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Abstract 

An effective distribution channel can be a source of strategic advantage for companies. This 

research principally aims at explaining factors affecting the performance of indirect channel 

distribution sales which ethio telecom implemented through distributors throughout the country. 

The researcher did carefully in order to have adequate and reliable data, information to identify 

and measure the impact of each variable according to contributions. The general objective of the 

study is to investigate the factors affecting indirect channel distribution sales through 

distributors. Descriptive analysis techniques used for the data analysis to primary data or 

information, respondents that could give reliable and relevant data are collected from 8 regional 

and 6 Zonal active and terminated distributors. Secondary is gathered mainly from Ethio telecom 

indirect channel department. According to this study that the major factors faced by Ethio 

telecom indirect channel distributions and then suggested recommendation for improvements are 

explained briefly.  

Keywords: Effective distribution channel, Sales, factors. 
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APPENDICES 
APPENDIX- I Questionnaire 

 

Jimma University 

College of Business and Economics 

Department of Management (MBA) 

Questionnaire 

The objective of this questionnaire is asses the information of the challenging factors for indirect 

channel sales a case for ethio telecom. 

The purpose of the study is to examine challenging factors for indirect channel sales and 

understand factors affecting these contributions, then to come up with possible recommendations 

that will bring improvement in the future. Your response has great importance to achieve the 

objectives of the study, so you are kindly requested to answer the questions carefully. 

Part one 

1. Gender of the respondents a) Male  b) Female 

2. Age  a) 18-30 b) 31 – 45 c) above 45 

3. Level of Education a) under complete 

a)  10
th

 -12
th

 b)  Diploma c)  Degree and above. 

Part Two 

1. How long you are working with Ethio telecom on distribution of its’ telecom consuming 

telecom product?  

a) 1 year b) 2 years     c) 3 years    d) 4 years 

Regarding this aspect of the study respondents were required to rate the items in the instrument 

on the basis of a five (5) point scale (1=Strongly Disagree, 2=Disagree, 3=Not Sure, 4=Agree 

and 5=Strongly Agree). This implies that for purposes of interpreting the findings, Means that 

are close to 1 or 2 reflect disagreement, while Means close 4 or five reflect agreement. Means 

close to 3 reflect uncertainty with the statement and therefore a need to address the issue 

represented. 

 

 



 
 

 

 

S
/
N 

Question Strongly 
disagree 

Disagre
e 

Not sure Agre
e 

Strongl
y agree 

2 How do you evaluate the required commercial product on time availability? 
 

  The availability of telecom consuming 

product is very good.  
 

     

  The availability of telecom consuming 

products is available on the schedule. 
 

     

  It has no fluctuation on  the availability 

of all the required denominations  

     

3 Some distributors customized breaching others territory, it has raised horizontal conflict 

among them. Then what is the main problem? 
 

  Due to assign over target. 
 

     

  Due to lack of enough demand in own 

territory especially for higher 

denomination VC cards. 

     

  Due to preferring to earn target 

commission payment over target 

achievement. 
 

     

4 There is visualizing price violation around rural areas. Then what is the main problem for 

these issues? 
 

  Due to operational cost burden on 

distributors to address  
 

     

  Due to lack of enough DD in rural area. 
 

     

  Due to lack of agent at rural area.  
 

     

5 Distributors and SME face challenges to collect the customer agreement form (CAF) for 

SIM sales as per of agreement. Then what is the main problem? 
 

  Due to lack of awareness the 

requirement (photograph and ID cards) 

by the customer.   
 

     

  Due to lack of awareness how to fill the 

customer agreement form by the 

     



 
 

retailers.     
 

  Due to lack of customer agreement form 

(CAF) 
 

     

6 Are there any negative impacts on SIM sales around rural areas due to lack of photo camera 

and photocopy machine? 
a) Yes          b) No       c) Not recognized 

7 The relevance of sub distributor establishment in distributors view. 
 

  It hasn’t got acceptance. 
 

     

  Being forced them to implement by 

ethio telecom  
 

     

  Lead them to quit the business. 
 

     

  It makes uncontrollable the distribution 

system. 
 

     

8 It is common that some distributors were terminated their distribution agreement. What is the 

main problem? 
 

  Due to lesser commission paid by 

company to private distributors.  
 

     

  Due to boring target of SIM and high 

denomination voucher cards assignment. 
 

     

  Due to restrictive agreement following 

penalty.  
 

     

9 How do you evaluate the ethio telecom free interest credit limit for one month to enhance 

economical capability for all distributors based on their target? 
 

  It is very good support. 
 

     

  Since free interest period is very short, 

then it couldn’t achieve the objective. 
 

     

  It makes dependant the distributor then 

shall be stopped.  
 

     

 

 



 
 

 

Part three 

Discussion questions 

1. Would you brief about Terminated Distributors to measure whether they have influence on 

new entrant.   

___________________________________________________________________________

_________________________________________________________________________ 

 

2. Would you brief the existence of vertical or ethio telecom to distributors conflicts, how could 

it be solved? 

