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QUESTION 1. GIVE SHORT ANSWERS FOR THE FOLLOWING QUESTIONS:
i. WHAT IS DISTRIBUTION IN A SUPPLY CHAIN? WHAT ARE THE CHANNELS OF DISTRIBUTION? AND HOW DO THEY WORK?

ANSWER:
DISTRIBUTION IN A SUPPLY CHAIN IS THE STEPS TAKEN TO MOVE AND STORE A PRODUCT FROM THE SUPPLIER STAGE TO THE CUSTOMER STAGE. THE CHANNELS OF DISTRIBUTION IS A SERIES OF INTERMEDIARIES WHO SURPASS THE PRODUCT TO OTHER BUSINESSES AND THEY WORK BY MAKING THE PRODUCT AVAILABLE WHEN, WHERE AND IN WHICH QUANTITYS THE CUSTOMER WANTS.	

ii. WHO ARE THE CHANNEL PARTICIPANTS IN A DISTRIBUTION PROCESS?

ANSWER:
THE CHANNEL PARTICIPANTS IN A DISTRIBUTION PROCESS ARE AS FOLLOWS:
ORIGINAL PRODUCER (MANUFACTURER)
MIDDLEMEN (AGENT/DEALER)
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 (WHOLESAILER)
                       (RETAILER)
FINAL BUYER (CONSUMER)

iii. WHAT IS THE IMPORTANCE OF MARKET COVERAGE DECISIONS IN A DISTRIBUTION PROCESS?

ANSWER:
MARKET COVERAGE DECISIONS IN A DISTRIBUTION PROCESS ARE VERY IMPORTANT AS IT INVOLVES OPTIONS CONCERNING THE COMPARITIVE INTENSITY OF OUTLETS IN ANY GIVEN AREA SO THAT REQUIREMENTS ARE MET FOR EXISTING AND POSSIBLE CUSTOMERS.
THERE ARE THREE ESSENTIAL MARKET COVERAGE OPTIONS – INTENSIVE, SELECTIVE AND EXCLUSIVE DISTRIBUTION.

iv. HOW WOULD YOU DIFFERENTIATE BETWEEN CONVENTIONAL CHANNELS AND SINGLE TRANSACTION CHANNELS?

ANSWER:
SINGLE CHANNEL REFERS TO A PRODUCER OR RETAILER’S EFFORT TO REACH CUSTOMERS THROUGH ONLY ONE DISTRIBUTION OPTION, REGARDLESS WHETHER IT’S ONLINE, CATALOGUE MAIL ORDER, FACE TO FACE SELLING OR TRADITIONAL RETAIL.
MULTI CHANNEL REFERS TO A PRODUCER OR RETAILER’S EFFORT TO COMBINE AND BLEND DIFFERENT DISTRIBUTION CHANNELS TO ACCOMMODATE WHERE AND HOW CONSUMERS MAKE PURCHASES. THE OBJECTIVE IS, TO MAKE IT EASY FOR A CONSUMER TO BUY IN WHATEVER WAY IS MOST APPROPRIATE FOR THEM. MOST FIRMS WITH WHICH YOU INTERACT USE MULTI-CHANNELS.

v. HOW CAN LOGISTICS OPERATIONS AFFECT THE PRICING?
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ANSWER:
LOGISTICS OPERATIONS CAN AFFECT THE PRICING OF YOUR PRODUCTBY CERTAIN FACTORS SUCH AS, SHIPPING COSTS, FOREIGN EXCHANGE COMPLICATIONS, THE TERMS AND CONDITIONS OF PRICING DECIDE WHICH PARTY HAS ACCOUNTABILITY FOR PERFORMING LOGISTICAL ACTIVITIES. SO 










THE MAIN STRATEGY IS TO DE PACKAGE THE PRICE OF YOUR PRODUCT AND MATERIALS SO THAT SERVICES LIKE TRANSPORTATION, WHICH USED TO BE INCLUDED IN PRICE, ARE NOW RECOGNIZED AS SEPARATE ITEMS.


QUESTION 2.  DISCUSS THE FUNDAMENTALS OF PRICING STRATEGY IN SUPPLY                 CHAIN MANAGEMENT.

