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HMA #15
How can supply chain data help ensure the matching of supply and demand?
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See the Explanation for complete answer.

Explanation:

In modern supply chain management,data plays a critical role in aligning supply with demandby providing visibility, accuracy, and
predictive insights across the end-to-end value chain.

Matching supply and demand means ensuring thatthe right products are available in the right quantity, at the right time, and in the right
place- without incurring excess costs or shortages.

By collecting, analysing, and sharing accurate supply chain data, organisations can anticipate market fluctuations, plan production and
mventory more effectively, and improve responsiveness to customer needs.

1. The Role of Supply Chain Data in Matching Supply and Demand

Supply chain data refers to themformation generated and exchanged throughout the supply chain, including:

* Sales and customer demand data,

* Supplier lead tires,

* Inventory levels,

* Production capacity,

* Transportation and logistics performance, and

* Market and environmental factors.

When analysed effectively, this data supportsdemand forecasting, inventory optimisation, production planning, and collaboration- all
of which are vital to balancing supply and demand.

2. Ways Supply Chain Data Ensures the Matching of Supply and Demand

Below arefour key waysthat data enables this alignment.

(1) Enhances Demand Forecasting and Planning

Description:

Supply chain data, particularly from sales and customer orders, allows organisations topredict future demand with greater accuracy.
By analysing historical sales trends, seasonal patterns, and market behaviour, companies can forecast demand and adjust production
and procurement plans accordingly.

Exanple:

A toy manufacturer uses real-time sales data from retail partners to forecast increased demand for certain products during the
Christmas season.

Impact:

* Reduces stockouts and lost sales.

* Minimises overproduction and excess inventory.

* Improves production scheduling and supplier coordination.

Data Sources:

Point-of-sale (POS) systens, customer relationship management (CRM) systemns, and historical sales records.

(i) Enables Real-Time Inventory and Production Visibility

Description:

Accurate, up-to-date mventory data across warehouses, factories, and retail outlets ensures that supply is visible and aligned with
demand in real time.

This enables quick decision-making regarding replenishment, transfers, and production adjustments.

Exanple:

An MRP (Material Requirements Planning) system integrates supplier and production data to show available raw materials and
finished goods, allowing production to match current demand.

Impact:
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* Prevents both shortages and overstocking,

* Supports lean inventory management.

* Increases responsiveness to changes in customer orders.

Data Tools:

Enterprise Resource Planning (ERP) systerms, Warehouse Management Systems (WMS), and Inventory Management dashboards.
(iit) Supports Collaboration Across the Supply Chain

Description:

When data is shared between supply chain partners - suppliers, manufacturers, logistics providers, and retailers - it
fosterscollaborative planningand better synchronisation of activities.

This collaborative sharing is the foundation of models such asCollaborative Planning, Forecasting and Replenishment (CPFR), where
supply and demand information is jointly analysed and used for coordinated decision-making.

Exanple:

A retailer shares weekly sales data with a supplier, enabling the supplier to plan production runs and deliveries more accurately to
meet store demand.

Impact:

* Reduces the "bullwhip effect," where small demand changes at the customer level cause large fluctuations upstream.

* Tmproves supplier reliability and service levels.

* Builds stronger, trust-based supply chain relationships.

Data Tools:

Shared data portals, cloud-based supply chain visibility platforms, and EDI (Electronic Data Interchange).

(iv) Facilitates Predictive and Prescriptive Analytics

Description:

Advanced data analytics - including Al (Artificial Intelligence), Machine Learning (ML), and predictive algorithis - allow supply
chains to anticipate future demand shifts and recommend optimal responses.

Exanple:

Predictive analytics can forecast an increase in toy demand due to social media trends, while prescriptive analytics recommends
optimal production quantities and distribution plans.

Impact:

* Improves demand accuracy and responsiveness.

* Reduces waste and costs associated with reactive decision-making,

* Enhances strategic agility and competitiveness.

Data Tools:

Big Data Analytics platfornms, IoT (Internet of Things) sensors, and cloud-based analytics dashboards.

3. Benefits of Using Supply Chain Data for Demand- Supply Alignment

Benefit Area

Description

Efficiency

Streamlines production and distribution to match actual demand.

Cost Reduction

Minimises waste, overproduction, and inventory carrying costs.

Customer Service

Improves order fulfilment accuracy and delivery reliability.

