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1 INTRODUCTION 
Dear Student 
 
This tutorial letter contains the answers to Assignment 01 and Assignment 02 and the format of 
the examination paper. It also includes an example of previous examination questions and an 
example of how to answer a question on a case study. 
 

2 GUIDELINES FOR ANSWERING ASSIGNMENT 01 
With a case study it is very important to remember to apply the theory in the study guide to the 
facts given in the case study to answer the question in full. Therefore, merely stating a point 
discussed in the literature of the study guide will not be marked as a correct answer. That said, 
if there is theory stated in your study guide that may relate to the question, but there is no 
information in the case study to support your answer, you may make your own relevant 
assumptions to apply the theory to the case study. Here are the answers to Assignment 01. 
 
QUESTION 1 
 
When you consider the supplier perception model, what type of relationship does Principle 
Game currently have with Lula Lapeng Lodge? (1) 
 
ANSWER: 
 
Principle Game currently has and views it to be a core relationship with Lula Lapeng Lodge.√ 
 
QUESTION 2 
 
When you consider the supplier perception model, what type of relationship is Principle Game 
moving towards with Lula Lapeng Lodge? (5) 
 
In your answer you should address the following: 
• Indicate the relationship type. (1) 
• Briefly discuss the two axis of the model. (2) 
• Provide proof from the case study to support each axis to substantiate your answer. (2) 
 
ANSWER: 
 
Principle Game is moving towards an exploit relationship with Lula Lapeng Lodge.√ 
 
The axis of the model 
The supplier perception model identifies how suppliers see a buying organisation by focussing 
on two aspects  
(1) the value of the business offered by the buying organisation in terms of the supplier turnover 
levels, and √ 
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(2) the level of attractiveness that the buying organisation’s business has for the supplier. √ 
 
Proof from the case study 
• The value of the business from Lula Lapeng Lodge remains high – "the organisations find 
great value in their business with each other" √ 
• The level of attractiveness that Lula Lapeng Lodge's business has for Principle Game has 
lowered – "It has now gone as far as focussing more attention on developing its relationship 
with other suppliers in the area." √ 
 
QUESTION 3 
 
Discuss Mr Davidson's management style with reference to an aggressive, passive or assertive 
management style. (6) 
 
ANSWER: 
 
Mr Davidson is an autocratic and aggressive manager: √ 
(any 5 √) 
• drives and pushes people but is not a leader 
• has a single viewpoint 
• is a one-way communicator 
• is demanding – ‘do it my way, now’ 
• takes fixed ‘my way’ positions with a contest of will 
• makes threats and applies pressure 
 
QUESTION 4 
 
Make recommendations to Mr Davison and Ms Sims on necessary changes or improvements to 
ensure an effectively managed organisational culture. (4) 
 
ANSWER: 
 
As with any other aspect within an organisation, it is of the utmost importance to effectively 
manage the organisational culture. This quick test will show the management tasks that may be 
needed to improve work, for example: 
(any 4 √) 
• communicating regularly; for example, what do people think about their work and what do 

they want to do? 
• creating a shared vision; for example, so that everyone knows where they are going; 
• improving the physical environment; for example, lighting; 
• using ideas from the team to make improvements to the work; 
• using people playing to their strengths; for example, considering people’s skills and 

aspirations and allocating work accordingly. 
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QUESTION 5 
 
What is the most probable behaviour staff will show in the current stage of its team building 
process? (4) 
 
ANSWER: 
 
A team building process 
 
Stage I: Forming the team √ 
 
Probable behaviour: (any 3 √) 
• excitement, anticipation and optimism 
• pride in being selected for the project 
• initial, tentative attachment to the team 
• suspicion, fear and or anxiety about the job ahead 
 
[Total marks: 20] 
 
 

3 GUIDELINES FOR ANSWERING ASSIGNMENT 02 
Here are the answers to Assignment 02.  
 
QUESTION 1 
Answer: Option 2.  
Option 2 is the correct answer, as the question states the definition of logistics management. 
Options 1, 3 and 4 are incorrect. You can find their respective definitions in your tutorial letter 
101. 
 
QUESTION 2 
Answer: Option 2. 
Option 2 is correct, because evaluators from the buying organisation score the supplier by 
evaluating agreed factors, such as price, delivery and quality, and then add the individual 
scores to come to a final rating for that supplier. Options 1, 3 and 4 are also supplier 
performance rating methods, but are not relevant in the case of choosing a supplier from a pre-
approved list. 
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QUESTION 3 
Answer: Option 4. 
Option 4 is correct, because at the highest level of trust (goodwill trust), mistakes within a 
relationship will present an opportunity to learn and to change the mistake to the benefit of both 
organisations, rather than to focus on the enforcement of the stated relationship. Options 1 and 
3 are incorrect, because they illustrate a low level of trust (boundary trust). Opposed to option 1, 
there will not only be a mere agreement to exchange data for business - in the highest level of 
trust - there will be a rational association and joint decisions will be made. Opposed to option 3, 
there will be no restrictions in the highest level of trust - instead the highest level of trust will be 
open ended and on-going. Option 2 is incorrect, because it illustrates a higher level of trust 
(reliable trust), but in the highest level of trust there will be a cognitive connection and decisions 
will be made together. 
 
QUESTION 4 
Answer: Option 3. 
Option 3 is correct, because that is the first element that the IMP model evaluates the 
buyer/supplier environment on. Options 1, 2 and 4 are all irrelevant. 
 
QUESTION 5 
Answer: Option 4.  
Option 4 is the correct answer, as outbound logistics will be an example of a primary activity in 
the value chain. Options 1, 2 and 3 are incorrect as they are all classified as support activities.  
 
QUESTION 6 
Answer: Option 1.   
Option 1 is correct, since upstream linkages would be in the direction of the supplier.  
Downstream linkages would be in the direction of the consumer (option 2).  The focal 
firm (option 3) would be specific node in the supply chain from which linkages 
originate.  The outbound side (option 4) is usually the logistics activity performed 
when goods leave the organisation in the downstream direction of the final 
consumer.    
 
