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Provide optimal market
coverage
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Shorten sales cycles

Prioritize, promote, and sell

Train and develop
talent bench

Develop and deliver
competitive value proposition

Provide customer support 
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Manage supply and 
demand variability (risk)

Develop comprehensive
product and service basket

Market product and
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DISTRIBUTOR’S ABILITY TO:

Market access

Mindshare

Value proposition
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Market focus
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Product line loyalty
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> Market focus
> Mindshare
> Growth mindset
> Risk-seeking
> Business agility

Acquire:
Customer acquisition

Cash conversion cycle
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Nurture:
Customer Share
of Wallet

1. Build
1.1  Volume
1.2  Margin

2. Penetrate
2.1  Secure
2.2  Seize

Protect:
Customer retention

Develop:
New markets
through new-to-the-
world products
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The following framework is part of the Optimizing Channel Profitability research study by Senthil Gunasekaran, Pradip Krishnadevarajan and Barry Lawrence.




