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Abstract 

 

The purposes of this research are to study various distribution channels and their 

associated strategies and also evaluate the efficiency of the most discussed distribution 

channels, including direct approach and Internet. 

 

In spite of the fact that there have been a number of product distribution channels, they can 

be classified into two major aspects based upon the context of the distribution channel of 

Andaman’s culture tourism products: 1) direct distribution channel (the product distribution 

channel started from wholesaler to consumer without intermediary involvement), and 2) 

indirect distribution channel (the product distribution channel between wholesaler and 

consumer in which intermediary is essential in the process). 

 

For the distribution channel patterns of Andaman’s culture tourism products, we categorized 

them into seven major scenarios: 1) direct pattern (the channel pattern distributing products 

from wholesaler to consumer directly), 2) indirect pattern (the channel pattern that 

distributes products from wholesaler to consumer via intermediaries), 3) specific pattern 

(the channel pattern, which delivers products from wholesaler to consumer using specific 

approach), 4) unspecific pattern (the channel pattern that deploys all possible means to 

increase the efficiency of product distribution path between wholesaler and consumer), 5) 

intensive pattern (the channel pattern aimed to provide saturation coverage of the market by 



� 

using all available outlets), 6) selective pattern (the channel pattern that involves a producer 

using a limited number of outlets in a geographical area to sell products), and 7) exclusive 

pattern (the channel pattern representing an extreme form of selective distribution in which 

only one wholesaler, retailer or distributor is used in a specific geographical area).  For the 

effectiveness of either direct or Internet distribution channel, it was found that multi-

distribution pattern appeared to be the most widely used and effective approach. 

 

This research is based upon two major research methods: quantitative and qualitative within 

the scope of Andaman related provinces, including Phuket, Phang-Nga, and Krabi. In 

addition, there are two essential parts related to research data collection: 1) specific group 

discussion and explorative interview intended to gather information from entrepreneur, and 

2) questionnaire, which is purposely used to collect data regarding consumers’ aspects in 

which a number of questionnaires were distributed to 140 culture tourism places (51 in 

Phuket, 40 in Phang-Nga, and 49 in Krabi).  In this case, 400 questionnaires were 

responded and analysed using SPSS 12.0 for Windows. 
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