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1 INTRODUCTION 
 
Dear Student 
 
Welcome to this module in Supplier Relationship Management. I trust you will find it interesting 
and rewarding. You will have a positive learning experience if you are willing to learn and are 
committed to work hard and consistently from the start. 
 
This tutorial letter contains specific and important information about this module related to the 
study material for MNP3703, the purpose of and outcomes for this module, relevant contact 
details, module-related resources, a module-specific study plan and assessments (assignments 
and examinations). I urge you to keep it at hand during the semester. Please read all the 
tutorial letters that you receive during the semester immediately and carefully, because they 
will always contain important – and sometimes urgent – information. Furthermore, ensure that 
you access all the study material as soon as possible. Also, refer to Addendum E for a list of 
definitions that can be used for defining concepts in all Purchasing and Supply Chain Modules 
throughout your studies at Unisa. 
 
Because this is an online module, you will need to use myUnisa to study and complete the 
learning activities for this course. Visit the website for MNP3703 on myUnisa frequently. The 
website for your module is MNP3703-18-S1/S2. 
 
Getting started … 
 
Owing to the nature of this module, you can read about the module and find your study material 
online. Go to the website at https://my.unisa.ac.za and log in using your student number and 
password. You will see [MNP3703-18-S1/S2] in the row of modules displayed in the orange 
blocks at the top of the webpage. Select the More tab if you cannot find the module you require 
in the orange blocks. Then click on the module you want to open. 
 
I wish you much success in your studies! 
 
2 OVERVIEW OF MNP3703 
 

2.1 Purpose 

The purpose of this module is to introduce you to the context of strategic supplier relationship 
management. It is now more important than ever before for buyers and suppliers to work closely 
together to share the economic burden and to embrace innovative ways to ensure their mutual 
wellbeing in turbulent economic times. As the global financial crisis continues, most executives 
are setting objectives to leverage their supply base to improve their competitive position, both 
locally and globally. I trust this module will give you a glimpse into this exciting world of entities 
interacting with each other. 
 
This module is delivered using myUnisa and the internet as well as peer group interaction. I will 
interact with you on myUnisa and via e-mail. 
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2.2 Outcomes 

For this module, you will have to master these outcomes: 
 
 Specific outcome 1: provide an in-depth explanation of the concept of supplier relationship 

management. 
 Specific outcome 2: explain and summarise relationships at an individual, team and 

organisational level. 
 Specific outcome 3: distinguish between the various supplier relationship models guiding 

the formation of a buyer/supplier relationship. 
 Specific outcome 4: determine the appropriate structuring of any buyer/supplier 

relationship. 
 Specific outcome 5: provide a detailed explanation of all the aspects concerned in 

managing change in supplier relationships. 
 Specific outcome 6: discuss supplier contract management as part of supplier 

relationships in detail. 
 Specific outcome 7: explain the management of supplier performance as part of supplier 

relationship management. 
 Specific outcome 8: explain the use of negotiations as a supplier relationship management 

tool. 
 Specific outcome 9: outline the appropriate manner in which to end a buyer/supplier 

relationship. 
 Specific outcome 10: summarise a generic supplier relationship management process with 

the aid of a diagram. 
 

VERY IMPORTANT FOR ASSESSMENT PURPOSES 
For assessment, I expect you not only to discuss the theoretical principles, but also to APPLY 
the principles that you have learnt to practice and/or case studies. 

 
3 LECTURER AND CONTACT DETAILS 
 
VERY IMPORTANT 
All administrative enquiries should be directed to the relevant administrative departments (refer 
to sections 3.2 and 3.3). 

 

3.1 Lecturer(s) 

You can contact me, the lecturer for this module, if you have any academic enquiries about 
the module. My contact details are: 
 
Name: Mrs Letitia Marcantuono 
Email: marcal@unisa.ac.za 
 
Please note that you should only contact me with academic enquiries about the content of 
the module. When you contact me by email, always include the module code and your student 
number in the subject line and I will respond as soon as possible. 
 
I will be available to take phone calls on academic matters and/or attend to students who may 
prefer to visit personally for academic engagement. However, personal visits can only be 
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granted to discuss those academic content-related issues that could not be resolved via email 
and telephone conversations. The days and times that I will be available will be communicated 
in the module page on myUnisa. These days and times are subject to change in order to 
accommodate my work schedule and other commitments. I will communicate changes on the 
days and times in advance through the announcement option on myUnisa. Students are 
advised to check the module page on myUnisa before making phone calls or visiting a lecturer’s 
office for academic enquiries/engagements. 
 

3.2 Department  

If you wish to contact me (or any other lecturer) telephonically or by email, you may also do so 
via the helpdesk of the Department of Entrepreneurship, Supply Chain, Transport, Tourism and 
Logistics Management. The contact details for the department are as follows: 
 
Department of Entrepreneurship, Supply Chain, Transport, Tourism and Logistics 
Management 

Postal address PO Box 392, Unisa, 0003 

Email: desttl@unisa.ac.za 

 
If you use the department's e-mail address, your enquiry will be directed to the appropriate 
person. Since lecturers are often out of their offices, it would be best to contact any lecturer by 
email. 
 
VERY IMPORTANT 
If you need to contact me, please first send an email in which you give a detailed question on 
the issues at hand. Do not ask for answers to questions in previous examination papers or 
that I provide you with previous examination papers. Based on the official assessment 
procedures, no Unisa lecturer is allowed to give students answers to questions in previous 
examination papers or other assignments. 

 

3.3 University 

Any administrative enquiries should be addressed to the relevant administrative section of the 
University. Consult the brochure Study @ Unisa in this regard. Remember to have your student 
number available when you contact the University. You may contact Unisa in the following 
ways: 
 
NATURE OF ENQUIRY CONTACT DETAILS 
General enquiries E-mail: info@unisa.ac.za 

SMS to 32695 
Access own information  https://my.unisa.ac.za/portal 

Problems with access to myUnisa Email: myUnisaHelp@unisa.ac.za 
SMS to 43582 

Submission and enquiries about assignments E-mail: assign@unisa.ac.za 
Enquiries about examinations Email: exams@unisa.ac.za 
Information about aegrotat examinations Email: aegrotat@unisa.ac.za 
Request to remark exam script Email: remark@unisa.ac.za 
Enquiries about FI Concessions Email: ficoncessions@unisa.ac.za 
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4 RESOURCES 
 

4.1 Study material 

There is no prescribed book for MNP3703. The study material consists of online study 
materials that are divided into ten learning units. 
 
I hope that by giving you extra ways to study the material and practise all of the activities, this 
system will help you succeed in the online module. To get the most out of the online course you 
MUST go online regularly to complete the activities and assignments on time. 
 

