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Candidates are required to give their answers in their
own words as far as practicable

Hlustrate the answers wherever necessary

[NEW SYLLABUS]

1. Answer any five questions : 4 x5

(a) Statethe objectives of marketing channel.

(b) What do you mean by Export Management
. Company ?
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(2)

(c) Write a note on 'Multi-channel".

{(d) Define 'Resident Buyer'.

(e) What are the different types of retailing ?
(f) What is e-trading ?

(2) What do you mean by outsourcing ?

(#) Give anote on "Individual Farm",

() Mcntion four causes of Channel Conflict.
§)) Deﬁne Co-operative Exporter.

2. Answer any five questions : 8§x5
(a) Discuss the functions of marketing channels.

(5) What do you mean by channel width ? How
is it determined ? o

(c) Discuss the patterns and types of channel.

(d) Distinguish between Vertical channel and
Horizontal channel.
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(3)

(¢) What are the steps to be followed for an
order processing ?

(f) Describe the types of wholesaling.
(g) Write anote on "Systems Approach”.

(h) What do you niean by motivating channel
members ?

(i) State the role of internet in distribution
channel.

(j) What s inventory in physical distributions ?
3. Answer any two from the following : 15%x2

(a) Discuss the levels and advantages of
marketing channels. 8+7

(b) How could you apply management principles
for an effective marketing channel ? 15

(¢) Distinguish between wholesaling and
retailing. Mention the role of consumer in
distribution channel. 8§+7
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(d) What are the objectives of physical
distributions ? Discuss the role of trans-
portation in physical distributions. 8+7 .

[ Internal Assessment : 10 Marks ]
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