Agllity

Enables rapid response to changes in demand or disruptions in supply.

Collaboration

Strengthens relationships and transparency across the supply chain.

By harnessing accurate data, organisations can move fronreactive to proactivesupply chain management, improving both operational
and strategic outcores.

4. Challenges in Using Data Effectively

Despite its benefits, using supply chain data to match supply and demand poses challenges such as:

* Data silosacross departments or systemns.

* Poor data qualityor inconsistency.

* Lack of real-time visibilitydue to disconnected systemns.

* Resistance to data sharingbetween supply chain partners.

To overcome these, organisations must invest indata integration technologies, implementdata governance frameworks, and promote
acollaborative cultureof information sharing,

5. Summary

In summary,supply chain data is the foundation for balancing supply and demand, providing the visibility and insight needed for
accurate forecasting, efficient inventory management, and agile decision- making.

Through effective use of data:

* Demand can beanticipatedthrough forecasting,



* Supply can beadjusted dynamicallybased on real-time visibility, and

* All stakeholders cancollaborateto ensure product availability and customer satisfaction.

By leveraging digital tools such as ERP, MRP, and predictive analytics, organisations like XYZ Ltd can transform their supply chains
intodata-driven, demand-responsive networks, ensuring that supply and demand remain in perfect alignment.

HE #16
Explain what is meant by knowledge transfer.
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See the Explanation for complete answer.

Explanation:

Knowledge transferrefers to thesystematic process of sharing information, expertise, skills, and best practicesfrom one individual,
team, departiment, or organisation to another in order toimprove performance, innovation, and decision-making,

It ensures that critical knowledge - whether technical, procedural, or experiential - is not lost but is used to strengthen organisational
capability, continuity, and competitive advantage.

In essence, knowledge transfer enables an organisation toturn individual or tacit knowledge into collective organisational knowledge.
1. Definition and Concept

Knowledge transfer is a central concept inknowledge management, which focuses on the creation, sharing, and utilisation of
knowledge to achieve business objectives.

It can occur:

* Internally- between employees, departments, or business units.

* Externally- between organisations and their supply chain partners, customers, or consultants.

Effective knowledge transfer ensures that expertise isshared, retained, and reused, supporting continuous inmprovement and
mnnovation.

2. Types of Knowledge in Knowledge Transfer

Knowledge can be broadly classified into two categories, both essential in the transfer process:

(1) Tacit Knowledge

* Personal, experience-based, and often difficult to formalise or document.

* Includes mtuition, judgement, skills, and insights gained through practical experience.

* Typically transferred through direct interaction, mentoring, or shared practice.

Exanple:

An experienced supply chain manager teaching a new employee how to negotiate effectively with suppliers by demonstrating and
guiding in real scenarios.

(1)) Explicit Knowledge

* Formalised and codified knowledge that can be easily documented and shared.

* Includes written policies, manuals, databases, reports, and standard operating procedures (SOPs).

Exanple:

A company maintaining a central digital database of procurement procedures, supplier evaluations, and contract templates for all
employees to access.

3. Importance of Knowledge Transfer in Business

Knowledge transfer plays a crucial role in organisational success for several reasons:

(1) Prevents Knowledge Loss

When key employees retire or leave the organisation, valuable knowledge can be lost.

Effective knowledge transfer ensures continuity through documentation, mentoring, and succession planning,

(i) Enhances Organisational Learning

By sharing lessons learned and best practices, knowledge transfer helps the organisation to learn from successes and failures, leading
to continuous improvement.

(ii1) Promotes Innovation and Collaboration

Collaborative knowledge sharing encourages creativity and innovation by combining diverse ideas and expertise.

(iv) Improves Efficiency and Decision-Making

Access to accurate and relevant information enables faster and more informed decisions, reducing duplication of effort and errors.
(v) Strengthens Supply Chain Relationships

‘When organisations share knowledge with suppliers and partners (e.g., through joint training or performance reviews), it improves
coordination, quality, and long-term collaboration.

4. Methods of Knowledge Transfer

Different methods are used depending on the type of knowledge and organisational culture:

Method

Description



Exanple

Traning and Mentoring

Experienced staff coach or mentor newer employees.

A senior buyer mentoring a junior in contract negotiation.

Documrentation and Manuals

Formal written procedures, templates, and case studies.

