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Instructions: (1) All questions are compulsory.
(2) All questions contain equal marks.

Discuss the direct & indirect market channel relating to distribution channel.
OR
Discuss the activities that are to be performed by Distribution channel.

Clearly mention the concept of Distribution channel management

OR
Why has the need arisen for the distribution intermediaries / channels?
As a main area of distribution channel strategy. Discuss “Discuss
“Establishing objectives of Distribution in context of Buyer’s/consumer’s
needs & performing certain activities to achieve, distribution channel
objectives.”

OR
Discuss in brief the ‘Distribution channel strategies’
Which are the points that must be taken into consideration while designing a
consumer’s /customer’s channel?

OR
Which are the expectations of customers from a Distribution channel?

“The manufacturers as channel Leader & other intermediaries, provide
physical possession of the product & also transfer the ownership of the
product, as a part of channel flow to the customer” Discuss.

OR
Discuss the criteria’s for selecting an ideal or best channel.
How is an ideal channel designed?

OR
Write a note on financing flow & Risk bearing flow

Discuss in detail the, channel power/Authority.

OR
“It is necessary for a channel Leader to hold channel contro
What should be the role of a channel leader?

OR
Why should channel members have strong relations amongst them?
What is “Channel positioning”.

I”

Which are the strategies/methods employed by a channel leader to maintain
his control on the distribution structure?

OR
Discuss briefly, the process of resolving channel count list.

Which are the ways, by which channel members can be given motivation?
OR

Write a note on conflict arising out of attitudinal causes

Can we resolve conflict through mediation?
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OR
Why is it necessary to maintain the influence of channel Leader on channel
members?

State whether “True or False’

(1) Distribution channel create the problem of physical distance.

(2) Itis not possible to have direct Distribution management.

(3) Distribution channel do not provide Exchange Services.

(4) The work of Distribution or its function enhances the value of the
product.

(5) The distribution channel breaks the bulk, adds diversity or assortment
& sells the product.

(6) The retail pharma / Drug marktet in India is Very competitive.

(7) Itis not necessary to establish mutually profitable relations. amongst
members in channel management.

(8) When channel members accept the power & control of its channel
Leader to a certain extent, then it is called Tolerance function.

(9) In relationship exchange, the commitment amongst members in
context of relations is of a high calibre.

(10) It is not necessary to provide sales incentives to sales persons.

(11) The power of expertise is not seen in channel management.

(12) The power of compensation/Reward is seen in channel management.

(13) It is necessary to provide economic & non economic incentives to
channel members.

(14) It is not expected from channel members that they contribute in
increasing the profit.
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