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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. Distribution:  distribution is the method or activities through our product will get to the end user. Distribution channels; the intermediaries where our product will surpass in order to achieve the last stop which is the end user, even do this can be retailers and not specifically the people, it will involve all the parties where our product will go through to get to its final destination, you can either get rid of them selling your product through a website, mail order or telephone, eventually we will need assistance depending of the nature of our product, different types can appear such like zero level (direct to the customer), one level (might include retailers), two level (contain wholesaler) and so on depending of the size of the company.
ii. The companies that can held accountable on the risk of the value-added distribution development can be called the participants like, the manufacturers; those who combine components through a production/manufacturing process in to so called finished goods, the wholesalers; those who collect and store the FG to be sell after to some industrial users, this means larger quantities (mass shipping), this will reduce our costs and risk for single distribution to some end users. Retailers; this pretty much can be considered one of the last stages before the end user to get the product, shopping malls and stores can be this kind of participants as they will advertise and sell the product on smaller quantities as per the end user needs.
iii. Well, once we identify our distribution channel and its participants we need to define our scope, I mean the location where the product will be sold, even do the main purpose of any business is to generate profit we need to take car as well of the image of our product, will we want the product to be available in any part of the world? Can be, OR do we want to specialize our product and make it more unique? This is related basically to the nature of the product and the type, it is related as well with how expose do we want our product to be. For example, intensive distribution; as many outlets and regions possible, Selective distribution; to position our product in a selected geographic region, this is not to discriminate the other regions but it will make more probable and cost effective to sell our product in specifics areas due to the nature of it. Exclusive Distribution; this is when we only base our product in a specific region, we need to remark that this types of coverage will depend on the willing from the customer to spend time while shopping,  exclusive distribution is destined to those customer who have no issue on spending more time to get the product, these brands can be example of it, Rolex, Mercedes Benz, BMW and all the luxury brands where the customer is willing to go and spend time and effort on a detail way to acquire the product.
iv. Well…the single transaction as the unit mentions is pretty much the sourcing of products, sometimes with high value, stocks, real state and bonds, these items can be purchased apparently for just one time, in this case and in my opinion the main difference between the conventional one and this is the interest of the parties to sell-purchase, because even do it can be so much interesting in do the transaction as per the nature of the product this can only happen once. The conventional channels; in other way provide freedom to the parties to step away whenever they like, for example let’s take the example of MRO items, yes we can agree on a price but if there is no contract that means that those parts are important for the supply chain but not expendable, so whenever the companies decide they can get out of the supply chain, the interest on get contracts or further agreements barely exists, it’s just a matter of price in this cases, where we will go for the best prices and that’s it, however if the price and product worth it we can migrate the channel to a stronger one like RCA’s.
v. In the past units we mentioned the importance of the logistics in the SCM as it will affect the price the same way and by natural law as the cost is impacted, in this case the price will be affected due to the terms and agreement, there are several agreements of the price breakdown when we acquire products, sometime in one of the “Pyramid” or “Multilevel” enterprises conference they were mentioning that the secret of their success is because they get rid of the logistics and warehousing costs therefore the price as low, in this case, logistics represent on an average way 70% of the price of an item, because there are different methods that will change the price on a drastic way, F.O.B; is the simple one where we sell a product and the buyer pays for the transportation, fees and take charge of the risks in transportation, Delivered pricing: this include the costs of transportation payed by the seller. Single zone pricing; price is fixed within a specific zone such as the USPS where the costs are basically calculated with USA as the shipping zone. Multiple zone pricing: the opposite as single zone as every area will have different prices due to the cost of shipping sending will variate from zone to zone, example: it is cheaper to send products form USA than From Mexico. Base point pricing: this will be decided and fixed by the type and nature of the product, let’s consider the location or facility that it will be shipped from, the type of transport and the distances, example: I work on an Air Base and it is way different the price of shipping an Aircraft engine than to ship one ton of steal (the engine is way too expensive).
2. F.O.B Pricing: free-on-board pricing is pretty much the price of the item placed (not even moved) from the facility that sources this item, then the buyer will set up the logistic method and company from its preference to collect and carry the item where the buyer get all the responsibility of the transportation and assumes the risk of losses during the transportation process and the property it’s not passed to the purchaser until the delivery is complete (the item is collected).
Delivered pricing: the seller assumes and absorbs the cost of transportation and the cost of it it’s not separate from the item price, it is included as a whole price or service where the seller absorbs the risk of losses during transportation.
Single zone pricing: the item costs the same within a geographical location, in other times the customer where paying more than others and his created a miss practice on the pricing as they felt kind of discriminated therefore this type of pricing scope extends to a geographical location where the customer will pay the same standard price for a product or service.
Multiple zone pricing: the opposite of single zone, where the price variates from different geographic areas, the main idea is that logistics can be less expensive with some particular zones where it will allow to reflect this cost of logistics in the final price of the product.
Base Point pricing: this is based on the product actual list price plus the cost of transportation from the base point, this can be tricky as we do not have a clear visibility at the time of pricing as the product can variate from time to time.

3. in my point of view I’ve always said that what cannot be measured cannot be controlled, in this case and regarding the channels, even do, start from the scratch we need to know where are we standing and where do we go, for example, from an outside point of view it is needful to identify and draw the channel we are dealing with so we can also know our areas off opportunities, this will lead us to be prepared in case of any changes due to our distribution processes, it will be like the BOM on a distribution point of view, drawing this we will be able as well of catch the potential issues and the areas where we need to put extra effort on, knowing this will let us know or confirm where we are standing so in a future we will be able to adapt and change this channels for more profitable process. The Matrix approach in this case is to put on a paper, I mean to weigh up the distribution channels as we need to be flexible if we want to achieve economic growth as they are sever type of customer but different needs, we need to set up and identify how flexible our channel can be to meet this requirements, basically is to gather and weigh up the different participants of the channel so we can take a look of the part of the “stake they are holding” in our channel, in this case and in my opinion we can use both for a better understanding of where we were, where we are and where we are going to, also it is very important which resources or participants we can mix(blend) to achieve that economical goal we are trying to achieve. So take this as an example in my case, I come from manufacturing industry and in certain areas using the matrix approach we pretty much identified which participants can go “multifunctional” depending on the nature of their processes and which ones needed to satay as they were due to the importance and specialization of theirs, even do every one supported the channel on a very unique way, there are some participants can take care of different, new processes to achieve or increase the efficiency and the effectiveness of our current process, there is difference between this to but at the end the purpose of using? applying both it will depend of the stage of the company at the moment of planning to use these two, there is no better one, it is just matter of the approach we are using.
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