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1. (…) ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ¶ÛÛé ”ýÛÛÅÛ ÍÛ¾Û›ÛÈÛà, ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛÛé/¾ÛÛµýÛ¾ÛÛé¶Ûà ½ÛæÜ¾ÛïõÛ ÍÛ¾Û›ÛÈÛÛé.  6 

…¬ÛÈÛÛ 
  “ÜÈÛ©ÛÁõ¨Û ÍÛ×˜ÛÛÅÛ¶Û, ¸ÛéþùÛÉÛ¶ÛÛ×, ¾ÛæÅýÛ¾ÛÛ× ÈÛèÜ±ù ÅÛÛÈÛé ™öé.” ÉÛä× ©Û¾Ûé ÍÛ×¾Û©Û ™öÛé ? ˜Û˜ÛÛÙ ïõÁõÛé.  

 (¼Û) ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ¶ÛÛ×, ÜÈÛÜÈÛµÛ ¼Û›ÛÁõ ¾ÛµýÛÍ¬Ûà…Ûé¶ÛÛ× ¸ÛóïõÛÁõÛé ˜Û˜ÛÛë.  4 
…¬ÛÈÛÛ 

  ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ ÍÛ×˜ÛÛÅÛ¶Û, ïõˆ Áõà©Ûé ÐüÛ¬Û µÛÁõÈÛÛ¾ÛÛ× …ÛÈÛé ™öé ?  

 (ïõ) ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ¶Ûà ÈýÛæÐüÁõ˜Û¶ÛÛ¶ÛÛ× “ÛéªÛÛé ˜Ûö˜ÛÛë.  4 
…¬ÛÈÛÛ 

  ¸ÛóÈÛ©ÛÙ¾ÛÛ¶Û ÍÛ¾ÛýÛ¾ÛÛ×, ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ¶Ûä× ¾ÛÐü«ÈÛ ÍÛ¾Û›ÛÈÛÛé.  

 
2. (…) “•ÛóÛÐüïõÅÛ“Ûà ˜Ûé¶ÛÅÛ¶ÛÛ× –Û¦ø©ÛÁõ¾ÛÛ×, •ÛóÛÐüïõÛé¶Ûà ÍÛéÈÛÛÅÛ“Ûà ¾ÛÛ×•ÛÛé µýÛÛ¶Û ÁõÛ”Ûà, ˜Ûé¶ÛÅÛ¶Ûà Áõ˜Û¶ÛÛ 

ïõÁõÈÛÛ¾ÛÛ× …ÛÈÛé ™öé.” ˜Û˜ÛÛÙ ïõÁõÛé.  6 
…¬ÛÈÛÛ 

  •ÛóÛÐüïõÛé, ÜÈÛ©ÛÁõ¨Ûïõ«ÛÛÙ ˜Ûé¶ÛÅÛÛé ¸ÛÛÍÛé¬Ûà ïõˆ-ïõˆ ÍÛéÈÛÛ…Ûé¶Ûà …¸Ûé“ÛÛ µÛÁõÛÈÛ©ÛÛ ÐüÛéýÛ ™öé, ©Ûé ˜Û˜ÛÛë.  

 (¼Û) …ÛþùÉÛÙ ˜Ûé¶ÛÅÛ¶Ûä× –Û¦ø©ÛÁõ, ïõˆ Áõà©Ûé ïõÁõÈÛÛ¾ÛÛ× …ÛÈÛé ™öé ? 4 
…¬ÛÈÛÛ 

  ˜Ûé¶ÛÅÛ ¸ÛóÈÛÛÐü ÍÛ×þù½Ûë, “…Ü½ÛÈÛèÜ±ù ¸ÛóÈÛÛÐü” …¶Ûé “ÈÛÛ¤øÛ–ÛÛ¤øÛé …×•Ûé¶ÛÛé ¸ÛóÈÛÛÐü” ÍÛ¾Û›ÛÈÛÛé.  

 (ïõ) ˜Ûé¶ÛÅÛ ¸ÛóÈÛÛÐü¶ÛÛ× ÍÛ×þù½Ûë “½ÛÛíéÜ©Ûïõ ïõ¼Û›Û” ©Ûé¾Û›÷ “¾ÛÛÜÅÛïõà …×•Ûé¶ÛÛ ¸ÛóÈÛÛÐü¶Ûà” ÍÛ¾Û›æ÷©Ûà …Û¸ÛÛé.  4 
…¬ÛÈÛÛ 

  “ÜµÛÁõÛ¨Û …×•Ûé¶ÛÛ ¸ÛóÈÛÛÐü” …¶Ûé “›Ûé”Û¾Û Š¸ÛÛ¦øÈÛÛ …×•Ûé¶ÛÛ ¸ÛóÈÛÛÐü” ÜÈÛÉÛé ¶ÛÛêµÛ ÅÛ”ÛÛé.  

