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Topic Break Down

Topic No. of Questions
Topic 1, Understand the legal issues relating to the formation of contracts 3

Topic 2, Understand the legal implications of contractual relationships 9

Topic 3, Understand the financial implications of contracts 20

Topic 4, Understand the role of supply chain finance in the management of contracts | 2

Topic 5, Mix Questions 8

Total 42
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QUESTION NO: 1 - (SIMULATION)

XYZ Limited is a large retail organization operating in the private sector which is looking to raise long-term capital. Discuss
three long-term financing options which XYZ may use. (25 points)

ANSWER: See the explanation for the answer

Explanation:

XYZ Limited could use the following three long-term finance options. The best choice will depend on the amount
required, the purpose of the investment, cash-flow certainty, cost of capital, gearing and the owners’ willingness to share
control.

1. Equity finance (new shares/private equity)

XYZ can raise permanent capital by issuing additional shares to existing shareholders or, as a private limited
company, through a private placement to selected investors, such as a private-equity fund. If appropriate, it could
eventually seek a stock-market listing to access a wider pool of investors.

Advantages: Equity does not have a mandatory interest charge or a fixed repayment date. This protects cash flow,
particularly while new stores, distribution facilities or digital systems are being developed. It also improves the debt-
to-equity ratio and may make later borrowing easier.

Disadvantages: Existing shareholders’ ownership, voting rights, dividend entitlement and control are diluted.
Investors may demand a high return because they take greater risk than lenders. A private-equity investor may also
require board representation and influence over strategy.

Suitability: This is appropriate where XYZ needs substantial, patient capital for long-term expansion and where
future cash flows are uncertain or should not be burdened by fixed debt repayments.

2. Long-term bank loan or syndicated term loan

XYZ may borrow a lump sum from a bank and repay the principal, plus interest, over an agreed term, for example
five to fifteen years. For a very large requirement, several banks can provide a syndicated loan. The loan may be
secured against property, warehouses or other company assets.

Advantages: Ownership and control remain with current shareholders. The lender does not normally share in future
profits, so this can be cheaper than equity if XYZ has a strong credit record. Repayment can be structured to match
expected cash generation, and interest may be fixed for certainty or floating where this is advantageous.
Disadvantages: Interest and capital repayments are contractual regardless of trading performance. This raises
gearing and can place pressure on cash flow in a retail downturn. Security may put assets at risk if XYZ defaults.
Lenders may impose covenants, for example limits on further borrowing, dividend payments or gearing.

Suitability: A term loan is well suited to a clearly defined, income-producing investment, such as a warehouse, store
estate refurbishment or technology programme, where XYZ can forecast sufficient cash flow to service the debt.

3. Corporate bonds/debentures

As a large established company, XYZ could raise long-term debt from institutional investors by issuing bonds or
debentures. Investors provide funds now in return for regular coupon interest and repayment of the face value at a
stated maturity, such as ten or twenty years. The debt may be secured or unsecured, and may be fixed- or floating-
rate.

Advantages: A bond can raise a large amount from capital-market investors and may provide longer maturities than
a standard bank loan. It does not dilute shareholder control. A fixed-rate issue also enables XYZ to lock in borrowing
costs and budget with greater certainty.

Disadvantages: Coupon payments and repayment at maturity are binding obligations, even if retail sales fall. The
company needs sufficient size, creditworthiness and market confidence; issuing costs, legal documentation, credit-
rating costs and underwriting fees can be significant. An unsecured or poorly rated issue may require a high coupon,
and XYZ must plan for refinancing or a large repayment at maturity.

Suitability: Bonds are particularly suitable if XYZ has a strong financial position and needs large-scale, long-term
funds while retaining ownership. They could finance a major expansion programme, acquisition or long-lived
infrastructure.

Overall: Equity provides permanent finance but sacrifices some ownership; loans and bonds preserve ownership but create
fixed financial commitments. XYZ should match the finance period to the life of the asset, avoid excessive gearing, and
assess interest-rate risk and its ability to meet repayments under conservative retail cash-flow forecasts.
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QUESTION NO: 2 - (SIMULATION)

XYZ Ltd is a retail organization that is conducting a competitive benchmarking project. What are the advantages and
disadvantages of this? (25 points)

ANSWER: See the explanation for the answer

Explanation:

Competitive benchmarking is the systematic comparison of XYZ Ltd’s processes, costs, service and commercial
performance with direct retail competitors. For example, XYZ may compare shelf prices, product availability, stock turns,
delivery/collection lead times, returns performance, customer satisfaction and online fulfilment.

Advantages

Identifies performance gaps: It gives XYZ an external point of reference and shows where it is behind competitors, such as
higher prices, poorer availability, slower delivery or lower customer-service ratings.

Creates realistic improvement targets: Competitor performance can help set challenging but market-relevant KPIs for
purchasing, logistics, stores and e-commerce.

Improves competitiveness: Acting on identified gaps can reduce cost, improve quality and service, and therefore protect
market share, sales and profitability.

Provides market intelligence: It helps XYZ understand prevailing customer expectations, retail trends, competitors’ product
ranges, promotions, channels and service propositions.

