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The exam time is coming, while you are not prepared well for L5M6 real test. Please do not be tense and worried, you can pass
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practice, you can not only get high score in your actual test, but also can get more technology knowledge and be more professional.

CIPS L5M6 Exam Syllabus Topics:

Topic Details

Topic 1

Understand the Concepts, Tools, and Techniques Associated with Managing Expenditure: This section of
the exam measures the analytical abilities of a Category Analyst and focuses on expenditure management
techniques within category management. It explores how organizations identify, classify, and analyze
different types of spend to enhance procurement efficiency and value creation.

Topic 2

Understand Approaches that Can Be Used to Develop Category Management Strategies: This section of
the exam measures the skills of Procurement Managers and focuses on understanding how category
management strategies are formulated within procurement functions. Candidates are expected to
differentiate between strategic and conventional sourcing, evaluate how these approaches support long-
term supplier relationships, and align them with organizational goals. The section also emphasizes the role of
category management in enhancing sourcing efficiency and achieving cost optimization.

Topic 3

Understand the Strategic Impact of a Category Management Process: This section evaluates the strategic
insight of a Procurement Manager into how category management influences organizational performance. It
explores the use of data-driven decision-making and market intelligence to shape sourcing strategies and
drive sustainable procurement outcomes.
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We know that time is really important to you. So that as long as we receive you email or online questions about our L5M6 study
materials, then we will give you information as soon as possible. If you do not receive our email from us, you can contact our online
customer service right away for we offer 24/7 services on our L5M6 learning guide. We will solve your problem immediately and let
you have L5M6 exam questions in the least time for you to study.

CIPS Category Management Sample Questions (Q46-Q51):
NEW QUESTION # 46 
Francis is a Category Manager within a large agricultural company which has over 10 categories. He believes that the Category with
the largest spend (in £) is the most important category to the business. Is he correct?

A. No - All categories are equally as important to the business
B. Yes - Categories with larger budgets buy more important items
C. Yes - A larger spend signifies that the category is buying larger volumes of items than other categories
D. No - This fails to address the importance of the item to the organisation's service / product

Answer: D

Explanation:
Francis is not correct. Spend alone does not determine the importance of a category. For example, a high- spend category may
include non-critical items, while a lower-spend category may include bottleneck or strategic items essential to operations. The
importance of a category is determined by its impact on organisational goals and supply risk, not just spend.
Reference: CIPS L5M6 Study Guide, p.98

NEW QUESTION # 47 
Yvonne is the Lead Negotiator for her Category. She is renewing a contract with an existing supplier and her negotiation technique is
based on being passionate and creating a shared sense of purpose. Which negotiation style does she employ?

A. Inspire
B. Empathy
C. Logic
D. Confidence

Answer: A

Explanation:
The correct answer is Inspire. According to the negotiation styles outlined in the L5M6 study guide, the Inspire style is based on
passion, motivation, and creating a sense of shared purpose between buyer and supplier. It focuses on appealing to the values and
aspirations of the other party, encouraging collaboration and commitment beyond transactional goals.
Unlike logic [which relies on rational arguments and data] or confidence [which emphasizes authority and assertiveness], inspire
creates an emotional connection that fosters trust and long-term cooperation. Empathy is another style that focuses on understanding
the other party's position but does not carry the motivational dimension of "inspire." For category managers, using an inspire style can
be particularly powerful when renewing contracts with long-term suppliers where collaboration, innovation, and trust are critical to
value creation. It demonstrates leadership and ensures both sides are committed to mutually beneficial outcomes.
[Ref: CIPS L5M6 Study Guide, p.67 - Negotiation styles in category management]

NEW QUESTION # 48 
Barb is a Category Manager at XYZ Logistics. She is putting together a Category Plan. Which of the following sections should she
include? Select THREE.

