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1. What is Distribution? Explain the channels of Distribution for 
Consumers Products. 

Ans:-  Distribution (place is one of the major elements of marketing mix. 
The flow of products and services from producers to consumers via various 
channels is referred to as distribution. The operations involved in 
transporting items from manufacturers to end customers and users are 
referred to as distribution. 

According to Philip Kotler ”Distribution includes the various activities the 
company undertakes to make the product accessible and available to target 
customer.” 

The production and sales centers are no longer in the same location. To get 
products from the point of production to the point of consumption, 
distribution is required. Time, place, and ownership utility of things are all 
created by distribution. At the manufacturing facility, products are of no 
use. After they've been taken to consumption locations, their utility 
increases. 

The Channels of Distribution for Consumer Products. 

Ans:-  The common channels of distribution for consumer products are 
discussed as follows:- 

i. Producer – Consumer:- 

Ans:- The producer-consumer channel is the one in which there are no 
intermediaries between the producer and the consumer. The manufacturer 
supplies the goods to the consumers in this form of distribution channel. In 
such channel, it is necessary to have direct contact and talks between 
producer and customers. 

ii. Producer – Retailer – Consumer:- 



Ans:-  In this channel, one intermediary business holder is involved. For 
consumer goods, this is the shortest indirect path. Retailers act as a buffer 
between producers and consumers in this channel. Producers do not 
required to maintain direct human contact with consumers through this 
channel. Goods are sold in large quantities at a low cost of distribution. 

iii. Producer – Wholesaler – Retailer – Consumer:- 

Ans:-  Two intermediaries, wholesaler and retailer work in this channel. In 
practice, this is how the majority of items reach the market. Goods can 
readily reach any market sector with a large number of wholesalers and 
retailers. Only wholesalers, not retailers or consumers, have direct contact 
with the producer/manufacturer. 

iv. Producer – Agent – Wholesaler – Retailer – Consumer:- 

Ans:-  In producer-agent-retailers-consumers channel structure, instead of 
using wholesalers, many producers prefer to use a producer’s agent, selling 
agent, broker, or any other agent. The agent then sells the product to 
retailer who in for a sell to the consumer. 

v. Producer – Agent – Wholesaler – Retailer – Consumer:- 

Ans:-  In this channel, there are three intermediaries such as agents, 
wholesalers, and retailers between producer/manufacturer and consumers. 
Consumers receive the commodities through agents, wholesalers, and 
retailers, accordingly. This channel is mostly used by foreign and global 
corporations. These businesses create a large number of commodities. 

2.  What is Channel of Distribution? 

Ans:-  Marketing channels vary considerable for different types of 
consumer and industrial product. Depending on the company's philosophy, 
the nature of the market, the character of its customers, the scale of 
operations, and so on, they are made up of many types of building blocks, 
such as producers, consumers, or industrial users, agents, wholesalers, and 
retailers. 

3.  Explain the Channels of Distribution for Industrial Products? 



Ans:-  Marketing channels vary considerable for different types of 
consumer and industrial product. Depending on the company's philosophy, 
the nature of the market, the character of its customers, the scale of 
operations, and so on, they are made up of many types of building blocks, 
such as producers, consumers, or industrial users, agents, wholesalers, and 
retailers. 

3.  Explain the Channels of Distribution for Industrial Products? 

Ans:- The common channels of distribution for industrial products are 
discussed as follows:- 

i. Producer – Industrial user:- 

Ans:-  In this channel, no intermediaries are found between producer and 
industrial user. For industrial items, this route has proven highly popular. 
This pipeline is used to distribute heavy machinery and raw materials. 
Producers locate industrial users, sign contracts, and supply commodities 
through this channel. 

ii. Producer – Agent – Industrial user:- 

Ans:-  Manufacturer of operating supplies of small equipment needs a lot of 
marketing efforts. s a result, they offer their goods to industrial users 
through an agent middle person rather than a merchant middle person, as 
well as to those who do not want to spend money on selling operations. 

iii. Producer – Industrial Distribution – Industrial user:- 

Ans:-  In this channel, industrial goods come to distributions from 
producers and reach the industrial users. This is a very popular channel for 
commodities like photocopiers, auxiliary equipment, operating supplies, air 
conditioners, computers, and so on. This channel of distribution gets more 
expensive than the direct channel. 

iv. Producer – Agent – Industrial Distribution – Industrial user:- 

Ans:-  This is the longest and popular channel. In this channel, agents and 
distributors work between producers and industrial users. Here agents 



mean representatives of the producer. Agents take the responsibilities to 
supply goods to distributors. 

4.  What is Wholesaling? Explain the Role and Function of Wholesaler in 
Distribution channel. 

Ans:-  Wholesaling is the business of selling to retailers, especially in large 
quantities. Wholesale trade is another term for wholesaling. It covers the 
selling of a product or service, as well as those activities immediately 
related to the sale of a product or service to individuals who are purchasing 
for resale or commercial purposes. 

