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ABSTRACT


This study is Concerned with the relevance of an effective distribution management towards the achievementoftheOrganizationalObjective.foranyorganisationtobeeffective,thereshouldbe effective distribution management to deliver finished goods or product from the manufacturer to the final Consumer. Distribution plays a key role within the marketing mix and Key to Success is its successful interrogation with MIXI ensuring the consumer get their product at the right time. The study indicates that the emergency and explosion of the internet and other information and Communication technologies has greatly affected distribution of goods in recent time. Thus the Significance of distribution management to the achievement of the organizational Objectives cannot be over emphasized. Efforts are made to discuss in detail the Conceptual and theoretical framework of distribution management. Descriptive type of research was adopted, while probability random Sampling Size for the study. Data Collection was achieved with the aid of structuralquestionnaireandtheresearchfindingrevealedthateffectivedistributorsmanagement isvitaltotheattainmentoforganizationalObjectives.ThefindingsObtainthatdistributionsystem decision is not static butdynamic part over all marketing planning process. The study concludes thatdistributionmanagementiscriticaltotheattainmentoforganizationalObjectives.Thestudy recommendedthatdistributionmanagementissuchatechnicalfunctionthatrequirestheattention of experts if success is to be achieved.
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CHAPTER ONE INTRODUCTION
BACKGROUNDOFTHE STUDY
DistributionisanactivitywhichisasensitiveportofaCompany'sMarketingeffortandfailureto ObtainpromptandviableServicemayCouseCustomertolookforotherSourcesofSupply.Every businesshastheObjectingforSatisfyingSomeSpecificCustomerneedsatprofit.Itisanagebing and Objective service that will satisfy the customer needs. In these days, Suppliers make use of intermediaries for their distribution process.
The Major distribution are: producer, agent, Wholesalers, retailers and final Customers. In Some Companies only two of the distributors are used
areareused(theproducerandConsumer)whileinotherCompaniesfewintermediariesareUsed, it is therefore left to Company to Company to make the decision of the best distribution that is appropriate for them. Fundamental am of a distribution System is to transfer product from place of production to the place of Consumption at lower cost, some Manufacturing Companies who provide wide product varieties of product differentiate from One another and Similar in Some respect to those of their Competitors are faced with.
1. RaisingCost of production
2. FierceCompetitionfrom Competitorforits product.
3. LowcapacityUtilizationoftheir factory.
12	STATEMENTOFTHEPROBLEM
Thisresearchworkisinterestedintheassessmentoftheeffectivenessof distributionstrategiesof Dangote Mill plc Ilorin in during the process of Manufacturing and Cost consideration, ManagementdecidesonhowtomakethecompanyproductavailabletothefinalConsumersasat therighttimeandrightquality,inanaffordablepricewhichisachallengetoManagementandthe essence of this work.
1. Poor road network adversely affect the effectiveness and efficiency of product distribution in the Country This results
In high rate of Vehicle breakdown and Causes the product to act to final Consumer at the wrong time.
2. High Cost of transportation delivery equally affects the distribution strategy of the firm, this factor increase both the production and market cost of goods and Services to the detriment of the final Consumers.

 (
30
)
3. Governmentpolicygoeslongawayinaffectingthedistributionstrategyofthefirm.Itisobvious that government contract or appoint adhoc standing taskforce who mobilizes revenue for the governmentoritsrepresentativesinlinewiththeestablishedlaw,by-law,edictoractoractasthe Case may be.
4. Thereby, causes impediment to Smooth flow of a business by demanding for annual Official registration,stickers,emblemsdailytickets,infrastructuralĺevydoingthecourseofbusinessinan Area.
5. Environmental factors like whether / Seasons are uncontrollable variable that affect the distribution strategy of a firm. During this period, distribution is hampered resulting In low turnover and profits reduced astronomical.
Meanwhile,productionissaid tobeincompleteUntiltheproductget tothe final Consumers.
OBJECTIVESOFTHE STUDY
Theaim and Objectivesof thestudyare
i. Tofind outhow the Companydistributes itsgoods to thefinal Consumer. Also,
ii. TohelpstoKnowwhatConsumergoodsreallymeansandtheactivitiesinvolvedinMarketing Consumer goods and impact act of distribution entailed in the market.
iii. The study will help Us to know the basic Concepts involved in this distribution and its application in Marketing consumer goods activities and how the company applied their own principles Marketing activities.
Iv. It also serves as one of the requirements for the award of National Diploma (ND) in procurement and supply chain management by the Department, institute of finance and management studies, Kwara State Polytechnic, Ilorin
SIGNIFICANCEOFTHE STUDY
The Significance of the study cannot be over emphasized especially in these days when organizations are facing Serious distribution problems due to nonchalant attitude of workers to distribution Management.
This research work is very crucial for the management of Dangote mill plc Ilorin as it will make management device means of cutting down cost on distribution activities in order to make reasonable profits.
i. itwill Serveas aKnowledgebaseformanagement to employ

