
Checklist for Intensive Distribution
Intensive distribution is when a company distributes its items to as many outlets as possible,
overwhelming the market and increasing consumer availability. Here is a checklist for adopting
an intense distribution plan.

#1. Before Implementation

a) Conduct a Market Analysis.

Conduct extensive market research to understand consumer demand, preferences, and
purchasing behavior.
Identify target market segments and their geographical areas.
Examine competitors' distribution methods and market coverage.

b) Product Assessment:

Examine your product's features, such as perishability, shelf life, packaging requirements, and
transportation needs.
Determine the best distribution channels based on product characteristics and consumer
requirements.

c) Channel Selection:

Determine prospective distribution routes, including wholesalers, retailers, e-commerce
platforms, and direct sales channels.
Assess each channel's suitability based on reach, cost, and brand image alignment.

#2. Implementation Steps

a) Channel Partner Selection:

Identify and hire channel partners who share your distribution aims and target market.
Evaluate partners based on their reach, reputation, competencies, and readiness to support
extensive distribution.



b) Negotiation and Agreements:

Negotiate terms and agreements with channel partners, such as pricing, payment terms,
delivery dates, and promotional support.
Ensure that both parties understand their respective roles, duties, and expectations.

c) Logistics Planning:
Create a logistics plan to enable effective product delivery and replenishment.
Coordinate with logistics partners or create your distribution network to ensure timely delivery to
outlets.

d) Inventory Management:
Set up inventory management systems to maintain stock levels, evaluate sales trends, and refill
inventory as needed.
Optimize inventory turnover to reduce stockouts and excess inventory.

#3. Execution and Monitoring

a) Launch Plan:
Execute a complete launch strategy to bring your products to market via numerous distribution
channels.
Coordinate marketing and promotional activities to increase awareness and sales.

b) Training and support:
Train and support channel partners on product features, selling strategies, and promotional
activities.
Provide continuing assistance to resolve any difficulties or obstacles that arise throughout
implementation.

c) Performance Monitoring:
Track key performance indicators (KPIs) such as sales volume, market share, distribution reach,
and customer feedback.
Use data analytics technologies to monitor sales patterns, find opportunities, and improve
distribution tactics.

d) Feedback Collection:



Gather input from channel partners, customers, and internal stakeholders to determine the
efficacy of the intense distribution approach.
Use feedback to change and improve distribution procedures and channel management.

#4. Continuous Improvement

a) Optimization:
Continuously assess the performance of distribution channels and partners.
Identify areas for optimization, such as expanding into new geographic regions, diversifying
channel mix, or increasing supply chain efficiency.

b) Adapting to Market Changes:

Stay adaptable and responsive to shifts in consumer tastes, market trends, and competitive
dynamics.
Adjust distribution techniques as needed to maintain market relevance and competitiveness.

c) Innovation:
Investigate novel distribution strategies, technologies, and collaborations to improve the efficacy
and efficiency of your extensive distribution plan.
Adopt digital transformation and e-commerce initiatives to reach new client segments and
broaden market reach.

Following this checklist will help you efficiently execute and maintain an intense distribution
strategy to maximize market penetration, boost product availability, and drive sales growth.


