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Critical Questions Answered

 How can the semiconductor supply 
chain be rebalanced? 

 What is the forecast for China’s 
distribution market? 

 What strategies are being implemented 
by leading distributors? 

 What percentage of China 
semiconductor sales come from 
distribution sales? Direct sales? 

 

Who Should Read This?

 IDM/Fabless 

- Marketing & Sales 

- Business Development  

 Distributors 

- Business Development  

- Strategy 

 

Much like the global economy, the supply chain of semiconductor components was 
unbalanced from July 2009 to June 2010. Not completely out of the woods, some 
commodity components will continue to experience a shortage in the second half of 2010. 
In response, all participants are improving their cooperation and implementing several 
important strategies to rebalance the semiconductor supply chain. In addition, 
semiconductor suppliers are implementing flexible strategies to drive distributors to 
strengthen their buffer effect. In response, distributors are improving their forecasted 
capabilities and inventory managements in order to win more trust from suppliers and 
electronic product makers. 

Although China’s semiconductor market was flat during the global economic downturn, the 
leading electronics component distributors experienced rapid sales growth in 2009. This is 
due in part to; advantages in growing markets, better customer resources, broad product 
lines, and healthy inventory levels. After exiting 2009 the China semiconductor market 
recovered and saw healthy growth in 2010. On the other hand, distributors are 
encountering several significant challenges—including shortage of components, prolonged 
lead times, increasing product costs, and complex market status. 

In this report, iSuppli provides a five-year forecast of China’s semiconductor market by 
channel and the percentage of distribution sales by product. Also, iSuppli summarizes the 
successful factors of leading distributors, the important strategies in order to rebalance the 
semiconductor supply chain, and the development trend of mergers and development of 
strategy of local distributors.  

Forecast  

Frequency, Time Period  

 5-year annual forecast 

 

Measures 

 Revenue 
 

Regions, Markets  

 China 

Applications/Products Covered 

 Electronics Component Supply Chain 

 Industrial Electronics 

 Surveillance  
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