14
2009

8

( ) Vol 14 Na 4
JOURNAL OF HUNAN UN N ERSITY OF TECHNOLOGY SOCIAL SCIENCE ED ITON  Aug 2009

( , 100872)

On ChannelM anaganent of Fast - consum ng Products

—Basdon P & G sBigClients M anagenentM odel
HE Qian

(Business School of Rermin U niversity of China, Beijing 100872, China)

Abstract: Fast-conauming products are our daily familiarity and are frequently dealtwith A s the biggest fast - con-
aming product company in the world, P & G conducts channel managament by ocontrolling branch dealers’ num-
bers, strengthening itswork through stimulation, establishing direct relationswith big clients to fom strategic lies
Having taken all kinds of measures to lve vertical and horizontal channel conflicts effectively, it finally foms the
managament model based on big client managament channel relations suited for Chinese market development
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