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ISQA 439 Agenda :  Oct 1- 2014


y Welcome
y House Keeping


{ Sign In
{ Wait List –
{ Form Team  3 – 5


Ù Name  Tag
Ù Group A, B, C, D, E
Ù Each group has two teams like A1, A2; B1, B2 etc..
Ù Allow up to two  presentations per meeting


{ 05:40 – 07:00 
Ù Agenda Setting
Ù Presentations


{ 07:00 – 07:30
Ù Dinner


{ 07:30 – 09:00
Ù New material
Ù Class discussion








Agenda for Oct 1, 2014


y Administration – Sign in
y Wait List – First one on the list
y Course Packet -


https://cb.hbsp.harvard.edu/cbmp/access/30672719
y Class Format
{ Article – Framework discussion
{ Case Study – Up to Two teams present each week on Two different 


cases/topics.
{ Every week, there will be two cases for discussion


Ù Non Presenting team will need to come and prepare to ask a 
minimum of 2 questions to each team that is presenting and Hand in 
the Case Analysis Work Sheet


y Team Assignment
{ Maximum 3 - 5 people per team








Value of working in a Team Environment


y Gather different perspectives
y Develop friendship and relationship
y Learn about your own strength and weakness
y Try out something – Push your self
y Respect team dynamics- Lead and Follow








Feedback from the Industry 


y Sept. 25, 2014
{ Business Community Panel- On current and emerging skills 


employers are looking for in new hires
{ Panelists:
{ - Brett Joyce, President, Rogue Ales
{ - Curt Bludworth, VP, Human Resources, Tektronix
{ - Tauna Dean, Senior Manager, Talent Acquisition, adidas


America
{ - Greg Stokes, Director, HR, Energy Trust of Oregon
{ Our moderator is Kevin Coupe, author/publisher








What is a Perfect Candidate


y Align with Brand/Company Value
y Blend of IQ/EQ
{ Pivot toward EQ
{ Manage and operate in a matrix organization


y Cultural fit
{ Raw Smart mixed with Spirit


y Passion & Excitement for the job/industry
y Come and Prepared








Specifics -


y Data Analysis
y How to approach a problem with analytic
{ Framework


y Know how to write
y Work in a team
y Business acumen
y Excel skills
y Certainty of your own brand (know yourself)








Interview Questions


y Tell me a time when you experience work in a team 
successfully and not successfully


y What motivates you to apply for this position
y Tell me a joke
y What is your brand?
y Tell me your brand differentiator?


y I am the right person for the job and here is why….
y What shape you and prepare you for the next step?








Expectation Team Presentation & Write up


y Each team is expected to be on stage for 35 minutes
y 20 + slides and present for 20 – 25 minutes
y 10 minutes for Q&A


y Write-up:  Single voice; 8 to 10 pages;  Not cut & paste 
from 3 different team members write-up


y Concise background – 1/2 page max
y Problem statement – 1 page max
y Analysis & Framework application
y Recommendation
y Share your perspective








Presentation – Visual Impact


y Title = Largest Font
y Section Header #1
{ Sub


Ù Sub-Sub


y Section Header #2
{ Sub


y Section Header #3








Presentation - Content


y MECE principle
y Mutually Exclusive
y Collectively Exhaustive








Ask the question
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Case Analysis Worksheet


y Define the problem
y List any outside concepts that can be applied
y List relevant qualitative data
y List relevant quantitative data
y Describe the results of your analysis
y Describe alternative actions
y Describe your preferred action plan








D O E S  I T  M A T T E R ?


Purchase & Supply
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6/29/2007 7/11/2008 6/19/2009 6/24/2010 10/14/2011 9/21/2011 9/28/2012


Original iphone iphone 3G iphone 3GS iphone 4G iphone 4GS iphone 5 iphone 5S and
5C


Initial 3 days Launch


Units in million








Iphone 5 – The Biggest Release


iPad2








Fewer Chips Inside IPhone 5


Qualcomm QCOM -0.93%, which has a big lead in delivering chips that work with the fourth-generation cellular technology LTE, as expected provided its MDM9615M communications 
chip–the most important component in the device after the Apple-designed A6 processor–as well as two other radio-related chips found in the handset taken apart by iFixit in Australia.


