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1. (…) ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ ïõˆ ïõˆ ¸ÛóÈÛèÜ«Û…Ûé ïõÁéõ ™öé ? 6 
     …¬ÛÈÛÛ   
  ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ ÍÛ×˜ÛÛÅÛ¶Û …é¤øÅÛé ÉÛä× ? ©Ûé¶Ûä× ÈÛ©ÛÙ¾ÛÛ¶Û ÍÛ¾ÛýÛ¾ÛÛ× ÁõÐéüÅÛä× ¾ÛÐü«ÈÛ ˜Û˜ÛÛë. 
 
 (¼Û) ÉÛä× ÜÈÛ©ÛÁõ¨Û ÍÛ×˜ÛÛÅÛ¶Û, ¸ÛéþùÛÉÛ¶ÛÛ× ¾ÛæÅýÛ¾ÛÛ× ÈÛµÛÛÁõÛé ÅÛÛÈÛà ÉÛïéõ ™öé ? 4 
     …¬ÛÈÛÛ 
  ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ¶ÛÛ× ÜÈÛÜÈÛµÛ ¾ÛÛ•ÛÛë (ÍÈÛÄõ¸ÛÛé) ˜Û˜ÛÛë. 
 
 (ïõ) ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ ÈýÛæÐüÁõ˜Û¶ÛÛ, ÐüÛ¬Û µÛÁõÈÛà ÉÛÛ ¾ÛÛ¤éø ›÷ÄÁõà ™öé ? ©Ûé¾ÛÛ× ïõˆ ïõˆ ¼ÛÛ¼Û©ÛÛé ÍÛ¾ÛÛÈÛÈÛà 

›Ûéˆ…é ?   4 
      …¬ÛÈÛÛ  
  ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ¶ÛÛ× ÜÈÛÜÈÛµÛ ¼Û›ÛÁõ ¾ÛµýÛÍ¬Ûà…Ûé¶Ûà ˜Û˜ÛÛÙ ïõÁõÛé. 
 
 
2. (…) •ÛóÛÐüïõÅÛ“Ûà ˜Ûé¶ÛÅÛ¶Ûà Áõ˜Û¶ÛÛ¾ÛÛ× ïõˆ ïõˆ ¼ÛÛ¼Û©ÛÛé¶Ûä× µýÛÛ¶Û ÁõÛ”ÛÈÛä× ›÷ÄõÁõà ™öé ? 6 
      …¬ÛÈÛÛ 
  ˜Ûé¶ÛÅÛ ¸ÛóÈÛÛÐü ÍÛ×þù½Ûë “…Ü½ÛÈÛèÜ±ù ¸ÛóÈÛÛÐü …¶Ûé ÈÛÛ¤øÛ–ÛÛ¤øÛé ¸ÛóÈÛÛÐü” - …×•Ûé¶Ûà ÍÛ¾Û›÷¨Û Í¸ÛÌ¤ø ïõÁõÛé. 
 
 (¼Û) “¶ÛÛ¨ÛÛ× ¸ÛóÈÛÛÐü ©Ûé¾Û›÷ ›Ûé”Û¾Û Š¸ÛÛ¦øÈÛÛ …×•Ûé¶ÛÛ ¸ÛóÈÛÛÐü”, ÜÈÛÉÛé¶Ûà ÍÛ¾Û›æ÷©Ûà …Û¸ÛÛé.  4 
      …¬ÛÈÛÛ 
  ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ …×•Ûé¶ÛÛ ¸Û¦ø©ÛÁõ ÜÈÛÊÅÛéÌÛ¨Û¶Ûà ÍÛ¾Û›æ÷©Ûà …Û¸ÛÛé. 
 
 (ïõ) •ÛóÛÐüïõÛé, ÜÈÛ©ÛÁõ¨Ûïõ©ÛÛÙ ˜Ûé¶ÛÅÛÛé ¸ÛÛÍÛé¬Ûà ïõˆ ïõˆ ÍÛéÈÛÛ…Ûé¶Ûà …¸Ûé“ÛÛ µÛÁõÛÈÛ©ÛÛ ÐüÛéýÛ ™öé, ©Ûé ˜Û˜ÛÛë. 4 
      …¬ÛÈÛÛ 
  “ÜÈÛ©ÛÁõ¨Û ”Û˜ÛÙ ¼ÛÛ¼Û©Ûé ˜ÛÛé‘õÍÛ ÜÈÛÊÅÛéÌÛ¨Û ¸Û¦øïõÛÁõÄõ¸Ûà ™öé.”  ˜Û˜ÛÛë. 
 
