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5.6 CONFLICTS IN CHANNELS
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5.6.1 TYPES OF CHANNEL CONFLICTS
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Fig. 5.2: Types of Channel Conflicts

» Vertical channel conflict: This type of conflict arises between the different levels in the
same channel. For example, the conflict between the manufacturer and the wholesaler
regarding price, quantity, marketing activities, etc.

.  Horizontal channel conflict: This type of conflict arises between the same levels in the same
channel. For example, the conflict between two retailers of the same manufacturer faces
disparity in terms of sales target, area COVerage, promotional schfames, etc.

> Multichannel conflict: This type of conflict arises between the dlfferent. market channels
participating in the common sale for the same brand. For examp}e, if a mamlfacturecr1
uses two market channels, first is the official website through W'thh the prod;c:s arlx
services are sold. The second channel is the traditional channefl i.e. througE\.Atr c; ;sa e.r
and retailer. If the product is available at a much lower price on a website than is

available with the retailer, the multichannel conflict arises.