.


 ANSWER:
PRICING REPRESENTS ONE OF THE MOST COMPLEX ISSUES IN MARKETING YOUR PRODUCT. YOU NEED TO CONSIDER MANY FACTORS FOR SETTING PRICE, E.G. DOES THE PRICE REFLECT THE PRODUCTS QUALITY?, IS THE PRICE COMPETITIVE IN TODAYS MARKET CONDITIONS?, WHAT’S YOUR COMPETITORS COSTS, ARE YOU SELLING YOUR PRODUCT LOCALLY OR INTERNATIONAL? THERE IS PACKAGING AND SHIPPING COSTS TO CONSIDER.
PRICING DECISIONS DIRECTLY DECIDE WHICH PARTY IN THE BUSINESS IS ACCOUNTABLE FOR PERFORMANCE OF LOGISTICAL ACTIVITIES, WAY OF TITLE AND LIABILITY. THE TWO MOST WIDESPREAD METHODS ARE F.O.B SOURCE AND DELIVERED PRICING.
F.O.B (FREE ON BOARD) PRICING MEANS THAT THE GOODS ARE 
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DELIVERED TO THE CARRIER AND THE TITLE AND RESPONSIBILTY PASSES TO THE CUSTOMER.
  
SUPPLIER PROVIDES TRANSPORT TO THE NEAREST PORT.





SUPPLIER PRODUCES THE GOODS
SELLER LIABILTY ENDS






BUYER ASSUMES RESPONSIBILTY FOR REST OF JOURNEY
GOODS IS AT BUYERS DESIRED DESTINATION






F.O.B IS THE BEST SHIPPING TERM FOR THE FIRST TIMERS AS ALL YOUR COSTS ARE UPFRONT, GREAT FOR BUDGETING, IT’S A SIMPLE AND EASY PROCESS AND THERE IS NO HIDDEN NASTY COSTS AT THE END.
YOUR PRICING POLICY SHOULD BE INTENDED FOR BOTH CLIENTS, WHO ARE INTERESTED IN GETTING THE LOWEST PRICE POSSIBLE WHILE RETAINING THE BEST SERVICE PROVIDERS, AND FOR VENDORS, WHO ARE MOTIVATED TO GET A FAIR PRICE FOR THEIR SERVICES AND TO RESIST PRICE PRESSURE. PRICING STRATEGY HAS ALWAYS BEEN A MAJOR ISSUE FOR CLIENTS AND VENDORS, SO THE STRATEGY TO FOLLOW FOR THE SUPPLIER TO WORK ABOVE THE SUSTAINABILITY LEVEL ON NE SIDE AND FOR THE CUSTOMER TO GET A RELIABLE SUPPLIER ON THE OTHER SIDE. NOBODY SHOULD BE INTERESTED IN DRIVING THE PRICE BELOW SUSTAINABILITY LEVELS BECAUSE IF THAT WAS TO HAPPEN THEN THE SUPPLIER WILL BE DEPRIVED OF THE CAPABILTY TO INVEST IN BUSINESS DEVELOPMENT, TECHNOLOGY, QUALITY AND RELIABILTY IMPROVEMENT COULDN’T HAPPEN, CUSTOMERS ON 
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THE OTHER HAND WOULD FACE CONSIDERABLE EXTRA COSTS AND RISKS.
YOU ALSO HAVE DELIVERED PRICING – THE MAIN DIFFERENCE BETWEEN F.O.B AND DELIVERED PRICING IS IN DELIVERED PRICING THE SELLER PROVIDES A PRICE THAT INCLUDES TRANSPORTATION COSTS OF THE PRODUCT TO THE BUYER, SO IN OTHER WORDS THE TRANSPORT COST ISN’T A DETACHED ITEM. YOU HAVE QUITE A LOT OF VARIATIONS OF DELIVERED PRICING, YOU HAVE ZONE PRICING WHICH MEANS THE COMPANY SETS UP TWO OR MORE ZONES WHERE CUSTOMERS WITHIN A GIVEN ZONE PAY A SINGLE TOTAL PRICE. YOU HAVE BASE POINT PRICING WHICH MEANS THAT A SELLER SELECTS A GIVEN CITY AS A BASE POINT AND CHARGES ALL CUSTOMERS THE FREIGHT COST ASSOCIATED FROM THAT CITY TO THE CUSTOMER LOCATION, REGARDLESS OF THE CITY FROM WHICH THE GOODS ARE ACTUALLY SHIPPED. YOU CAN HAVE FREIGHT-ABSORPTION PRICING WHERE THE SELLER ABSORBS ALL OR PART OF THE ACTUAL FREIGHT CHARGE AS AN INCENTIVE TO ATTRACT BUSINESS IN COMPETITIVE MARKETS. YOU CAN ALSO HAVE DYNAMIC PRICING, THIS IS WHEN PRICES ARE ADJUSTED CONTINUALLY TO MEET THE CHARACTERISTICS AND NEEDS OF THE INDIVIDUAL CUSTOMER AND SITUATIONS. YOU ALSO HAVE INTERNATIONAL PRICING, WHERE PRICES ARE SET IN A SPECIFIC COUNTRY BASED ON COUNTRY SPECIFIC FACTORS SUCH AS ECONOMIC CONDITIONS, LAWS, REGULATIONS, INFRASTRUCTURE ETC.
ALSO TO TAKE INTO ACCOUNT IS DISCOUNT AND PROMOTIONAL PRICING THIS REDUCES THE PRICES TO REWARD CUSTOMER RESPONSES SUCH AS PAYING EARLY OR PROMOTING THE PRODUCT, SO YOU CAN GIVE DISCOUNTS AND ALLOWANCES, SUCH AS QUANTITY DISCOUNT, THE MORE THEY BUY, THE CHEAPER IT BECOMES, TRADE DISCOUNTS, AND CASH DISCOUNTS, A DEDUCTION TO BUYERS FOR PAYING THEIR BILLS WITHIN A SPECIFIED PERIOD OF TIME (AFTER FIRST DEDUCTING TRADE AND QUANTITY DISCOUNTS FROM THE BASE PRICE) YOU CAN ALSO APPLY SEASONAL DISCOUNTS, A PRICE REDUCTION TO THOSE WHO BUY OUT OF SEASON.
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QUESTION 3. ‘’ CHANNEL MAPPING AND MATRIX APPROACH ARE OF SIGNIFICANT IMPORTANCE FOR A CHANNEL DESIGN PROCESS’’ – DISCUSS THIS