Procurement manuals or supplier evaluation checklists.

Knowledge Management Systems (KMS)

IT systems storing and sharing data and insights.

Shared databases, intranets, or collaboration tools like SharePoint.

Workshops and Communities of Practice

Forums for sharing expertise across departments.

Monthly supply chain meetings to share lessons learned.

Job Rotation and Cross-Functional Projects

Exposes enployees to different fimctions to enhance understanding,

Moving logistics staff into procurement roles temporarily.

After-Action Reviews (AARs)

Reviewing completed projects to capture lessons learned.

Post-project debriefs documenting best practices and challenges.

5. Barriers to Effective Knowledge Transfer

Despite its importance, knowledge transfer often faces challenges, including;

* Cultural resistance:Employees may fear losing power by sharing knowledge.

* Lack of systems or structure:No formal mechanism for documentation or sharing,

* Time constraints:Employees prioritise operational tasks over knowledge sharing,

* Loss of tacit knowledge:Difficult to capture or codify intuitive, experience-based skills.

To overcome these, organisations should:

* Build aknowledge-sharing culturebased on trust and collaboration.

* Recognise and reward employees who contribute to knowledge sharing.

* Usetechnology platformsto make information accessible and up to date.

* Embed knowledge transfer into onboarding, training, and project closure activities.

6. Strategic Value of Knowledge Transfer

Effective knowledge transfer contributes to:

* Organisational Resilience:Retains critical know-how during staff turnover or change.

* Innovation Capability:Encourages creative problemrsolving and cross-functional collaboration.
* Operational Consistency:Ensures best practices are applied organisation-wide.

* Supply Chain Excellence:Facilitates stronger collaboration with suppliers and partners.

* Sustainable Competitive Advantage:Builds a culture of learning and continuous improvement.
7. Summary

In summary,knowledge transferis the process ofsharing and disseminating expertise, information, and experiencewithin and across
organisations to improve performance, innovation, and decision-making.

It involves bothtacitandexplicitknowledge and can be achieved through mentoring, documentation, technology systems, and
collaborative learning practices.

By embedding effective knowledge transfer into its culture and systemns, an organisation can buildresilience, agility, and long-term
strategic capability, ensuring that valuable knowledge remains a shared corporate asset rather than an individual possession.

B #17

XYZ 1td is a manufacturer of cleaning products whose products are sold at a large retailer called ABC.

ABC is a supermarket with 300 stores around the UK. There is a good relationship between the two organisations and they wish to
work together to increase sales. Explain TWO collaborative practices the manufacturer and retailer could engage in to achieve this
aim
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See the Explanation for complete answer.

Explanation:

Collaboration betweenmanufacturers and retailersis a strategic approach that aims to createmutual value through shared information,
coordinated processes, and aligned goals.

For XYZ Ltd (the manufacturer) and ABC (the retailer), collaboration can lead toincreased sales, improved efficiency, enhanced



customer satisfaction, and stronger market competitiveness.

Two effective collaborative practices they could adopt areCollaborative Planning, Forecasting and Replenishment (CPFR)andJoint
Marketing and Product Development Initiatives.

1. Collaborative Planning, Forecasting and Replenishment (CPFR)

Description:

CPFRis a structured, information-sharing process where supply chain partners - in this case, XYZ Ltd and ABC - jointly plan key
business activities such as sales forecasts, promotions, inventory replenishment, and production scheduling,

The goal is to improve visibility, accuracy, and coordination across the supply chain to ensure products are available when and
where customers need them.

How It Works:

* Both parties sharesales data,inventory levels, andpromotion calendarsin real time.

* Forecasts are developed collaboratively, reducing duplication and inconsistencies between manufacturer and retailer plans.

* XYZ 1Ltd adjusts its production schedules based on ABC's sales and inventory data, ensuring availability while minimising
stockouts or overstocks.

* ABC benefits from better replenishment accuracy and improved product availability in stores.

Benefits:

* Increased Sales and Availability:Fewer stockouts and better on-shelf availability increase sales opportunities.

* Reduced Inventory Costs:Improved forecast accuracy reduces safety stock and excess inventory.

* Stronger Relationship:Trust and data transparency enhance long-term strategic alignment.

* Improved Responsiveness:The supply chain reacts faster to demand changes, promotions, or seasonal spikes.

