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SBE Module 8                                      Distribution/Channel Management
Think about the last store you visited.  It might have been a brick and mortar, or more likely, an online store.  What are all the different products that store carried?  It might have been a few or more than you can count.  Choosing the products, the brands, and the services offered is a critical to your success.  Now think about your own SBE.  How many different products are carried in your SBE?  More importantly why do you carry those products, those styles, those brands? What services do you offer?  Why do you offer those specific services?  
To LEARN about Distribution/Channel Management (This is an individual activity)
Standards assessed:

• Explain the relationship between customer service and distribution. Example: Discuss how timing of orders, stock rotation and availability of product ultimately affects your SBE’s ability to provide customers with goods for purchase.  MBA Research Performance Indicator: Explain the relationship between customer service and distribution (OP:523) (CS)
• Explain the receiving process. Example: Describe how you handle the receipt of new merchandise. MBA Research Performance Indicator: Explain the receiving process (OP: 384) (CS)
• Complete inventory counts. Example: Describe how your SBE conducts inventory (physical, perpetual, a combination of the two) and how often it does so.  MBA Research Performance Indicator: Complete inventory counts (OP:409) (CS)
• Determine inventory shrinkage. Example: Account for loss of inventory due to shrinkage (damage, theft, sample product). How does shrinkage affect your store’s bottom line?  MBA Research Performance Indicator: Determine inventory shrinkage (OP: 415) (SP)
OPTIONAL SUPPORTING DOCUMENTS

 • Include optional photos, charts, graphs

Before you begin:

Read: Read about Distribution/Channel Management and view the PowerPoint at: https://www.deca.org/high-school-programs/school-based-enterprises/.  Click School Based Enterprise Instructional Units. Click Distribution/Chanel Management.  

To Do:
1. Complete the questions found in the Distribution/Channel Management reading.
2. (DO THIS AS A TEAM) Visit a local warehouse manager or meet with the owner of a business for an interview.  If you do not have a local warehouse or business owner that you can meet with set up a Google Hangout with a company located elsewhere in your state.

3. Read the instruction manual or your store handbook on distribution and channel management. 
To DO in the store (this will be completed as a team)

· Describe how your SBE conducts inventory (physical, perpetual, or both) and how often it does so.  Include copies of your inventory pages – physical and perpetual if you complete both.  If you only use one explain your reasoning for doing so.
· Choose a sale held at your SBE.  Identify the type of sale, reasoning for the sale, length of sale, strategy of sale.  Describe how your sale items performed.  Compare the sale of the items for the same period when they were not on sale to the time period when they were on sale.  Create a chart comparing the two.  Include pictures of the product.
· Create a chart of inventory shrinkage for the store or a product line.  What is causing the shrinkage (theft, damage, sample product, misringing).  How does the shrinkage affect your profit?  What can you do to reduce shrinkage?
SBE Certification

Complete all four (4) standards.  Answer the questions using the information you have already gathered and provide documentation based on the work you have completed as a team and/or individual. Use graphs and charts,  include forms such as inventory counts, include pictures of your storage areas, stock rotation, and  the sale that you ran.
