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“ The develop-
ment and
integration of
people and
technological
resources are
critical to
successful
supply chain
integration. ,,
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DEVELOPING A STRATEGIC PLAN FOR THE SUPPLY CHAIN

As supply managers and supply manage-
ment organizations strive to optimize their
supply processes and outcomes, they may
find it useful to design a strategic plan and
apply it to the supply chain. This article
presents an approach to the development
of a strategic plan for the supply chain. The
Institute for Supply Management™ defines
“supply chain management” as: the design
and management of seamless, value-added
processes across organizational boundaries
to meet the real needs of the end customer.
The development and integration of people
and technological resources are critical to
successful supply chain integration. The
methodology presented here is applicable
for supply management, purchasing, inven-
tory, and materials. It emphasizes coor-
dination with the supply management,
purchasing, production, sales, inventory,
and marketing plans in order to ultimately
increase stakeholders’ value for the com-
pany or organization. It introduces the con-
cept first presented in Strategic Planning
and Management for the New Millennium,
by R. Henry Migliore, Ph.D. This concept
advocates supply chain integration by the
supply management team. The supply man-
agement professional can use the following
models, apply the outline, and develop a
plan for his or her responsible area. A number
of actual examples and experiences are
discussed to bridge the gap between theory
and practice. This planning approach has
been used successfully in a number of

The Strategic Planning Model

organizations. The section “Sample Tools,”
on page 9, provides examples of work-
sheets and charts that can be helpful in
developing strategic plans.

Emerging Roles

Supply managers are playing an increas-
ingly important role in many facets of the
performance of organizations. This is evi-
dent in many areas, from the pursuit of the
best-value outcome when selecting suppliers
and establishing quality standards, to nego-
tiating payment terms that best affect a
firm's cash flow. In the April 2001 issue of
Purchasing Today®, supply management
trends, based on the new economy, are
identified. Joseph L. Cavinato, Ph.D., C.PM.,
senior vice president and ISM distinguished
professor of supply management for ISM,
says, “Supply managers can expect a greater
emphasis on cross-functional teamwark.
Departments such as supply management,
accounting, marketing, and operations will
need to understand each other’s role in the
organization to maximize its product and
service offerings.” Because this particular
function can be such an intricate factor,
long-range functional planning can create
a competitive advantage for the firm which
masters it.

Another recent trend, documented in a
recent issue of ITE Solutions, indicates
the growing importance of supply chain
strategic planning. These activities are
becoming standard as a means of
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increasing stakeholders’ value. At present,
ISO 9000, 9001, and 9002 quality assur-
ance programs formulated by the Inter-
national Standards Organization are methods
a firm can to use to demonstrate to others
that it has a system for developing, sustaining,
and managing quality. The organization’s
decision to implement a supply chain man-
agement (SCM) process is key not only to
improving the flow of products or services
to customers, but also to improving the
cash flow, where appropriate.

Itis important to note that all enterprise
functions play major roles in ensuring the
success of a SCM process that improves
both the product and cash flow. Communi-
cations, measurements, and development
of workable processes will ultimately deter-
mine the success of the program and its
effects on stakeholder value.

The Model
Just as important as knowing where you
want to go is having a way to get there. The

strategic planning/MBO model, as presented
in Strategic Planning and Management for
the New Millennium, provides such a road
map, whether for the overall organization or
just operational functionality. It is necessary
that the overall strategic plan of the organi-
zation be established before managers
attempt to develop a plan for a specific
functional area. The reasoning for this is the
functional plan should directly support the
larger plan. Ideally, and in many organiza-
tions, supply management has an active
role in the creation of the overall plan. See
the figure above for an illustration of the
strategic planning process.

Next, this article will discuss each of the
steps identified in the chart.

MAY 2002/ISM INFOEDGE 3



“ It’s important
to have the most
current informa-
tion available,

as economic
conditions tend

to change
frequently. ,,

DEVELOPING A STRATEGIC PLAN FOR THE SUPPLY CHAIN

Eight Key Steps

The following eight steps correspond to
the eight steps identified in the chart on page
3. As mentioned, this process can be useful
for designing a strategic plan for an entire
organization or a particular operational
activity.

