Table 5.2. Course specification 
	Study program: Economics

	Subject title: Distribution Channel Management

	Teacher: Aleksandra Anđelković, Sandra Milanović

	Course status:
1. Compulsory/Required for the module Marketing (4th semester).
2. Elective for the module Tourism Managementнаџмент (8th semester), Enterprise Management (8th semester) и International Management (8th semester).

	ECTS points: 7

	Requirements: /

	Course goal
The course aims to introduce students to the issue of distribution channels by explaining the fundamental concepts, importance and role of distribution in the micro and macro environment, as well as providing theoretical and practical knowledge in the field of distribution channel management, which is the ground for understanding the importance of distribution channels, as well as strengthening integrative analytical skills and problem-solving skills in the distribution process.

	Course outcomes
The knowledge students acquire within this course forms the basis for their training in managing the flow of finished products from the producer to the consumer. By mastering the course content, students can analyze, develop and design distribution channels, recognize vital limitations in creating them, and find ways to overcome them.

	Course content
Theoretical teaching
Understanding distribution and distributors; The concept of distribution channels; Role and functions of distribution channels; Flows in distribution channels; The importance of distribution channels in the macro and micro environment; Participants in distribution channels; The role and justification of individual participants in distribution channels; The relationship between distribution channels and other elements of the marketing mix;The relationship between logistics and distribution channels; Relationship between packaging and distribution channels; Application and importance of information systems in distribution channels; Distribution centers; Location of distribution centers; Interior arrangement of distribution centers; Service distribution channels; International distribution channels; Distribution channels for various industries; Analysis of the distribution channel environment; Planning and designing distribution channels; Distribution channel strategies; Managing relationships and conflicts in distribution channels; Cooperation in distribution channels; Evaluation of distribution channels; Re-designing distribution channels.

Practical teaching
Analysis of the application of theoretical solutions in practice; analysis of trends in distribution channels; analysis of the distribution channel structure in the world; analysis of case studies; individual and group presentations in the field of distribution channels.

	Literature 

1. Petković, G., Lovreta,  S. & Končar, J. (2017). Kanali marketinga. Niš: Ekonomski fakultet.

2. Barac, N. & Milovanović, G. (2001). Menadžment kanala distribucije. Niš: Ekonomski fakultet.

3. Dent, J. (2015). Distribution Channels: Understanding and managing channels to market. London: Kogan Page Ltd.
4. Palmatier, W. R., Stern, W. L. & El-Ansary, I. A. (2016). Marketing Channel Strategy. New York: Taylor & Francis.

	Classes of active learning:
	Theory classes: 4
	Practical coursework:  1

	Teaching methods and activities
Lectures, presentations of students' seminar papers, discussions, presentation and analysis of case studies
.

	Assessment (100-point overall maximum)

	Pre examination activities
	points

	Final exam 
	points

	Activities in class
	10
	Written exam
	

	Practical coursework
	5
	Oral exam
	50

	Colloquium/s
	35
	
	

	Seminar/s
	
	
	


