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Insztructions:

1. All questions are compulsory.

2. Answers should be to the point.

3. Rough work should be done near the question and then crossed.

Q.1 (06 Marks) CO_2

 —

Given the following tasks and requirements for an assembly line, what is the maximum daily output and

efficiency? . 5

. Task Time Required
Task (in minutes) Predecessors
5 | F

A

B 2 F
C 3 E, G
D 7 A, B
r 8 D, H
F 4
G 6
H 3
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Q.2 (06 Marks) CO__ 4

Bombay Builders (BB) buy designer % inch fau

cets from Keki Valvewala & Sens (Keki). The
price schedule quoted by Keki is:

Quantity Price per Unit, Rs.
110 99 50.00

100 to 499 45.00

500 and above 40.00

BB estimate their annual requirement of these faucets as 2000. The ordering costs are

estimated to be Rs. 25 per order and the Inventory carrying costs are charged at 30 per centof
unit cost. What is the optimal quantity that BB should order from Keki?

A - Psgrd

Q.3 (06 Marks) CO__4

Product A consists of two units of subassembly B, three units of C, and one unit of D. Bis
composed of four units E, and three units of F. C is made of two units of H and three units of D.
H is made of five units of E and two units of G. The lead period for A, D and F is 2 weeks each,

@ lead period for B and G is three weeks and one week for all others.

a) Construct a simple product structure tree.
b) Provide low-level coding in the above tree.
c) Construct a time phased diagram.

d) To produce 100 units of A, prepare a Materials Requirement Planning Schedule.

a (06 Marks) CO 1
g;avo Limited is evaluating four locations for a new plant and has weighted the relevant scores

as g w. Scores have been assigned with higher values indicative of preferred conditions.
i)i?r:;etags(aeloscores, develop a qualitative factor comparison for the four locations.

[ Scores of location
levant Assigned
';:ctors Weight A B C D
Production Cost 3.5 _? g g g
RMSupply 2 6 7 6 5
| abour Availability 2.0 o 2 4 3
Cost of Living 0.5 5 6 7 9
Environment ?8 Wk S s 9 8 5
{s :
Marke serted 3 LA i
= ( bvals ?rs el
o V)
Qe oo P>
(Peojecr om W’
olr Net Reaq
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Q.5 - | (06 Marks) CO__2__
. | Historical demand for a medicine in the medical store located in a leading hospital is as
given in the table below. Demand is given in cartons containing 144 strips of 10 tablets each.

Month Demand
January 12
February 11
March 15
April 12
May 16
June 15

CA

a) Using the weighted moving aver
forecast.
b) Using a simple three-month moving average,
¢) Using single exponential smoothing with a = 0.
forecast. Make whatever assumptions /you.wish.

o (o [E

Q.6 0 Marks)CO__1__

age with weights of 0.60, 0.30 and 0.10, find the July

ihd the July forecast.
nd a June forecast(= 13,¥find the July

Planning Market Research

Anoctablished ccrmpany-has dacided {5 add a new product io iig Lna, il b tho nroduct from
a manufacturing concern, package it, and ‘sell it to a number of distributors selected on a
geographical basis. Market research has been done which has indicated the volume expected

and size of sales force required. The following steps and are to be planned.

Organise the sales office — hire the sales manager | 5 weeks
Hire salesmen — the sales manager will recruit and hire the salesmen needed 4 weexs
Train salesmen — train the salesmen hired to sell the product to the distributors 7 weeks

Select advertising agency — the sales manager will select the agency best
suited to promote the new product 2 weeks

Plan advertising campaign — the sales office and the advertising agency will jointly
plan the advertising campaign to introduce the product to the public 4 weeks

Conduct advertising campaign — the advertising agency will conduct a ‘watch for’

campaign for potential customers to end at the time distributors receive
their initial stocks 10 weeks

Design package — design the package most likely top ‘sell’, work to be done within
the company on the basis of results of market research 4 weeks

Set up packaging facilities- prepare to package the products when they are received
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from manufacturer 12 weeks

Package initial stocks — package stock received from the manufacturer 8 weaks

Order stock from manufacturer — order the stock needed from the manufacturer
on the basis of the volume indicated by the market research.
The time given includes the lead time for delivery 13 weeks

Selzct distributors — the sales manager will select the distributors whom the
salesmen will contact to make sales 9 waeks

Sell to the distributors — take orcer for the new product from the distributors with
delivery promised for introduction date. If orders exceed stock,
assign stock on a quota basis 6 weeks

Ship stock to distributors — ship the packaged.stock o the distributcrs as pep~""
their order or quota @ | ') 6 weeks

Questions:

a) what is the earliest number of the weeks irn which we can introduce the product?

b) If we hired train salesmen and eliminate the training period of 7 weeks, can our product
b introduced 7 wesks earlier’?

) e lqn ran nee b 4\ in aelookivny rear anuanicins mecnm:"‘

d) Whatis the efiect or a deaay of (x) [ \veek (i) 2 \Neeks (i) 3 Weeks, ir: organizing the

saies office?
e) iithe whole product launch operation is to be completed as rapidly as possible, what
activities must have been completed by the end of week 167
fy  What advantage, if any, would accrue if the selection of the advertising agency took
place at the same time as the organizing of the sales office?
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