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Marking Criteria:
 We expect the learners to write minimum one well expressed point in three lines against each allocated mark. This means one needs to write 15 lines with 5 well expressed points to get high grades for a 5 marks question.
For high grades use examples and illustrations where appropriate. 
	1.)
i. The distribution in a supply chain involves three key decisions; whether the sale of products should be direct to consumers, through retailers or through wholesalers, whether the Multi-Level Marketing Modes should be used for selling products and whether the members of the supply chain should share advertising costs. A distribution channel is a chain of businesses or intermediaries through which the product passes until it reaches the end consumer. Channels work either directly allowing the consumer to buy the good from the manufacturer, and/or indirectly through which the consumer purchases the good from a wholesaler or retailer. 
ii. As there are numerous channels of distribution accessible to a company, the must utilise a specific channel dependant on the requirements of said companies product or service. For example, if a e-company sells custom t-shirts then would do so over the internet via an online store. Other channels include wholesaler, retailers and distributors. 

iii. Market coverage relates to the idea that channel structures are the result of concerning market exposure. This is important in making distribution decisions as it concerns the number of active retail and/or wholesale outlets that sell the companies brands in a given market. Specifically, market exposure is related to location ease for customers, which is essential for developing an effective distribution channel as you want the consumer to be able to purchase the product in the fewest/quickest amount of steps.   

iv. Although both channels relate to a single product or service being sold, businesses in a conventional channel work on a transaction-to-transaction basis, i.e. businesses work together on a specific product or service then once it is complete, they end doing business with each other. This allows the companies to begin and end doing business with each other numerous times. Whereas Single transaction channels is based upon that fact that a company will sell or trade a product once (e.g. real estate). 


v.  Logistical operations within a supply chain can greatly affect the pricing of a product. This can be seen in several ways, for instance, the distance of distribution can greatly affect the price a company assigns a product, as they might require additional costs added to deliver the product nationally and even more globally. Moreover the mode of transport a company adopts can greatly affect the costs that the company receives and thus the price of the product to meet those costs. Lastly the effectiveness in terms of timing and steadiness of a logistical operation can greatly affect the price a company can assign a product, as the quality of a product greatly effects the consumer demand. For example, if a company provides a terrible service than the demand would be lower and the company would give the product a lower price. 


2.) There tends to be five core fundamentals of price strategies within a supply chain management. The first of which is called free on board or F.O.B pricing, which relates to the cost of delivering the good(s) to the nearest port is included with the service. But the buyer must pay for the shipping from there and decides a carrier, pays transportation charges, and takes danger of in-transit loss and/or spoilage. The next strategy is called delivered pricing, whereby the cost of transportation from the seller to the buyer is included within the original price. Thirdly is Single-Zone Pricing whereby buyers pay a single price in spite of where they are situated. Single-zone pricing results in a number of customers paying more than their reasonable share for transportation whilst others are sponsored. Next is the strategy of multiple-zone pricing, which establishes diverse prices for particular geographical areas. The last strategy called base-point pricing and it is the most complex and controversial type. It is essentially compromised of the products list price plus the transport cost from a chosen base point, which is generally the manufacturing location. 


3.) The need to know end-user requirements is an essential part when making market distribution strategies and thus for designing channel processes. Two tools can utilised to develop such a design: channel mapping and a matrix approach. 
A channel map fundamentally is a flow illustration of the channels employed by a company. It is developed through research with the business and discussions with many executives regarding how to go to marketplace. It essentially gives insight on existing processes and allows the setup of a blueprint for change. In addition to indicating beneficial aspects of competitors, channel maps provides essential understanding of the present channel processes. 
The second significant characteristic of a channel design process is called the matrix approach. It essentially is a representation of the customer and end user segments, diverse structures and blends of channel participants. The matrix approach basically provides insight into the most appropriate participants and structures to accomplish objectives, which is essential for optimising channel efficiency. 
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