays,

Mike Long
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