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I1. Cac yéu ciu ciia dé thi nhiam dap &ng CLO

(phan nay phdi phéi hep véi théng tin tir @é cuong chi tiét cia hoc phan)



Trong sb

Ky . . CLO trong A 2z | Lay dir liéu do
hi¢u Noi dung CLO F(;lgl:hth}:ic thanh phan Ct?]l: Sh;m Dtlf.rg:(’ lwong mire dat
CLO &t danh gi4 ° o PLO/PI

(%)
1) ) 3 (4) (©) (6) ()
1.1,1.2,
Equip learners 1.3, 1.4,
with knowledge of Tréc 1.5, 1.6,
CLO1 | business relations . 20% 1.7, 1.8, 2 1,0
. . nghiém
with suppliers and 1.9,
customers. 1.10
Steps to establish
supply and 11 1.2
customer 13 14
partnerships, , 15 16
CLO? influencing factors Trgf: 20% 17,18, 5 10
as well as related nghiém 19
issues of P
. 1.10
evaluating supply
chain relationship
management.
The role and
application of 21 29
CLO3 | technology in Ty luan 30% 23 ’ 8 4,0
establishing supply '
chain relations.
Equip learners
with the skills to
combine
theoretical 91 29
CLO4 | knowledge into Tu luan 30% '2’ 3' ’ 8 4,0
the practice of -
supply chain
relationship
management.
Equip skills in
strategic pl_annmg, Bai tap
supply chain U4 trinh
CLOS5 | operations and qthu i ’
supply chain 1y
i i trinh
relationship

management.




Train students to
form a sense of
responsibility,

perseverance, Bai tap qua

creativity and trinh,
CLOS dynamism through | thuyét

the strict trinh

implementation of
the requirements of
the subject.

Cha thich céac cot:

(1) Chi liét ké cac CLO dwoc danh gid bdi dé thi két thic hoc phan (twong iing nhw did mé ta
trong dé cwong chi tiét hoc phan). Luu y khéng dwa vao bang ndy cac CLO khong ding bai thi két
thic hoc phan d@é danh gid (cé6 mét sé CLO duwoc bo tri danh gid bang bai kiém tra giira ky, danh
gi& qua du dn, dé an trong qua trinh hoc hay céc hinh thite danh gid qud trinh khdc chir khdng bé
tri danh gid bang bai thi két thiic hoc phan). Trieong hop mét sé CLO vira diroc bé tri danh gid qua
trinh hay giira ky vira duoc bé tri danh gia két thic hoc phan thi van duwa vao cét (1).

(2) Néu n¢i dung ciia CLO tuong ung.

(3) Hinh thizc kiém tra danh gid cé thé 1a: trac nghiém, tw ludn, dir dn, do &n, van déap, thuc
hanh trén may tinh, thzc hanh phong thi nghiém, bao céo, thuyét trinh, ..., phit hop véi néi dung
ciia CLO va md td trong dé cwong chi tiét hoc phan.

(4) Trong sé mic dg quan trong cua tirng CLO trong dé thi két thic hoc phan do giang vién
ra dé thi quy dinh (mang tinh twong doi) trén co sé Mike dé quan trong cua tirng CLO. Pdy la co
s¢ dé phan phai ty 1é % so diém toi da cho cdc cau héi thi ding dé danh gia cic CLO twong 1ng,
bdo dam CLO quan trong hon thi dwoc danh gid véi diém sé toi da I6n hon. Cét (4) ding d@é ho tro
cho cgt (6).

(5) Liét ké cac cau hai thi s6 (cau héi sé ... hodc tir cau héi é... dén cau héi sé...) ding dé
Kiém tra nguoi hoc dat cdc CLO twong img.

(6) Ghi diém s6 téi da cho méi cau héi hogc phan thi.

(7) Trong trirong hop day la hoc phan cot 16i - sir dung két qua danh gid CLO ciia hang tiong
1ng trong bang dé do lwong danh gid mirc dg nguoi hoc dat dwoc PLOJPI - can liét ké ky hiéu
PLO/PI ¢6 lién quan vao hang twong ing. Trong dé cwong chi tiét hoc phan ciing can md td rd
CLO twong 1ng cua hoc phan nay sé duoc sir dung lam diz lidu dé do lwong danh gid cic PLOIPI.
Trwong hop hoc phan khdng ¢ CLO nao phuc vu Viéc do heong danh gi mike dat PLO/PI thi dé
trong cot nay.
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I1. Ngi dung cau héi thi
MULTIPLE CHOICE (2 Points)

1. Which of the following is NOT a common business strategy for implementing CRM in a



company?

