http://www.sgguonline.com

U0 TR 0 0
GF-022016 Seat No.

First Year B. Com. (Sem. II) Examination
March / April - 2019

BCOMS204 : Advanced Business Management
(Distribution Management) (Subject Elective - IV)

Time : 3 Hours] [Total Marks : 70
1 (%) [dr@l AMd yeudl Hizel {80l | Rl Rirgd 6
SERER
vql

() wa W3Rl Adani [lad U5l [ @3ul A4, €35 WSIR [ 13Ul
aAl™ A Huleldl rudl.

(61) ““ladel Wy Usladl Hlel o2 il [BRuHl Relsd sqa 4

d Uelalld [ ollolfds Ryl »udal Alsst Yo, el el
AP A RO usiak 9.7 | s,

2Yql

(61) [dzel A-e dadd 59 Ad sizaami »ud 8 ?

(5) wadsid axudl, RdRel Add qAladad He geudl. 4
218dl

() «lu auil : W2l sedl su-lal A Rdel Add qAleH.

2 () Rdel Adad]l @Al 2434 wBa agldl. 6
w24l

() [Rdrel A WA, Aes 589 58 xaudl 4ud & ?

GF-022016 ] 1 [ Contd...

http://www.sgguonline.com


http://www.sgguonline.com
http://www.sgguonline.com

http://www.sgguonline.com

() el Adad v3d 58 A sl 20d & ? 4
wqL
(6) [drel Ad glrl W3dr [2Ayel, ¢ qd &l qcuHl 20 & ?

() [dzel Ad vale Aeel “Ueladl olllis sool »uudl’ Ay 4
Syl it Mals’”’ Al
wYdL

(5) Anad wusl Aeel, “UMMlg U 2 ““Alelend] 3Nl wals”
AL

3 () “And Adl AHY A1d AeH 9] WRRs Asidl led3 6
sldl %3¢ 8.7 A-a A6l i U GUAsd [adld gl
Al s
vyl
(21) Add iga i3l w40 AL

(o) Ana wa FMaldsel, 84 vug oeudl. 4
Ydl

(6) Are AALAAHL Al U8R dA3 “Ueoldall Adl’ A7 “eoust
gl AT’ L AHYAL 2.

(5) «lla @uil @ qasly aqer [RRre Aol w1 doivas MY 4
oiy.
wYal
(5) <l @vil @ andz 2valdl dse Fseiduei wxdl.

4 () [dRel woruHi, A4d Adl 2iga 2sidl Amal w2 58 56 6
YU [ Uglaledl Gudlal 53 & 7
219l
(1) “Ana A, As uBu a3’ 2l 53,

GF-022016 ] 2 [ Contd...

http://www.sgguonline.com


http://www.sgguonline.com
http://www.sgguonline.com

http://www.sgguonline.com

(o) Ana Aadq 3 Ad Ml wswy ? 4
wYql
() “Adadl dedl WAL AW S0 81yl 2, A

N ~

Adll RAUIAMS dHY HALLHS-UWRUAS ALl GUALLL sl

N N

W 9.7 Yyl 3.

(5) Ada yedA MA@ 2021 ddd wlandl anydl 20, 4
Al
(5) daddl 63 w2 “weeell gl G3a’l Al s

5 AR Rsew e sA : (IR A Ald) 14

(1) AR w2l el gel Wil siald sBPid 530 s
oY 13 Alsll w3RULL UHLRL Yelal [ Uslelld dARL 53 O, AR

a- ERETE TR

(A) aAlywdl (B) dlRlaxl

(C) M Usladl D) Gur eIl siduel s
(2) QUL d 8, ¥ -l 3 2l Avaml Yelad AL8s

el ugiar .

(A)  w2Y (B) GBcules

(C) uR& QARLsdl D) 925
(3) W4 YA B ¥, Ales Usla-dl Rellal dicsils 2l

u3dl.

(A) Quick Response Time
(B) Zero Waiting Time
(C) Rapid Delivery System
(D) Quick Efficiency System
(4) [adrel Ae JALEAHL, SIMRLAL Wil ostal
R
A) adladl
(B) sl
(C) el xnq adladl
D) GuR amidl siduel e

GF-022016 ] 3 [ Contd...

http://www.sgguonline.com


http://www.sgguonline.com
http://www.sgguonline.com

http://www.sgguonline.com

(5) A% Ara-l WAL HI2AL HIVESL [ HIMES 1A duvaHidl 51 s

8.

