Action Point 5.2-2
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Action Point 5.3-2

Life-cycle cost "
* What cost factors to I%\qégﬁ? ‘%r‘
purchasing a qu:kﬁiggsfgﬁ‘?

preV' page




Supply planning

(Continued...)
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Develop it as an electrogie. §9r'eadshee‘r
or database s%h&@‘%‘o%(;an

él@ew\?\l*@@tgag%’red external expenditure
= Show purchases by function in the organisation
= Show capital vs. operational purchases
= Show purchases for a particular product-line

= List purchases by categories of purchase
Items

= List purchases ranked by level of expenditure



The SUpp'Y posi'rioning model: placing the items

4lllllllllllll MiCro- Y wjw s m m = » = » » = = » » u[ Speaker
valves
coV
Tuning
device

g

(7)

Electric
motor

Confce
room
hire

Welding
mater.

Nuts &
bolts Suppl.
P\ 4

80% of items = 20% of value

s Expenditure




The supply positioning model as a basis for prioritising
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The implications of supply objectives / targets on the

specification method and type GContd)
Main focus of the supply Impagt on the specification
objective / target a\e CO-"Method and type

e
Ensuring availa ngm WO O‘%@e standards as this usually means
‘EﬂSl@Q‘@Hﬁ]uﬁp% ?516 that the product will be more widely

availability, minimise lead- available
time and secure on-time
PARD

delivery. STAN

®Use quality brand names when this is

] lier r
Ensuring suppiier support likely to give you better service.

®Ensure supplier provides the

needed technical support. Build the required technical support

into the specification.




Computer-based systems
o VK
%Ma‘rerials Requirem%ggé\@n(ﬁmg: integrates bills of
materials Q@maﬂglq\g@hedules, and serves to
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Yontract §6% Up by purchasing & supply)
%Elec‘rronic commerce:

= Buyer's & supplier's computers communicate directly
(generally through the Internet)

= Buyer company can keep track of the status of its
orders on the supplier's computer

= Both achieve substantial savings in administrative costs
and reduced lead-times



Eleclronic sysiemSacs

Advantages:

Disadvantages:
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Information entered only

o Som\gjimes inflexible &
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Administrative tasks
undertaken by computers,
freeing up staff for
strategic matters

Computers can store vast
amounts of information &
easily produce a range of
reports

requirements
= Require a significant
investment in hardware,

software & training of
personnel




