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Supply Chain and Customer Management System
Question 1
Global supply chains have become more complex and necessitated supply chain management that is data-driven. The data-driven supply chain provides end-to-end monitoring visibility of information, goods, and services in procurement, manufacturing, and delivery departments (Larson & Rogers, 2018). Factors like supplier relationships, data, effective cost control, good vendor, and right logistic partners are the key drivers of effective supply chain management. Effective Supply chain management improves the bottom line by offering numerous benefits. The supply chain management system will be of excellent service to YJ investments in many ways. 
· Supply chain management will lead to better collaboration. 
The effective chain will lead to an automatic flow of information that will increase sales opportunities across the supply chain. Integrated software solutions across the supply chain allow for seamless sharing of information by removing bottlenecks. The supply chain improves access to data, making it easier for the chain leaders to retrieve the information they need and make informed decisions. 
· An adequate supply chain will help YJ to improve its quality control. 
Excellent control will benefit both the suppliers and indirect suppliers. Through quality control, the company can implement a standard minimum criterion to determine the quality and identify secondary suppliers who meet their requirements (Donohue & Croson, 2012). The supply chain management operating system monitors critical performance indicators like scrap rates, on-time delivery, reworks, quality of final product, complaint resolution time, and quality assessment results. Through data analysis, companies’ partner with suppliers and the highest-performing vendors. 
· The supply chain will result in high-efficiency rates. 
The chain will provide real-time data on the manufacturing delays and the availability of raw materials. The data helps the company develop backup plans like backup suppliers who can source materials and prevent delays (Larson & Rogers, 2018). Real-time data allows companies to initiate plan B that contains cases like out-of-stock inventory and late shipments. Smart automation results in efficiency, minimize delays, boosts its reputation, and creates a positive customer experience.
· An efficient supply chain will help YJ to keep up with demand.
 The company can estimate the number of goods it will need to produce to cover the market demand. The company can avoid the bullwhip effect of communication, supply, and demand delays through the chain. When the supply chain leaders access real-time, accurate, and integrated data, they can easily predict demand and develop strategies for responding to changes in market conditions (Mattingly, 2011). The supply chain system will help the company to optimize shipping. The company will quickly identify the most efficient method that it can use to ship its goods that are small in quantity, large, and of any size. The optimization will help the company save and protect customers from high prices besides improving their satisfaction.
· The supply chain will help the company to reduce overhead costs
 Through accurate predictions about demand, YJ company will reduce overhead costs through slow-moving inventory storage costs. The company can consider storing high-velocity inventory that can generate high revenues. It will also cut down on warehouse fulfillment costs by employing the right automation solutions and optimizing warehouse layout to improve productivity. The company will identify unnecessary spending through the chain and adopt low logistic prices (Rogers & Leuschner, 2014). The supply chain management system will help the company to mitigate risks. Analysis of granular data related to the supply chain and the big picture will reveal the potential dangers enabling YJ to put backup plans to respond to unpredictable situations. Proactive actions are efficient than reactions to supply chain disruptions and quality control issues that negatively affect the company. Understanding risks will help YJ to achieve leaner operations.
· The supply chain management system will improve the flow of cash (Mattingly, 2011). 
Through the chain, the company will choose the right partners, make smarter decisions, make accurate predictions, and respond to disruptions, improving its bottom line. Reliable suppliers, more customer satisfaction, and improved cash flow mark an effective supply chain system. The supply chain eliminates wasteful spending and reduces overhead costs, thus contributing to positive cash flow. 
Question 2
YJ will benefit from the customer relationship management system in several ways.
· Through the customer relationship management system, YJ will experience reliable reporting. 
A customer relationship management system will help managers get in-depth data and metrics from sources like social media, business software, google analytics, apps, and other technology (Larson & Rogers, 2018). Since the data is clean, in the right sorting, and with adequate analysis, the managers will use t to monitor website traffic. Through the system, the company can maintain clean data free from errors as it allows for collation, tabulation, and organization of data. The system will also enable the company to interpret data and give reports easily. The course provides information about individuals who interact with the company, the opportunities available, sale trends, and customer service efforts. 
· Through the customer relationship management system, YJ will input and import only essential data and create a report from it. 
The customer relationship management system provides a dashboard that easily allows the members to log in and access company information. The dashboard gives an account of the traffic per department and other details the user may require without going through numerous sorting processes (Disparte & Tillemann, 2020). Continuous data capture about the audience, industry, and market will help YJ create personalized messaging that is more relevant. The system can help the company to put people with similar traits and interests in a product niche. Through the place, the company can set up an automated email series to a specific audience. 
· Customer relations management system will lead to proactive service. 
Through the system, the company will improve its outreach customers' efforts since it creates awareness about the needs of a customer and problem-solving tactics. The course will save the company time, making the customers feel important. Customer relationship management system will lead to simplified collaboration since it serves as a record for interactions, conversations, notes, needs, and contact information (Swami & Shah, 2013). Cloud-based customer relationship management is always up to date; hence members can use it to make decisions besides allowing multiple people to work on a document with built-in collaboration settings simultaneously.
· Customer relationship management system leads to automation and efficiency.
For example, YJ will cut the time email takes from one department to another and gain access to a platform for handling simple questions from the customers. The marketing department can only spend time to create campaigns that resonate with the audience and test different strategies. The system helps the sales department to offer the right services and products to customers (Rogers & Leuschner, 2014). Through the customer relationship management system, the sales agents can interact with their customers and identify their demands and concerns. The managers can determine the production gaps that they need to fill. 


















References
Disparte, D., & Tillemann, T. (2020). The Great Correction (pp. 24-26, Rep.). New America. 	doi:10.2307/resrep26365.10
[bookmark: _GoBack]Donohue, K., & Croson, R. (2012). Experimental Economics and Supply-Chain 	Management. Interfaces, 32(5), 74-82
Larson, P., & Rogers, D. (2018). Supply Chain Management: Definition, Growth, and 	Approaches. Journal of Marketing Theory and Practice, 6(4), 1-5.
Mattingly, J. (2011). Supply Chain Management. Defense Transportation Journal, 57(4), 3-3. 
Rogers, D., & Leuschner, R. (2014). Supply Chain Management: Retrospective and 	Prospective. Journal of Marketing Theory and Practice, 12(4), 60-65
Swami, S., & Shah, J. (2013). Channel coordination in green supply chain management. The 	Journal of the Operational Research Society, 64(3), 336-351. 

