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Format
" 50 pultiple choice or TrueFalse
" Ewan distribution aoross the chapters coversd this term
" onie quaston from A5%F and onie from Sustamabilits - no other speakars
" Mo math
" Mo formulas

Ravimyy
. Crympey of Logistos
1 Defintion of lozistics
. Loristics manazement is that part of Supply Chain Manazement that plans, imglements, and controls the eficient, =factive forward

and reverse flow and storap= of poods serac=s and relat=d informaton beter=en the soint of orizin snd the goint of consumpbion in
order to mest CusSthOMmErs reguiremants.
Feasons for incressed intarast

. R=duction in Economic Repulation
. Chanip=s in Consumer B=havior
. Increasing Comp=tbve Fressures
. Shift in Chanmel Power
. Globalization
. De=velopmeant of IT Syst=ms & the increasing impartano= of informaton
. Incraaze Product Prolfaratiaon
. Incr=ase Mumber of Delieery Points
2 Time aird Flaice utifty
. Time (When] - having products available when they are needad by customers
. Place (Where) - Havinz products svailable where they sre ne=ded by customears' products are mowved from points of =ss=r value to

paoints of prester valoe

Cost caterori=s

. Ime=mtory carrying cost
a =
. Transportaticn
a G
. Warshousing.
a 23
. Shipper related costs
a 1%
. Laristics administration
a A%
2 Total cost cono=pt
. Vimw the sum of logkstcs oparations 35 3 svstam and s==k to minimiz= the total cost of the system rather than the individual
functions
. Loak howe coists interact
a Al costs are ntarrelated and afect each other.

. Supphr Thain ManEE=mant
G5CF definthion
. Supphr Chain Managp=ment: the mt=zration of key business proc=ss=s from =nd user throuzh orizinal supple=rs that provides
products, s=rvices, @nd information that add value= for customers and ather stakeholders.
z CRF and 58 crifical [nkaps

. Formi the Links in the Supaly Chain
a Customear Service manazement
a Demznd MManag=mant
a Crder Fulfilbment
a FAznufscturing Flows Fanazement
a Froduct Development and Commercizlization
a Returms Manap=sment.
. Relationship manap=meant
a Customear R=lationship PManap=ment Frocess
B Customier relationships are manazed by oustomear teams which negodate mutually bene=ficial product’serice
apre=mients with larze, stratezicalbh siznificant customers.
o Customier beams develop and imiplement customear pEronering proxrams
b Froduct/serice spreamants sre astablishad
o Eay performanc= =yvslustion crite=ra (both comipany performamc= and customer account profitability) sre used
to mazsure reasules’
a Suppl=r Felatcnship Manas=ment Process
M Relationships withi major supplers are corporately manap=d 5 partnerships
B Froduct/seric= sgreamants are d=y=log=d and manazed with kev supoliers and sermants of non-k=y
suppli=rs
b Teams work with suppliers to reduce costs and improne sersios
B Gaal is to improvs the profitability of bath the foous firm and the suppl=rs
o Purchase crder transachons sre interrated with the supph proc=ss to improve prodoctaty snd all aress of
suppli=r performznos=
a Key procssseg
. R=lationships with major supplers ar= comporately manapead =5 partnerships

. Product/service apre=mants are developed and manazed with kev suppliers and sezments of non-k=y suppli=rs



Teamis work with suppliers to raduce costs and imiprove semho=
Gaal s to improwve the profitabality of both the foous firm and the suppli=rs

Purchase crder transactons sre integrated with the sugoly process to improve productivity and all areas of supplier gerformance

z Internal snd external motbvabons

Frocur=m=nt

About proc=ss=s snd it's 3 bizp=r conc=pt that lozistics is 3 small part of
Cross functanal tezmis

Imt=rnzl
a Realzstion that systems concept soph=s to multdple-orzanizstion chiannals (as well 25 whathin the firm)
a Fovemeant toward partnering with “choice® suppl=rs and custome=rs
a This i5 the way bBusiness will dominanth b= conducted in the futwre
Ext=rnal
a Changing consumers

a Tachnaolozy

a Criticality of spead and tim=

a Emiphizsis on ass=t productvity & inwentory reductonturnower
a Customer sstisfacton is anky the bezinning

2 Why partnier?

Tailored business relstionship based on mubtual trust, cpennass, shared risk and shared rewards that results in business performancs
rrazter than would b= achieved by tweo firms working tozether in the abs=nce of partnership

Gain advantazes of vardcal interration while stll maint@ining crganizational ind=gandencs

