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Selling through intermediaries

Dual distribution

Reverse distribution

Starbucks is using direct selling and selling through intermediaries or partners to sell its coffee to the end
users. Selling the coffee through its stores directly to the end users is called direct selling. It is the main
distribution channel as it has lots of stores in all the major countries. The other way of distribution used by
Starbucks is to sell its coffee to shopping malls, theatres, restaurants, and school or college campuses
etc. which then sell the coffee to the end users. It also gives franchise options as its international
marketing strategy. Strategies used by Starbucks. Methods used by the organizations to set the price of
the products of services are called pricing strategies. Pricing strategy depends on the total cost incurred
by the organization and also on the expected returns. It also considers marketing objectives and demand
and supply of the product (Dolgui, 2010). To be sustainable in the market pricing should be done keeping
competitors pricing for the same products. Our prices should not be much more as compared to the
competitors. If prices are higher organization should be able to justify the difference either by some extra
benefit from the product or by providing better service as compared to the competitors. Pricing strategy
used by Starbucks is called skimming the market as it follows the premium pricing strategy. Value based
pricing is the other pricing strategy used by Starbucks. Starbucks gives an opportunity to the customers to
spend a quality time with their friends in Starbucks’ stores. Economic factors like exchange rate, inflation,
interest rate, recession etc. should also be considered while setting the pricing. Discuss promotional
activities of Starbucks and explain how promotional strategies used by Starbucks are integrated and
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