Step 1: Developing the Purpose or
Mission

The purpose or mission statement of a
supply management plan defines and
describes the role played by the supply
management department. It states the
department's reason for being, that s,
the service that the department provides
to the organization. This statement, though
conceptually simple, provides the basis for
the plan as well as a reference for decision-
making. An example of such a statement
is presented in the box below.

Step 2: Environmental Analysis
The environmental analysis helps set

the stage for subsequent steps. Fortunately,

supply management is well-positioned

to perform an environmental analysis.

In the International Journal of Physical

Distribution and Logistics Management,

Ferguson and Hartley write, “Due to pur-

chasing’s external interaction, the function

occupies a unigue position for monitoring

the external environment on a macro and

a micro level. Purchasing can monitor the

company's external environment for competi-

tive advantages/disadvantages by providing

input on forecasted supply market changes,

which may result in supply advantages or

Cooperative Synergy.

Our focus is to Procure Raw Materials from Partners who practice a Quality
Process of Continuous Improvement, who provide us with Quality Products
and Responsive Service with Fair and Competitive Pricing. With Integrity
and Open Communication, we will instill Trust and encourage the exchange
of Creative Ideas. We will foster a Challenging Work Environment of

s
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disadvantages. On the micro level, pur-
chasing provides input on specific sup-
pliers, materials, and potential supply
problems.”

Some items that are appropriate to con-
sider when creating the environmental
analysis include:

Economic trends. Dramatic economic
activity is continuing to bring changes in
the business environment, such as com-
pany consolidations (Hewlett Packard and
Compagq) and monetary policy changes. In
recent years, the federal interest rates have
been keenly watched as economists try to
determine if the economy is recovering. For
an environmental analysis, it's important to
have the most current information available,
as economic conditions tend to change
frequently.

Emerging technologies. With the plethora
of new technologies that seemingly hit the
marketplace every day, the supply manager's
activities will be impacted on both a personal
and organizational level. The environmental
analysis should identify emerging technology
that could impact internal processes and
resource allocation. Could these new tech-
nologies reduce costs or support resources
that are required? How will this ultimately
affect the firm's strategy?

Also, if the technologies are going to impact
communications with suppliers and others
in the supply chain, those changes should
be identified and taken into account.

Commodity/market trends. Mark IV
Automotive watches not only the commodi-
ties it uses but also the commodities its
suppliers use. This attention has allowed
them to identify periods when a supplier
price reduction was appropriate and has
been used as a negotiation tool to acquire
lower prices. Staying abreast of market and
commodity information — and the external



factors that might affect these trends — is
vital to an environmental analysis.

Government/regulatory trends. The reg-
ulatory environment plays a very large role
in many organizations. This is especially true
for government contractors and subcontrac-
tors, For example, strengthened or weak-
ened affirmative action supplier requirements
may further restrict or allow a greater degree
of freedom in selecting suppliers. In addition
to government contractors and subcontrac-
tors, other organizations will be affected by
regulatory trends, even if the connection
does not seem immediately clear. If an orga-
nization or business partner further up or
down the supply chain is affected by these
trends, it may ultimately affect all other firms
in that chain or network,

Labor agreements. Supply management
professionals must keep current on labor
agreements affecting their suppliers and
other external companies, such as trans-
portation providers,

Expected quality levels. When searching
for new suppliers for current or new prod-
ucts, itis wise to choose suppliers with doc-
umented business guality plans that have

been regularly adhered to ensuring long-term
dependable performance. Many suppliers in
today's market have ISO certification, which
proves their own level and commitment to
continuous improvement, According to The
International Quality Systems directory, often
just having an ISO 3000 certification will
automatically qualify an organization as a
potential supplier to companies that demand
strict conformance to specified requirements.
These standards have now become accepted
around the world as the benchmarks for all
quality management systems. Initially iden-
tifying and documenting gquality expectations
in the environmental analysis will provide a
basis for evaluation and help managers to
make consistent comparisons.

