Assessment 7 

1. Give short answers for the following questions:

I. What is distribution in supply chain? What are the channels of distribution? And
how do they work?	
	Distribution is the process of making product or service available for use, purchase or consumption of consumer or other businesses. Distribution channels is link of couriers, warehouses, retailers (digital or not) et cetera, from the manufacturer to the end consumer.
There can be many different levels to every distribution channel. There are zero level
channels, which entails distribution, without any intermediary whatsoever. One level
channel contains one intermediary – in the case of buyer goods, this generally refers to the
retailer. For example: (zero level channel- manufacturer selling goods online or other type of advertisement.  or one level channel - manufacturer selling good to retailer which sell the product to the consumer. Like this, manufacturer - retailer - consumer). For larger markets, though, it is usually better to make use of a two level system, which contains a wholesaler. This allows a ton of smaller retailers to get and sell the product.


II. Who are the channel participants in distribution process?
	Basic channel participants are manufacturers or service provider, retailers digital or not, wholesalers, delivery companies. Distribution channels might be very complex therefore there might be more participants.

III. What is the importance of market coverage decisions in distribution process?	
	Market exposure decisions involve options concerning the comparative intensity of outlets in any given area so that the requirements of existing and possible customers are sufficiently accommodated. Specifically, market exposure is most openly related to location ease for customers. Three essential market coverage options are:

· Intensive distribution;
· Selective distribution; and
· Exclusive distribution.

IV. How would you differentiate between conventional channel and single
transaction channel?
	Single transaction channels are long term, highly restrictive like real estate, stock ownership, I would call it more stable, longer to adapt but safe option. Conventional channels are more flexible and short term done in transaction to transaction basis, I would consider it more competitive but not risk- free. Therefore both of them has its strengths and weaknesses.   


V. How can logistics operations affect the pricing?	
	Logistics operations can both increase and decrease pricing of the product, depending of operations involved, count of them and overall efficiency.
2. Discuss the fundamentals of pricing strategy in supply chain management.

	Pricing is a very difficult cast to perform correctly, to perform cost efficiently and effective. Pricing your product or service is one of the most important business decisions you'll make. You must offer your products for a price your target market is willing to pay and one that produces a profit for your company.  
	First off all you must set price floors and ceilings. Price floor you must set to be above the floor to cover costs. Price ceiling is the maximum amount customer or buyer is willing to pay for the product or service.

There are the two most widespread methods of pricing.
	F.O.B. origin pricing and F.O.B. destination pricing

	F.O.B. origin pricing is simplest means to quote price. Seller shows the price at point of source and agrees to tender a consignment for transportation loading, but supposes no additional responsibility. the buyer selects the means of transportation, decides a carrier, and pays transportation charges, of course.
	
	F.O.B. destination pricing.  Purchase is not complete until the delivery is
completed. Under such situations, the seller arranges for transport and the charges are added to the price. But there is quite a lot of F.O.B. destination pricing types:

· Delivered Pricing
	The main difference between F.O.B. and delivered pricing is that in delivered pricing the seller provides a price that includes transportation cost of the product to the buyer. In other words, the transport cost is not specified as a detached item.

· Single zone pricing
	Single zone delivered pricing is usually used when transport costs are a comparatively small proportion of selling price. The major benefit to the seller is the high level of control over logistics. For the buyer, in spite of being based on averages, such pricing systems have the benefit of simplicity.

· Multiple Zone Pricing
	The custom of multiple-zone pricing establishes diverse prices for particular geographic areas. The fundamental idea is that logistics charge differentials can be more moderately allocated when two or more zones-typically based on distance- are used to cite delivered pricing. Parcel carriers like United Parcel Service employ multiple zone pricing.

· Base Point Pricing
	The most complex and controversial type of delivered pricing is the employment of a base point system in which the concluding delivered price is decided by the product's list price plus transport cost from a chosen base point, generally the manufacturing location. This designated point is utilized for calculating the delivered price whether or not the consignment in fact originates from the base location.
 

3. ‘Channel mapping and matrix approach are of significant importance for a channel design process”. Discuss

	There are two tools of important help in a channel design process. One of them is channel mapping and the other is a matrix approach. 
	A channel map is a flow illustration of the channels that are employed by a firm. It is made up through the research within a business and discussion with many of directors regarding how to go marketplace. The reason of mapping is to give insight into existing processes and set up a blueprint for change. A channel map has to begin with clear depiction of the market segments to be served.
	It should also comprise of requirement of the volume of activity linked to every link in the map. Every link then is inspected strictly to use what particular functions and activities are carried out by the channel participants.
It also monitored of what the monetary characteristics of the transactions such as expenses, prices and margins related to every link in the map are.
	Matrix approach begins with the setting of objectives in - depth discussion of the goals and expectations and ends with the delivery of a final report of findings in the channel design process.
