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Subject: Vendor Selection Criteria

The aim of this memorandum is to establish endorsed selection criteria for dealers. As you understand, we as an organization works at the superior quality level at the cheapest cost. Which is why we require the vendors that back us to work at a certain quality level and to provide the greatest price. Selecting vendors and suppliers to fulfil our organization’s internal requirements is of extreme superiority. We ought to be conscientious in the course of this selection since selecting an ill-equipped dealer can prove to be catastrophic. Due to this prospective, I have established a choice criteria list and described the significance of meting these prospects. Listed below are the standards I deem will lead to helpful links between our corporation and potential vendors. 
I. Stock and product selection

First and foremost, good vendors carry at least 40,000 diverse items, giving exclusivestandard, which can save our company 15 to 80 per cent over name products. Ideally, possible vendors should offer all items ranging from office purchases to electronic fittings as well as fixtures and break room and janitorial goods (Tavana, pg. 40). Through this our company will be in a position to place larger orders with few vendors. 
II. Quality

Quality is a major criteria for supplier evaluation and selection. Quality assessment is extremely significant, and there are several aspects and techniques that can be applied. Quite a number of literatures have been accumulated on vendor evaluation matter and selection models. For us to evaluate quality, several of these models have applied rejects rate, while reject rates cannot present the quality suitably. In quality analysis, we will use quantitative methods since qualitative methods can evaluate all the aspects of the company, unlike qualitative methods, which can evaluate only a single aspect. For instance, one products of a corporation may have bad value, but the current top director of the enterprise has taken the simple decision to implement some constantdevelopmentprograms (Maggio, pg. 76). Despite that continuous improvement programs assist in enhancing the quality, they cannot assure the quality of the existing products. 
III. Pricing

Majority of vendors carry identical goods. This aspect makes it amazingly easy to relate costs on the items we use most with vendor’s websites and catalogues. After identifying the cheapest vendor, we will then find out about:
a) Pricing policies/deceptive pricing policies

We have to ensure that the amount we see is the amount we will pay. Reductions are worthless if they are on extraordinary or non-competitive fees. In addition, the cheapest price is not the lowest after unanticipated gas, management or delivery fees. 

b) Amount matching

We will determine if or not the vendor price matches and whether or not the seller’s price-matching principles is reasonable and easy to monitor. 

c) Minimum-order needs

We will find out if there is a minimum order, and if it is there, what it is and if our company can easily and regularly meet that minimum. Again, we have to be certain of the existing penalties in case the minimum is not met; and how that affects gas, management and transport costs. 
IV. Order process

As a company, we have to ensure that our vendor allows us and our staff place orders online, through for instance, mails. We also need to ratify that the order technique does not affect transport time, costs, or goods disposal. 
V. Delivery

Since we a located in a maincity area, our seller should consistently and steadily deliver in-stock goods within 2 days. 

For the various reasons explained on the elements discussed above, I believe that my recommendation will be of a great help to this company
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