Financial implications. The graphs on
pages 5 and 6 illustrate a cash flow model
and a value proposition. They illustrate the
financial implications and help define the
overall objective in order that all departments
can work toward the same geal of stake-
holder improvement. When supply manage-
ment can be identified and portrayed as a
pivotal factor in the financial supply chain
model, it can complete the transition from

CASH AND PRODUCT FLOW FOR SUPPLY CHAIN MANAGEMENT

The chart below shows how the processing model integrates all
business functions to improve both product and cash flow.
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strict conformance to specified requirements.
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tifying and documenting quality expectations
in the environmental analysis will provide a
basis for evaluation and help managers to
make consistent comparisons.

Financial implications. The graphs on
pages 5 and 6 illustrate a cash flow model
and a value proposition. They illustrate the
financial implications and help define the
overall objective in order that all departments
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The Value
Proposition

THE VALUE PROPOSITION

This chart illustrates the impact of a supply chain alignment process in
increasing the stakeholders’ value or meeting the organization’s major goals.

The Process

Revenue growth from improved product
quality, availability, and customer service
performance

Greater
Stakeholder
Value
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Operation cost reductions from distribution,
transportation, cost of goods purchased and
staffing

Working capital reductions from inventory
and order-cycle time improvements

The Cash Proposition
Revenue
Enhancement
Income Statement
Increased |«
Profitability Margins -
Operating
A -~ Cost
Reduction
Vgorkin?
apita
b 4 X Reduction
Balance Sheet
Reduced Capital |«
Investment
Fixed
Capital
Reduction

Fixed capital reductions from efficient asset
maovement and prioritizing utilization

the backroom to the boardroom, according
to Timme and Williams-Timme in a recent
article in Supply Chain Management
Review.

Business cycles. Traditional business
cycle theory of expansion, peak, contrac-
tion, cash flow, and recession should be
incorporated in the environmental analysis
as economic indicators apply to your spe-
cific business. Cross Manufacturing in
Overland Park, Kansas, uses cycle fore-
casting to predict economic trends. Over
the past 15 years, the cycle forecasting
model has been very accurate,

Step 3: Strengths and Weaknesses

A compilation of internal strengths and
weaknesses allows the firm to strengthen
its competences and address potentially self-
inflicted barriers. This examination should
look not only within the supply management
graup but also at the other functional groups
within the firm whose performances could
affect the outcome of the functional plan.
Functional areas of responsibility must create
a supportive plan for the entire organization’s
strategy and cash flow, In some cases, the
supply management group may be unable to
address a particular weakness. In such
cases, a collaborative effort between func-
tions is necessary.

Step 4: Assumptions

Unfortunately, even the most thorough
environmental and internal analysis of past
and current situations cannot predict the
future. Therefore, it is necessary to make
certain assumptions about things outside
the firm's control that could have a signifi-
cant effect an the outcome aof your plan. For
this particular step, your plan should iden-
tify factors over which you have no control.
You can then incorporate these factors later
in the strategy and operational planning
stages. For example, if a commodity-type
material experiences wide price fluctuations,
your plan should allow for a marketing
adjustment (i.e., sell less/more of a partic-
ular family of parts, or increase/decrease
sales price thereby changing the product
mix necessary to sustain profits or capi-
talize on positive fluctuations).

Here are some examples of assumptions
made in a strategic plan for Mark IV
Automotive:

* The prices for liner board have reached

their bottom, so price increases of 410 6

percent are expected in 1999,




« Sales growth for auto filters, belts, and
hoses will continue at a 6 percent per
year pace.

* Petroleum-related products will continue
to have soft prices throughout 1999 due
to low cil prices.

Here are some examples of assumptions
made in a strategic plan for the company
ASEC Manufacturing:
= Foreign exchange rates are assumed at

certain levels for the development of

standard cost internationally.

« Assume legislation requiring catalytic
after treatment of vehicle exhaust will
remain in place and strengthen over time,
requiring technological advancements.

