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FRE #14
Discuss 4 factors that make up the individual and 3 different ways a manager can lead a team (20 points)
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See the Explanation for Detailed Answer

Explanation:

Understanding individuals is crucial for effective leadership. People bring unique qualities to the workplace, which influence how they
behave, perform, and interact. Four important factors that make up the individual are as follows.

Firstly, personality plays a major role. Traits such as extroversion, conscientiousness, or openness (from models like the Big Five)
influence how individuals communicate, make decisions, and fit into teams. For example, an extrovert may thrive in negotiation roles,
while an introvert may excel in analytical procurement tasks.

Secondly, attitudes and values shape how individuals respond to work situations. Values around ethics, sustainability, or faimess can
influence motivation and alignment with organisational culture. In procurement, a professional with strong ethical values may be more
resistant to corruption risks.

Thirdly, perception and motivation affect behaviour. Individuals interpret situations differently, and motivation theories such as
Maslow, Herzberg or McGregor's Theory X/Y show how personal drivers impact performance. Some may be motivated by pay,
others by recognition or career development.

Finally, abilities and skills define what individuals can contribute. These include technical competencies, problem+-solving skills, and
interpersonal abilities. A skilled negotiator, for exanple, adds significant value to a procurement team.

Managers must also choose effective ways to lead teams. Three common approaches are:

Autocratic leadership - where the manager makes decisions without consulting the team. This can be effective in crises or routine,
highly regulated tasks (e.g., compliance procurement), but risks low morale if overused.

Democratic or participative leadership - where managers involve team members in decision-making, This improves engagement,
creativity, and buy-in. For example, involving procurement staff in category strategy development can generate stronger results.
Laissez-faire leadership - where the manager provides minimal direction, allowing the team high autonomy. This works well when
tearrs are highly skilled and self-motivated, but may cause confusion if individuals lack experience.

In conclusion, individuals are shaped by their personality, values, perceptions/motivations, and skills, all of which affect their
workplace performance. Managers can choose between autocratic, democratic, or laissez-faire leadership depending on the
situation. Successful leaders adapt their style to the individuals and teams they manage, ensuring both high performance and
motivation.

FI&E #15
Contrast different ways in which an individual can learn new skills/knowledge (15 points). Describe a factor which may influence
how individuals learn a new skillknowledge (10 points).
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See the Explanation for Detailed Answer

Explanation:

Individuals learn in different ways, and managers must understand these methods to develop their teams effectively.

One method is formal learning, such as classroom courses, e-learning, or qualifications like CIPS. This gives structured knowledge
and ensures consistency, but it may lack immediate workplace application.

A second method is on-the-job learning, where skills are developed through daily tasks, job rotation or shadowing, This is practical
and tailored to the workplace but may be inconsistent without good supervision.

A third approach is experiential learning, based on Kolb's cycle of experience, reflection, conceptualisation and testing, For exanple,
a buyer may learn negotiation skills by practising in a live supplier meeting, reflecting on performance, and then improving,

Another method is social learning, as described by Bandur

a. Individuals learn by observing and modelling others' behaviour. In procurement, junior staff may observe how senior colleagues
manage supplier relationships and copy effective practices.

Finally, there is self-directed learning, where individuals take mnitiative through reading, research or online courses. This builds
independence but requires strong personal motivation.

In contrast, formal learning is structured and standardised, while experiential and social learning are more practical and situational.
On-the-job learning blends practice with support, whereas self-directed learning provides autonomy but less guidance. Most
organisations use a mix of these methods to ensure balanced development.

One important factor that influences learing is an individual's learning style. According to Honey and Mumford, some people are
activists (learn best by doing), others are reflectors (learn by observing and thinking), theorists (prefer analysing concepts), or
pragmatists (want to apply ideas in practice). For exanmple, in procurement training, an activist may benefit froma role-play
negotiation, while a theorist may prefer studying sourcing models before application. Managers who recognise learning styles can
tailor development activities to individual preferences, making learning more effective.

In conclusion, individuals can learn through formal, on-the-job, experiential, social, or self-directed approaches, each with strengths



and weaknesses. Learning effectiveness depends on personal factors such as style, and managers who understand these differences
can create development opportunities that are both motivating and productive.

il =8 #16

Tania has recently been appointed the new manager of the Procurement Departiment at a toilet paper manufacturer. She will line
manage a team of 8, who all perform different tasks and have a varying level of ability and knowledge. She has noticed that there has
been no formal training provided to the team and that some people have been asked to conplete tasks they do not feel comfortable
with. Overall, performance and morale are both low. Discuss the importance of 1) embedding learning into the culture and 2) role
congruence in this scenario (10 points). Describe actions that Tania should take to address the issues (15 points).
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See the Explanation for Detailed Answer

Explanation:

Part A - Embedding Learning into the Culture (5 points):

Embedding learning into the organisational culture means creating an environment where continuous learning and development are
valued and encouraged. In Tania's case, this is vital because the team has had no formal training, which contributes to low skills and
low morale. A learning culture ensures employees feel supported in developing new abilities, reduces resistance to change, and
prepares staff for future challenges. For procurement, this could involve training on negotiation skills, supplier relationship
management, or e-procuremment tools.

Part B - Role Congruence (5 points):

Role congruence means ensuring that an individual's skills, experience, and abilities match the tasks they are assigned. At present,
somre staff are being asked to complete tasks they are not comfortable with, which lowers confidence and morale. Aligning people's
roles to their capabilities improves job satisfaction, builds confidence, and enhances performance. For exanple, a staff member
skilled in analysis should be allocated spend analysis tasks, rather than being pushed into high-pressure supplier negotiations without
support.