4.2 myUnisa 

If you have access to a computer that is linked to the internet, you can quickly access resources 
and information at the University. The myUnisa learning management system is the University's 
online campus that will help you communicate with your lecturers, with other students and with 
the administrative departments at Unisa – all through the computer and the internet. 
 
I recommend that you login to myUnisa at least once/week or every 10 days to do the following: 
 
 Check for new announcements. You can also set your myLife e-mail account to receive 

the announcement e-mails on your cellphone. 
 Do the Discussion Forum activities. When you do the activities for each unit, I want you 

to share your answers with the other people in your group. You can read the instructions 
and even prepare your answers offline, but you will need to go online to post your 
messages. 

 Do other online activities. For some of the unit activities you will need to take a quiz or 
complete a survey under the Self-Assessment tool. Do not skip these activities because 
they will help you complete the assignments and the activities for the module. 

 
If you have not yet joined myUnisa, you should consult the brochure Study @ Unisa, which you 
received with your study material, for further information. Also, refer to section 5.2 for support. 
 
5 STUDENT SUPPORT SERVICES 
 

5.1 e-Tutors 

You will be allocated to a group of students with whom you will be interacting during the 
semester, as well as, an e-tutor who will be your tutorial facilitator. An sms will inform you about 
your group, the name of your e-tutor and instructions to receive further information on the e-
tutoring process. Online tutorials are conducted by qualified e-tutors who are appointed by 
Unisa and are offered free of charge. e-Tutoring takes place on myUnisa where you are 
expected to connect with other students in your allocated group. This is an excellent 
platform where your peers may provide you with answer to questions when the lecturer is not 
available. It is the role of the e-tutor to guide you through your study material during this 
interaction process. You MUST go online in order to complete the activities and assignments on 
time for you to get the most out of online tutoring, and you need to participate in the online 
discussions that the e-tutor will be facilitating. Based on feedback received after the 
examinations last year, I can assure you that you will benefit from the e-tutoring programme.   
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Please take note of the following BEFORE contacting the lecturer or the e-tutor: 

 
(i) Why e-tutors?  

 
The reason why e-tutors have been carefully selected and employed is part of our drive to 
present modules on-line and also serves as a way in which Unisa can support students in 
mastering module content.  E-tutors will be able to: 
 
 help you interpret the tutorial matter and assignments or self-evaluation questions (but 

CANNOT give you the answers); 
 explain difficult concepts; 
 help you to become an independent learner; 
 liaise with me (the lecturer) and you (the student), for example by informing me about 

specific problems you may be experiencing and suggesting ways in which the tutorial matter 
may be improved; 

 contact me if you have any questions or need additional advice on the content of the 
module. 

 
(ii) What is the lecturer’s role in e-tutoring?  

 
I will empower the e-tutor by doing the following:  
 
 respond to questions posed by e-tutors on your behalf regarding the course content 

comprehensively and promptly (although within reasonable time).  
 provide e-tutors with some guidelines, exercises or possible examination questions from 

time to time to help them to identify the problem areas in this module in respect of which you 
may require assistance.  

 highlight certain sections from the learning units or give examples or additional information 
on aspects in the study material.  (Please note:  These are only the problems we have 
identified. You may struggle with other sections of the study material of which we are not 
aware. It is therefore important that you communicate your need to the e-tutor. Please note 
that the problem areas highlighted are in no way hints on what to expect in the 
examination.  Therefore, do not be tricked into thinking that e-tutors can identify selected 
sections on the study material for you to focus on in the examination.) 

 
(iii) How to contact your e-tutor and what (and what NOT!) to expect?  

 
 You will find a link on myUnisa under the MNP3703 link indicating to which e-tutor group 

you belong.  Contact myUnisa if you cannot see the link (the lecturer cannot help you in this 
regard).   

 Please note that myUnisa is the ONLY recognized source of communication between the e-
tutor and students. No private email communication should take place between 
students and e-tutors. You need to use the Discussion Forum and Announcement tools on 
myUnisa to communicate. 
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 Please note that all e-tutor and student interaction on myUnisa will be monitored on a 
regular basis (private emails cannot be monitored and checked in terms of correctness and 
quality).  Therefore, do not even ask the e-tutor’s personal details.   

 E-tutors cannot attend to your administrative problems or help you with myUnisa (contact 
the relevant sections).   

 ALL communication on the e-tutor sites should be in English. If you upload a question or 
remark in another language, you will be expected to translate it into English.  Having English 
as the only language should ensure that everybody is accommodated.  

 The e-tutors are appointed for tutoring assistance.  Therefore, FIRST contact the e-
tutor and THEN the lecturer if your problem has not been addressed to your 
satisfaction.  If you contact the lecturer first, your question will only be answered if 
you can show that you have followed the prescribed route explained above.     

 E-tutors will lead the discussions with students and under no circumstances will 
assignment answers be given to you.  Also, refrain from posting answers for 
comparison purposes on myUnisa. 

 Any enquiries about whether an assignment has been received and marked are NOT to be 
directed to the lecturer or the e-tutors, but to the Assignments Section.  

 E-tutors will NOT summarise the content on your behalf just before the examination.  The e-
tutor’s role is to facilitate learning throughout the semester. E-tutors are in no way 
responsible for providing answers or for giving “crash courses” on the module 
content. It remains your responsibility to diligently work through the module content to be 
able to master the principles.   

 E-tutors do NOT have any access to the examination paper and CANNOT give you an 
examination scope, “tips” and/or the format of the paper! The lecturer does not give 
any information to the e-tutors. You should know from the start that ALL learning units 
are included for examination purposes. 

 E-tutors are not able to give you previous examination papers or answers to previous 
examination papers.   

 
I trust that you will have rewarding interactions with fellow-students and your e-tutor.  Use this 
opportunity to enrich your learning experience and to be part of a group who is eager to learn 
from one another. 
 

5.2 Joining myUnisa 

myUnisa enables you to have quick access to resources and information at the University. This 
learning management system is Unisa's online campus that will help you to communicate with 
your lecturers, other students and the administrative departments of Unisa. To go to the 
myUnisa website, start at the main Unisa website (http://www.unisa.ac.za) and then click on the 
“Login to myUnisa” link on the right-hand side of the screen. This should take you to the 
myUnisa website. You can also go there directly by typing in http://my.unisa.ac.za. I strongly 
recommend that you register for and use myUnisa (see Studies @ Unisa for details) as this will 
give you direct access to important information. 
 
