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(2)

(d) Define trading company with an example.
{¢) Write a note on verticle channel.

{) Write a note on Inventory in physical
distribution.

(g) What are the importances of retailing ?
(h) Write a note on nature of wholesaling.

() What are the different channels in service
sector 7

(/) What do you mean by 'leading channel
members' 7

2. Answer any five questions : 8x5

(@) Discuss the relationship in marketing
channels.

(b) Describe the procedure in selecting
appropriate channel.

{c) Discuss the role of logistic company in
distributing goods.
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(3)

(d) What are the determinants of distribution
channel ?

(e) Describe the recent trends in wholesaling.

() Role of warchousing in distribution
management is very important— Discuss.

{g) What ars the preseai day features of
marketing in India 7

{(#) Doyou think middleman increase the selling
price ofa product ?

1
{5} Distinguish between co-operation and
comnpetition ariong channels.

(7} Discuss the need of marketing channels.

3. Answer any fwo from the following : 15 x2

(a) What are the factors that affect the length,
width and number of marketing channel? 15

(b) Write a note on order processing. Dis#uss
the role of organisational responsibility in
physical distributions. 5+10
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