Exanple:

When ABC plans a nationwide promotion on XYZ's cleaning products, the two companies collaborate on demand forecasting and
production planning,

XYZ ensures sufficient stock is distributed to each regional distribution centre, while ABC adjusts store-level replenishiment to match
anticipated demand.

2. Jont Marketing and Product Development Initiatives

Description:

Joint marketing and product development involve both organisations working together tocreate, promote, or enhance products and
marketing campaignsthat drive consumer interest and loyalty.

This form of collaboration leverages the manufacturer's product knowledge and the retailer's market insights to develop offerings that
appeal to customers and increase sales for both parties.

How It Works:

* Jointly developco-branded promotional campaigns(e.g,, "Clean & Shine Week" featuring XYZ products in ABC stores).

* Sharecustomer data and insightsto identify emerging needs and develop new cleaning products or packaging formats.

* Collaborate onin-store placement and merchandisingto optimise visibility - €.g., special displays or end-of-aisle promotions.

* Conductjoint product trials or samplingto attract new customers and encourage repeat purchases.

Benefits:

* Sales Growth:Joint promotions and new product launches stimulate customer demand and brand loyalty.

* Market Differentiation:Co-developed products or exclusive lines strengthen both partners' competitive positioning,

* Efficient Resource Use:Shared marketing costs reduce expenditure for both parties.

* Customer Engagement:Collaborative campaigns enhance brand image and customer experience.

Exanple:

XYZ and ABC could co-create an exclusive "Eco-Clean" product line - environmentally friendly cleaning products available only at
ABC stores.

Both companies could share marketing costs and jointly promote the range through store displays, digital marketing, and loyalty
prograns.

3. Strategic Value of Collaboration

Implementing these collaborative practices aligns both organisations' objectives by:

* Creating awin-win partnershipfocused on long-term growth.

* Increasingvisibility and information flowacross the supply cham.

* Buildingcustomer loyaltythrough improved availability and mnovation.

* Enhancingefficiencyby reducing waste, duplication, and misalignment.

Such collaboration moves the relationship from a transactional arrangement to astrategic alliance, improving both profitability and
competitive advantage.

4. Summary

In summary,Collaborative Planning, Forecasting and Replenishment (CPFR)andJoint Marketing and Product Development
Initiativesare two effective practices that XYZ Ltd and ABC can adopt to increase sales and strengthen their partnership.

* CPFRensures operational efficiency and better alignment of supply with customer demand.

* Joint marketing and product developmentdrive consumer engagement, innovation, and differentiation in the market.

By combining data-driven collaboration with creative joint initiatives, XYZ and ABC can build astrategic, mutually beneficial
relationshipthat enhances performance across the entire supply chain.



HPE#18

XYZ is an online clothes retailer with no physical stores. Customers place orders which are picked up by warehouse staff and
transferred to a logistics company for delivery. Customers are able to return clothes they do not like or that do not fit free of charge.
XYZ has had success in the UK market and is planning to expand to the USA. Discuss SIX factors that XYZ should consider when
determining the number and location of operating facilities in the USA.
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See the Explanation for complete answer.

Explanation:

For an online retailer likeXYZ Ltd, determmning thenumber and location of operating facilities(such as warehouses, distribution
centres, and return-processing hubs) is astrategic supply chain decisionthat directly impactsservice levels, delivery speed, logistics
costs, and customer satisfaction.

The USA's large geographic area, diverse customer base, and regional differences in infrastructure, regulation, and logjstics capacity
make this decision particularly complex.

To ensure efficient market entry and long-term success, XYZ must carefully considersix key factorswhen deciding how many
facilities to establish and where to locate them.

1. Customer Location and Demand Distribution

Description:

Customer proximity is one of the most critical determinants of facility location.

Since XYZ operates purely online, customer demand patterns will dictate where facilities should be placed to optimise delivery
speed and cost.

Considerations:

* Analysegeographic demand concentration- identifying high-density population centres (e.g., New York, Los Angeles, Chicago).
* Considere-commerce behaviour- certain regions may have higher online shopping penetration.

* Evaluatedelivery lead time expectations, especially with the rise of next-day and same-day delivery services.

Impact:

Locating warehouses closer to major customer hubs reduces transportation time and cost, improves delivery performance, and
enhances customer satisfaction.

