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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. 
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I. Distribution is important process inside any Supply Chain which include number of tasks needed to obtain products from the source to the final customers by using distribution channels, either direct one (zero level), either complex one by involving wholesalers, retailers.… (multiple levels)
The goal is to maximize the availability of the product and minimizing the cost of distribution.
II. Channels participants in a distribution process are:
-agents – to sell products on behalf of producer
-distributors – link between manufacturer and wholesaler
-wholesaler – link between manufacturer or distributor to retailer
-retailer including franchisers – link between manufacturer/distributor/wholesaler to final customer
-associated services with other producers or service providers – partners in associated services (and their own distribution channels) could be consider as channels participants as well
III. Market Coverage Decisions in a distribution process are of the huge importance because it determinate design of distribution channel, number of distribution channels (coordination and cooperation between them and their participants), type of delivery, consequently, costs of delivery, has impact on selling price, …
Intensive distribution in general needs conventional multilevel distribution process with multiple participants to reach as much as markets and as much as customers possible. Selective distribution is more sophisticated, with less participants and narrower target customers approach, mostly to support brand name to higher psychological value. Exclusive distribution is designed to reach specifics customers mostly with specific needs or to support high value brands. Is narrow, focused to support the image of high value exclusive products.
IV. Conventional channels have a multiple participant (as described before) in opposite with single transactions channels where the distribution is taking place directly between the productor and final consumer. With new advanced IT systems, the percentage of zero level distribution channels is increasing. Nowadays a lot of producers use parallel distribution systems: conventional with adequate number of participants and zero level distributions system. 
V. Logistic operations affect price in two major ways:
- logistics costs (freight, warehousing, ...)  are part of costs price which is platform listed and selling price calculations
- agreed F.O.B. selling terms (F.O.B. origin or destination or everything between) determinate which part of delivery costs will be payed either by seller, either by buyer and where is the point of risk transitions from seller to buyer as well. Part of costs on seller have direct impact on selling price.
2.
As explained before; delivery has a direct impact on the selling price.  If products are selling on F.O.B. origin, the story is quite short and easy to calculate as there is no delivery activities on the side of the seller and consequently no delivery costs and no participances included.
To calculate average delivery costs needed to determinate costs price, listed price and finally the selling price a different strategy is used in accordance to nature of products, target customers, target market, selling terms, distribution channels used etc. 
On first side Delivered Pricing strategy looks the most transparent one.  Transport costs - even thought are not specified separately and are included in selling price- are known to seller for each delivery destination.  F.O.B. always carry named place of delivery. 
But Delivered Pricing is not suitable for all kind of products, markets or target customers.  If the delivery channel is created to include distributers and/or wholesaler or manufacturer have dislocated warehouse capacities for certain markets, then Base-Point Pricing strategy might be better solution. In this case delivery costs from manufacturer to named base point are included in selling price.
Both of mentioned pricing strategies could not be the best solution for some type of products or delivery channels, for instance for on-line direct sell of household products to individual customers. In this case Single-Zone Pricing or Multiple-Zone Pricing are better strategy to use. Both are created on seller’s standard transportation costs, but if the market is geographical challenging or we are talking about large distance to cover than the delivery and consequently related costs are diverted to zones.
3.
Channel Mapping and Matrix Approach are significant for a channel design process. Most of the producer approach different markets, different target customers and use different selling strategies. For instance, same products could be selling in retails shops (with multi-level delivery channel behind and multiple participants included) and on-line as well (direct; 0-level distribution channel). 
For each of the Distribution Channel the Channel Map must be created but to achieve needed flexibility, low stock level, cost efficiency, etc. all the individual channels must be efficiently blended and participance must serve the needs of multiple distribution channels in accordance to their specializations. To achieve this goal the Matrix Distributions Channel Approach must be used and Matrix Distribution Channel Map must be designed.
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