ii. It will enable the Management to provide consumers with the right live, right products at the righttime,rightplaceandattherightpricewhichresulttoasubstantialpercentageofsalesforthe company.
iii. Finally, it will serve as a blue print of action guide to infant companies and as a compendium ofknowledgefurtherResearchworkinlogistics/distributionchannelsmanagementofIndigenous and multination industry.
SCOPEAND LIMITATIONOFTHE STUDY
Many short comings and Set back Many back Contributed in no project way to the limited Coverage on which this research project wished for.
Firstly,financialConstrainwereseriouslyexperiencedwhencarryingoutthisresearchwork.Also, Literatures were not enough to be Consulted for Ones in the market were not sold at affordable prices.
Secondly,thetimeatourdisposalforthisprojectstudywasveryshortbecauseofthislimitedtime most of our lecture period had to be forgone so that the right fact and quantity materials can be gathered at the right time and from the right source.
Finally, despite all the limitations, we have been to be make judicious Use of the information gathering for the production of the project work.
RESEARCHQUESTIONS
i.Howdoes channelaffectSales performance?
iiHowIndirectChannel doesaffectsSalesperformance?
iii.WhatarethedistributionChannelsaffectstheavailabilityoftheproductandSalesperformance of the Company?
FORMUJAITIONOFRESEACHHYPOTHESIS
In order to achieve the Objectives of this project research developed some hypothesis project to enableustodeterminewhetherdistributionmanagement/ConsumergoodsConactuallyServeas an impact.
ThehypothesisaredivideintoHoandHiwhile.theHopostulateanegativestand,theHirevealed the reality that the project work Seek reveal.
Ho.Distributionmanagementdoesnothelpinpromotinggoodsandservices Hi. Distribution Management helps in promoting the goods and Services

BRIEFHISTORY OFTHE CASE STUDY
Dangote group was found in 1981. by Aliko Dangote he was the chairman and chief executive officer (CEO) of the group. its headquarters is base in Lagos the branches office across Nigeria and Africa.
Theproductof Dangote groupofcompaniesincludesthe following:
i. Sugarproduction
ii. Cementproduction
iv. Textileprocessing iv Natural gases
v. FlourMillproduction
vi. Banking
vii. CrudeOil processing
viii. Transportation
Dangote group was incorporated during 1980 and 1990 the group will natured into the imported sugar, mill, flour, rice, Cement and Iron rods then later group embarked on the haviage business which started with boo truck under incorporated in Order to sustain the group market leadership trading commodities and to expand into manufacturing foods clothes and building materials
6DISTRIBUTIONMANAGEMENT:This isreferredto asNumerous activitiesprocessSuch as packaging, investor warehousing Supply and logistics.


OPERATIONALDEFINITIONOFTERMS
Distribution:Itistheprocessorsystemoftransportinganddeliverygoodsfromaparticulararea or among to a particular group of people.
Marketing:AccordingtoKotler(1980)definesmarketingwhichsaysthatmarketingishuman activity directed at satisfying needs and wants through exchange process.
Channels:Amethodorsystemthatpeopleusetocommunicate,ortosendsomething somewhere to send products using a particular route.

Organization:Isdefineasagroupofpeoplewhoformabusinesstogetherinordertoachievea particular aim, is made up of people living together in an area or in an entity.
Customer:This is defineas the abilityto buymoreon aregularbasis
Consumers:Isaperson, who buygoods orusesservices, itis theabilitytousesomething.

CHAPTER TWO LITERATUREREVIEW
INTRODUCTION
The Chapter explores both the Underling theoretical as well as empirical studies that are of relevance to this research problem.
furthermore,intheChapter,analysisoftheConceptualframeworkon whichthestudyis builtthe underlyingassumptionsaswellasprovidingthedefinitionsanddescribetherelationshipbetween Variables.
CONCEPTUALFRAMEWORK
foranyOrganizationtobeeffectivethereshouldbeeffectivedistributionmanagementprocessto ConveyfinishedproductsfromthemanufacturerstothefinalConsumers.Thisisbecausewithout distribution, the best product will not be delivered and the Marketing Mix will break down and fail.Asaresultofthis,firmsareincreasinglyadoptingSupplyChainManagementtoreducecost, increase market Share and Sales build Solid Customer relations (Ferguson 2000).
Supply chain management can be Viewed as a philosophy base on the belief each firm in the Supply Chain directly and indirectly affects the performance of all the other Supply Chain Members, as well as Ultimately. Overall Supply Chain performance (Cooper et al. 1997). The effective use of this philosophy requires that functional and Supply Chain partner activities are aligned with Companystrategyand harmonized with Organizational structure processes, Culture incentive and people (Abell 1999).
Distribution channel consist of a group of individuals or Organizations that assist in getting the product to the right place at the right time.
Distribution plays a vital role primarilybecause it Ultimately affects the sale turnover and profit margins of the organization if the product cannot reach its chosen destination of the appropriate time, then it can erode competitive advantage and Customer relation.
The retail industryis responsible for the distribution of finished product to the Consumer as well as public. The retail Sector Comprises of general retailers (managed by individuals/ Families), department stores, Specific stores and discount stores. In practice manyorganizations Use a mix of different Channels. In particular, they may Complement a direct sales force, Colling On the large accounts with agents Covering the Smaller Customers and prospects.
However, the major Challenge now facing the retail industry is the power of the Customer or buyers. This is because the customers are becoming increasingly

