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Less is 
More

Selective 
Distribution? Restructure!



Power of 
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Fix Distribution margin Provide retail price lists

Fix maximum discount Link cost price to RRP

Conditional 
reimbursement/rebates

“Significant Influence”

Link to competitors’ price “Strongly indicative”

Threats “Efforts to influence”

Intimidation “Discourage … sale prices 
considered to be too low”

Warnings “… a degree of freedom … left to 
the reseller”

Penalties

Delay/suspend deliveries

Termination
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Algorithms

Price Parity

Price Discrimination



Deal Direct



Commercial Agency

Logistics Service Provider

Consignment/ROT
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