If you experience any problems connecting to myUnisa or myLife, use the contact details in 
section 3.3. Please note that the lecturer cannot solve problems in this regard.  
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5.3 The myUnisa tools you will use 

All of the information about myUnisa tools is located on the myUnisa website for this module, in 
Unit 0. However, I thought it was important to stress the tools that will be used for your formal 
Assignments. In this module, the following different myUnisa tools will be used: 
 
(1) Learning Units 
Each learning unit will be uploaded as a separate document under individual headings, e.g. 
Learning Unit 1, Learning Unit 2, etc. 
 
(2) Discussions 
 This tool is the place for online discussion forums, where you share your ideas and insights 

with the other students in your small groups. There is a "General Discussions" forum, 
which is ONLY for content-related issues. Please do not communicate about WhatsApp 
groups on this forum! 

 Many other activities also use discussion forums. A forum will be created with a topic (e.g. 
a forum ‘Unit 1’) in Discussions and when you click on it you should find a topic “Activity 1” 
in which you need to go to Reply and click on it to get a message box in which you do the 
activity and then scroll down to Publish to finalise it. Never create a new topic by yourself 
unless requested by the lecturer or e-tutor. 

 Inside the Discussions tool, there is also several other discussion forums where you can 
share ideas and post your discussions online. VERY IMPORTANT: Please select the 
correct forum or topic (which has already been created) to submit requests for 
WhatsApp groups and study partners! As previously stated, the general discussions 
forum is ONLY for content-related issues. 

 Unisa also gives you a forum to speak socially with the other students in the course – it is 
called the "Social Indaba". (In several African languages, the Indaba is a place where 
people gather to interact socially.) 

 
(3) Assignments 
Please submit both assignments on myUnisa. The assignments will be routed to your lecturer 
for marking. 
 
(4) Questions and Answers  
You can also ask questions with this tool. If it is a good question for everybody, your e-tutor may 
publish it for the whole group.  
 
Please refer to section 3.3 if you have any administrative enquiries about your assignments 
(e.g. submission enquiries and marks obtained). 
 
VERY IMPORTANT 
Do NOT replace your e-tutor site with a WhatsApp group! The e-tutor site will be your most 
valuable group where you will receive support and guidance, which will contribute to your 
success. Make use of these support opportunities! 
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5.4 Discussion classes 

There will be no discussion classes for this module. 
 

VERY IMPORTANT 
 
Predatory providers of classes and examination support 
Please be aware of the existence of multiple fraudulent and predatory providers of classes and 
examination guidance to Unisa students. Please note that Unisa does not have agreements 
with any of these agencies/schools/colleges to provide tuition or support to our students. Unisa 
also does not provide these predators with study material, guidelines or contact information.  
These providers may not have the necessary expertise to assist you and often charge 
exorbitant fees. If you receive an invitation from any agency or College, it is best to confirm with 
your lecturer if the provider is a legitimate Unisa partner. More information on this is available on 
the Unisa website 

 

6 MODULE-SPECIFIC STUDY PLAN 
 
You have limited time at your disposal to work through the learning units, complete the 
assignments and prepare for the examination. Therefore, you have to plan your studies 
carefully. We have drawn up a proposed time schedule, which you can use as a guideline to 
plan your studies. When working at your own pace, always keep the examination date and the 
due dates for the assignments in mind. 
 
VERY IMPORTANT 
Before you prepare for the assignments, make sure that you first study the relevant content. 
You will have to study an entire study unit to get a broad understanding of any concept. Merely 
trying to find the answers to the assignment questions by quickly scanning the content to spot 
the correct answers as quickly as possible will, in the end, not be to your advantage. If you do 
this, you will not acquire the necessary depth of understanding in the field of study to answer 
the questions – especially case study questions, since you will have to apply the information in 
the case study to the theory in the study units. 
In addition, when you prepare for the examination, you should not wait until a few days before 
the examination and suddenly try to memorise the facts. This will be negative to your learning 
experience. To be successful, you have to plan and then work diligently. Also, keep in mind that 
you sometimes need to be ahead in terms of the study units, since the assignments may be on 
more study units than what you have covered at that stage. 
 
Week Study-related activities 
Week 1 View study material; read  Tutorial Letters 101 and 301 
Week 2 Study unit 1  do Assignment 01 (for submission) 
Week 3 Study unit 2; do Assignment 01 (for submission) 
Week 4 Study unit 3; do Assignment 01 (for submission) 
Week 5 Study unit 4; do Assignment 01 (for submission) 
Week 6 Study unit 5 
Week 7 Study unit 6; do Assignment 02 (for submission) 
Week 8 Study unit 7; do Assignment 02 (for submission) 
Week 9 Study unit 8; do Assignment 02 (for submission) 
Week 10 Study unit 9  
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Week 11 Study unit 10; do the self-assessment assignment 
Week 12+  Revision for the examination 
 

7 ASSESSMENT 
 

7.1 Assessment criteria 

The assessment for the module, Supplier Relationship Management, consists of one 
compulsory written assignment, one compulsory multiple-choice assignment and one written 
examination. 
 
Compulsory Assignment 1 + Compulsory Assignment 2 = Semester mark (Year mark) 
 
Semester mark + Examination mark = Final mark 
 

7.2 Formative assessment plan (Assignments) 

The assignments are available on myUnisa, as well as in Addendum B (for semester 1) and 
Addendum C (for semester 2). Please note that the assignments differ for the two semesters. 
The first assignment is in the form of a case study. The second assignment is in the form of 
multiple-choice questions. There are non-negotiable submission deadlines for the 
assignments! The compulsory assignments contribute to your year-mark in the following way: 
 
Assignment 1 = 60% 
Assignment 2 = 40% 
Total year mark = 100% 
 
You will receive the correct answers and guidelines for the assignment questions in Tutorial 
Letter 201. This tutorial letter will only be made available on myUnisa after the due date for the 
second assignment.  
 
Please note that there is a third assignment in Addendum D for self-assessment purposes only. 
The assignment consists of essay-type and application questions, which you do not submit to 
Unisa for marking. After you have completed the self-assessment assignment, you should 
assess your answers yourself by using the guidelines provided in this tutorial letter. 

 

7.3 Summative assessment plan (Examination) 

The examination is your opportunity to demonstrate that you have achieved the outcomes of 
this module. You also have to submit both Assignment 01 and Assignment 02 before or on 
the due dates to gain admission to the examination.  
 
During the year, the Examination Section will send you information about the examination in 
general, your examination venue, and the examination date and time. If you are registered for 
the first semester, you will write the examination in May/June 2018. If you are registered for 
the second semester, you will write the examination in October/November 2018.  
 