Knowledgeable, impatient, not wishing to wait for the Suppliers, product for any period of time. ThiscoupledwiththefactthatfirmsarenowtryingtoImplementSpecificdistributionstrategyor practicesbasedupontheiruniquesetofCompetitiveprioritiesandbusinessConditionstoachieve the desired level of distribution strategies and practice which has the most influence On retail performance in Nigeria.
The purpose of the exploratory study is to investigate the relationship between distribution strategyand practice and retail performance in the fast movingconsumer goods in Nigeria Using Dangote mill plc as a Case. To do this, the paper is divided into five Section. The introduction is followedbythereviewofrelatedliterature.Researchmethodanddataanalysis,thelastSectionof the paper looks at Conclusion and Recommendations.
DEFINITIONSOFDISTRIBUTION MANAGEMENT
AccordingtoAbdulsalam(2011)definesdistribution
Management as all activities which facilitate the movement and coordination of supply and demand in the Creation of time and place utility in goods.
Distribution Management has been Variously define by many authors in Stainton (6th Edition) define it as the title to a particular goods a the route taken bythe title move from the producer to the Ultimate Consumer.
AlsoNnoveiu(1981),hedefineddistributionmanagementasthecombinationofinstitutethrough which a seller market his or her product to the ultimate buyer or a part traced in the direct or indirect transferofOwnership ofaproduct as it movesfrom aproducerto thefinal Consumerby installation, We mean middlemen Like Wholesaler, distributor, retailer and agent distribution in the economy Cannot be Over emphasized. because produced and get to the final Consumer. An Ultimate Consumer is the person who buys goods and Sequences for his or her personal purpose but not for business basis. Hence, distribution system Use to Satisfythe needs of Customer has a number of factors that influence the consumer by making the product of different producer’s availableplace,willhaveagreaterdemand,becauseConsumersarerational.Though,goodswith lowerpriceareregardedasinferiorgoodsespeciallygoodsofhighvalue,thismakepriceofgoods to be competitive.
The Consumer perform no tasks, traditionally performed by sales, staff, Customers Sometimes Serve themselves thereby having free access to their choices distribution system provided them with numerous product fully On shelves.
According to stonton (1981) Consumer goods are the goods or services for his or her personal purpose household Users.
An Ultimate Consumer is the person who buys the goods or services for household in such form thatcanbeusedwithoutfurtherprocessing.NotallConsumerproductsaretheSameConsumer

PurchasesCoverextensivenumberofproducts,sincepurposeofmarketingistosatisfywantsand needs.
Consumer goods Classes depends on the Uses, waypeople believe and made the purchase below are the Various classes of Consumer goods stated according to Philip 4th edition.
1. Government goods: these are goods that Consumer usually purchase frequently immediately whenminimumofeffectiveComparisonandbuying.ExampleareSoap,Newspapersandtobacco product. The goods are Characterized with little services and may be bought by habit.
2. Impulsive goods: These are goods purchase without any planning or search effort. These pre normally look for them thus le Cream, Cream, Sweet and Magazine are placed next to checkout counters because Shopper may not have thought of buying them.
3. Emergency: This Consists of goods that are normally purchased Urgently for example, Umbrellas during the raining Season and sun Shade during the Sunny season. Manufacturers of emergencygoods will placein theOutlet so theywill not loseSalewhen Customers’needs those goods.
4. Specialty goods: With Unique Characteristics and on brand identification for which a SignificantgrouporbuyersarehabituallywillingtomakespecialpurchaseeffortExamplewould include cars H.I.F Component photographic equipment and men's suit.
5. Shopping goods: goods that customers in the process of Selection and purchase Characteristically Compares Such based as suitable equality price and style example includes furniture, Clothing used as major appliances, shopping goods can be divided into homogeneous andheterogeneousgoods productfeaturesareoftenmoreimportanttotheConsumerthantheprice.
6. Unsought goods: These are goods that the Consumer does not normally think buying new products goods until the consumers are made aware of them unsought advertising
THEORETICALREVIEW
This study examines two influential distribution channels theories, namely Bargaining theory of Constraints.
BARGAININGTHEORYOF DISTRIBUTION
Thistheoryshows how theintuitions of Bargaininghas
force and it affects Channel Coordination when the complexity of Specific ability of power promotes Channel Coordination these fore the theory enabled the researcher to Understand the ConditionsinwhichthepresenceofapowerfulretailermightactuallybebeneficialtoallChannel members. The theory helps to recover The standard double Marginalization take it or leave it OffersOutcomeasaparticularofthebargainingprocess.thetheoryhelpedtheresearcherto

examinetheimplicationsofrelativeBargainingpowersforwhethertheproductisdeliveredearly (i.edeliveredtotheretaileronlyifthereisdemand).Thetheoryindatetheimplicationsforreturns polices as well as of negotiation costs and retail
Competition(Harrigton2003).
Theoryof constraints
GivesclueonhowtomanagedistributionstrategytoeliminatestockOutswithlessinvestmentin inventory (MC cabe 2009). Eliminating stock Out is Certain to boost Sales and profitability it is designed for executive who wantto learn how to improve the performance product availability and improve steely the System Increase product availability and improve supply chain responsiveness to charging and uncertain depend in relation to Carbonated soft drinks company environments like Dangote the theoryhelped to understand how is essential to maketo stock, the time it takes, to procure raw materials and then produce the product is simply longer than customers are willing to wait. At the time the product is produced its uncertain where it will be need (MC Carthy, 1991). As well as how to Maximize Order fill rates to the Consumer how inventory are Carried in fairly Significant amounts. Also the theory enabled the be researcher to understand how Dangote Minimizes Costs for Carrying inventory (obsolescence interest Spoilage).
So on one hand the amount of inventory should be increased but on the other the amount of inventoryshouldbereduced.MostsupplychainsolutionsCompromiseOneObjectiveinfavorof the distribution problem how to develop and execute an integrated strategy that resolves the problem with Out Compromise.
The researcher discovers how using an integrated approach one Can Simultaneously reduce inventory and increase Customer, Service theory of Constrain (16c) helped researcher to Understand, how a powerful new forces that Create Excess Inventory and know how company governgoodservicetocustomers.Inrelationtothisstudyitwasalsobeusefulinunderstandhow companies develop tactics that Counter demand uncertainty and improve plant flexibility. Moreover the theory of Constraints enable the researcher to Understand how company create a supply chain system that can be managed and controlled integrating production and market planning (khera 2011).
The theoryof Constraints Distribution Solution delivers direct financial benefits Several ways. it delivers on array of benefits affecting through put inventory and operating expense in the plant distribution and customers. The most important avenue of improvement is of course increasing sales(throughout).Theessenceofthedistributionsolutionisrapidreplacementmodelandnotthe conventional replenishment model that is often used within alearn supply chain mechanism. The top model supports a range of different distribution environments from a Vml (vendor managed inventory)situationwhereaTocuserreplenishedaclientinventoryfromcapacitytowhatismore accuratelyconsideredadistributionenvironmentwhereinventoryisheldperhapseventtopoint

