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Perry’s Ice Cream Case
What are the potential pros and cons of Perry Ice Cream's direct sales distribution channel?
Perry's direct sales distribution channel is adequate and appropriate for the company because it effectively ensures that the company product reaches the market. The distribution channel involves 45 trucks and more than 50 drivers, and various warehouses (Ryan & Barretta, 2018). This channel's pros include effectiveness in linking the stores and suppliers, which ensures that customers get the products on time. This convenience helps to increase customer satisfaction and retention. On the other hand, the cons include the possibility that the customer demands may overpower the company's logistic and distribution channel is likely. This may result in surplus production.
What are the potential pros and cons of collaborating/partnering with this national brand?
Pros of partnering with a national brand include changing the distribution units to increase and widen its sales. This may increase the revenue income for Perry Ice Cream. This partnership will also improve Perry Ice Cream products at the national level. However, cons include the possibility of incurring massive losses if they choose the wrong partners.
Evaluate the marketing channel options and describe the value channel members provide
Marketing channels can open up Perry's products by increasing its distribution area; thus, increasing its profitability. Partnering with a national brand, in this case, would be more beneficial to the company because it will increase its exposure to the larger market, which can also create an opportunity for Perry Ice Cream to develop new products in line with its current product line. This new marketing channel will also minimize Perry's distribution and logistics costs.
Assuming that Perry's leadership decides to carry the competitor's products, evaluate the two proposals. Would you recommend they use on margin or drayage, and why?
Choosing margin refers to creating and selling products through the margin determined by product cost and cost to the retailer and stores. Therefore, to remain profitable, the organization must choose a more considerable margin. In the proposed margin of partnering with a national brand, Perry would sell its product at $3.00 per household size pack. This is different from Perry's original margin, which was to sell at $5.99. Based on the proposals, the Drayage margin will guarantee Perry 0.80 cents profit for every unit sold. This means that if the company increases its deliveries through the partnership, it increases its revenue. Therefore, I would recommend Drayage margin because it will ensure that the company makes a profit.
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