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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 

The interaction between Palabora Mining Company and Ensight Energy Solutions may be 

plotted on the continuum of buyer/supplier relationships. Under which of the principle classes on 

this continuum will the interaction between Palabora Mining Company and Ensight Energy 

Solutions fall? [11] 

 

In your answer you should address the following: 

 Indicate the relationship type. (1) 

 Discuss each of the following characteristics on the continuum: 

o contributions to new projects 

o duration 

o financial focus 

o relations 

o resources (5) 

 Provide quotes from the case study for the following characteristics on the continuum to 

substantiate your answer. (5) 

 

Answer: (SU1; Figure 1.4) 

 

Ensight Energy Solutions and Palabora Mining Company fall under the alliance relationships 

on the continuum. 

 

Suppliers are involved at an early stage in their contributions to new projects: 

 "A dedicated Ensight team, working with Palabora employees, generated ideas and projects 

to save electricity. Instead of just recommending actions, Ensight also became involved with 

the task of delivering projects and results." 
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The relationship remains for a long duration. 

 "Palabora Mining Company is looking forward to total savings of close to R200 million over 

the next three years." 

 

The financial focus is on total cost. 

 "The decision to appoint Ensight Energy Solutions has seen the mining company save R95 

million to date. Palabora Mining Company is looking forward to total savings of close to 

R200 million over the next three years." 

 

The relations between Ensight Energy Solutions and Palabora Mining Company show that they 

are concerned with each other's wellbeing. 

 "Our objective is not only to save energy, but also to improve the environmental outcomes 

of the mining companies concerned." 

 "In the case of Palabora and Ensight, the obvious benefit is energy savings. Not so obvious, 

but just as important, is the impact these programmes have on the company being able to 

adopt other efficient practices and achieve further savings,” said Nyembe" 

 

Resources that are available to Ensight Energy Solutions and Palabora Mining Company are 

professional. 

 “When it comes to an SME supplier selling specialist services to a major mining company, 

the level of confidence the supplier has in the capabilities and skills of their people is central 

to winning the business. 

 A dedicated Ensight team, working with Palabora employees, generated ideas and projects 

to save electricity. Instead of just recommending actions, Ensight also became involved with 

the task of delivering projects and results. 

 It is this perfect storm - associated with increasing energy costs, deeper mines and the 

uncertain costs of commodities that created an opportunity for specialist services designed 

to intervene in these sectors. 

 “When negative factors combine to create a difficult operating environment, opportunities 

are created for those who have the specialised skills to operate within a niche activity and 

generate solutions." 

 

Note: 

Only one quote per characteristic is required. 

 

QUESTION 2 

 

There is a dedicated Ensight team that works with employees from Palabora Mining Company. 

Why can this joined team be viewed as successful? [05] 

 

In your answer you should: 

 use the checklist for identifying successful teams 

 provide information from the case study to prove any five relevant characteristic of the team. 

(5) 
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Answer: (SU; section 2.3) 

 

 The team of Ensight Energy Solutions and Palabora Mining Company has a clear goal of 

reducing energy costs 

 The team members all focus on the results, since energy costs for Palabora Mining 

Company are the second-largest cost in the mining industry, and also that Ensight Energy 

Solutions is only payed as a basis of the overall percentage in energy savings once 

Palabora Mining Company achieved the savings. 

 The team members have confidence in each other's abilities, since Ensight Energy 

Solutions has already achieved a total savings of R95 million for Palabora Mining Company. 

 There is a learning culture in the team to identify opportunities to operate within a niche 

activity and generate solutions, such as efficiency in transport, logistics and a range of other 

ways that can improve the productivity.  

 The team plans any changes precisely, only after examining the way in which things are 

done, and then gain buy-in from management to add new equipment and technologies. 