                    ANSWER:
‘’ CHANNEL MAPPING AND MATRIX APPROACH ARE OF SIGNIFICANT                                IMPORTANCE FOR A CHANNEL DESIGN PROCESS’’ BECAUSE IT SHOWS STRATEGIES AND UNDERSTANDINGS OF ALL PARTNERS AND ASSOCIATES EMPLOYED BY YOUR COMPANY, IT SHOWS EXISTING PROCESSES REGARDING, EXISTING PRODUCTS, EXISTING MARKETS, ALSO IT SHOULD IDENTIFY MARKET PENETRATION ALSO NEW PRODUCTS, PRODUCT DEVELOPMENT, AND DIVERSIFICATION, IT GIVES INSIGHT TO ALL THE LINKS WITHIN YOUR COMPANY LIKE YOUR EXPENSES, PRICES AND MARGINS. IT CAN SHOW YOU THE GROWTH RATE YOU CAN EXPECT TO SEE IN THE LONG TERM. IT WILL ALSO SHOW THE VARIABLES, INTERMEDIARY VARIABLES AND BEHAVIORAL VARIABLES. WITH PROPER ANALYSIS OF YOUR CHANNEL DESIGN PROCESS ALL CHAINS SHOULD BE COVERED AND YOU GET A COMPLETE UNDERSTANDING OF WHO’S DOING WHAT, AND ON HOW IMPROVEMENTS CAN BE MADE IF ANY. IT WILL SHOW YOU HOW TO GO TO MARKETPLACE AND HOW TO STAY THERE, AND THE REQUIREMENTS NEEDED TO KEEP PROFIT MARGINS UP.
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