According to Pride and Ferrell ”Wholesaling establishments are engaged 
primarily in selling products directly to industrial reseller, and industrial 
users, including other wholesalers who act as intermediaries in buying 
products for, or selling products to other middleperson.” 

Wholesaling isn't always the sole responsibility of the wholesale 
middleman. Wholesaling is done by manufacturers who sell directly to 
retailers or other manufacturers. 

The Role and Function of Wholesaler in Distribution channel:- 

Ans:-  The wholesalers perform a number of role and function in the 
process of marketing the goods. Of them, most important ones are:- 

i. Buying and Assembling:- 

Ans:- Assembling entails gathering small lots of scattered agricultural 
products for bulk purchasing at a lower cost; it also entails bringing 
together stocks from various manufacturers producing the same line of 
goods. Buying comprises of the activities of selection of manufactures and 
placing orders on the, and making special purchases in cases of seasonal 
products. 

ii. Warehousing:- 

Ans:- Warehousing or storing is closely related to the function of 
assembling. The items must be stored and preserved because there is 



always a time gap between manufacture and consumption. This entails a 
capital lock-up as well as risks. This warehousing by wholesalers alleviates 
storage issues for both producers and retailers. 

iii. Transportation:- 

Ans:-  In the process of assembling and warehousing re-sales, wholesalers 
do undertake transportation of goods from producers to their warehouses 
and back to the retailers. What matters is that this transportation is done 
on the most cost-effective lines, either through their own fleet or through 
hired common carriers. 

iv. Grading packing and packaging:- 

Ans:- Grading is another function of wholesalers whereby they sort-out the 
stocks regarding differing sizes, qualities, moisture contents and so on. 
Bulk-braking is done to meet the small lot requirements of the retailers. 

v. Financing:- 

Ans:- Wholesaler undertakes marketing financing. On the one hand, they 
extend loans to shops on favorable conditions, and on the other, they 
relieve manufacturers of financial burdens by taking early delivery of stock. 
The fact that wholesalers extend credit is equivalent to manufacturers 
lowering their credit quotas to end consumers. 

vi. Risk-bearing:- 

Ans:-  Risks are inherent in businesses which are to be borne and shifted. 
Wholesalers are responsible for the loss of goods held in storage due to 
price changes, damage, degradation in quality, pilferage, theft, fire, and 
other factors. They also run the risk of retailers failing to pay them or 
paying them insufficiently. He takes risks since it's part of his game. 

vii. Dispersing and selling:- 

Ans:-  The goods assembled and held in stock are meant for dispersing and 
selling. It is the retailers who buy from the wholesalers. Similarly, 



wholesalers do have their sales-army moving to retailers for collecting 
order. 

viii. Providing market information:- 

Ans:-  Wholesalers are the vital assests between the retailers and the 
manufacturers. They supply retailers with relevant and up-to-date 
information affecting their trade interests, and they reciprocate by feeding 
manufacturers information on changing market conditions that are 
beneficial to wholesalers. 

5.  What is retailing?  Explain the Role and function of Retailers in 
Distribution channel. 

Ans:-  Retailing or retail trade involves all the activities related to direct sale 
of goods to the ultimate consumer. A retailer may be defined as a dealer 
who purchases products from manufacturers / Wholesalers and sells to the 
ultimate consumers. 

According to Philip Kotler ”Retailing includes all the activities involved in 
selling goods or services directly to the final consumer for their personal, 
non-business use.”  

The term "retailing" does not include the selling of industrial items and 
industrial supply houses, as well as retail, to industrial buyers for use in 
their operations. 

The Role and function of Retailers in Distribution:- 

Ans:-  A retailer as the last link in the chain of distribution performs many 
functions of marketing. Of all these following are the most significant ones:- 

i. Buying and Assembling:- 

Ans: A retailer must assemble products from various manufacturers and 
wholesalers in order to maintain a diverse stock of products to suit the 
diverse and tiny needs of a big number of clients. Buying is a continuous 
process involving selection of best and the most economical and 
dependable sources of supply. 



ii. Warehousing:- 

Ans:-  Retailer is safety valve releasing the goods in quantities of different 
varieties and price ranges according to the consumer needs. Warehousing 
allows for the storage of inventory to meet customer demand and 
wholesalers' manufacturer supply conditions. It is feasible to have a 
consistent and adequate supply of products. 

iii. Selling:- 

Ans:-  The final aim is to sell products so bought and held by him. The 
retailer is rightfully referred to as the consumer's buying agent. He is a 
mechanism for producers and distributors to sell their products to 
consumers and earn sales income. Successful retailing necessitates a high 
level of salesmanship. 

iv. Risk-shouldering:- 

Ans:-   Risk shouldering is the basic responsibility of a retailer arising out of 
physical deteriorations and changes in prices. These are unavoidable as he 
holds sufficient and variety if inventories from the time they are brought till 
they are sold to the consumers. 

