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DISTRIBUTION (LIPSTICK PRODUCT)
Introduction 
The term distribution refers to the process of availing a certain product or service in the market for the customers either directly by producers or indirectly intermediaries or distributers. This process is usually categorized as one of the four elements of market mix. Therefore, distribution is an essential strategy when it comes to selling and advertising of a company’s available product to the market. In this present paper therefore, it will examine and discuss the channels of distribution structure that will be used to distribute the lipstick products to the customers/ market. 
Case Illustration 
The term distribution channels can be defined as the flow or path to which a product passes through from the manufacturers to the customers. I will use the indirect type of channel of distribution structure to market the lipstick products, (Garg, S. A., Singh, H., & De, K. K. 2016). This is because if I reach the end-user through wholesalers, VARs or other channel partners, I will create many successful marketing programs to drive revenue through my channel and I will be committed to their success. The following diagram shows the distribution channel flow i will use to market my lipstick product. 
[image: Image result for What are the 4 channels of distribution?]
In order for the channel members to promote my product to the ultimate customer I will apply the strategy of pull marketing where I will create and establish a loyal following and draw the customers to the lipstick product through the distributers. The lipstick products will be first research the best places and methods of selling the lipstick product that will automatically generate sells more quickly. For instances, places such as near universities or schools are best places to sell lipstick products. Secondly, I will set the number crunching by knowing all the expenses associated with each distribution channel used. I will also include partnerships with a potential to promote my product and set a benchmark. Once this is done I will warehouse my products and distribute them according to how the customers are responding to the lipstick product, (Cui, T. H., & Mallucci, P. 2016).
To accomplish the expectations that my channel members and the marketer of the lipstick product I will use the marketing mix promotion strategy. This strategy is a vital component when it comes to boosting sales and brand recognition. The organization structure will be formal and enduring that every channel member will have to adapt to. 
Conclusion 
In conclusion, it is evident from the above paper that channel of distribution are essential in advertising and selling of products in the market. Therefore, every business should adapt to the distribution channel of indirect channel.
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