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v ABSTRACT
The main objective of the study was to determine the factors affecting the choice of
distribution channels strategies and their relations to the organization performance in
Interconsumer Products Limited. The specific objectives were to determine the
distribution strategies used by manufacturing companies in Kenya, to establish the factors
that influence adoption of this strategies. to investigate the distribution channel strategies

and how they affect organization performances and to determine how the management of

' manutacturmg companies can use this 1nf0rmat10n in developing the channels in the

distribution of their products.

The significance of the study aimed at promoting the use of the best distribution channels
as a point of organization structuring and management in the various marketing strategies
and sectors and by shedding more light on the benefits of using the various strategies and

channels.

The data was collected through self administered questionnaires which were analyzed
quantitatively using descriptive statistical tools like tables and charts to transfer the data

~into intelligible information.

In the findings the researcher found out majofity of the respondents were of the view that
Distribution channels had a great impact on the company’s overall performance but
' speéiﬁcally, it had improved the company profit, company sales, employee motivation
and relations with all stakeholders. This has motivated the company to keep giving back
to the community year found as they are sure of helping where the community is unable
to stand on its own. It has also lead to the company being most respected in the industry

and to scoop awards in relation to Distribution channels.

The recommendations given pointed out that for a business to develop an efficient and

effective Distribution channels program it should first study its existing policy and the

procedures before making contributions.




