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â.1  k„rnàsdp„ S>hpb Ap‘p¡.   10

 1) dpL£$V$]N Q¡“gp¡ Üpfp sdpfp¡ dsgb iy„ R>¡?

 2) Q¡“g dpmMy„ Üpfp sdpfp¡ dsgb iy„ R>¡?

 3) Q¡“g qX$TpB“ Üpfp sdpfp¡ dsgb iy„ R>¡?

 4) Tufp¡ g¡hg Q¡“g Üpfp sdpfp¡ dsgb iy„ R>¡?

 5) ku^u dpL£$qV„$N Q¡“gp¡“u epv$u Ap‘p¡.

â.2  dpL£$qV„$N Q¡“gp¡ L¡$V$gp âL$pf“p„ R>¡? dpL£$V$]N Q¡“gp¡ Üpfp L$fhpdp„ Aph¡g rhrh^ L$pep£  13
kdÅhp¡.

 A’hp

  Apv$i® Q¡“g dpmMy„ Üpfp sdpfp¡ dsgb iy„ R>¡? rhrh^ Q¡“g qX$TpB“ kfMpdZu  13
‘qfbmp¡ kdÅhp¡.

â.3  k„‘|Z® h¡QpZ“u âL©$rs A“¡ dlÐh kdÅhp¡. k„‘|Z® h¡Q“pf Üpfp L$fhpdp„ Aphsu  13
rhrh^ âh©rÑAp¡ iy„ R>¡?

 A’hp

  qfV¡$gfp¡“u gpnrZL$spAp¡ kdÅhp¡. qfV¡$tgNdp„ r“Z®e g¡hp“u âq¾$ep kdÅhp¡. 13
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â.4  V|„$L$ “p¢^ gMp¡ : (L$p¡C‘Z b¡)   14

 1) rhrh^ Q¡“g õsfp¡

 2) qfV¡$g Aæepkdp„ hgZp¡

 3) k„‘|Z® h¡Q“pf“p âL$pf

 4) rhsfZdp„ kdõepAp¡

ENGLISH VERSION

Q.1  Answer in Brief:  10

1) What do you mean by marketing channels?

2) What do you mean by channel structure?

3) What do you mean by channel design?

4) What do you mean by Zero level channel?

5) List out the direct marketing channels.

Q.2  How many types of marketing channels are there? Explain the  13
various functions performed by marketing channels? 

OR
 What do you mean by ideal channel structure? Explain the various  13

channel design comparison factors?

Q.3  Explain the nature and importance of Whole selling. What are the  13
different activities performed by whole sellers?

OR
 Explain the characteristics of retailers. Explain the decision making  13

process in retailing.

Q.4  Write short Notes: (Any Two) 14

1) Various channel levels.

2) Trends in retail study.

3) Types of whole sellers.

4) Problems in distribution

http://www.vnsguonline.com

http://www.vnsguonline.com