of sale (Johne, 1999) but the replenishment Mechanism itself is different from the increasing. It takes the technology to new levels of effectiveness Mechanically. the Toc distribution Solution differs from the traditional and the lean technique by providing for Semi Atomic adjustment of inventorylevelsinlinewithactualConsumptionlevelsandalsoinlinewithotherfactors(Hill,et al2005).Thetechniquesisalwaysstrivingforlowinventories.ButConstantlyadjustingtoensure that there are no availabilityproblems. In flock this approach is So effective that Some theoryof ConstraintsUsersguaranteeavailabilityatpainofaofaCasualpenaltywhileprovidinginventory reductions of 50% to 66% but there is another element that Comes into play buffer management. BuffermanagementisatechniqueperfectedwithinTocto achievethree goals.Tomakesurethat availabilityatanypointoftimeisextremelyhigh.ToCommunicateCrystalCleanprioritiestoall in valued in the distributing Solution are typically greatly reduced inventories throughout the system combined with extraordinarily high levels of product availability (Moore 1991).
Porter (1990) and Brucker (1985) pointed out that innovation is a Characteristic feature of organizational Sustainability and organization with high levels of knowledge in technology are required to pay more attention to innovation strategies.
Innovation is indeed the process of transforming Opportunities into new Idea as well as the application of such new idea to foster specific Improvements (west & fair 1989) Supply chain innovation is a procedure that cas improve, Organizational processes to Manage efficient Supply ChainManagement through integrated interactions with Suppliers producers distributors and Customers(Lin2007)thusSupplyChainInnovationCausestimeandcostreductiondevelopment Novel Operational techniques and reliable delivery system for Coping with growing Changes in the business (Lee el al 2011).
Researchers agree that Supply Chain Innovation helps Companies to maintain their Competitive position and improve Supply Chain performances.
Dubey, Singh and Tiwari (2012) found that innovation is Supply Chain processes (e.g Sales Management and the number of Order has a Significant effect on the sc performance. Thus, Suppliers and Manufactures require to transform their business through innovation in sc to gain success among competitive industries (Wong & Ngai, 2019).
TheSupplyChainareresponsibleforincludinganyfasttransferanddistributionoftechnological Innovation (sobri et al, 2018). (Cal et al.2009) Found that Supply Chain affiliated Companies whichproduceinnovationproductsforthe generalmarketmightanalyzeSupplyChain modelto meet their daily Innovation needs in the Supply Chain affiliated companies. Which produce innovative products for the general market might utilize a supplychain model to meet their daily innovation need in the Supply Chain.

EMPIRICALREVIEW
Fergiyi wu and Yethan Lee (2009) in their studyinvestigations channel power and satisfaction is a marketing channel. The study adopted Case study design in Guangzhou province China it was found out that the Competition faced by business Organization is on longer mere inter firm Competition. But also inter channel competition caused by adopting to industry globalization considering this trend, this study found out that there was a correlation between distribution Channel powercustomer commitment and satisfaction theresult providenon-coercivepower has a positive and significant impact on the channel firms Communication and Commitment as well as the Supplier Communication and Commitment had a positive and Significant impact On the economic Satisfaction and Non-economic Satisfaction of Channel firms.
Nadin(2008)inhisstudy"Mangingrelationshipindistributionnetworks,evidencefromthesoft drinks manufacturer and its dealers focusing especially on the trust determinants.
The nature of the report is controversial since asymmetrical power but as the same time strong exclusive bonds influence the perception and the decisions of the parties. In addition, a recent evolution in the European relating contract regulation has given new rooms for improvement for the dyad but has also left dark areas as regards potential opportunistic initiative based on the emerging theories on trust and the construct in relationship the paper explored the deep nature of relationship and trust in order to understand and reinforce the distribution of products to the ends users(customer).Afield research runin theHalmiandomain (Nadin 2008) has demonstratedthe relationshipbetweenthesoftdrinkproducersandthedealer.Ithassuggestedfurthermorethatsoft drink producers can influence by a cause effect chain approach the feelings of dealer toward the relationshipandconsequentlycanboostthedealercollaborationonanaffectivecommitmentbase.
AccordingwiththeresultsoftheLadoDarilandTekleab(2007)studyOurresearchhasremarked totheimportanceoftheCompetitivetenureintherelationshipasdeterminantoftheinnovationin therelationshipandwidelyinthedistributionnetwork.Daugherty(2009)inherstudytitledreverse logistics in the automobile after Market industry.
The study employed Case study design whereby 321 respondents participated in the study data Collection was done through the questionnaires and interviews. The results indicated that trust existwhenonepartyhasconfidenceinanexchangeparties’reliabilityandintegrity.Trustinvolves an expectation held by an individual that another can be relied on.
Theexistenceoftrustisparticularlyimportantwithrespecttobuyer-Sellerexchangerelationship. Buyer - Seller are almost always Unequal. One party has more power better positioning and/or more resources, because of the Unevenness of power the other party is likely to feed Vulnerable unless trust is preset.
As Such, trust is the mutual Confidence that party to an exchange will exploit another Vulnerabilitiesitwasshownthatdownstream ChannelpartnersthattrustSuppliersexhibit higher

