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Introduction
A product earns its margin inside a value chain that other companies largely operate:
distributors, agents, and retailers who decide how it reaches the market and what it costs to
get there. Knowing where value is created and captured along that chain turns distribution
from a cost line into a managed asset. This Value Chain and Distributor Management
Opportunities Training Course gives commercial, channel, and supply chain professionals a
complete working method for that analysis. Participants learn value chain mapping, margin
and value capture analysis, distributor selection and assessment, channel performance
management, and distributor development.

Value Chain and Distributor Management
Opportunities Course Objectives
- Apply value chain mapping from raw material to end consumer.

- Analyse margin distribution and value capture along the chain.

- Apply Porter's value chain and Five Forces to channel analysis.

- Assess distributor capability, coverage, and financial strength.

- Design distributor selection criteria and appointment processes.

- Apply channel strategy: exclusive, selective, and intensive distribution.

- Manage distributor agreements, incentives, and performance regimes.

- Apply distributor development and capability building programmes.

- Apply channel conflict and pricing discipline controls.

- Measure performance with coverage, sell-through, and channel margin.

Course Methodology
- Facilitated sessions built on real channel data, distributor agreements, and margin
analyses.



- Case workshops on channel conflict, distributor failure, and margin leakage.

- Value chain mapping, margin, and distributor assessment exercises with live data.

- Distributor agreement and performance regime design labs.

- Group exercise on a channel and distributor improvement plan with targets.

Who Should Take This Course
- Channel and distribution managers.

- Key account and commercial managers.

- Sales and business development professionals.

- Procurement and supplier management staff.

- Supply chain and demand planning analysts.

- Finance business partners covering channel profitability.

Value Chain and Distributor Management
Opportunities Course Outlines

Day 1: Value Chain Mapping and Structure
- Value chain definition and its link to supply chain.

- Primary and support activities in Porter's value chain.

- Mapping from raw material to end consumer.

- Channel structures: direct, indirect, agent, and hybrid models.

- Roles of distributors, wholesalers, and retailers.

- Value chain governance and coordination mechanisms.

- Identifying value chain opportunities and gaps.



Day 2: Margin, Value Capture, and Channel Economics
- Margin distribution across chain participants.

- Value capture analysis and profit pool mapping.

- Transfer pricing basics and intra-chain pricing.

- Cost to serve by channel and by customer.

- Discount structures, rebates, and trade terms.

- Channel profitability comparison and rationalisation.

- Recognising margin leakage and value erosion.

Day 3: Distributor Selection and Assessment
- Distributor profile definition and market coverage analysis.

- Capability assessment: logistics, sales force, and technical support.

- Financial strength and credit assessment.

- Territory, exclusivity, and coverage models.

- Distributor selection criteria and appointment process.

- Due diligence and reference checking.

- Contractual framework: terms, territories, and obligations.

Day 4: Distributor Performance and Development
- Setting channel targets and service levels.

- Performance measurement: sell-in, sell-through, and stock cover.

- Incentive schemes, rebates, and recognition programmes.

- Distributor development: training, systems, and co-marketing.

- Territory reviews and appointment decisions.



- Channel conflict management and pricing discipline.

- Managing distributor exit and transition.

Day 5: Digitisation, Risk, and Performance
- Channel data sharing and reporting systems.

- Distributor management system and CRM integration.

- Channel risk: concentration, credit, and compliance.

- Anti-bribery, ethics, and conflict of interest in channels.

- KPIs: coverage, sell-through, stock cover, and channel margin.

- Channel strategy review and improvement planning.

- Building a value chain and distributor improvement roadmap.

Conclusion
By successfully completing the Value Chain and Distributor Management Opportunities
Training Course, participants will have acquired a thorough working knowledge of value
chain mapping, margin and value capture analysis, distributor selection and assessment,
channel performance management, distributor development, and channel risk control. They
will leave able to identify where value is created and captured along the chain, appoint and
manage distributors against measurable performance, and improve channel profitability
with evidence. Gentex Training Center delivers this programme with channel and
commercial practitioners working in live markets.

FAQs for the Value Chain and Distributor Management
Opportunities course



Q1  What is the "Value Chain and Distributor
Management Opportunities" course about?
It is a five-day programme on understanding how value and margin move through a
distribution chain and how to manage distributors that operate it. It covers value chain
mapping, margin and value capture analysis, distributor selection and assessment, channel
performance management, and distributor development.

Q2  What are the key benefits of the "Value Chain and
Distributor Management Opportunities" course?
Participants identify where margin is actually created and captured along the chain instead
of accepting aggregate figures, appoint distributors against assessed capability rather than
relationship, and manage them with measurable performance regimes. They also reduce
channel conflict and margin leakage.

Q3  What skills will I gain from the "Value Chain and
Distributor Management Opportunities" course?
You will gain value chain mapping and structure analysis, margin distribution and value
capture analysis, distributor selection, assessment, and agreement management, and
channel performance, development, and risk management.



Q4  What tools, methods, or standards are covered in
the "Value Chain and Distributor Management
Opportunities" course?
The course works with value chain definition and Porter's value chain primary and support
activities, mapping from raw material to end consumer, direct, indirect, agent and hybrid
channel structures, distributor, wholesaler and retailer role analysis, value chain governance
mechanisms, margin distribution analysis, profit pool mapping and value capture
assessment, transfer pricing and intra-chain pricing, cost to serve by channel and customer,
discount structures, rebates and trade terms, channel profitability comparison, distributor
profile and coverage analysis, capability assessment covering logistics, sales force and
technical support, financial strength and credit assessment, territory and exclusivity models,
distributor selection criteria and appointment process, due diligence and reference
checking, contractual frameworks covering terms, territories and obligations, channel
targets and service levels, sell-in, sell-through and stock cover measurement, incentive and
rebate scheme design, distributor development through training, systems and co-marketing,
territory review and appointment decisions, channel conflict management and pricing
discipline, distributor exit and transition planning, channel data sharing and reporting
systems, distributor management system and CRM integration, channel risk assessment
covering concentration, credit and compliance, anti-bribery and conflict of interest controls,
and KPIs covering coverage, sell-through, stock cover and channel margin.



Q5  How is the "Value Chain and Distributor
Management Opportunities" course applied in real-
world practice?
Teams apply it when mapping a distribution chain for a new market, analysing margin
distribution before renegotiating trade terms, assessing a candidate distributor's capability
and financial strength, setting channel targets and rebate schemes, resolving a channel
conflict between two distributors, and reviewing coverage and sell-through at a quarterly
channel review.