Exanple:

Amazon's distribution strategy includes multiple fulfilment centres across key U.S. states to serve 90% of the population within two
days.

2. Transportation and Logistics Infrastructure

Description:

Efficient logistics networks are vital for online retailers that rely on third-party carriers for outbound deliveries and returns.
Facility locations must be chosen to maximise connectivity to major transport routes and logistics partners.

Considerations:

* Proximity tomajor highways, ports, airports, and rail terminalsfor fast mbound and outbound transportation.

* Availability and performance oflogistics service providers (3PLs)in the area.

* Cost and reliability of shipping to different regions of the USA.

Impact:

Strong transport infrastructure ensures quick delivery, lower shipping costs, and reliable returns management

- essential for maintaining competitiveness in online retail.

Exanple:

A warehouse located near Atlanta (a major logistics hub) allows rapid distribution to the East Coast and Midwest regions.

3. Labour Availability and Cost

Description:

Operating an online retail warehouse requires a reliable and skilled workforce for picking, packing, returns handling, and logistics
coordination.

Labour costs and availability vary significantly across U.S. states.

Considerations:

* Availability ofSkilled warehouse and logistics labourin target regions.

* Wage rates, overtime costs, and local labour laws.

* Seasonal labour flexibility (e.g., for peak seasons such as holidays).

Inpact:

Regions with a good supply of affordable labour will reduce operational costs and improve efficiency.

However, choosing areas with labour shortages may lead to recruitment challenges or higher turnover.

Exanple:



Midwestern states like Ohio and Indiana offer lower labour costs compared to major cities like San Francisco or New York.
4. Cost and Availability of Land and Facilities

Description:

The cost of real estate and availability of industrial space will influence both the number and location of facilities.
Considerations:

* Land and warehouse rental costs differ greatly between urban and rural areas.

* Proximity to key urban centres must be balanced with real estate affordability.

* Zoning regulations, building permits, and tax incentives offered by local governments.

Impact:

Establishing facilities in lower-cost areas can reduce fixed costs, but being too remote may increase transport times and costs.
An optimal balance betweenland costandlogistics efficiencymust be achieved.

Exanple:

Locating distribution centres on the outskirts of major cities (e.g., Dallas-Fort Worth or Chicago suburbs) allows access to urban
markets at a lower cost.

5. Returns and Reverse Logistics Management

Description:

Returns are a critical aspect of online fashion retail. XYZ's policy offree returnsrequires efficient reverse logistics operations to handle
large volumes of returned products.

Considerations:

* Proximity of return centres to major customer locations to minimise return lead times.

* Integration with carriers that can managereverse logistics flowsefficiently.

* Facilities must be equipped forinspection, repackaging, and restockingreturned items.

Impact:

Well-planned reverse logistics facilities enhance customer satisfaction, reduce turnaround times, and minimise losses from unsellable
stock.

Strategically locating return centres near high-volume sales regions can reduce costs and improve sustainability.

Exanple:

Zalando and ASOS operate regional return hubs in Europe to ensure fast processing and resale of returned garments.

6. Market Entry Strategy and Future Scalability

Description:

XYZ should plan facility locations not only for immediate operations but also forfuture expansionas the business grows.
The U.S. market may mitially require a limited number of regional facilities that can scale over time.

Considerations:

* Begin witha centralised fulfilment centreto serve early U.S. operations, followed by regional hubs as sales increase.

* Assessstate-level incentives(e.g,, tax reliefs, grants) for locating in specific regions.

* Considertechnology infrastructure(e.g,, automation readiness, digital connectivity).

Impact:

Scalable and flexible facility planning supports long-term growth and adaptability to changes in demand or logistics trends.
Exanple:

A phased approach - starting with one central warehouse in the Midwest, expanding later to the East and West Coasts as demand
SIOWS.

7. Additional Factors (Supporting Considerations)

Although the six factors above are primary, XYZ should also consider:

* Political and economic stabilityof chosen states.

* Environmental and sustainability policies(e.g., carbon footprint from transport).

* Legal and regulatory compliance(e.g,., custons, data protection, safety standards).

* Proximity to suppliers and import hubsif goods are sourced internationally.

