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Distribution, Retail and Expansion Strategies

COURSE OVERVIEW

In today’s competitive market, effective distribution and retail strategies are critical for growth, profitability, and
customer reach. This course equips delegates with the strategic insight and operational know-how to design and
manage efficient distribution networks, scale retail operations, and implement successful market expansion
strategies.

Participants will explore traditional and modern distribution models, omni-channel retailing, partner management,
territory development, and international market entry techniques. Real-world case studies from FMCQG,
manufacturing, and service industries will provide actionable tools for strategic execution.

WHO SHOULD ATTEND?

This course is designed for Business Development Executives, Distribution Managers, Retail Managers, Channel
Partners, Sales and Marketing Executives, Strategic Planners, and Entrepreneurs involved in growing product reach
and scaling retail operations across regions or markets.

COURSE OUTCOMES
Delegates will gain knowledge and skills to:
e Design efficient and scalable distribution and retail models
e Analyze current channel performance and identify gaps or opportunities
e Develop regional and international expansion strategies
e Manage distributors, retailers, and channel partners effectively
e Align supply chain, marketing, and sales for unified growth
e Leverage digital tools for data-driven distribution decisions
e Apply best practices in omnichannel and direct-to-consumer (DTC) models

KEY COURSE HIGHLIGHTS
At the end of the course, you will understand:
e Retail formats: physical, digital, and hybrid models
e Market expansion strategies: franchising, joint ventures, partnerships
e Channel management and distributor performance tracking
e Logistics and supply chain alignment for retail success
e Market segmentation and channel mix optimization
e Partner onboarding, training, and incentive systems
e Digital tools for monitoring retail and distribution metrics
e Case studies on regional and international retail growth

All our courses are dual-certificate courses. At the end of the training, the delegates will receive two certificates.
1. A GTC end-of-course certificate
2. Continuing Professional Development (CPD) Certificate of completion with earned credits awarded
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