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Supply chain pressures have 
polarized relationships. 

Organizations aren’t 
managing their relationships 

with legally binding 
agreements or contracts. 

Distributors and 
manufacturers face 

significant misalignment.  
 

Alignment is polarized

Distributors report...
•  The least amount of communication
•  The greatest amount of friction

Communication  
breakdowns
Most businesses report reviewing  
objectives on an annual basis, which  
means they’re likely only reviewing  
their objectives when their contracts  
are up for renewal—but only 22.5%  
of respondents overall use their  
contracts as a way to align on  
trading objectives.

Alignment indicates  
brighter futures

Only 8% of buying groups and distributors  
manage all their relationships with contracts. 

About half of all manufacturers manage 50%  
or fewer of their relationships via contracts. 

Retailers only manage 33% of their  
relationships via contracts.

About 50% of 
respondents 

told us they’re 
“mostly” aligned 

with their  
trading partners. 

Only 9.8% of 
distributors 

report that they’re 
always aligned 

with their  
trading partners. 

47.5% of 
distributors report 

sometimes, 
rarely or never 

aligning with  
their partners!

40%
of distributors and 
buying groups told 

us their trading 
relationships have 

improved in the face 
of mounting supply 

chain pressures.

Only 25%
of retailers believe 
their relationships 

have grown stronger 
in the face of supply 

chain pressures. 

33%
of manufacturers 

told us their 
relationships have 
either remained 

stagnant or grown 
weaker.
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How often do your trading 
agreements align your objectives 

with those of your partners? 

How often do you review 
objectives with your  

trading partners? 

Distributors feel least aligned 
with their trading partners. 

Read the full report

When alignment between trading partners is good, then 76% of the time 
the relationship became stronger even during difficult circumstances!
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https://enable.com/reports/overcoming-the-misalignment-driving-friction-between-supply-chain-partners

