
Key Definitions: MCQs 

 

1. Define the term ‘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. 

2. Define the term strategic sourcing from both abroad and a narrow sense 

a) In a broad sense, strategic sourcing is all the issues that are of strategic 

importance in the supply of materials and services to a modern organisation.  

b) 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. 

3. Define the term value chain 

a) 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.  

b) Explanatory notes on the term "value chain":  

i. Primary activities include inbound logistics, operations, outbound 

logistics, marketing and sales, and customer service.  

ii. Support activities include purchasing, human resources management, 

technological development and infrastructure. 

 

 

 

4. Define distribution management 

a) 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. 

5. What is the main difference between a supply chain and a value chain?  

 A.  [1] A supply chain is focused on the supply activity, whereas the value chain is 

focuses on value-adding activities.  

 B.  [2] A supply chain has different upstream and downstream linkages, whereas the 

value chain has only downstream linkages.  

C.  [3] A supply chain consists of the value-adding activities of a network of 

organisations, whereas a value chain consists of the value-adding activities of a 

specific organisation.  



 D.  [4] A supply chain focuses its activities on satisfying the final consumer’s need, 

whereas a value chain coordinates the supply chain activities of different supply chain  

role players. 

6. In a typical supply chain, an upstream linkage will be on the … side of the supply chain. 

a) A.  [1] supplier  

b) B.  [2] end consumer  

c) C.  [3] focal firm  

d) D.  [4] outbound 

 

Learning Unit 2 - Chapter 2: Essay 

 

7. Explain how an organisation like BMW would use the purchasing process to purchase raw 

materials from their suppliers. 

The purchasing process starts when the material user initiates a request for a material by 

issuing a material requisition form. On the form the product, quantity and delivery due 

date are clearly described. A copy of the requisition will be sent to the warehouse for 

delivery and a copy is sent to the accounts department for the necessary invoicing to be 

done. A Bill of Materials is also sometimes used by certain companies to order materials. 

In certain cases, the requested material may be out of stock, in these cases the materials 

requisition will be sent to the purchasing department or the firm will let know the buyer of 

an alternative product available. If BMW has no current supplier of an item or would like 

to change suppliers, a Request for quotation may be issued to a supplier. This form will 

outline the product that is required and quantity in which it is required. Once a suitable 

supplier will be found a purchase order will be issued to the selected suppliers. An 

original and a copy of the order will be sent to supplier 

 

8. Define centralised and decentralised purchasing (4) 

Centralised Purchasing – A single purchasing department, usually located at the firm’s 

corporate office, makes all the purchasing decisions for the entire corporations (2)  

 

Decentralised Purchasing – A system where individual, local purchasing departments 

such as at the plant or field-office level, make their own purchasing decisions (2) 

 

9. Under which conditions would you most likely utilize a centralized purchasing system?  

A centralized purchasing system would be favored by a company that is looking to reduce 

safety stocks, increase control in purchasing, centralize decision making, avoid duplicate 

purchases, centrally manage supplier relationships, and maximize available quantity 

discounts.  

List two advantages that would be gained by utilizing a centralized purchasing system. 

a. Concentration of purchasing leading to lower purchase costs  



b. Avoiding duplication of job functions  

c. Buyer specialization  

d. Lower transportation costs  

e. Easier to negotiate contracts and manage relationships with a common supplier base  

f. No competition between units when purchasing the same material 

 

10. Answer the questions that follow, based on the diagram provided below (if you are unable 

to see the diagram - click on the attachment) 

a. What are the fixed costs for the make option? $3000 

b. What is the breakeven quantity for the two options illustrated?  

Looking at the figure, the lines between the make and buy options seem to cross near 300 

units. Howevere, in this case any answer between 290 and 320 would also be considered 

correct. In the event that no spesific calculation is required. 

c. At Quantity = 500, would you choose the make or buy option? Explain Why? 

