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	1.i.  a) Merging the Time series for causal relationship business leads to higher level of accuracy but only with availability of long term data, it leads to better planning for pricing and inventory management that match that business with its related occasion or environment.

1.i. b) Mathematical technique used on most of forecasting software and it gives 
Correct results if done for steady market, good past data and almost fixed /Repeated demand pattern year after year.
.
       
1.i. c) Simulation forecast and to utilize the time series method  to plan for demand trend which is fixed ,so opening new store for competitor will lead to higher supply with fixed demand ,then share will be less, so here some planning must be done in regards of prices, availability of products and product differentiation to reduce the expected drop in demand.
.

1.ii. The four variables for SC Forecast are :
          1- Supply : Availability of the product, based on No of Manufacturer and their
                   lead time
                   The more Suppliers and shorter lead time  the more supply in market
                   The less supplier or long lead time the more possibility for ambiguity 
                   Long lead time product needs earlier forecast at least to cover the 
                   mutual lead time.           
          2- Demand : Market need or demand to product, and demand trend for it,
              and normally market nature is a rule player in demand like the seasonal 
              or developing market for this product.
          3- Product Characteristic and features that affect the consumer demand, like
              is this product is conventional, innovation, fast developing or sensitive to
             another products developing.
          4- Competitive environment : Activities and market share for corporation and
              its competitors and effect of all on others in market share mainly due to 
              their movement in market in terms if promotions, marketing and prices.

.1.iii. Qualitative forecasting method : How the consumers and persons will react 
             with the product based on their perception or subjective view. Its good 
             when less past date is available and can be done based on comparison 
             with similar product or condition.
.

1.iv. Manage Credit Risk : 
        a) Differentiate the customers based on previous deals or new/old basis.
        b) Usage of credit insurance.
        c) liens on assets of consumer
        d) Government loan guarantees for export. 
. 
.  1.v. Aggregate Planning : Is to generate a plan for the business to meet the 
        demand forecast targeting maximizing the revenue for the corporation.
        The approaches are :
1- Production capacity: Sizing the production capacity to be utilized fully to meet the demand either increasing it or reducing the capacity.
It is good when cost of moving stock is high and cost of shifting capacity    ( Workforce or plant) is low.
2- Varying levels of total capacity to match the demand :
When total capacity exceeds the demand then to use the capacity partially and adjusting it up (To max) and down to match the varying demand. Recommended when cost of carrying inventory is high and cost of surplus capacity is low.
3- Use inventory and backlogs to match demand:
Constant capacity and labor force and enables to steady rate of output. So production always in the same rate in low demand and building stock for high demand, or lowering the stock and building the backlog for next period.  It is good when cost of varying capacity is high and cost of carrying stock and backlog is low.


2.   Procurement : source and  purchase of material and services required for 
        operations and make the product.
      Procurement function is with five major activities :

1) Purchasing : Buying  Material required for production and also buying 
services and MRO products required for operations.
2) Consumption Management : Monitoring and analyzing consumption of product or material for correction action in procurement decision.
3) Vendor selection : Selecting and classification of vendors on basis of its product quality, prices, services, capability, lead time and support.
4) Contract negotiation : For approved vendor to set and negotiate prices, terms, lead time, order level, payment, communication, support and all other value added required. And to set the performance target with defined penalties and fees in case of not meeting the agreed targets.
5) Contract Management: Measuring suppliers performance against the agreed contract,to hold them responsible to meet the targets and to correct their performance if target not achieved.

3. inventory management is collection of techniques to supervise inventory level considering the inputs of demand forecast and prices of products  to level and balance the inventory to serve the demand and securing best product prices. It is three types :
     1) Cycle Inventory : smaller number of orders with big quantities of product and 
        hence reduction in cost.
     2) Seasonal Inventory : when proactive capacity is fixed ,then to utilize it in 
         constant rate and accumulate products that meet the expected demand in
        high season.
     3) Safety inventory: To carry all the time minimum safety inventory and to keep
        replenishing it to overcome the fluctuating and ambiguity in demand.
       The higher the ambiguity the bigger the safety stock.
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