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SECTION-A (Marks: 3X5)

Q1. List and describe the organisational, management and technology dimensions of
information systems.

Q.2 Distinguish between systems analysis and systems design. Describe the activities for
each.

Q.3 Explain how businesses are getting benefit of cloud computing.

Q.4 Describe the difference between push-based supply models and pull-based supply
models.

Q.5 Describe the characteristics of executive support (ESS) and how is it different from DSS.
SECTION-B (Marks: 2X10)

Q.6 Define data mining, describing how it differs from OLAP and the types of information it
provides.

Q.7 Define computer crime. Provide two examples of crime in which computers are targets
and two examples in which computers are used as an instrument of crime

Q.8 What are various capabilities of DBMS and why is a relational DBMS is so powerful?



SECTION-C

(15 Marks)

Case Study

~Wal-Mart and Mattel:

Supply Cham

Management Best Practices

sword,” says Joseph R. Eckroth Jr., CIO at
Mattel Inc. (www.mattel.com). “They’re a
phcnpmcna] channel 'but a tough customer. They dcma.nd
cxcellencc, i :
It’s a lesson that the EI' Segundo, Cahforma based tcvy
manufactirer and thdusands of other suppliers learned as the
world’s largest: retailer, Wal- “Mart Stores (www.walmart. com),
built an inventory and supply chain mnagemcntsystem that
changed the face of business. By investing early and héavily in
cutting-edge technology to ideéntify and track sales on the in-
dividual item level, the Bentonville A:]r:ansas—based retail gi-
ant made its IT infrastructore a key compeuuvc advantage
that has bem studxecTand copmd by mmpames around the
world.

“We view Wal Man:as the bﬂstsupplycham operator of

“ B eing a suppher to Wal -Mart is a twcH:dged

all time,” says Pete.Abell, retail research director at high= -

tech consultancy AMR Reseaich in Boston. Abell says he ex-
pects the company to femain in thé vingaard. “Wal-Mart is
evolving; they’re not'standing still,” he says. The company is
still pushing the limits of supply chain shanagement,. he says,

searchmg for'and ‘supporting bettér tectinology that prom- " .
ises to mtake its I'T infrastructiire more efficient. Radio fre-

quency identification (RFID) microchips,’ for exarniplé, may
“replace bar codes and security tags w:th‘a oombmauon tncch»
- nology that costs less money. ! “-
Earlyon,Wa]MartSiwthCVihlc crfsh:mngthatdam
with suppliers, and it eventually' moved ‘thdt information
online on its Retail Link website. Opening its sales and in-
ventory databases to suppliers is what tadé ‘Wal-Mirt the

powerhouse'it is today, saysReifa Grzuofsky a $enior partner
at J. C. Williams Group, a Toronto-based retail: ‘consulting -
firm. While its competition guardcd sales mformatlon, Wal-

Mart approached its ‘$uppliets 2 if ‘they ‘Were' partmers, not
adversaries, says Granofsky. By implementing a cdllaborative
planning, forecasting, and replenishment (CPFR)‘program,
Wal-Mart bcg:m a just-in-time inventory program that
reduced carrying costs for both the retailer and its suppliers.
“There’s a lotless excess inventory in the supply ¢hain be-
cause of it,” says Granofsky.

That efficiency is-the key factor in' mairitaining: Wal-
Mart’s low-price leadership ‘among retailers, says Abell.
“Their margins can be far lower than 6ther retailers’ because
they have such an efficient supply chain,” he says, The com-
pany’s cost of goods is § to 10 percent less than that of most
of its competitors, Abell estimates.

Wal-Mart’s success with supply chain management has
inspired other retail companies, which are now playing
catch-up, says Abell. “Others are now just starting. They’ve
all had inventory systems, but sharing the data with their
partners hasn’t been easy,” he says. Wal-Mart’s influence has
extended beyond the retail sector. Mattel’s Eckroth says that
he studied Wal-Mart’s supply chain best practices when he

Z

worked at-a manufacturing dmsmn of General Electric Co.
“They’re a benchmark company,” he says. ;

One reason Wal-Mart is studied so closely is that it gcm
buy-in from its suppliers to an incredible degrec That’s be-
cause its programs and practices benefit not just the retailer
but its partners as well, says Eckroth. CPFR, he says has
“blurred the lines betwccn supplier and. customer. You’re
both working to the same end: To sell as much product 4s -
possible without elther of us having’too much inventory.
We've learned that if we listen to Wal-Mart, take their ini-
tHatives seriously, and align our strategies with mahng them
successful, we both can succeed;” he says. . : .

Mattel has Jearned a lot from worlang mdl Wal “Mart
and is bringing those lessons, to bear in its relationship with

other channels, says Eckroth. “Getting the supply chain  op-

tmized inside of Mattel is only 50% of the equation,” he
says. “The other 50% is getung tightly linked with every one
of our customers so that we’re reacting as quickly as they’re
giving us data.” Tight links, Eckroth says, will enable Mattel
to tackle the next big busmms problem: mcreasmg manufac-
turing efficdency.. - .

“My ability to get mformatlon about the salcs pace ef a
toy and either ramping up or. shutting down manufacturing

~depends on my having data,” he says. Having salesdati on a

daily or hourly basis is neoesszxytoﬁgureoutonammm
level what is selling best where and tailor manufacturing ac-
cordingly. The greatest efficiencies will appear when the
kind of trusting mutually beneficial relationship Mattel has
with Wal-Mart is duphcated with the’ rmt of the manufac-

turer’s retail outlets. .

“Having that data ona glob:al basxs from everyone of my
customers allows me to optimize the sales. of my. products
and the fill rates of my customers,” Eckroth says. “The,
theme for the future is that at the end of the day, there cin be
a symblouc relationship between companies.”

Case Study Questions

1. Do you agree that Wal-Mart i is “the best supply chain
operator of all time”? Why or why not?

2. What has Mattel learned from Wal-Mart> How well
are they applying it to their own business? Explain
your evaluation.

3. What can other businesses learn from the experiences
of Wal-Mart and Mattel that could improve their
supply chain performance? Use an example to illus-
trate your answer.

Source: Adapted from Amy Johnson, “A New Supply Chain
Forged,” Computerworld, September 30, 2002, pp. 38-39.
Reprinted with permission from Computerworid.