The make option is better since the total costs for making are about $4600 versus about 

$6200 for buying 

 

 
 

11. Name the five assumptions that underlie the break-even analysis. 

1. All costs involved can be classified under either fixed or variable costs.  

2. Fixed cost remains the same within the range of analysis.  

3. A linear variable cost relationship exists.  

4. The fixed cost of the make option is higher because of initial capital investment in 

equipment.  

5. The variable costs of the buy option are higher because of supplier profits.  

 

Feedback: Chapter 2, page 54-56 (and Study Guide). You should be able to discuss each 

assumption as well. See your study guide for the Starbucks example. 

Learning Unit 2 _ Chapter 2: MCQs 

 

12. Which of the following options defines return on investment? 

a) A.  [1] The financial ratio of a firm’s net income in relation to total assets.  

b) B.  [2] The impact of a change in purchase spend on a firm’s profit.  

c) C.  [3] The amount of times a firm’s inventory is utilized and replaced.  

d) D.  [4] The impact of poor sales, over stocking, and obsolescence on a firm’s 

profit 



13. Purchasing is seen as a key strategic organisational process rather than a narrow 

specialised supporting function to the overall organisational strategy. A primary goal of 

purchasing is to… 

a) A.  [1] maintain a predetermined level of stock  

b) B.  [2] stop the flow of raw materials if prices increase  

c) C.  [3] maximise customer satisfaction  

d) D.  [4] move and store goods 

14. Which of the following is a reason to favor a single supplier? 

a) A.  [1] Volume too small to split.  

b) B.  [2] Spread the risk of supply interruption.  

c) C.  [3] More market information.  

d) D.  [4] Creating competition between firms. 

15. Global sourcing has many advantages. The primary advantage for XYZ Traders to utilise 

non-domestic suppliers would be to? 

a) A.  1. improve the quality of products  

b) B.  2. obtain materials at lower prices  

c) C.  3. improve the performance of the supply chain  

d) D.  4. expand their supplier base 

16. The most common formula for calculating an organisation’s inventory turnover ratio (ITR) 

is … 

a) A.  [1] labour, capital, energy and material costs over average inventory costs.  

b) B.  [2] average inventory costs over cost of storing goods.  

c) C.  [3] cost of goods sold over average inventory at cost.  

d) D.  [4] average total expenses over ratio of total income. 

17. The purchasing department within an organisation can take on many responsibilities. 

Assuming AB Traders South Africa uses the decentralised-centralised purchasing 

structure, which one of the following would be an example of AB Traders’ purchasing 

structure? 

a) A.  [1] AB Traders South Africa’s retail outlet in Sandton has a purchasing 

department making the purchasing decisions for the entire Sandton branch.  

b)  B.  [2] AB Traders South Africa’s head office has a purchasing department 

making purchasing decisions for all their retail outlets in South Africa.  

c)  C.  [3] AB Traders South Africa’s retail outlet in Sandton allows its marketing 

department to make their own purchasing decisions.  

d)  D.  [4]  AB Traders South Africa’s head office sets purchasing policies, but allows 

the Sandton retail outlet to make their own purchasing decision. 

Learning Unit 3 - Chapter 3 (Essay) 

 

18. Discuss transactional supplier relationship management (SRM) in detail. 

A system that allows organisations to track supplier interactions such as order 

planning, order payment and returns, the volume of transactions involved may 



result in independent systems maintained by geographic region or business lines. 

Transactional SRM tends to focus on short-term reporting and is event-driven.  

 

Addresses tactical issues such as:  

• Order size  

 

Questions such as:  

• What did we buy yesterday?  

• What suppliers did we buy from  

• What was the cost of the purchase? 

 

19. Name the five key performance indicators to measure supply chain relationship 

performance. 

1. Creativity  

2. Stability  

3. Communication  

4. Reliability  

5. Value 
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20. Good supplier relations can provide many benefits such as flexibility in terms of… 

a) A.  [1] delivery, better quality, better information, better material flows.  

b) B.  [2] building trust, personal   

c) C.  [3] competitive price, reliability, warranty, defect free delivery.  

d) D.  [4] time savings, cost savings, accuracy, real time, mobility. 

