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Channel Options



Introduction to Distribution ChannelsZ.7

* Definition: Channels of distribution are
pathways through which goods and services
travel from producers to consumers.

* Importance: Channels determine product
availability, convenience, and customer
experience.

* Types of Channels: Direct and Indirect
Channels
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Wholesaling Overview

Definition: Wholesalers buy in bulk from producers
and sell to retailers or other businesses.

Key Functions:

* Bulk buying and breaking (large quantities into
smaller)

* Storage and inventory management

* Transportation and distribution

* Risk-taking

* Advantages for Manufacturers: Reaches wider
markets without direct involvement
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Retailing Overview

Definition: Retailers sell directly to consumers in smaller
guantities.

Types of Retailing:

* Brick-and-mortar stores

 E-commerce (online stores)

e Specialty stores, supermarkets, department stores

* Benefits for Consumers: Convenient access, personal
service, variety of choices

* Trend: Growth of online retailing
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Franchising Overview

Definition: Franchising is a method where a
franchisor grants a franchisee the right to operate
a business using its name and model.

How It Works:

* Franchisee pays an initial fee and ongoing
royalties

* Franchisor provides brand, support, and training

* Benefits for Franchisees: Established brand,
training, and ongoing support

 Examples: McDonald's, Subway, 7-Eleven
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Direct Marketing Overview it

Definition: Direct marketing involves direct
communication with consumers to generate a
response or transaction.

Methods:
 Email marketing, social media, telemarketing
* 0 Direct mail and catalog marketing
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Digital advertising

Advantages: Targeted, personalized, and
measurable marketing

Trends: Increasing use of data-driven and digital
channels
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Comparison of Channel Options

Aspect Wholesaling Retailing Franchising Direct
Marketing
Customer Type | Retailers & End Consumers Direct to end
businesses consumers through consumers
franchises
Initial Moderate Low to High [High Low to
Investment moderate
Channel Limited High Medium High
Control
Key Benefit  |Efficient Consumer Brand support | Direct
distribution convenience | & structure customer
connection
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