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Retail and Distribution
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Designing the Distribution Network from the scratch

to professionalism in a Supply Chain
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The Role of Distribution in the Supply Chain

a5 Al @ pand) iy J] 3501 Aoy (ro guitall opsdy Jat) @il @l ol a0
dazo )l addy JWhy (Jreadl dyy29 Al e Jilie St aigill 35

Al Ll ] Lnbsied) a1y o)y gtl] dleades Colua] aoy gl dSis Hlus) 3> OF (S
Examples: Wal-Mart, Dell, Proctor & Gamble, Grainger
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Why business models matter?
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Why business models matter?
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Typical Distribution structures
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Direct channel
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Examples include Dell in the computer business, easylet
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One-tier distribution
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Two-tier distribution
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 Example :Toffee and Biscuit
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Multiple-tiered distribution
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Original equipment manufacturer channel

AT U315 asie g Jes (3ysall u>T pgiy
:Jle

oo J21s byeS 2y

S gaaaS 1 ()9S 43815,

Ju) e

o Jes] — dbgae Bgamdl e

Joc!



401 | g0l | rgdol |

deliall flad Caws §590ll ey (e 93 Jod
lllustrative distributor business performance
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Building supplies

Travis Perkins 35% 10.2% 8.1% 6.3 12.3% 8.6

Wolseley 28% 5.9% 5.4% 5.2 15.1% 9.0
Chemicals

Ashland 17% 2.4% 2.9% 11.3 4.7% 12.9

AM Castle & Co 18% 7.1% 7.1% 6.0 11.4% 9.6
Electronics

Arrow Electronics 15% 4.4% 3.8% 6.8 13.0% 10.3

Avnet 13% 4.2% 3. 7% 7.9 12.9% 11.6

Electrocomponents 51% 9.2% 8.8% 2.5 17.0% 16.4
Information technology

Ingram Micro 5% 1.3% 1.2% 11.1 11.5% 13.54

Bell Microproducts 7% 0.8% 0.1% 9.3 0.6% N/A

Synnex 5% 1.5% 1.3% 10.2 14.3% 11.67

ScanSource 11% 3.8% 3.5% 6.5 15.9% 19.97

Tech Data 5% 0.0% -0.2% 13.1 -2.2% 21.33
Pharmaceuticals & healthcare products

Henry Schein 29% 5.9% 5.7% 6.3 15.4% 23.67

AmerisourceBergen Corp 4% 1.2% 1.2% 15.5 18.1% 16.43

McKesson Corp 5% 1.4% 1.4% 10.9 16.1% 20.56

Cardinal Health 6% 1.6% 1.4% 11.1 11.5% 26.75
Office supplies and business products

United Stationers 17% 5.2% 4.8% 5.6 23.5% 13.04

Corporate Express 30% 4.0% 2.5% 8.5 5.7% 16.39
Multi-sector

Genuine Parts Co 31% 7.6% 7.4% 3.2 25.3% 16.27
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Business models are keys to value propositions
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Example: Shell and Mobil lubricants
Example catalogue retailers

Example Coca-cola VS Pepsi replenishment policy in holidays
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Structured approach to positioning
your value proposition
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Comparison

Example: Tesco and Sainsbury
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Changing manager
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The role the distributor serve to its customers

Lalg3ls 3ladl - uslgll sl
Bulk breaking J81 d.uS au

Olss|

() Jd L) oY Sgiamall (3o (21 o
el - Szl

allail e

o Jes] — dbgae Bgamdl e

Joc!



401 1 Fdol | rdol |

SENIRE (WA
Omni Channel
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Typical core offering and optional services
offered by distributors to their customers

Typical core offering
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Typical optional services
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The role distributor offer to its supplier
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Spectrum of distributors defined by business model
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