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https://www.youtube.com/watch?v=QO2icFEaNqk


What are distribution channels?
Watch the video and think about the question: Why is it important to plan wisely how to deliver the
value proposition to different customer/user segments?

Distribution Channels Overview - How to Build a StartupDistribution Channels Overview - How to Build a Startup

 
  A distribution channel is a chain through which a good or service passes until it
reaches the consumer.
  Communication, distribution, and sales channels comprise company's interface

with customers.
  The channels are customer touch points that play an important role in the customer
experience.

 

Channels have different functions. They raise awareness about company’s products and
services and allow customers to purchase them, help deliver value proposition, enable customers
to evaluate this value proposition and provide post-purchase/posts-service customer support.

 

https://www.youtube.com/watch?v=qHlq9DcqKdU


Types of channels
Customers can be reached through our own channels, through partner channels, or through a
mix of both.

 A direct channel allows the consumer to make purchases from the manufacturer. It can be an in-
house sales force, a website, or retail stores owned or operated by the organization (model also
known as D2C).



  



 

Indirect channel allows the consumer to buy the goods from a partner organisation. It can be a
wholesale distribution, retail, agents, brokers, representatives, or partner-owned website. The
channels in partnership are those that include third parties that act together, as distributors,
representatives, and websites of others.



    

 



  

 

The key is to:

balance the different types of channels,
improve the customer experience,
to ensure a higher return on sales.

 

Finding the right mix of channels to satisfy how customers want to be reached is crucial in
bringing a value proposition to market. Different channels are often used for different
customer segments.



Phases and selection of distribution
channels

  

 

When selecting a distribution channel, we take the following elements into consideration:

the number of pre-defined customer segments and/or the size of the market to be segmented,
the cost-benefit ratio offered by the distribution channel (investment vs profitability),
standardization or non-standardization of the product – a standard product can be sold by
external channels because it reaches more than one segment of customers, but a product that
requires customization demands direct contact with the customer,
the required control over a channel,
the time it will take to establish a good relationship with the distribution channel, as well as the
duration and “term of validity” of that relationship.



Additional resources
Alexander Osterwalder and Yves Pigneu: Business Model Generation: A Handbook for
Visionaries, Game Changers, and Challengers.
Steve Blank: The Startup Owner's Manual: The Step-By-Step Guide for Building a Great
Company.
Investopedia: Distribtion channel: https://www.investopedia.com/terms/d/distribution-
channel.asp  (https://www.investopedia.com/terms/d/distribution-channel.asp)
The Business Model Analyst: Distribution channels:
https://businessmodelanalyst.com/distribution-channels-business-model-canvas/
(https://businessmodelanalyst.com/distribution-channels-business-model-canvas/)   
The Strategyzer: https://www.strategyzer.com/business-model-canvas/channels
(https://www.strategyzer.com/business-model-canvas/channels)  
The Entrepreneur Europe: https://www.entrepreneur.com/  (https://www.entrepreneur.com/)
  

 

 

https://www.investopedia.com/terms/d/distribution-channel.asp
https://businessmodelanalyst.com/distribution-channels-business-model-canvas/
https://www.strategyzer.com/business-model-canvas/channels
https://www.entrepreneur.com/


Activity for students - Digital tranformation
The impact of digital transformation on the retailing value chain

"Consumers have traditionally made purchase decisions at the store shelf, giving
institutional brick-and-mortar retailers great power to learn about and influence behaviours and
preferences. With the rise of e-commerce, mobile shopping, and most recently smart
technologies, new competitors threaten this long-standing supremacy..." Find the whole article
here  (https://www.sciencedirect.com/science/article/pii/S0167811618300739) .

Team work: Think about how can you change or adopt traditional channels for the barber shop or
hair dresser in the era of digital transformation. What can be digitalised and how this affect the
channels (distributions/marketing)?

https://www.sciencedirect.com/science/article/pii/S0167811618300739


 

 



Activity for students - BMC
Students work in pairs or small groups on ther own business/project ideas.

When thinking about channels and while filling out BMC template, they answer the
following questions:

Through which channels do our customer segments want/would like to be reached?
How are we reaching them now? What is a common practice? What is the major channel
used?
How are channels integrated into customer experience (UX)?
Which ones works best?
Which ones are most cost-efficient?
How are we integrated them with customer routines?

 

Students think also about CHANNEL PHASES:

 

 

 

 

 



Lolli's World Ep 5 Conclusion
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https://www.youtube.com/watch?v=8cHILUuRDiY
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