PULL STRATEGY

A pull strategy involves motivating
customers to seek out your brand in an
active process.

"Getting the customer to come to you"

EXAMPLES OF PULL TACTICS

Advertising and mass media promotion
Word of mouth referrals

Customer relationship management

Sales promotions and discounts

PULL STRATEGY EXPLAINED

'Pull strategy' refers to the customer actively
seeking out your product and retailers
placing orders for stock due to direct
consumer demand.

A pull strategy requires a highly visible brand
which can be developed through mass
media advertising or similar tactics. If
customers want a product, the retailers will
stock it - supply and demand in its purest
form, and this is the basis of a pull strategy.
Create the demand, and the supply channels
will almost look after themselves.

A successful strategy will usually have
elements of both the push and pull
promotional methods. If you are starting a
new business and intend to sell a product
through retailers, you'll almost certainly
need to persuade outlets to purchase and
stock your product,

You'l also need to raise brand awareness
and start building valuable word of mouth
referrals. If you have designed a product
around the customer and have considered
all elements of the marketing mix, both of
these aspects should be achievable.

A vertical marketing system (VMS) is one

in which the main members of a distribution
channel—producer, wholesaler, and retailer—
work together as a unified group in order to
meet consumer needs. In conventional
marketing systems, producers, wholesalers,
and retailers are separate businesses that
are all trying to maximize their profits. When
the effort of one channel member to
maximize profits comes at the expense of
other members, conflicts can arise that
reduce profits for the entire channel. To
address this problem, more and more
companies are forming vertical marketing
systems.

Vertical marketing systems can take several
forms. In a corporate VYMS, one member of
the distribution channel owns the other
members. Although they are owned jointly,
each company in the chain continues to
perform a separate task. In an administered
VMS, one member of the channel is large
and powerful enough to coordinate the
activities of the other members without an
ownership stake. Finally, a contractual VMS
consists of independent firms joined
together by contract for their mutual benefit.
One type of contractual VMS is a retailer
cooperative, in which a group of retailers
buy from a jointly owned wholesaler.
Another type of contractual VMS is a
franchise organization, in which a producer
licenses a wholesaler to distribute its
products.
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