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FEATURES OF BRANDING IN WHOLESALE AND BUILDING OF EFFECTIVE STRATEGIES

Abstract. Today, distribution companies play a huge role in the manufacturer’s image formation and the
building of reputation, with the size of the market share occupied by the supplier often depending on the wholesaler
and the quality of its work. The product supplier is interested in access to distribution channels and the ability of
the wholesale operator to ensure brand growth.

The main aim of a wholesale company operating in the market is their preservation, development, and the
maintenance of a certain level of profitability. Any wholesale company strives to achieve the maximum possible
income from investments. This is achieved through mutually beneficial cooperation between the supplier of a
unique product (brand) and a distribution company that implements a marketing strategy. The position of the
wholesale company engaged in wholesale trade depends significantly on the chosen marketing strategy, marketing
policy, and the nature of marketing decisions.

The article is devoted to modern problems of wholesale business: improving the economic effectiveness of
wholesale companies and the creation of effective marketing strategies. The aim of the paper is to establish the
key factors that determine success of wholesaler marketing strategies, to search for indicators and characteristics
demonstrating the effectiveness of the wholesale link, and providing the opportunity to implement a marketing
strategy. The goal is to determine the algorithm and the most important principles for constructing an effective
wholesaler marketing strategy.

The article defines the essence of branding in wholesale trade, gives examples of the successful experiences
of existing enterprises, systematizes the tasks of a distributing company that implements a marketing strategy, and
provides an algorithm for creating a package of marketing strategies for a wholesale company. Methods of
description and economic analysis are used. The article can be used as an information base or as a guide to the
activities of wholesalers and marketers.

JEL Classification: M - Business Administration and Business Economics; Marketing; Accounting;
Personnel Economics

AnHoTanus. CerofHs KOMIAHUHU-TUCTPUOBIOTEPHI UTPAIOT OTPOMHYIO POJIb B (DOPMHUPOBAHUHM MUMUKA H
penyTranvu Mmpou3BOJAUTEIIA, OT OINTOBHKA M Kaye€CTBa €ro pa60TI)I 3a4aCTyr0 3aBUCUT pasMep J0JM pPBbIHKA,
3aHMMAEeMOM MOCTaBINMKOM. IlocTaBmuka NPOAYKIMM HHTEPECYEeT IOCTYIl K KaHajaM paclpelesieHus HU
CIIOCOOHOCTBH OIITOBOT'O oreparopa obecneunTs pocT TOpFOBOf/i MapKHu.

OcHOBHOM HCJIbIO OIITOBBIX TOPIrOBLIX HpGHHpHﬂTHﬁ, I[eP'ICTBy}OHlI/IX Ha PBIHKEC, SABJIACTCA UX COXPAHCHUC U
Ppa3BUTHC C ONPCACICHHBIM YPOBHEM peHTa6eJ'IBHOCTI/I. JIro60€e onrroBoE IpeanpusaTUC CTPEMUTCS K JOCTUIKCHUIO
MAaKCHUMAaJIbHOI'O A0X0Ja OT BJIOXKCHHBIX B HCI'O I/IHB€CTI/IL[I/II>1. 9T0 YCJIOBUC AOCTHUTAaCTCA IPHU B3aWMMOBBII'OJJTHOM
COTPYIHAYECTBE TOCTABIIMKA YHUKAILHOTO ToBapa (OpeHIa) W KOMIAaHHU —IUCTPHOBIOTEpA, Pealnu3yIoIIero
MApKETUHIOBYIKO CTpPATCIrHlo. ITonosxeHne ONTOBOM KOMIIaHUHM, 3aHUMAromeErocsa ONTOBOM TOpFOBJ‘Ief/‘I,
CYIIECTBEHHO 3aBHUCHUT OT BBIOPAHHOW MapKETHHTOBOW CTpATEeTrHH, MapKETHHTOBON IOJIMTHUKU M Xapakrepa
MAapKETUHT'OBBIX peHleHPlﬁ.

Llenbto paboOTHl SBIAETCS YCTAHOBJICHHE KIIOUEBBIX (DPAKTOPOB, OMPEACIIIONINX YCHEX MapKEeTHHI'OBOM
CTpaTeTMH B ONTOBOM 3BEHE, IIOMCK IIOKa3zaTeslell M XapakTepHUCTHK 3((EeKTUBHOCTH ONTOBOTO 3BEHA,
00eCTeunBaroOINX BO3MOXKHOCTh pealM3allii MAapKeTHHIOBOI cTpaTeruu. 3agadya - ONPEACTHTh aIrOPUTM U
Ba)KHEHIIINE MPUHIMITEI TTOCTPOCHNUS 3 PEKTUBHON MapKEHTOBOI CTpaTerny B OIITE.

