COBA

Beyond Unit Cost: How Logistics, Technology,
Innovation and Reliability Drive Real Value in 2026

How smarter supply chains, trusted data and partnerships with
integrity outperform buying directly from manufacturers.

Executive Summary

In 2026, the true cost of a product extends far beyond its unit price. As global
supply chains become more complex and competitive pressure intensifies,
organisations are increasingly exposed to the hidden risks of price-led sourcing,
from supply disruption and compliance uncertainty to poor data, operational
friction and margin erosion.

This paper examines why logistics capability, technology infrastructure, innovation
and supply chain reliability have become the defining drivers of real value in B2B
distribution. While low-cost imports continue to flood the market, they often
introduce fragility rather than resilience, shifting risk and responsibility onto
distributors and their customers.

Drawing on real-world supply chain experience, the paper explores how strong
logistics foundations, trusted product data, digital decision-support tools and
end-to-end service capability enable distributors to sell with confidence, protect
margins and build long-term customer trust. It also outlines how partnerships
rooted in integrity, rather than transactional price competition, deliver measurable
commercial advantage.

Finally, the paper positions COBA as a complete service partner, supporting
distributors from understanding application requirements through product
development, testing and approval, stockholding, delivery and installation. In a
market crowded with alternatives, the ability to deliver certainty, consistency and

compliance at scale is what separates sustainable growth from short-term gain.
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1. The 2026 Context: Why Cheaper Imports Are Flooding the Market

Several macro-economic forces are converging to reshape global trade flows.
Ongoing US—-China trade pressures are redirecting export volumes into Europe,
while excess manufacturing capacity continues to seek alternative routes to market.
At the same time, aggressive price competition is intensifying as manufacturers
pursue volume in a tightening global economy.

Distributors are under increasing pressure to protect margins, leading to a surge
in low-cost products positioned as “like-for-like” alternatives. On the surface, the
proposition is compelling.

However, price parity is not value parity, and the difference becomes apparent
once these products enter real-world supply chains.

2. The Hidden Pain Points of Cheaper Imports

2.1 Supply chain fragility
Low-cost imports often rely on long, inflexible shipping routes, single-source
manufacturing and limited in-market stockholding. In many cases, this is
compounded using inferior materials or production shortcuts designed to
reduce cost rather than ensure consistency.

The result is extended lead times, unpredictable availability and increased
exposure to port delays, customs issues and geopolitical disruption. When
supply falters, customers do not blame distant factories, they blame the
distributor standing in front of them.

2.2 Unpredictable quality and compliance risk
Price-led imports frequently introduce variation in materials, tolerances and .‘
performance. Certification may be unclear, incomplete or inconsistently
applied. For safety-critical products, this creates genuine commercial and
reputational risk, including non-compliance with South African standards,
increased failure rates in use, and exposure to liability and claims.

These risks are particularly acute in regulated environments such as
electrical safety, where full testing, traceability and documented compliance
are non-negotiable. Crucially, the true cost of failure is never reflected in the
unit price.
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2.3 Limited product data slows sales
In 2026, product data is no longer a “nice to have”, it is fundamental to
selling. Many low-cost suppliers provide minimal specifications, poorly
structured information and generic descriptions that are unfit for modern
digital commerce or specification-led selling.

This lack of clarity creates friction across distributor websites, tender
submissions and sales conversations. Poor data undermines confidence,
slows decision-making and ultimately restricts growth.

2.4 No operational support after the sale
Cheaper imports are typically transactional. There is little or no local
warehousing, no customisation capability and no technical or operational
support once the product has shipped. When problems arise, distributors
absorb the cost, time and customer dissatisfaction alone. =SS
Easily upload
3. Why Logistics Will Win in 2026 products to your
Logistics is no longer a backend function; it is a commercial differentiator. B O =0

ASK US ABOUT OUR PIM

COBA'’s logistics infrastructure is designed to protect distributor performance and
reduce operational risk. South African stockholding ensure consistent availability
while mitigating storage, cashflow and obsolescence risks for distributors.

Fast, reliable order fulfilment supports realistic lead-time commitments, while
multi-carrier shipping options allow distributors to meet increasingly demanding
customer expectations.

Equally important is what happens when things don’t go to plan. Returns
processing, stock management and responsive support protect customer
relationships rather than simply chasing margin. COBA’s custom-cut matting
capability, delivered with rapid turnaround, provides a further competitive edge
that low-cost import routes cannot replicate.

The outcome is simple: distributors can promise less, deliver more, and scale
with confidence.
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4. Why Technology Will Outperform Price
Winning distributors in 2026 will not simply sell products, they will sell certainty.

COBA’s technology ecosystem is built to support this shift. Rich, structured
product data underpins every interaction, from onboarding to conversion.
Clear dimensions, materials, performance metrics and independently verified
compliance give distributors the confidence to sell, specify and defend their
recommendations.

Digital tools such as product selectors, configurators and decision-support
platforms remove friction from the buying process and guide correct
specification. This reframes conversations away from price and towards
outcomes, performance and risk reduction.

Crucially, COBA treats technology as a partnership, not a feature. Distributor-
ready data feeds, PIM-compatible structures, deployable marketing assets and
seamless integration into existing digital journeys all help distributors sell faster
and more effectively. The focus is not on shifting product, but on enabling better
sales outcomes.

5. The Profitability Myth of Cheaper Imports

Lower unit cost does not automatically translate into higher profit.

In practice, cheaper imports often increase operational overhead, customer
support burden, returns, disputes and ultimately customer churn. Margin erosion
is hidden in time, resource and reputational damage.

COBA’s model prioritises margin stability, reduced friction and long-term
customer value. Deep product knowledge, industry expertise, understanding of
historic demand and close one-to-one distributor relationships all contribute to
sustainable profitability.

Reliability, when delivered consistently, is profitable.
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COBA OPERATES AS A COMPLETE
SERVICE PARTNER ACROSS
THE ENTIRE VALUE CHAIN.

6. COBA’s Position in 2026: A Complete Service Partner
COBA is not positioned as a wholesaler of matting products. Nor are we simply a
manufacturer or importer.

COBA operates as a complete service partner across the entire value chain. We work
with distributors and end users to understand application requirements, develop

and source the right products, ensure appropriate testing and approvals, manage
stockholding, deliver reliably, and support installation where required.

This end-to-end capability which spans understanding, development, purchasing,
testing, approval, stocking, delivery and installation, removes risk, simplifies
complexity and ensures the right solution is delivered first time.

We do not compete on being the cheapest.

We compete on being the safest, smartest, and the most dependable, innovative
choice.

7. The Strategic Choice Ahead

In 2026, distributors face a clear strategic decision. They can chase short-term
savings and absorb long-term risk, or they can partner with capability and build
sustainable growth.

Cheaper imports may win on headline price today. Logistics, technology, innovation
and reliability will win the market tomorrow.

Conclusion
The future of B2B distribution will not be defined by who can source the cheapest
product, but by who can deliver certainty, quality and consistency at scale.

COBA invests in logistics, technology, creativity and partnership so our distributors
can protect their reputation, deliver innovative solutions for end users, strengthen
customer trust and grow profitably with confidence.

In a market flooded with alternatives, certainty is the real differentiator.
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