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General Instructions:
1. Answer the questions as directed. The break-up of the marks is given wherever necessary.
1. Marks against each question is indicated to its right.
1. Answer all the questions of a ‘Section/Question’ at one place in continuation.
1. Answers should be brief and to the point. 
1. Do not write on the question paper except your roll number.
1. All questions are based on the given case


SECTION - A
Rajesh had taken charge of a new sales territory, and a slew of troubles struck him. He was welcomed by a fight between the wholesalers and retailers, both of whom were important for him as his company was into packaged consumer goods – a category needing significant push marketing. The distributors got 7% margin on the goods they sold and the retailers 10%. The distributors cited this difference in margin not to cooperate with the company in implementing their latest sales promotion - a ‘Display and selling aid campaign.’ The campaign involved placing a very attractive back-lighted board at the retailer level displaying all the company’s different products. The retailers felt that such schemes would benefit immensely in shopper/ PoS marketing of the company brands and predicted an impact of at least 20% increase in sales. The initial tests also had returned very positive results with sales for the company brand increasing by about 25% in test outlets.
However, the distributors had a different viewpoint. They pointed out that they had to additionally carry the display to the retailer, install and monitor – as per the promotional plan, involving additional costs and would push them into losses considering their already low margins. To support their claim. They presented the following data.
	
	Distributor
	Retailer

	Channel Functions
	Storage
Transportation
Information function
Order processing
Credit function
Risk bearing
Promotional function
	Storage
Information function
Risk bearing
Selling function
Promotional function
Merchandising/ display

	Average turnover/ month (from company products)
	5 lakhs
	0.5 lakhs

	Average credit given
	15 days
	0 days

	Average Credit received
	0 days
	15 days

	Servicing frequency
	30 days
	15 days



Yet another issue highlighted by the distributor was the price undercutting by modern trade (Jio Mart, More, D’Mart)! The distributors pointed out retail supply by modern-trade channel partners at a price below distributors which was causing losses to the distributors. They accused the company of offering special offers to the modern-trade retailers (modern retailers were getting about 18% margins on the goods they delt with plus quantity discounts as they handle distributor and retailer functions).  Another problem faced by the traditional distributors (this time along with retailers!) was D2C route taken by some of the modern-trade channel members, which was causing losses for both distributors and retailers. While meeting the local distributor association office bearers, Rajesh was asked for a resolution to their problem, which if left unanswered would lead to decline of more than three decades of relationship between the company and its channel partners – this was something Rajesh and his company couldn’t afford considering that traditional retail still accounted for nearly 90% retail in India, though things were changing fast.
1. Which channel level is more profitable? Solve the riddle from the data given in the case. 
                    (10 marks)

2. Is the distributor claim of lower margin compared to the retailer justified and what would you do about it? Solve the issue based on the case facts. 			                      (5 marks)

3. Construct a plan to overcome the ‘grey market’ issues created by modern trade that would help distributors ensure all retail supplies. 					                      (5 marks)


4. Help Rajesh device a suitable strategy to help ensure participation of the distributors in implementing the ‘Display and Selling Aid campaign?’ Device at least two distinct strategies. 
                    (10 marks)

5. Devise strategies to handle changes in the environmental factors affecting DCM in FMCG industry. Provide 5 changes in the environment and how the marketers can handle the change by adapting their channel design. 					                    (10 marks)

Page 1 of 1

image1.png




