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The mxior problcni Jsi\ ing t h i h  I ~ ~ L Y I S C I ~  \\;I:; tlic pcrcei\wi distribution inefficiency at 

IJ RL .  ?'lie company \&as a l w \  s i ~ ~ u ~ i ~ l ; ~ ~ c ~ l  with complaints of product shortages, long 

delivery lead lime 011 both raw makrials and finished product and general lack of 

custonier service. 'This research therel'ose wanted to find out whether the company's 

distribution was effjcient in spite of tlie above prima facie issues. 

The main ob.jective ol'tlie research was to tjnd out the extent to which the company's 

distrihu~ion cl'licic.nc!, .clcnicnts \ \  liicli :11'1kct distribution ef-Xciency such as lead tinie. 

stock av~lilability. competitor ~ ~ c s l ; ) r ~ i i ~ ~ i c ~ c  versus U R L  customer perceptions on company 

product sliortngcs and tlic impac~ ol'produc~ support or merchandising were interrogated. 

.l'o gi\:e [lit. pn),jcct a ~liorougli gsollncling in  theoretical issues, a plethora of marketing 

tcxtbool\s \\csc conhullccl. ' 1 ' 1 1 ~  I l l i I t t I  tli11!~1 \%as Io concentrate 011 lexts wliicli loucIiec1 on 

physical distribution and logislics. Various journals including the internet were also 

consulted 

, . 
'The rescnrcli n ie~l io~lo lop  basica:!.Iy l(>olicd at the data collection issues. For URL 

management employees. depth inlcs\:it.\,\~s \vere employed to get the data. For customers. 

saniplin~ \vas clone using l l~c I'asclo .;\r!:~l!.his nielliod. The questionnaire was the primary 

data collection ins~surnc.nt. Microsol1 ILxcel was mainly used in the analysis of data 

through tahles. Pic. Chasts and gr1-1pIis. 

The mniot- c o n c l ~ ~ ~ i o n s  Jsawn Il.on~ tliz linclings sure that tlie company' distribution 

systelii is not very cl'licient as cxempli lied by the elenients where i t  is falling short. Most 

customers are not happy with the company lead time, product availability and general 

customer service. The major recommendarions were to exhort the company to pull up its 

socks in irnpro\!i!ig distsibution cflicienc! by adopting such methods as Pareto Analysis, 



improving stock siluation. incscasing prodiicl lines. carrying out enhanced competitor 

analysis and reintrodi~cing tlic ~iiercliandising function. 


