Kananu 3a guctpnbyums - Distribution channels
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Anything that won't
sell, | don't want to
Invent. Its sale Is
proof of utility, and
utility Is success.

- Thomas. A. Edison
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KAHAJIN 3A OUNCTPUBYLNA

Kak npa gocturHem o
BCEKU KITUEHT?

Upes3 Kkon TOYKN Ha
B3ammoaencTeune?
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KAHAJIN 3A OUNCTPUBYLNA
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OBA KPUTUYHW BBIPOCA 3A KAHATIUTE

1 Kak nckaw ga npogasall npoayKkTute cu?

2 C manko no-manka TexecT oT NMbpBUA, HO CbLLO TOJIKOBa Ba*KeH BbIPOC:

Kak TBOSAIT KITMEHT UCKa [a CU KyrnyBa rlpo,quTa?
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CUSTOMER DEVELOPMENT - PASBUTWE HA KITMEHTA
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CUSTOMER CREATION
CUSTOMER BUILDING
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MPOAYKT - KITMEHT

------------------------- Kak nckall TBosi NPOAYKT Aa AOCTUMHE [0 TBOS KITUEHT KIUEHT?---------------=-moommaoe

Upes 1eb
Upes HAakown apyr
Tbprosma Ha apebHo

Tbprosma Ha egpo

KRKKRKLKKR

OnakoBaH C Apyry NPoAyKTU UMK yCnyru
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MPOAYKT - KITMEHT

_______________________________ Kak TBOAT KNWEHT ucka aa Kynu TBost NPOAYKT OT ..o
TBOSI ANCTPUOYLIMOHEH KaHan?

Ha cbwua geH

[locTaBeH 1 nHCTanupaH
Downloaded

OnakoBaH C apyrn NpoayKTu

KaTo ycnyra...
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BUOOBE KAHAJIA
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YEB KAHAJIA

BN Dedicated E-Commerce s =2

Your Company’s

—_— Platform App Store —

Apple, Android

b o

Hawwute

= 2-Step Distribution —_—

Amazon, Walmart

Hawara

KOMMNaHunA KINMMEeHTU

P Aggregator =

Lendingtree, Zappos

. Social Commerce -

Facebook, Twitter

—_— s I
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PUN3SNYHECKUN KAHAJIN
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Hawara

KOMMNaHunA
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Web/Online

OEM

System Integrators

Direct Sales Force

EEE——

Value-Added Reseller [y 2

Retailers/Mass
Merchants

_
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Hawwute

KINMMEeHTU
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ONCTPUBYUUMOHHUN KAHATIU

— Hsakoun npoaykTn ca BKItodeHn B Apyru (original equipment
manufacturer OEM)

— Hsakoun npoaykTn ce npogasat KbM apyru npoayktn (Value
Added Reseller VARS)

— Hsakoun npoayktn ce guctpudyTtupar
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ONCTPUBYUUNA

S

MAPKETWUHI

Desktop PCs

PC Servsers

Global Systems

Systems
WANS Integrators

Mainframes

Service

Technicians

Retai
Printers !
Keyboards
Web,
Toner Telesales
STARTURP PELWWEHNE
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KAHAJIA

_________________________________ Kak komneHcupame kaHanute 3a gucTpuoyuna? .

— KomucumoHHa
— [lpoueHT oT ueHaTa Ha npoaykTa
— 3akynyBaHe npeaBapuTenHo Ha rno-HUCKa LeHa
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KAHAJIA

Kak moTuBUMpame kaHanute 3a gucTpuoyuva? .

— [lapun! — What makes them the most?
— OOyyeHue
— MapKeTuHr KbM KaHanute 3a guctTpubyumsa

— HesabaseH OoHyC 3a npogaxba (sales performance incentive fund
SPIF)
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OVPEKTHW NMPOOAXBU

List Price

Revenue

Cost of Goods

Profit + SG&A + R&D

EU
Discounts

(Supply Chain)

End Consumer

N3TOYHUK: Mark Leslie, Stanford GSB
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PUCEJTbPU /| RESELLERS

List Price

Revenue

Cost of Goods Profit + SG&A + R&D Reseller

(Supply Chain)

End Consumer

N3TOYHUK: Mark Leslie, Stanford GSB
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DISTRIBUTORS/RESELLERS

List Price

Revenue

Cost of Goods

Profit + SG&A + R&D Reseller

(Supply Chain)

Distributor
End Consumer

N3TOYHUK: Mark Leslie, Stanford GSB
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Original equipment manufacturer OEM or IP Licensing