21. Which of the following forms part of the weighted criteria evaluation system? 

a) A.  [1] Customer loyalty and customer satisfaction  

b) B.  [2] Average sales revenue per customer  

c) C.  [3] Customer loyalty, customer satisfaction and customer retention  

d) D.  [4] Customer and supplier performance dimensions accepted by both 

22. Which one of the following is an example of a cost/price supplier performance metric? 

a) A.  [1] Continuous process improvement  

b) B.  [2] Total cash flow   

c) C.  [3] Cost defects, rework and problem solving associated with purchases  

d) D.  [4] Competitive price 

23. XYZ traders are considering investing in supplier relationship management software 

(SRM). SRM is characterised by five key tenets whereof integration refers to… 

a) A.  [1] providing a view of the supply chain that spans multiple dements, 

processes and software applications for internal users and external partners.  

b) B.  [2] transactional processes between an organisation and its suppliers.  

c) C.  [3] information and process flows in and between organisations.  



d) D.  [4] process and decision-making through enhanced analytical tools such as 

data warehousing and online analytical processing. 

24. There are 5 key tenets of a supplier relationship management system. Which of the 

following is correct? 

a) A.  1. Establish aligned goals, indicators and metrics  

b) B.  2. Enables benchmarking of suppliers performance  

c) C.  3. Identifies potential quality issues before they have an impact  

d) D.  4. Encourages collaborative agreements, team problem resolution and 

two-way continuous learning. 

25. Which one of the following International Organisation for Standardisation (ISO) standards 

sets the criteria and framework for an organisation to develop an effective environmental 

management system, but does not state requirements for environmental performance? 

a) A.  [1] ISO 14001:2004  

b) B.  [2] ISO 9001:2008  

c) C.  [3] ISO 14001:2011  

d) D.  [4] ISO 9004:2009 

26. There are several challenges with the implementation of supplier relationship 

management (SRM) software. Assembling all the data needed for the SRM software and 

… are the two major challenges of the implementation of SRM software. 

a) A.  [1] employee training    

b) B.  [2] supplier relationships  

c) C.  [3] customer relationships  

d) D.  [4] supplier training 

27. Supplier relationship management (SRM) software can offer an organisation a wealth of 

information and provide answers to questions such as: 

a) A.  [1] Who are our current customers?  

b) B.  [2] Can we consolidate our buying to achieve greater scale economies?  

c) C.  [3] How do our customers perceive our performance in terms of on-time 

delivery, quality and cost? 

d) D.  [4] What is our organisation’s consistency in terms of performance across 

different locations? 

Learning Unit 4: Chapter 4 (Essay) 

 

28. Discuss the advantages of Supplier Co-location 

• The purchasing organisation gets the use of cost-free employees who understand 

their particular requirements and who can easily communicate wit the supplier  

• Supplier gets security of future purchases  

• Supplier can get “first-mover” advantages by having someone on-site when new 

items needs to be purchased  

• Improved communication between both firms  

• Supplier representatives learns very quickly about new products and designs  



• Representatives learn about production problems caused by supplier’s products  

• Improved customer service for the customer  

• Creates closer working relationships between suppliers and customers 

29. Discuss the benefits of early supplier involvement (5) 

• When suppliers are involved early on, they become trusted, reliable and long-term 

key suppliers  

• They assist the organisation with decision-making, managing inventories, product 

assembly  

• Early supplier involvement can help an organisation reduce cost, improve new 

product quality and reduce product development  

• Cost, quality, and delivery timing improvements all come about when suppliers 

use the information gained through early supplier involvement to design parts and 

processes at their own facilities to match the buyer’s specifications.  

• Since they have been involved early on in the buyer’s new product design process, 

part and process changes can be timed to be in place and available when first 

needed by the buyer.  

• Early supplier involvement is one of the most effective supply chain integrative 

techniques as buyers and suppliers work together share proprietary design and 

manufacturing information that their competitors would love to see. This 

establishes a level of trust and cooperation that can result in many future 

collaborative and potentially successful projects. 