Encourages adoption of best practice: XYZ can investigate how leading competitors achieve better outcomes—for
example, better demand planning, supplier collaboration, click-and-collect, automated replenishment or returns processes.
Challenges internal complacency: Internal measures may suggest that a department is performing well, but comparison
with competitors may reveal that the whole business is below the market standard.

Supports strategic and investment decisions: Evidence of a material gap can justify investment in systems, distribution
capacity, supplier development, training or customer-service improvements.

Focuses on customer value: Benchmarking against rivals helps ensure that XYZ’s offer remains attractive on the factors
customers actually compare, such as price, range, convenience and speed.

Disadvantages / limitations

Reliable competitor data may be unavailable: Direct competitors have little incentive to disclose detailed cost, margin,
supplier, operational or service data. XYZ may have to rely on public accounts, mystery shopping, customer research or
estimates.

Data may not be comparable: A competitor may operate in different locations, serve a different customer segment, use a
different product mix, have a different scale, or apply different accounting and KPI definitions. Apparent differences may
therefore be misleading.

It can be costly and time-consuming: Collecting, validating and analysing data, using market-research providers and
carrying out store or online comparisons consume management time and money.

Risk of copying rather than innovating: XYZ may imitate a rival’s current practices and lose differentiation. Benchmarking
reveals what competitors do now; it does not necessarily identify the next innovation or what is best for XYZ’s own
customers.

Can lead to a reactive, short-term focus: Management may concentrate on closing visible gaps, such as matching a
promotion or delivery promise, rather than pursuing long-term strategy, unique capabilities or profitability.

Best practice may not transfer: A competitor’s superior result may depend on its brand, technology, supplier relationships,
scale or culture. Copying the process without those conditions may fail or be uneconomic.

Risk of revealing XYZ’s own sensitive information: Reciprocal benchmarking arrangements can disclose commercially
confidential data and weaken XYZ's bargaining position with competitors or suppliers.

Competition-law and ethical risks: Competitors must not exchange current or future commercially sensitive information,
particularly prices, costs, margins, volumes, customers, territories or future commercial strategy. XYZ should use lawful
public or independently aggregated information and obtain legal advice where appropriate.

Measures can be out of date: Retail markets and competitor promotions change quickly; a benchmark can be a historical
snapshot and may lead to decisions based on obsolete information.

Focus on metrics rather than causes: Knowing that a rival has lower prices or better availability does not by itself explain
why. Further analysis is required before XYZ changes its process or makes investment decisions.

Conclusion: Competitive benchmarking is valuable for understanding XYZ’s relative market position and prioritising

improvement, but it should be combined with internal analysis, customer feedback and wider/functional benchmarking. It
must use comparable, lawful data and should inform innovation rather than simply encourage imitation.
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QUESTION NO: 3 - (SIMULATION)

When would a buyer use a ‘Strategic Assessment Plan’? Outline how this would work (25 marks)

ANSWER: See the explanation for the answer

Explanation:

Answer: A buyer uses a Strategic Assessment Plan (SAP) before committing the organisation to a significant
procurement, contract, supplier relationship or investment. Its purpose is to establish whether the proposed approach is
strategically justified, affordable, deliverable and consistent with organisational objectives. It is particularly appropriate where
the requirement is high value, high risk, business-critical, complex, long term, innovative, or likely to affect several
stakeholders.

It should not be treated merely as a supplier scorecard. It is an early, structured assessment that supports the
procurement/contract strategy and, where appropriate, the business case.

When a buyer would use it

Before commencing a major sourcing exercise, outsourcing decision, capital purchase or long-term contract.

When a contract is strategically important: for example, it concerns continuity of supply, safety, quality, critical technology,
confidential data or a key customer-facing service.

Where total expenditure, whole-life cost or financial exposure is substantial.

Where the supply market is volatile, capacity is limited, there is dependency on one supplier, or supply interruption would
have serious consequences.

When considering make-or-buy, supplier rationalisation, insourcing/outsourcing, collaboration, a partnership or supplier-
development activity.

Before exercising a major contract extension, renewal, variation or re-tender, especially if requirements, risks or market
conditions have changed.

Where the organisation has strategic objectives that procurement must support, such as carbon reduction, resilience, social
value, innovation, growth, cost leadership or regulatory compliance.

How the Strategic Assessment Plan would work

1. Define the requirement and the decision required. State the problem or opportunity, scope, demand,
stakeholders, timescale and the decision that approval is being sought for. For example: whether to re-tender a five-
year critical-material contract or develop the incumbent supplier.

2. Link the proposal to corporate and category strategy. Identify the business objectives and success measures.
These may include supply assurance, lifecycle value for money, improved service, sustainability, innovation,
compliance or reduced financial risk.

3. Undertake stakeholder analysis and governance planning. Identify users, budget holders, technical specialists,
finance, legal, risk, sustainability and senior approvers. Allocate responsibilities, approval gates and escalation
routes.

4. Analyse expenditure, demand and the market. Review historic spend, forecasts, specifications, volumes and total
cost of ownership. Assess market structure, supplier capacity, competition, price drivers, technology, regulation and
likely future market changes.

