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Purchasing and supply strategy

Resource usage

Issues include,

* What is purchasing and supply
strategy?

*What should we do and what
should we buy?

*How do we buy; what is the role of
contracts and/or relationships?

*How do we manage supply
dynamics?

*How do we manage suppliers over
time?

*How do we manage supply chain

Cost risks?

Quality

Speed

Dependability

Flexibility

Performance objectives
Market competitiveness

Capacit Process | Development
strategy Supply networks technology and

organisation

Decision areas
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Dyadic relationships in a simple supply
network and example
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Triadic relationship and example
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The value net (based on Brandenburger and Nalebuff)
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Degrees of trust
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Supply chain dynamics (Continued)
‘Soft’ supply dynamics
Look for the perception gaps

16




Slide 5.20

Potential perception mismatches in supply chains

Market requirements |

thinks it wants

thinks it wants

pplier selection
strategy

Operation A Operation B Operation C

Supplier
dayelopment strateo

How A
thinks it is
performing

How B
thinks Ais
performing

How B
thinks it is
performing

How C
thinks B is
performing

Gap?

Operations performance
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Match supply chain characteristics
to the nature of demand

Nature of demand
FUNCTIONAL PRODUCTS INNOVATIVE PRODUCTS

Predictable Unpredictable
Few changes Many changes
Lowvariety ,— High variety
Pricestable , ___________________, Price mark-downs
Longlead-tme, | Shortlead-time
Low margin High margin
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Source: Adapted from Fisher, M.C. (1997) ‘What is the right supply chain for your product?’, Harvard Business Review, March-April, pp. 105-116.
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