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1. (a) ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ ÍÛ×̃ ÛÛÅÛ¶Û¶ÛÛé ”ýÛÛÅÛ Í¸ÛÌ¤ø ïõÁõà, ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ ³ùÛÁõÛ ¸ÛæÁõà ¸ÛÛ¦øÈÛÛ¾ÛÛ× …ÛÈÛ©Ûà 
ÍÛéÈÛÛ…Ûé ˜Û˜ÛÛë.  6  

     …¬ÛÈÛÛ 

  Š©¸ÛÛþïõ¬Ûà •ÛóÛÐüïõ ÍÛäµÛà, ¸ÛéþùÛÉÛ¶Ûé ¸ÛÐüÛễ ÛÛ¦øÈÛÛ ¾ÛÛ¤éø Š©¸ÛÛþùïõ ³ùÛÁõÛ ïõˆ-ïõˆ ÈÛíéïõÜÅ¸Ûïõ ˜Ûé¶ÛÅÛ 
¾ÛÛµýÛ¾ÛÛé¶ÛÛé ©Ûé Š¸ÛýÛÛé•Û ïõÁõà ÉÛïéõ ™öé ©Ûé ˜Û˜ÛÛë.  

 (b) ÜÈÛ©ÛÁõ¨Û ïõÛýÛÙ ïõˆ Áõà©Ûé ¸ÛéþùÛÉÛ¶ÛÛ× ¾ÛæÅýÛ¾ÛÛ× ÈÛµÛÛÁõÛé ïõÁõà ÉÛïéõ ™öé ? 4 
     …¬ÛÈÛÛ 

  ÜÈÛ©ÛÁõ¨Û ¾ÛÛµýÛ¾ÛÛé¶Ûà ›÷ÄõÜÁõýÛÛ©Û ïéõ¾Û ŠþÕù½ÛÈÛà ™öé ?  

 (c) ÜÈÛ©ÛÁõ¨Û ÍÛ×̃ ÛÛÅÛ¶Û ÈýÛæÐüÁõ˜Û¶ÛÛ¾ÛÛ× ïõˆ ¼ÛÛ¼Û©ÛÛé …ÛÈÛÁõà ÅÛéÈÛÛ¾ÛÛ× …ÛÈÛé ™öé ? 4 
     …¬ÛÈÛÛ 

  ¶ÛÛêµÛ ÅÛ”ÛÛé ƒ ¼Û›ÛÁõ ¾ÛµýÛÍ¬Ûà…Ûé 

 
2. (a) •ÛóÛÐüïõÅÛ“Ûà ˜Ûé¶ÛÅÛ¶Ûà Áõ˜Û¶ÛÛ¾ÛÛ×, ïõˆ-ïõˆ ¼ÛÛ¼Û©ÛÛé¶Ûä× µýÛÛ¶Û ÁõÛ”ÛÈÛä× ›÷ÄõÁõà ™öé ? 6  
     …¬ÛÈÛÛ 

  ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ …×•Ûé¶ÛÛ ¸Û¦ø©ÛÁõ ÜÈÛÊÅÛéÌÛ¨Û¶Ûà ÍÛ¾Û›æ÷©Ûà …Û¸ÛÛé.  

 (b) ÈÛÛ¤øÛ–ÛÛ¤øÛé ©Ûé¾Û›÷ ÜµÛÁõÛ¨Û …×•Ûé¶ÛÛ ˜Ûé¶ÛÅÛ ¸ÛóÈÛÛÐüÛé ˜Û˜ÛÛë.  4 
     …¬ÛÈÛÛ 

  ¶ÛÛêµÛ ÅÛ”ÛÛé ƒ ¾ÛÛÜÅÛïõà¸Û¨ÛÛ¶ÛÛé ¸ÛóÈÛÛÐü   

 (c) ¶ÛÛêµÛ ÅÛ”ÛÛé  ƒ ›Ûé”Û¾Û Š¸ÛÛ¦øÈÛÛ ©Ûé¾Û›÷ ˜ÛæïõÈÛ¨Ûà …×•Ûé¶ÛÛ ¸ÛóÈÛÛÐüÛé.  4 
     …¬ÛÈÛÛ 

  …ÛþùÉÛÙ ˜Ûé¶ÛÅÛ¶Ûä× –Û¦ø©ÛÁõ ïõˆ Áõà©Ûé ïõÁõÈÛÛ¾ÛÛ× …ÛÈÛé ™öé ? 

