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ENGLISH VERSION

1 (a) Explain the meaning of Distribution Channel. 6
Management. Discuss the types of Distribution.
Channel (forms of distribution channel)

OR

(a) Explain the meaning of “Distribution Function”.
How does Distribution Function enrich the value
of the product ?
(b) Write a short note on : Distribution Channel Strategy 4

OR
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(b) Which are the different activities that are undertaken
by the Distribution Channel Management ?

(¢ Explain the importance of distribution channel 4
in Modern Times.

OR

(¢0 How 1s Distribution Channel Management done ?

2 (a) “The distribution channel is designed by taking 6
into consideration the service oriented demands
of the customers”. Discuss.

OR

(@) Which are the expectations that the customers have
from the distribution channel ?

(b) Discuss the pre-requisites, for designing an 4
ideal channel.

OR
(b) Write a note on — Ownership Flow.

(¢0 How 1s cost analysis done by Distribution 4
Channel Management ?

OR

(¢0 Write a note on — Negotiation Flow.

3 (a) Explain the theory of channel control. 6
OR
(@) Write a note on — Reward and Coercive power.
(b) “If channel relations are at the best level then it 4
leads to improvement in the performance” — Discuss.
OR

(b) Write a note on — Transaction specific and
Relationship Exchange Relation.
(¢) Explain channel positioning.

OR

(¢ Explain the “Referant power” and “Coercive Power”
as a basis of power, in channel management.

4 (a) “The Channel Leader utilizes the influence 6
strategies to enforce his power” Discuss.
OR
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(a)

(b)

(b)

(©)

©

“The channel members can be motivated by a good
promotion system and payment system”. Discuss.

Discuss the process of channel conflict. 4

OR

Explain the “Conflict Resolution System”.

Discuss the attitudinal and structural causes 4
relating to channel conflict.
OR

Can channel conflict be avoided ?

5 Choose the correct option : (any seven) 14

ey

@)

®3)

4)

There are types of distribution channel.
(A) Four B) Two
(C) Three (D) Five

The Distribution function resolves the time and distance
problem and increases the of the product.

(A) Quantity (B) Supply
(C) Value (D) All of the above given options
The distribution channel undertakes one of the following
activity.
(A) Removes physical distance problem.
(B) Removes time related problem.
(C) Offers the benefit of assortment to the products
to the customers
(D) All of the above given options.

The channel activities that increases the product value for
the customers, such an activity is called

(A) Channel Flow

(B) Ownership Flow

(C) Cost Analysis

(D) None of the above given options
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©)

()
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(10)

The following given one option is selected while

selecting the channel member :

(A) The investment making capability of the channel member
(B) Related experience of distribution function.

(C) The past history of channel member.

(D) All of the above given options.
are all those activities, which results into
creation and maintenance of channel.
(A) Channel Flow
(B) Channel Management Process
(C) Customer Oriented channel
(D) All of the above given options
1s that channel, which balances the
customers expectations and channel cost.
(A) Channel leader and its members
(B) Customer oriented channel
(C) Plan for channel establishment
(D) None of the above given options.
1s given the responsibility of channel co-ordination.
(A) Channel members (B) Manufacturer
(C) Channel Leader (D) None of the given options
are generally are limited to one type and
time transaction.
(A) Relationship oriented transaction
(B) Transaction specific relations
(C) (A) and (B)
(D) None of the above given options
power is utilized as a last tool to extract
the performance from channel members.
(A) Reward (B) Expert
(C) Coercive (D) All of the above given options.
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