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(3) used natural gas instead of coal in its production process. This was appealing to Trek because it suggested that the supplier had a

)

“thorough understanding” of the impact of the product on the environment from start to finish.

Trek’s organizational buying reflects the growing importance of its “Eco” perspective. Its bikes are becoming “smarter” as it adds electric-
assist components to help them become a practical transportation alternative. Its bikes are also becoming “greener” as more low-impact
materials and components are used and as packaging size and weight are reduced. Trek is also addressing the issue of recycling by
building the bikes to last longer, using its dealers to help recycle tires and tubes, and funding a nonprofit organization called Dream Bikes
to teach youth to fix and repair donated bikes.

In addition to changing bikes and the way it makes them, Trek faces several other challenges as it strives to improve its organizational
buying process. For example, the growing number of suppliers and vendors necessitates constant, coordinated, and real-time
communication to ensure that all components are available when they are needed. In addition, changes in consumer interests and
economic conditions mean that Trek must anticipate fluctuations in demand and make appropriate changes in order sizes and delivery
dates. As Mark Joslyn explains, “Everything we do all the time can and should be improved. So the search for ideas inside of our business
and outside of our business, always looking for ways that we can improve and bring new technology and new solutions to the marketplace,

»23

is just a core of who we are. Page 147

Questions

1. What is the role of the buying center at Trek? Who is likely to comprise the buying center in the decision to select a new supplier at
Trek?

2. What selection criteria does Trek utilize when it selects a new supplier or evaluates an existing supplier?

3. How has Trek’s interest in the environmental impact of its business influenced its organizational buying process?

4. Provide an example of each of the three buying situations—straight rebuy, modified rebuy, and new buy—at Trek.
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