QUESTION 7 
Answer: Option 1. 
Option 1 is correct. Options 2, 3 and 4 are incorrect, because they indicate the aims of 
performance management, compliance management and administration, respectively. 
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QUESTION 8 
Answer: Option 1. 
Option 1 is correct, because the managers need to clearly communicate what will be expected 
from team members. Option 2 is incorrect, because a positive manager will not focus on team 
members' weaknesses. Option 3 is incorrect, because a manager should rather empower team 
members than control them. Option 4 is incorrect, because a manager needs to provide a clear 
direction of the organisational culture, not a general direction. 
 
QUESTION 9 
Answer: Option 4. 
A first-tier customer would be the first customer buying from the focal firm; therefore, 
option 4 is correct.  The primary set of suppliers (option 1) would be first-tier suppliers 
(not customers).  A vendor to a first-tier supplier (option 2) would be a second-tier 
supplier.  A customer’s customer (option 3) is referred to as the second-tier customer 
(not first-tier).   
 
QUESTION 10 
Answer: Option 2. 
Option 2 is correct, because it refers to direct contact. Options 1, 3 and 4 refer to indirect 
contact. 
 
QUESTION 11 
Answer: Option 3. 
Option 3 is correct, because a supplier that loses motivation to perform and becomes 
complacent is a typical symptom of supplier opportunism. Options 1, 2 and 4 are incorrect, 
because these risks are not associated with a supplier becoming complacent. 
 
QUESTION 12 
Answer: Option 2. 
Option 2 is correct, because recourse through the legal system should be considered as the 
buying organisation’s last resort. Options 1, 3 and 4 are all options that can be considered 
before a lawyer is consulted. 
 
QUESTION 13 
Answer: Option 3.  
Option 3 is the correct answer and the definition of supply management as seen in tutorial letter 
101. Option 1 is incorrect as it is the definition of strategic purchasing. Option 2 is incorrect as it 
is the definition of sourcing. Option 4 is incorrect as it is the definition of strategic sourcing from 
a narrow sense. 
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QUESTION 14 
Answer: Option 3. 
Option 3 is correct, because a comparison of the baseline with actual performance will provide 
the mechanism for ensuring that suppliers are complying with the requirements of the contract. 
This provides the bare necessities to determine if a buying organisation is getting what they 
paid for. Options 1, 2 and 4 are incorrect, because they are not associated with compliance 
management. 
 
QUESTION 15 
Answer: Option 1. 
Option 1 is correct, since 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 in the focal firm to 
the ultimate (or end) consumer.  Option 2 is incorrect, since upstream processes 
would be in the direction of the supplier.  Option 3 (purchasing processes) would 
also entail upstream activities, which makes this option incorrect.  Option 4 is 
incorrect, since the focal firm represents a specific node in the supply chain from 
which distribution processes (and other processes) will take place.   
 
QUESTION 16 
Answer: Option 4.  
This is basic theory you need to know. Option 1 is incorrect, because it refers to legitimate 
power. Option 2 is incorrect, because it refers to a lack of expert power. Option 3 is incorrect, 
because it directly relates to power of reward or punishment. 
 
QUESTION 17 
Answer: Option 3. 
Option 3 is correct, because team members start to settle in the ‘warming’ stage and accept 
being part of the team. Members are relieved that it seems everything is going to work out. 
Option 1 is irrelevant, because the team is only being formed now, therefore a ‘new’ ability could 
not have been acquired. Also, team members are still suspicious of one another in this stage. 
Option 2 is incorrect, because, in this stage, there is strong resistance to the tasks and there is 
a sharp fluctuation in attitudes of the team members, causing team members to express 
criticism mostly. Option 4 is incorrect, because, in this stage, the team members have acquired 
all the skills that are necessary to work together and is satisfied with the performance. 
 
QUESTION 18 
Answer: Option 1. 
Option 1 is correct, since a first-tier customer is an organisation's direct customer, who 
would be the retailer in this case.  The customers to whom the retailer sells would be 
the second-tier customers (option 3).  The retailer would not be the wholesaler’s 
supplier, making options 2 and 4 irrelevant.    
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QUESTION 19 
Answer: Option 3. 
Option 3 is correct, because creating and empowering a group to lead change will encourage 
the group to work as a team, thereby creating the guiding association. Option 1 is incorrect, 
because to achieve shorter-term goals is involved in step 6, which is to generate short-term 
wins. Option 2 is incorrect, because to remove obstacles is involved in step 5, which is to 
empower broad-based action. Option 4 is incorrect, because to re-establish the process with 
new projects is involved in step 7, which is to consolidate gains and produce more change. 
 
QUESTION 20 
Answer: Option 2. 
Option 2 is correct, because by trying out the changes, it will reinforce and support the change 
so that it becomes a relatively permanent part of organisational processes (refreezing or 
piloting). Option 1 is incorrect, because it is part of phase 1 where people or organisations are 
enabled to be willing to change (unfreezing). Option 3 is incorrect, because it is part of phase 2, 
where the selection of techniques to implement change will be changed (changing). Option 4 is 
incorrect, because it is part of both phases 1 and 2, but not in phase 3, since the resistance to 
change should have been overcome by now. 
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4 GUIDELINES FOR ANSWERING EXAMINATION QUESTIONS 
It is essential to follow a systematic approach and to use headings and paragraphs when 
answering examination questions and essay-type assignments (such as the case study 
Assignment, 01, in Tutorial Letter 101). Students often ignore the importance of using headings 
and paragraphs, which can result in their marks being disappointing. We have also found that 
students struggle to answer essay-type questions. For this reason we provide some guidelines 
below on how to answer this type of question. 
 
4.1 Structure and headings 

Use STRUCTURE AND HEADINGS when answering essay-type questions. Do not, under any 
circumstances, write only ONE LONG PARAGRAPH. An essay that consists of one long 
paragraph indicates that you do not know how to structure your answer. When you write long, 
unstructured paragraphs you tend to start drifting away from the question that is being asked. 
 