_______________________________________________________________________ 

_______________________________________________________________________ 

_____________________________________________________________________________ 
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ተ
ራ 
ቁ 

ጥያቄ በእጅጉ 
አሌስማማ
ም 

አሌስማማ
ም 

እርግጠኛ 
አይዯሇሁ
ም 
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  በአከፋዮች ዘንዴ ተቀባይነት አሊገኘም 
 

     

  በኢትዮ ቴላኮም ይህ ሇመቀበሌ መገዯዲቸውን 
ይገነዘባለ 

 

     



 
 

  በ ዚህ የመጣ ቢዝነሱ ሇማቋረጥ እየወሰኑ የሚገኙ 
አለ 

 

     

  እረጅም ጉዞ ስሇሚወስዴ ሇመቆጣጠር አስቸጋሪ 

ያዯርገዋሌ. 
 

     

8 የዋና አከፋፋዮች የማከፋፈሌ ውሊቸውን አቋርጠው ከስራው ይታያሌ ይህ ሇምን ይሆናሌ? 
 

  በአሁኑ ወቅት ሇአከፋፋዮች የሚከፈሇው ኮሚሽን 
በማነሱ 

 

     

  የሲምና ከፍተኛ ዋጋ ያሊቸው ቫውቸር ካርድች 

የሚሰጠው ወራዊ ታርጌት ከአቅም በሊይ በመሆኑ. 
 

     

  ጥብቅ የሆነ ቁጥጥር የሚዯረግ በመሆኑ 
  

     

9 የአከፋፋዮቹ የካፒታሌ አቅም ሇማጎሌበት በኢትዮ ቴላኮም የተሰጠው ወራዊ ያሇምንም ወሇዴ የአንዴ ወር የስቶክ 

አቅርቦት በአከፋፋዮች ዘንዴ እንዳት ይመሇከቱታሌ? 
 

  በጣም ጥሩና ሉበረታታ ይገባዋሌ 
 

     

  የወሇዴ ነጻ ጊዜው በመጠሩ የሚፈሇገው ግብ 
አሌመታም 

 

     

  ብዙ አከፋፋዮች በረሳቸው ካፒታሌ አመንጭተው 
እንዲይሰሩ ጥገኛ አዴረጓቸዋሌ 

 

     

 

ክፍሌ ሶስት 

የማብራሪያ መጠይቅ 

3. ከኢትዮ ቴላኮም ጋር የማከፋፈሌ ውሌ የቋረጡ የቀዴሞ አከፋፋዮች አሁን አዱስ በሚገቡት ሊይ ሉፈጥሩ የሚችለት 

ሁኔታዎች ካለ ቢያብራሩሌን 

___________________________________________________________________________

____________________________________________________________ 

 

4. በኢትዮ ቴላኮምና በአከፋፋዮች ሉነሳ የሚችሌ ወይንም ተነስቶ የነበረ ግጭቶች ካለ እንዱሁም በምን መፍትሄ 

መፈታታቸው ቢያብራሩ? 

_______________________________________________________________________ 

_______________________________________________________________________ 

_____________________________________________________________________________ 



 
 

APPENDIX- II 

 

Mystery shopping report 2013 

 

Month 

Total No of Purchase for each  month VC 

SWAAZ EAAZ SAAZ WAAZ NAAZ 

CAA

Z 

July,2013 - - 2 - - - 

Augest,2013 2 - - - 1 - 

September,2013 2 34 4 7 27 2 

October,2013 -   3 2 - - 

November,2013 3 5 - - 2 - 

December,2013 -   3 - 3 - 

January,2014 - 3 - - 2 - 

February,2014 

10(includin

g  out 

station) 

10(including  

out station) 

10(including  

out station) 

6(includi

ng out 

station) 

20(includin

g out 

station) 6 

March,2014 - -   2 3 - 

April,2014 2 2 2 - - - 

May,2014 - - - - - - 

June,2014 4 4 4 16 9 8 

Total 13 48 18 27 47 16 

 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 

     
 

      



 
 

Mystery 
shopping Report    
2014 

Month 

Total No of Purchase for each  month SIM 

 

SWA

AZ 

EAA

Z 

SA

AZ 

WA

AZ 

NA

AZ 

CA

AZ 

NE

R 

SE

R 

N

W

R 

E

R 

SW(Gamb

ella) 

N

R 

S

W

R SR 

July - - - - - - - - - - - - - - 

August - - - - - - - - - 3 2 - - - 

Septe

mber - - - - 4 - - - - - - 1 - - 

Octobe

r - - - - - - 1 - - - - - - - 

Novem

ber - 3 - 1 - 2 7 3 - 1 - - - - 

Decem

ber - - - - - - 4 - - 1 - - 13 - 

Januar

y - - - - - - - - - - - - - - 

Februa

ry 2 - - - - - - - - - - - - - 

March - - - - - - - 4 2 10 - - - - 

April - - - - - - - - - - - - - - 

May - - - - - - - - - - - - - - 

June 2 - - - - - - - - - - - - - 

Total 4 3   1 4 2 12 7 2 15 2 1 13   

 
 
 
 
 
 
 
 
 
 

      



 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 

       

       

       

       
 

 

 

 

 

 

 

 

 