 
3. (…) ˜Ûé¶ÛÅÛ ÍÛ×¼Û×µÛÛé ÍÛ×þù½Ûë, ©Ûé¶ÛÛ ˜Ûé¶ÛÅÛ ÍÛ½ýÛÛé ÈÛ˜˜Ûé …éïõ¼Ûà›Û ÍÛÛ¬Ûé ÍÛ×¼Û×µÛÛé ïéõÈÛÛ ÐüÛéÈÛÛ ›Ûéˆ…é ? 

˜Ûé¶ÛÅÛ ÍÛ×¼Û×µÛÛé …×•Ûé¶Ûä× ¾ÛÐü«ÈÛ ÍÛ¾Û›ÛÈÛÛé.  6 
…¬ÛÈÛÛ 

  ˜Ûé¶ÛÅÛ …×ïäõÉÛ …×•Ûé¶ÛÛé …Ü½Û•Û¾Û ˜Û˜ÛÛë.  
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 (¼Û) ˜Ûé¶ÛÅÛ Í¬ÛÛ¶Û Ü¶ÛµÛÛÙÁõàïõÁõ¨Û¶Ûà ÍÛ¾Û›æ÷©Ûà …Û¸ÛÛé.  4 
…¬ÛÈÛÛ 

  ˜Ûé¶ÛÅÛ ÍÛ×˜ÛÛÅÛ¶Û¾ÛÛ× ÍÛ«ÛÛ¶ÛÛ …ÛµÛÛÁõ ©ÛÁõàïéõ “ÍÛ×þù½ÛÙÅÛ“Ûà ÍÛ«ÛÛ” …¶Ûé “þù¼ÛÛ¨Û ³ùÛÁõÛ ÍÛ«ÛÛ”¶Ûà 
ÍÛ¾Û›æ÷©Ûà …Û¸ÛÛé.  

 (ïõ) ˜Ûé¶ÛÅÛ ÍÛ×˜ÛÛÅÛ¶Û¾ÛÛ× “ÈÛÇ©ÛÁõ ³ùÛÁõÛ ÍÛ«ÛÛ” ÍÛ¾Û›ÛÈÛà, “ïõÛýÛþéùÍÛÁõ ÍÈÛÄõ¸Û¶Ûà ¾ÛÇéÅÛà ÍÛ«ÛÛ” ÍÛ¾Û›ÛÈÛÛé. 4 
…¬ÛÈÛÛ 

  µÛ×µÛÛïõàýÛ ÈýÛÈÛÐüÛÁõ ÜÈÛÜÉÛÌ¤ø ÍÛ×¼Û×µÛ …é¤øÅÛé ÉÛä× ? 
 
4. (…) “¸Ûó½ÛÛÈÛ ÈýÛæÐüÁõ˜Û¶ÛÛ…Ûé ³ùÛÁõÛ ˜Ûé¶ÛÅÛ ¶Ûé©ÛÛ/Ü¸Ûó¶ÍÛà¸ÛÛÅÛ ¸ÛÛé©ÛÛ¶Ûà ÍÛ«ÛÛ¶ÛÛé Š¸ÛýÛÛé•Û ïõÁéõ ™öé.” ˜Û˜ÛÛÙ 

ïõÁõÛé.    6 
…¬ÛÈÛÛ 

  ˜Ûé¶ÛÅÛ ÍÛ×–ÛÌÛÙ ¸ÛóÜ’õýÛÛ ÍÛ¾Û›ÛÈÛÛé.  

 (¼Û) ÈÛÅÛ¨ÛÅÛ“Ûà ïõÛÁõ¨ÛÛé¶Ûé ïõÛÁõ¨Ûé Œ½ÛÛ ¬Û©ÛÛ× ÍÛ×–ÛÌÛÙ ÍÛ¾Û›ÛÈÛÛé.  4 
…¬ÛÈÛÛ 

  ˜Ûé¶ÛÅÛ ÍÛ½ýÛÛé¶Ûé ¸ÛóéÁõ¨ÛÛ …Û¸ÛÈÛÛ ¾ÛÛ¤éø ¼Û§ø©Ûà …¶Ûé ˜ÛæïõÈÛ¨Ûà ©Û×ªÛ¶Ûé ÍÛ¾Û›ÛÈÛÛé.  

 (ïõ) “ÍÛ×–ÛÌÛÙ ŠïéõÅÛ ¸Ûó¨ÛÛÅÛà”¶Ûà ÍÛ¾Û›æ÷©Ûà …Û¸ÛÛé.  4 
…¬ÛÈÛÛ 

  ÍÛ×–ÛÌÛÙ ŠïéõÅÛ ¾ÛÛ¤éø, ÈÛÛ¤øÛ–ÛÛ¤øÛé ÈýÛæÐüÁõ˜Û¶ÛÛ…Ûé ïéõ¤øÅÛà Š¸ÛýÛÛé•Ûà ™öé ? 