A. Supply market analysis
B. Category risks
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C. HR information on the team
D. History of the category
E. Category objectives

Answer: A,B,E

Explanation:
A Category Plan is a strategic document that sets out how a category will be managed to deliver organisational objectives. It
typically includes:
* Supply market analysis to understand supplier dynamics, competition, and risks.
* Category objectives, which align with organisational strategy and specify what procurement aims to achieve.
* Category risks, which outline potential threats and mitigation strategies.
HR information and a full history of the category are not required, as the plan is forward-looking, focusing on strategy rather than
operational details. While historical context may be summarised in an executive overview, it does not form a full section. A well-
structured Category Plan supports better decision-making, stakeholder engagement, and ensures consistent management of spend. It
provides a roadmap for how value will be captured, risks managed, and supplier relationships developed. Without it, category
management risks becoming reactive and fragmented.
Reference: CIPS L5M6 Study Guide, p.10

NEW QUESTION # 49 
Bellatricks Ltd has four main categories of spend, each headed by a Category Manager. Below is a brief outline of each:
* Category Manager 1: Has a PhD and 15 years' experience. Very competent in developing specifications. Persuasion style built on
knowledge, facts, and science.
* Category Manager 2: Meets deadlines, identifies actions, achieves goals. Assertive, self-assured, articulate.
* Category Manager 3: Strong soft skills, relates well to people, builds supplier relationships.
Motivates others by being passionate and creating shared purpose.
* Category Manager 4: Creative thinker, anticipates market changes, produces quick solutions. In negotiations, they see problems
from multiple perspectives.
Task:
Complete the table by identifying each Category Manager's competency and style of persuasion when negotiating with suppliers.
Each response should only be used once.

Answer:

Explanation:
Explanation:
Category Manager 1 # Competency: Functional Expert | Persuasion: Logic
This manager has a PhD, 15 years' experience and is confident developing specifications. That profile maps directly to Functional
Expert-deep technical knowledge, standards, and specification ownership. In persuasion terms, the description "strong product
knowledge, facts and science" signals a Logic style:
arguments are evidence-led (data, benchmarks, test results, TCO calculations). In supplier negotiations, this type will frame
proposals around measurable outcomes and compliance to technical requirements, using structured evaluations and objective
criteria. The benefit is credibility and clarity; the risk is over-focusing on technical detail at the expense of relationship nuance. In
category work, this style suits complex, specification- driven buys (e.g., engineered components, regulated goods) where accuracy
and verification matter most.
Category Manager 2 # Competency: Results Seeker | Persuasion: Confidence
"Meets deadlines, identifies actions, achieves goals; assertive, self-assured, articulate" are classic Results Seeker cues-task focus,
milestone discipline, outcome accountability. The persuasion tone is Confidence:
clear asks, firm positions, and decisive proposals. In supplier meetings, this manager will set SMART targets (cost down %, on-time
delivery, lead-time reduction), drive cadence (QBRs, action logs), and hold parties to commitments. The upside is momentum and
delivery; the watch-out is risking supplier defensiveness if assertiveness isn't balanced with listening. This pairing works well for
leverage or non-critical categories where execution speed, price movement and service levels are the primary value drivers.
Category Manager 3 # Competency: Influencer | Persuasion: Inspire
"Strong soft-skills... builds effective relationships... motivates others by being passionate and creating a shared sense of purpose"
signals Influencer-credible relationship builder who aligns stakeholders and suppliers. Their persuasion style is Inspire: appeal to
shared goals (innovation, sustainability, growth), energise cross-functional teams, and co-create solutions. In supplier negotiations,
they'll use vision statements, win-win framing, and recognition to unlock discretionary effort (e.g., co-development, cost-out
workshops, service transformation). Strengths include engagement, change adoption and long-term partnership value; risks include
under-weighting hard trade-offs if not supported by clear commercial guardrails. This pairing excels in strategic or transformation



initiatives where collaboration is the multiplier.
Category Manager 4 # Competency: Innovator | Persuasion: Empathy
"Creative thinker... anticipates rapid changes... produces solutions quickly... sees problems from multiple points of view" matches
Innovator-future-oriented, options-generating, comfortable with ambiguity. The persuasion fit is Empathy: actively understanding
counterpart drivers (capacity, risk, margin pressures), connecting dots between perspectives, and shaping proposals that address
mutual needs. In practice, this manager will run design-thinking workshops, scenario planning, and pilot trials, using supplier insights
to re- frame requirements (e.g., modular specs, alternative materials, new service models). The advantage is differentiated value and
resilience; the risk is scope drift if ideas aren't prioritised rigorously. This pairing is powerful in volatile markets and for categories
needing redesign, sustainability shifts or new tech adoption.