4.2 Relevance 

Make sure your answer is relevant to the question being asked.  Do not try to include irrelevant 
information in your answer. You will not receive any marks for such information.  Make sure you 
identify exactly what is being asked and that you answer the question directly. Unfortunately, 
some students provide a very thorough and detailed discussion on a question that was not 
asked! These answers are then marked as incorrect.   
 
4.3 Answer the entire question 

Make sure you read the question and answer everything that is being asked. Some students 
only answer part of the question and then expect full marks. If a student answers only 40% of 
the question being asked, he or she cannot be given more than 40% of the marks for that 
question. For example, a 25 mark-question requires an answer to be presented in five steps of 
equal length. If you discuss only the first two steps, and write five pages about these two steps, 
you will not receive more than ten marks for this question, simply because you only answered 
part of the question. 
 
4.4 Time management 

Many students complain that they did not have enough time to complete the examination paper. 
However, part of the examination process is to determine whether students can identify what is 
being asked, and give concise, but complete answers. You have to be able to identify the 
important aspects of the question, which means that you should only provide information that is 
strictly relevant.  
 
Please consult Tutorial Letter MNALLE-Q/4/301/2017, which provides clear guidelines on the 
correct approach to answering essay-type questions. 
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5 FORMAT OF THE EXAMINATION PAPER 
The duration of the examination will be two hours. The examination is a fill-in question paper 
and the format for this module will be as follows:  
 
• Section A will be compulsory and will consist of 20 multiple-choice questions that will count 

one mark each. The total marks for this section will be 20 marks.  
• Section B will be compulsory and will be based on a case study with shorter questions. 

Make sure to understand and internalise the content of the module to be able to answer 
application questions in the examination. It is very important that you apply the information 
in the case study when you answer the questions. The total marks for this section will be 30 
marks. 

• Section C will consist of two long questions from which you will be able to choose one 
question (20 marks each) to answer. The two questions may consist of a long essay 
question or shorter paragraph-type questions. Please note: Only the first question that you 
have completed will be marked – you will not be benefitted in any way if you complete both 
long questions. The total marks for section C will be 20 marks. 

• The total marks for the paper will be 70 marks.  
 
If you do not obtain a subminimum of 40% in the examination, your semester mark will 
not be taken into account to calculate your final mark. The combined weighted average of 
your year mark and examination mark must be 50% or higher for you to pass the module. 
 

VERY IMPORTANT:  New examination papers with completely new and different questions 
have been set.  
 
Each of these sections is briefly discussed: 
 
5.1 Multiple-choice questions (section A) 

Section A of the examination consists of 20 multiple-choice questions and must be answered in 
pencil on the mark-reading sheet that will be provided to you by the invigilator. Examples of 
multiple-choice questions can be found in Assignment 02. You can expect similar questions in 
the examination. 
Please remember to write your student number and module code on the mark-reading sheet. 
Also write the answers to the questions in section A in your examination answer book in case 
the mark-reading sheet gets lost.  
 
5.2 Example of how to answer a case study (section B) 

When answering sections B and C of the examination paper, you need to start by analysing the 
questions carefully and critically in order to determine precisely what is required of you. 
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Please note that section B of the examination paper will include a case study, therefore 
Assignment 01 was provided to practise the manner in which the questions may be asked and 
the way in which you should answer the questions.   
 
5.3 Examples of examination questions (section C) 

Section C of the examination paper may include essay or paragraph-type questions, therefore 
the Self-Evaluation assignment was provided to practise the manner in which the questions may 
be formulated and how to answer these questions.   
 
Please do not contact the lecturer for examination hints. NO examination hints will be 
provided.  
 
Important: The intention in this tutorial letter is not to provide you with a list of examination 
questions, but to give you an idea of how examination questions could be formulated. 
 
 

6 CONCLUDING REMARKS 
I trust that the above guidelines will help you to evaluate your answers to Assignments 01 and 
02 and that this tutorial letter has given you some idea of the type of questions to expect in the 
examination.  
 
Good luck with your studies! 
 
Ms L Marcantuono 
Module co-ordinator 
DEPARTMENT OF BUSINESS MANAGEMENT 
Unisa 
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ADDENDUM A – A PREVIOUS EXAMINATION PAPER 
 
This paper consists of seven pages, plus instructions for the completion of a mark-reading sheet. 
 
ANSWER SECTION A, B AND C (TOTAL: 70 MARKS) 
 
SECTION A [20] 
 
ALL THE QUESTIONS IN SECTION A ARE COMPULSORY 
 
Answer all the questions on the mark reading sheet AND write your answers in your 
green answer book as a back-up.  
 
Each question counts 1 mark. 
 
 
QUESTION 1 
 
A service level agreement is a ... tool. 
 
[1] monitor-measurement-feedback 
[2] key performance indicator 
[3] balanced scorecard 
[4] conflict-prevention 
 
QUESTION 2 
 
Organisations outsource increasingly more business sections, thus resulting in a larger portion 
of costs lying outside the organisation in a supply chain. How may an organisation attempt to 
save costs internally? 
 
[1] Work with their suppliers to lower the total cost of materials purchased. 
[2] Recognise and celebrate the achievements of their best suppliers. 
[3] Adopting any new management practice and related technologies. 
[4] Collaborate with brokers to increase profits on products sold to internal customers. 
 
QUESTION 3 
 
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 4 
 
A wide spectrum of relationships between buyers and suppliers can exist based on the type of 
interaction between the buying organisation and the supplier. The spectrum stretches from ... to 
... relationships. 
 
[1] corporate; collaborative 
[2] transactional; alliance 
[3] competitive; contributing 
[4] buyer; supplier 
 
QUESTION 5 
 
Why would an organisation ideally decide on managing a business by constructing a team? 
 
[1] All team members must be responsible for the achievement of the outcome. 
[2] Committing to a team sets goals and objectives. 
[3] A team will put personal agendas before those of individuals. 
[4] A team will work together for a common shared and meaningful outcome. 
 
QUESTION 6 
 
In which stage of integration will a buying organisation be with its supplier, if the supplier has an 
established reputation with the buying organisation and if this results in a smaller pool of 
suppliers for the buying organisation? 
 