levelsofCorporationandexertmoreeffortontheportoftheSupplierschannelpartnersthattrust Supplier also tend to be morecommitted to and intend to stayin the relationship. Trust is viewed as a highly effective means of fostering cooperation across on types of inter organizational relationships. Thus, trust in their Customers appears important for Supplier who want to reap maximum benefits from the exchange relationship in a recent review of the literature on trust. Atuahene Gmand Li found that both the academic literature and the popular press have a strong normative bias toward the inherent value of trust that is trust is good for parlance.
However,theycontinuethereislittleempiricalevidencetosupporttheValidityofthisViewpoint. One study by Smith and Berclay, however did find a positive relationship between trust and a firm'sabilitytoachieveSuperiorperformancethefirsthypothesisisOfferedtofurtherexplorethe Issue.
Alofar et al. (2001) in their study "Assessing the effectiveness of distribution Channel in Islohan Zamzam company in their research, they gathered data by interviewing the top Marketing Managers who have high experiences In Marketing, finally the Variables in the research assumptions been used to incorporate flow table model for Measuring the effectiveness of distributionchannelsin Isfahan Zamzamtothe studyrevealed that ZamzamdistributionChannel wasSuccessfulinproducttransportationsgatheringMarketinformationwaseffectiveinpayment procedures but distribution Channel of this Company is not been effective in trade promotion programs and Communication with retailers and wholesalers.
Mcfarland (2001) in this study "the marketing position of industrial distribution" the article discussed the position of industrial distribution in Channels of distribution the study was ConductedinJohannesburg,SouthAfricainterviewandquestionnaireswereemployedasmethods ofdatacollectiontheresultsindicatedthatdoingbusinesswithindustrialdistributorsismorecost effective than doing business with Sales branches. Sales Offers and agents the author notes that when compared to alternative agencies. The gross margin required be industrial distributors is similar, also it was noted that industrial distributors are better qualified than alternative agencies to offers Services such as emergency deliveries, credit clearance and knowledge of sources of supply for buyers.
Tori et al, (2004) on the length of wholesale marketing distribution Channels in Japan the study adopted Case study design data Collection was Conducted through the use of questionnaires and intensive it was revealed that Wholesaler enter distribution Channel toCapitalize ontheir private information about demand and supply the channels become long only then such private informationandlengthofpaneldataforfivewholesaleindustriesdrawnfromthelastthreedecade of Japan's census of commence specifically. It was shown that marketing distribution channels tend to be longer, that is they have more wholesale steps where Wholesaler tend to be in close geographic proximity to the final demanders where wholesalers tend not to be organized into distribution keoretsu by manufacturers where regional variation less intensively and distributors advertise more intensely and where the

densityandheterogeneityofretailOutletsisgreater.Allofthesearefactorslikelytobeassociated with the Value of wholesalers private information.
GAPIN LITERATURE
By analyzing the literature of the Supply Chain innovation we found that although numerous articleshavebeenpublishedregardingthesclnoneofthemhavethoroughlyaddressedthegapsin the Supply Chain Innovation Sci way and Ngai (2019) Systematically reviewed 18 years of the SCIliterature in Order to find the research gaps. How even their study focused onlyon a general overview of SCI employing Gregors (2006) theory Classification. It is still necessary to examine existingresearchgaps.Inthisstudywereviewedthesclliteraturefrom2014,tostudywe2019to 2019 to Identify research gaps and address Some future research directions on this critical topic.





INTRODUCTION

CHAPTER THREE RESEARCHMETHODOLOGY

In this Chapter we shall examine how the data Used in the research have been Collected and analyzed.
DataareOftenCollectedinthenormalCourseofadministrationandnotforspecialpurpose.The method of data Collection refers to the Sources and method of Collectinginformation be used by a researcher in a research work.
Researcher work is to acknowledge the distribution management in a manufacturing Company. The Cannot be meaningful without the stating of source used while collecting data during the research work.
Generally,theSourceof dataClassified intoprimaryandSecondarySources.
RESEARCHMETHODUSED
Generally,theSourceofdataClassifiedintoprimaryandSecondarySources.alsopointedOutthat datausedinaresearchproductaremainlyCollectedfromtwoSourceswhichwerementionabove
i. primarySourceof data
ii. SecondarySourceofdata
SOURCESOFDATA
Theprimarydatareferstotheinformationwhereisbeingcollectedforthefirsttimeforaparticular purpose in other words it is firsthand information.
SomeoftheprimarySourcesof data are:
1. Questionnairestobefilledbyrespondent.
2. interview
3. Observation
4. Experiment
The fact and figures Collected relating to this work consists of primary Sources in that the exact information need is obtained and clearly defined while misunderstanding is avoided thus due to our research work the primary Sources of data are based only on interviews and Observation.