NEW QUESTION # 50 
Trydo Ltd is an industrial engineering company and is currently assessing its supplier base. Below are descriptions of four of its
major suppliers:
* Supplier 1: This supplier has a large share of the market and the market in which it operates is growing. However, the supplier's
own costs have increased by 36% over the past 12 months due to raw material price increases.
* Supplier 2: The market is fast growing but as a new supplier to the marketplace, Supplier 2's market share is still relatively low.
Trydo is concerned about this supplier's long-term financial situation as the company has taken out many loans and a large mortgage.
* Supplier 3: This supplier operates in a small marketplace, but is a strong player with a sizable market share. Although this isn't of
concern to Trydo, having recently run an Acid Test, it is believed that Supplier 3's current liabilities are four times greater than its
assets.
* Supplier 4: The market Supplier 4 operates in is shrinking and Supplier 4 already has a low market share. The main issue is Capital
Management as stock turnover, debtor days and are becoming prolonged. There have been several complaints about performance.
Task:
Complete the table below. You are required, for each supplier, to determine the product category on the BCG Matrix and to
identify the main area of financial concern. Each response should only be used once.

Answer:

Explanation:
Explanation:
Output image
Supplier 1 # Star Category + Profitability Concern
Supplier 1 holds a large market share in a growing market, which places it in the Star category of the BCG Matrix. Stars are
typically leaders in expanding markets and require continuous investment to maintain their dominance. The concern here is not
competitive weakness but profitability. Although revenue potential is strong, Supplier 1's costs have increased by 36% due to rising
raw material prices. This erodes margins and threatens profitability despite growth. Stars often generate high cash inflows, but if
costs spiral out of control, their ability to sustain investment weakens. Profitability management (e.g., through cost reduction, supplier
negotiations, or efficiency gains) is critical to ensuring Supplier 1 continues its growth trajectory and avoids slipping into the "Cash
Cow" or "Dog" quadrants in the future.
(Ref: CIPS L5M6 Study Guide, p.117 - BCG Matrix application)
Supplier 2 # Question Mark Category + Gearing Concern
Supplier 2 operates in a fast-growing market but has only a small share, making it a Question Mark in the BCG Matrix. Question
Marks are high-risk: they may grow into Stars or fail and become Dogs, depending on how they perform and whether investment
supports expansion. The major financial concern here is gearing- Supplier 2 has taken out significant loans and a large mortgage,
meaning it is heavily leveraged. High gearing increases financial risk, as debt repayments must be met regardless of market
conditions. In rapidly growing markets, high gearing can restrict reinvestment and leave firms vulnerable to interest rate fluctuations or
downturns. For Trydo, this means Supplier 2 could face difficulties sustaining its growth, posing supply chain risk. Monitoring debt
levels and financial stability is essential before committing to long-term contracts.
(Ref: CIPS L5M6 Study Guide, pp.117-118 - Question Marks and financial analysis) Supplier 3 # Cash Cow Category + Liquidity
Concern Supplier 3 operates in a small, stable market but commands a strong market share. This places it firmly as a Cash Cow-a
business that generates consistent revenue without requiring major investment. Cash Cows fund other areas of a portfolio but face
limited growth prospects. The concern here is liquidity. An Acid Test reveals that Supplier 3's current liabilities are four times greater
than its assets, suggesting it lacks sufficient short-term liquidity to meet obligations. This imbalance can result in cash flow problems,
even if long-term profitability remains sound. For Trydo, the risk is that Supplier 3 may fail to pay debts or manage day-to-day
operations, creating supply disruption. Procurement managers must ensure financial health checks are conducted regularly and
consider diversification strategies if reliance on Supplier 3 is high.
(Ref: CIPS L5M6 Study Guide, p.117 - Cash Cows and liquidity issues)
Supplier 4 # Dog Category + Efficiency Concern
Supplier 4 operates in a shrinking market and already holds a low market share, placing it in the Dog category of the BCG Matrix.



Dogs are generally unattractive, offering little growth and limited returns. The key concern here is efficiency. Supplier 4 is struggling
with capital management issues, such as poor stock turnover and prolonged debtor days. These inefficiencies damage
competitiveness and further weaken financial stability. For Trydo, relying on Supplier 4 poses significant risk because inefficiency can
lead to delays, reduced quality, and increased total cost of ownership. Unless Supplier 4 improves performance, it may eventually
exit the market, leaving Trydo vulnerable. In procurement terms, buyers should avoid long- term commitments with such suppliers
and instead focus on exit strategies or alternatives.
(Ref: CIPS L5M6 Study Guide, pp.117-118 - Dogs and efficiency management)

NEW QUESTION # 51
......