[1] Competitive leverage 
[2] Preferred supplier 
[3] Performance partnership 
[4] Strategic alliance 
 
QUESTION 7 
 
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 
 
QUESTION 8 
 
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 



MNP3703/201 
 
 

15 

QUESTION 9 
 
To understand individuals we need to understand behaviour.  Ultimately, what makes us say the 
things we do or determine the way we act? 
 
[1] Habits 
[2] Cultural influences 
[3] Beliefs 
[4] Past experiences 
 
QUESTION 10 
 
Which statement best describes strategic sourcing? 
 
[1] A strategic management process whereby commodities and suppliers are analysed, and 

relationships are formed and managed according to best practices and appropriate 
strategies in support of long-term organisational goals. 

[2] An analysis of the entire customer base to ensure that a strategic relationship is formed 
with each type of customer within the various categories of commodities purchased. 

[3] The management process of planning, implementing, evaluating and controlling strategic 
operating decisions for directing all activities of the purchasing function towards 
opportunities consistent to the organisation’s capabilities to achieve its long-term goals. 

[4] The strategic management practice whereby existing suppliers of commodities are 
categorised according to its focus of business, performances are evaluated against set 
standards and its own performance as an organisation is accordingly benchmarked. 

 
QUESTION 11 
 
Which of the following that may be classified as an internal change can affect buying 
organisations? 
 
[1] The introduction of the use of EDI 
[2] The global financial crises 
[3] A substantial increase in fuel prices 
[4] A resultant increase in interest rates 
 
QUESTION 12 
 
Which type of negotiator will do just enough to get a good contract with difficult and 
unreasonable suppliers? 
 
[1] Analyser 
[2] Climber 
[3] Camper 
[4] Quitter 
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QUESTION 13 
 
Groups of interrelated actions, such as a negotiation encompassing a number of actions, form 
a(n) … . 
 
[1] action 
[2] episode 
[3] sequence 
[4] relationship 
 
QUESTION 14 
 
One of the risks associated with contract management is that the … 
 
[1] buying organisation’s responsibilities are monitored. 
[2] supplier's responsibilities are monitored. 
[3] supplier abandons its other business. 
[4] buying organisation causes superior short-term performance. 
 
QUESTION 15 
 
In which step of the supplier performance management model should both parties clearly 
identify and agree on the performance milestones on which the incentives will be based? 
 
[1] Identify the key performance indicators (KPIs). 
[2] Create the performance incentives. 
[3] Negotiate the performance targets. 
[4] Hold periodic award events after the contract is awarded and performance starts. 
 
QUESTION 16 
 
According to Kurt Lewin’s model, the sequential process of implementing changes involves … 
 
[1] freezing, changing and refreezing. 
[2] unfreezing, freezing and changing. 
[3] changing, freezing and unfreezing. 
[4] unfreezing, changing and refreezing. 
 
QUESTION 17 
 
In which stage of the contract life cycle should a central repository for all contract information be 
established? 
 
[1] Creation 
[2] Activation 
[3] Compliance 
[4] Analysis 
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QUESTION 18 
 
A CEO who is a two way communicator and views partnerships as important aspects of 
leadership, is a(n) … leader. 
 
[1] autocratic 
[2] charismatic  
[3] procrastinating 
[4] democratic 
 
QUESTION 19 
 
Which one of the following circumstances will most likely lead to the termination of the 
relationship between a buyer and supplier? 
 
[1] The supplier unexpectedly becomes financially unstable. 
[2] The buyer's and supplier's philosophies remain constant. 
[3] The supplier repetitively meets required service levels. 
[4] The buyer and supplier continue collaborative efforts. 
 
QUESTION 20 
 
Buying organisations do not always dictate the direction of the relationship with a particular 
supplier, since the supplier's … play(s) a crucial role in the formation and maintenance of a 
specific type of buyer/supplier relationship. 
 
[1] positioning 
[2] networks 
[3] perceptions 
[4] relationships 
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SECTION B [30] 
 
SECTION B IS COMPULSORY. 
 
Read the following article and answer the questions that follow. 
 
BMW tops ranking in supplier relationship index 
27 June 2012 | Kamalpreet Badasha 
 
BMW has been rated number one in the 2012 Supplier Relationship (SuRe) index scoring 617 
points out of a possible 1 000. The annual research, conducted by information company IHS, 
ranks 28 carmakers based on interviews with executives at 230 automotive suppliers. In second 
place was Porsche with 611 points, followed by Mercedes-Benz with 606 and Jaguar Land 
Rover with 599. IHS analyst Matteo Fini, said: “The key reason for the improvement by BMW, 
according to suppliers, was providing them with the potential to make a profit over the lifetime of 
a contract.” The bottom three companies were Chinese manufacturers Dongfeng Motor Group 
with 402 points, FAW Group Corp with 391 and Chery Automotive with 370 points. 
The index is compiled using qualitative ratings for 29 metrics provided by suppliers, which are 
then converted into points. The metrics include payment terms, support in achieving price 
reduction, protection of supplier’s intellectual property and demands for better logistics. The car 
manufacturers are then given individual scores for the following five concepts: profit potential, 
organisation, trust, pursuit of excellence and outlook. 
BMW ranked first for outlook, which assesses how suppliers feel about the future success of the 
car manufacturers as a customer for securing business. BMW was second for organisation, 
which examines the quality of communications with the supplier. It was also second for pursuit 
of excellence, a concept that looks at the extent to which the car manufacturer achieves 
competitive advantage by getting the best-in-class technology delivered to the customer. BMW 
came third for profit potential, which is defined by factors such as productivity gains and 
payment for parts. 
 
