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Why the management of suppliers is critical to the procurement role
In every business organization, the procurement department should ensure that it has a suitable and effective relationship with the suppliers. The procurement managers should, therefore, bring out firm and concrete activities that will eventually lead to better management of SRs. However, there is great importance in managing suppliers for any business to ensure reliable delivery from their end. The management of suppliers is however very critical that no business with an objective of growth can omit it. This is because the suppliers are at the core of every business's operation and activities. Managing the suppliers well and adequately help the business in maintaining the flow of goods ad service. If there is no consistency in how the goods and service flow in the business, then the business operation should be termed as null and void. A business that has no proper supply chain is at a high risk of failure also, the business has no option than to manage its supply chain. This is possible because of the need to limit the financial and reputation risk.
Non-quantitative analysis of the pros and cons of the four suppliers
Every business has its ideas that dictate the future of that business. However, any business across its operation may make a decision that may render the business successful or at risk of failure. The four suppliers of GM motors contain several pros and cons. Rosie Automotive International (RAI) in china is a great expert in the technology of the vehicle braking system. The suppliers have a vast knowledge and skills on the braking system and no wonder they are one of the most entrusted suppliers of GM motors. However, they are not consistent in their agreement, for instance after upgrading their system they requested GM motors for an increase in the contract price. R.U.D.I suppliers have a good reputation due to its excellent performance. But the suppliers adamantly refused to share with GM motors its IP information. Elroy International suppliers in Mexico supplied GM motors with other commodities such as side mirrors. The major co of the supplier was that they also bought other commodities for supply. Orbit International Manufacturing & Technology Co. as GM suppliers had co-developed the winning vehicle of the Defense Advanced Research Projects Agency (DARPA) 2007 Autonomous Challenge. They were recognized as an industry leader in automotive design. Its major setback was a lack of constant customer relations. 
How outsourcing innovation differs from traditional product production outsourcing
Every business organization has embraced innovation in its production process. However, the organizations have recently adopted outsourcing innovation and pinned down the traditional product forms of outsourcing. The reason why many organizations have taken this radical shift is due to the much effectiveness of outsourcing innovation compared to the traditional forms of outsourcing. The outsourcing innovation highly focusses less on cost-saving and more on achieving innovation. And value. The main difference between innovation outsourcing and traditional product production outsourcing is the level of technology that has been put into place by the business organization. the outsourcing innovation contains high technology outsourcing model compared to very little technology in the traditional product outsourcing. The advance technology is what characterizes the outsourcing innovation.
Factors should GM consider when evaluating the product development capabilities of the suppliers
In as much as the suppliers are very crucial in the business operation and organization, there is another important bit that all businesses have acted conscious about and that is the relationship or partnership that the business has developed with the suppliers. for the business to ensure there is an effective partnership with the suppliers the business needs to ensure it reduces and maintains a very manageable number of suppliers. After having a reliable and manageable number of suppliers, an organization, therefore, has a mandate in considering product development of the suppliers. This is important especially in the insourcing and the outsourcing of the business. Some of these factors that GM motors are supposed to consider include core competencies in the product and process design and manufacturing. The business at this point should be in a position to analyses the competence and the design of the product in line with the core technologies and the system integration and also the return on the investment for resource allocation. Another factor in consideration is the internal design capability. The GM motors lack an internal design capability and the need to develop a non-core technology. The GM motors should have an internal design that focuses on relying on the suppliers in delivering their state-of-the-art process technology.
How the supplier’s in-house mass-production capability affects GM’s decisions
The capability of any supplier to have an in-house mass production must have an advance decision change in the business is supplied for.  The decision made by the business against its suppliers' potential or capability for mass production should be very wise and relatively positive. If the supplier has an in-house mass production capability then that is to say the supplier can produce goods or services in bulk or a large quantity. The capability of in-house mass production of R.U.D.I suppliers would, for instance, affect the decision of GM motors. The GM motors may decide to increase the number of products sourced from R.U.D.I. this is because of the assurance of GM on the potential of R.U.D.I supply an increased number of requisitions. The GM motors may also decide to request suppliers’ products on credit. Since the suppliers have proven a kind of stability due to mass production capability GM motors may decide to request R.U.D.I supply products on credit. By doing this, the GM motors will be ensuring a stable and constant flow of products such as brake fluids and side mirrors from R.U.D.I. Also, the GM motors may decide to form a permanent partnership with the supplier. If instance R.U.DI has the capability of in-house mass production, GM will decide to form a long permanent contract with them. This because in house mass production is characterized by production accuracy and fast production and this is very integral and a priority to the GM motors.
How important is IP to GM?
Possessing an intellectual property is one of the important things any business organization ought to have in any business environment. An organization may have intellectual property as an asset either knowingly or unknowingly. Intellectual property is a fundamental asset and just as the physical asset, they can be sold or licensed. However, any business organization needs to identify and protect its intellectual property. This is because, if the organization does not protect its IP, it possesses a risk of failure in its operation. Some of the importance that comes with having an IP includes information confidentiality. GM motors have many suppliers in their list of customers. All the suppliers that GM motors have a partnership with for example Rosie and R.U.D.I have a contract between them that they operate under. Such contracts contain important information about GM that is very confidential to them. It is the information in the set contracts with their suppliers that secure them from any manipulation or illegalities.
Also, the trademark of GM motors has helped the company to earn a lot of popularity and to greatly impact the world economy in a major way.  Goods from GM motors are well known and highly recognized by the consumers and customers. Due to this trademark, the customers of GM can differentiate the products of GM motors from other products. However, it is not a shock to see how Rosie Automotive International held its IP confidently. This is because RAI are aware of how crucial and important the software is. As the supplier to GM motors, RAI claimed that GM would not be able to access or control their software and the information associated with the braking system. GM motors suffered humiliation from their supplier since they were denied to access the information in the software. As such, the IP confidentiality of RAI as the supplier of GM motors keeps GM at risk of manipulation of any kind. Not so long, RAI approached GM motors for a substantial price increase on their contract. GM motors had no option but to submit to the request of one of the most successful technology experts in the area of automotive braking system RAI. At such a point, RAI has increasingly understood the worth of its IP and at no point, it can share out its IP. This is because the IP will always act on the advantage of the supplier against its clienteles. It is one of the secrets the supplier will keep to die with at any given point.
Buyer – supplier relationship
In the business world, distance and the location between the buyer and the seller are very critical and important. the location and the distance have an impact on both the buyer ad the supplier. How the purchasing practice is effective entirely depends on the distance and location between the supplier and the buyer. Under this view, a conclusive statement would be that, in cases where the supplier and the buyer are situated in the same country, chances are that the operational performance will be positive and vice versa. No wonder, GM motors were forced to decide on having a long-term contract guarantee to offset the additional capital investment of its supplier RAI who were located in China and claimed that there was labor regulation in the country, thus demanding an increase in the contract price. The gm had no alternative but to decide on the contract adjustment that was factored by the location and distance of its supplier.
The merits of single-source versus multiple suppliers for GM
An organization may decide to have a single source of the supplier or even multiple suppliers. All in all, this remains in the consent and choice of an organization. However, there are several merits of having a single source of supply than having several or multiple sources of supply. Having a single source of supply ensures a stable and effective administration. Looking at the side of GM motors, the company has complex and heavy efforts in ensuring there is administrative efficiency. For instance, Hanna who is among the GM autonomous vehicle launch team is faced with difficulty in sampling the proposals from the different suppliers and tables them to the GM autonomous vehicle (AV) launch team. Another merit of single sourcing is, the buyer can maximize its leverage based on the total quality because all volume is given to one source. The GM motors are faced with the difficulty of maximizing their leverage since they have multiple suppliers. Also, the suppliers do not feel a genuine special obligation to help the buyer of availability. This is because the supplier has consented that GM has multiple suppliers.