Are you interested in ValidBraindumps L5M6 pdf torrent? You know, most of IT candidates choose CIPS L5M6 for preparation
for their exam test. Yes, we provide you with the comprehensive and most valid L5M6 study material. We say valid because we
check the update every day, so as to ensure the L5M6 Exam Dump offered to you is the latest and best. With L5M6 updated
training pdf, you can pass your L5M6 actual exam at first attempt.

Exam L5M6 Study Solutions: https://www.validbraindumps.com/L5M6-exam-prep.html

L5M6 test braindumps - L5M6 exam questions - L5M6 exam guide � Search for ✔ L5M6 �✔� and easily obtain a
free download on 【 www.prepawaypdf.com 】 �Useful L5M6 Dumps
Download L5M6 Pdf � L5M6 Technical Training � Real L5M6 Questions � Easily obtain free download of 《
L5M6 》 by searching on ▷ www.pdfvce.com ◁ �Latest L5M6 Exam Labs
L5M6 Exam Questions Dumps, Category Management VCE Collection � Open “ www.practicevce.com ” and search for
“ L5M6 ” to download exam materials for free �L5M6 Reliable Braindumps Book
Free L5M6 Pdf Guide � Valid Braindumps L5M6 Ebook � Real L5M6 Questions � Immediately open “
www.pdfvce.com ” and search for “ L5M6 ” to obtain a free download �Exam L5M6 Quizzes
L5M6 Exam Questions Dumps, Category Management VCE Collection � “ www.troytecdumps.com ” is best website to
obtain � L5M6 � for free download �Latest L5M6 Exam Labs
Accurate Answers and Realistic CIPS L5M6 Exam Questions for Your Best Preparation � Search for 《 L5M6 》 and
download it for free on ⇛ www.pdfvce.com ⇚ website �L5M6 Reliable Exam Simulator
L5M6 Real Questions – Best Material for Smooth CIPS Exam Preparation � Easily obtain 「 L5M6 」 for free
download through ▶ www.practicevce.com ◀ �Detailed L5M6 Study Dumps
Valid Braindumps L5M6 Questions � L5M6 Exam Blueprint � Download L5M6 Pdf � Search for ➡ L5M6 ���
on ➡ www.pdfvce.com ��� immediately to obtain a free download �Real L5M6 Questions
CIPS L5M6 Exam Dumps - Pass Exam and Boost Your Career � Open website � www.troytecdumps.com � and
search for “ L5M6 ” for free download �Reliable L5M6 Braindumps
Learning L5M6 Mode � L5M6 Technical Training � Free L5M6 Pdf Guide � Search for � L5M6 � and download
exam materials for free through 「 www.pdfvce.com 」 �L5M6 Reliable Braindumps Book
Reliable L5M6 Braindumps � L5M6 Reliable Exam Camp � Valid Braindumps L5M6 Questions � Simply search for
【 L5M6 】 for free download on ➡ www.prepawayete.com ��� �Download L5M6 Pdf
bd.enrollbusiness.com, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt,
myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt,
myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt,
myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, www.rcams.ca, myportal.utt.edu.tt, myportal.utt.edu.tt,
myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt,
myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt,
myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt,
myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt,
myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt,
myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt,
myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt,
myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt, myportal.utt.edu.tt,
daotao.wisebusiness.edu.vn, Disposable vapes

DOWNLOAD the newest ValidBraindumps L5M6 PDF dumps from Cloud Storage for free: https://drive.google.com/open?
id=1x6_htSCDwcTeKNXvLv8yCvl6u7JC2y5A