Your Year Mark for this module is calculated as is indicated in section 7.1. Your Final Mark for 
this module is calculated in the following way:  
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Year Mark   = 20% 
Examination Mark = 80% 
Final Mark   = 100% 
 
VERY IMPORTANT 
You have to obtain a minimum of 40% in the examination, regardless of your semester mark. 
In the event that a student fails the examination (receives less than 40%), the semester mark 
will NOT be used to pass the student. The average of the semester mark and the examination 
mark must be at least 50% for you to pass the module.  
NO previous examination paper will be included in Tutorial Letter 201, because the format of the 
examination paper has changed to a fill-in question paper. If you, however, obtain previous 
papers from myUnisa, we want to warn you not to focus on these previous examination papers.  
Please do not contact the lecturer about the availability of examination papers on myUnisa, for 
copies of previous examination papers or to discuss the examination questions. The format of 
the questions in your assignments is a good indication of what type of questions to expect in 
the examination. 

 

7.4 General assignment numbers 

SUBMISSION OF 1ST SEMESTER ASSIGNMENTS 2018 

Assignment 
number 

Assignment type Unique number Due date 

1 Case study 792826 23 March 2018 
2 Multiple-choice questions 743889 09 April 2018 

 
SUBMISSION OF 2ND SEMESTER ASSIGNMENTS 2018 

Assignment 
number 

Assignment type Unique number Due date 

1 Case study 806659 24 August 2018 
2 Multiple-choice questions 755704 14 September 2018 
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7.5 Format of the examination paper 

The format of the fill-in examination paper is as follows: 
 
Duration of the exam:  2 hours 

SECTION A 
Answer ALL the questions in this section 

Question Type Marks Total Marks
1 to 20 Compulsory multiple-choice questions (MCQs) 20 20 

SECTION B 
Answer ALL the questions in this section 

Question Type Marks Total Marks
1 Compulsory case study 30 30 

SECTION C 
Choose and answer ONE of the questions in this section 

Question Type Marks Total Marks
2 Theory question 20 20 
3 Theory question 20 

 70 
 

7.6 Final year concessions (FI concession) 

The FI Concession is a mechanism instituted by the University to help qualifying students with 
one or two modules outstanding to complete their qualification. You cannot apply for an FI 
Concession opportunity as this is granted to you by the University. No correspondence in this 
regard will be entered into.  The University reserves the right to grant or decline the concession 
or to withdraw the opportunity at any stage. Students who qualify for the concession must meet 
the following criteria: 
 
1. Require no more than two (2) modules to complete their undergraduate qualification. 
2. Are registered to complete a qualification at UNISA (modules selected as NDP modules are 

not considered for the concession). 
3. The outstanding modules are required to complete the qualification. 
4. Must have written and failed the last available examination opportunity. 
 
The Department of Examination Administration (DEA) will inform all students who qualify 
for a final year (FI) concession per sms/email. Students are advised to re-register even 
though they have been identified as a possible FI Concession student. Should they fail during 
the FI Concession assessment opportunity, they may simply continue with their registration. 
Note that there is only one special opportunity available to a student per calendar year. FI 
Concession students will only be awarded two concession/assessment opportunities. If you are 
unsuccessful in your FI concession assessment, you will have to re-register for the module(s) 
concerned at full cost. 
 
VERY IMPORTANT 
Once you have been notified that you qualify for the concession, you have to contact your 
lecturer (per e-mail), or else you will forfeit your FI Concession opportunity. Your lecturer will 
inform you how you will be assessed. FI Concession results are your final results and are 
subject to the same procedures and processes as formal examination results. 
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NOTE:  
The Studies @ Unisa brochure contains important information on the Final Year Concession 
procedure. FI Concessions are formal assessments and all applicable University rules, 
regulations and policies will be enforced. No deviation from the aforementioned will be tolerated 
and students who subject themselves to any form of misconduct during an assessment will be 
liable to disciplinary action in terms of the Disciplinary Code approved by University Senate. All 
assessment pieces must be submitted to the University and will remain its possession. 
 
8 CONCLUSION 
 
Do not hesitate to contact me by e-mail if you are experiencing problems with the content of this 
tutorial letter or with any academic aspect of the module. 
 
I wish you a fascinating and satisfying journey through the learning material and trust that you 
will complete the module successfully. 
 
Enjoy the journey! 
 
Mrs Letitia Marcantuono – lecturer for MNP3703 
Department of Entrepreneurship, Supply Chain, Transport, Tourism and Logistics 
Management 
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ADDENDUM A: CASE STUDY FOR SEMESTERS 1 AND 2 
 
R95 million saved in SA copper mine's energy costs 
 
The mining industry is facing challenges that range from pressures on commodity prices 
through to increasing costs of simply getting ore out of the ground. The primary concern for 
mining companies is the spiralling costs of energy - and when you have an annual electricity bill 
that is around R500 million reducing these costs is key. But, where there is a will and the skills 
to address energy costs, innovative ways to economise can always be found, said Ethel 
Nyembe, head of Small Enterprise at Standard Bank. She made these comments when 
reviewing a recent episode of The Growth Engines, highlighting the Palabora Mining Company’s 
partnership with local SME, Ensight Energy Solutions. 
 
“When it comes to an SME supplier selling specialist services to a major mining company, the 
level of confidence the supplier has in the capabilities and skills of their people is central to 
winning the business. When they are so confident that they work on a contingency basis, with 
payment only being due once the desired results are achieved, then there is little to no reason 
that the SME supplier won’t secure the contract. For the Palabora Mining Company and Ensight 
Energy Solutions, the resulting partnership to reduce energy costs was one created in copper 
mining heaven,” said Nyembe. 
 
Kobie Naude, a General Manager at the Palabora Mining Company, said that the mine 
produces about 60 000 tonnes of copper per annum for international markets. “Mother earth 
gives you what it has to mine. We cannot control the market or the prices. All we can control is 
costs. With energy being the second-largest cost in our business, we had little option but to take 
action on this front,” said Naude. 
 
The decision to appoint Ensight Energy Solutions has seen the mining company save R95 
million to date. Palabora Mining Company is looking forward to total savings of close to R200 
million over the next three years. A dedicated Ensight team, working with Palabora employees, 
generated ideas and projects to save electricity. Instead of just recommending actions, Ensight 
also became involved with the task of delivering projects and results. “We work for companies 
that generally have energy costs of around R500 million to R1,5 billion per annum, said Rod 
Welford, CEO of Ensight Energy Solutions. “Our objective is not only to save energy, but also to 
improve the environmental outcomes of the mining companies concerned.” Ensight does 
everything in its power to ensure that the customer only pays a basis of the overall percentage 
in energy savings that the customer has achieved. 
 