Appendix A
The cost analysis also helps the business or organization to judge the efficiency of initiatives. however, the report or findings obtained from the cost analysis can hugely help the company or the business to utilize its available resources. The following are the cost-benefit analysis of the four suppliers.
Rosie Automotive International cost analysis
	
	
	
	
	
	
	
	
	
	

	
	
	        Total Manufacturing Cost (Material + Labor):
	
	
	
	
	(26)
	
	24.49196 

	
	
	Scrap
	
	
	0.7%
	
	
	
	0.17144 

	Fixed
	
	Handling Material
	
	
	4.9%
	
	
	
	1.20011 

	Variable
	
	Plant Overhead
	
	
	10.0%
	
	
	
	2.46634 

	
	
	Standard Cost
	
	
	
	
	
	
	28.32985 

	Variable
	
	SGA
	
	
	10.00%
	
	(27)
	
	2.83299 

	
	
	Profit:
	
	
	6.0%
	
	(28)
	
	1.86977 

	
	
	Non-Manufactured Costs
	
	
	
	
	(29)
	
	

	
	
	Software License Fee
	
	
	
	
	(31)
	
	40.00000 

	
	
	
	
	
	
	
	
	
	 

	
	
	Sub Total - Selling Price (Mfg. Parts)
	
	
	
	
	(33)
	
	73.03261 

	
	
	
	
	
	
	
	
	
	

	
	


	Supplier's Supply Chain Costs
	
	
	
	
	(34)
	
	

	
	
	Expendable Dunnage
	
	
	
	
	(35)
	
	1.55393 

	
	
	Sequencing Sub-Assembly
	
	
	
	
	(36)
	
	0.00000 

	
	
	Other (EDD)
	
	
	
	
	(37)
	
	10.19000 

	
	
	Other (Identity Here)
	
	
	
	
	(37)
	
	 

	
	
	
	
	
	
	
	
	
	

	FINAL SALES PRICE
	 
	(38)
	 
	 $         84.777 
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Appendix B
Elroy International Cost Analysis
	
	
	Total Manufacturing Cost (Material + Labor):
	
	
	