8. Evaluation and Recommendations

Factor

Strategic Impact

Key Considerations

Customer Demand

High

Delivery speed, proximity to customers

Transportation Infrastructure

High

Connectivity, 3PL performance

Labour Availability

Medum

Cost, skill level, flexibility

Land & Facility Cost



Medium

Rent, taxes, zoning

Reverse Logistics

High

Returns volume, processing speed

Scalability

High

Long-term flexibility and growth potential

Recommended Strategy:

XYZ should adopt aphased regional facility strategy:

* Start with one central U.S. fulfilment centre(e.g., Midwest - near Chicago or Memphis) for national coverage.

* Expand to regional hubs(East and West Coasts) as customer demand grows.

* Establish specialised returns processing facilitiesclose to high-volume markets to enhance customer satisfaction and sustamnability.
9. Summary

In summary, determining the number and location of facilities is astrategic decisionthat must balancecost efficiency, customer service,
and scalability.

For XYZ's U.S. expansion, six key factors should guide decision-making:

* Customer location and demand distribution

* Transportation and logistics infrastructure

* Labour availability and cost

* Land and facility cost and availability

* Reverse logistics management

* Scalability and future growth potential

By analysing these factors conprehensively and aligning them with corporate objectives, XYZ can design a cost-effective, agile, and
customer-focused U.S. logistics network, positioning itself for sustainable success in a highly competitive online retail market.

B #19
What is the difference between a goal and a strategy? Provide a definition of each, with an example. Describe three possible
strategies of an organisation competing in the private sector.
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See the Explanation for complete answer.

Explanation:

In accordance with the requirements at Level 6 for the Chartered Institute of Procurement & Supply (CIPS) Professional Diploma, a
clear distinction must be drawn between a goal and a strategy.

Definition - Goal

A goalis adesired outcomeor target that an organisation ains to achieve. It describeswhatthe organisation intends to accomplish,
often aligning with its mission or vision. It may be long-term and provides direction, but is not in itself the action plan. In strategic
terms, it gives the endpoint. For instance: "Become the market leader in X by 2028." Definition - Strategy A strategy is thebroad
approach or planthe organisation adopts to achieve its goal. It defineshowthe organisation will reach the goal, taking into account the
internal and external environment, and allocating resources accordingly. It is less granular than tactical plans, but more concrete than
simply the goal. For example: "Expand through acquisition of smaller competitors in underserved regions, coupled with digital-
platform investment to accelerate time-to-market." Example of each

- Goal: A private-sector manufacturing firm sets a goal:"Increase global market share of our flagship product from 15 % to 25 %
within the next five years."

- Strategy: To achieve that goal the firm might adopt a strategy:"Focus on cost-leadership in lower-cost countries, develop strategic
alliances with global distributors, and mnvest in product differentiation to enter higher-value segments." Three possible strategies for an
organisation competing in the private sector

* Cost-leadership strategy: The organisation aims to become the lowest-cost provider i its industry (or a key segment thereof). This
might involve scaling up production, sourcing raw materials from low-cost regions, streamlining supply chain processes, leveraging
automation, and negotiating favourable supplier contracts. By lowering cost base, the firm can offer competitive pricing or maintain
margins.

Example: A consumer goods company shifts manufacturing to regions with lower labour and overhead costs, standardises its
component platforns, uses lean-manufacturing methods and begins global sourcing to reduce unit cost, thereby enabling it to
compete on price.

* Differentiation strategy: The organisation seeks to offer unique products or services valued by customers that justify a premum
price. This might involve innovation, branding, superior quality, service excellence, or exclusive features. The strategy is to build
perceived value and make price less of the primary competition dimension. Example: A huxury car manufacturer invests heavily in



advanced driver assistance, bespoke customization options and premium materials. It emphasises brand heritage and customer
experience to differentiate from mainstream competitors and charge higher margins.

* Focus or niche strategy: The organisation concentrates on a specific segment of the market (geographic, customer group, product
line) and tailors its offering to the unique needs of that segment better than competitors who serve broader markets. This allows the
organisation to specialise and build competitive advantage in that niche. Example: A software firm focuses exclusively on small
financial nstitutions in emerging markets, offering a modular compliance and risk-management platform tailored to their regulatory
environment. By specialising, the firm can outperform generalist software vendors in that niche.

In summary, thegoalsets the destination, and thestrategycharts the path. The three strategies above illustrate substantive ways in
which a private-sector organisation might choose to compete: through cost efficiency, through differentiation, or by focusing on a
defined niche.
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