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ABSTRACT

Due to the credit mechanism in China is not developed well. In view of capital cost,
being unfamiliar with the consumption environment of the China market and market
demand, in addition the consideration of the self-built marketing channel cost,
manufacturers choose to open China market by the way of wholesale distribution.
Wholesaler-distributor becomes the important partner of manufacturer on selling
product throughout China. IT wholesaler-distributor has exactly collected and fed back
the true market information to IT manufacturers, to communicate with them effectively
in time. So IT wholesaler-distributor has an important and conspicuous position in
China IT supply chain.

China joins WTO in 2001 andropens the fields of retailer and service industry. It
makes China IT wholesaler-distributor face the strong competition of foreign capitals,
such as Ingram Micro, etc ... Onthe other hand, Dell is through the direct selling to get
lower cost in China. Dell has not.only;cempressed the operating cost of IT manufactures,
but also decreased China whaelesaler-distributor’s profit. It makes IT manufacturers
change the past agent way. IT manufacturers start to break away from the
wholesaler-distributors’ channel gradually, and have accelerated paces to the retail field.
Then IT manufacturers control the channels more strictly, and offer more resources to
lower distributors. In fact, IT industry is getting riper and riper, the product price is
more and more transparent, and the profit is more and more slender. Except the
competition of foreign capitals and getting lower reliance from IT manufacturers, IT
wholesaler-distributors also face the system integration providers and second-tier
distributors that divide the whole market.

This research is to explore the strategic groups of China IT wholesaler-distributors.
It would like to analyze the industrial structure of China IT wholesaler-distributors by
the view of the competitive strategy, and find the suitable competitive strategy to
reorient their strategic position in China IT supply chain. The same strategic group has
identical or similar strategic dimensions (Porter, 1980). In different strategic groups of
China IT wholesaler-distributors, should we control the cost to make the scale
development? Subdivide the market? Offer the professional and individualized service?
Or develop value-added service newly? As to the existing Taiwan channel industry
member such as Synnex Technology International Corporation, at the time of getting
the entrance into China market, how to find the real rival?

Keywords: Strategic Group, China IT Wholesaler-distributor, Wholesaler, Industry
Analysis, Cluster Analysis
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