Source: http://www.supplymanagement.com/news/2012/bmw-tops-ranking-in-supplier-

relationship-index/?utm_source=Adestra&utm_medium=email&utm_term= 
[Accessed on 2012-11-22] 

 
QUESTION 1 [30] 
 
1.1 Explain relationship formation according to the five different aggregation levels in relation 

to the above article. (10) 
 
1.2 From the above article and your knowledge of the topic, discuss briefly what constitutes 

the buyer/supplier relationship (06) 
 
1.3   Draw and explain the supplier perception model in order to illustrate how suppliers view 

their relationship with BMW as the buying organisation. (12) 
 
1.4  Define supplier relationship management in relation to strategic sourcing. (02) 
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SECTION C 

 
Answer ANY ONE of the following TWO QUESTIONS. Total: 20 marks. 
 
 
QUESTION 2 [20] 
 
There are two (2) approaches to negotiation, namely collaborative (or constructive) and 
adversarial (or competitive) negotiations. Discuss the classifications of negotiation in detail by 
addressing the following issues: 
 
2.1 The main objective of each of these approaches to negotiation (04) 
2.2 The four (4) types of relationships between the negotiating parties (08) 
2.3 The two (2) types of contact between the negotiating parties (02) 
2.4 The content of the three (3) issues in negotiation situations, namely price, contract and 

delivery (06) 
 
OR 
 
QUESTION 3 [20] 
 
Draw and explain the contract management functions at the different levels of strategic supplier 
management 
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13ADDENDUM A – A PREVIOUS EXAMINATION PAPER







1
INTRODUCTION

Dear Student


This tutorial letter contains the answers to Assignment 01 and Assignment 02 and the format of the examination paper. It also includes an example of previous examination questions and an example of how to answer a question on a case study.


2 GUIDELINES FOR ANSWERING ASSIGNMENT 01

With a case study it is very important to remember to apply the theory in the study guide to the facts given in the case study to answer the question in full. Therefore, merely stating a point discussed in the literature of the study guide will not be marked as a correct answer. That said, if there is theory stated in your study guide that may relate to the question, but there is no information in the case study to support your answer, you may make your own relevant assumptions to apply the theory to the case study. Here are the answers to Assignment 01.

QUESTION 1


When you consider the supplier perception model, what type of relationship does Principle Game currently have with Lula Lapeng Lodge?
(1)


ANSWER:


Principle Game currently has and views it to be a core relationship with Lula Lapeng Lodge.√


QUESTION 2


When you consider the supplier perception model, what type of relationship is Principle Game moving towards with Lula Lapeng Lodge?
(5)


In your answer you should address the following:


· Indicate the relationship type. (1)


· Briefly discuss the two axis of the model. (2)


· Provide proof from the case study to support each axis to substantiate your answer. (2)


ANSWER:


Principle Game is moving towards an exploit relationship with Lula Lapeng Lodge.√


The axis of the model


The supplier perception model identifies how suppliers see a buying organisation by focussing on two aspects 

(1) the value of the business offered by the buying organisation in terms of the supplier turnover levels, and √


(2) the level of attractiveness that the buying organisation’s business has for the supplier. √

Proof from the case study


· The value of the business from Lula Lapeng Lodge remains high – "the organisations find great value in their business with each other" √

· The level of attractiveness that Lula Lapeng Lodge's business has for Principle Game has lowered – "It has now gone as far as focussing more attention on developing its relationship with other suppliers in the area." √

QUESTION 3


Discuss Mr Davidson's management style with reference to an aggressive, passive or assertive management style.
(6)


ANSWER:


Mr Davidson is an autocratic and aggressive manager: √

(any 5 √)


· drives and pushes people but is not a leader


· has a single viewpoint


· is a one-way communicator


· is demanding – ‘do it my way, now’


· takes fixed ‘my way’ positions with a contest of will


· makes threats and applies pressure


QUESTION 4


Make recommendations to Mr Davison and Ms Sims on necessary changes or improvements to ensure an effectively managed organisational culture.
(4)


ANSWER:


As with any other aspect within an organisation, it is of the utmost importance to effectively manage the organisational culture. This quick test will show the management tasks that may be needed to improve work, for example:


(any 4 √)

· communicating regularly; for example, what do people think about their work and what do they want to do?

· creating a shared vision; for example, so that everyone knows where they are going;


· improving the physical environment; for example, lighting;


· using ideas from the team to make improvements to the work;


· using people playing to their strengths; for example, considering people’s skills and aspirations and allocating work accordingly.


QUESTION 5


What is the most probable behaviour staff will show in the current stage of its team building process?
(4)


ANSWER:


A team building process


Stage I:
Forming the team √

Probable behaviour: (any 3 √)

· excitement, anticipation and optimism


· pride in being selected for the project


· initial, tentative attachment to the team


· suspicion, fear and or anxiety about the job ahead


[Total marks: 20]


3
GUIDELINES FOR ANSWERING ASSIGNMENT 02

Here are the answers to Assignment 02. 

QUESTION 1


Answer: Option 2. 


Option 2 is the correct answer, as the question states the definition of logistics management. Options 1, 3 and 4 are incorrect. You can find their respective definitions in your tutorial letter 101.

QUESTION 2


Answer: Option 2.

Option 2 is correct, because evaluators from the buying organisation score the supplier by evaluating agreed factors, such as price, delivery and quality, and then add the individual scores to come to a final rating for that supplier. Options 1, 3 and 4 are also supplier performance rating methods, but are not relevant in the case of choosing a supplier from a pre-approved list.

QUESTION 3


Answer: Option 4.

Option 4 is correct, because at the highest level of trust (goodwill trust), mistakes within a relationship will present an opportunity to learn and to change the mistake to the benefit of both organisations, rather than to focus on the enforcement of the stated relationship. Options 1 and 3 are incorrect, because they illustrate a low level of trust (boundary trust). Opposed to option 1, there will not only be a mere agreement to exchange data for business - in the highest level of trust - there will be a rational association and joint decisions will be made. Opposed to option 3, there will be no restrictions in the highest level of trust - instead the highest level of trust will be open ended and on-going. Option 2 is incorrect, because it illustrates a higher level of trust (reliable trust), but in the highest level of trust there will be a cognitive connection and decisions will be made together.


QUESTION 4


Answer: Option 3.

