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7. Presenting the Company’s Distribution Channels 

Business English Vocabulary. L2 
 

 

Key words 

 

• 2 categories : Direct or indirect distribution channels 

 

• 3 levels :  

 

1. One level channel 

2. Two level channel 

3. Three level Channel 

 

• Distribution intensity.  
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DISTRIBUTION CHANNELS  

 

Sales channels are the paths a product takes 

from the manufacturer to customers. They can 

be direct, meaning your business conducts the 

sale directly in contact with the customer. Such 

channels could be your own brick-and-mortar 

store1, or your own online store. 

Indirect sales channels involve intermediaries 

to help you reach more customers than your 

business alone could. These distributors could 

be retailers, wholesalers or online 

marketplaces like Amazon. In that case, your 

sales team isn’t in contact with the end 

customer. Middlemen stand in the way 

between the producer and the end-consumer. 

 

CATEGORIES OF DISTRIBUTION  

 

Fill out the following profiles :  

 

Distributors:  A distributor is a wholesaler who sells products on behalf of the producers. They perform 

market analysis and are constantly searching for new opportunities to achieve peak sales performance. 

Unlike a wholesaler, they most likely have a stronger affiliation with particular companies. Distributors 

have a direct responsibility to making sure products are flying off retail shelves. 

They have the option to sell to retailers and other sellers, or directly to consumers and businesses.  

 

Wholesalers: A wholesaler resells goods, often in large quantities for manufacturers. Wholesalers 

purchase in bulk, typically, which lowers the price, from either distributors or manufacturers. This allows 

wholesalers to make a profit because they are able to sell the to retailers in smaller packages that yield 

higher prices.  

 

Retailers: Retailers are the outlets where consumers can purchase products. This is your local grocery 

store or Walmart down the street. They can sell through storefront locations or through online channels. 

Retailers purchase products from distributors or wholesalers.  

 

Brokers and Agents: They handle the logistics of the sales. Agents handle contracts, marketing, and 

pulling together specialized shipments.  
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3 Types of Distribution Strategy 

 

Overall there are 3 major distribution strategies 

 

1. Exclusive Distribution 

 

This can be good for niche, luxury or specialty goods. In exclusive distribution, the producer selects only 

very few intermediaries. Exclusive distribution is often characterized by a deal where the reseller carries 

only that producer's products to the exclusion of all others. This creates high dealer loyalty and 

considerable sales support.  

 

Example, Luis Vuitton Stores 

 

 

2. Intensive Distribution 

 

Maximizing outlets to maximize sales. This strategy is common for basic supplies, magazines, soft drink 

beverages, and snack foods. It provides for increased sales volume, wider consumer recognition, and 

considerable impulse purchasing. Low price, low margin, and small order sizes often result from this 

strategy. 

 

Example, Coca Cola 

 

 

3. Selective Distribution 

 

This approach includes carefully choosing multiple channels and partners. 

 

This is more hybrid approach and needs to be carefully formulated to make sure that there is optimized 

distribution of the product/service. 

 

Example, Adidas, Nike 
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