There is a perfect storm brewing in South Africa when it comes to oil and gas, mining, chemical 
production and steel manufacturing. From 2011 to 2015 the cost of energy has trebled for every 
tonne of ore mined or produced. It is this perfect storm - associated with increasing energy 
costs, deeper mines and the uncertain costs of commodities that created an opportunity for 
specialist services designed to intervene in these sectors. 
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"Making changes does not mean changing technologies midstream", Mr Welford said, “we are 
technology neutral. We believe that by using existing technologies better, you can transform the 
way you operate to save energy and costs.” This is a people process, which concentrates on 
examining and changing the way things are done, before retrofitting new equipment and 
technologies. As such, buy-in from management is essential. 
 
A side-benefit is identifying other opportunities for efficiency in transport, logistics and a range of 
other ways that can improve the productivity of the companies concerned. “When negative 
factors combine to create a difficult operating environment, opportunities are created for those 
who have the specialised skills to operate within a niche activity and generate solutions. The 
lesson for business is two-fold; firstly, there is always potential in stormy times to improve 
processes and outputs; and secondly, selecting the correct partner cannot only improve things 
in one particular area, but also offer additional benefits. In the case of Palabora and Ensight, the 
obvious benefit is energy savings. Not so obvious, but just as important, is the impact these 
programmes have on the company being able to adopt other efficient practices and achieve 
further savings,” said Nyembe. 
 
Reference: 
Fin24. 2015. R95m saved in SA copper mine's energy costs. [Online] Adapted from: 
http://www.fin24.com/Entrepreneurs/News/R95m-saved-in-SA-copper-mines-energy-costs-
20150713 [Accessed: 31 July 2015]. 
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ADDENDUM B: ASSIGNMENTS FOR SEMESTER 1 
 

SUBMISSION OF ASSIGNMENT1 FOR THE 1ST SEMESTER 2018 
Assignment 

number 
Assignment type Unique number Due date 

1 Case study 792826 23 March 2018 

 

PLEASE NOTE: THIS ASSIGNMENT IS BASED ON THE CASE STUDY THAT IS PROVIDED 
IN ADDENDUM A. 

 
Question 1 
When you consider the supplier perception model, what type of relationship does Ensight 
Energy Solutions have Palabora Mining Company? [13] 
 
In your answer you should address the following: 
 Indicate the relationship type. (1) 
 Discuss the four axes of the model. (8) 
 Offer explanations of the two axes of the model for the relationship type that you have 

identified. (2) 
 Provide quotes from the case study for each of the two axes to substantiate your answer. 

(2) 
 
Question 2 
What type of organisational culture will exist between the individual team members of Ensight 
Energy Solutions and Palabora Mining Company? [02] 
 
Question 3 
“This is a people process, which concentrates on examining and changing the way things are 
done”. Discuss the stages of the way in which people react to change and suggest typical 
reactions that the employees at Palabora Mining Company may have. [21] 
 
Question 4 
When you consider the savings that Palabora Minig Company has achieved, it is clear that 
Ensight Energy Solutions is a well performing supplier. Which seven principles should Palabora 
Mining Company employ with other suppliers to achieve the benefit of supplier performance 
management? [14] 
 
TOTAL MARKS: 50 
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SUBMISSION OF ASSIGNMENT 2 OF THE 1ST SEMESTER 2018 

Assignment 
number 

Assignment type Unique number Due date 

2 Multiple-choice questions 743889 09 April 2018 
 
Question 1 
 
Which one of the following represents a measure in the supplier perception model?  
 
[1] The value of the business that the supplier offers to the buying organisation in terms of the 

buying organisation’s ultimate profit 
[2] The risk involved in doing business with the supplier and the complexity of the relationship 
[3] The level of integration that the supplier will be willing to allow with the buying 

organisation. 
[4] The level of attractiveness that the buying organisation’s business has for the supplier. 
 
Question 2 
 
Which of the following options indicate poor management of a contract? 
 
[1] Use commercially available contract management solutions. 
[2] Use risk-assessed contract language. 
[3] Extend long sourcing and contracting cycles.  
[4] Increase collaboration among internal stakeholders, especially procurement and finance. 
 
Question 3 
 
Identify a disadvantage of a survey when used as a supplier performance rating method. 
 
[1] The survey will be completed by an unlimited number of reviewers. 
[2] The survey is based on the experience of other companies. 
[3] The survey is not applicable to long-term evaluation of supplier performance. 
[4] The survey does not reflect the severity of quality problems. 
 
Question 4 
 
As with any organisation, the buying organisation may experience a natural tendency to operate 
in an independent and competitive manner, especially in uncertain times, which may hurt 
supplier relationships.  Which one of the following is such a tendency for the buying 
organisation? 
 
[1] Lock the supplier into business with them. 
[2] Give suppliers relevant information to form strategic partnerships with other organisations. 
[3] Pay minimum prices although greater returns are available on the market. 
[4] Absorb as much risk as possible in the supplier network. 
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Question 5 
 
Which option forms part of the developing stages of a buyer/supplier relationship? 
 
[1] The buyer’s expectations 
[2] The supplier’s expectations 
[3] Buyer commitment 
[4] Supplier commitment 
 
Question 6 
 
Which tool may be used to ensure compliance management is performed with a project 
baseline? 
 
[1] Performance dimension 
[2] Supplier risk scale 
[3] Responsibility matrix 
[4] Task length range 
 
Question 7 
 
Sunny Sports is in the process of signing a contract with Simply Shades.  The contract has 
been negotiated and drafted. What is the next stage for Sunny Sports in the contract lifecycle? 
 
[1] Creation 
[2] Activation 
[3] Compliance 
[4] Analysis 
 
Question 8 
 
In which scenario will a buying organisation classify a product or service as a leverage item?  
Where the expenditure of the product or service is (1) … and there are (2) … alternate products 
or services available. 
 
[1] (1) low; (2) many existing 
[2] (1) high; (2) some existing 
[3] (1) low; (2) only a few existing 
[4] (1) high; (2) no 
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Question 9 
 
Why is it important to sustain strategic supplier relationships? 
 
[1] An increasingly large percentage of the value of a product or service comes from 

suppliers, which is crucial for a buying organisation to satisfy its customers. 
[2] The focus of suppliers has shifted from a long-term corporate strategy to short-term 

purchasing, sourcing and supply objectives derived from applicable purchasing, sourcing 
and supply strategies. 

[3] The performance of all the current active suppliers (including those that underperform and 
excel) always outweighs the risk of finding a new suitable supplier to efficiently realise the 
organisation’s mission and objectives.  

[4] A common trend today is toward continuous improvement and promoting supplier 
innovation for the supplier to benefit exclusively. 

 
Question 10 
 
What is part of the managers of a supplier relationship team's responsibilities? 
 
[1] Communicate the expected standards of behaviour from team members. 
[2] Identify weaknesses and a lack of motivation of individual team members. 
[3] Control team members' performance by keeping to specific job descriptions. 
[4] Provide a general direction and objectives of the team's organisational culture. 
 