Apple, which often uses multiple sources for the ommodity data-storage chips needed for its devices, turned to Korea’s 
Hynix Semiconductor 000660.SE -1.47%for the NAND flash memory in the handset opened up by iFixit. Elpida, which is 
based in Japan, provided the dynamic random-access memory, or DRAM.


Skyworks Solutions SWKS -3.12%, a company based in Woburn, Mass., was selected for amplifier chips in the iPhone 5, 
iFixit found. Its shares were up 4% on Friday. So was Avago Technologies AVGO -2.56%, of San Jose, Calif., whose 


shares rose 6%, and Triquint Semiconductor TQNT -4.27%, based in Hillsboro, Ore., which rose about half a percentage 
point.


As expected Cirrus Logic RUS -4.24%provided an audio chip. The Texas-based company is taking over a slot that might 
have gone to Audience, whose stock plunged earlier in September after the company disclosed it did not expect its 
technology to be used in the next iPhone.


Murata, based in Japan, supplied the module that allows the iPhone 5 to connect to Wi-Fi networks. That’s a slot that is 
frequently won by Broadco BRCM -1.64%; that Irvine, Calif., company did place a touchscreen controller chip in the 
iPhone 5, however Texas Instruments also TXN -1.07%supplied a touchscreen chip.


Update: it turns out the Murata module likely includes a Broadcom Wi-Fi chip, according to the research firm 
Chipworks.








IPhone 6 & 6 Plus


















Supply Chain Management
It is about delivering the right product/service at the right time, right quantity, right price to the right customer
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y Managing the plan and operating the flow of materials sourcing, production process, 
distribution, delivery, reverse logistics, information system and financial supply chain 
while optimizing the costs and risks and meeting federal laws, regulations and 
company policy


Plan


Source Make Delivery
Suppliers Customers


Information System


Reverse Logistics


$$


Supplier
Customer


Federal Laws & Regulations; Company Policy; Risk Management








Procurement/Strategic Sourcing Approach


Oct 1, 2014Confidential


21


Current Spent, 
Business Environment


Analysis


Supply Market, 
Total Cost Ownership


Benchmark
Sourcing Strategy


Development


Supplier Selection,
Negotiation, 


Contract Implementation,
Performance Management


Project Management
Change Management


What is bought & Where
How you buy it
Do we really need this part/service
Who owns the relationship
What is the decision process
Back door selling ?
Transactional vs. strategic focus


Who offers What
How much does it cost to provide
those goods or services
How much does it cost to recycle 
and replace
Use Porter 5 forces to evaluate
seller and buyer leverage


Who are the suitable suppliers
Where to buy and consider
demand & supply situation while
optimizing risks & costs


Supplier financial strength
Supplier past performance
Payment terms and price
Products specification or service level
Geographical coverage and support
Risk mitigation and contingency plan
Contract and performance monitoring plan


For Public Sector – Best value, service excellence
For Private Sector – Top line growth, free cash flow, margin improvement


It is about getting the best products or services at the best value considering risks and costs








Spend Data Analysis
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y Baseline analysis to capture the spend characteristics of a company
{ Analyze actual vs. planned expenditure
{ Segment spend by business units


Ù High spend areas and key suppliers
{ Characterize spend by dollar amount, PO volume, category
{ Aggregate supplier PO revenue by company, business units, category


Ù Key suppliers by business units and category
Ù Top 3 suppliers for MRO, IT services, clerical staffing, engineering services, etc…


y Gauge organizational synergies and assess opportunities for cost savings, cost 
avoidance, free up cash flow, risk mitigation, service improvement
{ Logical category segmentation/management
{ Supplier relationship influence
{ Supply market dynamics
{ Supplier rationalization
{ Key contract considerations








Category Management
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y Research supply market to produce a logical category 
structure
{ Deep understanding of suppliers and supply markets


y Align user wants and needs into business plan/strategy
{ If it is not that important, why buy it or who needs it


y Manage category spend on a business wide perspective and 
not transactional


Spend Data
Analysis


Define Suitable
Category


Indirect
(Below the line


View as expense)


Direct
(Above the line 
Impact COGs)


Significant change management
-Senior Management  buy in
-Effective cross functional &
Collaborative team work
-5% reduction in COGs, what is the 
impact to EBITDA?


