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ENGLISH VERSION

1 (a) Discuss in detail the main areas of Distribution 6
Channel Strategy.

OR

(a) Discuss the different types of Indirect Channels of
Marketing / Distribution. State the advantages and the
limitations of each form/type.

(b) “The Distribution channel breaks the bulk of the 4

product into smaller units and distributes it to the
customers spread across vast geographical areas into

different sizes and design”. Discuss.
OR

(b) How 1s the distribution Channel Management done ?

(c) State the importance of Distribution Channel 4
Management, in present times.
OR
(¢ Write a note on : Large Scale Companies and

Distribution Channel Management.

2 (a) Describe the process of designing the distribution 6
channel.
OR

(a) Which are the expectations that the customers have

from a distribution channel ?
(b) How is Ideal Channel designed/format ? 4

OR

(b) How 1s Cost Analysis done by a distribution channel ?
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Discuss, “giving physical possession of the product”
and “the ownership flow” in context of distribution
channel flow.

OR

Explain “The Promotion Flow” and “the Negotiation
Flow” in context of Channel Flow.

“The mutual relations between the channel leader
and its members should be of an Ideal nature”.
Explain/prove the importance of channel relations,
in context of the above statement.

OR

Discuss the theory of channel control.

State the meaning of channel positioning.
OR

Explain “Referent Power” and “Coercive Power” as a
base of power in Channel Management.

Write a note on : Transaction specific and relation

specific Business Relations.

OR

Write a note on : Reward Power and Expertise Power.

Which are the strategies/methods employed by a
channel leader to maintain control in a distribution
structure.

OR

“Channel conflict, as a process”. Discuss.

How can the channel conflict be avoided ?
OR

“The channel leader has to employ positive and negative
motivational tools, to effectively derive work from the
channel members”. Discuss.

4

4
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(©)

Explain — Promotion as a motivational tool for the 4

channel members.

OR
(¢) Discuss “Resolving via mediation” for resolving the
conflict.
5 Choose the correct option : (any seven) 14
(1) When the Intermediaries collect the products from
different sources and then sell them as per the needs
of customers, then it is called
(A) Assortment (B) Quality
(C) Similar Products (D) None of the above
(2) is that trader, who sells in smaller quantities
to the customers.
(A) Wholesaler (B) Manufacturer
(C) Indirect seller (D) Retailer
3) suggests that, the delivery of the product will
have to immediately be given to the customer.
(A) Quick Response Time (B) Zero Waiting Time
(C) Rapid Delivery System (D) Quick Efficiency System
(4) We observe the _ aspects in Distribution Channel
Management.
(A) Administrative
(B) Planning Oriented
(C) Planning Oriented and Administrative
(D) None of the above
(5) Following given any one is a pre requisite/'s for designing

an ideal channel.
(A) Effectiveness (B) Efficiency
(C) Equality (D) All of the given options
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(6) suggests that, the closer the channel member
comes under the control of a channel leader then he

has to forego many opportunities.

(A) Pay-off function (B) Tolerance function

(C) Zone of Acceptance (D) Supplier’s authority
(7) The power to compensate is

(A) Coercive Power (B) Expert Power

(C) Reward Power (D) Referent Power

(8) The power exercised through exerting pressure is called

(A) Coercive Power (B) Expert Power
(C) Reward Power (D) Referent Power
(99 When a strategy is formed to provide economic

compensation, non-economic benefits as well as providing

economic and non-economic punishments, for the channel

member, then such a strategyiscalled __ strategy.
(A) Direct unmediated (B) Reward and Punishment
(C) Indirect Influence (D) Direct Mediated
(10) Suggestions, warnings, positive Rules etc. are types of
strategy.
(A) Direct unmediated (B) Direct unweighted
(C) Direct Mediated (D) None of the above
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