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1.1	Distribution in a supply chain is how the company is going to get its products or services to the consumer, there are multiple ways they can do this firstly by selling their product or service directly to the consumer themselves via Internet or Mail order. Secondly is by selling their product or service to a wholesaler or distributer who then will sell it on to a retailer or consumers themselves and thirdly is to sell it themselves to a retailer whom will sell to the end customer. 
1.2	Manufactures/ Producers, Wholesalers and Retailers are all participants in distribution. From making the product to selling the product to consumers 
1.3	The importance of market coverage decisions in distribution is to get your product or service in the market and there are three main market coverages to consider.
Intensive Distribution, Get your products or services to as many outlets as possible.
Selective Distribution, Using limited outlets within a certain area.
Exclusive Distribution, where you will use one outlet within some selective areas.
It all depends on the companies to choose which clients/ customers they are trying to serve. To be able to decide which route they would like to take on market coverage.
1.4	Even though the two channels are similar they are slightly different. 
Conventional channels are carried out on purchase to purchase basis. They have no regard to the future or repeated business. 
Single transaction channels are a one-time purchase occurrence. E.g. stock ownership, sale of property, owner transfer, etc.



1.5		Terms and Conditions decides which party will be accountable for performing logistical activities. The main development in price strategy is to de package the price of materials and products so they can see services like transportation, and any other services that was required on the product, normally these services will be included in the price, are now being put as separate items. 

2.	There are a few fundamentals of pricing strategy the main two widespread ones are F.O.B and Delivered Pricing. F.O.B Pricing - Means Free on Board or Freight on Board. There are a number or F.O.B Pricing that is practiced. Delivered Pricing – Is where the price includes transportation to the buyer. Other fundaments that you can use in pricing is Single- Zone Pricing, Multi- Zone Pricing and Base- Point Pricing
3. 	Without channel mapping and matrix approach companies will not know how to get their products or services to the marketplace, also what segment they would be serving. With a channel design, it’s a blueprint of the route they are going to take to the marketplace. They will be able to see from the links with whom the channel participants are and how to get there. Companies will also see how they can make improvements if any needed. They design needs to be economical and successful as possible. It provides a structure to work with.
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