30. Service companies like beauty parlors, cleaning companies and delivery companies are 

also becoming aware of the trends in ethical and sustainable sourcing. Describe FOUR 

ways a service company can use ethical and sustainable sourcing. Provide an example of 

how this can happen. 

Building intangible assets: A service company which uses ethical and sustainable 

sourcing practices can advertise this to the public. This will demonstrate their 

commitment to saving the environment as well as promoting their ethical standards. 

Example - Display this commitment on their web-site.  

 

Manage risk: It is also important for a service company to make sure their working 

conditions are safe and hygienic and that working hours comply with national laws. 

Employees should have the right to join unions. Example. Company reviews the ETI Base 

Code and makes sure it is maintaining proper standards.  

 

Reduce costs: Management can encourage its employees to make conscious decisions in 

cutting back on electricity use. This will help to reduce a firms’ energy consumption. 

Example - Raising/lowering thermostats or turning off appliances when not in use.  

 



Grow revenues: Products used by the service company should be energy efficient. This 

can include low-water consumption products. Example – Product has automatic shut-off 

when not in use. 

 

31. Name and discuss any two tools or components of customer relationship management 

(CRM) specifically related to an organisations direct customers. 

Customers  

1. Segmenting Customers - Using data to categorises customers so that specialized 

communications can be used to more effectively utilise target marketing efforts.  

 

2. Permission Marketing - Allowing customers to select the type and time of 

communication with individual organisations.  

 

3. Cross-selling - Selling, or attempting to sell, additional products to customers during 

or following the sale based on initial purchases.  

 

4. Customer Defection Analysis - Utilising modeling technologies to find data patterns 

among customers who have quit purchasing, as opposed to those data patterns of 

customers that continue to purchase.  

 

5. Customer Profitability Determination - Determining the value/profitability of each 

customer. This allows organisations to determine the amount of resources they invest 

in each customer.  

 

6. Event-based Marketing - Individual marketing programs based on the customers 

birthday, anniversary, etc.  

 

Leaning Unit 4: Chapter 4 (MCQ) 

32. If XYZ Traders were to reduce purchases from marginal or poor-performing suppliers, 

while increasing and concentrating purchases among their more desirable, top-

performing suppliers, this is called… 

a) A.  [1] Vendor managed inventory 

b) B.  [2] Supplier Involvement 

c) C.  [3] Supply Base optimization 

d) D.  [4] Selective Sourcing 

33. Which of the following would best describe step 3: Design a negotiation launch process of 

building a collaborative negotiation infrastructure? 

a) A.  [1] First focus on how parties will work together to build working 

relationships and shared decision-making  

b)  B.  [2] Based on business units, geographic areas, industries, key alliance 

partners, or a combination of these and available through internal websites  



c)  C.  [3] Management can increase the value and acceptance of alliance programs 

when successes are made visible  

d)  D.  [4] Management and development information should be centrally controlled 

and available through internal websites 

34. Which of the following should be included in the assessment criteria to evaluate the 

purchasing department? 

a) A.  [1] Use of a central database to access information  

b) B.  [2] Use of software applications for sharing information with suppliers  

c) C.  [3] Use of the internet for supplier searches  

d) D.  [4] Participating in value engineering and value analysis 

35. To maintain a successful strategic alliance program Dell Commuters can follow five steps. 

To increase the value and acceptance of the strategic alliance program forms part of 

which step of the strategic alliance program? 

a) A.  [1] Determining the key strategic parameters to organise around.  

b) B.  [2] Facilitate the dissemination of information.  

c) C.  [3] Evaluate the importance of the strategic alliance program.  

d) D.  [4] Providing continuous evaluation of alliance performance, visibility and 

support. 

 

Learning Unit 5 - Essay   

36. Differentiate between the different cost categories and the different customer service 

elements. 

 

Model Short Answer: Customer Element (p.374)  

Pre-transactional  

These elements precedes the actual product or service purchase  

 

Transactional  

These elements occur during the sale of the product  

 

Post-transactional  

These elements refers to after sale services  

 

Cost category (p.80-81)  

Pre-transactional  

Cost incurred prior to the order and receipt of the purchased goods.  