 
TOTAL MARKS: 10 
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ADDENDUM C: ASSIGNMENTS FOR SEMESTER 2 
 

SUBMISSION OF ASSIGNMENT 1 FOR THE 2ND SEMESTER 2018 
Assignment 

number 
Assignment type Unique number Due date 

1 Case study 806659 24 August 2018 
 
PLEASE NOTE: THIS ASSIGNMENT IS BASED ON THE CASE STUDY THAT IS PROVIDED 
IN ADDENDUM A. 

 
Question 1 
The interaction between Palabora Mining Company and Ensight Energy Solutions may be 
plotted on the continuum of buyer/supplier relationships. Under which of the principle classes on 
this continuum will the interaction between Palabora Mining Company and Ensight Energy 
Solutions fall? [11] 
 
In your answer you should address the following: 
 Indicate the relationship type. (1) 
 Discuss each of the following characteristics on the continuum: 

o contributions to new projects 
o duration 
o financial focus 
o relations 
o resources (5) 

 Provide quotes from the case study for each of the identified characteristics on the 
continuum to substantiate your answer: (5) 

 
Question 2 
There is a dedicated Ensight team that works with employees from Palabora Mining Company. 
Why can this joined team be viewed as successful? [05] 
 
In your answer you should: 
 use the checklist for identifying successful teams 
 apply five relevant characteristic of the team. (5) 
 
Question 3 
The management of Ensight Energy Solutions, such as the CEO, Rod Welford, may be 
identified as transformational leaders. Discuss and provide evidence from the case study that 
supports this statement. [06] 
 
In your answer you should address the following features of the model of leadership: 
 vision 
 control 
 outlook 
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Question 4 
“This is a people process, which concentrates on examining and changing the way things are 
done”. Discuss the change process (Lewin’s model) in detail. [28] 
 
In your answer you should: 
 discuss the three basic steps to implement change (according to Kurt Lewin) (3) 
 draw Lewin’s model (9) 
 discuss the eight steps of the extension of Lewin’s model (by Kotter and Schlesinger). (16)  
 
TOTAL MARKS: 50 
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SUBMISSION OF ASSIGNMENT 2 FOR THE 2ND SEMESTER 2018 

Assignment 
number 

Assignment type Unique number Due date 

2 Multiple-choice questions 755704 14 September 2018 
 
Question 1 
 
In the event that a supplier considers the buying organisation’s business as essential to its 
turnover, but the business that it offers is not inviting, which type of relationship will the supplier 
consider to have with the buying organisation? 
 
[1] Develop 
[2] Core 
[3] Marginal 
[4] Exploit 
 
Question 2 
 
Which one of the following options displays a characteristic of a transactional buyer/supplier 
relationship? 
 
[1] Reactive expediting 
[2] Focus on total cost 
[3] High level of integration 
[4] Interdependent connection 
 
Question 3 
 
What type of tool is a service level agreement? 
 
[1] Monitor-measurement-feedback 
[2] Key performance indicator 
[3] Balanced scorecard 
[4] Conflict-prevention 
 
Question 4 
 
Which type of buyer/supplier relationship will a buying organisation have with the supplier if it is 
difficult to predict requirements in advance? 
 
[1] Regular trading 
[2] Call-off contracts 
[3] Systems contract 
[4] Spot purchases 
 



 

24 

Question 5 
 
To understand individuals we need to understand behaviour.  Ultimately, what makes us 
primarily say the things we do or determine the way we act? 
 
[1] Habits 
[2] Cultural influences 
[3] Beliefs 
[4] Past experiences 
 
Question 6 
 
Tombi Tours is undergoing major restructuring within the organisation.  The employees are all 
worried about the future.  In which one of the following scenarios is a driving force for the 
planned changes present for the person involved? 
 
[1] Mpho, a wildlife tour guide, will join a game ranger in the field on a monthly basis to learn 

about native trees in his new role as Fauna and Flora professional. 
[2] Marvin, a booking manager, will extend the office hours by two hours to ensure that all 

customers will be served. 
[3] Nina, a secretary, will be retrenched since everyone is now expected to attend to their own 

administration. 
[4] Malcom, a cashier, will draw up extensive financial reports to tract the financial wellbeing 

of the organisation. 
 
Question 7 
 
All Gold is in the initial stages of a contract with a new buying organisation, Mom’s Market, 
which is based in a new upmarket residential area with the prospect of further developments, 
will only stock a limited number of All Gold’s products.  What type of relationship will All Gold 
have with Mom’s Market according to the supplier perception model? 
 
[1] Marginal  
[2] Exploiting 
[3] Developing 
[4] Core 
 
Question 8 
 
Which attribute in the continuum of buyer/supplier relationships is typically associated with 
alliance relationships? 
 
[1] Quality of products is only inspected upon arrival. 
[2] Orders are expedited reactively. 
[3] The focus of the relationship is on price. 
[4] Supply disruptions are unlikely. 
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Question 9 
 
Elbows Cleaning Services has expanded their business internationally and has, therefore, 
become increasingly aware of the environment and the impact it has on nature and the future of 
Earth. Which type of supplier certificate will be most important to Elbows Cleaning Services in 
their decision to award a contract? 
 
[1] Balanced scorecard 
[2] Internal certification 
[3] ISO9000 
[4] ISO14000 
 
Question 10 
 
Which one of the following characteristics is true for a market exchange profile? 
 
[1] Suppliers mostly consist of large multiproduct supply houses. 
[2] The market is concentrated with only a few established players. 
[3] The need for engineering efforts and expertise is low. 
[4] Large capital investments in products are required. 
 
 
 
TOTAL MARKS: 10 
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ADDENDUM D: SELF-ASSESSMENT ASSIGNMENT 
 
Nissan to jack up SA parts skills 
 
Nissan South Africa is pushing local car part suppliers to create better relationships with their 
global counterparts, so that they can bring new technologies home and make production more 
cost effective. This drive comes at a critical time for South Africa's embattled component sector, 
amid cries from industry bodies to increase the proportion of local content in South African cars. 
At present about 60% of components in locally made Nissans are South African. Nissan SA's 
general manager of purchasing, Stefan Haasbroek, said he would like this to rise to 70%, which 
is also the goal set for the industry by the National Association of Automobile Manufacturers SA 
(Naamsa). "We won't increase local content for the sake of it - we will increase it because it is 
profitable," said Haasbroek. 
 
The local car parts industry faces problems of a lack of skills and technology to make the 
necessary components at home. Car models are developed overseas in conjunction with new 
technology used in the parts. Once the vehicle is ready for worldwide production, South African 
car manufacturers find themselves lacking the know-how to make the necessary parts and is 
forced to import. Haasbroek said that Nissan SA is working with the supplier base to develop 
relationships with overseas parts manufacturers to transfer technologies to South Africa. "But 
the issue is not only to get the technology - it also has to make economic sense," he said. 
 
