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o Full Marks : 100
Time :'4‘ Hours
The'lﬁgures in the right-hand margin indicate full marks.
Candidates are required to give their answers in their

i own words as far as practicable.

HNlustrate the answers wherever riecessary.

1. Answer any five questions : 4x5
(af State the needs of marketing channels.

|
(b) What are the objectives of marketing channel ?
i _
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{c) State the role of Internet in distribution channel.

(d) Mention the role of transportation in distribution

channel.
(e} Write a note on ‘Horizontal Channel’.
(i What do you mean by outsourcing ?
{g) What do you mean by motivating channel members ?
{h) Write a note on ‘EOQ’
(i) Write a note on “importance of wholesaling”.

(i) Discuss the nature of retailing in Indian Perspective.

2. Answer any five questions : 5x8
(a) Discuss the advantages of marketing channels.
(b} Discuss the patterns and types of channel.

(c) What are the steps required in designing a distribution
logistic system ?

(d) How do you explore various channel alternatives ?

{e) Do you think foreign direct investment will improve
the Indian retail market ?

{f} Describe the types of wholesaling.
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(g) Describe the types df major retailers.
(h) What are the causes of channel conflict ?

(i) iWrite a note on ‘Systems Approach’ in physical
distributions. -

(i} Write a note on ‘wholesale marketing decisions’.

: Aaner any two questions : 2x15

(a) Distinguish between wholesaling and retailing.
Mention the role of consumer in distribution channel,
' 7+8

i ‘
(b) 'Discuss with example the role of competition and co-
operation in the ‘Dynamics of channel’

(¢} (i) Discuss the role of Individual firm in dynamics of
channel.

(ii) Write a note on ‘Channels in Service Sector’,
9+6

(d) Discuss in details the identification and analysis of

‘customers’ needs in channel selection.

- [Internal assessment — 10 marks]
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