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1. (a) ÜÈÛ©ÛÁõ¨Û ïõÛýÛÙ …é¤øÅÛé ÉÛä× ? ÜÈÛ©ÛÁõ¨Û ïõ¦øà¶Ûà ½ÛæÜ¾ÛïõÛ ÍÛ¾Û›ÛÈÛÛé.  6 

                    …¬ÛÈÛÛ  

  ÉÛÛ ¾ÛÛ¤éø ÜÈÛ©ÛÁõ¨Û ïõ¦øà (Channels)¶Ûà ›÷ÄõÜÁõýÛÛ©Û Œ½Ûà ¬ÛÛýÛ ™öé ? 

 (b) ÜÈÛ©ÛÁõ¨Û ïõ¦øà¶Ûà ÈýÛæÐüÁõ˜Û¶ÛÛ ›÷¨ÛÛÈÛÛé.  4 

             …¬ÛÈÛÛ  

  ÜÈÛ©ÛÁõ¨Û ïõ¦øà¶Ûà ¸ÛóÈÛèÜ«Û…Ûé ›÷¨ÛÛÈÛÛé.  

 (c) ÜÈÛ©ÛÁõ¨Û ïõ¦øà¶Ûä× ÍÛ×̃ ÛÛÅÛ¶Û ïõˆ Áõà©Ûé ïõÁõÈÛÛ¾ÛÛ× …ÛÈÛé ™öé ? 4 

             …¬ÛÈÛÛ  

  ÜÈÛ©ÛÁõ¨Û ïõÛýÛÙ ïõˆ Áõà©Ûé ¸ÛéþùÛÉÛ¶ÛÛ ¾ÛæÅýÛ¾ÛÛ× ÈÛµÛÛÁõÛé ïõÁéõ ™öé ? 

 

2. (a) ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ ¸ÛÛÍÛé¬Ûà •ÛóÛÐüïõÛé ïõˆ-ïõˆ ÍÛéÈÛÛ…Ûé¶Ûà …¸Ûé“ÛÛ ÁõÛ”Ûé ™öé ?  6 

                    …¬ÛÈÛÛ  

  •ÛóÛÐüïõÅÛ“Ûà ˜Ûé¶ÛÅÛ Áõ˜Û¶ÛÛ¶Ûà ¸ÛóÜ’õýÛÛ¶Ûà ˜Û˜ÛÛÙ ïõÁõÛé.  

 (b) ˜Ûé¶ÛÅÛ ¸ÛóÈÛÛÐü ÍÛ×þù½Ûë ƒ 4 

  …Ü½ÛÈÛèÜ±ù ¸ÛóÈÛÛÐü 

     …¬ÛÈÛÛ  

  ÈÛÛ¤øÛ–ÛÛ¤øÛé …×•Ûé¶ÛÛé ¸ÛóÈÛÛÐü ÍÛ¾Û›ÛÈÛÛé.  

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

             …¬ÛÈÛÛ  

  ˜Ûé¶ÛÅÛ ¸ÛóÈÛÛÐü ÍÛ×þù½Ûë “¾ÛÛÜÅÛïõà …×•Ûé¶ÛÛ ¸ÛóÈÛÛÐü” ÍÛ¾Û›ÛÈÛÛé.  

 

3. (a) ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ¶Ûé •ÛóÛÐüïõÅÛ“Ûà ïéõÈÛà Áõà©Ûé ¼Û¶ÛÛÈÛà ÉÛïõÛýÛ ? 6 

                    …¬ÛÈÛÛ  

  ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ¶ÛÛ …ÛþùÉÛÙ ½ÛÛ•ÛàþùÛÁõÛé¶Ûà ¸ÛÍÛ×þù•Ûà ïéõÈÛà Áõà©Ûé ïõÁõÉÛÛé ?  
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 (b) ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ¶ÛÛ ÍÛ½ýÛÛé ÈÛ˜˜Ûé¶ÛÛ ÍÛ×¼Û×µÛÛé ÍÛ¾Û›ÛÈÛÛé.  4 

             …¬ÛÈÛÛ  

  µÛ×µÛÛïõàýÛ ÈýÛÈÛÐüÛÁõ ÜÈÛÜÉÛÌ¤ø ÍÛ×¼Û×µÛ …é¤øÅÛé ÉÛä× ?  

 (c) …¬ÛÙ ÍÛ¾Û›ÛÈÛÛé ƒ 4 

  (1) ˜Ûé¶ÛÅÛ¶Ûà ÍÛ«ÛÛ…Ûé 

  (2) ˜Ûé¶ÛÅÛ¶Ûä× Í¬ÛÛ¶Û  

 

4. (a) ˜Ûé¶ÛÅÛ¶Ûà ÈýÛæÐüÁõ˜Û¶ÛÛ¶Ûé …ÍÛÁõ ïõÁõ©ÛÛ× ¸ÛÜÁõ¼ÛÇÛé ›÷¨ÛÛÈÛÛé.  6 

                    …¬ÛÈÛÛ  

  ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ¶ÛÛ ÍÛ½ýÛ¶Ûé ïõˆ Áõà©Ûé …Ü½Û¸ÛóéÜÁõ©Û ïõÁõÈÛÛ¾ÛÛ× …ÛÈÛé ™öé ? 