* In purchasing, it must be assumed the
forecasts provided by marketing environ-
mental analysis are correct. The favorable
purchase price variance (PPV) is based
on controlled savings per unit, but varia-
tions in demand volumes will affect total
PPV for all material.

Step 5: Objectives
In establishing objectives fer supply man-

agement, begin at the highest level of the

strategic planning process. First develop
specific, measurable goals necessary to
support the overall objectives of the firm,
which are identified in the corporate
strategic plan.

Examples of key supply management
areas around which objectives can be
established include:
= Improve delivery performance from sup-

pliers, as well as to customers.

* Reduce [by x percent] inventory levels
and turns not anly of raw materials, work
in pracess, and finished goods, but also
of your suppliers and customers in order
to determine the product and cash flow
through the supply chain.

= QObtain favorable PPV through negotiation,

supplier partnerships, component com-
modity tracking, technological advance
releases from suppliers, and information
share of MRP forecast and inventory
levels.

= Establish excellent inventory accuracy
through cycle counting programs and
controlled issues and receipts to the
system.

+ Expand education and development
of supply chain personnel. Encourage
staff to develop life and career plans
and negotiate the career plan with their
bosses to ensure continued growth of
the department.

= Establish and maintain ISO 9000 and/or

QS 9000 compliance.
= Establish financial and cash flow meas-

urements, These are the “toll gates” of

the success of the improved alignment
processes.

See the sample toals on page 9 for more
examples of objectives developed by var-
ious companies. (These are true examples
with the company name withheld for confi-
dentiality purposes.)

Step 6: Strategy
In developing the strategies to meet objec-

tives, professionals will enter the “thinking”

stage of the supply management strategic
plan. This involves the development of pro-
grams and/or policies aimed at building the
framework for the operational plans. Many
firme have developed preferred supplier
programs as part of their supply manage-
ment strategy to provide incentives to sup-
pliers through certain guarantees earned
when performance reaches a certain level.

These programs benefit the firm by enticing

suppliers to improve perfarmance.
Purchasing and supplier partnerships or

joint study teams working to improve shared

processes have gained popularity as a

strategy. These arrangements have allowed

purchasers and suppliers to deal at a posi-
tive level, acting in collusion rather than in
confrontation, Another benefit is the improved
communications and understanding that
can be accomplished as perceptions are
shared and unknown barriers are exposed
and eliminated.

An example of a strategy in motion is

the trend of many organizations moving

toward Internet-based commerce.
Examples of strategies used by ASEC

Manufacturing:

» Track key commadities of suppliers' prod-
ucts, which influence pricing.

* Develop preferred supplier program
including quality audits based on 1SO
9000 standards, price reductions, and
online deliveries and reject rates.

= Increase frequency of delivery of items
to reduce inventory.

* Demand management af customer's
inventory turns.

= Share MRP forecast to support inventory
level.

MAY 2002/ISM INFOEDGE 7




8 ISM INFOEDGE/MAY 2002

* Measure and graph PPV working toward
a goal.

= Measure and graph cycle counting
results toward a goal.

* Take classes and certify as a C.P.M. and
CPIM.

Step 7: Operational Plans
Developing operational plans requires
entering the trenches to examine the funda-

mental activities necessary to implement
the strategies. This activity reaches deeply
into the supply management integrated
function. Within the department, it is critical
that the strategies become integral to the
way the department functions and are pur-
sued individually and jointly to gain synergy.
To ensure this occurs, it is imperative that
supply managers involve the members of
the department in the development of the
operaticnal plan and establishment of
enterprise financial measurements,

An example of an operational plan in
action is the use of purchasing cards.
American Express set a strategy of chan-
neling the multitude of office supply pur-
chases through their financial service.

Step 8: Evaluation, Control,
Performance Appraisals, and
Reward

The evaluation step involves the presen-
tation of functional plans to the firm's man-
agement team. The presentations of every
function plan, not only supply management,
but also marketing, operations, human
resources, etc., launch the discussion and
debate about how the plans fit one another
and eliminate the “silo” phenomencon that
precludes full supply chain alignment. The
outcome of this discussion and debate
should be a modified plan that conforms
and connects with the other plans and sup-
ports the firm's overall strategic direction.