SECONDARYSOURCEOFDATA
ThisisthesecondSourceofdataUsedintheresearchwork,theSecondarySourceofdataincludes allplaceofinformationUsedbytheresearchwhichwaswrittenbyanotherbypersonforparticular reason other than this research.
It Can be seen that they are Source of information at the time of their completion no height was given to this research work.
The Secondary Source of our data encompass information for the part record of the Company's Marketing department and issued journals of the performance both on product achievement and staff accreditation including relevant textbooks, paper presented at seminar and Workshop.
Handout issued by lecturers, this on supplement lecture notes to distribution Management of Marketing Organization.
DATACOLLECTIONTOOLS
Theresearcherwilluse
extensiveapproachinthedistributionofquestionnairesandOralinterview.
RESEARCHPOPULATIONANDSAMPLESIZE
Asiko (2011)assess population as aCensus ofall terms orsubject that possess thecharacteristics or that have Knowledge of the phenomenon being study. The population of the study Composes of staff of Dangote mill plc and their distributors. The staff of Dangote Mill Plc Conveniently Choose 40 distributors of Dangote Mill Plc. Thus, the population of the study was 140
SAMPLINGPROCEDUREEMPLOYED
SampleaccordingtoNwobuke(2013)isthepopulationofthetotalpopulationoftheUniverseto the studies Since the population is a finite One, application of statistical formula become imperative in determine the Sample Size.
ThesamplesizeaccordingtoOkeke(2015)CanbedeterminedbyusingTaroYamaniformula n-N
1+N(e)2
Where n = Sample Size N=Populationofthestudy e = tolerable error (5%)

i=Constant (Unity)
=	140
1+140(0.05)2


=140
8

=17.5
UsingBurleysproportionalallocationformula; n = 𝑛(𝑛)
𝑁

Wheren=elementwithintheSampleframei.eNumbertoeachemployeesanddiatributors n= Sample or proportion of the universe used for the study (tolal Sample size)
n =population of thestudy
staffn=100𝑥140
140

=14,000
140

=100

DistributionN=40𝑥140
140
=5,600
140

=40
METHODOFDATAANALYSIS
InanalyzingthedataCollectingUsingquestionnairetheresearcheruseddescriptivesample percentage table and Chi- Square statistical tools which is used in testing two random Samples
Chi-Squareisgivenas x²=∑(0−𝑒)2
𝑒

When x²=ChiSquare
0=ObservationFrequency e = expectedFrequency

∑=Summation ofthe frequency
ThistextisbasedstrictlyontheprimarydatagottenfromtheUseofquestionnaireDecisionRule: Reject null hypothesis If Calculated value of (x2) is less than the Critical Value
The degree of freedom (n-1) (k-1) The Whensfdegreeoffreedom=(n-1)(k-1)
Wheredf=degreeoffreedom n =numbers of of rows
K=Numbersof Constant

CHAPTERFOUR
DATAPRESENTATION,ANALYSISANDINTERPRETATION
PRESENTATIONAND ANALYSIS
This Chapter focuses on presentation, analysis and interpretation of data Collected through the Use of questionnaires that was distributed to both Management staff and distributors of Dangote mill plc.
The analysis of data is necessary to bring Out the result of the research work done and to enable Comment to be made on data Collected and draw conclusion based On it.
SECTION A TABLE 4.1.1
AGEDISTRUBATIONOFTHE RESPONDENTS

	AGEDISTRIBUTION
	NO OFRESPODENT
	PERCENTAGE%

	20-30
	70
	54

	31-50
	50
	38

	51and above
	10
	8

	Total
	130
	1000


Source:FieldSurvey, 2025.
The above table indicates that people in the age bracket 20-30 years, representing 54%, while 50 respondents, 30% fall under 31-50 years, 10 respondents, representing 8% above 50 years and above. This shows that the Company has more young men and women working than elderly people.

TABLE 4.1.2
MARITALSTATUSOFTHERESPONDENTS

	MARITAL STATUS
	NO OFRESPONDENT
	PERCENTAGE%

	Married
	80
	62

	Single
	30
	23

	Widow
	14
	11

	Divorce
	6
	4

	Total
	130
	100


Source:FieldSurvey, 2025.
The above table Shows that 50 among the respondent representing 62% were Married, while 30 people representing 23% were Single 14 person representing 11% were widow and 6 person representing 4% were divorced Out of the population. Sampling this indicates that there are matured people working in the Company
TABLE 4.1.3
WORKINGEXPERIENCEOFTHE RESPONDENTS

	YEAR
	NO OFRESPONDENT
	PERCENTAGE%

	0-10
	50
	38

	11-20
	50
	38

	21-30
	20
	15

	31-Above
	10
	8

	Total
	130
	100


Source:FieldSurvey, 2025.
This table shows that the respondents werelearned people of active age with experience who are in position to answer the questions put ot them on the relevance of effective distributors management toward the achievement of the Organization.

TABLE 4.1.4
EDUCATIONBACKGROUNDASTHERESPONDENTS

	EDUCATIONAL LEVEL
	NO OFRESPONDENT
	PERCENTAGE%

	SSCE
	5
	4

	OND/NCE
	15
	11

	HND/BSC
	70
	54

	Master
	40
	31

	Total
	130
	100


Source:FieldSurvey, 2025.
The above table indicates that 4% of 5 people of the population are secondary School holder, while15peoplerepresenting11%areND/NCE,70peopleof45%areHND/BSCand40people representing34%aremasterandabovethisanalysisshowsthattheCompanygotfairyandhighly qualified workers Working for them.
SECTION B TABLE 4.1.5
RESEARCH QUESTION 1: WHAT ARE THE FACTORS THAT WILL DETERMINETHE CHANNEL OF DISTRIBUTION?

	OPTION
	RESPONSE
	PERCENTAGE%

	Products
	130
	100

	Consumers
	-
	-

	Distribution
	-
	-

	Total
	130
	100


Source:FieldSurvey, 2025.
Theabovetableindicatesthat100%ofthepopulationagreedthatproductsdeterminethechannel of distribution.

