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DISTRIBUTION MANAGEMENT
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Full Marks — 100
Time : 4 Hours
The questions are of equal value for any group / half.

i The figures in the right-hand margin indicate marks.

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

lllustrate the answers wherever necessary.

1. Answer any five question : 4x5
a) State the levels of marketing channels.

b} State the functions of marketing channels.
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(c) Define 'End user in distribution management.
(d) Write a note on “Multi - channel”.

(e) What is the importance of managing

wholesaling ?
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() What are the objectives of physical
distributions ?
2. Answer any five questions: 8x5
(a) Describe the procedure in selecting
appropriate channel.
(b) Discuss the advantages of marketing
channels.
(c) Discuss the role of logistic company in
distributing goods.
(d) Describe the recent trends in wholesaling.
(e) Distinguish between co-operation and
competition among channels.
(f) What are the determinants of distribution
channel ?
(@) Discussthe recent trends in retailing.
(h) Describe various types of communication in
channel management.
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Write a note on nature of managing retailing.
Define trading company with on example.

Write a note on warehousing in physical
distributions.

What are the causes of channel conflict ?
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(i) Describe various types of retailing.

(i) Describe the role of transportation in
physical distributions.

3. Answerany two from the following :- 15x2

(a)' Discuss in details regarding exploring
~ various channel alternatives.

(b) Discuss in details the organisational
responsibility in physical distributions.

(c) Distinguish between direct and indirect
selling channels. What are the advantages
and disadvantages of these channels ?

(d) Discuss the role of various channels in
service sector.

[Internal Assessment - 10 marks |
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