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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. 
	What is distribution in a supply chain? What are the channels of distribution? And how do they work? 
Distribution is the process that allows customers to obtain a particular product. In this process it might have diverse intermediaries before products reaches their customers, these steps and all entities included on it are defined as a distribution channel. 
Thus, if you sell directly to final costumer there is zero levels of participants, if you use a retailer there is one and if you use wholesalers there is two levels of participants.
We can check this, for instance  when a company sells their products directly to final costumers by internet, mail order or telephone or instead sell them through an agent, a digital market as Amazon, a retailer or wholesalers. 

 Who are the channel participants in a distribution process? 
There are 3 channel participants in a distribution process: manufactures, wholesalers and retailers.

 What is the importance of market coverage decisions in a distribution process? 
A market coverage decision has a big impact in a distribution process because while distribution means how can consumers obtain the products they need or want, market coverage relates with who going to be our clients.
Thus, after we decide who's going to be our clients we need to define how to reach them. 

 How would you differentiate between conventional channels and single transaction channels? 
When we are talking about dependency in relationships between the members within a distribution channel we can distinguish 3 types of behaviour: Single-transaction channels, conventional channels and relational collaborative arrangements.
So, within first 2 behaviors there is no dependency between business but they are different because in single-transaction the relationship ends after transaction is done while in conventional relationship occurs while it is convenient for both parts. 
Normally the major determinant of the time and degree of transactions is selling price and every part is free to walk out when they want.

 How can logistics operations affect the pricing? 
Usually transportation is a logistic operation that affects hardly pricing because there are multiples rules that defines when and where ends responsibility for transportation and whats costs are supported by each part. Those rules are maned incoterms.
For instance F.O.B (free on board) defines that buyer take all the risks and costs after merchandising is on board of the vessel.

 Discuss the fundamentals of pricing strategy in supply chain management. 
Transportation could be a big cost in a business, so they had to came up with a manner to define when and who is responsible for logistics activities. 
Thus was created pricing fundamentals that decide which part in the business is accountable for performance of logistics activities, way of title and liability. This kind of decisions has a great impact on pricing, so it was settle a bunch of different pricing strategies as F.O.B. Pricing, Delivering Pricing, Single-Zone Pricing, Multiple-Zone Pricing or Base Point Pricing.
Free On Board (F.O.B.) has a number of variations like F.O.B. Origin or F.O.B. destinations, here the two parts of business decide where ends and starts their participation.

For instance, in F.O.B. Origin seller shows the price at point of source and it has no more responsibilities after delivery goods. It’s up to buyer selects the mean of transportation, decides a carrier, pays transportation charges and takes danger of in-transit loss or spoilage. On other hand there is the Delivery Pricing where seller is responsible for deliver materials in destination and then provides his price to buyer.
Then there are two ways of define price basing on geographical territory: Single or Multiple zone Pricing that define different prices concerning the zone. 
For instance, postal services usually define one country as a single zone and they settle a unique price within this zone. Using multiple zone pricing we can regard business of food distribution. They define multiple zones accordingly distance from the central. NoMenu company has defined  a distribution fee of 3€ to deliveries within Aveiro city, 3,5€ to deliveries in cities nearby as Cacia, Sao Bernardo, Aradas or Santa Joana and 4€ to far cities like Gafanha Nazaré, Ilhavo or Praia Barra.
Base Point Pricing uses a unique source place, normally the manufacturing location, and settles the pricing considering the cost of transportation since this place whether or not the consignment in fact originates from the base location. 

“Channel mapping and matrix approach are of significant importance for a channel design process.” Discuss this here. 
Any kind of business need to understand end-user requirements to be able to begin design of a distribution channel.
To collect this information there are two tools: Channel Mapping and Matrix Approach.
Channel mapping is a flow illustration of the channels employed by a particular firm, the information is collected through research within a business and discussions with many executives about how to go to marketplace. This give us a insight into existing processes and set up a blueprint for change. Through this all process is imperative to keep in mind our market segments and their needs but also the channel participants characteristics and merge them.
Matrix approach is a simple tool to design a channel which relationships between participants are set up as a grid, or matrix. Because the majority companies serve quite a few segments of customers and end users, they could use the matrix approach to create diverse structures and blends of channel participants to serve every of those segments as economically and successfully as possible. 
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