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Step 1 (Problem Defining)
How can the supply chain management of the Harley-Davidson company (H-D) be improved? The H-D company needs to come up with a plan on how it can well-plan its operations, implementing the operations and controlling the supply chain so as to satisfy customer requirements as effectively as possible. The supply chain management will entail production scheduling; order processing, inventory management, and customer services. In order to solve this issue, Harley-Davidson company will utilize just in time in that it will help eliminate waste by ensuring that quality raw materials are used in order to produce the right quality of product at the right place. The latter will help in minimizing the product cost while at the same time increase productivity. Just in time will help the H-D Company to develop trust between them and the suppliers, which in turn will help the company increase its inventory turns hence generating sufficient cash flows.
Step 2 (Information Seeking Strategies)
Since the HD Company looks forward to becoming the worlds’ best seller of the motorcycle, it has launched an aggressive campaign that is aimed at attracting more riders and also creating awareness. The company will ensure that it creates this much-anticipated awareness across the globe through its customer service representatives, planners, schedulers, buyers, outsourcing partners (Atlas Motors), and demand managers. Harley-Davidson will be collaborating with the Atlas Motors which is an innovator in lightweight electric motorcycle technology. The two organizations will team up to ensure that they develop a new technology and products that will enable them to reach all categories of customers with a full variety of premium products.
Step 3 (Location and Access)
Information concerning the Harley-Davidson Company can be collected from various information sources such as articles, the organization's website, books, the customer service representatives, the planners, buyers, and the outsourcing partners such the Atlas Motors organization. The customer service representatives will be the most valuable source of information concerning the H-D Company since they are the voice of the customer and have a high degree of interest in trying to please the customers, and then the rest of the sources will follow.
Step 4 (Use of Information)
After listing the sources of information, it will be time to read the articles, observe how the company is carrying out its daily activities, requesting information from the partners and customer representative officials, and also extract information from the organization's website on the slop where there are customers replies. 
Step 5 (Synthesis)
On the Harley-Davidson company home front, the organization seems to be working towards growing interest in motorcycling. The company targets attracting more than 2 million new riders within the next decade in the US market alone. The company is not looking for new customers; it is looking for people who are interested in the riding sport. It will also be of assistance towards realizing the company's intention of improving its sales to make use of the information from their customer representatives. These are the people who are in direct contact with the customers, and thus they have firsthand information concerning the market. The information got from the outsourcing partners such as the Atlas Motors can also be used to improve on the functioning of the motorcycles, for instance, the two companies are working together on developing new technology and products that will improve in marketing the H-D's products. The company has announced its intention to increase its investments in electric motorcycles technology which will be geared towards improving the company's growth and position within the market.
Step 6 (Evaluation of Harvey-Davidson)
Harvey-Davidson is a well-known motorcycle manufacturer which has engaged a campaign that it aims at wooing more riders to join the riding sport and create brand awareness. It appears that the company's products have not been made popular among the people and hence it wants to focus on how it can attract more than 2 million riders within the US market alone. In order to persuade new riders into the riding sport, they have to have products of high quality. To have high-quality products sold within the market, HD and Atlas Motors have teamed-up to improve the quality of products. Atlas-Motors is a well-known company that is specialized in electric technology and thus will help improve the quality of the motorcycles that will be electrified.
A list of Literature Review
What is the market share of the Harley-Davidson products?
What are some of the issues that have faced its products within the market?
How can the company solve the issues to realize attract new customers in the riding race?
What can they do to make the customers remain loyal to them?
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