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Supplier Development Practice: Arising the problemof upstream delivery
for a Food Distribution SME in the UK

ABSTRACT

The paper aims to emphasize on impacts of the isupgvelopment on reducing the defects in supgliglity for a food
distribution Small — Medium sized Enterprise (SMA). empirical study was conducted to measure théoeance of the
suppliers in three different key performance inttca of the outsourcing and supplier’'s performanoearise the existing
problems via information exchange, data collectim data analysis. It was fourtldat Supplier development through data and
information exchange and better communication by food distribution SME raises the problems morengptly. This can
dramatically change the supplier's behavior to imyge the quality of the supplier's service and preidult is suggested that
more research is required to raise other key pemance indicators and their related problems andd&velop more
improvement practices. Six Sigma Methodologiesdcbalthe potential good practices to be focuseftiture research studies.
Supplier performance measurement, which encompaksasexchange and data collection, develops tlstesyatic flow of
information which potentially improves the flow gdods and the whole food supply chain to addressfitral consumer
satisfaction. The research took a novel approackadopting some transport related key performanabcators of the food
supply to the Food distribution and retailing seotdhich is almost a new approach in food industry.
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1. Introduction

Supply Chain Management (SCM) has always bekayaelement of a successful and competitive businkés
consists of managing different levels of internaéxternal organizational transactions which gdherapresent the
flow of goods and flow of information. There haveen different understandings of SCM most of whigftect the
need for the customer development and logisticguably, in its most advanced form, SCM is not asstitof
logistics but is a broad strategy which cuts ackassiness processes both within the firm and thrahg channels
required to reach the customer and involves tme'sisuppliers[1] .It appears that supplier develeptralongside
the customer development builds the structure gfpSuChain Management. There have been differardias
which indicate the proper management of suppliEticnships constitutes one essential element pplglchain
success [1-4]. The literature has emphasized grealiaboration between the firms and their supplie assure an
efficient and successful supply chain [5].

Over the last decade, researchers have empiricalestigated a variety of research issues thatralated to
supplier development activities. These issues @leritical factors of supplier development [6,ffle process of
supplier development [8-10]; the factors that iafiage buying firm’s involvement in developing theippliers[11] ;
and the effect of technical support provided topsieps on the performance of both suppliers [12,43) buyers
[14] . Supplier development, as an important carcsiton block of the supply chain, has been adoptetis study
to evaluate its effectiveness in a tailored indusiith a variety of supply concerns.

This paper intends to focus on supplier devekaqmn order to investigate the effect of a systinquality
improvement strategy on improving the supplierficefncy and supplier service quality in a food ich®ne of the
most common characteristics of the food chain igting the customer’s requirement, which is chalileggThis
has been addressed in some literature [8-10] islwiipplier development has been introduced asftbetive way
that improves supplier’s capabilities to meet bisyequirement. The most useful elements of suppié¥elopment
which potentially can improve the supplier's seeviguality are examined in this paper.

2. Supplier Development
Supplier Development was pioneered in the autwméndustry such as Toyota and Honda which agentlasters

at supplier development initiatives [15]. The riglaship of supplier development practices with perfance has
been addressed in several studies [3, 14, 16].



The concept of supplier development has receivetsiderable attention from researchers [3, 1, 17, .2he
obvious understanding of supplier development ftbase studies is the different approaches to aefisupplier
development.

Wagner (2006) [19] defined supplier developmensupporting the supplier in enhancing the perdoice of their
products and services or improving the suppliergpabilities [19]. Many researchers determined daeppl
development as an activity which encompasses a temg cooperative effort by buyer firm with its glipr to
increase the performance efficiency and/or capdslof the supplier [6,19,21].

Supplier development is considered as improtiregflow of information from the buyer in order tpgrade the
suppliers of different tiers. More over, many stagd[4] considered supplier development as thetaggiactivities
to improve supplier’'s operations. These activitieslved:

Supplier evaluation [14,18]

Award Certification [14,22]

Providing training and technical assistance [22,23]
Establishing effective communication between pari?,24,25,26]
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There are also some other researchers thatedeSuopplier development through different dimensioRor
instance, supplier development has been considaréte purchasing management or procurement [Z8d]it has
also been defined as the local supplying in whigh number of suppliers are rationalized or/and ceduo the
minimum in order to establish the longer — lastialgtionship with the supplier [3]. The latter dhéfiion is focusing
on relationship management and building a truseédaslationship with more reputable suppliers, wihiile former
definition of Fung(1999) and Cristobal(2005) covexgery individual activity which can improve suppls
operation [3,27].

