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Supplier Relationships
Rhonda created a cross-functional supplier development team that includes the cyber logic systems personnel and supplier personnel. The aim was to improve supplier performance. Based on the supplier scorecard each supplier fits into the classifications of outstanding performance in quality, responsiveness as well as on-time delivery, and cost savings. Customer service is also a factor to consider (Patrucco et al., 2019). These metrics are factors that can be quantified thus can be used to measure the performance and effectiveness of suppliers over time. The supplier scorecard also offers a way to bring objectivity into the supplier evaluation process.
The suppliers who are not able to meet the performance expectations and strategic alignment objectives of the supply chain should be a cause for concern for Rhonda. Such suppliers thus need to be either replaced or placed into the supplier development program. The main reason being to help them improve on their output capabilities so as to perform better and achieve the objectives set out by the supply chain. In the long run, it creates a good relationship with these underperforming suppliers because they are given a chance to do better. Rhonda should also make it a point to give additional business to those suppliers who meet the performance expectations and even surpass them. Doing so would increase trust between the department and these suppliers thus translation to a good supplier relationship.
From the analytics of the cyber logic systems, any of the four suppliers would qualify for an award depending on their performance in terms of meeting the expectations and aligning with the strategic objectives of the supply chain. One supplier may qualify for both on-time delivery and responsiveness while another may qualify for an award based on their quality. Qualifying for an award is solely based on meeting the specific performance measures.
Reference
Patrucco, A. S., Luzzini, D., Moretto, A., & Ronchi, S. (2019). Attraction in buyer–supplier relationships. Business Process Management Journal.
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