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SECTION A — (10 × 2 = 20 marks)

Answer ALL questions.

1. What is supply chain management? 

2. What is logistics?

3. What is outsourcing?

4. What is EDI?

5. What is benchmarking?

6. Write a note on Bar Coding in Logistics.

7. What is a bill of lading?

8. What is Trans-shipment?

9. What is performance measurement?

10. What is 4 PLS?

SECTION B — (5 × 5 = 25 marks)

Answer any FIVE questions.

11. Explain the importance of supply chain management?

12. What is demand forecasting? Explain its importance?

13. Write a note on Performance Measurement?

14. Briefly discuss the uses of 3PL service providers.

15. Briefly explain the functions of warehousing.

16.  “Material handling adds to the cost not value” – Comment.

17. What are the considerations that should be taken for packaging?

18. Discuss the concept of outsourcing and explain the uses of outsourcing.

SECTION C — (2 × 15 = 30 marks)

         Q.No. 19 is compulsory and answer any ONE from the rest of two questions.

19. Case study – Compulsory Question:

During slowdown of business Purchase professionals feel that this 
is the 
time for breather. But GM (Supply Chain Management) of a 
multinational company does not think so. He feels that that is the right 
time to keep track of suppliers and global market as well.


Mr. Bhattacharya has learnt long back that it was important to 
look for new overseas suppliers for critical components and keep a track 
of broader economic trends at all times.

“ Purchasing professionals need to be aware of the situation in countries 
from where they are purchasing their products to know if there is a 
problem or an opportunity to reduce the cost further  by working jointly” 
He opined. He also mentioned that if, for example, you are purchasing 
from Thailand find out whether there is any riot or blockage of port or 
transport strike etc which would paralyze your supply.


Suppliers could also give you excellent information like scrap 
prices, RM price trend across the globe, Labor cost prevailing, method of 
tackling fluctuation of exchange rates between Dollar and Rupee, 
shipping rates etc. He often drafts 10/12 questions and hand it over to the 
select suppliers through their representatives/e-mail. Next time he hands 
over 10 more questions. Sometimes sales representatives find it hard to 
get the answer because they have to contact lot of people in the 
organization to get the correct answer. However they do not resent 
because he respects the relationship with them and treat them nicely all 
the time.


Once Mr. Bhattacharya receives the answers he analyses them 
thoroughly. If these are similar for one question this tells him one thing. If 
it is different he has to go for further investigation. These answers and 
other research work he carries out from time to time give him the 
information as to where he stands with respect to pricing, which he 
believes should come down during lesser demand. 


Mr. Bhattacharya also believes that suppliers would not reduce 
their prices on their own but would do so only when you point out where 
they can improve the things .For example, if steels are purchased by 
suppliers at the rate he is purchasing supplier would be willing to reduce 
their prices. So should he sell the steel to suppliers or give it to him on 
loan basis? He also shares with the suppliers benefits so accrued. He 
emphasizes that you must be more informative than your suppliers if you 
want to take the best decisions for your organization. He likes to see 
sometimes that suppliers fighting over one product, which helps him, 
reduce procurement cost. 


He is very honest and impartial with suppliers and tells them 
openly if things are not going their way. He says “If you are honest, 
suppliers would work closely with you. But you need to be politely 
aggressive with them, if you want to make them listen to your 
logic/arguments. After all, whoever has a better logic/argument should 
win the game.”   

 
Answer the following questions:- 

a) 
What is the most important task of a purchase manager?

b) 
Why Supplier relationship is important?

20. Discuss the role of Information Technology in logistics and supply chain    management.

21. Evaluate strengths and weaknesses of different modes of transportation.
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