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Distribution is categorized into two types which are physical distribution and channel distribution. Physical distribution involves activities that move finished products to the final consumers. Channel distribution consists of finished production movement by individuals or firms that facilitate the producer's distribution of goods and services to the end consumers. The distribution channels include the manufacturers' organized network and the consumer that facilitate good communication and provide readily available goods and services to the buyers. A channel consists, at minimum, a producer and consumer. The direct channel comes in a different size. A direct channel consists of producer and consumer. For example, a business that sells their goods and services directly to the customers use the direct channel. Organizations that use distribution intermediaries, such as wholesalers and retailers, to deliver products to consumers use an indirect channel.
The function of distribution channels is breaking the bulk of products. They reduce transportation from manufacturers to customers because the wholesalers and retailers purchase products in bulk and sell them to many different clients. Channel intermediaries offer a variety of goods to customers, thus enabling them to buy various products from one seller at one point. Distribution channels make goods and services readily available through appropriate transportation and storage. It happens when the retailers and wholesalers purchase and transport goods from the manufactures to the locations where the consumers want them. Another function of the distribution channel is facilitating operations, such as offering credits and promote efficient communication and transaction.  Online distribution has made it easy to distribute products to the end consumers. It has changed how members coordinate the supply chain. The use of the internet as a distribution channel is associated with fewer challenges.
Channel distribution consists of both wholesalers and retailers. The wholesaling intermediaries are the businesses that facilitate the movement of goods from the producers to business owners.  The types of wholesaling intermediaries include independent intermediaries and manufacturer-owned intermediaries. Independent intermediaries consist of merchant wholesalers who purchase products from the manufacturers and trade to planned consumers. It enables small manufactures to sell goods to the customers every time they want them. Types of Merchant wholesalers are cash-and-carry wholesalers, truck jobbers, mail-order wholesales, and rack jobbers. The other form of independent intermediaries is merchandise agents and brokers. They offer services in the conversation for commissions. Its advantage is to sustain legal ownership of the product by the wholesaler.  The types of merchandise agents and brokers are manufacturers, selling agents, commission merchants, and merchandise brokers. A manufacturer-owned intermediary is a type of independent intermediary that limits operation to one producer to create large firms' efficiencies. The types of manufacturers-owned intermediaries are sales branches, sales offices, and manufacturers' showrooms.
Usually, delivery channels' decision gives goods a different position in its marketplace. The nature of the goods itself influences the consumers that are used for the delivery of the goods. Channel decision effects the elements of the market mix. For example, the pricing of goods will vary based on the channel member selection. The physical features and complexity of the product have channel implications.
Full-service merchant wholesalers offer efficient delivery, credits, promotion market research, and more to their clients. General merchandise wholesalers offer a wide diversity of different items. But in difference, limited-service merchant wholesalers offer less goods to their clients, including cash-and-carry wholesalers and truck jobbers. Cash-and-carry wholesalers offer goods to small-business clients, and usually, they deliver low-cost merchandise for small sellers and other business customers. Truck Jobbers issue perishable goods to the retailers. Drop shippers take orders for bulky goods. Mail-orders wholesalers sell through the phone via mail order, thus providing reasonably priced goods to small-scale businesses. Rack jobbers provide show units to the sellers and check inventories.
The merchandise agents or brokers are channels that offer facilities in exchange for a commission. Agents typically represent the customers, whereas the clients usually employ brokers for only a short period. Manufacturer’s agents use sovereign salespeople to market noncompeting goods. Selling agents include the import and export agents market a whole line or whole producer's productivity. Commission merchants sell goods based on commission, and it is widely used in agricultural markets.
Distribution channels vary by the number of associates who participate and the needs influenced by market size.  First, in consumer channels, the producer sells products directly to the consumer. The channel allows the manufacturer to serve consumers better and at a lower price than if the retailers are encompassed. Another advantage of the direct channel is control, where the producer can control the pricing, service, and delivery of products. The producers work closely with the clients. Second, the B2B channels ease the distribution of goods from manufacturer to an organization or commercial customer. Third, Dual and hybrid distribution system the members can participate in more than one type of channel, such as merging direct sales distributors, retail sales to make a hybrid marketing system.
Organization decisions about means to distribute their goods to the consumers through distribution channels can create ethical dilemmas. Some retailers force consumers to pay slotting allowance, a fee to accept to place a manufacturer's product on retail. Another ethical dilemma is product diversion, where the products end up being sold using a channel that the manufacturer did not authorize. Many producers feel the slotting allowance is a highway robbery.
Channel distribution facilitates the movement of goods and services from the manufacturer to the end consumer. The steps in distribution planning are: develop distribution objectives that support the business advertising goals. The second step is to evaluate internal and external environmental influences. The organization should inspect such as the ability to handle distribution and the available intermediaries.  
The third step is to choose a distribution strategy. Planning a delivery strategy involves decision-making about the number of levels in the delivery channels. The distribution decision channels are convectional, vertical, or horizontal marketing system decisions and intensive, exclusive, or selective supply.  Intensive delivery maximizes coverage by selling through as many outlets as possible. Exclusive distribution limits distributions to single outlets in a particular region. Selective distribution seeks to strike a balance between intensive and exclusive distribution. 
The features that favor intensive are the organization is oriented towards specialized markets. The customer density service and cooperation are priorities, and the cost of serving individuals is high. In Intensive distribution, the business is oriented towards the mass market; many customer densities are the priority. The disadvantage of the channel is the cost of serving consumers is low. The distribution ensures intense competition by providing strong markets and often advertise and promoting goods.
Lastly, develop distribution tactics that are essential to implement distribution strategy. It involves two aspects of implementing the strategy: choosing individuals channel associates and how to manage the channel. When organizations decide to work together in a distribution channel system, they become associates in long-term relationships. Intermediaries and manufacturers need to select the channel members wisely to ensure the appropriate distribution of products to end consumers. Once the manufacturers develop a channel strategy, the next focus is to outline ways to manage the channel, for example, selecting a channel leader. The importance of managing channel strategy is to ensure channel cooperation and reduce channel conflicts. Wholesalers and retailers depend on the manufacturer for achievement; thus, channel cooperation is vital to members. An appropriate channel strategy also reduces cases of channel conflicts that may threaten the producer. Channel conflicts occur due to unharmonious goals, poor communication, and disagreements over specific roles and responsibilities, threatening producer distribution strategy.
Many suppliers emphasize efficient logistics, designing, managing, and enlightening the distribution of goods and services through the supply chain process. It is essential in evaluating product returns and in material reuse. Organizations should focus on customers when planning logistics. The functions of logistics are ordering processing, warehousing, material landing, transportation, and inventory control. Warehousing involves storing goods before distribution to the end consumers. It should be located in an accessible location to consumers. Warehouse ensures the goods are readily available to consumers. Distribution of goods should align with the excellent transport system. Making transportation decisions entails a compromise between minimalizing prices while improving incomes. The standard modes of transport of goods are water transportation, railroad, pipelines, among many others.
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