Centrol and performance appraisal fit
with the old adage "What gets measured,
gets done." It is clear, to reach a destination
— improved shareholders value — one
should employ the proper tools of navigation
to determine position, direction, and speed.
These tools for the purpose of strategic plan-
ning and management are the metrics a
firm would refer to when determining whether
objectives are being met. What should be
measured are both those things the firm
can act upon and things cutside the firm's
control that may explain certain situations.
Put another way, a firm should measure and
display informaticn that changes that may

hurt or help the firm. How often a firm meas-
ures these should depend on the availability
of the infermation and the benefit of the
measurementin relation to the cost and the
potential exposure to the firm as a result of
a change.

Caution must be taken establishing supply
chain objectives to ensure they are notdriven
in a vacuum. For example, the purchasing
department in a Midwest manufacturing com-
pany changed suppliers of lubricants. They
were able to cut the total [ubricant costs by
over 50 percent. In the short term, the pur-
chasing department met cost reduction
objectives, and the firm's profit position
improved in that year.

Over the next few years, however, the com-
pany began to experience pregressively
warse equipment wear and breakdown prob-
lems. The effect was poor manufacturing
efficiency, and customer deliveries became
a significant problem. Management was slow
to react to the problem. Every measurable
area indicated there was a problem: break-
down, repair costs. etc. After the cause of
the problem was finally determined, the com-
pany returned to the higher grade, more
costly lubricant. A combination of improved
preventive maintenance, check mainte-
nance, and running maintenance, along
with the superior lubrication, dramatically
improved the plant operation. This example
illustrates the issue that arises when a metric
is examined in isolation rather than in con-
junction with others to produce a more robust
benefit/cost analysis.

Ancther adage proclaims, "What gets
rewarded, gets done well." This statement
demonstrates the simple philosophy that
people perform best when their contribution
is recognized and rewarded. Many different
opticns exist when trying to determine the
best method of reward but the selected option
should provide incentives for current and
future performance. One sheuld not limit
this reward to within the organization. For
example, supplier recognition days are a
common practice to hanor top suppliers in
areas such as guality, continuous improve-
ments, and customer satisfaction.



The following are examples of objectives,
data plans, and worksheets that can be used
in developing a strategic plan. Obviously, the
elements will vary, depending on the argani-

zation's individual needs.

DEVELOPING A STRATEGIC PLAN FOR THE SUPPLY CHAIN

Sample Tools

THREE-YEAR OPERATING PLAN —

MATERIAL CONTROL DEPARTMENT SAMPLE OBJECTIVES

FY 2002

OBJECTIVES FY 2001 FY 2002 FY 2002 | FY 2002 FY 2002 FY 2003
Objective #1: Material cost Last year Current Current Current | Current Total year | 3rd year
Obtain % material cost as a % of net reference |year 1st year 2nd year 3rd year 4th
sales for the cylinder line quarter quarter guarter quarter
Target 41.0% 44.9% 43.5% 43.4% 43.2% 43.8% 41.0%
Actual 43.1% 42.5% 40.3% 42.1% | 44.8% 42.6% |
Variance -2.1% | +2.4% +3.2% +1.3% | -1.6% +1.2%
Objective #6: PPV Last year Current Current Current Current Total Year | 3rd Year
Achieve 0% variance on Lewis PPV reference | year 1st year 2nd year 3rd year 4th
each quarter | Quarter quarter quarter | quarter |
Target 0.0% | 0.0% 0.0% 0.0% | 0.0% 0.0% 0.0%
Actual 2.2%: 0.14% 1.4% 1.8% 2.0% 1.4%
Variance 2.2% 0.14% | 1.8% 2.0% 1.4%

