The Marketing Mix: Distribution (Place) Strategies
Note: this document contains a "Part 2" towards the end.

Reminder: The Session-Long Project (SLP) assignments are designed to apply the information from the Module materials to an organization that you are analyzing throughout this session (Wal-Mart). 

Revise your SLP02 section and add your SLP03 sections to those revisions of your SLP01 and SLP02 sections and submit this combined SLP01, SLP02, & SLP03 paper. 

 

SLP03

In SLP03 for your chosen organization (Wal-Mart), discuss its distribution systems.  Be sure to refer to the taught materials thereby illustrating your learning.  

In that regard, using the issues as subtitles in your paper, please address the following: 

12) If your organization manufactures a product or products, describe how products get from manufacturer through the DISTRIBUTION channel to the final consumer. 

13) If your organization manufactures a product or products, describe LOGISTICS or how products are transported (land, sea, air, etc.)-- or even how component parts are obtained for manufacturing. 

14) If your organization is a retailer, describe the retail PHYSICAL FACILITY.  From a distribution perspective include its location, its exterior and interior appearance, and related place issues such as the decision-rules used to decide where products are located in the facility. 

15)  If your organization manufactures a product or products OR is a retailer, with regard to the product(s) (good(s) and/or service(s)) your organization offers, does your organization have a COMPETITIVE ADVANTAGE with its DISTRIBUTION channels or issues?  Your answer should be a "Yes" or a "No" followed by your defense of why you chose Yes or No.  Be sure to include references to the background materials to support your response. 

 
Expectations

Please remember: All SLP discussions about competitive advantage must be specific, that is, directed toward each competitor.  A simplistic example is that Burger King may have competitive advantage over KFC in terms of location, but it does not have competitive advantage over McDonald's.   Of course, you would elaborate more and explain why your organization does or does not have competitive advantage in distribution/place relative to each particular competitor. 

For example:  P&G bought Gillette in 2005.  As an example of competitive advantage, consider where P&G distributes its products (drugstores, supermarkets, mom and pop stores, and convenience stores).  Now consider where Gillette sells its products (drugstores, supermarkets, mom and pop stores, and convenience stores).  At least from a channels perspective, by eliminating parallel distribution systems, it made a lot of sense for P&G to purchase Gillette. 

In addressing the questions, at a minimum use DISTRIBUTION STRATEGY as your heading and use the CAPITALIZED and BOLD words in the Qs as subheadings.  Please answer these SLP03 questions by adding two to three pages to your revised paper that combined SLPs 01 and 02 and submit it for grading by the end of this module.  Note that you are only graded on the information added to this ever growing paper.

Note that this assignment does NOT require you to prepare a detailed essay.  Instead use section headings for each of the topics you address in your paper followed by a discussion of that topic.  In addressing the questions, use the CAPITALIZED and BOLD words in the sections above as headings.  Note that you are only graded on the information added to this ever growing paper.

Here is the format that should be used for your SLPs.  Note that each of the centered sections listed in this outline for SLP1-5 of your paper correspond to the modules in which you are to address the outlined aspects of your paper. 

INTRODUCTION (centered, bold, all caps) 

NAME OF ORGANIZATION (subheadings at left margin) 

MISSION STATEMENT 

PRODUCTS, GOODS OR SERVICES 

COMPETITORS 

POSITION IN THE MARKET 

COMPETITIVE ADVANTAGES 

TARGET MARKET AND PROD STRATEGY (centered, bold, all caps)  

TARGET MARKET

PRIMARY ATTRIBUTES OF TARGET MARKET 

PRODUCT CATEGORIES 

PRODUCT-MARKET GRID 

STRATEGY 

COMPETITIVE ADVANTAGE/PRODUCT MIX 

DISTRIBUTION STRATEGY (centered, bold, all caps) 

DISTRIBUTION 

LOGISTICS 

PHYSICAL FACILITY 

COMPETITIVE ADVANTAGE/DISTRIBUTION 

PROMOTION STRATEGY (centered, bold, all caps) 

PROMOTIONAL MIX 

INTEGRATION OF THE MARKETING MIX 

COMPETITIVE ADVANTAGE IN PROMOTION 

PRICING STRATEGY (centered, bold, all caps) 

PRICING STRATEGIES AND TACTICS 

INTEGRATION OF THE MARKETING MIX 

COMPETITIVE ADVANTAGE/PRICING

 

References

As an academically-oriented paper, you are expected to use references and to properly cite those references.  If in your SLP you refer to information obtained from talking with an owner/manager, you should cite what that manager told you.
Part 2: Competitive Advantage through Distribution
Provide a solution to the following problem that consist of 200 - 250 words which may or may not include references.

In terms of channels of distribution, is Blockbuster's move into additional channels of distribution a good move?

http://www.npr.org/templates/story/story.php?storyId=125331410

Blockbuster pins hopes on diverse delivery channels
Video-rental retailer Blockbuster, in danger of filing for bankruptcy protection as digital technology threatens its older business model, is banking its future on being all things to all customers. "We are the only multichannel provider -- in stores, by mail," says CEO Jim Keyes. "We also have Blockbuster Express vending machines. And we also have Blockbuster on Demand, our own digital solution, direct to your television or mobile phone." National Public Radio (3/30)




