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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 for the following questions: (15)
i. What is distribution in a supply chain? What are the channels of distribution? And
how do they work?
· Distribution is overseeing the movement of goods from supplier, manufacturer to point of sale.
· The channel distribution are the wholesalers, retailers, distributor, direct/internet, direct /sales team, consultant, dealer, sales agents, manufacturers representative
· It works as 1) direct to end users 2) sell through a dealer network 3) sell though a value added reseller

ii. Who are the channel participants in a distribution process?
· 1) One level channel contains one intermediary which is the retailer (smaller markets)
· 2) Two level system, which is the wholesaler (larger markets)

iii. What is the importance of market coverage decisions in a distribution process?
· Intensive distribution
· Selective distribution
· Exclusive distribution

iv. How would you differentiate between conventional channels and single transaction
channels?
· Conventional channels are mostly consist of one or more manufacturers, wholesalers/distributors and retailers that operate under independent ownership. Limit the responsibility of each member of the channel. Retailers focus efforts on selling products to customers, while manufacturers focus on making products and wholesalers worry about getting the products from one to the other while single transaction channel focuses on single, point of sale transactions. It  emphasis is on maximizing the efficiency and volume of individual sales rather than developing a relationship with the buyer

v. How can logistics operations affect the pricing?
· Logistics operations which usually covers procuring transporting and storing of goods is affected by variation in cost. Every service from logistic should have understanding about the actual cost of outsourcing raw materials which include the freight charges, duties to be paid and cost involving the transportation of inventory. They focusing the variations in the timings between the transits which causes the freight forwarding charges and also storing of inventory in bulk is another factor affecting cost. Must considering the cost that is involving in the duty and tariff rates of the region. It consolidating shipments from a single country into one and clubbing them together will reduce the cost involved in the supply chain. They will inform to the concerned people about the actual cost involved in freight and the various services that is come to affect the decision making factors.

2. Discuss the fundamentals of pricing strategy in supply chain management. (7)
· F.O.B. Pricing - means that the seller pays for transportation of the goods to the port of shipment, plus loading costs. The buyer pays the cost of marine freight transport, insurance, unloading, and transportation from the arrival port to the final destination. The passing of risks occurs when the goods are loaded on board at the port of shipment
· Delivered Pricing - a price for which a seller agrees to deliver merchandise to a purchaser at a designated place and which usually includes the f.o.b. price at the shipping point plus lawful transportation charges actually incurred in delivery
· Single-zone pricing - where all customers, irrespective of their distance from the seller, pay the same delivered price. It is also called postage stamp pricing.
· Multi-zone pricing - where a geographic area is divided into zones according to the distance from the seller's dispatch point. Whereas different prices are charged for different zones, prices remain the same within a zone.
· Base-Point Pricing - prices include transportation charges from the basing point, regardless of the location from which the actual shipment is made
3. “Channel mapping and matrix approach are of significant importance for a channel design
process.” Discuss this here. (8)
· Channel mapping of the business process takes a lot of time and resources. In this case there are function and how to process to consider as input, control, output and mechanism. However to simply the analysis: example A) select the product it must included in the analysis should be strategically important because too many product means too many details on the map., like formula – Bottle Cap – the label – the packaging. B) we should know the distribution channel as merchandiser – merchandiser warehouse – retailers warehouse – retail store. C) ready to put physical location D) information flow it covers the order status, product testing and ordering information. E) Develop alternative like overproduction, defects, unnecessary inventory, unnecessary motion, unnecessary processing, unnecessary transportation and waiting. Should be in the map the production cycle time, inventory level, quality level, capacity and non value added activities. 
· Matrix approach is a strategy for the effective organization and use of data  on sales, market share and profitability. For formal methods of using the products actual and anticipated performance characteristics in terms of sales, profits, and market share as inputs to the design of a strategic maketing plan for the existing product. Use the product sales, stage in the product life cycle as a guideline for marketing strategy including specific on items as the type and level of advertising, pricing and distribution. 
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