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WHOLESALER 

 

Services to Manufacturers: 

1. Facilitates large scale production- Wholesaler purchases in bulk quantities 

from the manufacturer thus enabling the manufacturer to undertake production on a 

large scale. 

2. Risk bearing-The wholesaler takes the title of goods and thus bears the risk 

related to spoilage, change in demand, fall in prices, damage etc. Thereby relieving 

the manufacturer from such risks. 

3. Financial Assistance- The wholesaler makes advance payment or cash payment 

for goods purchased in bulk, thus providing financial assistance to the manufacturer. 

4. Expert advice- wholesaler provides latest market information to the 

manufacturer related to change in demand, change in taste and preference of the 

consumers, new products in the market etc. which enables the manufacturer to 

make changes as per the changing demand. 

5. Marketing Function- wholesaler takes the responsibility of distribution of 

products to the numerous retailers. This helps the manufacturer to concentrate on 

production.  

6. Production Continuity- wholesaler purchases products from the manufacturer 

on regular basis thereby enabling production throughout the year. 

7. Storage- wholesaler store goods in their warehouses. Thus the manufacturer 

need not take the burden related to storage of finished goods. Thus they provide 

time utility.  

 

Services to Retailers 

1. Variety of products- wholesaler provides products of different manufacturers in 

smaller quantities to the retailer who in turn can provide the same facility to the 

consumers.  



2. Marketing support- wholesaler provide marketing support to the retailers by 

helping in the display, advertisement and other sales promotional activities of the 

products thereby helping in increasing the sale of the products.  

3. Grant of credit- wholesaler grants credit facility to the retailer thus enabling the 

retailer to manage with lesser working capital.  

4. Specialised knowledge- wholesaler have complete knowledge about the 

products produced (features, technology used etc.) competitive advantage over the 

competitors product. They share this information with the retailers and thus help the 

retailers in demonstrating and selling the products.  

5. Risk sharing- wholesaler reduce the risk  of retailers related to storage, 

spoilage, pilferage, fall in prices, sudden change in demand by selling goods to them 

in small quantities.  

 

RETAIL TRADE 

Meaning 

Retail trade is that branch of internal trade which is devoted to the sale of goods and 

services to the ultimate consumers for their personal use. It represents the final 

stage in the process of distribution.  

Features of Retailers 

• They are final link in the process of distribution of goods. 

• They sell goods to the ultimate consumers. 

• They sell in small quantities as per the need of the consumer. 

• They make a variety of goods available to the consumers at various places.  

• Retailers can trade through departmental stores, chai stores, general stores, 

exhibitions, online selling etc.  

Services of Retailers to Manufacturer/ Wholesaler 

1. Distribution of goods- Retailers help in distribution of goods to large number of 

consumers spread over a large geographical area. 

2. Personal selling- Retailers are in direct contact with the customers. Thus they 

convert consumers into customers through their personal efforts. 

3. Market information- Retailerscollect feedback about the customers’ 

expectations from a product, their dissatisfaction, their tastes and preferences etc. 

and pass it on to the manufacturers so that they can produce products accordingly.  

4. Promotion– Retailers participate in promotional activities like free gifts, gift 

coupons, discounts etc. Offered by the manufacturers there by increasing the sales 

volume.  



5. Risk sharing- Retailers share the risk related to storage, fall in price etc. along 

with the manufacturer and the wholesaler. 

6. Large scale operation- Retailers reach out to the numerous consumers spread 

over a large geographical area thereby enabling the manufacturer to concentrate in 

production and operate on a large scale. 
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