B pabore ompexeneHa cyTb OpeHIMHIa B ONTOBOIM TOPTrOBJIC NPHUBEICHBI NMPHUMEPHI YCIICIIHOTO OIBITA
HeﬁCTBy}OIHHX HpeﬂHpHﬂTHﬁ, OITMCaHbI u CUCTEMATU3UPOBAHBI 3aJa4yun KOMHaHI/II/I-I[I/ICTpI/I6LIOT€pa,
PCAIN3YyIOMICTO MAPKETUHIOBYHKO CTPATCTUIO, MNPHUBEACH aJI'OPHUTM (1)0pMI/Ip0BaHI/IiI MaKeTa MapKETUHIOBBIX
CTpaTel“I/Iﬁ 1A OINTOBOM (bl/IpMBI. I/ICHOJ'IB3yeMI>IC MECTOABI — OIITMCAHUEC U 3KOHOMHYECKUH aHanu3. CTaTbsd MOXKET
OBITH HCIIOJIG30BaHA B KAyecTBE I/IH(l)OpMaIII/IOHHOfl 0a3pl WA PYKOBOACTBA B ACATCIBHOCTU CHEIUATIMCTOB
OITOBOI TOPrOBJIM U MapKETOJIOIOB.
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Introduction

In the conditions of a globalizing economy, the
role of distribution companies trusted by retail
networks continues to increase in importance. Today
«Business to business» channels play an important role
in reputation formation and the increase of customer

loyalty to the brand. The market capacity received by
the trademark, the general perception of the trademark,
and the reputation of the manufacturer often depend on
the quality of the wholesaler's work. The wholesale link
is faced with the task of choosing a reliable supplier and
building long-term mutually beneficial relationships
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with it, which makes it possible to implement effective
brand marketing. The marketing effectiveness of the
distributing company determines not only its own
benefit, but also the benefit received by the
manufacturer and the end user.

Everyone wins in such a three-link marketing
chain: the consumer receives a unique product that
meets their expectations, the distribution network
purchases goods that are in demand on favorable terms,
and the manufacturer increases sales using the wider
distribution channels provided by the distributing
company.

Building and promoting a wholesaler’s brand has
several advantages over the ordinary «Business to
business» distributors. These advantages are: ability to
attract new customers effectively, and minimizing the
risk of losing one’s own customers and them switching
to the products of competitors. The company's revenues
during a period of economic recession or crisis are
relatively well protected; in addition, the distributing
company has a margin of price variability. In the case
of a brand sale, the wholesaler has the opportunity to
form more profitable relationships with distribution
channels.

It is just as important for the supplier to choose a
reliable  distributor with  whom growth and
development of the brand is possible. The main motive
for cooperation with the supplier is access to
distribution channels.

Body of paper

Today, wholesale branding is a close interaction
between a distributor company and a supplier-parent of
a trademark within one or several product groups that
are most advantageous from the standpoint of market
conditions. The wholesaler is committed to promoting
the brand. An intermediate consumer, as a rule, is a
retail network or a public catering network. In this
chain, the producer is under tremendous pressure
caused by demand within the product group.
Responsibility for providing a full range of product
groups, related products, new design of goods, etc. falls
on the manufacturer. The wholesaler, in turn, ensures
timely delivery of goods, provides constant availability
of the entire range, monitors and adjusts prices, makes
decisions regarding marketing communications, and
implements a distribution strategy for goods.

The distributor company, developing a brand
strategy for long-term development, fulfills a number
of roles:

+ Choice of mono-strategy

A product unit must meet the expectations of the
consumer (otherwise the brand’s reputation will be
damaged), create a positive first impression, be visually
attractive, (otherwise the consumer will not see it on the
shelves of the supermarket, and brand building will not
be possible), be of high quality (otherwise long-term
development is not possible), be regularly updated, and
be flexible in relation to changing needs, (otherwise full
communication with the consumer is not possible).

In order to confirm the viability of the mono-
strategy, conclusions must be drawn about: the growth
in sales of the product group, the trend towards an

acceleration of commaodity circulation, a reduction in
the turnover time of goods, and economic feasibility
(margin). It is possible to formulate the basic
requirements for suppliers:

* popularity (brand awareness);

« reliability;

« availability;

* interest in working together;

« understanding the role of marketing in promoting
their products;

* minimum delivery times;

» take on a share of risks, for example, those
associated with transportation.

* Supplier selection

The most important characteristics of the supplier
are its ability to pursue long-term development and its
adaptability to changing consumer preferences. These
properties are determined by the strategy; a long-term
plan for its development.