Travel & Event 
-IT & Telecomm
-Marketing & advertising
-Printing
-Facilities
-Temp Agency








Best Practices - Procurement
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y Discourage “Back door selling” - Combat fear of change


{ Suppliers promote fear of change
Ù By-pass procurement team and sell directly to users
Ù Access to sensitive information where suppliers can leverage during negotiation


| “Who are our competitors, Is our price in the ball park, How does our quality measure up, what is your budget, who are the decision makers ? ”


y Develop Procurement Policy to streamline request and approval process


y Evaluate Financial Supply Chain Leverage
{ VMI and Extended Payment Program: May be built into pricing


Ù Transferring credit risks and capital cost up the supply chain may not be best
{ 3rd party financing: who has better financial strength to borrow


Ù Static discounts- Negotiated discounts for accelerated payment
Ù Flexible discounts- 2%/10/net30;  Sliding scale on actual payment date


{ 3rd party payment solution:  Automated payment approval against invoice
Ù Power track’s  freight payment, product payment solutions
Ù P card program to support procurement activities under $3,000 per transaction
Ù Simplified PO process and payment approval under $10,000 per transaction


y Consider the benefits of integrating the work processes from order request to order fulfillment or point 
solution in E Procurement, B2B, or Web solution into ERP 
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Best Practices - Contracting
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y Use appropriate types of contracts – Legal binding


{ Cost plus reimbursement- Uncertainty in outcome or new technology
{ Time and Materials – Need historical data to set baseline
{ Fixed Price – Focused on “what” not “how”; Suppliers decide how
{ Performance based – Incentives for suppliers to deliver better results 


y Develop policy to support standard process and contract template
{ Reuse contract template or statement of works if it is appropriate
{ Publish approved suppliers list with product category and contract type
{ Decide and communicate “non negotiable terms or conditions” for “enterprise wide” except it 


can be waived or modified by company officers
Ù Safety and meeting laws - Transportation Agreement – Carrier Safety rating – Only satisfactory
Ù Indemnification language – “Solely” Vs “Share liability based on contributing level”


y Contract Life Cycle Management
{ Enable module within an enterprise system to keep track of existing contracts: Monitor 


financial obligations and legal risks
{ Develop score card & report on contracting activities, performance, schedule, cost
{ Institute suppliers negotiation and performance review processes
{ Install data warehouse to capture both numerical value and fact based comments on supplier 


performance and negotiation experience
{ Migration from transactional focus into “procurement and contracting knowledge center” and 


strategic focus
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Public Sector
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y FAR – Federal Acquisition Regulation


y Federal Acquisition Reform Act 1995 to decrease rigidity and bureaucracy in 
government procurement activities
{ Part 15: Contract by negotiation
{ Part 12: Commercial items available thru Wal-Mart and Microsoft 


y GSA – US General Service Administration established by President Harry 
Truman, 1949
{ Public building service
{ Federal acquisition service








Risk Management
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y Contracting is all about risk allocation and minimizing risk to include cost, schedule & performance with an 


understanding in probability of failing and the consequences of failing  
y In both the public and private sector, conducting a due diligence process is a must


y Risk Profile & Policy - How much risk can you tolerate; No right/wrong
y Business Impact Analysis – Plan for risk


{ High Impact – Financial loss, breach of contracts, regulations, show stoppers
{ Low Impact – Political, reputation, creditability, competitive advantages
{ Eliminate Critical; Reduce or Work around Major; and Accept Minor


y Leverage Capability Maturity Model to mitigate risk 
y Align People, Process, Technology, Structure, Policy, Culture


{ Risk identified
{ Define roles and responsibilities
{ Recruit or train people with appropriate skills
{ Develop processes
{ Use risk management tools and automated reporting processes
{ Institute continuous improvement, testing and monitoring
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