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KepaAaio 11: Aiktva n Kavahia Aiavopng




Ti eival kavaAia diavoung; - OpIcuoC

H ¢pOon TV SIKTLWYV SiIavouncg - (yiaTi
XONOIUOTTOIOVLVTAL;)

O1 AeiIrovpyieg TOL SIKTLOL SIAVOUNC
EVOAANOKTIKG KOVAAIQ SIAVOUNG
AVTIOTPO(PAa KAVAAIQ 8IaVOUNG
TOTToI poV OTA KAVAAIA TOL MKT

KaBeta, op1lOvTia KAl TTOAAATTIAG
ovoTnuaTa MKT



\\

SN

© H élavoun eival To TEAIKO OTAdIO VI TNV
ETTITUXIA PIAC ETTIXEIONONG

® onuaivel va KC]TCIO'TI’]OOL)UEZ Ta ayaba
KAl TIG LTTNPETIES SIABETIUES OTOV TOTTO KAl TO
XOOVO OTOV OTTOIO Ol KATAVAAWTEG TA
xpeialovTal Kal Ta ETTIOLUOLY .

aTavaA®ong




Mg ToOvV

Opo bikTLA SiIavounc N SikTLA

TTWANOCEWV N KAVOAIQ SIaVOUNG

EVVOOUL

UE TOOO TNV OPYAVTIKN S0uN

TV SIAPOPWYV UOVASWY UECA OTNV

ETTIX/ON
ETTIX/ON

OO0 & TOLC £EW ATTO TNV
AVTITIOOOWTTOLC KAl dealers,

XovopEe

UTTOPOLC KAl AIAVOTTWANTEC

UEC® TWV OTTOIWV YiveTal TO MKT Twv
SIAPOP WYV TTPOIOVTWV & LTTNPECIWV.



O opPICHOC ALTOC TTEQIAAUPBAVEL:
TN doun ToL SIKTLOL dIABECNC TTPOIOVTWY
TNG ETTIX/ONC AAAG KAl OAWYV TV
ETTIX/OEWV KAl KAOSGWYV TNC AyOopAC

TNV €0WTEPIKN doun ToL MKT TNC £TTIX/ONG
KAl OAOLC OPYAVIOUOUVLC TTOL XPNOIUOTIOIE
via TO MKT TV TTPOIOVT®WY TNC



Ta kav. siav. GLURAANOLY
(a) ammoteAeouaTikn §108€0N TTEOIOVTOC,
(B) amoTEAECUATIKA OIKOVOWIKN SIaxXEipion
(Y) atroTeAeCUATIKN XPNON TNG
TEXVOAOYIOC TNC TTANPOPOPIKNG

KavaAia Aiavounc = 1 ammo 1a 4P’s



EANEIWN KEPOAQIOL YIa MKT/Siavoun
TTOOIOVTWV

AKOMN KAl OTAV LTTAPXEI TO KEPAAAIO N
ETTEVOLON TOL O AAAOLC TOUEIC TNG
ETTIX/ONC €iVAI TTIO OLUPEPLOLOA

EvSiaueocol= yeyahoTepn
GHOTa)\acuaTlKomTo oTnv. S106eon
TTOOIOVTWY - KOADTEQN YVWON NG AYOPAC
TTIO TTOOOCAVATOANIOUEVO! OTIC AVAYKEC TV
KOTAVAADTWV



EiSOC TTPOIOVTOC (ATTAO-TTOADTTAOKO)
ApYN avarituén TNS ayopaAs, LWNAOC
AVTAYWVIOUOC & ATTAC TTPOIOVTO
ATTAITOLY TNV XPNON EVOIOUEC WV
XpNon evOIaUEC WY ETTIPEOEI OIKOVOUIEC
XPOVOUL KAl KOOTOLG
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#-4* Y

"

E

A. Number of contacts without a distributor B. Number of contacts with a distributor

MxC=3x3=9

M+C=3+3=6

= 4"
EE = Manufacturer ‘ = Customer g;f = Distributor



[TAnpogpopnon
[Nloowbnon
AIQTTOAYUATELON
[lapayyeAio
XponuatodoTnon

AvaAnwn
KIVOLVOUL

DLOIKN

KLPIOTNTA

[TAnP N

TITAOG KLPEIOTNTAG



Distribution Channel Functions

Information I
Communication

Payments

Risk Taking



Ta SIKTLA N KAVAAIQ SIAVOMING PETAEL TTAPAYWYOL
& KATAVAAWTN PTTOPEI VA ATTOTEAOLVTAI ATTO
TTOAAOLG CLVSLACHOVG PHECACOVTWY KATA TNV
SIavVOuN TOL TTPOIOVTOCG.