TABLE 4.1.6
RESEARCHQUESTION2:WHATMEANSOFDISTRIBUTIONDOYOUUSETO DISTRIBUTE YOUR PRODUCT?

	OPTION
	RESPONSE
	PERCENTAGE%

	Land
	120
	92

	Sea
	10
	8

	Air
	-
	-

	Total
	130
	100


Source:FieldSurvey, 2025.
formtheabovetable,120respondentswith92%ChooselandastheirmeansoftransportationUse in distributing their products while 10 respondents with 8% choose sea and nobody choose air. Therefore,theresearchfoundoutthatlandisthemeansofTransportationtheyusedindistributing their products to their customers.
TABLE 4.1.7
RESEARCH	QUESTION	3:	IS	THERE	ANY	SPECIAL	PROCEDURE	FOR DISTRIBUTOR IN YOUR COMPANY?

	OPTION
	RESPONSE
	PERCENTAGE%

	Yes
	130
	100

	No
	-
	-

	Total
	130
	100


Source:FieldSurvey, 2025.
The above table indicates that 130 respondents, representing 100% agreed that there is a Special procedure to be a distributor in their Company

Table 4.1.8
RESEARCHQUESTION4:HOWDOYOUDISTRIBUTETO CONSUMER?

	OPTION
	RESPONSE
	PERCENTAGE%

	DIRECTLY
	-
	-

	WHOLESALERS
	130
	100

	Total
	130
	100


Source:FieldSurvey, 2025.
fromtheabovetable,130respondentsrepresenting100%agreedthattheydistributetheirproducts to the wholesales Therefore, the Company distributes the product to the wholesale for their Customer to be able to buy their product easily.


TABLE4.1.9
THATCHQUESTION5;WHATARETHEPROBLEMSTHATYOURORGANIZATION FACE IN DISTRIBUTION

	OPTION
	RESPONSE
	PERCENTAGE%

	FINANCIAL
	30
	23

	INFRASTRUCTURE
	70
	54

	VEHICLES
	30
	23

	Total
	130
	100


Source:FieldSurvey, 2025.
TheTableaboveshowsthat30respondentswith23%havefinancialproblem,and70respondents representing54%agreeonInfrastructureand30respondentsrepresenting23%agreedonVehicles Therefore, the Company is facing the infrastructure problem in distribution in their organization.

TABLE 14.1.10
RESEARCH QUESTION 6; DO YOU THINK THAT MIDDLEMEN ARE NECESSARY IN THE DISTRIBUTION OF YOUR PRODUCT?

	OPTION
	RESPONSE
	PERCENTAGE%

	Yes
	65
	50

	No
	65
	50

	Total
	130
	100


Source:FieldSurvey, 2025.
fromtheabovetableindicatethehalfofthetotalsamplingagreedtheMiddlemenarenecessaryin the distribution of their product while the remaining half agreed that is not necessary to include Middlemen for the distribution of their product.


TABLE 4.1.11
RESEARCH QUESTION 7: DO YOU BELIEVE THAT INCLUSION OF MIDDLEMEN IN THE DISTRIBUTION CHANNEL WILL ADD TO THE COST OF THE PRODUCT?

	OPTION
	RESPONSE
	PERCENTAGE%

	Yes
	130
	100

	No
	-
	-

	Total
	130
	100


Source:FieldSurvey, 2025.
The above table shows that all the respondents agreed that inclusion of middlemen will add cost to the distribution.

TABLE 4.1.12
RESEARCH QUESTION 8: ARE YOUR PRODUCTS SPREAD ACROSS THE WHOLE COUNTRY?

	OPTION
	RESPONSE
	PERCENTAGE%

	Yes
	130
	100

	No
	-
	-

	Total
	130
	100


Source:FieldSurvey, 2025.
Theabovetableahowsthatall130respondentsrepresentingthe100%ofthepopulationsampling agreed that their products spread across the whole Country.


TABLE 4.1.13
RESEARCH	QUESTION	9:	DOES	YOUR	ORGANIZATION	NORMALLY	DO MARKETING RESEARCH BEFORE CHOOSING DISTRIBUTION CHANNEL?

	OPTION
	RESPONSE
	PERCENTAGE%

	Yes
	130
	100

	No
	-
	-

	Total
	130
	100


Source:FieldSurvey, 2025.
Fromtheabovetable,allthe130respogabits,representing100%agreedtodoingMarketresearch before choosing distribution channel.

TABLE 4.1.14
RESEARCH QUESTION 10: DOES THE COMPANY PROVIDE TRAINING FOR ALL SALES REPRESENTATIVES

	OPTION
	RESPONSE
	PERCENTAGE%

	Yes
	130
	100

	No
	-
	-

	Total
	130
	100


Source:FieldSurvey, 2025.


From the above table Shows that all the respondent of the population Sampling agreed that the Company provide training for their sales representative for the effective distribution towards the achievement of the Organization

