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1. (…) ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ ÈýÛæÐüÁõ˜Û¶ÛÛ¶ÛÛ ½ÛÛ•ÛÄõ¸Ûé ÍÛ¾Û›ÛÈÛÛé ƒ 6 

  (1) ÜÈÛ©ÛÁõ¨Û •ÛÛé¥øÈÛ¨Ûà¶ÛÛ Ðéü©Ûä…Ûé 

  (2) ÜÈÛ©ÛÁõ¨Û ¸ÛóÈÛèÜ«Û ¶Û‘õà ïõÁõÈÛà. 

     …¬ÛÈÛÛ 

  ÜÈÛ©ÛÁõ¨Û ïõÛýÛÙ …é¤øÅÛé ÉÛä× ? ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ¶Ûà ½ÛæÜ¾ÛïõÛ¶Ûà ˜Û˜ÛÛÙ ïõÁõÛé.  

 (¼Û) ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ ÈýÛæÐüÁõ˜Û¶ÛÛ¶ÛÛ ½ÛÛ•ÛÄõ¸Ûé ÍÛ¾Û›ÛÈÛÛé ƒ 4 

  ˜Ûé¶ÛÅÛ ¸ÛóÈÛèÜ«Û¶Ûà •ÛÛé¥øÈÛ¨Ûà 

        …¬ÛÈÛÛ  

  ÁõÛé›÷¼ÛÁõÛé›÷¶ÛÛ ïõÛýÛÛë ¾ÛÛ¤éø ¶ÛàÜ©Û-¾ÛÛ•ÛÙþùÜÉÛÙïõÛ –Û¦ø©ÛÁõ  

 (ïõ) ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ¶ÛÛ ÅÛ“Û¨ÛÛé ›÷¨ÛÛÈÛÛé.  4 

    …¬ÛÈÛÛ  

  ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ¶Ûä× ¾ÛÐü«ÈÛ ÍÛ¾Û›ÛÈÛÛé.  

 

2. (…) ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ ³ùÛÁõÛ ¸Û¦ø©ÛÁõ ÜÈÛÊÅÛéÌÛ¨Û ïõˆ Áõà©Ûé ÐüÛ¬Û µÛÁõÈÛÛ¾ÛÛ× …ÛÈÛé ™öé.  6 

                 …¬ÛÈÛÛ  

  ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ ¸ÛÛÍÛé¬Ûà •ÛóÛÐüïõÛé ïõˆ …¸Ûé“ÛÛ…Ûé ÁõÛ”Ûé ™öé. ÍÛ¾Û›ÛÈÛÛé.  

 (¼Û) •ÛóÛÐüïõÅÛ“Ûà ˜Ûé¶ÛÅÛ –Û¦ø©ÛÁõ¶Ûà ¸ÛóÜ’õýÛÛ ›÷¨ÛÛÈÛÛé.  4 

     …¬ÛÈÛÛ  

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

 (ïõ) ¶Ûà˜Ûé¶ÛÛ ¸Ûíéïõà ïõÛé̂  …éïõ¶Ûà ˜Û˜ÛÛÙ ïõÁõÛé ƒ 4 

  (1) ¾ÛÛÜÅÛïõà …×•Ûé¶ÛÛé ¸ÛóÈÛÛÐü 

  (2) …Ü½ÛÈÛèÜ±ù ¸ÛóÈÛÛÐü  



ZO-133 2  

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

     …¬ÛÈÛÛ  

  ÉÛÛ ¾ÛÛ¤éø ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ¶Ûä× Ü¶ÛýÛÜ¾Û©Û ¾ÛæÅýÛÛ×ïõ¶Û ›÷ÄõÁõà ™öé ? 

 (¼Û) ˜Ûé¶ÛÅÛ ÍÛ½ýÛÛé ÈÛ˜˜Ûé¶ÛÛ ÍÛ¼Û×µÛÛé¶Ûà ˜Û˜ÛÛÙ ïõÁõÛé.  4 

     …¬ÛÈÛÛ  

  ˜Ûé¶ÛÅÛ ÍÛ×̃ ÛÛÅÛ¶Û¶ÛÛ ÅÛ“ýÛÛ×ïõÛé ïõýÛÛ ™öé ?  

 (ïõ) ˜Ûé¶ÛÅÛ¶ÛÛ ¾Ûä”ýÛ ©Û©ÈÛÛé ›÷¨ÛÛÈÛÛé.  4 

     …¬ÛÈÛÛ  

  ˜Ûé¶ÛÅÛ ¸ÛÁõ …×ïäõÉÛ¶Ûà ›÷ÄõÜÁõýÛÛ©Û ÍÛ¾Û›ÛÈÛÛé.  

 

4. (…) ˜Ûé¶ÛÅÛ ¸Ûó½ÛÛÈÛ …×•Ûé¶Ûà ÈýÛæÐüÁõ˜Û¶ÛÛ ÍÛ¾Û›ÛÈÛÛé.  6 

     …¬ÛÈÛÛ  

  ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ¶ÛÛ …Ü½Û¸ÛóéÁõ¨Û-…Ûé›ÛÁõÛé¶Ûä× ¾ÛÐü«ÈÛ ÍÛ¾Û›ÛÈÛÛé.  