SAMPLE OBJECTIVES FROM CLIENT PLAN

1998 PLAN

OBJECTIVE PLAN

1. R/M Back Order (to mfg.)

2. RIM Back Order (X-number)
3._HI'M Inventory Turns

4. R/M Paris Shipments Reject
5._ Net Savings

6. Tara!EA_J \_ft_mdur Base

7. VPI

8. VCAR Performance

9. Payable Days QOutstanding

$2.0 million
: 5

95%
15 days

1997 ACTUAL

$2.5 million
376
88%
N/A
35.5

% CHANGE

100%
20%
10%
72%
20%
14%
8%
N/A
13%

MAY 2002/ISM INFOEDGE 9




| SAMPLE OBJECTIVES: YEAR 2000 SUPPLY MANAGEMENT

| MATERIAL PRICING 3. Reduce raw material inventory by 10 percent
| 1. Potential to reduce material cost 5 percent. 4. Work with logistics and supply management on the following:
2. Achieve 85 million reduction for year 2000. * |Improved leadtimes and supplier delivery performance
3. How: negotiations. s [nventory consignment programs
4. Consolidation of supply base. = Elimination of remaining MOQs
5. Standardization of materials. * Pull systems
s Work with technical teams to standardize product/materials
| WORKING CAPITAL IMPROVEMENTS s Maintain 100 percent either 1SO 8000 or QS 9000 certifica-
1. Terms tion of suppliers
2. Extend payable terms by 5 percent

SUPPLY MANAGEMENT WORKSHEETS
PURPOSE/MISSION/REASON FOR BEING:

Who are your customers?

Why are you needed?

What service do you provide?

WRITE OUT YOUR PURPOSE STATEMENT:

ENVIRONMENTAL FACTORS:

What is going on external to your company in the supply management area?

What are the latest technological advances utilized by the industry?

YOUR DEPARTMENT STRENGTHS:

YOUR DEPARTMENT WEAKNESSES:

10 ISM INFOEDGE/MAY 2002



ASSUMPTIONS (things over which you have no control):

KEY RESULTS/OBJECTIVES/TARGETS:
AREA

Last year 2002 2003 2004

STRATEGY (game plan to achieve objectives):

OPERATIONAL PLANS:

MAJOR PROBLEM FACING YOUR DEPARTMENT:

ANALYSIS:

ALTERNATIVESTO SOLVING THE MAJOR PROBLEM:

RECOMMENDATIONS:

OBJECTIVE

2005
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Supply Chain
Management

Purchasing/ InventoryMaterials

Abstract

An approach to the development of the Supply Chain
Management Strategic Plan.

LEmphasizes coordination with the production and marketing
plans.

[ntroduces the concept of strategic thinking for the supply
chain professional.




Introduction

Purchasing and Materials Management plays an increasingly
important role in the performance of a firm.

® PPV 100% to net profit

* More inventory turns = greater profit

Schullenberger measure of management

Long-range functional planning can create a competitive
advantage for the firm.

® Working in concert as the corporate team

DAVID EA.RI_I
CONBULTING, Lm‘;b

Model of Strategic Planning Process

1 2 3 4

Purpose Environmental | Strengths | Assumptions
or Analysis and
Mission [ Weaknesses
| | 5— - ] ‘| T ™ 8 ]
| | Object S 0 ional Evaluation
jectives | trategy | peratonal |
B ¥ ™ Plans ' Contral
>
i e —— = Performance
e  — S — = — Appraisal and
5A = 5B e 5C o Reward
Furpose Purpose Purpose
or or or
Missicn < Mission I+ Mission




Purpose or Mission

* The Purpose or Mission Statement defines and describes the
role played by each department,

"+ The purpose statement provides clarity and it’s role in
contributing to the success of the company
® Team members pull their own weight

* It states the department’s reason for being to the
organization.

® Provide quality parts as needed

EXAMPLE:
Bama Companies
Purchasing Department
Mission

Our focus is to Procure Raw Materials from Partners
whao practice a Quality Process of Continuous
improvement, who provide us with Quality Products
and Responsive Service with Fair and Competitive
Pricing.

With Inteerity and Open Communication, we will
instill Trust and encourage the exchange of Creative
Ideas.