CHAPTERFIVE
SUMMARY,CONCLUSIONANDRECOMMENDATIONS
SUMMARY
The study examined effectiveness of Channel of distribution models in the achievement of an Organization goals, taking the case study of Dangote Mill Plc, Ilorin
The Specific objectives included to assess the extent in which increased Coverage distribution ChannelsasOne.thefourelementofmarketingmixinfluenceavailabilityofDangoteproductsto evaluateonhawCustomerCharacteristicsinfluencedifferenttypesofdistributionChanneltoasses distribution channel being used by Competitor with that Dangote mill plc Ilorin and to asses distributiononchanneladoptedbyDangoteMillplcIlorinbothdirectandindirectilorinadoptand Control of the retail Outlets.
The research design used was case study strategy whereby a single unit was Sentenced data collection methods Includes interviews, questionnaires, Observation and documentary review.
DatawereanalyzedthroughstatisticalpackageofSocialScience,findingrevealedthatdistribution Channels adopted by Dangote mill plc Ilorin ensure availability of her products, reduce response time,andmakeinformationavailabletohercustomersinaspects.Itfacilitatespositiverelationship withherCustomersandagent.itwasalsofoundout thatSelectionofagents/distributorswasalso foundoutthatSelectionofsizeoffirmsamongothers.itwasfoundthatmajorityoftherespondent agreed that distribution channel system adopted by Dangote mill plc Ilorin guarantees Supply of her Customers requirement.
Thedistribution Channel adoptedbyDangotemill plc Ilorin has impact on business performance of an Organization hence, leading to profit or its easy for Dangote mill plc and Ilorin to control quality yet its an aspect that determines the Sales to hence profits.
Thestudyestablished that distribution Channels Simplifies
Thebuyingprocess Dangote process amongCustomers inIlorin.
The findings also manifested that distribution Channels for strong as it minimizes Costs respondents agree that the system eliminates distribution costs.
thestudyrevealedthatdistributionChannelprocessprovides,timelyinformationaboutgoodsand servicesavailable.AlargenumberofrespondentsagreethatdistributionChannelprovidestimely information about goods and Services available.

CONCLUSION
In reference to the researcher set the researcher concludes that Channel of distribution play a positive role on Supply of Dangote mill plc Ilorin products. Distribution channels place avery important role especially with respect to the Dangote industry Consumer will switch on to other brands and the Company will lose it markets Share and hence an effective distribution Channels is the need of this industry.
ThedistributionChannelofDangotemillplcIlorinhaveenjoyeditsbenefitslikeeasingprocesses, increasing the supply chains awareness, reducing total cost on distribution of her products. However, despite the many benefits that across from application of Channel of distribution, the direct network links between Dangote mill plc Ilorin and trading partners are not widely used because Dangote mill Ilorin used much selling point rather than distribution direct to the retail sellers. It "make demand " situations, intermediaries and their personnel play a vital role in generating sales for Dangote products the capabilities of agents/ distributors in marketing and selling Dangote product impact end customer behaviour.
RECOMMENDATIONS
Belowarepracticalrecommendationsthatwillyield,Substantialresultsinboostingtheroleplayed by distribution Channel managers should seek to adopt the most appropriate model that will aid Dangote Company to achieve its objectives. Distribution Channel Can be used by both manufacturing and processing firms at it aims at reducing operational costs.
Distribution Channel Should be geared strengthening relationships between Dangote Company and Customers.
1. ThebenefitsthataccruefromdistributionChannelshouldbeadequatelyanalyzedanalyzedthat is the Dangote company's management should be in position of continuously weigh the benefits that accrue from application of distribution channel.
2. Dangote Company management should ensure strict adherence to the Company's policies and guideline regardingthe application distributionChannel. That is the responsible person in should eject their duties following the pre- requisite in place.
3. Dangote Company should ensure aggressive marketing regular Visit to distributors, Sales promotion and advertising to be made more frequent for brand building andCommunications should be improved.
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APPENDIX
KwarastatePolytechnicsilorin,Kwarastate,
DepartmentofProcurement andSupplyChainManagement Studies
P.M.B1375 ilorin.
2025.

DangoteFlourMillPlc Ilorin, Kwara State

DearSir/Madam
QUESTIONNAIRE ON THE RELEVANCE OF EFFECTIVE DISTRIBUTION MANAGEMENTTOWARDSTHEACHIEVEMENTOFTHEORANIZATIONAL GOALS
IamanUndergraduatestudentwithmatrinoND/23/PSM/PT/0013intheDepartmentof Procurement and Supply Chain Management, Kwara State Polytechnic Ilorin.
The above mentioned topic is the research project. l wish to Carry out as part of pre-requisite for the award of nation diploma (ND) Certificate in procurement and Supply Chain Management
Iwouldbegladif youCansparetimetosupplyinformationinthisquestionnairespurposeofthis research work is purely for academic and information will be treated strictly Confidantial


Yours faithfully,
OKESUSANHAMNAH. ND/23/PM/97/0013.

QUESTIONNAIRE
SECTIONA

1.Sex: Male()female()
2Age::20-30years()31-50 years()51yearsandabove
3. Maritalstatus:Maried ()Single()WindowDivorce()
4. WorkingExperience0-10years()11-20years (,)21-3030yearsandabove()
5. Educationbackground:SSCE()OND/NCE(HND/BSC()Educationmasterandabove() SECTION B
1. WhatarethefactorsthatwilldeterminetheChannelofdistribution. Product () Consumer () Distribution ()
2. WhatmeansofdistributordoyouUseonthe distributionof yourproduct?LandSea ()Air ()
3. Isthereanyspecial procedureto bedistributor ofyourCompany?Yes()No ()
4. Howdo youdistributetoConsumer?Direct()Indirect()
5. WhataretheproblemsthatyourOrganizationfacesindistribution. Financial () Infrastructural () Vehicles ()
6. Doyouthinkthatyour organizationfaceindistributionof yourproduct? Yes()No()
7. Doyoubelievethatinclusionofmiddlemeninthedistributionofyourproduct?Yes()No()
8. AreyourproductSpreadacrossthe wholeCountry?Yes()No()
9. Does yourOrganizationnormallydomarketresearchbeforeClosingDistributorChannel? Yes () No ()
10. DoesyourCompanyprovidetrainingtosales representative?Yes ()No()
