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A framework for distributor and reseller channel commercial excellence — managing
channel relationships and incentives around genuine sell-through to end customers,
avoiding the common failure mode of channel programs optimized for sell-in volume that
produces inventory buildup without genuine end-customer demand.

What's the difference between sell-in and sell-through, and why 

does the distinction matter for channel commercial excellence? Sell-in measures product
sold to the distributor or reseller; sell-through measures product actually sold to end
customers — a channel program optimized purely for sell-in can produce inventory buildup
in the channel without genuine end-customer demand, eventually creating a painful
correction when channel inventory has to clear.

What's the most common sign a channel program is over-focused on 

sell-in? Growing channel inventory levels relative to actual sell-through rate, often
accompanied by aggressive sell-in incentives that reward distributors for purchasing
volume regardless of their actual ability to move product to end customers.

{ "@context": "https://schema.org", "@type": "FAQPage", "mainEntity": [ { "@type":
"Question", "name": "What's the difference between sell-in and sell-through, and why",
"acceptedAnswer": { "@type": "Answer", "text": "does the distinction matter for channel
commercial excellence?\nSell-in measures product sold to the distributor or reseller;\nsell-
through measures product actually sold to end customers — a\nchannel program optimized
purely for sell-in can produce inventory\nbuildup in the channel without genuine end-
customer demand, eventually\ncreating a painful correction when channel inventory has to
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clear." } }, { "@type": "Question", "name": "What's the most common sign a channel
program is over-focused on", "acceptedAnswer": { "@type": "Answer", "text": "sell-
in?\nGrowing channel inventory levels relative to actual sell-through rate,\noften
accompanied by aggressive sell-in incentives that reward\ndistributors for purchasing
volume regardless of their actual ability\nto move product to end customers." } } ] } 
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