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Professional Certificate in Trade Marketing

Channel Strategies

Channel strategies are critical to the success of any trade marketing plan. In this explanation, we will discuss
key terms and vocabulary related to channel strategies in the context of the Professional Certificate in Trade
Marketing.

1. Channel Strategy: A channel strategy is a plan for reaching customers and selling products or services. It
outlines the various channels a company will use to distribute its products, such as wholesalers, retailers, or
direct-to-consumer.

Example: A company that sells specialty food products may choose to sell through gourmet grocery stores,
online retailers, and their own website. This is an example of a channel strategy.

2. Direct Channel: A direct channel is a distribution strategy where a company sells its products directly to
the end consumer. This can be done through a company-owned store, website, or catalog.

Example: A company that sells athletic shoes may choose to sell directly to consumers through its own
website and retail stores.

3. Indirect Channel: An indirect channel is a distribution strategy where a company sells its products through
intermediaries, such as wholesalers, retailers, or sales agents.

Example: A company that sells electronics may choose to sell through big-box retailers, such as Best Buy or
Walmart.

4. Channel Partner: A channel partner is a business that works with a company to sell its products or
services. Channel partners can include wholesalers, retailers, sales agents, or other types of intermediaries.

Example: A company that sells software may partner with a value-added reseller (VAR) to sell its products to
small and medium-sized businesses.

5. Channel Conflict: Channel conflict occurs when two or more channel partners compete for the same
customers or sales. This can happen when a company sells its products through multiple channels and there
is overlap between those channels.

Example: A company that sells kitchen appliances may experience channel conflict if it sells through both
big-box retailers and specialty kitchen stores.

6. Channel Management: Channel management is the process of overseeing and coordinating a company's
distribution channels. This includes selecting the right channel partners, establishing guidelines for how
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products are sold and marketed, and resolving any channel conflicts that may arise.

Example: A company that sells outdoor gear may have a channel management team that works with
retailers to ensure that products are displayed and marketed effectively.

7. Channel Marketing: Channel marketing is the process of promoting and selling products through
intermediaries, such as wholesalers, retailers, or sales agents. This includes developing marketing materials,
providing sales training, and offering incentives to channel partners.

Example: A company that sells beauty products may offer training and marketing materials to beauty salons
to help them sell its products.

8. Multi-Channel Marketing: Multi-channel marketing is a distribution strategy that uses multiple channels
to reach customers and sell products. This can include a combination of direct and indirect channels, such
as a company's own website, retail stores, and third-party online marketplaces.

Example: A company that sells handbags may sell through its own website, department stores, and online
marketplaces like Amazon.

9. Omnichannel Marketing: Omnichannel marketing is a distribution strategy that provides a seamless
customer experience across all channels. This includes providing consistent pricing, product information,
and customer service across all touchpoints, whether online or offline.

Example: A company that sells clothing may offer customers the ability to buy online and pick up in-store,
or return online purchases to a physical store.

10. Channel Incentives: Channel incentives are programs or rewards offered to channel partners to
encourage them to sell more products or services. This can include rebates, discounts, or other incentives.

Example: A company that sells office supplies may offer a rebate to retailers who sell a certain amount of its
products within a given time period.

11. Channel Data Management: Channel data management is the process of collecting, analyzing, and
sharing data related to a company's distribution channels. This can include sales data, inventory levels, and
customer feedback.

Example: A company that sells consumer electronics may use channel data management to track sales and
inventory levels across all of its retail partners.

12. Channel Conflict Resolution: Channel conflict resolution is the process of addressing and resolving
conflicts that arise between channel partners. This can include negotiating agreements, setting clear
guidelines, or mediating disputes.

Example: A company that sells home appliances may have a channel conflict resolution process in place to
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address any disputes that arise between its retail partners.

13. Channel Design: Channel design is the process of selecting the most appropriate channels for a
company's products or services. This includes considering factors such as target customers, product
characteristics, and competitive landscape.

Example: A company that sells high-end jewelry may choose to sell through exclusive boutiques or
department stores, rather than mass-market retailers.

14. Channel Integration: Channel integration is the process of coordinating and integrating a company's
distribution channels to provide a seamless customer experience. This can include sharing data, aligning
marketing efforts, and providing consistent customer service.

Example: A company that sells sporting goods may integrate its online and offline channels by offering
customers the ability to buy online and pick up in-store.

15. Channel Strategy Assessment: Channel strategy assessment is the process of evaluating the effectiveness
of a company's distribution channels and making adjustments as needed. This can include analyzing sales
data, customer feedback, and market trends.

Example: A company that sells home security systems may assess its channel strategy by analyzing sales
data and customer feedback to determine whether its products are being sold through the most effective
channels.

In conclusion, channel strategies are a critical component of any trade marketing plan. Understanding key
terms and vocabulary related to channel strategies can help companies develop and implement effective
distribution channels that meet the needs of their customers and support their business goals. By
considering factors such as channel design, integration, and assessment, companies can create a
comprehensive channel strategy that drives sales, improves customer satisfaction, and strengthens their
brand.
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