CHAPTER IV
CONCLUSIONS AND SUGGESTIONS
4.1 Conclusions 
Wal-Mart Stores, is an American public corporation that runs a chain of large, discount department stores. It is the world's largest public corporation by revenue, according to the 2008 Fortune Global 500. Founded by Sam Walton in 1962, it was incorporated on October 31, 1969, and listed on the New York Stock Exchange in 1972. It is the largest private employer in the world and the fourth largest utility or commercial employer, trailing the British National Health Service, and the Indian Railways. Wal-Mart is the largest grocery retailer in the United States. Wal-Mart has several subsidiaries such as Wal-Mart Stores Division U.S., Wal-Mart Discount Stores, Wal-Mart Supercenter, Wal-Mart Neighborhood Market, and Sam's Club. 

Wal-Mart's international operations currently comprise 2,980 stores in 14 countries outside the United States. According to Wal-Mart's 2006 Annual Report, the International division accounted for about 20.1% of sales. There are wholly-owned operations in Argentina, Brazil, Canada, Puerto Rico (although PR is part of the US, the company's operations there are managed through its international division), and the UK. Wal-Mart also there in Germany, China, Japan, Guatemala, El Salvador, Honduras, Nicaragua, and Costa Rica.

Wal-Mart not only use business-to-consumer marketing (b-to-c or B2C) but also business-to-business marketing (b-to-b or B2B). Beside that, a vertical marketing system (VMS) is a distribution channel structure Wal-Mart. Type of VMS in Wal-Mart is Corporate VMS (forward and backward integration; efficiency and greater control over supply) and Administered VMS (large channel member influence and coordinate sales at different levels in channel system).
4.2 Suggestions
1. Keep build the effective chain with the distributions channel

2. Always do the environmental scanning if want to expands a new markets
3. Don’t forget to motivated the distributions channel

4. Don’t forget to choose the right strategy to enter new markets

5. Always give the best performance to the distributions channel (in case compensations)
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