 (¼Û) ˜Ûé¶ÛÅÛ ÍÛ×–ÛÌÛÙ …é¤øÅÛé ÉÛä× ? ÉÛä× ©Ûé Ü¶ÛÈÛÛÁõà ÉÛïõÛýÛ ? 4 

     …¬ÛÈÛÛ  

  ˜Ûé¶ÛÅÛ ÍÛ×–ÛÌÛÙ ïéõÈÛà Áõà©Ûé Ü¶ÛÈÛÛÁõà ÉÛïõÛýÛ ? 

 (ïõ) ˜Ûé¶ÛÅÛ ÍÛ½ýÛ¶Ûé ¸ÛóéÁõ¨ÛÛ …Û¸ÛÈÛÛ ¾ÛÛ¤éø ¼Û§ø©Ûà ÍÛ¾Û›ÛÈÛÛé.  4 

     …¬ÛÈÛÛ  

  ˜Ûé¶ÛÅÛ ÍÛ½ýÛ¶Ûé ¸ÛóéÁõ¨ÛÛ …Û¸ÛÈÛÛ ¾ÛÛ¤éø ˜ÛæïõÈÛ¨Ûà ¸Û±ùÜ©Û  

 

5. ¤æ×øïõ¾ÛÛ× ›÷ÈÛÛ¼Û …Û¸ÛÛé ƒ (•Û¾Ûé ©Ûé ÍÛÛ©Û) 14 
 (1) ÜÈÛ©ÛÁõ¨Û ˜Ûé¶ÛÅÛ¶ÛÛ ¼Ûé ïõÛýÛÛë ›÷¨ÛÛÈÛÛé.  
 (2) ÜÈÛ©ÛÁõ¨Û¶ÛÛ ¾ÛÛ•ÛÛë ¼Û©ÛÛÈÛÛé.  
 (3) …ÛþùÉÛÙ ˜Ûé¶ÛÅÛ …é¤øÅÛé ÉÛä× ?  
 (4) ÈÛÛ¤øÛ–ÛÛ¤øÛé¶ÛÛé ¸ÛóÈÛÛÐü ›÷¨ÛÛÈÛÛé.  
 (5) ˜Ûé¶ÛÅÛ¶Ûä× Í¬ÛÛ¶Û …é¤øÅÛé ÉÛä× ? 
 (6) ˜Ûé¶ÛÅÛ ÍÛ½ýÛÛé¶Ûé ¸ÛóéÁõ¨ÛÛ ¾ÛÛ¤éø¶ÛÛ …Ûé›ÛÁõÛé ›÷¨ÛÛÈÛÛé.  
 (7) ÈÛÐêü˜Û¨Ûà ”Û˜ÛÙ …¶Ûé …×ïäõÉÛ ¤æ×øïõ¾ÛÛ× ÍÛ¾Û›ÛÈÛÛé.  
 (8) •ÛóÛÐüïõ ÍÛéÈÛÛ ÍÛ¾Û›ÛÈÛÛé.  
 (9) …ÛþùÉÛÙ ˜Ûé¶ÛÅÛ ½ÛÛ•ÛàþùÛÁõ¶Ûà ¸ÛÍÛ×þù•Ûà 
 (10) ½ÛÛíéÜ©Ûïõ …×©ÛÁõ …×•Ûé¶Ûà “ÛÜ©Û 
 (11) ˜Ûé¶ÛÅÛ ¶Ûé©ÛÛ 
 (12) ˜Ûé¶ÛÅÛ ÍÛ½ýÛ  

________ 
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1. (a) As a part of Distribution Channel strategy, discuss : 6 

  (1) Setting Distribution Objectives 

  (2) Finalizing Channel Activity 

                 OR 

  What is Distribution Function ? Discuss the role of Distribution Channels. 

 (b) As a part of distribution channel strategy, discuss : 4 

  Organizing the channel activities. 

             OR 

  Developing policy guidelines for Day to Day Operation. 

 (c) State the characteristics of Distribution Channel. 4 

                   OR 

  Explain the importance of Distribution Channel. 

 

2. (a) How is Cost Analysis done by Distribution Channel ? 6 

                     OR 

  Explain the expectations of consumers from the Distribution Channels. 

 (b) Discuss the process of designing the consumer oriented channel. 4 

          OR 

  How is an ideal channel designed ? 

 (c) Discuss any one of the following given below : 4 

  (1) Ownership Flow 

  (2) Promotion Flow 

 

3. (a) Importance of power of Channel Relationship – Discuss. 6 

                         OR 

  Why is it necessary to regularly evaluate the contemporary distribution channel ? 
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 (b) Discuss the relationship between channel members. 4 

                OR 

  What is the goal of Channel Management ? 

 (c) State the core element of channel. 4 

         OR 

  Need of control over Channel – Discuss. 

 

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

              OR 

  State the importance of motivational tools of distribution channels. 

 (b) What is conflict in channel ? Can a conflict be avoided ? 4 

                OR 

  How can a conflict be avoided in the channel ? 

 (c) Discuss promotion as a tool of motivating channel members. 4 

             OR 

 Payment system as a tool of Motivation for channel members. 

 

5. Answer briefly : (any seven) 14 

 (1) State any two functions of Distribution channel. 

 (2) State the ways of Distributions. 

 (3) What is an Ideal Channel ? 

 (4) State the Negotiation Flow. 

 (5) What is Channel Position ? 

 (6) State the tool for motivating channel members. 

 (7) Explain briefly distribution cost and control. 

 (8) Explain customer’s service. 

 (9) Selection of ideal channel partners. 

 (10) Error of Physical distance. 

 (11) Channel Leader 

 (12) Channel Member 

_______________ 


