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1) Answer question one and any other two questions
2) Question one is compulsory
 
Question one
i) Discuss the importance of relationships and negotiation management (10 marks)
ii) Discuss ten advantages  of customer retention (10 marks)
iii) Explain ten mutually beneficial opportunities that may be derived from Supplier development programs (10 marks).

Question Two
i) Guide XYZ Company on how to how to ensure effective relationship with their suppliers (10 marks).
ii) What are the likely possibilities for break in  Customer loyalty (10 marks).

Question Three
i) Customer retention is a result of Relationship and negotiation management. Discuss ten of its advantages (10 marks)
ii) Explain  in details the types of relationships that may occur in supply chain management(10 marks)

Question Four
i) Discuss at least five benefits of complaints, in supply chain management (10 marks).
ii) Guide on the relationship development process (10 marks)

Question Five
i) To eliminate customer/ supplier turnover, one has to build a loyal customer base with them. Explain (10 marks)
ii) Discuss how organizational culture affect supply chain management. (10 marks)
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