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Solectron Case Study
1
Solectrons appreciate their customers over the attainment of manufacturing amenities of customers which have permitted the organization to advance the long-lasting contracts from customers. As of automated business, the firm gets further accomplishment, and by executing its strategy, it upsurges the use of resources (Wan & Wu, 2017). In addition, Solectron makes sure its clients get the best price; this was done by keeping affront of competition, for instance, Surface Mount Technology that was deemed a bad investment, but after a while, it led as a good example. They decided to evolve from supply shackle to producer to create easier availability to their clients and also focus on customer’s needs while focusing on its core capabilities.
2
Via having an international extension, Solectron can have additional supplier corporation depending on wherever Solectron positioned their firms. The corporation has made Solectron capable of producing PCB into a finished commodity and delivers it to its client (Valverde & Saadé, 2015). Therefore, having banquet factories globally, they could make distinct their manufacturing line to clients' specific needs and regions. This enhances customer service in the essence of price and swiftness.
3
[bookmark: _GoBack]Solectron has made the incorporation crew unprejudiced to ensure the assimilation process is smooth. The crew worked with the attained corporation for about three to six months; afterward, the assimilation was confirmed. They also made a commercial incorporation model to ensure the attainment process affiliated with the future of the company that emphasizes quality. After the attainment, the workers were next (McPhee, 2015). This was to ensure that intelligence of the process, and the experience they needed to succeed. They also conducted internal training to ensure quality.
4
The organization's philosophy that the clients are the top priority and the quality that has won their customers globally. The dwindling demand has made capacity and surplus supply. The fast change that occurred to the environment makes it challenging for the company because they have 4000 dealers making the portfolio upsurge to one billion dollars. The effort to resolve the issue was made by repaying surplus material to clients reducing the surplus inventory by 1.6 billion dollars. They then went back to JIT performs to avoid another inventory-pooling in the forthcoming (Alawi, 2020). Solectron likewise publicized a restructuring that comprised labor force reductions from 80000 to about 60000. The facility terminations (after 1100 SMT streaks to a lesser amount of 700, and ground space abridged from 14million to less than 11million square feet). 
5
Solectron has continued to be hopeful despite financial hardships. The organization asserts demand for OEM clients could shortly upsurge, and likewise, the EMS business would expand significantly in the future (Hampson & Wang 2018). To continue their antiquity of success in customer service and quality, it would be vital for them to yield new products and new markets. Discerning worldwide about fifty sites globally, conveyed by Flextronics (2007), to increase customer service while curbing competition.
6
Short-Term 
They should keep cutting budgets and portfolio levels. They keep up their spirit of fighting and delivering quality services (Handal, 2017). They should also retain negotiating with dealers.
Long-term
They must keep adjusting to the economy and their client's needs. They should remain to make achievements to help seal permanent contracts (Capaldo & Messeni, 2017). They must continue to be a worldwide dynamism that emphasizes on quality.
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