An alliance of independent customers

and suppliers working together to

“realize savings and efficiencies
new york . culmary alllance

by aggregating purchasing volume
and using that leverage

to negotiate discounts”

NYACA

new york . culmary alllance

1593 Locust Avenue, Bohemia, NY 11716
631.776.7955

www.nyculinaryalliance.com www.nyculinaryalliance.com



Benefits to Customers
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* Purchasing Power - Price Competitive

* Ongoing Training/Seminars

e Savings Statements - Quarterly

Benefits to the NYCA

“Therein lies a,golden e Peripheral Vendors (non Food)

opportunity for distributors eg. Insurance, Education, Temp Agencies,

fo provide the resources Linens, software, etc.

* Improved Drop Size

Independents need to not only

survive, but thrive. Distributors have .. .. .
» Streamlining Efficiencies

unequaled knowledge of the local market- * Branding Streamlining

place
and regional trends. Distributors are best positioned * King’s Cabinet Entry
fo develop a deeper understanding of

an Independents’ unique needs and fo fill » Dedicated Accounting, IT Staff To Group
those needs. Distributors have

+ Designated Delivery Days

the expertise to offer an array of serv-

ioclliitiesc: . | oIoRE Benefits to Manufacturers * Profitability (via larger drops)

better compete'

-Mark S. Allen e Preferred Vendor of Choice * Primary Status
President & CEO,

IFDA

e Product C i .
roduct Lompiiance * Increased Product Mix

* Increased Volume

e Consolidation

e Preferred Status

* Direct Marketing and Training
Opportunities