Take advantaze= of "best in class” expartiss=

archimve sarvice improvemant

Gain ap=rational effici=ncizs

R=spond to compettion

2 Crivers, faciktatars, companants snd cutcomes

Crinvers

a Compe=ling r=asons to partner
Facilitators

a Supportve environmental factors that enhance partnershig growth
ComponEnts

a Joint actvities and proc=sses that build and sustzin the partrershio
Cutcomes

a The =xt=nt to which performisno= meets axpectstons

1 Uses gf the moded

Mot usad 25 3 selection tool

Evaluzt= 3 pot=ntial nevw gartnarship

Analz= 3 portfolio of relabonship

Diagpnas= relationshio

Incraase specific performanos aspects of relationship
Structured approsch to relstonshis manazement

Usad oo fizure owut how the relaticnshio should funcdan

2 Lessons learne=id

CLUSTmier Sarvice

B= willing to look st things diff=renthy

Most compani=s have 3 kot mor= in commion than they think

Wisibility is key 2o building trust

Mistak=s hapg=n, the groblem is not l=2arming from tham

A well-structured plan that is clos=ky monitored is key for anouring resulos.

z COutout of the loxistics function ard is the place comaoneant of the marketing mix

2 Imipormnce of lopstcs customer s=rvic=

While the other compone=nts may attract on=-tim= buyars, customer service is crucial for 3 company to kesn customers
Can be ubhzed 5 an important competbve sespon to s=ours customers

Pre-Transactonal Elemeants

Estzablish 3 writ=n customer sarvics podicy
a Should b= bas=d an the customer's perspecte
a Defina the service standard aind how they will b= measure, how freqguandy they will b= measured, and who they shoukd
b= report=d ta
Communicat=’grwe the policy stateament to customers

a Critical to property alizn expectatons

Formially establish the policy
a cCritical far thie firm to set beli=vable performance standsrds and pensltties for niot me=ting such standards
a Absolut=br esz=ntial to honor the penalbi=s in arder to est@blish credibilite

Transachional Ebk=meants

Stockout Layel

Order Infarmation

El=m=nts of the ord=r cecle

Expe=dit=d shipmants and transshipmants
SysteEm SCCurssy

Order comaaniznoe

Substtution

2 FPost-Transachonal Elements

Installstion, Warranty, Alkerations, & R=pairs



a Aftmr szles support
. Product Tracinge
a Abzolut=br crucizl for mdustries like foad (find contaminate=d praducts)

. Customer Claims, Complaints, and retums
a Hawe policies that are us=d
. Tamparary Product R=placament
a Replacament when under warranty eguipmeant brezks
2 AEBC anabysis
. Some= customers and products sre mare gprofitable than others
. & compamy should maintain higher levels of costomer sennice for the most profitable customer snd product combaos
. Frofitability should b= me=zssured on a contribution basis and consid=r trends and potentiad Zrowth
2 Impedimants to an effective customer seEraos Strateey
. Failing to s=pment markats in terms of service offered
. Misuse of customer serdic= by salesp=opl=
. Failing to messure the cast efectHveness of service levels
. Inability to determine comp=atve service levels
. Inad=gquat= customer s=rvice res=arch
2 Perfect Ord=r
. Mo fault performancs from the Sme of order receipt throuzh customar delivery
. D=fined differentl by different customiers
. Requiremesnts
a Cuality throughout process
a Clazr communicstions within firm and with ocustomer
a willingnass to stand be=hind th= promiss
a OTIFEF
o il TIME
& I FILILL

& ERROR FREE
Imrentory MHManapemeant
s Feazons to hold inwentory
. Maintzining Customer Sarvice Regquirsments
. Lawaraps Economies of Scale for Producton

. Tske Advantsze of Purchizse Discownts
. Tske Advantsze of Transportstion Discounts
. Act =5 2 buffer for Demznd variability and l=ad fme varability
. Hadm= aE=minst Risk
:  EDQ
i Fg — 2P0 O
. Haowr do | order
. What amount do | order
z Sources of uncertsinty
" Ce=mand
a Consumars may want more or less randomby
. Ex=cution
. Celfrvery may be off
. Canut =simok=
1 Froed order point, fixed ord=r guantty maode=l w5 Fixed arder interval
. Fived Order Foint, Fixed Order Quantity Model
a Imwentory kel 03 order EQOO
a Int=rval of ceder varies but not guanitty
a ReEqQuirss cons@nt inventory monitoring
a Safety stock for lead tme only
. Finad Order Imteryal FModel
a Determine a fixed order oycl=
a Depending on demand gquantity varies but mot intereal
a Reguires forscssting
a Feguires relisble deamand for=casts
a Safety stock nesds to protect order k=ad time=, plus =ntre neo crder int=rval

F=asons for forecastine

. Incraase customer satis=ction

. Scheduling production mare =ficienthy

. Lowrering safety stock requiremisnts

. Reducinz product obsolesc=rce costs

. Improving pricing and promotion manap=ment
. Nerohsting superior t=rmis with suppliers

. Making more informad pricing d=cision

. Reducinz stockouts

. Manzzing shipging better

. Could be wrong

2 Crivers of inventory zrowth
. Customier prassure for s=reice
. SKL proliferstion



