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WFFERE B MEE (3530) : The objectives of this study are (1) to analyze the effects that point
programs and discount systems, which are a type of mileage program strategy and pricing
strategy respectively, have on financial performance, (2) to measure the affects of customer
relationship on supplier’s financial performance. In (1), I found that the effects of each of
the sales promotional activities and making those effects clear will make it possible to
provide useful information for decision making in the implementation of sales promotional
strategies. In (2) we find that the ratio of gross margins to sales for suppliers with major
customers (SMCs) is lower than that for suppliers with non major customers (SNMCs). We
also show that inventory turnover for SMCs is higher than for SNMCs, and the ratio of
sales, general, and administrative expenses to sales (SG&A) for SMCs i1s lower than that

for SNMCs.
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