 
3. (…) ˜Ûé¶ÛÅÛ …×ïäõÉÛ¶ÛÛé …Ü½Û•Û¾Û ÍÛ¾Û›ÛÈÛÛé. 6 
     …¬ÛÈÛÛ 
  ˜Ûé¶ÛÅÛ Í¬ÛÛ¶ÛÜ¶ÛµÛÛÙÁõàïõÁõ¨Û¶Ûà ÍÛ¾Û›æ÷©Ûà …Û¸ÛÛé. 
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 (¼Û) ¶ÛÛêµÛ ÅÛ”ÛÛé : ÈÛÇ©ÛÁõ …¶Ûé þù¼ÛÛ¨Û ³ùÛÁõÛ ÍÛ«ÛÛ 4 
      …¬ÛÈÛÛ 
  ¶ÛÛêµÛ ÅÛ”ÛÛé : Ü¶ÛÌ¨ÛÛ×©Û¸Û¨ÛÛ …¶Ûé ïõÛýÛþéùÍÛÁõ ÍÈÛÄõ¸Û¶Ûà ¾ÛÇéÅÛà ÍÛ«ÛÛ. 
 (ïõ) “˜Ûé¶ÛÅÛ ÍÛ×¼Û×µÛÛé ËÛéÌ¥ø Áõà©Ûé ¼Û×µÛÛýÛ ©ÛÛé, ˜Ûé¶ÛÅÛ¶Ûà ïõÛ¾Û•ÛàÁõà¾ÛÛ× ”Ûæ¼Û ÍÛÛÁõÛé ÍÛäµÛÛÁõÛé ÅÛÛÈÛà ÉÛïõÛýÛ.” 

˜Û˜ÛÛÙ ïõÁõÛé.   4 
…¬ÛÈÛÛ 

  ¶ÛÛêµÛ ÅÛ”ÛÛé : µÛ×µÛÛïõàýÛ ÈýÛÈÛÐüÛÁõ ÜÈÛÜÉÛÌ¤ø ÍÛ×¼Û×µÛ …¶Ûé ÍÛ×¼Û×µÛÅÛ“Ûà ÜÈÛÜ¶Û¾ÛýÛÅÛ“Ûà ÍÛ×¼Û×µÛ. 
 
 
4. (…) ˜Ûé¶ÛÅÛ ¶Ûé©ÛÛ/Ü¸Ûó¶ÍÛà¸ÛÛÅÛ ©Ûé¶ÛÛ ˜Ûé¶ÛÅÛ ÍÛ½ýÛÛé Š¸ÛÁõ ïõˆ ïõˆ Áõà©Ûé ¸ÛÛé©ÛÛ¶ÛÛé ¸Ûó½ÛÛÈÛ µÛÁõÛÈÛà ÉÛïéõ ™öé ? 6 
      …¬ÛÈÛÛ 
  ˜Ûé¶ÛÅÛ ÍÛ½ýÛÛé¶Ûé ¸ÛóéÜÁõ©Û ïõÁõÈÛÛ ¾ÛÛ¤éø ¼Û§ø©Ûà …¶Ûé ˜ÛæïõÈÛ¨Ûà©Û×ªÛ¶Ûä× ÍÈÛÄõ¸Û ÍÛ¾Û›ÛÈÛÛé. 
 
 (¼Û) ÈÛÅÛ¨ÛÅÛ“Ûà ©Ûé¾Û›÷ ¾ÛÛÇ”ÛÛïõàýÛ ïõÛÁõ¨ÛÛé¶Ûé ÅÛàµÛé Œ½ÛÛé ÍÛ×–ÛÌÛÙ ÍÛ¾Û›ÛÈÛÛé. 4 
     …¬ÛÈÛÛ 
  “ÍÛ×–ÛÌÛÙ ŠïéõÅÛ ¸Ûó¨ÛÛÅÛà” ¶Ûà ÍÛ¾Û›æ÷©Ûà …Û¸ÛÛé. 
 
 (ïõ) ÍÛ×–ÛÌÛÙ ŠïéõÅÛ ¾ÛÛ¤éø, ÈÛÛ¤øÛ–ÛÛ¤øÛé ÈýÛæÐüÁõ˜Û¶ÛÛ…Ûé ïéõ¤øÅÛà Š¸ÛýÛÛé•Ûà ™öé ? 4 
     …¬ÛÈÛÛ 
  “ÍÛ×–ÛÌÛÙ …¶Ûä½Ûä©Ûà ¬ÛÈÛà” ¶ÛÛ ©Û¼Û‘õÛ¶Ûà ÍÛ¾Û›æ÷©Ûà …Û¸ÛÛé. 
 