https://www.exam4labs.com/L5M6-practice-torrent.html
https://www.validbraindumps.com/L5M6-exam-prep.html
https://www.prepawaypdf.com/CIPS/L5M6-practice-exam-dumps.html
https://www.pdc.edu/?URL=https%253a%252f%252fwww.validbraindumps.com%252fL5M6-exam-prep.html
https://www.practicevce.com/CIPS/L5M6-practice-exam-dumps.html
https://www.northwestu.edu/?URL=https%253a%252f%252fwww.validbraindumps.com%252fL5M6-exam-prep.html
https://www.troytecdumps.com/L5M6-troytec-exam-dumps.html
https://bbs.pku.edu.cn/v2/jump-to.php?url=https%253a%252f%252fwww.validbraindumps.com%252fL5M6-exam-prep.html
https://www.practicevce.com/CIPS/L5M6-practice-exam-dumps.html
https://paintballreal.com/?s=Valid%20Braindumps%20L5M6%20Questions%20%25f0%259f%258e%25b6%20L5M6%20Exam%20Blueprint%20%25f0%259f%2594%25b8%20Download%20L5M6%20Pdf%20%25f0%259f%25a4%25ad%20Search%20for%20%25e2%259e%25a1%20L5M6%20%25ef%25b8%258f%25e2%25ac%2585%25ef%25b8%258f%20on%20%25e2%259e%25a1%20www.pdfvce.com%20%25ef%25b8%258f%25e2%25ac%2585%25ef%25b8%258f%20immediately%20to%20obtain%20a%20free%20download%20%25f0%259f%2599%258cReal%20L5M6%20Questions
https://www.troytecdumps.com/L5M6-troytec-exam-dumps.html
http://www.highcountrylumber.com/?s=Learning%20L5M6%20Mode%20%25f0%259f%2599%2589%20L5M6%20Technical%20Training%20%25f0%259f%25a6%2583%20Free%20L5M6%20Pdf%20Guide%20%25f0%259f%2598%2596%20Search%20for%20%25e2%258f%25a9%20L5M6%20%25e2%258f%25aa%20and%20download%20exam%20materials%20for%20free%20through%20%25e3%2580%258c%20www.pdfvce.com%20%25e3%2580%258d%20%25e2%258f%25b0L5M6%20Reliable%20Braindumps%20Book
https://www.prepawayete.com/CIPS/L5M6-latest-exam-dumps.html
https://bd.enrollbusiness.com/BusinessProfile/7782282/Microsoft%20AZ-204%25E5%259C%25A8%25E7%25B7%259A%25E8%2580%2583%25E9%25A1%258C%25EF%25BC%258CAZ-204%25E9%25A1%258C%25E5%25BA%25AB%25E8%25B3%2587%25E6%2596%2599
https://myportal.utt.edu.tt/ICS/icsfs/10901e56-d90e-4fdf-954e-a73ec46fe9e6.pdf?target=3beee681-e876-4d65-b344-f03653942a05
https://myportal.utt.edu.tt/ICS/icsfs/23422fac-8ecc-4bca-aa04-fb13f84eb5d9.pdf?target=fe9f55f3-e19f-4bfa-b156-87e843abf0c5
https://myportal.utt.edu.tt/ICS/icsfs/2c02356b-7fae-410d-ab2f-b30f159bf0c2.pdf?target=6b0c6aaa-0279-4832-ab05-5285c6f63340
https://myportal.utt.edu.tt/ICS/icsfs/679cea6d-de52-4db8-829e-244fc923244d.pdf?target=92821fa2-e092-4a08-bdf0-abd405fa488c
https://myportal.utt.edu.tt/ICS/icsfs/6acbd74b-ac8a-4ad8-bb15-b5314598c596.pdf?target=e160d4f9-5d79-42bf-8748-488beb162229
https://myportal.utt.edu.tt/ICS/icsfs/7780e758-a24e-42c8-9d9c-d443eaaf3fdc.pdf?target=b3a8cb0e-5f3f-4924-a74e-a7327d96fa36
https://myportal.utt.edu.tt/ICS/icsfs/9a75ca9b-9104-4405-86b3-c39473c91520.pdf?target=128a9a9e-3b51-4687-b38f-d85907dbbd82
