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users. Distribution channels can include direct-to-consumer, retail, wholesale,

distributors, or agents/brokers. Certain distribution channels provide advantages

over others depending on the target market companies are trying to reach.

For this part of the Module Five Milestone worksheet, you will use the research you
conducted on changes in the marketplace to identify an appropriate distribution

channel for your product.
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Add Your Research Sources

As you conduct research on various aspects of your project, you will need to
continue to add citations for your sources. Use the following template to add any
sources you used to research changes in the marketplace and support your

selection of a distribution channel.
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APPLIED MARKETING STRATEGIES

have selected a product, developed a persona that
reflects your target market, and examined
promotion and pricing strategies. Now it’s time to
apply what you've learned about Place as you
complete your Module Five Milestone worksheet.

Place Macks Lazo/Soomo Learning

In this chapter, you've learned that Place is where
your offering is made available to consumers. Whether an offering is sold at a
physical location (such as a store), through the internet, or through a combination
of both, it must have a way to get from the company to the consumer. These paths
are known as distribution channels. Companies select their distribution channels
by considering trends in the marketplace and the preferences of the target market.
The appropriateness of a distribution channel for a specific target market depends

on a variety of changes that occur in the marketplace over time.

You've also learned in this chapter that the

marketing environment is always changing and

that marketers must examine these changes in
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that marketers must examine these changes in
order to make educated decisions about Place. For
example, over the past decade or so, on-demand

music streaming services have overtaken CD sales.
As a result of this change, the market has shifted

Macks LazelSeomo Learning from utilizing indirect distribution channels, such
as retail stores that sell CDs, to direet distribution

channels like Apple Music and Spotify.

Identify Changes in the Marketplace

For this part of the Module Five Milestone worksheet, you will use the knowledge
you have gained in this chapter, as well as your own market research, to identify a
change in the marketplace that affects the distribution of your product. When

conducting your own research, be sure to use reliable internet sources. For more

information about conducting research, visit the SNHU Library’s Google L

WRITING TEMPLATE

H P Type here to search





image4.png
O | 5 @3 unresd) -smestest x | € Sweststudy X | & Home X | [ Module Five - MKT-20 x | [ Modue Fve Milestor: X | 4§ MKT-205-Pages10 X | + - o x

C @) https;//www.webtexts.com/courses/53890-beck/traditional_book/chapters/5653217-place-and-global-marketing/pages/5653216-...

APPLIED MARKETING STRATEGIES

G &

WRITING TEMPLATE

You've skipped a step!

Page 2.14: Define the Target Market

Page 2.14: Define Demographic Characteristics

Page 2.14: Define Psychographic Characteristics

Page 2.14: Create Your Reference Page

Page 2.15: Describe the Persona’s Location

Page 2.15: Describe the Persona’s Marital Status

Page 2.15: Describe the Persona’s Occupation and Income

Page 2.15: Describe the Persona’s Education

Page 2.16: Describe the Persona’s Hobbies and Interests

Page 2.16: Describe the Persona’s Wants and Preferences

Page 2.16: Describe the Persona’s Personal and Professional Goals
Page 2.16: Describe the Persona’s Shopping Habits and Preferences

Page 2.16: Describe the Persona’s Lifestyle-Related Habits and
Preferences

Page 2.16: Choose Your Persona’s Name and Age

H P Type here to search





image5.png
O | 5 @3 unresd) -smestest x | € Sweststudy X | & Home X | [ Module Five - MKT-20 x | [ Modue Fve Milestor: X | 4§ MKT-205-Pages10 X | + - o x

G &

G (& hitps//www.webtexts.com/courses/53890-beck/traditional_book/chapters/5653217-place-and-global-marketing/pages/5653216-... A

APPLIED MARKETING STRATEGIES

references

Page 2.16: Choose Your Persona’s Name and Age
Page 2.16: Download Module Two Milestone Worksheet

Page 3.17: Revise Your Reference Page

Page 3.17: Revision: Describe the Persona’s Location

Page 3.17: Revision: Describe the Persona’s Marital Status

Page 3.17: Revision: Describe the Persona’s Occupation and Income
Page 3.17: Revision: Describe the Persona’s Education

Page 3.17: Revision: Describe the Persona’s Hobbies and Interests
Page 3.17: Revision: Describe the Persona’s Wants

Page 3.17: Revision: Describe the Persona’s Goals

Page 3.17: Revision: Describe the Persona’s Shopping Habits

Page 3.17: Revision: Describe the Persona’s Lifestyle

Page 3.17: Revision: Choose Your Persona’s Name and Age

Page 3.18: Describe Your First Channel

Page 3.18: Describe Your Second Channel

Page 3.18: Add Your Research Sources

Page 4.13: Choose a Pricing Factor

Pana 412

H P Type here to search





image6.png
O | 5 @3 unresd) -smestest x | € Sweststudy X | & Home X | [ Module Five - MKT-20 x | [ Modue Fve Milestor: X | 4§ MKT-205-Pages10 X | + - o x

G &

G (& hitps//www.webtexts.com/courses/53890-beck/traditional_book/chapters/5653217-place-and-global-marketing/pages/5653216-... A

APPLIED MARKETING STRATEGIES

Page 4.13: Analyze Your Pricing Strategy

Page 4.13: Revision: Add Your Research Sources
Page 4.13: Download Module Four Milestone Worksheet
Page 5.9: Revision: Describe Your First Channel

Page 5.9: Revision: Describe Your Second Channel
Page 5.9: Revision: Choose a Pricing Factor

Page 5.9: Revision: Analyze Your Pricing Factor

Page 5.9: Revision: Choose a Pricing Strategy

Page 5.9: Revision: Analyze Your Pricing Strategy

Page 5.9: Revision: Add Your Research Sources

Select a Distribution Channel

In this chapter, you've learned that the way products are sold is just as important as
the products themselves. Distribution channels are the organizations involved in
selling and promoting goods from the time they are produced until they reach end

users. Distribution channels can include direct-to-consumer, retail, wholesale,

distributors, or agents/brokers. Certain distribution channels provide advantages
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