Asian know-how needed 
Nissan SA is tapping into its global supplier base to provide local parts manufacturers with 
advice on optimum production cost structures, based on an international benchmark. At the 
moment, localisation of parts is the easiest for items that are cheap to make and relatively large, 
such as car seats and carpets. 
 
Localisation of more sophisticated items such as those containing complex electronics makes 
sense if the car model has a long lifespan and sells in large volumes. Haasbroek also said that 
he would like to attract Asian component manufacturers to open shops in South Africa, which 
would transfer skills and create jobs. This strategy is already employed by Volkswagen. 
 
The local component industry is battling with low volumes related to the depressed demand, 
which hit the automotive sector worldwide over the past two years. In addition, cheaper 
competition from the East and a strong local currency are rendering exports uncompetitive. 
 
Component representative bodies have called for macro control to stabilise the rand at an 
exchange rate of about R9/$1. Haasbroek said that interfering in the currency is "not a good 
idea". "We prefer to work with the suppliers to lower their costs," he said. 
 
Increasing local content is a key strategy for the sustainability of the South Africa car industry. 
However, the process is being driven harder ahead of the introduction of the Automotive 
Production and Development Programme, which offers incentives for higher levels of local 
parts.  
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Reference: 
Doneva, S. 2010. Nissan to jack up SA parts skills. [Online] Adapted from: 
http://www.fin24.com/Companies/Nissan-to-jack-up-SA-parts-skills-20100325 [Accessed: 27 
August 2013]. 
 
QUESTIONS: [20] 
 
1) When you consider the supply positioning model, what type of products does Nissan buy 

from its car part suppliers? (07) 
In your answer you should address the following: 
 Indicate the product type. (1) 
 Provide a short explanation of three characteristics of that type of product. (3) 
 Quote a sentence for each characteristic from the case study to substantiate your 

answer. (3) 
 

Answer: 
 
Nissan buys critical products from its car part suppliers. 
 
1. Due to the lack of skills and technology there are few qualified sources of products 

available.  
 "The local car parts industry faces problems of a lack of skills and technology to make the 

necessary components at home." 
2. South Africa has to import the necessary parts to finish off the final product, this means that 

alternate products are not available locally, and this in-turn would lead to high expenditure. 
 "Once the vehicle is ready for worldwide production, South African car manufacturers find 

themselves lacking the know-how to make the necessary parts and is forced to import." 
3. A strategy may improve the profitability of the organisation. 
 "Haasbroek also said that he would like to attract Asian component manufacturers to open 

shops in South Africa, which would transfer skills and create jobs."  

 
2) As a supplier relationship management student, you have been approached by Nissan 

South Africa to help them leverage an Asian supply base in order to fulfil their dream of 
saving money for the people and still contain their total cost structure to remain competitive 
in the market. Identify and explain the seven-step approach to develop local car parts 
manufacturers. (07) 
In your answer you should address the following: 
 Apply the information in the case study to each of the seven steps of developing the 

supplier. (7) 
 

Answer: 
 
A seven-step approach to supplier development: 
 
(1) Identify critical products and services:  
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The critical products and services required are technology and skills to make the necessary 
components at home. 
 
(2) Identify critical suppliers:  
Asian, global supplier has been identified as the base to provide local parts manufacturers with 
advice on optimum production cost structures, based on an international benchmark. 
 
(3) Form a cross-functional team:  
Next, the buyer, Nissan, must develop an internal cross-functional team with a clear agreement 
with the Asian component manufacturers for the development initiative of local part 
manufacturers. 
 
(4) Meet with top management of supplier:  
The buyer’s cross-functional team meets with the Asian supplier’s top management team to 
discuss details of strategic alignment, supplier performance measurement, improvement, and 
professionalism. 
 
(5) Identify key projects:  
Employ the correct skills and technology to improve the local car industry production statistics 
(to 70%), because it is profitable and to avoid having to import car parts (components), thereby 
stabilising the currency. Another key project will be to create employment by opening an 
international shop locally.  
 
(6) Define details of agreement:  
After an agreement has been reached on the development projects, the partners must jointly 
decide on the metrics to be monitored such as percentage improvement in production cost, 
employment rate increase, etc. 
 
(7)  Monitor status and modify strategies:  
To ensure continued success, management must actively monitor progress, promote exchange 
of information, and revise the strategy as business conditions warrant. 

 
3) How can Nissan South Africa build trust between its organisation and an Asian component 

manufacturer organisation? (06) 
In your answer you should address the following: 
 PLEASE NOTE: The trust which is referred to is between two organisations – NOT 

between individuals inside those organisations! 
 List three components of building that trust. (3) 

Motivate your answer with a short explanation or quote for each component. (3) 
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Answer: 
 
When there are mutual benefits, transparency and honest communication, trust is established. 
In the case study the parties involved are the Asians, the local car parts industry, and Nissan, 
who will all benefit. 
 
Haasbroek, on behalf of Nissan, also builds trust by: 
 Showing acceptance – He cares and appreciates people by wanting to create jobs and to 

save production costs by improving production technology. 
 Being open – He openly and honestly reveals his thinking and feeling about “interfering with 

currency is not a good idea”. 
 Confidence in others – He believes that with the right skills and technology local car part 

manufacturers will be able to make the parts they are currently importing. 
 Showing a willingness to help the other parties become more successful by suggesting 

Asian car part manufacturers to open shops and share skills and knowledge for all to 
benefit. 
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ADDENDUM E: LIST OF TERMINOLOGY 
 
Definitions of key terms used in all Purchasing and Supply Chain Management modules 
Please note: The definition of the key term is presented in a block and this is followed by 
explanatory notes on the underlined words (if applicable).  
 
Value chain 
 
The value chain (developed by Michael Porter) comprises primary and support activities that can 
lead to a competitive advantage for an organisation when they are configured properly. The 
value chain is also seen as a management philosophy. 
 
Explanatory notes on the term "value chain": 
 Primary activities include inbound logistics, operations, outbound logistics, marketing and 

sales, and customer service. 
 Support activities include purchasing, human resources management, technological 

development and infrastructure. 
 
Supply chain 
 
The supply chain is a network of organisations that are involved, through upstream and 
downstream linkages, in the different processes and activities that produce value in the form of 
products and services that satisfy the ultimate customers’ needs. 
 
Explanatory notes on the term "supply chain": 
 The upstream and downstream linkages are the different flows of products, services, 

finances and information that begin with sourcing raw materials and extend to the delivery of 
end items to the final consumer or end user. The upstream linkages are on the supplier side 
of the supply chain, whereas the downstream linkages are the physical distribution of 
products/services and customer service to the end consumer.  

