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RAN-2008060404060001
M.Com. (Semester-IV) Examination March - 2026

Marketing Channels-XII

 [ Total Marks: 50

k|Q“p : / Instructions

(1) D‘fp¡¼s v$ip®h¡g rhNsp¡ DÑfhlu ‘f Ahíe gMhu.
 Fill up strictly the above details on your answer book.

Seat No.:

Student’s Signature

â-1.  k»rnàsdp» S>hpb Ap‘p¡.   10

 1) Q¡“g qX$TpB““¡ ìep¿epres L$fp¡.

 2) N°¡ dpL$£V$ iy» R$¡?

 3) Q¡“g k»Qpf“p¡ A’®

 4) ‘p¡BÞV$ Ap¡a L$ÞTç‘i“ dQ£ÞX$pBrT»N iy» R$¡?

 5) Q¡“g ‘phf“p L$p¡C‘Z b¡ âL$pf“p» “pd Ap‘p¡.

 

â-2.  Q¡“g qX$TpB““p AdguL$fZ“¡ kdÅhp¡ A“¡ Q¡“g qX$TpB““p syg“pÐdL$ ‘qfbmp¡“u  14 

QQp® L$fp¡.

A’hp

â-2.  dpL$£qV$»N Q¡“g dpmMp“p ¿epg“¡ kdÅhp¡ A“¡ s¡“p dy¿e OV$L$p¡“u QQp® L$fp¡. 14

â-3.  hpV$pOpV$p¡ Üpfp Q¡“g sL$fpf“¡ DL$¡ghp A“¡ âp¡Ðkpl“p¡ Üpfp k»L$g“ âpàs L$fhp“u QQp® L$fp¡. 14

A’hp

â-3.  Ar“ÃR$“ue Q¡“gp¡ A“¡ N°¡ dpL$£V$ A“¡ dpL$£qV$»N Q¡“gp¡ ‘f s¡d“u Akf kdÅhp¡. 14

â-4.  V|$»L$u “p¢^p¡ gMp¡ (L$p¡B‘Z b¡)   12

 1) Q¡“g k»Qpf“p d|mc|sp¡.

 2) Q¡“g dprlsu rkõV$d.

 3) kæep¡“¡ â¡qfs L$fhp dpV$¡ D‘ep¡Ndp» g¡hpsu Q¡“g ‘phf“p âL$pfp¡.

 4) k¡hp rhsfZ ‘f dprlsu âZpguAp¡“u Akf.
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ENGLISH VERSION

Q-1.  Answer in brief (Any Five)   10

 1) Define channel design.

 2) What are grey markets?

 3) Meaning of channel communication

 4) What is point of consumption merchandising?

 5) Name any two types of channel power.

Q-2.  Explain implementing channel design and discuss channel design comparison  14 

factors.

OR

Q-2.  Explain the concept of marketing channel structure and discuss its key  14 

components.

Q-3.  Discuss resolving channel conflicts through negotiation and achieving  14 

coordination via incentives.

OR

Q-3.  Explain unwanted channels and grey markets and their impact on marketing  14 

channels.

Q-4.  Write Short Notes (Any Two)   12

 1) Rudiments of channel communication.

 2) Channel information system.

 3) Types of channel power used for motivating members.

 4) Impact of information systems on service delivery.