 

QUESTION 3 

 

The management of Ensight Energy Solutions, such as the CEO, Rod Welford, may be 

identified as transformational leaders. Discuss and provide evidence from the case study that 

supports this statement.  [06] 

 

In your answer you should address the following features of the model of leadership: 

 vision 

 control 

 outlook 

 

Answer: (SU2; Table 2.3) 

 

Please note: Quotes from the case study are not required to answer this question. A 

discussion highlighting the same ideas (as in the quotes provided below) will be 

sufficient. 

 

1. Rod Welford noted that Ensight Energy Solutions has a long-term vision. 

 “Our objective is not only to save energy, but also to improve the environmental outcomes 

of the mining companies concerned.” 

 

2. Ensight Energy Solutions trust their employees to control themselves. 

 “When it comes to an SME supplier selling specialist services to a major mining company, 

the level of confidence the supplier has in the capabilities and skills of their people is central 

to winning the business." 

 

3. Ensight Energy Solutions' outlook is to change the current situation. 
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Phase 1 

Unfreezing 

Phase 2 

Changing 

Phase 3 

Refreezing 

 "This is a people process, which concentrates on examining and changing the way things 

are done, before retrofitting new equipment and technologies." 

 

QUESTION 4 

 

“This is a people process, which concentrates on examining and changing the way things are 

done”. Discuss the change process (Lewin’s model) in detail.  [28] 

 

In your answer you should: 

 discuss the three basic steps to implement change (according to Kurt Lewin) (3) 

 draw Lewin’s model (9) 

 discuss the eight steps of the extension of Lewin’s model (by Kotter and Schlesinger). (16)  

 

Answer: (SU5; 5.4) 

 

Steps to implement change 

Step 1: Enabling people or organisations to be willing to change (unfreezing). 

Step 2: Changing selection of techniques to implement change. 

Step 3: Reinforcing and supporting the change so that it becomes a relatively permanent part of 

organisational processes (refreezing). 

 

The change process (Lewin’s model) 

 

 

 

 

 

The eight steps are (Lysons and Farrington (2006:176–177): 

 

Step 1: Establishing a sense of urgency – recognising the need for the enterprise or a 

function within the enterprise to change if it is to achieve and retain competitive 

advantage or cope with crises and opportunities. 

 

Step 2: Creating the guiding coalition – creating and empowering a group to lead change are 

encouraging the group to work as a team. 

 

Recognition of need for 

change 

Overcoming resistance to 

change 

Techniques for changing people, 

tasks, structure, technology 

Overcoming resistance to 

change 

Trying out changes 

Modifications where 

required 
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Step 3: Developing a vision and a strategy – ‘vision’ in this context means having a clear 

sense of what the future requires and the strategies required to turn the vision into 

reality. 

 

Step 4: Communicating the change – vision using every available communication media to 

create an awareness of the visions and strategies to employees and others affected 

and se- cure their cooperation and involvement. 

 

Step 5: Empowering broad-based action – removing obstacles, changing structures or 

systems and encouraging new approaches. 

 

Step 6: Generating short-term wins – strategies usually involve some shorter-term goals as 

the achievement of these goals provides encouragement to sustain people in their 

efforts to attain longer-term objectives. 

 

Step 7: Consolidating gains and producing more change – reinvigorating the process with 

new projects, themes and change agents. 

 

Step 8: Anchoring new approaches in the culture – stabilising change at the new level and 

reinforcing it by means of such supporting mechanisms as policies, structure or 

norms. 

 

 [Total marks: 50] 
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3 GUIDELINES FOR ANSWERING ASSIGNMENT 02 

 

Here are the answers to Assignment 02.  

 

Question 1 

In the event that a supplier considers the buying organisation’s business as essential to its turnover, 

but the business that it offers is not inviting, which type of relationship will the supplier consider to 

have with the buying organisation? 