Option 3 is correct, because that is the first element that the IMP model evaluates the buyer/supplier environment on. Options 1, 2 and 4 are all irrelevant.


QUESTION 5


Answer: Option 4. 


Option 4 is the correct answer, as outbound logistics will be an example of a primary activity in the value chain. Options 1, 2 and 3 are incorrect as they are all classified as support activities. 

QUESTION 6


		Answer: Option 1.  


Option 1 is correct, since upstream linkages would be in the direction of the supplier.  Downstream linkages would be in the direction of the consumer (option 2).  The focal firm (option 3) would be specific node in the supply chain from which linkages originate.  The outbound side (option 4) is usually the logistics activity performed when goods leave the organisation in the downstream direction of the final consumer.   





QUESTION 7


Answer: Option 1.


Option 1 is correct. Options 2, 3 and 4 are incorrect, because they indicate the aims of performance management, compliance management and administration, respectively.

QUESTION 8


Answer: Option 1.

Option 1 is correct, because the managers need to clearly communicate what will be expected from team members. Option 2 is incorrect, because a positive manager will not focus on team members' weaknesses. Option 3 is incorrect, because a manager should rather empower team members than control them. Option 4 is incorrect, because a manager needs to provide a clear direction of the organisational culture, not a general direction.


QUESTION 9


		Answer: Option 4.


A first-tier customer would be the first customer buying from the focal firm; therefore, option 4 is correct.  The primary set of suppliers (option 1) would be first-tier suppliers (not customers).  A vendor to a first-tier supplier (option 2) would be a second-tier supplier.  A customer’s customer (option 3) is referred to as the second-tier customer (not first-tier).  





QUESTION 10


Answer: Option 2.

Option 2 is correct, because it refers to direct contact. Options 1, 3 and 4 refer to indirect contact.


QUESTION 11


Answer: Option 3.

Option 3 is correct, because a supplier that loses motivation to perform and becomes complacent is a typical symptom of supplier opportunism. Options 1, 2 and 4 are incorrect, because these risks are not associated with a supplier becoming complacent.

QUESTION 12


Answer: Option 2.

Option 2 is correct, because recourse through the legal system should be considered as the buying organisation’s last resort. Options 1, 3 and 4 are all options that can be considered before a lawyer is consulted.

QUESTION 13


Answer: Option 3. 


Option 3 is the correct answer and the definition of supply management as seen in tutorial letter 101. Option 1 is incorrect as it is the definition of strategic purchasing. Option 2 is incorrect as it is the definition of sourcing. Option 4 is incorrect as it is the definition of strategic sourcing from a narrow sense.

QUESTION 14


Answer: Option 3.


Option 3 is correct, because a comparison of the baseline with actual performance will provide the mechanism for ensuring that suppliers are complying with the requirements of the contract. This provides the bare necessities to determine if a buying organisation is getting what they paid for. Options 1, 2 and 4 are incorrect, because they are not associated with compliance management.

QUESTION 15


		Answer: Option 1.


Option 1 is correct, since 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 in the focal firm to the ultimate (or end) consumer.  Option 2 is incorrect, since upstream processes would be in the direction of the supplier.  Option 3 (purchasing processes) would also entail upstream activities, which makes this option incorrect.  Option 4 is incorrect, since the focal firm represents a specific node in the supply chain from which distribution processes (and other processes) will take place.  





QUESTION 16


Answer: Option 4. 


This is basic theory you need to know. Option 1 is incorrect, because it refers to legitimate power. Option 2 is incorrect, because it refers to a lack of expert power. Option 3 is incorrect, because it directly relates to power of reward or punishment.


QUESTION 17


Answer: Option 3.

Option 3 is correct, because team members start to settle in the ‘warming’ stage and accept being part of the team. Members are relieved that it seems everything is going to work out. Option 1 is irrelevant, because the team is only being formed now, therefore a ‘new’ ability could not have been acquired. Also, team members are still suspicious of one another in this stage. Option 2 is incorrect, because, in this stage, there is strong resistance to the tasks and there is a sharp fluctuation in attitudes of the team members, causing team members to express criticism mostly. Option 4 is incorrect, because, in this stage, the team members have acquired all the skills that are necessary to work together and is satisfied with the performance.

QUESTION 18


		Answer: Option 1.


Option 1 is correct, since a first-tier customer is an organisation's direct customer, who would be the retailer in this case.  The customers to whom the retailer sells would be the second-tier customers (option 3).  The retailer would not be the wholesaler’s supplier, making options 2 and 4 irrelevant.   





QUESTION 19


Answer: Option 3.

Option 3 is correct, because creating and empowering a group to lead change will encourage the group to work as a team, thereby creating the guiding association. Option 1 is incorrect, because to achieve shorter-term goals is involved in step 6, which is to generate short-term wins. Option 2 is incorrect, because to remove obstacles is involved in step 5, which is to empower broad-based action. Option 4 is incorrect, because to re-establish the process with new projects is involved in step 7, which is to consolidate gains and produce more change.

QUESTION 20


Answer: Option 2.

Option 2 is correct, because by trying out the changes, it will reinforce and support the change so that it becomes a relatively permanent part of organisational processes (refreezing or piloting). Option 1 is incorrect, because it is part of phase 1 where people or organisations are enabled to be willing to change (unfreezing). Option 3 is incorrect, because it is part of phase 2, where the selection of techniques to implement change will be changed (changing). Option 4 is incorrect, because it is part of both phases 1 and 2, but not in phase 3, since the resistance to change should have been overcome by now.


4
GUIDELINES FOR ANSWERING EXAMINATION QUESTIONS

It is essential to follow a systematic approach and to use headings and paragraphs when answering examination questions and essay-type assignments (such as the case study Assignment, 01, in Tutorial Letter 101). Students often ignore the importance of using headings and paragraphs, which can result in their marks being disappointing. We have also found that students struggle to answer essay-type questions. For this reason we provide some guidelines below on how to answer this type of question.


4.1
Structure and headings


Use STRUCTURE AND HEADINGS when answering essay-type questions. Do not, under any circumstances, write only ONE LONG PARAGRAPH. An essay that consists of one long paragraph indicates that you do not know how to structure your answer. When you write long, unstructured paragraphs you tend to start drifting away from the question that is being asked.