v. Grading and packing:- 

Ans:-  Retailers undertake secondary or second round grading and packing 
activities left by the manufacturers and wholesalers. Classification of goods 
into different graders and lots is common. As the sells in loose packs and 
very odd lots, packing assumes a particular importance. 

vi. Financing:- 

Ans:-  In the whole scheme of marketing, the contribution of retailers is 
worth emphasizing in so far as consumer financing is concerned. His finance 
comprises of consumer loans on favorable terms, stock investments in a 
wide range of equities, stock holding charges, watch and ward staff salaries 
and wages, and other trade expenses. 

vii. Advertising:- 



Ans:-  Retailers are the best agents to advertise the products, services, and 
ideas. Retailers, in partnership with wholesalers and manufacturers, handle 
shop display, distribution of sales literature, and the introduction of new 
products in a persuasive manner, as he advises a specific consumer on what 
is correct or wrong. 

viii. Supply of market information:- 

Ans:-  Retailers enjoy an enviable position in so far collecting information 
from the horse’s mouth. He clearly observes and examines customer 
behavior, changes in tastes and patterns, and hence demands, as he is in 
close and regular contact with them. 

6.  What is Departmental store? Explain the features of Departmental 
store. 

Ans:-  The origin of the departmental store took place in France. In 1852, 
the first department store 'Bon Murche' opened in Paris. Department shops 
have become highly popular in several other countries in recent years. A 
departmental store is a large-scale retail establishment with a number of 
departments house under one roof. To constitute a single establishment, 
these departments are centrally organized and supervised. 

According to W.J. Stanton ”Departmental stores are large retailing 
institutions that vary a very wide variety of product lines, including apparel, 
other soft goods, furniture and home furnishing.” 

A department store is a major retailing business unit that deals with a wide 
range of shopping and speciality items (such as women's ready-to-wear and 
accessories, men's and boys' clothes, piece goods, appliances, cosmetics, 
small wares, and home furnishings). 

Features of Departmental Store:- 

Ans:-  The salient features of departmental store are listed below:- 

i. Wide range of products:- 



Ans:-  It deals with a wide range of products, says, from pin to the plane. It 
is quite large. 

ii. Central location:- 

Ans:-  It is located at a central place so that people living in different areas 
of the city may easily reach it. 

iii. Purchases:- 

Ans:-  The purchases are made centrally. But at times, this task may be 
assigned to the person in charge of different departments. 

iv. Departmentalized selling:- 

Ans:-  The working of the organization is departmentalized, i.e., the items 
for sale are divided into numerous categories, with each department 
specializing in one or more related lines. Different departments adhere to 
decentralized selling. 

7.  Difference between Departmental Store and Supermarket? 

Ans:-  The major difference between departmental store and supermarket 
are listed below:- 

          Departmental Store                             Supermarket  

i. Departmental stores are large retailing institutions 

that vary a very wide variety of product lines, 

including apparel, other soft goods, furniture and home 

furnishing. 

A supermarket is defined as a large-

scale, departmentalized retailing 

institution offering a wide variety of 

merchandize (including groceries, 

meats products, and dairy products) 

operating largely on a self-service 

basis with a minimum of customers 

services and featuring a price appeal 

and usually ample parking space. 

  

ii. Departmental stores are centrally located. 

 

Supermarkets are located more in 

residential areas.  



 

iii. All kind of products are found in departmental 

store. 

 

Merchandize products are found in 

supermarket. 

  

iv. Bhatbhateni, Saleways, Bluebird, etc. are a few 

departmental stores in Kathmandu, Nepal. 

  

 

Namaste Supermarket, Gemini 

Supermarket, etc are a few examples 

of supermarket in Nepal. 

 

 

8.  Difference between Wholesaler and Retailer? 

Ans:-    

                 Basis             Wholesaler                    Retailer 

Scale of Operations Deals in large quantities 

and on large scale. 

Deals in small quantities 

and on a small scale. 

Number of Items Handles a small number 

of items and varieties. 

Handles a large number 

of items and varieties. 

Trade Channel  First outlet in the chain 

of distribution.  

Second outlet in the 

chain of distribution. 

Clientele Sells to retailers and 

industrial users. 

Sells to consumers. 

Suppliers Receives goods from 

manufacturers. 

Receives goods from 

wholesalers and 

sometimes from the 

manufacturers. 

Location Location of a 

wholesaler’s shop is not 

very important. 

Location of retailer’s 

shop near the residential 

areas is very important. 

Window Display Window display is not 

very important. 

Window display is a 

must to attract 

customers. 

Margin of profit Sells at a very low 

margin of profit as 

turnover is very fast. 

Sells at a higher margin 

of profit as he has to 

spend on window 

display and Pay higher 



rent for accommodation 

in a central place. 

After Sale service Does not provide after 

sale service. 

Provides after sale 

service.  

After Sale service  Specializes in the 

products he deals in. 

Specialization is not 

possible as he deals with 

a large number of 

products produced by 

different producers. 

 

 

 

 



 