https://myportal.utt.edu.tt/ICS/icsfs/a9604b8b-f4c6-438b-9909-d76806e3c854.pdf?target=bafab445-5b86-4918-baf5-f6820cddfafa
https://myportal.utt.edu.tt/ICS/icsfs/e5e28d77-af0d-4b40-b81e-4abe05b2a03b.pdf?target=c0e27781-c2ba-4156-8741-4c485289169f
https://myportal.utt.edu.tt/ICS/icsfs/fe01a66d-2d5c-403b-b4b8-fa80bc71c1d5.pdf?target=fed9f416-229a-4567-b68e-690acd2af5ba
https://myportal.utt.edu.tt/ICS/icsfs/08d76311-f36b-4fb6-af7c-7fc2d53affdb.pdf?target=9292a892-8cea-4a6c-9752-4f6ae669b11d
https://myportal.utt.edu.tt/ICS/icsfs/390ca34b-a4f7-4409-a2e8-4191862ea25a.pdf?target=0cf336f9-28ae-4516-9517-818116f5e202
https://myportal.utt.edu.tt/ICS/icsfs/7639045d-8844-4e28-bd9b-c47428f4f8df.pdf?target=fdf830ee-215e-4d23-ad24-f52ac3a01a92
https://myportal.utt.edu.tt/ICS/icsfs/7b123a88-b4ee-4f04-baad-dbbfe9fcefd1.pdf?target=29d4b09e-0d99-4b51-a3f1-ae4b2528ab00
https://myportal.utt.edu.tt/ICS/icsfs/93958560-a813-4e53-830d-d3b4aceb2304.pdf?target=f784830a-d22f-40a6-9f65-e2c9826001cc
https://myportal.utt.edu.tt/ICS/icsfs/956c37e7-183c-416b-a60d-9c282b883397.pdf?target=53a32762-8595-4ea1-af6a-fe3b53ba60bd
https://myportal.utt.edu.tt/ICS/icsfs/9c217a93-92a7-41e8-a179-598389a2f34c.pdf?target=0b3fdd83-2a62-40c5-9c06-f6acb1980db1
https://myportal.utt.edu.tt/ICS/icsfs/edb8b18b-d9b1-4ff1-9493-f4fdf3925710.pdf?target=e40a87eb-f8b7-4362-8e99-7c4237bbece4
https://myportal.utt.edu.tt/ICS/icsfs/f1343c50-fb3c-4dab-8061-39f55b1215f2.pdf?target=22851e76-d0e9-46ef-8839-42eb4acea7a0
https://myportal.utt.edu.tt/ICS/icsfs/fbcb1152-2181-43bf-87a3-78e58b0497b0.pdf?target=f570bdce-3c60-4cf7-8728-0d111b643426
https://www.rcams.ca/profile/iancook861
https://myportal.utt.edu.tt/ICS/icsfs/0730ed49-4f55-4464-ac36-387dcf7e43d4.pdf?target=13bdc437-eb6c-435e-b5e8-73be711772fc
https://myportal.utt.edu.tt/ICS/icsfs/0db1d1b3-e759-47e4-a56c-87ea69d94f93.pdf?target=ac5bad5c-5986-4ec2-be42-36e1fce1148c
https://myportal.utt.edu.tt/ICS/icsfs/28cc2b4b-03bb-484c-8de7-8c8b361dc5bc.pdf?target=090aa73d-adbd-419e-8cf0-bd66098e095e
https://myportal.utt.edu.tt/ICS/icsfs/50403624-021b-46a4-8d9c-37f2a0a732fb.pdf?target=de17ec23-ccd4-4b2a-92df-7fe83bb96ad0
https://myportal.utt.edu.tt/ICS/icsfs/5bc691e7-3c3d-4e50-a6fa-f09cf45362d6.pdf?target=739dfe20-e7b7-4172-bc47-36072366b82a
https://myportal.utt.edu.tt/ICS/icsfs/5e4ecb03-2186-46f3-bcca-914d88a2ea92.pdf?target=d2300193-d432-4fac-9e07-4c6bc4b475dd
https://myportal.utt.edu.tt/ICS/icsfs/78200cf6-9c5f-4152-a296-556247ce1768.pdf?target=1d265849-f3cc-4ef6-ab92-216a0f57975a
https://myportal.utt.edu.tt/ICS/icsfs/acb6cd51-e726-427b-bb11-c94c00f9060c.pdf?target=51cb24de-3d28-4438-bb30-65889b09a13a