In selecting suppliers, the wholesale company
may utilize a single supplier (the principle of
concentration of orders — big discounts due to the
larger order size, close cooperation, risk) or choose
several suppliers (the principle of spraying orders).

The ability of the supplier (brand) to pursue long-
term development is confirmed by its reaction to
changes in demand - the ability to adapt to new
consumer needs, which usually comes down to the
release of goods of higher quality, new designs, and the
supply of related products.

* Product distribution strategy

The distribution strategy implemented by the
distribution company is closely interconnected with the
supplier’s development strategy, the general design of
the brand, and the selected market segment.

Marketing strategies in the field of sales activities
of an enterprise are developed in the case of expanding
sales in existing markets, entering new markets, and
designing new sales channels; for example, when the
existing sales system has ceased to be effective. In
relation to external competitors, a competition strategy
or cooperation strategy can be developed. If a
competition strategy is chosen, the company
determines the type of competition (price, non-price)
and predicts the behavior of competitors. The
implementation of marketing strategies in sales
activities requires a lot of time and significant financial
costs, since, as a rule, investment in sales is required.

* Effective communication

As a rule, a long-term development plan for a
supplier involves selling specific brand products. A
distributor only helps to adapt an existing marketing
strategy to market requirements: it creates the
conditions for the continued existence and effective
development of a brand in a given territory.

The target audience of the wholesale distributor is
not the end consumer, as in the case of retail and
manufacturing enterprises; but the purchaser or supply
manager of the retail and trading enterprise. Therefore,
the wholesaler's marketing communication is not so
active, rather it is focused on responding to the needs
of the retail network. The conditions and speed of
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delivery, the price and terms of payment, the quality of
the product and its advantages over competitor
products are important. The success of such global
wholesale distributors as WorldWideBrands, Manta,
OrangeShine, and Wholesale Central is determined by
their ability to ensure the growth and development of
small businesses, and to provide the supplier with a
competitive advantage. The mission of such companies
includes not only delivery and service, but also
educational and research activities.

The main factors ensuring the development of
small business are:

1. price of goods

2. quality of service

3. quality of work

therefore, the construction of effective brand
strategies in wholesale is reduced to the
implementation of assortment-price, service, and
communication policies. The latter is based on trade
marketing methods, which are: stimulation by the
wholesaler of retail counterparties (providing discounts
such as: discounts on prices for purchase volumes;
discounts provided for the inclusion of new products in
the purchased product range; distribution (dealer)
discounts; cash discounts; consumer discounts
(reducing the price of the producer in order to reduce
prices along the entire intermediary chain); and
stimulating their own sales employees. It provides labor
motivation and the use of financial and non-financial
methods; stimulation of the final consumer provides for
the provision of (implementation): 1) supply of spare
parts; 2) installation and commissioning; 3) staff
training; 4) equipment repair; 5) service (before and
after the sale); 6) receiving worn (old) equipment.
Sometimes wholesalers assist the supplier in carrying
out events (tastings, exhibitions, conferences),
merchandising at points of sale; and loyalty programs
(discounts, bonuses).

As a rule, branded product suppliers have a
recommended price level. It is important that the
supplier has the opportunity to receive reasonable
margins, otherwise the profit of the wholesale company
may be at risk. The wholesaler should provide backup
suppliers. In the overwhelming majority of cases, when
a transaction is concluded by stores with a wholesale
company, the main factors are the price, quality of the
goods and the payment terms. Therefore, the wholesale
price should be favorable for the store, taking into
account the nature of the demand for the product and
the price offers of competitors.

The quality of service of a wholesale operator
concerns: timely delivery, transaction time, and late
orders. All of these subsequently affect the reputation
of the supplier and customer satisfaction. The role of
quality service is ensuring constant growth in the face
of competition and can be used as a powerful marketing
factor. The marketing task of organizing the service
includes increasing the value of the product. The buyer
considers the service to be an important attribute of the
product, and this includes its intangible component
(attention, sympathy, goodwill). Personalization of
direct communication, greater flexibility, and

transparency of the production process are appreciated
here. All these factors affect the brand loyalty of the
consumer and determines subsequent purchases.

Quality of work is how well the supplier adheres
to the specifications, how well the product is packaged
and whether it is correctly labeled, including how
agreed marketing materials are to be used.

To assess the performance of a wholesale
enterprise, a number of indicators are used. The
indicators characterizing the turnover of the wholesale
enterprise include: the volume of trade in value terms
at current and comparable prices; the assortment
structure of goods turnover for individual groups of
goods in value and relative terms (percent); an increase
in turnover characterizing a change in both gross
turnover, and in certain types and forms, one-day
turnover; the volume of trade per employee (including
employees of a trading group); and turnover per square
meter of the total area.

