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	Please insert your completed assignment ( in word format)  here:
1. Give brief answers for the following questions:
I. Time series method used for forecasts in supply chains is based on the assumption that;
b) Historical patterns of demand are a good indicator of future demand.
           II.        Explain the four variables of supply chain forecasts.
Decisions in supply chain depend on the forecasts that identify which products      will be required, what amount of these products will be needed, and when they will be required. All forecasts deal with four major variables which together determine what market conditions will be like. Those variables are:
1. Supply; is calculated by the number of manufacturers of a product and by the lead times that are linked with a product. The more manufacturers of a product and, the shorter the lead times, the more expected this variable is. When there are just few suppliers and the lead times are longer, there is more possibility of ambiguity in a market. (Variability in demand and ambiguity in supply makes predicting trickier)
2. Demand; overall market demand for a collection of related products or services. Market expansion or decline. Annual or periodical rate of expansion or decline. Also market can be comparatively mature and demand stable at a level that has been expected for some years. Lot of products have a seasonal demand model or the market is a developing market, where there is not much chronological data on demand changes widely since new customers are just being introduced to the products.
3. Product Characteristics; characteristics of a product that affect consumer demand for the product. Is the product innovative and fast developing or is the product grown-up and changing gradually or not changing at all. Forecast for grown-up products can be of longer timeframe than for products that develops rapidly. Can it be used as an alternative for another product? Or will the utilization of a product drive the matching use of an associated product? Products that either struggle with or balance each other should be predicted together.
4. Competitive Environment; stands for the activities of corporation and its competitors.
           III. What is a quantitative forecasting method in supply chain forecasts?
This forecasting method depends upon a person’s subjective views about market. This method is suitable when there is a little past data available to work with. Calculations of future trends of demand are based on person’s intuition and opinion. This forecast method is reasonably good for short time planning until company can accumulate enough data about product which can be used in long term planning.
IV. Outline the different ways used for managing credit risk.
Credit and collection is a sourcing procedure that a company employs to acquire its money. The credit operation examines potential customers to make sure that their company only conduct business with customers who will be able to pay their bills. The credit function works to help company take intelligent risks that maintain its business plan. In case company wants to sell to new looking customers credit risks can be decrease by the use of credit insurance, liens on customer assets, government loan guarantees for export. For big customers and chiefly large individual sales, people in the credit are work with others in the business to structure particular deals for single customer. This increase the worth the business can offer to such a customer.
V. What is ‘Aggregate planning’? Outline the approaches used in aggregate planning.
To generate a plan for a business to meet the predictable demand after forecast has been made is termed as aggregate planning. Its function is to assure demand in a way that can maximizes revenue for corporation. The planning is done at the collective level and it sets the best levels of production and stock that will be implemented over the next 3 to 18 months. It is the frame within which short term decisions are taken about production, stock and distribution. There are three fundamental approaches to take in creating the collective plan: 1, amount of production capacity – the total capacity of production is matched to the level of demand. The purpose is to use 100% of production capacity at all times. This method result in short levels of stock. 2, the level of utilization of the production capacity – utilize varying levels of total capacity to match demand. This model can be utilize if there is surplus manufacturing capacity available. The approach is logical when the outlay of carrying inventory is high and the expenditure of surplus capacity is comparatively low. 3, the amount of inventory to carry – use inventory and backlogs to match demand. This method provides constancy in the plant capacity and labour force and enable steady rate of output.
2, What is procurement? Discuss the main categories of procurement.
Procurement means the obtaining of the goods, products, services from external source at a best possible costs to in terms of quality and quantity.
The procurement function can be divided into five major activity categories.
	A, Purchasing – normal activities linked to issuing purchase orders for required products. There are two kind of products that company usually buys: (1) direct materials that are directly used to make the final products that business sell to customers and (2), indirect materials that business uses as part of everyday operations. There is a lot of data exchanged in this process between the purchaser and supplier, and much of activity follows distinct routine.
B, Consumption Management – how much of what products are being bought across the whole company as well as by every operational unit. There must be understanding of how much of what type of products are purchased from whom and at what price. Anticipated levels of expenditure for diverse products at different locations of a business should be compared against real consumption on a usual basis. Consumption above expectations is either problem to be rectified or it reflects wrong expectations that are required to be reset. Expenditure below expectations should be exploited or it also might reveal incorrect expectations.
C, Vendor selection – price of vendor’s product should not be the only thing to be considered to meet business plan operating needs. In addition to price the value of vender’s capabilities has to be measured as well (value of product class, service levels, in time delivery, mechanical support). 
D, Contract negotiation – as a specific needs for business arise, contracts must be discuss with each individual supplier. This is where the particular items, prices and service levels are carried out. Suppliers of both direct and indirect materials require set of capabilities. Gaining more purchasing efficiencies needs that supplier have the abilities to set up electronic links for purposes of getting orders, conveying delivery notifications, sending invoices and getting payments. All these necessities need to be discussed in addition to the fundamental issues of products and prices. When discussions are held not only unit price is the most important also all other value added services are necessary. Performance targets, penalties and other fees must defined when the targets are not met.
E, Contract Management – once contracts are in action, supplier performance against these contracts should be measured and administered. Every company needs the skill to follow the performance of its suppliers and hold them responsible to meet the service levels as agreed in the contract.
	3, Discuss inventory management plan.
The main objective of management plan is to decrease the cost of stock as much as possible while still maintaining the levels of service that customer need and expect. The main inputs are demand predictions for the products and the price of products. With these two inputs, stock management is a constant procedure of balancing product inventory levels to serve demand and gaining economies of scale to get the best product prices. There are three types of inventory: a, cycle inventory – necessary to meet the demand of the product over the time period between placing orders. Distributors and producers of the products might find it cheaper to make and stock the product in huge batches that do not match the consumption pattern. It is the accumulation of inventory in the supply chains.
b, seasonal inventory – take place when corporation or supply chain with predetermine amount of productive capacity choose to create and stock products in expectation of future demand. If the future demand is going to exceed productive capacity, then the best is to produce products in times of low demand and put it into inventory to meet the high demand in the future.
c, safety inventory – essential to balance for the ambiguity in supply chain. Retailers and distributors carry safety stock on hand in case of unanticipated customer demand or unforeseen delay in getting replenishment orders. As a rule the higher the level of ambiguity the higher the level of safety stock.   
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