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Abstract

The electronic industry first developed in Taiwan in 1980s by OEM
operation. But with the strong challenge from China and the pressure of
price competition, the risk of OEM/ODM business model is growing higher
and higher nowadays. Given this industry condition, academic and
industrial filed are paying more attention to those issues about
transformation from OEM/ODM to OBM. Nevertheless, “Building Marketing
Channel” , which is one critical factor in the transformation process
Is neglected among others. Therefore, this research focuses on the
practical building process of marketing channel, not only aims to trigger
the following studies on this issue, but also |ike to find some insights
into the marketing channel building process and help the industry to

succeed in the transformation from OEM/ODM to OBM.

Compare to other studies that more focus on the “Channel Strategy”
or channel itself, this research focuses on an issue that rarely be touched
by researchers. For that reason, this research is more an “Exploratory
Research” essentially. This research adopts “Case-Study Method” ,
looks into the marketing channel building process by interviewing with
personnel of case company and reading second-hand materials about the case
company, then derives findings and conclusions by analysis the building
process with the framework of “ Dynamic Capability ” and

“Organizational Learning”

Findings of this research could be divided into three major subjects,

following list each of the three subjects and the implication of it.

1. Features of marketing channel building process of OEM/ODM companies



in transformation to OBM
Marketing channel building process of OEM/ODM companies in
transformation to OBM should be initiated by designing the marketing

related function and organization structure

2. Marketing channel building process and “Organizational Learning”
Companies in transformation to OBM should engage in “Double-loop
Learning” to enhance the result of marketing channel building

process

3. Marketing channel building process and “Dynamic Capability”
Companies in transformation to OBM should improve capabilities of
“Process” and “Position” categories to enhance the result of

marketing channel building process

For industry practice, this research suggests that companies should
endeavor to obtainnecessary knowledge, create as many sources of learning
as possible, and also design an effective organizational learning system
in the marketing channel building process. In the other hand, companies
should also improve their dynamic capabilities with the new knowledge in
the whole process, especially in  “Process” and “Position”
categories. For academic field, since the major limit of this research
is the lack of inferential reliability with single-case method, this
research suggest following researchers to conduct further research on
this topic withmulti-case or quantitative method and verify the findings

and conclusions of this research
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