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ABSTARCT
Distribution channels are considered to be the lifeline of any industry be it manufacturing or service. It helps the
company to reach to its customers through its product offerings and services. Based on the level of production and
demand and also based on the capacity a firm may choose either to reach directly to the customers or through
intermediaries such as wholesalers and retailers. Ultra-Tech cement is a giant in cement industry and its presence is
seen since past 35 years. The aim of the paper is to study on the various distribution channels of Ultra-tech cement in
Hyderabad. It explains about how effective the distribution is working and how well they are established. It also
determines the satisfaction, needs and wants of the distributors. This study also States about the relation between the
Manufacturers and the dealers.
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INTRODUCTION
Distribution is the process of making a product or service available for the consumer or business user that
needs it. This can be can done directly by the producer or service provider, or using indirect channels with
distributors or intermediaries. Distribution channels are behind every product and service that consumers and
business buyers everywhere. Usually, Combination on institutions specializing in manufacturing, wholesaling
and retailing and many other areas joins force in distribution channels. It is a set of interdependent
organization involved in the process of making a product and service available. It plays crucial role of
strategic importance in the overall presence and success a company enjoys in market place.

REVIEW OF LITERATURE
As per Williamson the distribution channel is considered to be vital since it has the ability to bring down the
cost of economic transaction.

Zou, Leoniduo and Stan have emphasised on the fact that the distribution channels have the capacity to
support the distributors, consumers, retailers and the manufacturers by enhancing their competitiveness in
terms of export performances.

Anderson et al says that the channel performance between the manufacturers, dealers and agents have
significantly improved due to the coordination and communication between them.
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NEED OF THE STUDY
Ultra-Tech Cement is the biggest producer of  RMC, grey and white cement in India. This investigation is
gone for understanding the distribution channels utilized by different concrete producers and that utilized by
Ultra-Tech Cement and to comprehend the systems that make Ultra-Tech a pioneer in cement industry and the
regions where it needs to enhance in view of merchants reaction.

SCOPE OF THE STUDY
This investigation is utilized to understand  the directs of circulation followed in cement  industry with
exceptional reference to Ultra-Tech Cement. With the end goal of the investigation a survey in view of
straightforward irregular testing and is examined utilizing relationship and relapse to comprehend the level of
fulfillment among the merchant group.

OBJECTIVES OF THE STUDY

1. To find out the reasons for choosing ultra-tech cement.

2.To understand the satisfaction among the seller.

3.To discover  the problems faced by the agent  while receiving stock.

RESEARCH METHODOLGY

This investigation depends on the data and information gathered from both primary and secondary sources.
The essential information is gathered in light of merchant reaction for a questionnaire. The auxiliary
information have been sourced from organization website, different articles published on the web and
research articles.

HYPOTHESIS
H0: There is no association between the stock availability and the seller satisfaction.

H1: There is an association between the stock availability and the seller satisfaction

SAMPLE DESIGN
The essential information is gathered through the questionnaire.

The sample size is 60.

STATISTICAL TOOL
The following statistical tools are used in this paper:

 Bar diagrams

 Pie charts

 Chi square test

DATA ANALYSIS
This Segment describes the data analysis which is collected through the questionnaires and represents in the
form of bar diagrams.
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Table 1 – Since how many years you’re dealing with ultratech cement?
Dealers opinion

No of Respondents Percentage

< 1 year 6 10

1-3 years 14 23.33

3- 6 years 35 58.33

> 6 years 5 8.33

Total 60 100

GRAPH

Interpretation
From the above pie chart we can see that 10% of the dealers have less than 1 year of experience. 23.33% have
1-3 years of experience. 58.33% have 3-6 years of experience and 8.33% have more than 6 years of
experience.

Table 2 – which other cement gives you tough competition

Dealers Opinion
No Of Respondents Percentage

Ambuja 28 46.66

J.K. Cement 9 15

Acc 23 38.33

Total 60 100

No of Respondents

< 1 year

1-3 years

3- 6 years

> 6  years
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GRAPH

Interpretation
From the above table we can see that Ambuja cement is giving tough competition to ultratech cement and
ACC and J.K Cement follows the list respectively.

Table 3– what is the reason for choosing the Ultra-tech cement?

Attributes No Of Respondents Percentage

Better quality 21 35

Brand Name 16 26.66

Service 23 38.33

Total 60 100

GRAPH

0
10
20
30
40
50
60
70

Ambuja J.K. Cement Acc Total

No Of Respondents

No Of Respondents

0

5

10

15

20

25

Better quality Brand Name Service

No Of Respondents

No Of Respondents



1324 Vuppana Aravind, Mrs. P. Rajitha

International Journal of Engineering Technology Science and Research
IJETSR

www.ijetsr.com
ISSN 2394 – 3386
Volume 5, Issue 3

March 2018

Interpretation
From the above table we can notice that the 38.33% of them are choosing Ultra-tech because of its best
service. 35.5% prefer for quality and 26.66% for brand name.

Table 4 – Do you face any problems while receiving stock and seller satisfaction?

Dealers Opinion
Stock Seller satisfaction

Yes 11 43

No 49 17

Total 60 60

RESULTS

O E O-E(O-E)2 (O-E)2/E

11 60 -492401 40.01

43 60 -17289 4.81

49 60 -11121 2.01

17 60 -431849 30.81

120 240 X2 77.64

X2 = 77.64

tabular value = 7.84

INTERPRETATION: from the above table using distribution parameter the calculated value x2 = 77.64
which of the course is lower than the table value of chi square is 7.84 Hence, h1 hypothesis is accepted.

FINDINGS
1. It is identified from the research that above 50% have the dealers have more than 3 years of relationship

with company.

2. It is identified from the research that there is no stock problems

3. When we compare with the Competition Ambuja Cement, ACC and J.K Cement are giving competition
respectively.

4. Most of the dealers are preferring Ultra-tech cement because of best service and quality.

CONCLUSION
Basically, this study is about the relationship between the Manufacture Company and dealers. So, from the
above research we can conclude that relationship between dealers and company is satisfactory. Although they
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face competition from other cements like Ambuja, ACC and J.K cement, Ultra-tech cement is leading the
market. When compared to these cements, ultra-tech cement has the best quality and best service. So, finally
we can conclude that there are upto 50% dealers are maintaining relationship with more than 3 years and the
service of the company is satisfactory.
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