List Price

Your Revenue

Cost of Goods Profit + SG&A

(Supply
Chain) + R&D

Reseller

EU
Discounts

[ -
[ -
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End Consumer

Your Product Becomes Your
Customer’s Cost of Goods
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[MPUMEP: USBOABAHE HA KHUTA

National N

K N

Distributor Wholesaler Retailer v Customer
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NMPUMEP: USBOABAHE HA KHUTA

Percentof "7
Retail % $7.00 $3.00 $2.00 $8.00 $20.00

r_\latl_onal Wholesaler Retailer Customer
Distributor

*Tu nony4yaBalu:
- 35% of retail
- the distributor gets 10%
- the wholesaler gets 15%
- the retailer gets 40%
- less any discount they offer the customer &
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MKOHOMWKA MNP N3OABAHE HA KHUTA

National
Distributor

1 1
1 1
1 1
1 1
' Allowances |
1 1
1
1
1
1
1
1

e e
i I Credit i i
| : — el
| | Payment |
| |
' Payment !
i

Wholesaler ; Retailer Customer

Return
Rights
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KAHAJIA

----------------------------- Nature of Product Impact Channel: Physical or Virtual? ------——-- oo

— JocTbnbT A0 KNMUEHTN C€ MEHWU MOCTOAHHO
— JlorucTtukara, cebp3aHa 4o BMuaa NpoaykT
— Xopara KaTo NpoayKTu
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CHBITS vs.
ATFOMS Channel

Web Physical

Bits

Product

Physical
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PRODUCT AND CHANNEL ARE BITS

Channel

Web Physical

Rapid Agile and
Customer development

_ Fastest to acquire early
Bits customers and scale

Product

Physical
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PRODUCT AND CHANNEL ARE BITS

Channel

Web Physical

Google

Twitter

Facebook
Bits Zynga

Cloud Services

Product

Physical
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WEB 2.0 PRODUCT/CHANNEL ARE BITS

Channel
Web Physical
Rapid Agile and Rapid Agile and
Customer development Customer development
_ Fastest to acquire early Traditional sales
Bits customers and scale channel

May require installation

Product

Physical
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TRADITIONAL ENTERPRISE SOFTWARE

Channel

Web Physical

= Google

= Twitter

= Facebook
Bits == < -

= Cloud Services

= Microsoft
= SAP
= QOracle

Product

Physical
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PHYSICAL PRODUCTS SOLD OVER THE WEB

Channel
Web Physical
Rapid Agile and Rapid Agile and
Customer development Customer development
_ Fastest to acquire early Traditional sales
Bits customers and scale channel

May require installation

Product

Rapid Customer

development

Logistics, shipping and

manufacturing critical
= Customer service

Physical
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KILLING TRADITIONAL STOREFRONTS

Channel

Web Physical

- Sl = Microsoft
= Twitter . SAP

= Facebook
Bits == < -
= Cloud Services

= Qracle

Product

= Zappos

= Amazon

= Cafepress

= Netflix

= Consumer electronics

Physical
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THE FACTORIES MAY BE IN CHINA

Product

S

Bits

Physical

STARTURP
FACTORY

Channel

Web

Rapid Agile and
Customer development

Fastest to acquire early
customers and scale

Rapid Customer
development
Logistics, shipping and
manufacturing critical
Customer service

Physical

Rapid Agile and
Customer development

Traditional sales
channel

May require installation

Longer customer
feedback cycle

May require large
capital requirements
for scale

BEbJ/ITAPCKIM
@OHA

3A

KEHUTE



KILLING TRADITIONAL STOREFRONTS

Channel

Web Physical

- Sl = Microsoft
= Twitter . SAP

= Facebook
Bits == < -
= Cloud Services

= Qracle

Product

= Zappos Cars

= Amazon Solar panels

= Cafepress Wind turbines

= Netflix Bookstores

= Consumer electronics Consumer electronics

Physical
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KAHAJIA

.......................................... PaboTta B ekunmn

[MomucneTe 3a HAKOMNKO KaHana 3a gucTpmbyumsa Ha BalLMst NPOAYKT
(Salesmen, OEM’s distributors, etc.)

KakBu ca BawuTe npeasapuTenHn Xmnotesn 3a guctpnbytopute?

LLle ce npomMeHu nNu Hewwo B CTOMHOCTHOTO npeasioxkeHue Value Proposition?

AKTyanuampanTe Bawus Canvas

Hapucysatima eawama Ouazpama Ha ducmpubyyuoHHUmMe KaHanu
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