
 
 

 

ASSESSING THE ELEMENTS IN A DISTRIBUTION 

MODEL:  

A CASE STUDY OF A DAIRY PRODUCER 

 

 

 

 

 

E G M S W Dissanayake 

 

199165M 

 

 

Degree of Master of Business Administration Specialized in Supply Chain 

Management 

 

 

 

 

Department of Transport and Logistics Management 

 

 

 

University of Moratuwa 

Sri Lanka 

 

 March 2023  

 



 
 

ASSESSING THE ELEMENTS IN A DISTRIBUTION 

MODEL:  

A CASE STUDY OF A DAIRY PRODUCER 

 

 

 

 

 

 

 

E G M S W Dissanayake 

 

199165M 

 

 

Thesis/Dissertation submitted in partial fulfillment of the requirements for the  

Degree Master of Business Administration Specialized in Supply Chain Management 

 

 

 

 

Department of Transport and Logistics Management 

 

 

 

University of Moratuwa 

Sri Lanka 

 

March 2023



i 
 

DECLARATION 

 

I declare that this is my own work and this thesis/dissertation does not incorporate without 

acknowledgement any material previously submitted for a Degree or Diploma in any other 

University or institute of higher learning and to the best of my knowledge and belief it does not 

contain any material previously published or written by another person except where the 

acknowledgement is made in the text. 

Also, I hereby grant to University of Moratuwa the non-exclusive right to reproduce and 

distribute my thesis/dissertation, in whole or in part in print, electronic or other medium. I 

retain the right to use this content in whole or part in future works (such as articles or books).  

 

 

Signature:      Date: 27/03/2023 

 

The above candidate has carried out research for the MBA Dissertation under my 

supervision.  

 

Name of the supervisor: Dr. Harishani Liyanage 

  

Signature of the supervisor:                         Date: 25/7/2023 

                                                                                       

 

 

 

 



ii 
 

 

ABSTRACT 

 

High competition in the FMCG industry makes it critical to have a responsive distribution 

system. This case study-based research analysis less addresses demand dynamics, risk 

exposures, warehouse utilization, and sales returns at different supply chain actors' levels. It 

evaluates the dynamics of above variables with varying structures of distribution, which is less 

addressed in the literature.  

The General Trade operation of the ABC plc is the leading distribution channel, which typically 

receives 75% -80% of the total company's revenue. Before August 2017, the company had a 

similar experience to the typical sales distributor model. They have operated in a pure 

consignment agent model from then until today. The study compares the two eras in several 

areas and seeks to find the best suite operations for the business.  

The study uses case study methodology to deeply address the dynamics of the ABC plc's 

demand, risk, and reverse logistics. The data interpretations in this study were made using 

qualitative and quantitative data analysis techniques. The study analyzes demand dynamics, 

risk exposures, warehouse utilization, and sales returns at different levels of the supply chain. 

The study concludes by advising that the firm be upgraded to a hybrid model that offers benefits 

over the current consignment agent approach. It is preferable to choose a blend of both methods 

to boost the company's efficiency while also addressing its current distribution issues. 
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