Part C - Actions Tania Should Take (15 points):

Training and development programmes - introduce structured training to close knowledge gaps and give staff confidence in their
roles.

Role review and alignment - assess individual skills and reassign tasks to match strengths, ensuring role congruence.

Mentoring and coaching - pair experienced staff with less experienced members to support learning and build capability.
Encourage continuous learing - build learning into team culture through workshops, lunch-and-learns, and reflection sessions after
projects.

Regular performance reviews - provide feedback, set development goals, and celebrate progress to improve motivation.
Empowerment and involvement - mvolve staff in identifying training needs and improvement ideas to increase ownership.
Recognition and morale building - acknowledge achievements to rebuild confidence and team spirit.

Conclusion:

Embedding learning into the culture ensures that development is continuous, reducing skills gaps and raising confidence. Role
congruence ensures that tasks match people's abilities, improving morale and performance. For Tania, focusing on training, role
alignment, coaching, and recognition will rebuild her procurement team into a skilled, motivated, and high-performing unit.

R #17
What is meant by emotional ntelligence? (5 points). In what ways is a high emotional intelligence quotient (EQ) beneficial to the
procurement department of an organisation? (20 points)
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See the Explanation for Detailed Answer

Explanation:

Definition of Emotional Intelligence (5 points):

Emotional Intelligence (EI), popularised by Daniel Goleman, is the ability to recognise, understand, and manage one's own emotions
as well as the emotions of others. It involves self-awareness, self-regulation, motivation, empathy, and social skills. A high EQ
enables individuals to manage stress, build strong relationships, and influence others effectively.

Benefits of High EQ in Procurement (20 points):

Improved Negotiation Skills: Procurement professionals with high EQ can read emotions, adapt communication styles, and manage
conflict effectively during supplier negotiations. This leads to stronger outcomes and sustainable supplier relationships.



Stronger Stakeholder Management: EQ helps buyers understand the needs and concerns of internal stakeholders (finance,
operations, CSR). This fosters trust, persuasion, and collaboration in category strategies.

Conflict Resolution: In diverse teams or complex supply chains, conflict is common. High EQ managers can defuse tensions, listen
actively, and find win-win solutions, maintaining team cohesion and supplier cooperation.

Resilience Under Pressure: Procurement often deals with supply crises, deadlines, or cost pressures. High EQ professionals manage
stress, stay calm, and make rational decisions under pressure, maintaining credibility.

Team Leadership and Motivation: Managers with high EQ can inspire, coach, and support individuals, recognising different
personalities and motivations. This improves morale, retention, and performance in procurement tears.

Ethical and Responsible Behaviour: High EQ includes empathy and awareness of wider impacts. Procurement leaders with EQ are
more likely to consider ethical sourcing, sustainability, and supplier welfare, aligning decisions with organisational values.

Change Management: Procurement functions often undergo transformation (e.g., digital tools, supplier consolidation). Leaders with
high EQ can communicate sensitively, understand employee concerns, and build buy-in for change.

Conclusion:

Emotional intelligence is the ability to manage emotions and relationships effectively. In procurement, high EQ strengthens
negotiations, builds trust with stakeholders, resolves conflicts, motivates teams, and supports ethical and sustainable practices. It is
therefore a critical capability for procurement leaders aiming to achieve both operational excellence and strategic value.

PR #18
Describe what is meant by knowledge transfer (10 points). How can a manager ensure strong knowledge management within the
organisation? (15 points).
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Explanation:

Part A - Knowledge Transfer (10 points):

Knowledge transfer refers to the process of sharing skills, experience, insights and information from one person or group to another
within an organisation. It ensures that valuable expertise is not lost and that best practice can be replicated. This can happen formally,
such as through training, mentoring, or documented procedures, or informally, through conversations, collaboration, and shared
experiences. In procurement, knowledge transfer might involve senior buyers passing negotiation tactics to junior colleagues or
documenting supplier performance insights in a shared database.

Part B - Ensuring Strong Knowledge Management (15 points):

Managers play a key role in creating systems and cultures that support knowledge sharing, Some ways include:

Creating knowledge repositories - using databases, intranets, or category management playbooks where information is stored and
accessible to all team members.

Encouraging mentoring and coaching - pairing experienced staff with new employees helps transfer tacit knowledge that may not be
written down.

Promoting collaboration and teamwork - cross-functional project teams and regular knowledge-sharing meetings spread expertise
across finctions.

Using technology - collaboration platforms (e.g., SharePoint, Teams) allow procurement staff'to record supplier msights, lessons
learned, and contract data in real time.

Rewarding knowledge sharing - recognising and incentivising individuals who share expertise encourages a culture of openness rather
than knowledge hoarding,

Embedding learning in processes - after-action reviews, lessons-learned sessions after supplier negotiations or tenders ensure
experiences are captured systematically.

Leadership behaviours - managers must role-model transparency and collaboration, showing staff that sharing knowledge is valued.
Conclusion:

Knowledge transfer is about ensuring that critical experience and expertise are shared across the organisation. Managers can ensure
strong knowledge management by combining systems, processes, and culture - from IT tools and databases to mentoring and
recognition. In procurement, effective knowledge management helps avoid repeated mistakes, builds stronger supplier relationships,
and improves decision-making across the team
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