 
5. ¶Ûà˜Ûé …Û¸ÛéÅÛÛ ¸ÛþùÛé/”ýÛÛÅÛÛé¶Ûé ¼Ûé ¸Û×Üî©Û¾ÛÛ× ÍÛ¾Û›ÛÈÛÛé : (•Û¾Ûé ©Ûé ÍÛÛ©Û) 14 
 (1) ÜÈÛ©ÛÁõ¨Û ÍÛ×˜ÛÛÅÛ¶Û 
 (2) ½ÛÛíéÜ©Ûïõ …×©ÛÁõ …×•Ûé¶Ûà “ÛÜ©Û 
 (3) ¸Û¦ø©ÛÁõ ÜÈÛÊÅÛéÌÛ¨Û  
 (4) ˜Ûé¶ÛÅÛ ¶Ûé©ÛÛ  
 (5) ˜Ûé¶ÛÅÛ ÍÛ½ýÛ  
 (6) ˜Ûé¶ÛÅÛ …×ïäõÉÛ 
 (7) ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ …×•Ûé¶Ûà ÈýÛæÐüÁõ˜Û¶ÛÛ  
 (8) •ÛóÛÐüïõÅÛ“Ûà ˜Ûé¶ÛÅÛ  
 (9) ïõÛýÛþéùÍÛÁõÄõ¸Ûé ¾ÛÇ©Ûà ÍÛ«ÛÛ  
 (10) Ü¶ÛÌ¨ÛÛ×©Û ÍÈÛÄõ¸Ûé ¾ÛÇ©Ûà ÍÛ«ÛÛ  
 (11) ¾ÛæÅýÛ¾ÛÛ× …Ü½ÛÈÛèÜ±ù 
 (12) ̃ Ûé¶ÛÅÛ ÍÛ×˜ÛÛÅÛ¶Û ¸ÛóÜ’õýÛÛ  
 (13) ¾ÛµýÛÍ¬Ûà…Ûé 
 (14) ̃ Ûé¶ÛÅÛ ¸ÛóÈÛÛÐü 

________ 
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1. (a) Explain the meaning of Distribution Channel, explain the role of distribution on 

channel.   6 
OR 

  “Distribution management, brings about value enhancement in a product.” Do you 
agree ? Discuss. 

 (b) Discuss the different market intermediaries of Distribution Channel. 4 
      OR 
  How is Distribution Channel Management undertaken ? 

 (c) Discuss the areas of Distribution Channel Strategy. 4 
      OR 
  Explain the importance of Distribution Channel in the contemporary times. 

 
2. (a) “While designing a consumer oriented channel, the service oriented demands of the 

customers are to be taken into consideration in its design formation.” Discuss. 6 
OR 

  Discuss the different service expectation held by the customers from the 
distribution channel. 

 (b) How is an ideal channel designed ? 4 
     OR 
  Explain the “Promotional Flow” and the “Negotiation Flow”, in context of channel 

flow. 

 (c) Explain the “Physical Possession Flow” & the “Ownership Flow”, in the context of 
channel flow.  4 

      OR 
  Write a note on, “Financing Flow” & “Risk Taking Flow”. 

 
3. (a) In context of channel relations what type of relations should exist between the 

channel-members. Explain the importance of channel relations. 6 
     OR 
  Discuss the concept of channel control. 
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 (b) Explain, channel positioning. 4 
     OR 
  Explain “Referent power” and “Coercive power” as the basis of power in channel 

management. 

 (c) Explain the “Reward Power” and “Legitimate Power” in channel-management. 4 
     OR 
  What are business transaction specific relations ? 

 
4. (a) “The channel leader uses his authority with the help of influence strategies. 

Discuss.   6 
     OR 
  Explain the channel Conflict process. 

 (b) Explain the conflict risen out of attitudinal causes. 4 
     OR 
  Explain promotion and payment system for giving motivation to channel members. 

 (c) Explain the “Conflict resolution mechanism”. 4 
      OR 
  How useful are the negotiation strategies in resolving the conflict. 

 
5. Explain in two sentences the below given concepts : (any seven) 14 
 (1) Distribution Management 
 (2) Error of Physical distance 
 (3) Cost Analysis 
 (4) Channel Leader 
 (5) Channel Member 
 (6) Channel Control 
 (7) Distribution Channel Strategy 
 (8) Consumer oriented channel 
 (9) Legitimate power 
 (10) Expertise Power 
 (11) Value Enhancement 
 (12) Channel Management Process 
 (13) Intermediaries 
 (14) Channel Flow 

____________ 
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