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To distribute the products to end users, FedEx uses macro strategies that include direct distribution (direct shipping), cross docking, milk runs, and indirect distribution. It also uses penetration distribution strategies such as intensive distribution, exclusive distribution, pool distribution, Hub and Spoke Model, and selective distribution. Direct distribution involves shipping goods directly to point of need (Jayaswal & Jewkes, 2016). When services are ordered by the customers, the company delivered them directly to the customers’ premises. Direct shipping used by the company is important because it eliminates intermediaries as well as saving time when distributing goods to the customers. Direct shipping also improves accuracy when delivering goods to the customer.
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 Cross Docking strategy used by FedEx involves movement of goods and services from the receiving docks directly to the shopping dock. The two-basic form of cross docking used by FedEx include basic cross dock and Flow through Cross Dock. When using cross docking, goods do not need to be placed in storage hence eliminating the need for intermediate facilities such warehouses and material handling machines (Palmatier et al, 2016). The figure below summarize how cross docking operates. Intensive distribution employed by the company involves distributing the products virtually at everywhere the customers go. Intensive distribution relies on mass marketing such as supermarkets, gas station, and other points of sales.
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A milk run strategy used by FedEx involves the delivering of product from a single supplier to multiple chains of retailers. Alternatively, milk run strategy occurs when multiple suppliers distribute products to single retailers. Milk runs strategy is important because it reduces cost, reduces inventory, and improve proximity to suppliers. Hub and Spoke Model involve network of nodes (hubs) connected by arcs (spokes) that represent viable transportation options between two nodes. Using a Hub and Spokes model is important because it reduces the complexities in distribution that normally escalates the cost of distribution. 
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The figure below summarizes information on a milk run from single suppliers to multiple retailers. [image: image4.jpg]ﬂ/lilk Run
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 Pool distribution involves a distribution of orders to numerous points of sales within a geographic area. The pooling distribution is characterized by a high frequency of regular shipments in LTL quantities normally in 200 to 150,000-pound range (FedEx, 2016). Instead of shopping goods directly from the company to a consignee, goods are distributed on consolidated trailers direct to regional terminals. After the goods have reached the regional terminals, the pool is offloaded, segregated, and sorted by a consignee and distributed to point of sales. The benefits of pool distribution include speeding merchandise to retail outlets, reducing the cost of delivery, and easy to meet distribution requirements. 
Positioning within Channels

Since positioning within distribution channel is the process that tries to leverage on the consciousness of the end users by placing emphasis on associations and meaning with regards to a brand, FedEx uses positioning strategies such as low cost of delivery, quality services, and efficient access to delivery services (FedEx, 2016). The aim of reducing the cost of delivery is to ensure that the goods reach to customers at cheaper prices. The distributions strategies used by FedEx are mainly anchored on minimizing loyalty of the customers through timely service delivery. The distribution channels are mainly designed to improve the reputations and outdo competitors by offering reliable and safety services. 
Pricing Strategies and Channel Tactics (Pricing)
FedEx uses a premium pricing strategy, differential strategy, and dimensional weight pricing strategy. Although the premium pricing has increased over the past few years, FedEx has kept it pricing rates mostly unchanged. This originates from economies of scale the company enjoys (FedEx, 2016). In some countries like China, FedEx has kept the pricing to be flexible to make inroads in the new market segment which seems to be lucrative. Flexible pricing policy mainly encompasses offering different discounts to different customers. The company has also offered Pick-up Facilities for the products at a reasonable and affordable cost thereby making product deliveries easier. 
 The dimensional pricing strategy involves charging the prices according to breath, length, and depth instead of using weight as a measure of price. Unlike the weight pricing strategy that was initially utilized by the company, dimensional pricing strategy has eliminated extract cost that was incurred by the company in transporting light-weight products that occupy a lot of space (FedEx, 2016). As a result, it has improved the profit margin realized by the company. The differential pricing strategy involves charging different pricing rates for different distribution channels and customers. In most scenarios, customers with low income are charged differently as compared to customers with high income. 
Daily Pricing, Promotion Pricing, List Pricing

The daily pricing of the company tends to vary depending on the dimensions of the products, destination, and distribution channel to be used. For FedEx One Rate pricing, the weight of the package is not required but dimensions are key. The daily pricing in most cases ranges from US $86.00 and US $104 per lb. but the rates oscillate depending on the prevailing conditions in the market (FedEx, 2016). The promotion pricing that is utilized by the company in countries like China ranges between US $50.00 and US $85.00 per lb. The promotion pricing is mainly lower than daily pricing because the company strives to attract new customers to subscribe to services offered by the company. The list pricing created by the company mainly ranges between US $90.00 and US $150.00 per lb. 
Conclusion

The distribution strategies employed by FedEx are mainly centered on macro and penetration level strategies. FedEx’s distribution strategies are mainly designed to improve efficiency and effectiveness in products delivery to the customers from various geographical boundaries. With effective distribution strategies, FedEx has been able to enjoy a competitive edge compared to its rifle competitors. Some of the notable distribution strategies include pool distribution, Hub and Spoke Model, and selective distribution.
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