	
	(26)
	
	31.73000 

	
	
	Scrap
	
	
	0.7%
	
	
	
	0.22211 

	Fixed
	
	Handling Material
	
	
	4.9%
	
	
	
	1.55477 

	Variable
	
	Plant Overhead
	
	
	10.0%
	
	
	
	3.19521 

	
	
	Standard Cost
	
	
	
	
	
	
	36.70209 

	Variable
	
	SGA
	
	
	10.00%
	
	(27)
	
	3.67021 

	
	
	Profit:
	
	
	6.0%
	
	(28)
	
	2.42234 

	
	
	Non-Manufactured Costs
	
	
	
	
	(29)
	
	

	
	
	Software License Fee
	
	
	
	
	(31)
	
	0.00000 

	
	
	
	
	
	
	
	
	
	 

	
	
	Sub Total - Selling Price (Mfg. Parts)
	
	
	
	
	(33)
	
	42.79464 

	
	
	
	
	
	
	
	
	
	

	
	
	Supplier's Supply Chain Costs
	
	
	
	
	(34)
	
	

	
	
	Expendable Dunnage
	
	
	
	
	(35)
	
	2.80593 

	
	
	Sequencing Sub-Assembly
	
	
	
	
	(36)
	
	0.00000 

	
	
	Other (EDD)
	
	
	
	
	(37)
	
	10.19000 

	
	
	Other (Identity Here)
	
	
	
	
	(37)
	
	 

	
	
	
	
	
	
	
	
	
	

	FINAL SALES PRICE
	 
	(38)
	 
	 $         55.791 













Appendix C
R.U.D.I Cost Analysis

	
	
	Total Manufacturing Cost (Material + Labor):
	
	
	
	
	(26)
	
	35.74000 

	
	
	Scrap
	
	
	0.7%
	
	
	
	0.25018 

	Fixed
	
	Handling Material
	
	
	4.9%
	
	
	
	1.75126 

	Variable
	
	Plant Overhead
	
	
	10.0%
	
	
	
	3.59902 

	
	
	Standard Cost
	
	
	
	
	
	
	41.34046 

	Variable
	
	SGA
	
	
	10.00%
	
	(27)
	
	4.13405 

	
	
	Profit:
	
	
	6.0%
	
	(28)
	
	2.72847 

	
	
	Non-Manufactured Costs
	
	
	
	
	(29)
	
	

	
	
	Software License Fee
	
	
	
	
	(31)
	
	50.00000 

	
	
	
	
	
	
	
	
	
	 

	
	
	Sub Total - Selling Price (Mfg. Parts)
	
	
	
	
	(33)
	
	98.20297 

	
	
	
	
	
	
	
	
	
	

	
	
	Supplier's Supply Chain Costs
	
	
	
	
	(34)
	
	

	
	
	Expendable Dunnage
	
	
	
	
	(35)
	
	2.80593 

	
	
	Sequencing Sub-Assembly
	
	
	
	
	(36)
	
	0.00000 

	
	
	Other (EDD)
	
	
	
	
	(37)
	
	10.19000 

	
	
	Other (Identity Here)
	
	
	
	
	(37)
	
	 

	
	
	
	
	
	
	
	
	
	

	FINAL SALES PRICE
	 
	(38)
	 
	 $       111.199 










Appendix D
 Orbit International Manufacturing & Technology Co. Cost Analysis 

	
	
	Total Manufacturing Cost (Material + Labor):
	
	
	
	
	(26)
	
	29.92000 

	
	
	Scrap
	
	
	0.7%
	
	
	
	0.20944 

	Fixed
	
	Handling Material
	
	
	4.9%
	
	
	
	1.46608 

	Variable
	
	Plant Overhead
	
	
	10.0%
	
	
	
	3.01294 

	
	
	Standard Cost
	
	
	
	
	
	
	34.60846 

	Variable
	
	SGA
	
	
	10.00%
	
	(27)
	
	3.46085 

	
	
	Profit:
	
	
	6.0%
	
	(28)
	
	2.28416 

	
	
	Non-Manufactured Costs
	
	
	
	
	(29)
	
	

	
	
	Software License Fee
	
	
	
	
	(31)
	
	0.00000 

	
	
	
	
	
	
	
	
	
	 

	
	
	Sub Total - Selling Price (Mfg. Parts)
	
	
	
	
	(33)
	
	40.35347 

	
	
	
	
	
	
	
	
	
	

	
	
	Supplier's Supply Chain Costs
	
	
	
	
	(34)
	
	

	
	
	Expendable Dunnage
	
	
	
	
	(35)
	
	2.80593 

	
	
	Sequencing Sub-Assembly
	
	
	
	
	(36)
	
	0.00000 

	
	
	Other (EDD)
	
	
	
	
	(37)
	
	10.19000 

	
	
	Other (Identity Here)
	
	
	
	
	(37)
	
	 

	
	
	
	
	
	
	
	
	
	

	FINAL SALES PRICE
	 
	(38)
	 
	 $         53.349 