https://myportal.utt.edu.tt/ICS/icsfs/b56d8bdb-4614-435c-9037-63542184efcb.pdf?target=3207bba2-2c66-4a1c-927e-7ec1c0be8dff
https://myportal.utt.edu.tt/ICS/icsfs/eef681f8-01b2-44bf-9561-4a8bdf256949.pdf?target=461cd7aa-a89a-47d1-bf3b-40bd3fd39a32
https://myportal.utt.edu.tt/ICS/icsfs/1beae97a-b9fb-458e-9429-24d25d87e57c.pdf?target=48920dc2-dff2-465c-8d1e-a9ada84a5938
https://myportal.utt.edu.tt/ICS/icsfs/4ac222a1-6758-4df7-b282-0be821848030.pdf?target=3f2e8f33-f381-4633-84aa-3f14183612ea
https://myportal.utt.edu.tt/ICS/icsfs/4d72cd9a-d78a-4868-8272-695c540381d6.pdf?target=d0061fae-cb66-40b9-9fa2-5597cecbcb2a
https://myportal.utt.edu.tt/ICS/icsfs/5f566bc4-31ec-46a6-a5f6-b2c1558f8dac.pdf?target=bf19817f-774e-4644-a34d-be6dafded9c8
https://myportal.utt.edu.tt/ICS/icsfs/5ffe07ef-b5e1-400a-b3c8-63b8a6bba78b.pdf?target=082f90e9-536d-48da-93d3-6a62fe866249
https://myportal.utt.edu.tt/ICS/icsfs/951da65f-7646-402e-853a-0b2f7df7b9f9.pdf?target=dcd56f4e-cd4e-45c2-9268-791d10406118
https://myportal.utt.edu.tt/ICS/icsfs/acce2f94-b8c6-42e6-b2c8-d55f7730d616.pdf?target=2cf643fc-a831-4910-a194-7d618d43edad
https://myportal.utt.edu.tt/ICS/icsfs/c232fa25-724a-491d-a05b-c4793848fd7b.pdf?target=e3725bb2-bbb7-4a67-b739-9564ad1eb418
https://myportal.utt.edu.tt/ICS/icsfs/f0206a55-ed8c-4140-b6f5-1fba53a14834.pdf?target=6736b100-bcbd-45c8-a437-c19ecf3b685d
https://myportal.utt.edu.tt/ICS/icsfs/fba3f1ad-e34f-4fd5-b228-3bdfb4d35b11.pdf?target=b5269f78-1ce3-4c0f-b7ad-61120b7720aa
https://myportal.utt.edu.tt/ICS/icsfs/15d7ad47-8873-4d41-ae1c-ff570898f772.pdf?target=d3c924d7-6643-4d04-b428-65466c0b8113
https://myportal.utt.edu.tt/ICS/icsfs/32280ba5-414a-4ae7-b27d-a9c3de92a626.pdf?target=e22b1a23-619e-4eab-900f-9cab0953747c
https://myportal.utt.edu.tt/ICS/icsfs/352fc9f0-3f3f-46ea-b846-23cb49ee1f28.pdf?target=7171f26d-af49-47d2-90e3-c448e0c760c7
https://myportal.utt.edu.tt/ICS/icsfs/716da2c6-719b-4147-a1ea-76417ebbb58a.pdf?target=e312c6ec-b383-4456-b5ed-dd0d1cf31825
https://myportal.utt.edu.tt/ICS/icsfs/a3f4361c-7868-42ba-929f-666b448bf44c.pdf?target=5fea3c86-4a69-4312-b3e8-1f7fa7cf62fc
https://myportal.utt.edu.tt/ICS/icsfs/bab32c93-6988-4674-a659-5d546f70852f.pdf?target=15476e4d-f9eb-41f4-82f1-4dcfa4e659db
https://myportal.utt.edu.tt/ICS/icsfs/bbc89d32-4036-45a1-91a5-cf76ce58c76d.pdf?target=9df97129-dd54-4b30-8fe1-feaf28d43584
https://myportal.utt.edu.tt/ICS/icsfs/bf2f4a92-b963-4894-9e4e-dbe7bc2cd08c.pdf?target=815e7c1c-0442-4260-92e0-8856a8ecbc3c
https://myportal.utt.edu.tt/ICS/icsfs/f251fcc4-00ed-41c4-ae33-1bd6f9e86ef1.pdf?target=66a037be-5f38-4292-8b67-72fd28f83241
https://myportal.utt.edu.tt/ICS/icsfs/f78eff9b-5ed2-46f1-b490-bba6c48014fe.pdf?target=9d6e4049-c71e-43c6-9f7a-1c7ad5da7c2c