 
3. (a) “˜Ûé¶ÛÅÛ ÍÛ×¼Û×µÛÛé¾ÛÛ× ÍÛ«ÛÛ¶Ûä× ¾ÛÐü«ÈÛ” ÍÛ¾Û›ÛÈÛÛé.  6  
     …¬ÛÈÛÛ 

  ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ¶Ûä× Ü¶ÛýÛÜ¾Û©Û ¾ÛæÅýÛÛ×ïõ¶Û ïõÁõÈÛä× ÉÛÛ ¾ÛÛ¤éø ›÷ÄõÁõà ™öé ? 
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 (b) ˜Ûé¶ÛÅÛ Í¬ÛÛ¶ÛÜ¶ÛµÛÛÙÁõàïõÁõ¨Û …é¤øÅÛé ÉÛä× ? 4 
         …¬ÛÈÛÛ 

  ¶ÛÛêµÛ ÅÛ”ÛÛé ƒ ÈÛÇ©ÛÁõ …¶Ûé þù¼ÛÛ¨Û ³ùÛÁõÛ ÍÛ«ÛÛ  

 (c) ¶ÛÛêµÛ ÅÛ”ÛÛé ƒ µÛ×µÛÛïõàýÛ ÈýÛÈÛÐüÛÁõ ÜÈÛÜÉÛÌ¤ø ÍÛ×¼Û×µÛ …¶Ûé ÍÛ×¼Û×µÛÅÛ“Ûà ÜÈÛÜ¶Û¾ÛýÛÅÛ“Ûà ÍÛ×¼Û×µÛ  4 
       …¬ÛÈÛÛ 

  ˜Ûé¶ÛÅÛ¶ÛÛ× ¾Ûä”ýÛ ©Û«ÈÛÛé ›÷¨ÛÛÈÛÛé.  
 
4. (a) “¸Ûó½ÛÛÈÛ ÈýÛæÐüÁõ˜Û¶ÛÛ…Ûé ³ùÛÁõÛ ˜Ûé¶ÛÅÛ ¶Ûé©ÛÛ ¸ÛÛé©ÛÛ¶Ûà ÍÛ«ÛÛ¶ÛÛé Š¸ÛýÛÛé•Û ïõÁéõ ™öé.” – ˜Û˜ÛÛÙ ïõÁõÛé.  6  
     …¬ÛÈÛÛ 

  ˜Ûé¶ÛÅÛ ÍÛ×–ÛÌÛÙ ¬ÛÈÛÛ …×•Ûé¶ÛÛ× ïõÛÁõ¨ÛÛé ›÷̈ ÛÛÈÛÛé.  

 (b) ˜Ûé¶ÛÅÛ ÍÛ½ýÛÛé¶Ûé ¸ÛóéÜÁõ©Û ïõÁõÈÛÛ, ïõýÛÛ-ïõýÛÛ ¸Û•ÛÅÛÛ× ½ÛÁõÈÛÛ ›Ûé̂ …é ? 4 
     …¬ÛÈÛÛ 

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

 (c) ˜Ûé¶ÛÅÛ ÍÛ×–ÛÌÛÙ ¸ÛóÜ’õýÛÛ ÍÛ¾Û›ÛÈÛÛé.  4 
     …¬ÛÈÛÛ 

  “ÍÛ×–ÛÌÛÙ ŠïéõÅÛ ¸Ûó̈ ÛÛÅÛà”¶Ûà ÍÛ¾Û›æ÷©Ûà …Û¸ÛÛé.  

