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30 years in project, operations and supply chain management

High tech, low tech, from small shop to global supply chain, medical devices, 

construction, custom engineering MTO, steel fabrication MTS, electronics MTS & 

ATO, food, LEAN/Six Sigma/TOC 

Educator since 1989

Consulting since 2005

Adjunct Faculty – Mfg Management & Adv Mfg Management

Train the Trainer

Public Speaker

Mentor

Certified Lean Master – ROI gain in 90 days

The Fresh Connection – Supply Chain simulation facilitation
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Supplier Qualification requires focus in 4 areas – must have or develop a plan to 

engage and manage all four areas;

Ask for examples of issues included:  Post on board.

Pull in 4 focus areas after done posting suggestions



Ask session for examples of;

What are pros-cons on shopping for cost first

Low unit price but high min order quantity

Low unit price but high change or restock charges

Low unit price but slow response to handle changes, revisions, quality 

or schedules

Risks to identify and evaluate?

Quality and consistency

On Time and availability

Reliability and Capability

Open-ness and Sharing

Direct vs. Overhead
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Running an Effective Quarterly Business Review – So you have a plan, now what? 

One of the biggest challenges organizations have is putting a plan into action –

moving from the off-site to monthly decision making throughout the year. A visible 

sign of a plan that is being executed is hold monthly or quarterly business review or, 

as we call them, Strategy Review Meetings.
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How do these different strategies require;

• Different approaches? 

• Different Suppliers?

• Different Relationships?
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Knowing where you are on your path of evolution.

Knowing your strengths and where you need to leverage your suppliers in key 

relationships.

Knowing what to ask of your suppliers.

Are you getting what you paid for?
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Which type organization is more likely to achieve overall system performance?

How would these two orgs be different?

Expectations

Communication

Budgeting

Performance

Reward systems

Suppliers relationship

Customers relationship
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Discuss how your “Partner” could have a different business strategy.

What if you are best product strategy and your supplier is lowest cost strategy?

• Discuss the potential conflicts?
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Collaboration - Sharing of data and ideas

Partnership – Invite to join forces for common good

Strategic Alliance – Able to pursue larger market
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You want your suppliers to have core competencies in the things that are important 

to you.

Low price may be important – that means your supplier must be good at cost control 

and eliminating waste.

Field Warranty Performance?

Volume discounts on large batch runs?



This is a key concept – the firm is narrowing its span of competencies, but gaining 

flexibility
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Considering what suppliers get on the “short list” and why.

Do they meet the basic criteria for Order Qualifiers in your view?
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Need not  be electronic - Can easily be whiteboard.
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Let’s break down what’s important and why?

Examples of each box

Dialogue on early years and how changed over time.



The Wendy’s model for segmenting and managing their suppliers.

There are intense “Business Reviews” with varying frequencies depending on the 

supplier risk/value proposition.

Ask: What would be “Strategic” suppliers to Wendy’s: Beef, Poultry, Cheese

Ask: What would be “Leverage” suppliers: French Fries, Packaging

Critical: Uniforms, Cleaners

Tactical: Condiments

Open up a discussion on the agenda/topics and participants in the Business 

Reviews. Drive home that this goes beyond Purchasing and that the 

Planner/Buyers, Master Scheduling, and Operations need to be involved.
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How well do you and your supplier execute on continuous quality improvement, not 

just being as good as yesterday?

Trust but Verify - How do you verify?

Certify the supplier

Certify the part

Certify the process

Regular Audits

Supplier on Auto-pilot?
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According to IEEE - IT projects typically experience 60% + failure rate with 50% of 

total project cost from rework.
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Examples:

Contracts

Transactions

ERP and Data Transfer

Risk Sharing

Cost Reduction Initiatives – Six Sigma, Lean

Quality Management Systems

Communication and technology

Other overhead costs?

Travel & Lodging, short term, triage, long term remedial, permanent

Multi time zones delay action

SCM costs of managing WIP and In Transit

Bonded Freight Locations

Transportation Mgmt & Freight Costs

Expediting and Schedule Change

Change Management

PDM, Product Data Management tools



Training

Relationship Management at a distance

New Product Launch Support and Technology Transfer

Product Testing and Validation

45



46



Or to the point of use, if you are looking to reduce waste through-out your value 

stream.



Total landed cost according to GT Nexus



Walk through the total landed cost for a printed circuit board

What about loss of flexibility, longer response times, systems, airfreight!!!
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Besides designing and managing a supply network, SCM as a core competency 

needs to be pro-active in balancing the risks and costs of potential disruptions. 

The 3 points above are an example of what one company received from a potential 

customer.

McDowell Label has agreements with non-competitors in other parts of the US to 

support their customers in case of fire or other disaster to their facility. 













Random audits of:

Inventory record accuracy

Customer orders

Maintenance schedules

Documentation submitted – carbon disclosure project
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Make sure your package of measurements is balanced.

Discuss the “Balanced Scorecard” book.

Examples of Financial: Cash to cash, ROI, EBITDA, ROA, etc. Issue = tend to look backward.

Customer: On time delivery, surveys, etc.

Processes: Cycle time, New Product Introductions, Lean concepts.

Innovation & Learning: Cross Training, Patents, etc.
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Ask who has heard of the bull whip effect.

This is the main reason we need to collaborate with our supply chain partners.  

Reduce Risk!



Next step in supplier qualification is 

Developing SCM as a core competency is the fourth element of crafting a lean supply chain.



We don’t need any Shaft awards
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Measurements



B

Measurements



A

Measurements



Thank you for your participation. 

Please check our website for future Webinars
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