4.2
Relevance


Make sure your answer is relevant to the question being asked.  Do not try to include irrelevant information in your answer. You will not receive any marks for such information.  Make sure you identify exactly what is being asked and that you answer the question directly. Unfortunately, some students provide a very thorough and detailed discussion on a question that was not asked! These answers are then marked as incorrect.  


4.3
Answer the entire question


Make sure you read the question and answer everything that is being asked. Some students only answer part of the question and then expect full marks. If a student answers only 40% of the question being asked, he or she cannot be given more than 40% of the marks for that question. For example, a 25 mark-question requires an answer to be presented in five steps of equal length. If you discuss only the first two steps, and write five pages about these two steps, you will not receive more than ten marks for this question, simply because you only answered part of the question.


4.4
Time management


Many students complain that they did not have enough time to complete the examination paper. However, part of the examination process is to determine whether students can identify what is being asked, and give concise, but complete answers. You have to be able to identify the important aspects of the question, which means that you should only provide information that is strictly relevant. 


		Please consult Tutorial Letter MNALLE-Q/4/301/2017, which provides clear guidelines on the correct approach to answering essay-type questions.





5
FORMAT OF THE EXAMINATION PAPER

The duration of the examination will be two hours. The examination is a fill-in question paper and the format for this module will be as follows: 


· Section A will be compulsory and will consist of 20 multiple-choice questions that will count one mark each. The total marks for this section will be 20 marks. 

· Section B will be compulsory and will be based on a case study with shorter questions. Make sure to understand and internalise the content of the module to be able to answer application questions in the examination. It is very important that you apply the information in the case study when you answer the questions. The total marks for this section will be 30 marks.

· Section C will consist of two long questions from which you will be able to choose one question (20 marks each) to answer. The two questions may consist of a long essay question or shorter paragraph-type questions. Please note: Only the first question that you have completed will be marked – you will not be benefitted in any way if you complete both long questions. The total marks for section C will be 20 marks.


· The total marks for the paper will be 70 marks. 


If you do not obtain a subminimum of 40% in the examination, your semester mark will not be taken into account to calculate your final mark. The combined weighted average of your year mark and examination mark must be 50% or higher for you to pass the module.

		VERY IMPORTANT:  New examination papers with completely new and different questions have been set. 





Each of these sections is briefly discussed:

5.1
Multiple-choice questions (section A)


Section A of the examination consists of 20 multiple-choice questions and must be answered in pencil on the mark-reading sheet that will be provided to you by the invigilator. Examples of multiple-choice questions can be found in Assignment 02. You can expect similar questions in the examination.


Please remember to write your student number and module code on the mark-reading sheet. Also write the answers to the questions in section A in your examination answer book in case the mark-reading sheet gets lost. 


5.2
Example of how to answer a case study (section B)


When answering sections B and C of the examination paper, you need to start by analysing the questions carefully and critically in order to determine precisely what is required of you.

Please note that section B of the examination paper will include a case study, therefore Assignment 01 was provided to practise the manner in which the questions may be asked and the way in which you should answer the questions.  


5.3
Examples of examination questions (section C)


Section C of the examination paper may include essay or paragraph-type questions, therefore the Self-Evaluation assignment was provided to practise the manner in which the questions may be formulated and how to answer these questions.  


Please do not contact the lecturer for examination hints. NO examination hints will be provided. 


Important: The intention in this tutorial letter is not to provide you with a list of examination questions, but to give you an idea of how examination questions could be formulated.


1 CONCLUDING REMARKS

I trust that the above guidelines will help you to evaluate your answers to Assignments 01 and 02 and that this tutorial letter has given you some idea of the type of questions to expect in the examination. 


Good luck with your studies!


Ms L Marcantuono


Module co-ordinator


DEPARTMENT OF BUSINESS MANAGEMENT

Unisa


ADDENDUM A – A PREVIOUS EXAMINATION PAPER

This paper consists of seven pages, plus instructions for the completion of a mark-reading sheet.


ANSWER SECTION A, B AND C (TOTAL: 70 MARKS)


SECTION A
[20]


ALL THE QUESTIONS IN SECTION A ARE COMPULSORY


Answer all the questions on the mark reading sheet AND write your answers in your green answer book as a back-up. 


Each question counts 1 mark.

QUESTION 1


A service level agreement is a ... tool.


[1] monitor-measurement-feedback


[2] key performance indicator


[3] balanced scorecard


[4] conflict-prevention

QUESTION 2


Organisations outsource increasingly more business sections, thus resulting in a larger portion of costs lying outside the organisation in a supply chain. How may an organisation attempt to save costs internally?


[1] Work with their suppliers to lower the total cost of materials purchased.


[2] Recognise and celebrate the achievements of their best suppliers.


[3] Adopting any new management practice and related technologies.


[4] Collaborate with brokers to increase profits on products sold to internal customers.


QUESTION 3


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.


QUESTION 4


A wide spectrum of relationships between buyers and suppliers can exist based on the type of interaction between the buying organisation and the supplier. The spectrum stretches from ... to ... relationships.


[1] corporate; collaborative


[2] transactional; alliance


[3] competitive; contributing


[4] buyer; supplier

QUESTION 5


Why would an organisation ideally decide on managing a business by constructing a team?


[1] All team members must be responsible for the achievement of the outcome.

[2] Committing to a team sets goals and objectives.


[3] A team will put personal agendas before those of individuals.


[4] A team will work together for a common shared and meaningful outcome.


QUESTION 6


In which stage of integration will a buying organisation be with its supplier, if the supplier has an established reputation with the buying organisation and if this results in a smaller pool of suppliers for the buying organisation?


[1] Competitive leverage


[2] Preferred supplier


[3] Performance partnership


[4] Strategic alliance


QUESTION 7


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


QUESTION 8


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 9


To understand individuals we need to understand behaviour.  Ultimately, what makes us say the things we do or determine the way we act?


