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	 1.	 Describe the importance of  
purchasing. (pp. 3–9)

	 2.	 Identify the primary and secondary 
members in the food service  
distribution channel. (pp. 9–15)

	 3.	 Describe the forces affecting the  
distribution system. (pp. 15–19)

	 4.	 Evaluate the value proposition that 
each member provides to the end user. 
(pp. 19–21)

	 5.	 Detail the process to assess a  
distributor partner, including the role 
of key performance indicators.  
(pp. 21–22)

	 6.	 Explain the key performance  
indicators that food service operators 
can use to leverage their purchasing 
proposals. (p. 22)

	 7.	 Describe the necessary checks and  
balances in distributor relationships. 
(pp. 22–23)