 

[1] Develop 

[2] Core 

[3] Marginal 

[4] Exploit 

 

Answer: (SU 1) 

The correct answer is option 4, because when the value of business offered by the buying 

organisation is high, but the level of attractiveness is low, a supplier will tend to exploit the 

buyer/supplier relationship to maximise their own gain. Option 1 is incorrect, because if a supplier is 

willing to develop the buyer/supplier relationship, the level of attractiveness of the buying 

organisation will be high, even though the value of the business may be low. Option 2 is incorrect, 

because the core quadrant of the supplier perception model portrays the value of business and the 

level of attractiveness of the buying organisation as both significant. Option 3 is incorrect, because 

the marginal quadrant indicates that a supplier views the buying organisation’s current business as 

nonessential, and that a buyer/supplier relationship is not worth developing. 

 

Question 2 

Which one of the following options displays a characteristic of a transactional buyer/supplier 

relationship? 

 

[1] Reactive expediting 

[2] Focus on total cost 

[3] High level of integration 

[4] Interdependent connection 

 

Answer: (SU 1) 

The correct answer is option 1, because expediting is reactive in a transactional relationship, 

whereas an alliance relationship’s expediting is proactive. Options 2, 3 and 4 are incorrect, because 

they display characteristics of an alliance buyer/supplier relationship. 

 

 

 

 

 

 

 



MNP3703/201 
 

 

9 

Question 3 

What type of tool is a service level agreement? 

 

[1] monitor-measurement-feedback 

[2] key performance indicator 

[3] balanced scorecard 

[4] conflict-prevention 

 

Answer: (SU 7) 

Option 4 is correct as it shows that the SLA prevents conflict between the supplier and the buying 

organisation, because if an issue arises it can be referred back to the SLA as the agreement was 

accepted by both parties. Options 1 and 3 are tools used only after an agreement has already been 

accepted. Option 2 is not a tool. The service level agreement (SLA) indicates the entire agreement 

between the supplier and the buying organisation. The SLA is then broken down into the formulation 

of key performance areas. 

 

Question 4 

Which type of buyer/supplier relationship will a buying organisation have with the supplier if it is 

difficult to predict requirements in advance? 

 

[1] Regular trading 

[2] Call-off contracts 

[3] Systems contract 

[4] Spot purchases 

 

Answer (SU 4) 

Option 1 is the correct answer. Regular trading can be regarded as several spot purchases, 

although each purchase is still treated individually.  Still, a greater degree of expectation for future 

business exists within these circumstances than that of spot purchases. 

 

Question 5 

To understand individuals we need to understand behaviour.  Ultimately, what makes us primarily 

say the things we do or determine the way we act? 

 

[1] Habits 

[2] Cultural influences 

[3] Beliefs 

[4] Past experiences 

 

Answer (SU 2) 

Option 3 is correct, as beliefs that are true for an individual represent the substance of that person. 

In turn, beliefs create a number of values that influence the attitudes that direct how we think, feel 

about things and make choices. Option 1 is incorrect, as habits are the noticeable repeated and 

learned behaviour patterns. Options 2 and 4 are incorrect, as cultural influences and past 

experience are external factors that may influence individuals’ values, attitudes and behaviour. 
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Question 6 

Tombi Tours is undergoing major restructuring within the organisation.  The employees are all 

worried about the future.  In which one of the following scenarios is a driving force for the planned 

changes present for the person involved? 

 

[1] Mpho, a wildlife tour guide, will join a game ranger in the field on a monthly basis to learn 

about native trees in his new role as Fauna and Flora professional. 

[2] Marvin, a booking manager, will extend the office hours by two hours to ensure that all 

customers will be served. 

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

administration. 

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

the organisation. 

 

Answer (SU 3) 

Option 1 is correct, because Mpho's job as wildlife tour guide is now being broadened to include an 

enriched job and at a higher status as Fauna and Flora professional. Option 2 is incorrect, because 

Marvin is creating tough working conditions with extended working hours, which results in a 

restraining force. Option 3 is incorrect, because Nina's job has become redundant, which is a 

restraining force. Option 4 is incorrect, because Malcom will have more difficult work for which he 

may not be qualified as a cashier, which results in a restraining force. 