[1] Habits


[2] Cultural influences


[3] Beliefs


[4] Past experiences


QUESTION 10


Which statement best describes strategic sourcing?


[1] A strategic management process whereby commodities and suppliers are analysed, and relationships are formed and managed according to best practices and appropriate strategies in support of long-term organisational goals.

[2] An analysis of the entire customer base to ensure that a strategic relationship is formed with each type of customer within the various categories of commodities purchased.


[3] The management process of planning, implementing, evaluating and controlling strategic operating decisions for directing all activities of the purchasing function towards opportunities consistent to the organisation’s capabilities to achieve its long-term goals.

[4] The strategic management practice whereby existing suppliers of commodities are categorised according to its focus of business, performances are evaluated against set standards and its own performance as an organisation is accordingly benchmarked.


QUESTION 11


Which of the following that may be classified as an internal change can affect buying organisations?


[1] The introduction of the use of EDI


[2] The global financial crises


[3] A substantial increase in fuel prices


[4] A resultant increase in interest rates


QUESTION 12


Which type of negotiator will do just enough to get a good contract with difficult and unreasonable suppliers?


[1] Analyser


[2] Climber


[3] Camper


[4] Quitter


QUESTION 13


Groups of interrelated actions, such as a negotiation encompassing a number of actions, form a(n) … .


[1] action


[2] episode


[3] sequence


[4] relationship


QUESTION 14


One of the risks associated with contract management is that the …


[1] buying organisation’s responsibilities are monitored.


[2] supplier's responsibilities are monitored.


[3] supplier abandons its other business.


[4] buying organisation causes superior short-term performance.


QUESTION 15


In which step of the supplier performance management model should both parties clearly identify and agree on the performance milestones on which the incentives will be based?


[1] Identify the key performance indicators (KPIs).


[2] Create the performance incentives.


[3] Negotiate the performance targets.


[4] Hold periodic award events after the contract is awarded and performance starts.


QUESTION 16


According to Kurt Lewin’s model, the sequential process of implementing changes involves …


[1] freezing, changing and refreezing.


[2] unfreezing, freezing and changing.


[3] changing, freezing and unfreezing.


[4] unfreezing, changing and refreezing.


QUESTION 17


In which stage of the contract life cycle should a central repository for all contract information be established?


[1] Creation


[2] Activation


[3] Compliance


[4] Analysis


QUESTION 18


A CEO who is a two way communicator and views partnerships as important aspects of leadership, is a(n) … leader.


[1] autocratic


[2] charismatic 


[3] procrastinating


[4] democratic


QUESTION 19


Which one of the following circumstances will most likely lead to the termination of the relationship between a buyer and supplier?


[1] The supplier unexpectedly becomes financially unstable.


[2] The buyer's and supplier's philosophies remain constant.


[3] The supplier repetitively meets required service levels.


[4] The buyer and supplier continue collaborative efforts.

QUESTION 20


Buying organisations do not always dictate the direction of the relationship with a particular supplier, since the supplier's … play(s) a crucial role in the formation and maintenance of a specific type of buyer/supplier relationship.


[1] positioning


[2] networks


[3] perceptions


[4] relationships


SECTION B
[30]


SECTION B IS COMPULSORY.


Read the following article and answer the questions that follow.


BMW tops ranking in supplier relationship index


27 June 2012 | Kamalpreet Badasha


BMW has been rated number one in the 2012 Supplier Relationship (SuRe) index scoring 617 points out of a possible 1 000. The annual research, conducted by information company IHS, ranks 28 carmakers based on interviews with executives at 230 automotive suppliers. In second place was Porsche with 611 points, followed by Mercedes-Benz with 606 and Jaguar Land Rover with 599. IHS analyst Matteo Fini, said: “The key reason for the improvement by BMW, according to suppliers, was providing them with the potential to make a profit over the lifetime of a contract.” The bottom three companies were Chinese manufacturers Dongfeng Motor Group with 402 points, FAW Group Corp with 391 and Chery Automotive with 370 points.


The index is compiled using qualitative ratings for 29 metrics provided by suppliers, which are then converted into points. The metrics include payment terms, support in achieving price reduction, protection of supplier’s intellectual property and demands for better logistics. The car manufacturers are then given individual scores for the following five concepts: profit potential, organisation, trust, pursuit of excellence and outlook.


BMW ranked first for outlook, which assesses how suppliers feel about the future success of the car manufacturers as a customer for securing business. BMW was second for organisation, which examines the quality of communications with the supplier. It was also second for pursuit of excellence, a concept that looks at the extent to which the car manufacturer achieves competitive advantage by getting the best-in-class technology delivered to the customer. BMW came third for profit potential, which is defined by factors such as productivity gains and payment for parts.


Source:
http://www.supplymanagement.com/news/2012/bmw-tops-ranking-in-supplier-relationship-index/?utm_source=Adestra&utm_medium=email&utm_term= [Accessed on 2012-11-22]


QUESTION 1
[30]

1.1 Explain relationship formation according to the five different aggregation levels in relation to the above article.
(10)


1.2
From the above article and your knowledge of the topic, discuss briefly what constitutes the buyer/supplier relationship
(06)


1.3  
Draw and explain the supplier perception model in order to illustrate how suppliers view their relationship with BMW as the buying organisation.
(12)


1.4 
Define supplier relationship management in relation to strategic sourcing.
(02)


SECTION C


Answer ANY ONE of the following TWO QUESTIONS. Total: 20 marks.


QUESTION 2
[20]

There are two (2) approaches to negotiation, namely collaborative (or constructive) and adversarial (or competitive) negotiations. Discuss the classifications of negotiation in detail by addressing the following issues:


2.1 The main objective of each of these approaches to negotiation
(04)

2.2 The four (4) types of relationships between the negotiating parties
(08)

2.3 The two (2) types of contact between the negotiating parties
(02)

2.4 The content of the three (3) issues in negotiation situations, namely price, contract and delivery
(06)

OR


QUESTION 3
[20]


Draw and explain the contract management functions at the different levels of strategic supplier management
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