 (b) ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ¶ÛÛ ÍÛ½ýÛ¶Ûé …Ü½Û¸ÛóéÜÁõ©Û ïõÁõÈÛÛ¶ÛÛ …Ûé›ÛÁõ ©ÛÁõàïéõ “¼Û§ø©Ûà ¸Û±ùÜ©Û” ˜Û˜ÛÛÙ ïõÁõÛé.  4 

             …¬ÛÈÛÛ  

  ÍÛ×–ÛÌÛÙ ŠïéõÅÛ ¾ÛÛ¤éø “ÈÛÛ¤øÛ–ÛÛ¤øÛé ÈýÛæÐüÁõ˜Û¶ÛÛ” ¶Ûà Š¸ÛýÛÛéÜ•Û©ÛÛ ›÷¨ÛÛÈÛÛé.  

 (c) ˜Ûé¶ÛÅÛ ÍÛ×–ÛÌÛÙ¶Ûà ¸ÛóÜ’õýÛÛ 4 

         …¬ÛÈÛÛ  

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

 

5. ¶Ûà˜Ûé …Û¸ÛéÅÛÛ ¸ÛþùÛé / ”ýÛÛÅÛÛé¶Ûé ¼Ûé ¸Û×Üî©Û¾ÛÛ× ÍÛ¾Û›ÛÈÛÛé ƒ (•Û¾Ûé ©Ûé ÍÛÛ©Û) 14 

 (1) ÜÈÛ©ÛÁõ¨Û 

 (2) ˜Ûé¶ÛÅÛ ÍÛ×̃ ÛÛÅÛ¶Û 

 (3) ÜÈÛ©ÛÁõ¨Û ”Û˜ÛÙ  

 (4) ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ ÈýÛæÐüÁõ˜Û¶ÛÛ 

 (5) •ÛóÛÐüïõ ÍÛéÈÛÛ  

 (6) ¸Û¦ø©ÛÁõ ÜÈÛÊÅÛéÌÛ¨Û 

 (7) ÜÈÛ©ÛÁõ¨Û ¸Û±ùÜ©Û 

 (8) …Ü½Û¸ÛóéÁõ¨Û …Ûé›ÛÁõÛé 

 (9) ›Ûé”Û¾Û ¸ÛóÈÛÛÐü 

 (10) ÍÛ×–ÛÌÛÙ …¶Ûä½ÛæÜ©Û 

 (11) ˜Ûé¶ÛÅÛ ¶Ûé©ÛÛ  

 (12) ˜Ûé¶ÛÅÛ …×ïäõÉÛ 

 (13) ¾ÛæÅýÛ¾ÛÛ× …Ü½ÛÈÛèÜ±ù 

 (14) ¾ÛµýÛÍ¬Ûà…Ûé 

________ 
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1. (a) What is Distribution Function ? Discuss the role of Distribution channel. 6 

                  OR 

  Why are the Distribution Channels required ? 

 (b) State the Distribution Channel Strategy. 4 

              OR 

  State the activities of Distribution Channel.  

 (c) In which way is the Distribution Channel management done ? 4 

                           OR 

   How does distribution function do the value enhancement of a product ? 

 

2. (a) Explain the expectations of consumers from the Distribution Channels. 6 

                             OR 

  Discuss the process of designing the consumer oriented channel. 

 (b) Discuss in the context of Channel Flow. 4 

   Promotion Flow 

             OR 

   Negotiation Flow 

 (c) How is an ideal channel designed ? 4 

             OR 

  Discuss the Ownership Flow in reference to channel flow. 

 

3. (a) How can the distribution channel be made customer oriented ? 6 

                             OR 

  How can we select ideal channel partner of distribution channel ? 
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 (b) Explain the relationship between Channel Members. 4 

                        OR 

  What are the business transaction specific relations ? 

 (c) Explain the meaning : 4 

  (1) Channel Power 

  (2) Channel Positioning 

 

4. (a) Explain the factors of strategy of channel influence. 6 

              OR 

  How is member of the Distribution Channel being motivated ? 

 (b) Explain the promotion system as a tool of motivating channel member. 4 

                            OR 

  State the usefulness of negation strategy in resolving conflict. 

 (c) Explain the Channel Conflict Process. 4 

              OR 

  Explain the, “Conflict Resolve Mechanism.” 

 

5. Answer the following terms/concepts in two lines : (any 7) 14 

 (1) Distribution 

 (2) Channel Management 

 (3) Distribution Cost 

 (4) Distribution Channel Strategy 

 (5) Customer Service 

 (6) Cost Analysis 

 (7) Distribution System 

 (8) Motivation Tools 

 (9) Risk Flow 

 (10) Feeling the conflict 

 (11) Channel Leader 

 (12) Channel Control 

 (13) Value Enhancement 

 (14) Intermediaries 

____________ 