(A)  AIRSL (B) sidamdl

(C) Ml D) Gu VAl dHIH Rsedl
(6) UL O I FH P A ACY, Adddl Adl [ AL

N N N

gy 860 A B, dM dH d A Aeu well eyl dsl wdl

sl w3 8.
(A) Pay-off function (B) Tolerance function
(C) Zone of acceptance (D) Supplier’s authority

(7)  AndR vl Adl ved
(A) Coercive Power (B) Expert Power
(C) Reward Power (D) Referent Power
(8) eolll Glej 53, clataldl At ved
(A) Legitimate Power (B) Referent Power
(C) Reward Power (D) Coercive Power
(9) R A1d A0y HE2 RS andr, BAuls and dHy ks
£3 A RiAvlRls €3 ualdl ygudl qidl 21d, AR d-

{l Ygadl sday 8.

(A) & By (B) 4audR A €3
(C) uA& UMl D) UUE HRY
(10) yaull, Adasll, RAAHSs FHyHl adl YA
USIRL .
(A) U [y (B) uca [Bqasilkd
(C) McU& HRRY D) GuR el sduel Ak
GF-022016 ] 4 [ Contd...

http://www.sgguonline.com


http://www.sgguonline.com
http://www.sgguonline.com

http://www.sgguonline.com

ENGLISH VERSION

1 (a) Discuss in detail the main areas of Distribution 6
Channel Strategy.
OR

(a) Discuss the different types of Indirect Channels of
Marketing / Distribution. State the advantages and the
limitations of each form/type.

(b) “The Distribution channel breaks the bulk of the 4
product into smaller units and distributes it to the
customers spread across vast geographical areas into
different sizes and design”. Discuss.

OR

(b) How 1s the distribution Channel Management done ?

(c) State the importance of Distribution Channel 4
Management, in present times.

OR

(¢ Write a note on : Large Scale Companies and
Distribution Channel Management.

2 (a) Describe the process of designing the distribution 6
channel.
OR

(a) Which are the expectations that the customers have
from a distribution channel ?

(b) How is Ideal Channel designed/format ? 4

OR
(b) How 1s Cost Analysis done by a distribution channel ?
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(¢) Discuss, “giving physical possession of the product” 4
and “the ownership flow” in context of distribution
channel flow.

OR

(¢0 Explain “The Promotion Flow” and “the Negotiation
Flow” in context of Channel Flow.

3 (a) “The mutual relations between the channel leader 6
and its members should be of an Ideal nature”.
Explain/prove the importance of channel relations,
in context of the above statement.

OR

(a) Discuss the theory of channel control.

(b) State the meaning of channel positioning. 4
OR

(b) Explain “Referent Power” and “Coercive Power” as a
base of power in Channel Management.

(c) Write a note on : Transaction specific and relation 4
specific Business Relations.
OR

(¢) Write a note on : Reward Power and Expertise Power.

4 (a) Which are the strategies/methods employed by a 6
channel leader to maintain control in a distribution
structure.

OR

(a) “Channel conflict, as a process”. Discuss.

(b) How can the channel conflict be avoided ? 4
OR

(b) “The channel leader has to employ positive and negative
motivational tools, to effectively derive work from the
channel members”. Discuss.
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(¢ Explain — Promotion as a motivational tool for the 4

channel members.

OR
(¢) Discuss “Resolving via mediation” for resolving the
conflict.
5 Choose the correct option : (any seven) 14

(1) When the Intermediaries collect the products from
different sources and then sell them as per the needs

of customers, then it is called

(A) Assortment (B) Quality
(C) Similar Products (D) None of the above
(2) is that trader, who sells in smaller quantities

to the customers.

(A) Wholesaler (B) Manufacturer
(C) Indirect seller (D) Retailer
3) suggests that, the delivery of the product will

have to immediately be given to the customer.

(A) Quick Response Time (B) Zero Waiting Time

(C) Rapid Delivery System (D) Quick Efficiency System
(4) We observe the _ aspects in Distribution Channel

Management.

(A) Administrative

(B) Planning Oriented

(C) Planning Oriented and Administrative

(D) None of the above

(5) Following given any one is a pre requisite/'s for designing

an ideal channel.

(A) Effectiveness (B) Efficiency
(C) Equality (D) All of the given options
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(6) suggests that, the closer the channel member
comes under the control of a channel leader then he

has to forego many opportunities.

(A) Pay-off function (B) Tolerance function

(C) Zone of Acceptance (D) Supplier’s authority
(7) The power to compensate is

(A) Coercive Power (B) Expert Power

(C) Reward Power (D) Referent Power

(8) The power exercised through exerting pressure is called

(A) Coercive Power (B) Expert Power
(C) Reward Power (D) Referent Power
(99 When a strategy is formed to provide economic

compensation, non-economic benefits as well as providing

economic and non-economic punishments, for the channel

member, then such a strategyiscalled __ strategy.

(A) Direct unmediated (B) Reward and Punishment

(C) Indirect Influence (D) Direct Mediated

(10) Suggestions, warnings, positive Rules etc. are types of
strategy.

(A) Direct unmediated (B) Direct unweighted

(C) Direct Mediated (D) None of the above
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