5. Identify and assess risks. Consider operational, commercial, financial, legal, reputational, ethical and supply-chain
risks. Examples include supplier insolvency, price volatility, poor capacity, single sourcing, quality failure, data-
security exposure and modern-slavery risk. Score likelihood and impact and assign mitigation and ownership.

6. Develop realistic options. Options might include doing nothing/contract extension, re-tendering, dual sourcing,
changing specification, framework call-off, make rather than buy, supplier development, or a strategic partnership.
Each option should be assessed rather than assuming that a full tender is automatically best.

7. Evaluate financial and non-financial consequences. Calculate whole-life cost and affordability, not just purchase
price. Consider implementation cost, transition cost, cash-flow/payment implications, risk cost, expected benefits and
savings. Financial health checks should be made for critical suppliers.

8. Recommend the sourcing and contracting approach. Select the option that offers the best overall value and
strategic fit. Specify the proposed route to market, lotting/sourcing strategy, contract length, pricing and payment
mechanism, incentives, risk allocation, performance measures and exit/contingency arrangements.

9. Obtain approval and convert the plan into action. Present the evidence, option appraisal, costs, risks and
recommendation to the appropriate authority. Once approved, use it to produce the procurement plan, tender
documentation, evaluation criteria and contract-management plan.

10. Monitor and review. During the contract, measure the intended outcomes through KPlIs, service levels, cost and
risk reviews, supplier meetings and governance boards. Update the assessment if demand, corporate strategy,
supplier performance or market conditions materially change.
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In summary: the SAP enables a buyer to make an evidence-based strategic decision before committing resources. It
ensures that the chosen procurement and contract approach delivers whole-life value, supports organisational strategy and
contains appropriate financial, contractual and supply-chain risk controls.

QUESTION NO: 4 - (SIMULATION)

Explain what is meant by ‘supplier selection’ (25 marks)

ANSWER: See the explanation for the answer

Explanation:

Supplier selection is the structured, objective process by which a buying organisation identifies, assesses, compares and
appoints the supplier(s) most capable of meeting a defined requirement. It follows the identification of a need and normally
follows supplier sourcing/pre-qualification; it results in a contract award or placement of business with the supplier offering
the most advantageous overall solution, rather than automatically the lowest price.

Its purpose is to achieve value for money and a reliable supply arrangement by selecting a supplier that can meet the
required specification, quantity, quality, location and delivery times while managing commercial, financial, operational, legal,
ethical and supply-chain risks.

A robust supplier-selection process would normally include:

Define the requirement: clarify the scope, specification, volumes, service levels, timescales, budget and the importance of
the purchase.

Set the selection strategy and criteria: decide whether competition, tendering, negotiation, framework call-off or another
compliant route is appropriate. Criteria and their relative weightings should be set before bids are evaluated.

Identify and shortlist capable suppliers: use market research, approved supplier lists, requests for information, pre-
qualification or due diligence to establish which suppliers have the necessary capability and capacity.

Obtain proposals: invite shortlisted suppliers to submit tenders, quotations or proposals against the same clear
requirements and instructions.

Evaluate consistently: score each bid against the published criteria, using evidence rather than personal preference. A
weighted evaluation model may be used so that important criteria, such as quality or security of supply, have appropriate
influence.

Clarify and negotiate: resolve ambiguities and, where permitted, negotiate price, risk allocation, service levels, contract
terms and implementation arrangements without changing the process unfairly.

Undertake final checks and award: complete references, financial, legal, compliance and sanctions checks; obtain internal
approval; document the decision; notify suppliers; and enter into the contract with the successful supplier.

Typical selection criteria include:

whole-life cost or total cost of ownership, price structure and cost transparency;

conformance to technical specification and required quality standards;

capacity, capability, skills, facilities and ability to scale;

delivery performance, lead time, logistics and continuity/resilience of supply;

financial health and creditworthiness, including the risk of supplier failure;

past performance, references, service capability and contract-management approach;

legal, regulatory, health and safety, environmental, ethical and modern-slavery compliance;
innovation, continuous-improvement and sustainability credentials; and

cultural fit, communication, relationship potential and ability to support long-term strategic objectives.

Selection is therefore broader than simply comparing quoted prices. For example, a lower-priced supplier may be rejected if
it lacks capacity, has poor quality history or presents an unacceptable financial or supply-continuity risk. Conversely, a
supplier with a higher unit price may represent better value where it offers lower lifecycle costs, dependable delivery, better
quality and reduced risk.

The process must be fair, transparent, proportionate and auditable. The buying organisation should apply the same stated
criteria to all bidders, maintain records of scores and decisions, manage conflicts of interest and confidentiality, and comply
with procurement law, organisational policy and any applicable public-procurement rules. Cross-functional input from users,
technical specialists, finance, quality and legal staff helps ensure that the selected supplier can perform both commercially
and operationally.
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In summary, supplier selection is the formal decision-making process of choosing the supplier that best meets predetermined
requirements and delivers the optimum balance of cost, quality, performance, risk and strategic value over the life of the
contract.
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