~We will foster a Challenging Work Environment of
" Cooperative Synergy.




Environmental Analysis

Feonomic Trends

Emerging Technologies: New grease, coating

Watch commodities used by the firm and supplicrs

Government/Regulatory Trends: China *C" to *D”

Labor Agreements: Gasoline last week

Expected Quality Levels: Tovota

Business Cycle

Strengths and Weaknesses

* A compilation of internal strengths and weaknesses allows
the firm to strengthen its competence and address potentially
self-inflicted barriers.
® Responsible 1o strengthen the team to max. potential
® Fquipment utilization - run many parts per setup

Functional areas of responsibility must create a supportive
plan for all the company’s strategic plan.




Assumptions

It is necessary to make certain assumptions outside the firm’s
control that could affect the outcome of the plan.

|. Prices for Liner Board
2. Sales Growth

3. Increased Steel Prices

Objective
% Begin at the highest level of the strategic planning process.
* Examples are:
® Delivery Performance: 99%

® [nventory Levels: Reduced
® Inventory Accuracy: 98%

® [ducation and Development of Personnel
* CPIM, CPSM. CSCP. LEAN




Strategy

* Develop programs and policies aimed at building framework
for operational plans.

» Examples of strategies:
® Track Key Commodities that influence pricing
* Cerium and Zirconium
Develop a Preferred Supplier Program
Increase frequency of delivery to reduce inventory
* Purchasing: Weekly delivery of “A™ items
* Materials: produce “A™ items weekly

Demand Management of customer’s inventory turms
= e Tl 7 e

P ENER .

Operational Plans

@ Develop Operational Plans to examine the activities that
implement the strategies.

An example:

® American Lxpress channeled office supply purchases through
the financial service.

® Produce in smaller lot sizes to reduce inventory




Evaluation, Control, Performance
Appraisals and Reward

* Present Functional Plans to the firm’s management team.

» Insure control and performance appraisal fit with “What gets
measured. gets done.”

¢ Lnsure actions are not driving in a vacuum.

Review

# Review plan quarterly.

* The management team’s opportunity to ask questions and
give input.




Conclusion

* Authors have a combined 70 years experience in
manufacturing. operations. engineering. and supply chain
management.

* Supply Chain Management is a key part to the firm’s
strategy.

“ When the Supply Chain Management strategy is combined
with the corporate strategic plan everyone is working to
accomplish the same corporate goals.

Presentation Team

Dr. R Henry Migliore --— Managing for Success
L

® 018/299-0007

* David Paris --- David Paris Consulting, LLC
® 10025 E. 39" Street. Tulsa, OK 74146
® 918/633-0632
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R. Henry MiGLiORE

Dr. Migliore is President of Managing for Success, an international consulting company. He was Professor of
Strategic Planning and Management at Northeastern State University/Oklahoma State University—Tulsa trom 1987 to
2002; Dr. Migliore teaches at the graduate and undergraduate levels. He was formerly Professor of \anazement and
former Dean of the ORU School of Business from 1975 until 1987. He was a visiting professor at the University of
Calgary, fall of 1991; ITESM Campus Guadalajara, Guadalajara, Jalisco, Mexico, spring of 1995; and Singapore in 1997.

He is former manager of the press manufacturing operations of Continental Can Company's Stockyard Plant.
Prior to that, he was responsible for the industrial engineering function at Continental's [ndiana plant. [n this capacity, Dr.
Migliore was responsible for coordinating the long-range planning process. In addition, he has had various consulting
experiences with Fred Rudge & Associates in New York and has served large and small businesses. associations, and
nonprofit organizations in various capacities. He has made presentations to a wide variety of clubs. groups, and
professional associations, Dr. Migliore has been selected to be on the faculty for the International Conferences on
Management by Objectives and the Strategic Planning Institute Seminar Series. He is also a frequent contributor to the
Academy of Management. including a paper at the 50th anniversary national conference. He served for 12 vears on the
Board of Directors of T. D. Williamson, Inc., and was previously on the Boards of the International MBO [nstitute, Brush
Creek Ranch, and the American Red Cross/Tulsa Chapter, and he is chairman of a scholarshin fund for Lastern State
College. In 1984 he was elected into the Eastern State College Athletic Hall of Fame. Dr. Migliore has been a guest
lecturer on a number of college campuses. He has lectured for the Texas A & M—-Pepperdine, [1 ESVI-Guadalajara, and
the University of Calgary Executive Development Programs, He serves on Chamber and/or Civic Commitiees. and he
served on the Administrative Board at The First United Methodist Church, Tulsa, Oklahoma. He was selected Who's Who
on a list of 31 top echelon writers and consultants in America.