 
5. ¶Ûà˜Ûé …Û¸ÛéÅÛÛ ¸ÛþùÛé¶Ûà ÍÛ¾Û›æ÷©Ûà ¼Ûé ¸Û×Üî©Û¾ÛÛ× …Û¸ÛÛé : (•Û¾Ûé ©Ûé ÍÛÛ©Û) 14 
 (1) ˜Ûé¶ÛÅÛ ÍÛ×˜ÛÛÅÛ¶Û ¸ÛóÜ’õýÛÛ 
 (2) ½ÛÛíéÜ©Ûïõ …×©ÛÁõ …×•Ûé¶Ûà “ÛÜ©Û 
 (3) ›÷¬¬ÛÛ¼Û×µÛ ÈÛé¸ÛÛÁõà 
 (4) ™æö¤øïõ ÈÛé¸ÛÛÁõà 
 (5) •ÛóÛÐüïõÅÛ“Ûà ˜Ûé¶ÛÅÛ 
 (6) ÜÈÛ©ÛÁõ¨Û ”Û˜ÛÙ 
 (7) ÍÛ×–ÛÌÛÙ ÍÛ×˜ÛÛÅÛ¶Û 
 (8) ˜Ûé¶ÛÅÛ ¶Ûé©ÛÛ 
 (9) ˜Ûé¶ÛÅÛ ÍÛ½ýÛ/ÍÛ½ýÛÛé 
 (10) ¸Ûó½ÛÛÈÛ …×•Ûé¶Ûà ÈýÛæÐüÁõ˜Û¶ÛÛ…Ûé 

 (11) ¾ÛæÅýÛ¾ÛÛ× …Ü½ÛÈÛèÜ±ù  
 (12) ÜÈÛ©ÛÁõ¨Û ”Û˜ÛÙ¶Ûä× ÜÈÛÊÅÛéÌÛ¨Û 
 (13) ˜Ûé¶ÛÅÛ ÍÛ×¼Û×µÛÛé 
 (14) ˜Ûé¶ÛÅÛ ÍÛ½ýÛÛé¶Ûé ¸ÛóéÁõ¨ÛÛ …Û¸ÛÈÛà 

________ 
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1. (A) Which are the activities that are performed by a Distribution channel ? 6 

OR 
  What is Distribution Channel Management ? Describe its importance in present 

context. 
 
 (B) Can the distribution management, bring about value enhancement in a product ? 4 

OR 
  Discuss the various Routes/Forms of Distribution  channel. 
 
 (C) Why is it necessary to undertake Distribution Channel Strategy ? Which are the 

points that are to be included in this strategy ? 4 
OR 

  Discuss the various Market Intermediaries of Distribution channel. 
 
 
2. (A) Which are the points that should be taken into consideration, while designing a 

consumer oriented channel ? 6 
OR 

  Clearly explain the “promotional flow and the Negotiation flow,” in context of 
channel flow. 

 
 (B) Explain the, “Finance Flow & the Risk Taking Flow.” 4 

OR 
  Explain the Cost Analysis of Distribution channel. 
 
 (C) Discuss the expectations that are held by the customers, from the Distribution 

channels.   4 
OR 

  “Definite Cost Analysis of Distribution cost is challenging.” Discuss. 
 
 
3. (A) Explain the approach of channel control. 6 
                     OR 
  Explain the concept of channel positioning. 
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 (B) Write a note on  Power by compensation and coercion. 4 

OR 
  Write a note on : Power by Expertise & legitimate form. 
 
 (C) “The performance of the channel can greatly be improved, if the channel relations 

are established in the best possible manner.” Discuss. 4 
OR 

  Write a note on : Transaction Specific Relationship & Relationship oriented. 
Exchangeable Relations. 

 
 
4. (A) Which are the ways in which the Channel Leader or the Channel Principal can 

exercise his influence on the Channel Members ? 6 
OR 

  Explain the nature of payment & promotion system to motivate the channel 
members. 

 
 (B) Explain the conflict arising out of attitudinal & the structural – reasons. 4 
                       OR 
  Explain the, “Conflict Resolve Mechanism.” 
 
 (C) How useful is the negation strategy to resolve the conflict ? 4 
                     OR 
  Explain the stage of “Feeling the conflict.” 
 
 
5. Answer the following Terms/Concepts in two lines. (any seven) 14 
 (1) Distribution Channel Process 
 (2) Spatial Discrepancy 
 (3) Wholesaler 
 (4) Retailer 
 (5) Customer Oriented Channel 
 (6) Distribution Cost 
 (7) Conflict Management 
 (8) Channel Leader 
 (9) Channel Member/Members 
 (10) Influence Strategies 
 (11) Value Enhancement 
 (12) Distribution Cost Analysis 
 (13) Channel Relations 
 (14) Motivating Channel Members 
 

_______ 
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