 

Question 7 

All Gold is in the initial stages of a contract with a new buying organisation, Mom’s Market, which is 

based in a new upmarket residential area with the prospect of further developments, will only stock 

a limited number of All Gold’s products.  What type of relationship will All Gold have with Mom’s 

Market according to the supplier perception model? 

 

[1] Marginal  

[2] Exploiting 

[3] Developing 

[4] Core 

 

Answer: (SU 1) 

The correct answer is option 3.  The supplier perception model is based on two crossing axes, 

dividing it into four quadrants. Based on these two axes, the following:  

On the first axis, the value of the business that Mom’s Market will offer in terms of All Gold’s 

turnover levels will be low, since it will only stock a limited number of products. On the second axis, 

the level of attractiveness that Mom’s Market’s business has for All Gold is high, because the buying 

organisation is in a new upmarket residential area and there are prospects for further developments. 

The supplier perception model’s axes then place this relationship into the quadrant where a 

relationship needs to be developed with the buying organisation. 
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Question 8 

Which attribute in the continuum of buyer/supplier relationships is typically associated with alliance 

relationships? 

 

[1] Quality of products is only inspected upon arrival. 

[2] Orders are expedited reactively. 

[3] The focus of the relationship is on price. 

[4] Supply disruptions are unlikely. 

 

Answer: (SU 1) 

Option 4 is correct. Options 1, 2 and 3 are all associated with transactional relationships. Option 1 is 

incorrect, because in an alliance relationship, quality is designed into the system and therefore not 

only checked once the products arrive. Option 2 is incorrect, because in alliance relationships, 

orders are expedited proactively. Option 3 is incorrect, because the focus of the alliance relationship 

is on total cost, not on price. 

 

Question 9 

Elbows Cleaning Services has expanded their business internationally and has, therefore, become 

increasingly aware of the environment and the impact it has on nature and the future of Earth. 

Which type of supplier certificate will be most important to Elbows Cleaning Services in their 

decision to award a contract? 

 

[1] balanced scorecard 

[2] internal certification 

[3] ISO9000 

[4] ISO14000 

 

Answer: (SU 7) 

Option 4 is correct, because ISO14000 is an international environmental management system 

based on standards that include reduced energy and other resource consumption, decreased 

environmental liability and risk, reduced waste and pollution, and improved community goodwill. 

Options 1 and 2 are also supplier evaluation systems, but only certify the suppliers within the buying 

organisation. Option 3 only verifies that the supplier has an established quality management system 

in place. 

 

Question 10 

Which one of the following characteristics is true for a market exchange profile? 

 

[1] Suppliers mostly consist of large multiproduct supply houses. 

[2] The market is concentrated with only a few established players. 

[3] The need for engineering efforts and expertise is low. 

[4] Large capital investments in products are required. 

 

Answer: (SU 3) 
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Option 3 is correct, because products within the market exchange profile does not generally require 

advanced engineering expertise, since the products are technically simple or within a well-structured 

complicated manufacturing process, thus meaning that the need for engineering efforts and 

expertise is low. Options 1, 2 and 4 are incorrect and opposite to the characteristics of the market 

exchange profile. 

 

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). 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.  
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5 FORMAT OF THE EXAMINATION PAPER 

 

VERY IMPORTANT!! The FORMAT of the examination paper CHANGED! 

 

The duration of the examination will be two hours. The examination is a fill-in question paper 

and the format for this examination paper will be as follows:  

 

 Section A 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 B will be a compulsory question based on theory. The question may consist of a 

long essay question or shorter paragraph-type questions. The total marks for section B will 

be 20 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. 

 

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 ENTREPRENEURSHIP, SUPPLY CHAIN, TRANSPORT, TOURISM AND 

LOGISTICS MANAGEMENT 

Unisa 



MNP3703/201 
 

 

14 

ADDENDUM A – A PREVIOUS EXAMINATION PAPER 

PLEASE NOTE:  The FORMAT OF THE OCTOBER/NOVEMBER 2018 EXAM DIFFERS 

from this previous exam 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 
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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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