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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. Give short answers to the following questions:
i. What is a channel of distribution?
This is the distribution system for moving products from producer to the consumer. It starts at where the product is manufactured, then the intermediaries get involved between the sellers and buyers, if the product is taken or not, this is where most of the distribution process takes place. Facilitating agencies could also get involved. They can help lift the restrictions with the distribution of goods direct from the producer, then through to the intermediaries, and finally to the consumer.
ii. How can you distinguish between a direct channel and an indirect channel?
Well, direct channel is where the product is sold directly from the manufacturer, using their own salesperson, for example buying vegetables direct from the grower. Whereas indirect channel is where an intermediary participate in the distribution of the product, for example; the manufacturer of TV's will sell the product through manufacturers and retailers.
iii. What is the difference between multiple channels of distribution and intensive distribution?
Multiple channels of distribution are where direct and indirect channels are used. Intensive distribution is where the sale of goods is dealt with by many outlets.
iv. Explain the difference between selective distribution and exclusive distribution. v. What does the term ‘intensity of distribution’ mean?
Selective distribution is a restriction on the number of outlets that will be used, these are usually chosen after a very selective process, that suits the product. Exclusive distribution are for items that take longer to move and have enhanced unit values and post sales service.
"Intensity of distribution" is a key factor in an organisations marketing plan. They will decide on the strength of distribution.
vi. List the factors which influence choosing channels of distribution.
These are: 
Market considerations - These are broken down by the customer size of the product; Probable sales volume; Concentration of buyers; and, Purchase order size.
Product considerations - These are; Perishability; Bulkiness; Product Technicality; and, Product value.
Middleman consideration - These are; Types of middlemen; Channel competition; and, Middlemen availability.
Company considerations - These are; Distribution costs; Long-run effect on profit; Experience and ability; Financial strength; and, Extent of channel control.



2. From which type of intermediary (wholesaler/retailer/dealer) would you buy the following items:
Item 					Type of intermediary
a. Milk					Wholesaler / retailer / dealer
b. Sweets				Wholesaler / retailer / dealer
c. Car					Retailer
d. House				Dealer			
e. Shoes				Retailer
f. Television				Wholesaler / Retailer
Activity
Visit a local retail store in your neighborhood and find out what type of items they obtain from manufacturers, wholesalers, and distributors. Produce a report on your findings.
Majestic wines
They are themselves are a retailer. They purchase their wines from a wholesaler and dealers.
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