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Agenda

1. Objectives and scene-setting

2. Different online sales models: how to choose?

3. Discussion with panelists

4. Open Q&A

5. Next steps and close



Why this topic and why now?

• Today LMDs primarily use sales agents/retail outlets/partners to 
distribute beneficial products

• Online sales an increasingly attractive option for LMDs, accelerated 
by covid19 crisis

• E-commerce has its own challenges but also offers clear benefits for 
LMDs as well as end-consumers: choice, affordability, data
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Arnaud Blanchet
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Structuring questions for last mile distributors

#1 Should I develop 
an e-commerce offer? 

#2 How can I do so 
cost-efficiently?

• Reach new market segments?
• Reduce acquisition and operations costs?
• Enable cross-subsidies to lower income users?
• Other?

Should I run customer acquisition 
offline or online (or both)?

• Is my target audience tech-savvy?
• Does my product require demonstration?

Should I build my own platform 
or leverage an existing one?

• Does the opportunity justify the investment?
• Can I leverage internal tools and capabilities?

Should I operate payment and 
logistics in-house or outsource?

• Does my product require installation?
• Does my product require credit?

Do I have a strong business/impact 
rationale beyond COVID response?



Depending on their value proposition, assets, and priorities, 
distributors can develop very different online sales models
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Connecting the informal economy







Q&A with panellists  

Q1: Customer acquisition

How do you acquire customers? 

Are the consumer segments you’re reaching via online sales different 
from the ones you were previously reaching? 

What have you learned in adapting your customer acquisition 
strategy?



Q&A with panellists  

Q2: Value chain partnerships

What components of the value chain have you decided to outsource vs 
manage in-house, and why?

If you were to do it again, would you do it differently?

What partnership options do LMDs have along the value chain?



Q&A with panellists  

Q3: Lessons learned

What is the main unexpected challenge you have faced? 

What single recommendation would you make to LMDs contemplating 
the e-commerce opportunity?



Open Q&A



What next?

• Summary document and 
recording

• Check out our COVID-19 
resources hub:

www.globaldistributorscollective.org
/covid-19-resources
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