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Marking Criteria: 
 We expect the learners to write minimum one well expressed point in three lines against each allocated mark. This means one needs to write 15 lines with 5 well expressed points to get high grades for a 5 marks question.
For high grades use examples and illustrations where appropriate. 
	
1. (i)
a.  Demand is strongly related to particular environmental factors in a way that some products and their complimentary products their demand rise or fall in particular seasons or period of the year. For example, warm active wears such as thick stockings, gloves, wool coats their demand rise in winter and fall in summer.

b. Historical patterns of demand are a good indicator of future demand. The availability of a large historical market data base makes it easier and accurate to predict demand whereas markets with a small historical data becomes more hard to predict demand.

c. If a competitor opens a new store nearby there will be more product advertising through promotions and low pricing to attract customers and increase demand. This should be put in account during the forecasting stage to predict promotions and price wars that will begin due to competitors.

ii.           The variables of supply chain forecasts are:
              Demand. This is the entire or overall market demand for a collection of 
                     Products or services. The market is forecasted to be declining or going   
                     upwards to predict 
              The annum rate of growth or decline, the market may also be stable for a
              given Period of time due to comparative market maturity. Seasonal demand  
             for some products, should also be put in consideration.         

            Supply. This is determined by the number of producers or manufacturers of the 
            Product and the lead time associated with the product. Availability of few
            Manufacturers and longer lead time may result into ambiguity in the market  
            Whereas the more manufacturers and short lead time expected variable of 
            supply Is. Forecasts must cover the time it takes for the components to be 
            transformed into a final product.

            Product characteristic. The nature of a product affects its consumer demand. If 
            The product is changing into better developments like new versions of IPhone  
            the forecasted time frames of these that are still developing will be shorter 
            compared   to already developed or grown up products. Substitutional utilized
            products usually match the use of the associated products thus a simultaneous 
             prediction for these products, must be put into consideration.

           Competitive Environment. The supply chain and its competitors no matter the
           The market is increasing or declining, but the individual market share 
           movement is what matters most. In this variable, forecasts should consider to
           predict promotions and price wars that arise due to competitors.

iii.      Quantitative forecasting in supply chain is where the available historical demand 
          data and evidence is used to predict or forecast the future demand.

iv.     The different ways of managing credit risk are as below.
          Credit insurance taken to protect against bad debtors.
          Liens on consumer assets to guarantee an underlying obligation of repayment.
          Government Loan Guaranteed by a third party if the borrower (customers) 
         defaults
          Knowing the customer by operating on pertinent, accurate and timely 
          information 
          Monitoring the relationship or the risk profile of the client or customers

V.     Aggregate planning is an operational activity that does the forecast for the 
         Business to meet the predictable demand. This is the frame work of which short         
         Term decisions are made about stock levels, production capabilities, and more so
         The work force. For example, Aggregate planning can be done in advance of 6 to
         18 months, to give an idea to management the quantity of materials and 
          other resources to be procured and when, so that the total cost of operations of 
          the organization is kept to the minimum over that period.     
          Below are the approaches used in Aggregate planning.   
                 Use of production capacity to meet demand.
                 Using inventory and Backlogs to match demand.
                 Utilizing varying levels of total demand to match demand.


2.      Procurement is the act of obtaining or buying goods and services. This  
            includes preparation and processing of a demand as well as the end user or
            recipient to make payment or approve payment.
           And below are the categories of procurement.
          
           Purchasing. This is the activity of acquiring goods or services to accomplish the 
           goals of an organization or individual. It involves issuing the purchase order
           following up and having orders delivered. A timely flow and avoiding faults are 
          crucial in purchasing. 

          Vendor selection.  Is a process of selecting a supplier to acquire the necessary 
          materials to support the outputs of the business or organization. Items, prices 
          and services are compared to suit the capabilities, service levels and support the
           business plan and operating requirements.
          
          Contract Negotiation. This involves discussing points of a potential partnership
          arrangement. The goal is for an agreement to be made that is beneficial to all 
          involved say the business manager and vendor. Products, prices, trade-offs,
           modes of payment and performance targets are always the key points of 
           discussion. The end goal is an agreement that is both fair and equitable to each
            party.

         Contract Management. This is concerned with the practicalities of the
         Relationship between the organization or business and the supplier to meet the
         operation routine, administrative and clerical functions. There always a 
         requirement for the company to have a skill to follow the performance of its 
         vendors or suppliers to meet the service levels and product quality. Suppliers 
         should meet the contractual obligations or suffer negative recommendations 
          and correct their shortcomings whenever asked to do so.

         Consumption Management. This involves the effective forecasting and
         Procurement of classified category of products, their quantities for the entire
         business along with its operating units. Levels of expenditure are anticipated at
         different business units and usually compared to actual consumption.
         For over or under consumption, incorrect anticipations may have been and a 
        There is necessity to reset them.

3.   Inventory Management plan is a combination of techniques that are applied or   
        used to oversee or supervise the inventory levels in a business unit or in a
        supply chain. 
        This includes limiting the number of people who have authority to order, as well
         as the total number of orders placed for any given items’ total is within budget.

         Inventory management has the objective to lower stock costs but maintaining a
         Level of stock that serves customer needs.

         Demand projections and product prices are always relevant procedures to help
         balance inventory levels to serve demand and gaining economies of scale.

         All inventory types of Cycle inventory, Seasonal and safety inventory with the
         Practices of managing seasonal stocks which call for manufacturer’s price 
         Incentives and essentials to balance the ambiguity that is present in supply chain. 
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