• Cost of certifying and training suppliers  

• Investigating alternative sources of supply and delivery options  

 

Transactional  



These are costs included the costs of the goods/services and cost associated with 

placing and receiving the order.  

• Purchase prices  

• Preparation of orders  

• Delivery costs  

 

Post-transactional  

These costs are incurred after the goods are in the possession of the company, agents or 

customers.  

• Field failures  

• Company’s goodwill/reputation  

• Maintenance cost  

• Warranty costs 

 

37. A CRM program primarily attempts to monitor and/or manage three things: an 

organization's customers; sales force and customer service level.  

 

List two different tools or components of CRM for each of three areas:  

a. Customers  

b. Sales Force  

c. Customer Service Level  

 

Describe how each tool or component is utilized in the monitoring and/or managing of the 

customers, sales force, or customer service level.  

 

Model Short Answer:  

a) Customers  

 

1. Segmenting Customers  Using data to categorize customers so that specialized 

communications can be used to more effectively utilize target marketing efforts.  

 

2. Permission Marketing  Allowing customers to select the type and time of 

communication with individual organizations.  

 

3. Cross-selling  Selling, or attempting to sell, additional products to customers during or 

following the sale based on initial purchases.  

 

4. Customer Defection Analysis  Utilizing modeling technologies to find data patterns 

among customers who have quit purchasing, as opposed to those data patterns of 

customers that continue to purchase.  

 



5. Customer Profitability Determination  Determining the value/profitability of each 

customer. This allows organizations to determine the amount of resources they invest in 

each customer.  

 

6. Event-based Marketing  Individual marketing programs based on the customers 

birthday, anniversary, etc.  

 

b) Sales Force  

 

1. Sales Activity Management Tools  Based on a firm's sales policies and procedures, 

these tools and aid a salesperson through a sequence of sales activities during their 

interactions with each customer.  

 

2. Sales Territory Management Tools  Allows managers to monitor the status of each 

salesperson's activities on each customer's account. 

 

3. Lead Management Tools  Assist sales reps by providing them with sales tactics that 

will aid them in completing sales.  

 

4. Knowledge Management Tools  Provide sales reps with a large amount of information 

relating to contracts, clients, corporate policies, regulatory issues, sales presentations, 

promotional materials, etc.  

 

c) Customer Service Level  

 

1. Customer Service Defined  Determining what service means to your customer and 

building metrics to measure an organization's performance in delivering service are 

important steps in creating programs to support customer service.  

 

2. Call Centers  Modern call centers are sophisticated enough to be capable of collecting, 

organizing, and evaluating call data in order to provide better service in the present as 

well as in the future.  

 

3. Web Site Self-service  well-designed web sites allow customers to find information, e-

mail questions or complaints, communicate in real time with a company personnel, collect 

information concerning customer needs, etc. in addition, the services offered through the 

sites can reduce staffing requirements.  

 

4. Field Service Management  effective field service tools and processes can now 

organizations to quickly diagnose problems, and dispatch the required specialists to 

quickly address customer problems that must be addressed in the field.  



 

5. Measuring Customer Satisfaction  CRM programs allow personalized service to have it 

specific customer segments. Furthermore, these results can be compared to with those 

inside or outside of the respondents segment.  

 

6. Customer Privacy Capabilities  CRM applications are attempting to monitor the 

preferred channel or channels of communication for each customer. 
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38. Customer relationship management (CRM) becomes necessary as soon as an 

organisation finds a market for its products. CRM is mostly associated with which one of 

the following? 

a) A.  [1] integration forecasting   

b) B.  [2] material requirements planning   

c) C.  [3] certification requests   

d) D.  [4] communication applications 

39. An organisation decided to group their customers in varieties of ways so that customised 

communications and marketing efforts can be directed to specific customer groups. This 

is known as … . 

a) A.  [1] segment customers  

b) B.  [2] target marketing  

c) C.  [3] relationship marketing  

d) D.  [4] permission marketing 

40. Customer service plays an important role in keeping customers satisfied. Which one of 

the following would be an example of a transactional customer service element? 

a) A.  [1] An organisation receives an online order from a customer, process 

and package the order before sending the parcel to the delivery partner.  

b) B.  [2] The new iPhone 7 has several comebacks due to faulty software 

applications; as a result Apple needs to process the returns.   

c) C.  [3] When Dell's call center receives a complaint, a call center agent 

addresses the complaint and submits a progress report to Dell’s head office.   

d) D.  [4] Starbucks' sales personnel are guided by their code of good business 

practices as set out by Starbucks' customer service policies. 