O apIBUOG TV EVOIAUEC WY TTOL TTAPEUPBAANOVTAI
LETAEL TOL TTAPAYWYOL KAI TOL TEAIKOL
KATAVAAWTN €iVAl YVWOTO CAV EMITTESO KAVAAIDV
(channel Level).

Otav 1a YEAN €ival 2 TOTE N 6|ovour'1 €ival aueon

OT1av 1a PEAN eival TIEPICCOTEPA TOTE N SiAvopun
€ival EPUEON



KavaAl undevikoL eTTmTedou (zero-level
channel)

KavaAl evoc emmmedou (one-level channel)
KavaAl Svo emmmedawdv (two-level channel)

KavaAia TpIRV ETTITTESWV & TTEQICOCOTEQWYV
ETTITTES OV



Producer Producer Producer

Wholesaler
Retailer Retailer
Consumer Consumer Consumer
Channel 1 Channel 2 Channel 3

A. Consumer marketing channels

Producer

Business
customer

Channel 1

B. Business marketing channels

Producer

v

Manufacturer’s
representatives
or sales branch

\

Producer

Business Business
distributor distributor
Business Business
customer customer
Channel 2 Channel 3



N

KavaAl undevikoL ETTITTESOL

© KaAegital kal KavaAl apeocov MKT kal
ATTOTEAEITAI ATTO TOV TTAPAYWYO & TEAIKO
KatavaAwtn (17.x. IBM, Avon Cosmetics)

IpounOBevtng/
Hopaywyog

Koatavalotg



Hopaymyog A1ovVoTOANTIG

Koatavaiomm
Indetex, Puma Zara, Fena ns

Avtimpooconosh  Koatavoiomtg
OcoyupaKng 3E







C e
A TOIWV ETTITTEOWV &
TT | T — :
" OIOO0OTELWV & CANCO\/
C AN UAUAY C A JUAL, - INe10®

HPOHTIOSf)‘n]g Hapa'Y(D’Y(’)g

Xovdpépmopog

AlovoTtOANTG
Katoavalotig




QOEAH TON AIAQOPETIKON
KANAAIOQON AIANOMHY

> Ol MAPATQroOIl > Ol KATANAAQTEX
MMNOPOYN NA INQPIZOYN KAl
EEYMHPETOYN TOYZ

EMMIZTEYONTAI TO

KATANAAQTEL KATASTHMA
KAAYTEPA. ;

. XAMHAOTEPEE . Ol ENAIAMEZO!I :
TIMEL. - AHMIOYPIOYN

. EAEIXOX )E(ILH:I'”:I%THTA
TIMOAOTHIHE '
ESYNHPETHIHE KA Anlerienlieg

AIANOMHL.



D.

Extonmon
Epnpepidoag

Epyootaoio
AVOKVUKAOONS
IHoAtoc - XapTti

Koatovaiotig -
Eonuepioa



Puoikn Pon: TpayuaTikn Kivnon TTOOIOVTWV
ATTO A VAEC HEXPI TEAIKO TTOOIOVTA.

Pon KuploTNTtac: TepIypAgEl TNV TTOAYUATIKN
ueETaPRIPacn TNS KLPIOTNTAC ATTO £€va OTASIO
TOL MKT GTO OAAO.

Pon MANPWUNG: TTEQIYPAPE TNV TTANOWUN
AOY/OUWYV PECK TEATTECWYV ATTO TOLG
KAOTAVAA®TEC OTOLG EVOIAUECTOLS, ATTO TOLC
eVOIAUECOLC OTOLG TTAPAYWYOULC KATT




Pon NMANOOPOPQIWV: TTEQIYOAPE! TTWC
AVTAAANOOCOCOVTAl JETAEL TV SIAPOOWV
POPEWYV O0TO KAVOA MKT. ‘Eugpacon Sivetal
OTNV AU@ISOOUN ETTIKOIVAVIA.

