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Course Rules and Regulations  
 

you come on time 
 

you bring to class: book pen paper 
 

take notes 
 

attendance = 90% 
 

no electronic devices like phones, laptops etc  
except when needed during a presentation 

 
you have to come to class prepared  

meaning: read searched watched 
 

turn in your projects on time 
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Agents and Brokers 
 

Wholesaler 
 

Retailers 
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Channels of distribution also  
 

help to ensure that  
 

the right quantity and assortment of 
goods 

  
will be available 

 
 when and where needed 









@ 





Pictures of channels  
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Form Utility 
 

Time Utility 
 

Place Utility 
 

Possesion Utility 
 

Information Utility 
 

Service Utility 











Wholesale Intermediairs 
 

Merchant wholesalers 
Rack jobbers 

Cash-and-carry wholesalers 
Drop shippers 



Agents 
 

Brokers 



Retail Intermediairs 
 

Department store 
Discount store 
Supermarket 

Warehouse club 
Convenience store 

Outlet store 
Specialty store 
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Nonstore Retailing 
 

Electronic retailing 
 

Telemarketing 
 

Vending machines 
 

Direct Selling 
 

Multilevel Marketing 
 

Direct marketing 
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Value chain 
 

How competion among companies has 
shift from competing on product and 

services to competing on supply chains 
 

global supply chains are the response to 
the increasing integration of international 

markets as companies try to remain 
competative 








