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Abstract

Independent study title “The Distribution Channel Management of Multi Level
Marketing System : Case Study of Prechain Group Co., Ltd. ” were conducted to investigate
the distribation channel of Multi level markefing system : case study Prechain Group Co., Lid., and
to study markéting mix strategy of the distributors. The iethodology of the study was conducted
by interviewed executive of Prechain Group Co., Ltd. and interviewed the distributors by

quéstioniiaire.

Frorit the study, Prechain Group Co., Ltd, wa established and sold produicts thirotigh Multi
level marketing system since 1992. Curntly, the product was water-filtet unit. Members in
distribution channel system were 21 distributors ( named “Centemet ) with approximately 5,000

independent sales.

According to product line, the water-filter unit were divided into 3 categories by different
purpose of usages. There were for household diinking, household using and commiércial & industrial

consunption.

The main distribution channel was. by distributors who were the key person to independent
sales. The thethod for recruifing and selecting the distributors, were qualification considered sales
volume, owning office, administrative and tachnician staffs and ability to solve technige problents.

Distributors will receive benefits hccording plan of Gold level and management fee from selling



points. The promotion side most of them were focused on product training for the independent sale
team, prepared demonstrative equipments for supporting distributor to closing the sales. Also Had

promotional program for both distributors and independent sales.

The study from interviewing 21 distributors by questionnaire discovered that most of them
graduated in Bachelor Degree, responsible territories and service were in Bangkok and territories.
Monthly sales volume were mostly between 100,001 - 300,000 bath. Most of them work as their
main carreers and they had experience in MLM especially those who had monthly sales up to
500,000 bath.

According to product and price strategy, it was founded that most of the distributors could
sold household drinking water-filter units more than other type. Most of them had their order after
closing the sales, and the price set up as the same as the retail price of the company, and showned

to consumer when closing the sales. Payment conditions were cash and ciedit term respectively.

According to the distributors channel strategy most of them emphasize on their independent
gales men and on recruited new independent sales men by given commission to current independent

sales men. Monthly active independent sales men were approximately 101 - 500 persons.

For promotions. strategy, most of distributors had training occasionally and the locations
used were customers home with lower than 10 persons. Training documents were widely used. The
most selling tools were technique equipments. The most favourite promotional activities were

discounts and collecting points of sales for travelling, respectively.

Most of the operational problems, were product out of stock, delay of commission payment,
 inconsistency of product quality, delayed of product delivery and after sales service , respectively.
For the management of company, most of the distributors satisfied with the very good of information

on product management, information on marketing plan, and benefit management, respectively.