41. Which one of the following automated sales force tools would best comply with an 

organisation’s need to allow sales representatives to follow prescribed sales tactics when 

dealing with sales prospects? 

a) A.  [1] Sales activity  

b) B.  [2] Lead  

c) C.  [3] Knowledge  

d) D.  [4] Sales territory 



Learning Unit 6 - Chapter 13: Essay 

 

42. Discuss the role of performance measures in the supply chain integration model. 

• Performance measures need to create a consistent emphasis on the overall 

supply chain strategy and corresponding process objectives.  

• Performance should continuously be monitored  

• Design performance measures for each of functional area  

• The responsibility of designing these measures should be with the teams who set 

the objectives of the organisation  

• Performance measurements should be aligned with key objectives. 

 

43. Briefly describe the bullwhip effect 

The bullwhip effect is characterised by the amplified forecasts in order sizes that become 

prevalent as you move farther down the supply chain. The amplifications and subsequent 

demand variations cause problems with capacity planning, inventory control, and 

workforce production scheduling. Some of the end results may be product shortages 

which may upset customers, or high inventories which increase total supply chain costs. 

 

44. List and describe the eight key supply chain business processes. 

Customer Relationship Management - A process which seeks to identify and segment 

customers so that new products and services will meet their ever-changing needs. Also, it 

allows organizations to measure customer profitability and target very small customer 

segments such that they will be able to market to the small customer segments in more 

meaningful ways.  

 

Customer Service Management - This process seeks to aid the customer by providing 

them information about order status, shipping dates, product availability, and other 

common customer service needs. Also, this process seeks to find new ways to service 

customers in the future.  

 

Demand Management - This process attempts to balance customer demand with the 

organization's capacity. This is done through demand forecasting and coordination of 

production, purchasing, and distribution.  

 

Order Fulfillment - Meeting customer requirements by synchronizing the firm's 

marketing, production, and distribution plans.  

 

Manufacturing Flow Management - A process which attempts to satisfy customer 

demand by determining the required levels of flexibility and velocity from the 

manufacturing process.  

 



Supplier Relationship Management - This process seeks to develop relationships with 

key suppliers. Modern supply chains say this is an important step in operating efficiently, 

and ultimately meeting the needs of the customer.  

 

Product Development and Commercialization - Ineffective and efficient product 

development. Looking to suppliers and customers for information that will allow good 

products to get to market quickly.  

 

Returns Management - The management of material usage, product recalls, packaging 

requirements, and returned product. This process is responsible for both managing those 

things in the present as well as trying to achieve related organizational effectiveness and 

efficiency in the future. 
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45. When an organisation is determined to improve its business processes, especially 

enabling the right mix of flexibility and velocity to satisfy demand; such an organisation is 

focused on … as a key supply chain business process. 

a) A.  [1] returns management  

b) B.  [2] order fulfilment management  

c) C.  [3] manufacturing flow management  

d) D.  [4] supplier relationship management 

46. There are many obstacles to supply chain integration. Which of the following best 

describes the silo mentality? 

a) A.  [1] Failing to see the bigger picture and acting only in regard to a single 

department within the firm or a single firm within the supply chain.  

b) B.  [2] Unwillingness to work together or share information because of the fear 

that the other party will take advantage.  

c) C.  [3] Using varying customer orders to create and update forecasts, production 

schedules and purchase requirements.  

d) D.  [4] Offering price discounts to buyers, causing erratic buying patterns. 

