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A global chemical 
player wanted to 
determine potential 
for a new distribution 
proposition in 
Greater China

Issue

Mapped distribution tiers, analyzed 
customers’ unmet needs and 
identified inefficiencies in the value 
chain

Approach

• Products were grouped into opportunity 
segments and a distribution strategy 
recommended for each group. 

• For some segments a move to sources 
outside the investigated markets was 
recommended, with a new pricing proposition. 

• For others the client was advised to tie up 
with a local player or service a select group of 
customers directly.

Client benefit
Client is realizing greater sales volume across its product segments.

Client is also saving on distribution cost.

Case study

Realigned a global chemical player’s value 
chain strategy in Greater China
Value chain analysis | Chemical
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