To date, previous articles on management and business subjects have appeared in A//E Jowrnel. Construction
News, Management World, Management of Personnel Quarterly, Sournal of Long-Range Planning. Dental I.conomics,
Health Care Management Review, MBQ Jouwrnal, Business and Society Review, Parks and Recrcarion Jowaal. The
Journal of Business Strategy, Daily Blessing, Ozark Mountaineer, On Line, Real Estate Today, Commrmicairon Briefings.
Journal of Sports Management, Alberta Business Review, The Planning Review, Hospital Topics. Jowrnal of asi-IWest
Business, Journal of Ministry Management, [IE Solutions, Industrial Safety and Hygiene, Debt-Free Living. Supplyv Chain
Management, and two Mexican journals. His books include MBO: Blne Collar to Top Executive, dn MBC) Approacih 1o
Long-Range Planning, A Strategic Plan for Your Life, Strategic Long-Range Planning, Strategic Planning [or Church and
Ministry Growth, Common Sense Management. A Biblical Perspective, Personal Action Planning. ow i Know What
Yo Want and Get It, and Tales of Uncle Hemy. They describe personal theories and experiences. He coniributed to the
books Readings in [nterpersonal and Organizational Communication and International Handbook on VB0, He
coauthored the book The Management of Production: A Productivity Approach. Other books he wrote include Straregic
Planning and Management, Strategic Life Planning, and Common Sense Management. The manuscript People.
Productivity, and Profits has been completed. He is coauthoring a series of books with Hawaorth Press. Released so far are
Church and Ministiry Growih (1993), Planning for Nonprofit Management (1995, Swategic Planning and [lealth Care
(1996), Strategic Planning for Privare Universities (1997), and Strategy Planning for Collegiate Athletics {spring 2000).
Strategy Planning for Higher Edncation and Planning for City Government were completed in 2003, Swategic Long-
Range Planning for the New Millenninm was updated and published in June of 2002. His books have been translated into
Russian, Chinese, Korean, Spanish, German, and Japanese. A Spanish version of Strategic Planning coauthored with
Gonzalo Rivero, had an early edition out in February of 2002, He has also produced FPersonal Financial Success, an ORU
video training kit offered on nationwide television, and video/audio tapes to go with his books. Dr. Migliore has
developed three complete videotaped and computer Internet Web-based correspondence courses.

In November of 1985 the daily Managing for Success cable television program was inaugurated and was on the
air until March of 1986. It was on Tulsa Cable. The series began again on Tulsa Cable in September of 1986. He writes
occasional columns for the Tulsa World, Tahlequah Pictorial Press, Collinsville News, Jenks Jowrnal, and Muskogee
County Times. A complete video series with 4 summary units and 36 support units covering planning, management, and
comimon sense management supports other material.

In November of 1998, Dr. Migliore was inducted into the Eastern Oklahoma State Hall of Fame. This followed
his induction in 1988 into the Eastern Athletic Hall of Fame.

Dr. Migliore has been a small business consultant for the Oklahoma Small Business Development Center for 13
vears. Dr. Migliore holds degrees from Eastern Oklahoma State, Oklahoma State University. St. Louis | niversity. and
completed his doctorate at the University of Arkansas. He belongs to the Academy of Management and the Planning
fxccutives [nstitute and is a senior member of the American Institute of Industrial Engineers.
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