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ABSTRACT

The atudy reco&ntsea tha~ NEe . Owerrt oper a t i onal

dlatrict Is faced with seriou. co.petition in the soft

drlRk market. The company ia woprted beeause whereas

a few major distributors In its district are over­

stocked with the company products. others experience
"

sporadic shortases from time to time which i. turn !ive

rise to Don-uniformity in the prices of these products.

Tai. situatio. therefore deem it pertinent to assess

the role played by effective physieal distribution

management en the markfttin& of soft driRks in NBe. Owerri

operational distrIct.

The objectives of the study ara;

1. to evaluate the physical distribution effectiveness

of NBC~ Overr! operational district with a view

to det.~~l.in« t~ · effects on the marketin! of

soft drink.;

2. to identify tke effects that deserve the most

attention; and

3. to profer recommendations in line with our

obserYat!ons.

The specific problems to addFe~8 are;

1. Does the cOllpany operate standard w.reheus~s

in Owerri operational district?
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2 0 Are they satisfactorily located?

3. Is the mode of transportation appropriate?

Based on the problems~ a total of four hypotheses

were formulated.

The approach employed by the researeher in this

study was purely emperleal; survey method ~t data

colleetion was also used while personal interview was

adopted as ~upplementar1 to the questionnaire.

The study waa de51~ned to cover NBe, Owerri Operationc

district, which is made up of 1 depots (Orlu, Umuahia,

Afikpo, Oki~e~ Ohafia and M~bidi). The sample size

of 26 staff and 74 dealers/customers were drawn randomly

from a total of 400 which is made up of 104 NBe staft

and 296 dealers/custo~rs~ 'l\w'o sets of close-ended

structured questio~na1re (ie one set for NBC staff while

the other set was for dealers/customers) were"admini­

stered amon~ the statt of the NBC and the dealers/

customers. Each set of the questloRnat~e has two sections

The questionnaire were used in ~athering relevant data

relatin~to the study.

The results collected and analysed from the

questionnaire and oral interviews revealed the followin~;

1. NBC does not operate standard warehouses in Owerri

Operational district.

2. The warehouses i~ Owerri district are not strate­

~ically located.
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3. The company ' . [lode of tranaport is not appropriate ; a nc

4~ The pre s e nt p hysical distribution mana~ement

pract i ces o f t he c ompa ny does not lead to a hi~h

level ot p h ysic a l d~stributi on e f f ec t ivene ss of

the cempany's produ c ts Q

Ba.ed on t hese re s ults ~ the researcher rec omme nded

-that NBe. Owerri district s hould review its distribution

strate~y in movln~ i ts products to the ir dealers;

increase i ts delivery trucks by buyin~ more of it and

also ensure repair. a nd maintenance of eXi8tin~ ones

that broke d o~n; ensure a~equate availabili ty o f their

products i n the market 3 S we ll as mi nimise p r ob l ems

of overstockin~ at their firm's warehouses amon~st o ther s.
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