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(1)

o)
All questions are compulsor!.

All questia^ contain equal ttutk\.

Q.l IAI Discuss the direct & indirect market chan,rel relating to d,stribution channel
OR

Discuss the activities that are to be performed by Distribution channel.
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Q.l lBl

Q.r tcl

Q.2 tAt

Q.3 lAl

lBl

Clearly menlion lhe concepl ofDistribution channel management
OR

Why has the need aris€n for the distribution intermediaries / channels?
As a main ar€a ofdistribution channel strategy. Discuss "Discuss
"Establishing objectives ol Distribution in contexl of Buycr's/consumer's
needs & perfonning certain activities to achieve, dislribution chsnnel
objectives."

OR
Discuss in brief the'Distribulion channel stmteSies'
Which are the points that must be taken into consideration while designinB a
consumer's /customer's channel?

OR
Which are the expeclations ofcustomers from a Distribution chanDel?

lBl "The manufacturers as channcl Leader & other intermediaries, provide
physical possession of lhe product & also transf$ the ounership of the
product, as a part ofchannel flow tothe customea' Discuss.

OR
Discuss the criteria's for selecting an ideal or best chaDnel.

lcl Horv is an ideal ohanneldesigned?
OR

write a note oD financing flow & Risk bearing flow

Discuss in detail the, channel power/Autho.ity-
OR

"h is nccessary for a channel l-eader to hold charuel control"
Whal should be the role ofa channel leader?

OR
why should channel members have strong relations amongst lhem?
what is "Channel positioning".
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tAt Which ar€ the strategies/methods employed by a channel leader to maintain
his control on the distribution structure?

OR
Discuss briefly, the process ofresolving channel count list.

IBI Which are the ways, by which chanoel members cafi be given motivation?
OR

write a note on conflict arising out ofattitudinal causes 4

4lcl Can w€ rcsolvc corflicl through mediation?
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Q.s

Why is at neccssary to rnaintain the influence ofcha[nel Leader on channel
members?

Srate whether ,l'rue or False'

(l) Disrribution channel create rhc problern ofphysicaldistarcc.
(2) ll i5 not pu\siblc tu ha\e drrccr Di"rribulion tnanasemcrt
('1, Dtrriburioll chrnnet do not pror idc F\changc Se; icc,.
(4) The work of Distribution or its function enhances the value ofthe

product.

(5) TIle disrriburion channel breaks lhe bulk, adds divcrsiry or assorrment
& sells lhe product.

(6) The retail pharma / Drug nrarktet in India is very competitive.
(7) It is not necessary to establish mutually profitable relations, arnongst

members in chanDel managem€nt.
(8) When channel members acceptthe power & controlofitschannel

Leader lo a cerlain extent, then it is called Tolerance firoction.
(9) ln relationship exchangc, the commitment amongst members in

conlexl ofrclations is ofa high calibre.
( l0) It is llot nccessary to provide sales incenrives to salcs persons.
( I I )The power ofcxpenisc is not seen in channel managernent.
(12)The power ofco,npensation/Reward is seeu in chaDnel managem€nt.
( il) lt is necessary to provide economic & no,t economic incentives to

channel rnembers,
( l4) lt is not expected fron channet members thar thcy contribure in

increasiDg !he profit.
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