 The activities are performed by all the organisational functions that enable the production, 
delivery and recycling of materials, components, end products and services. 

 
Supply chain management (SCM) 
 
SCM is a management philosophy aimed at proactively integrating and coordinating a network 
(or web) of upstream linkages (sources of supply), internal linkages (inside the organisation, 
according to the value chain approach) and downstream linkages (distribution and ultimate 
customers) in performing specific key business processes and activities that will ultimately create 
and optimise value for the customer in the form of products and services specifically aimed at 
satisfying customer demands and expectations. 



MNP3703/101/3/2018 
 

31 

Explanatory notes on the term "supply chain management": 
 This management philosophy is based on a systems approach to manage the different 

flows. 
 The flows extend across organisational boundaries to form networks. 
 In SCM, "linkages" refer to the two-way movement and coordination between the different 

flows. 
 The key business processes are sourcing and procurement, conversion, all logistics 

management activities, and the coordination and collaboration between channel partners.  
 

Supply management  
 
The supply management function is responsible for the strategic process of identifying, 
acquiring, accessing, positioning and managing the resources that the organisation currently or 
potentially needs to achieve its mission and strategic goals. 
 
Explanatory notes on the term "supply management":  
 Supply management as an organisational function not only refers to performing typical 

purchasing activities, but also to performing supply activities due to a broader, more long-
term focus which includes performing additional supply activities. Thus, supply management 
is not just another name/term for purchasing management, but is a strategic, progressive 
version of basic purchasing.  

 The strategic process to achieve the organisation's mission involves effectively managing 
the supply base (by managing supplier relations) and using a process orientation (to 
maintain the lowest total cost of ownership) together with cross-functional teams.  

 
Purchasing (management) (used as a noun and a verb)  
 
The activities and processes (as well as the organisational function) of deciding what, when and 
how much to purchase; responding to requests for material by user departments; sourcing 
material and services by identifying and selecting suppliers; negotiating terms and availability 
agreements and contracting with suppliers; performing the act of purchasing the required items 
or services; communicating order status and actual or potential supply disruptions; and ensuring 
that what is required is received on time in the quantity and quality specified. Furthermore, 
supply market research, supplier measurement and improvement, and purchasing systems 
development have to be managed. 
 
Purchasing and supply management 
 
This combined term is used in module MNP2601, but the difference between purchasing 
management and supply management is still acknowledged. 
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Strategic purchasing 
 
The process of planning, implementing, evaluating and controlling strategic and operating 
decisions to direct all the activities of the purchasing function towards opportunities that are 
consistent with the organisation’s capabilities in order to achieve its long-term goals.  
Procurement 
 
This term is used most often when referring to the purchasing function of government entities. 
 
Sourcing (used as a noun and a verb) 
 
Sourcing (also known as purchasing) refers to the process of identifying, conducting 
negotiations with and forming supply agreements with vendors of goods and services. 
 
Strategic sourcing 
 
In a broad sense, strategic sourcing refers to all the issues that are of strategic importance in the 
supply of materials and services to a modern organisation. 
 
In a narrow sense, strategic sourcing is the strategic management process whereby 
commodities (materials and services) and suppliers are analysed, and relationships are formed 
and managed according to best practices and appropriate strategies in support of long-term 
organisational goals. 
 
Explanatory note on the term "strategic sourcing":  
Best practices and appropriate strategies include identifying opportunities (for example cost 
reductions, new technology advancements and supply market trends) to improve quality, 
delivery, performance and competitive advantage. 
 
First-tier suppliers 
 
These are an organisation's direct suppliers, or the immediate or primary set of vendors directly 
used by an organisation.  
 
First-tier customers 
 
These are an organisation's direct customers. 
 
Second-tier suppliers 
 
These are a supplier's suppliers; a second-tier supplier is a vendor to a first-tier supplier. 
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Second-tier customers 
 
These are a customer's customers. 
 
Logistics 
 
The practice of physically moving and storing goods during purchasing and supply chain 
activities to meet customer requirements at minimum cost. 
Third-party logistics services (3PLs) 
 
3PLs are for-hire outside (external) agents (or specialised organisations) to which all or much of 
an organisation’s logistics activities can be outsourced. 
 
Explanatory note on the term "third-party logistics services":  
These logistics activities include transportation, warehousing, document preparation, customs 
clearance, packaging, labelling and freight bill auditing.  
 
Logistics management 
 
The part of supply chain management that plans, implements and controls the efficient and 
effective forward and reverse flow and storage of goods, services and related information 
between the point of origin and the point of consumption to meet customers’ requirements. It 
includes inbound, outbound, internal and external movements, and is relevant in both 
manufacturing and service organisations and in both private and public sector organisations. 
 
Explanatory note on the term "logistics management":  
The logistics management function is an integrated function which coordinates and optimises all 
logistics activities within the function (internally) as well as integrates logistics activities with 
other organisational functions (externally).  
 
Transportation 
 
Transportation is a central part of logistics and distribution management. It refers to the 
movement of products (for example cargo, supplies, people and equipment), by any mode of 
transport, from one place to another. 
 
Distribution management 
 
Distribution management entails managing downstream processes (or outbound logistics) and 
activities to deliver and thus physically distribute the product or service from the end of the 
production line to the ultimate (or end) customer. 
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Distribution channels 
 
A network of organisations and institutions that together perform all the functions required to link 
producers with end customers to accomplish the marketing task of delivering products and 
services in the hands of the final consumer for need satisfaction.  
 
 
The definitions were compiled from the following sources: 
 
Boateng, D. 2014. An executive compendium of supply chain management terms. (A Panavest 
supply chain management reference guide, in partnership with Sasol.) 
 
Hugo, WMJ, Badenhorst-Weiss, JA & Van Biljon, EHB. 2004. Supply chain management: 
Logistics in perspective. Pretoria: Van Schaik. 
 
Hugo, WMJ & Badenhorst-Weiss, JA. 2011. Purchasing and supply management. 6th edition. 
Pretoria: Van Schaik. 
 
Johnson, PF, Leenders, MR & Flynn, AE. 2011. Purchasing and supply management. 
14th edition. New York: McGraw-Hill.   
 
Monczka, RM, Handfield, RB, Guinipero, LC & Patterson, JL. 2016. Purchasing and supply 
chain management. 6th edition. Manson, OH: South-Western Cengage Learning. Wiid, J. 2013. 
Distribution management. Cape Town: Juta.  
 
Wisner, JD, Tan, KC & Leong, GK. 2012. Supply chain management: A balanced approach. 3rd 
edition (student edition). Manson, OH: South-Western Cengage Learning. 
 