A. Maximizing profits at any cost
B. Improving customer interactions
C. Reducing operational costs

D. Enabling business orchestration
ANSWER: A

2. What was the main reason the mid-size European retailer decided to implement a CRM strategy?
A. To transform into a customer-centric business

B. To reduce operational costs

C. To improve internal communication

D. To increase sales through cross-selling.

ANSWER: A

3. Which of the following best describes "Operational CRM™?
A. Focuses on marketing, sales, and service functionalities

B. Involves the analysis of customer data for business insights
C. Integrates various communication channels for collaboration
D. Emphasizes real-time customer engagement and feedback.
ANSWER: A

4. Which of the following is NOT a post-trading factor in customer service?
A. Organizational structure and control

B. Call-out time for resolving customer issues

C. Spare parts/accessories availability

D. Product/warranty tracking.

ANSWER: A

5. Which of the following is NOT a benefit of Supplier Relationship Management (SRM)?
A. Increased operational costs

B. Enhanced market share growth

C. Improved ability to adapt to market fluctuations

D. Increased profit margins.

ANSWER: A

6. Which of the following is a common challenge faced in SRM?
A. Limited focus on supplier communication

B. High transparency in supplier performance

C. Lack of emphasis on cutting costs



D. Over-emphasis on social responsibility.
ANSWER: A

7. Which of the following is NOT a benefit of Supplier Relationship Management (SRM)?
A. Increased operational costs

B. Enhanced collaboration with suppliers

C. Improved supply chain efficiency

D. Better customer relationships.

ANSWER: A

8. Which of the following technologies is commonly used in Supplier Relationship Management
(SRM)?

A. Blockchain

B. Robotics

C. Virtual Reality

D. Augmented Reality.

ANSWER: A

9. What is the purpose of the Return on Investment (ROI) metric in Supply Chain Management?
A. To evaluate the profitability of business investments

B. To measure operational costs

C. To determine supplier efficiency

D. To assess customer satisfaction.

ANSWER: A

10. How is Internal Rate of Return (IRR) used in project evaluation?
A. To evaluate the profitability of a project in percentage terms

B. To calculate the percentage of profits

C. To measure supply chain efficiency

D. To determine the return on assets.

ANSWER: A

WRITING (8 points)
Question 1 (4 points):
The bullwhip effect is a common issue in supply chain management, resulting in order variability

as orders move through the supply chain. Describe the causes of the bullwhip effect and its impact

on the supply chain. What strategies can be used to reduce the bullwhip effect? (2 points) Provide



examples from the industry to support your answer. (2 points)

Question 1 Answer:

The bullwhip effect occurs when order variability increases as orders move through the supply
chain from retailers to manufacturers and suppliers. This can be caused by factors such as poor
communication, long lead times, and misaligned incentives. The impact of the bullwhip effect

includes increased inventory costs, reduced efficiency, and poor customer service.

To reduce the bullwhip effect, supply chain managers can focus on improving communication,
reducing lead times, and implementing strategies like collaborative planning, forecasting, and
replenishment (CPFR). Additionally, adopting everyday low pricing (EDLP) and vendor-managed

inventory (VMI) can help stabilize orders and reduce variability.

Examples from the industry, such as Procter & Gamble's experience with Pampers diapers, illustrate
how the bullwhip effect can disrupt the supply chain. P&G found that raw material orders from
suppliers varied significantly over time, despite steady demand at the retail level. By addressing the
root causes of the bullwhip effect, companies can improve supply chain coordination and reduce

its negative impact.

Question 2 (2 points):

A company spends $10,000 on a marketing campaign to promote a new product. After the campaign,
the company records a total revenue of $30,000 from product sales directly attributable to the
campaign. The costs associated with producing the product and running the campaign (excluding the

initial investment) amount to $15,000. Calculate the ROI for the marketing campaign.
Question 2 Answer:

Net Profit: The net profit from the campaign is the total revenue minus the cost of the investment and
other costs. Thus, the net profit is $30,000 (total revenue) - $10,000 (marketing campaign cost) -
$15,000 (additional costs) = $5,000.

ROI Calculation: ROI is calculated by dividing the net profit by the cost of the investment and



multiplying by 100 to get a percentage.

Net Profit ) 100 $5,000
X =
Cost of Investment $10,000

R01=( >><100=50%

Thus, the ROI for the marketing campaign is 50%.
Question 3 (2 points):

A company is considering an investment in new manufacturing equipment. The initial cost is

$100,000, and the expected cash flows over the next four years are as follows:

Year Amount
2020 $25,000
2021 $30,000
2022 $35,000
2023 $40,000

The discount rate is 10%. Calculate the Net Present Value (NPV) for this investment.

Question 3 Answer:

To calculate the NPV, we need to discount each future cash flow to its present value and then subtract



the initial investment.

Discounted Cash Flows:

Year Amount | Discounted
Cash Flows
2020 $25,000 $22,727.27
2021 $30,000 $24,793.39
2022 $35,000 $26,316.02
2023 $40,000 $27,280.27

Total Discounted Cash Flow:

Total =22,727.27 + 24,793.39 + 26,316.02 + 27,280.27 = 101,116.95
Net Present Value (NPV):

NPV =101,116.95 - 100,000 = 1,116.95
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