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Patrick THOREAU

20

1st part: 4 winning strategic marketing tactics in today's and tomorrow's globalized world. 
2nd part: The main strategic options in distribution: presentation - assets and drawbacks. 
3rd part: Optimizing company international commercial action - Operational and strategic methodology. 
4th part:  Sales network management, creating loyal and reliable distributors and partners. 
Developing the distribution networks in 3 Major markets: Spain, the United Kingdom and the US. 

Teaching method: Theoretical teaching, Case studies and concrete cases, Concrete study of three countries. 

Assessment: Final exam (2 hours)

This course: 
Tackles the main strategic options offered for exporting SMEs in the marketing and distribution of consumer and industrial 
products. 
Presents the new stakes of international marketing and distribution, help create action plans to develop sales, motivate the 
salesforce and implement winning strategies. 
- Understanding the issues and constraints linked to intertional marketing and distribution.
- Discover the most important options in distribution and selection criteria.
- Learn to define an action methodology.
- Acquire the techniques to conduct and motivate distribution networks.

A good level of English proficiency (B2 minimum) 
A marketing background.

GORCHEL L. (2004), MANAGER'S GUIDE TO DISTRIBUTION CHANNNELS, McGraw Hill Company 
BRUCE M. (2005), INTERNATIONAL RETAIL MARKETING: A CASE STUDY APPROACH, Elsevier Science and Technology 
Books
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