Pon MNpowbnong: replyoadel TIC
KATELOLVOUEVEC ETTIPPOEC (Slapnuion,
TTOOO. TTA., TIPOWO. TTWA., &
SNUOCIOTNTA) ATTO TO £VA POPED OTOV
AAANO (POPEA TOL KAVAAIOU




EMAOIMH LY2THMATOL
AIANOMH2

EvtaTikn

olavoun

ATTOKAEIOTIKNA
dlavopn ’

ETTIAEKTIKA

diavoun




KaBera Tuotnuata MKT tTrepiAappPavouy:

ETaipika kaBera 2uo. MKT 1mov cuvdvadovy
S1060XIKA OTASIA TTAPAYWYNG & SIAVOUNG
KAT ATTO TNV i61a 1610KTNOIC

YoupaTika kaBeta Yuo. MKT ammoTeAOLVTAI ATTO
AVECAPTNTEG ETTIX/OEIG O€ SIAPOPA EMITTEST
TTAPAYWYNG & SIAVOUNG TTOOIOVTWY TTOL
ATTOOKOTTIOVV O€ OIKOVOUIEC N MEYOADTEQEC
TTWANOEIC

ANVOISWTOI OPY. TTOL CLVEEOVTAI UE IBIAITEPEC
OLUBACEIC



OpIlOVTIa YLOTNUATA
MKT: Avo n
TTEQICOCOTEPEG
eTTIX/o€Ic oxnuaTti(ovyv
OLUMAXIA VIO VA
EKUETAAANELOOLYV ATTO
KOIVOL [Ia VEQ
avadvouevn evkalPIa
o100 MKT

[TOAAQTTIAG 2VOTNUATA
MKT: Emmx/ceic
XONOIUOTTOIOVLV
oLOTNUA TV
TTOAQTTIAQYV KAOVAAIQV
VIO VO
eCLTTNEETNOOLY SLO
SIAPOPETIKA ETTITTEST
TTEAQTOV.




Physical Distribution

'XOZ AlNMOOHKEF
NMAPAITEAIEL YNOAOXH
PONOZ KAI TOMO AIEKTMEPAIQEH

4 AMOZTOAH
EITOYPIIEX2

AIANOMHZ
AMOO®HKEYzH

‘ TOMNOX
KAI TYMNOZ
YAIKA KAl MHXANHMAT
NA TH META®OPA
NMPOIONTQN

2TIZ AMTOOHKEZ




Vertical Marketing

Systems

Vertical
Marketing

systems (VMS)
|

Corporate
VMS

ontractual
VMS

Wholesaler

Sponsored
VMS

Retailer
Cooperatives

ranchise
yanizations

-

Administered

|
y 7
|

/
-



Etapika
KaOeta

YV6TINNOTO
MKT



XopPoatika
Kaleta

YVGTINNOTO
MKT




Conventional Distribution Channel vs.
Vertical Marketing Systems

Conventional Vertical
marketing marketing
channel™ channel

A
Manufacturer I Manufacturer
Wholesaler I

holesaler

W

e | .
consuner |

Consumer



Catalogs,
elephone,
Internet

Consumer
segment 1

Producer

Distributors

!

Retailers Dealers

!\ |

Consumer Business
segment 2 segment 1

Business
segment 2




> TPATHINTKH QOHXHX
ENANTIEA=H2

MAPKETINT APKETINT
R o8 MAPKETINI'K TANAAQT

ZHTHZH Push Strategy

AEITOYPIIEZ MAPKETINIK

4

i M

ZHTHzH

APAIQIro SIANAAGY
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Pull Strategy



AlNODAZEIZ AIOIKHZH KANAAIQN

~emnorn
_envorn |

 EKMAIAEYSH |

FEEDBACK—I
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A=IONOIHEH |




Distribution

Multiple-Level
Distribution
Channel in Which
Channel
Members Work
Independently of
One Another.

Two or More Firms
at the Same
Channel Level
Work Together to
Get Their Product
to the Customer.

Example:

United Airlines and
Lufthansa




Transportation Modes

Rail
Cost-effective for shipping bulk products
piggy-back, fishyback, birdyback.

Water
Low cost for shipping bulky, low-value,
non perishable goods, slowest form.

Truck
Most important cargoods, flexible.
rier for consumer

Pipeline
Carry petroleum based products,
low cost, requires little energy.

Internet

Neb sites have produets available, used

especially for services.