An important point in managing the wholesale
enterprise’s turnover is its economic analysis. Analysis
of the wholesale turnover of the enterprise in the market
system should answer the following questions: what are
the trends and rates of change in sales; to whom are the
goods sold; what is the commodity structure of
commodity circulation; In which regions are the goods
sold; what is the ratio of warehouse to transit sales;
what is the state of inventory and turnover; who are the
suppliers of the wholesale enterprise; and what are the
volumes of supplies? Based on the results of the
analysis of turnover and financial analysis, the
assortment of the wholesale enterprise is formed.

The main marketing decisions in the wholesale
trading organization often coincide with the decisions
of the supplier. They include:

1. The formation of the assortment based on the
needs of the market and the prevailing market
conditions, as well as the already existing brand
portfolio. Wholesalers are under pressure from the
market to offer a complete product range and maintain
stocks of goods for immediate delivery; this is,
however, expensive to maintain. Wholesalers
determine the number of assortment groups of goods,
select only the most profitable product groups for
themselves, and decide which services help to achieve
the closest relationship with customers.

2. Establishment and regulation of prices. At the
same time, the wholesaler must set the price, not only
on the basis of its own intended profitability, but also
taking into account the recommended price level of the
company that owns the brand.

3. The choice of distribution channels. Wider
market coverage is the main reason for mediation. At
the same time, the brand manager of the distributor
cannot depart from the already established strategy for
distributing brand goods.

4. Making decisions on the most effective
marketing communications. A distribution company
often promotes several brands, so it cannot spend a
majority of its budget on one of them. In this regard,
trade marketing has gained great popularity:
stimulation of retail intermediaries - discounts on
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volumes of purchases / when purchasing certain goods;
sales team stimulation - sales / sales premiums of
certain SKUs; stimulation of end consumers -
discounts, promotions, bonus offers.

Taking into account the tasks of the wholesale
enterprise and the preferences of the retail link
(Business to Business), a marketing strategy (brand
strategy in wholesale) or a package of strategies is
developed. The development of strategies involves:
maintaining and increasing market share; marketing
channel design; development of competitive behavior,
conducting market research, research of a professional
sales market: competitors, wholesale and retail chains;
consumer research; supplier market research, market
segmentation, segmentation of  professional
intermediary buyers; consumer segmentation; and
selection of target segments.

Examples of companies that successfully
implement marketing strategies in the Polish market are
CSM sp. z 0.0, Platon sp. z 0.0, and IBT Company.

The procedure for forming a package of marketing
strategies for a wholesale enterprise:

1. Formulation of the general goal or mission
(global goal of the wholesale enterprise)

2. Formation of a corporate goal (implementation
of activities with a given investment efficiency)

3. Definition of marketing strategies at the
corporate level. To analyze possible marketing
strategies at the corporate level, the attractiveness of the
market is assessed. The attractiveness of the market is
determined by external (rate of return, level of demand
and the strength of competition in the market) and
internal factors (availability of financial resources, the
cost of wholesale services, and the possibility of
promotion).

4. Selection of strategies with the highest rate of
return

5. Expert assessment of the possibility of using
strategies and testing of economic efficiency

6. The choice of strategies at the corporate,
functional and instrumental level (ABC-classification
of customers, segmentation and positioning)

7. Drawing up the best package of strategies for a
wholesale company

Conclusion

Branding in wholesale activities is the close
interaction of a distributing company with a supplier
(the owner of a trademark for one or several product
groups), which is most advantageous from the
standpoint of market conditions. Features of the
wholesale  company’s  functioning  determine
the composition and  specifics of  marketing

tools necessary for maintaining and developing the
brand in the current territory.

The main tasks that the wholesaler accomplishes
by implementing the marketing strategy are:

+ assortment formation (selection of the most
promising goods from the standpoint of economic
benefits and selection of the most promising suppliers
from the standpoint of the possibility of brand
development)

* setting prices that ensure both the cost-effective
operation of the wholesaler and the possibility of
supplier growth

* selection or design of distribution channels in
accordance with the brand development plan

+ improving the effectiveness of marketing
communications (based on trade marketing methods)

The development of a strategy or strategy package
for a wholesale company is carried out in accordance
with the general and corporate goal of the company (its
mission) at the corporate, functional and instrumental
level, affecting all elements of the marketing mix:
market  segmentation, procurement  marketing,
marketing logistics, and marketing communication.
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