https://myportal.utt.edu.tt/ICS/icsfs/407d6ce5-68a6-4d16-b649-90662ca3b7ab.pdf?target=75e2ffad-2ea6-4b2a-82fc-bf64f0446b2a
https://myportal.utt.edu.tt/ICS/icsfs/50de0309-6e2a-4057-9a19-b656670ed33b.pdf?target=243ac142-58e4-498b-b96d-5c89fb4d429e
https://myportal.utt.edu.tt/ICS/icsfs/79671f00-4be7-41ac-b240-f9c64d0bd4ba.pdf?target=33e84b99-b60b-4fd2-bf2d-f576cbd30480
https://myportal.utt.edu.tt/ICS/icsfs/8354787e-8879-44ef-a8b0-08ca19c54738.pdf?target=01256dd3-b164-48df-aa19-baaad93f9459
https://myportal.utt.edu.tt/ICS/icsfs/b2c7f058-a033-47da-8bd2-57bd0717130f.pdf?target=28a5c426-fd98-49eb-8fbd-9d0564014fec
https://myportal.utt.edu.tt/ICS/icsfs/cfba228c-58c1-4fb0-9ee1-8f12246c4559.pdf?target=9949869a-8e6d-49e0-83f3-c614b46e1b70
https://myportal.utt.edu.tt/ICS/icsfs/d7d1a9eb-b212-4262-972d-b89682eaa7f7.pdf?target=e4533a04-9ced-4cd8-96f0-1b44da1b2342
https://myportal.utt.edu.tt/ICS/icsfs/d9bc6a9d-f020-4b73-ae74-5e5bee697de4.pdf?target=4eeeb569-d2ea-43a6-a45d-a34abfac5064
https://myportal.utt.edu.tt/ICS/icsfs/e02bc7d6-7ad6-41b5-a227-c28f50116776.pdf?target=2623ef04-1eca-4c78-a99f-0d143ce77658
https://myportal.utt.edu.tt/ICS/icsfs/ec06fa1a-370b-49d7-9582-fe1c36b1acfb.pdf?target=18d14302-7848-4896-9194-14e757895b7f
https://myportal.utt.edu.tt/ICS/icsfs/04f83640-65c0-4f0c-9572-8d653582547f.pdf?target=231ad6cc-c5ab-4423-b328-f054026b3ea1
https://myportal.utt.edu.tt/ICS/icsfs/3d96a3cf-f381-416c-bfbe-3e10b91a20c3.pdf?target=28ed1f3b-efe5-4d47-a3a2-0aff5c6b03e8
https://myportal.utt.edu.tt/ICS/icsfs/889dcb78-5b02-4813-83b9-d344d56fe196.pdf?target=79418bc4-c265-4fc3-b969-51135866096e
https://myportal.utt.edu.tt/ICS/icsfs/a0d2fbfe-ee5f-490f-bf90-0876ac7db6c6.pdf?target=2fc22b24-c0b8-44b8-869e-d5f46596233e
https://myportal.utt.edu.tt/ICS/icsfs/a798f935-9f84-4fdb-8037-b8b34b97427e.pdf?target=9999a59b-14ce-49b3-996a-8fabaa2006dd
https://myportal.utt.edu.tt/ICS/icsfs/c4888c7c-d591-4936-a00e-d5f5cd174c7e.pdf?target=94a2018f-52ec-4a76-8f38-b7d88949cb81
https://myportal.utt.edu.tt/ICS/icsfs/dff51e95-1935-402a-8ba2-efac661eb586.pdf?target=283d551d-a925-4ec5-b729-283a8e7af06e
https://myportal.utt.edu.tt/ICS/icsfs/eb3f04b5-aa3c-4e5f-b2e6-eb715a10f85c.pdf?target=ba45a470-f6e1-4f75-a64d-d38b039ebcab
https://myportal.utt.edu.tt/ICS/icsfs/fb0bd8c2-85d9-4f20-9947-cb4d64d76efb.pdf?target=7b72ed2d-37ca-4f95-8d74-4df4730d8099
https://myportal.utt.edu.tt/ICS/icsfs/fe13ded6-1ca2-4d5b-a1ea-dfc06f7b845e.pdf?target=cb3b0f26-3d2e-4631-964d-b265116ec0d5
https://daotao.wisebusiness.edu.vn/profile/benjami265
https://frvape.com
https://drive.google.com/open?id=1x6_htSCDwcTeKNXvLv8yCvl6u7JC2y5A