 

5. ¶Ûà˜Ûé¶ÛÛ ¸ÛþùÛé …éïõ-¼Ûé ¸Û×Üî©Û¾ÛÛ× ÍÛ¾Û›ÛÈÛÛé ƒ 14  

 (1) ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ 

 (2) ½ÛÛíéÜ©Ûïõ …×©ÛÁõ …×•Ûé¶Ûà “ÛÜ©Û 

 (3) ¸Û¦ø©ÛÁõ ÜÈÛÊÅÛéÌÛ¨Û 

 (4) ˜Ûé¶ÛÅÛ ¶Ûé©ÛÛ  

 (5) ˜Ûé¶ÛÅÛ …×ïäõÉÛ 

 (6) ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ¶Ûà ÈýÛæÐüÁõ˜Û¶ÛÛ   

 (7) •ÛóÛÐüïõÅÛ“Ûà ˜Ûé¶ÛÅÛ  

 (8) ›÷¬¬ÛÛ¼Û×µÛ ÈÛȩ́ ÛÛÁõà 

 (9) ¸ÛéþùÛÉÛ ¾ÛæÅýÛ¾ÛÛ× ÈÛèÜ±ù 

 (10) Ü¶ÛÌ¨ÛÛ©Û Äõ¸Ûé ¾ÛÇéÅÛà ÍÛ«ÛÛ 

 (11) ˜Ûé¶ÛÅÛ ¸ÛóÈÛÛÐü 

 (12) ¸Ûó½ÛÛÈÛ …×•Ûé¶Ûà ÈýÛæÐüÁõ˜Û¶ÛÛ…Ûé 

 (13) ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ ÍÛ×̃ ÛÛÅÛ¶Û 

 (14) ¸ÛóéÁõ¨ÛÛ¶ÛÛ× ÍÛÛµÛ¶ÛÛé  
 

_____________ 
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1. (a) Explain the concept of Distribution Channel Management. Discuss the services 

offered by Distribution Channels. 6 

OR 

  Which are the different alternative channels, that a manufacturer can utilize to 

despatch goods from producer to the consumers ? Discuss. 

 (b) How does the distribution function, bring about value addition in the product ? 4 

                   OR 

  Why has the need for distribution mediums arised ? 

 (c) Which all points are covered in Distribution Management strategy ? 4 

       OR 

  Write a note on Market Intermediaries. 

 
2. (a) Which are the points that are to be considered while forming a consumer oriented 

channel ?  6 

                     OR 

  Explain cost analysis in context of distribution channel. 

 (b) Discuss the Bargaining and Finance Flows. 4 

      OR 

  Write a note on Ownership flow. 

 (c) Write a note on : Risk bearing and Payment flows. 4 

       OR 

  How is an ideal channel formed ? 

 
3. (a) Explain the “Importance of power in channel relations”. 6 

                   OR 

  What is it necessary to regularly evaluate the distribution channel ? 
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 (b) What is channel positioning ? 4 

    OR 

  Write a note on : Power by compensation and coercion. 

 (c) Write a note on : Business transaction specific relations and relationship oriented 

transactions. 4 

        OR 

  State the main elements of channel. 

 
4. (a) “The channel leader exercise their powers through influence strategies.” Discuss. 6 

      OR 

  State the reasons for channel conflict. 

 (b) Which steps must be taken to motivate channel members ? 4 

                     OR 

  How useful are Bargaining strategies to resolve conflict ? 

 (c) Explain the process of channel conflict. 4 

             OR 

  Explain, “Conflict Resolving Mechanism”. 

 
5. Explain the following terms in one – two sentence : 14 

 (1) Distribution channel 

 (2) Errors of physical distance 

 (3) Cost Analysis 

 (4) Channel Leader 

 (5) Channel Control 

 (6) Distribution channel strategy 

 (7) Consumer oriented channel 

 (8) Wholesaler 

 (9) Addition in product value 

 (10) Expertise power 

 (11) Channel flow 

 (12) Influence strategies 

 (13) Distribution channel management 

 (14) Motivational tools 

____________ 