47. Which of the following best describes step 5, assess and improve internal integration of 

key supply chain processes, as a step in the supply chain integration model? 

a) A.  [1] Management should identify the basic supply chain strategies associated 

with each of their firm’s products and services.  

b) B.  [2] Procedures and metrics must be in place to collect and report internal 

performance data for the eight key processes.  

c) C.  [3] Process coordination and collaboration internally between the firm’s 

functional areas as well as externally between the firms trading partners.  

d) D.  [4] The firm should develop performance measures externally to monitor the 

links with trading partners regarding the key supply chain processes. 



48. Mapping the network of primary trading partners is something that should be done in 

which stage of the supply chain integration model? 

a) A.  A) Review and establish supply chain strategies  

b) B.  B) Identify critical supply chain trading partners 

c) C.  C) Align supply chain strategies with key supply chain process objectives    

d) D.  D) Assess and improve internal integration of key supply chain processes 
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49. Which one of the following phrases best describes supply chain environmental 

performance as a specific supply chain performance measure? 

a) A.  [1] the percentage of supply chain trading partners that become ISO 

14000 certified  

b) B.  [2] the number of days between paying for raw materials and receiving 

income for products sold  

c) C.  [3] the costs to process orders and to purchase materials  

d) D.  [4] the time required for partners to increase production 

50. Which supply chain obstacle would best describe the situation when an organisation 

decide to use the cheapest suppliers, paying little attention to the needs of customers 

and assigning few resources to new products and service design? 

a) A.  [1] Absence of supply chain visibility  

b) B.  [2] Bullwhip effect  

c) C.  [3] Silo mentality  

d) D.  [4] Insufficient knowledge 

51. Which of the following is NOT one of the four perspectives of the Balanced Scorecard 

Framework? 

a) A.  Financial  

b) B.  Internal Business Process  

c) C.  Customer  

d) D.  Reliability 

52. Which of the following Balanced Scorecard Framework perspectives deals with new 

product development, innovative elements of processes, and time-based measures? 

a) A.  a. Financial  

b) B.  b. Internal Business Process  

c) C.  c. Customer  

d) D.  d. Reliability 

53. Which one of the following performance attributes would measure responsiveness in 

terms of the SCOR model? 

a) A.  [1] Order accuracy and fulfillment rates  

b) B.  [2] Costs associated with warranty and returns processing  

c) C.  [3] Order fulfillment lead times  

d) D.  [4] Response times in the event of unforeseen circumstances 
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54. Discuss the importance of supply chain environment performance 

• Consumers, governments and business leaders begin to address the need for 

protecting the environment and reducing greenhouse gas emissions, the demand 

for products and services will change, along with regulations impacting how 

supply chains operate  

• Green supply chain management refers to the objective of effective supply 

environmental performance systems  

• Environmental responsibility should be shared by supply chain partners  

• The design of an effective green supply chain performance system should be 

discussed by all key supply chain members and be compatible with existing 

performance monitoring systems.  

• ISO14000  

• Green supply chain can also provide cost saving, additional profits, cheaper prices  

• The use of software to analyse carbon footprint 

55. Describe, in general terms, how the SCOR model works. What are the benefits to firms 

using this model? 

The SCOR model helps to integrate the operations of supply chain members by linking the 

delivery operations of the seller to the sourcing operations of the buyer. This model 

separates supply chain operations into six process categories: plan, source, make, deliver, 

return and enable. Within each of these categories performance attributes are assigned. 

Firms score themselves in the categories and input their results using the SCOR software. 

Member firms of the Supply Chain Council can benchmark performance against peer 

companies using a benchmarking portal at the Supply Chain Council’s website.  

 

The SCOR model enables effective communication, performance measurement and 

integration of processes between supply chain members. This leads to continuous 

improvements and sustainable competitive advantage for the supply chain’s participating 

members. Using SCOR software firms can greatly reduce the time it takes firms to 

perform a benchmarking study. Positive results from firms using this model have included 

improved flexibility and reduction of total finished goods inventory levels, leading 

improved shareholder confidence and stock price. 

 


