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Part A
Answer all questions (10 x 1 = 10 Marks)

1) The characteristics of globalization and its impact on today’s production and markets are.
(i) Barriers to cross border trade and investment are trembling and materialistic culture is becoming similar the world over 

(ii) Market saturation at home has not made globalization a strategic imperative

(iii) The globalization of production does not refer to the sourcing of goods and services from locations around the globe to take advantage of natural differences in the cost and quality of factors of production

(iv) The globalization of markets refers to the merging of historically distinct and separate national markets into a huge market place

a) ii and iii

b) i, ii, and iii

c) i and iv

d) ii and iv
2) Pick all the incorrect statement about the value chain concept from the code given below
a) The operation of a firm can be thought of as a value chain composed of series of distinct value creation activities including production, marketing and sales, materials management, R&D, human resources, information systems and the firms’ infrastructure

b) Research and development is concerned only with the design of products and production processes and hence is not considered as a primary activity

c) The role of the enterprise’s service activity is to provide after sale service and support this function can create a perception of superior value in the minds of the consumers and hence is a primary activity
d) The support activities of the value chain provide inputs that allow the primary activities to occur
3) The key issues in competitive strategy to gain competitive advantage are 
a) Responsiveness and rationalization.

b) Reliability & relationship
c) Rationalization, reliability and responsiveness
d) Rationalization, reliability responsiveness and relationship 
4) Which one of the following statements about strategy to market requirement is incorrect
a) Mass marketing requires a large number of product/service differentiation
b) The most common manufacturing strategies are MTP, MTO and ATO

c) As a general rule, MTP strategies are characteristic of industries exploiting economy of scale that results from long production runs

d) MTO manufacturing strategies seek to manufacture to customer specification.
5) Successful management of all kinds of global logistics systems depend on the following:
i) successful management of information

ii) sales and marketing is to adopt one multi domestic approach while financial systems may require an imperialistic approach

iii) Diffusion of base practices, collaboration of shipping and logistics service providers and flexibility in switching between different global logistics service providers is called for.

a) i,ii and iii
b) i and iii

c) ii and iii

d) i only

6) Exchange functions include the following
i) title transfer, storage and credit financing

ii) market information, payment collection and promotion

iii) buying, selling, title transfer

iv) Negotiation.

a) i and ii
b) ii and iv

c) iii and iv

d) i and iv

The following 4 questions consist of two statements and are labeled as assertion(A) and the other as reason(R). you are to examine these two statements carefully and select the answers to these questions using the code given below 

a) both (A) and ® are individually true and (R) is the correct explanation of (A)
b) both (A) and (R) are individually true but ® is not the correct explanation of (A)

c) (A) is true but (R) is false

d) (A) is false but (R) is true

7)  
(A) Logistics is a gigantic industry that pervades virtually all firms, from the largest to the smallest; it is now wonder that this important marketing component has been receiving increased attention


(R) This revelation is one of the key factors in the rise of logistics for competitive advantage

.

8)  
(A) The major role of customer service is to provide time and place utility in the transfer of goods and services between buyer and sellers

(R) Customer service does not however include order cycle time though it covers delivery frequency and reliability and stock levels
9)    
(A) In basic services all customers are not treated equally


(R) Value added services are always “customer focused:, “time focused” and “manufacturing focused”.
10)          (A) In the warehouse labour force is required for loading, unloading, storing, picking and packaging of material. This is a major cost component.



(R) There is immense scope for automation in material handling which reduces the intensity of labour and increase the labor productivity in system.

Part B

Answer any four (4 x 15 = 60 marks)

1) Explain the concept, of ‘customer’s value chain”. How is this concept important from the point of view of ‘supply chain management ‘philosophy?
2) Explain the new form of competition in this environment. Explain four important key issues on logistics strategy formulation.
3) What is organization architecture? What are the requisite control systems necessary to increase the performance of national operating subsidiaries? Take a typical organization you are familiar with to illustrate the above concepts.
4) What are the factors which affect customer’s perception of ‘customer service’? In the context explain the components of post transaction phase of customer service.
5) What is ‘collaborative forecasting and planning operation’ (FPO)? Explain the several type of collaboration.
6) a) Inventory is an idle resource-still you have to carry inventory. Why?
b) Explain the components of procurement function.

Part C

Case Study 


(30 marks)


Note: Read the case and answer all the questions given below it. Your answers should reveal conceptual clarity about supply chain philosophy and analytical ability in decision making process as a professional.
Doug Thomas, president and CEO of Central Transport, had just returned from a meeting called by Sue Purdum, president and CEO of SAB Distribution. He immediately sat down and wrote the following E mail message to all of his senior staff:
I need your collective wisdom and input to help me respond to a challenge given to me by Sue Purdum of SAB Distribution. SAB, as you know, has been one of our best customers for many years. Our growth has been tied to its growth since we are one of its core carriers. As it expanded its customer base throughout Pennsylvania and neighboring states, we have expanded out route network to meet its requirements. Our founder, John Spychalski, was a personal friend of the three founder of SAB Distribution. While that personal relationship has changed with changes in both of our organization, Central has maintained a partnership approach with SAB. My belief is that if it wins, we win.
SAB, according to Ms. Purdum, has been faced with a growing level competition both directly and indirectly in the two small medium-size communities where its retail store customers are located. Its profit margins have narrowed, and Ms. Purdum is under pressure from her board (most of whom are descendants of the three founder) to improve SAB’s profitability. To her credit, she initiated a number of changes after she baecame president and CEO five years ago. 

According to Ms. Purdum, she has to reduce her cost of sales and/or improve her level of customer serive to add more value to her customers. Transportation from SAB’s warehouse to its customer stores is a major part of its cost of sales. Also, our ability to deliver her customer’s orders in a timely and reliable manner impacts significantly SAB’s customer service.

Ms. Purdum would like our senior management team to consider what we could do to help SAB remain competitive and improve its profitability. Obviously, we could reduce our rates by 10 percent, but that only shifts the problem to us unless we can reduce our operating costs by 10 percent to offset the rate reduction. We need to be creative and think of ourselves as a supply chain partner with SAB and its suppliers and customer.
Help Mr. Thomas develop a “white paper” to respond to Ms. Purdum by addressing the following:
 Answer the following questions:- 
1) Why and how has the competitive market place changed for SAB?
2) Provide additional rationale for the collaborative perspective suggested by Mr. Thomas.
3) Using the success factors for supply chain management as a framework, recommend what Central Transport can do to help SAB improve its efficiency and effectiveness.
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