The buyers have a more discerning view of theinchasing relationship in order to make sure theitr supplier
adds value to the product and the service that pmeyide. Likewise, the supplier not only must pds/a good
quality product, but is liable to deliver a servigeality which will add value to the product. Seeviprovision is
also part of an effective supply chain alongside flow of material from the supplier. De Toni (19%liggested
that the suppliers must show the adequate amouatbhnological knowledge/ability and the capadityeke care of
R & D and design activities [28]. There fore, thggly chain network needs to be capable of infoimnagéxchange
and communication between customer and supplieis Glitical issue has urged more researchers tonimea
different approaches and elements of supplier dpweént. Supplier development divisions accordingitso
application, context and structure have differeppraaches from a variety of researchers. CristqBaD5)
categorised supplier development in terms of ifgliagtion and practices including basic, moderate advanced
supplier development [3]. The result of his stuglyconsistent with some other researchers in ttie £#4,29]to
promote the idea of complementary effect of théseet approaches on performance. The applicatiothexe
approaches depends on the resources of the buydeai of relationship between the buyer and seppl
The buyer with limited resources is more prepaceddply basic supplier development practices innlydupplier
evaluation, feedback, supplier selection and sapplivarding [3]

Lo (2006) has analysed supplier developmenuginghe buyer’s involvement in supplier’s activitie.o (2006)
has indicated that supplier development can beiepgioth directly and indirectly by the buyer [4)irect
involvement including awareness of supplier qualigporting quality problems, evaluating supplierfprmance
and providing feedback and technical assistance fisore effective component in supplier developniérit9].
Indirect supplier development activities includiengpluation and communication are closely linkeditect supplier
development and could be regarded as the enabtireat supplier development [14,30,31].

Krause et al (1998, 2000) has also indicategl#mpdevelopment in two different efforts. Thestireffort is the
reactive approach in which the measures are ireticiat case of existing poor supplier capabilitye ®econd effort
is a proactive or strategic approach in which siepsl performance is improved actively and for tbag term,
before problems happen [4]. It appears that therlaffort is more challenging, but more effectisece it needs a
trust orientated relationship, more supplier’s catmmant and more buyers’ resources. The mutual litenef
supplier development in both supplier and buyerehagen acknowledged in many literature source2[333.The
improved supplier’s operation is the most commonefiie of supplier development which results in ioped
product and service to the customer and transmittie value added product and service to the doaenst This



will increase the efficiency of the supply chainarfbon and Perreault (1999) and Nourdewier et @d@Lbave
indicated supplier development as the strategigalfyortant block to build a strong supplier managetrstructure
[19,34,35].

2.1. Benefits of Supplier Development:

Cristobal (2005) and Krause et al (1997b) haaised more on the effect of supplier developmanirgproved
operation as the result of supplier developmerj7[3Krause et al (1997b) has suggested througisa study that
supplier development could result in a 79% reductiothe number of product defects and a 14% irseréa on-
time delivery [7]. Supplier development can alsteptially be beneficial to the buyer’s firm. As cpanies search
for new opportunities to reduce costs and imprgverational efficiency, relationships with their plypbase have
become a key asset in improving profitability [33].

Wafa (1996) has evaluated the effect of suppléarelopment on JIT through analyzing different dtiyesis about
the impacts of some supplier development elementshe success of JIT. He concluded that all supplie
development elements unanimously have positiveetation with JIT success [32]. Some other literagudirectly
pinpointed cost reduction for both supplier anddywyia reducing waste (rework and recall), time paderwork as
the result of supplier development practices [2B3p

2.2. Elements and Practices of Supplier Development

Supplier Development practices are the formilggments of building a strong supply management kvinave
been determined as the key successful factorseobtipplier development by many literatures [3,4,2Te key
component of effective supplier development isteggi@ information sharing and long term relatiopshi
The dominant attributes in supplier integrationune mutually sharing strategic information and dférj24,25,38]
and establishing long — term buyer — supplier i@tehip [25,26,38] and mutual trust [24,26]. Theelleof buyer’s
involvement in supplier development practices ismportant issue which can categorize the activitredifferent
approaches. Basic supplier development activittedude supplier evaluation, supplier selection auogbplier
awarding [3]. These activities can be practicelegitlirect or indirect. The level of communicatemd information
sharing could also be different. The literature gasged that the basic communications include tle-fa-face
meetings, E-mail and Fax, while the advanced conicatinon methods could be Enterprise Resource Rignni
(ERP) or Electronic Data Interchange (EDI). The af€ommunication methods broaden and deepen abless
information about business activity and facilitatser participation in a variety of information wetks [10,39,41].
The empirical research results also showed that#é¥k information sharing in a timely manner aretjiently with
supplier is a big step to establish supplier dgualent [10,42].

Different learning activities through mutual anfnation exchange have radical impacts on supgbeelopment
efficiency [5]. The learning activities are eithg@ngle or double loop in which the former is acleig\by training
methods but the latter is more elusive as it isarairallenging to the existing process. [43,44is linderstood that
these elements regardless they are approached dirdcindirect or basic and advanced are the kegessful
factors for an effective supplier development pgcactThey are required to be adopted adequatelyraadnutually
trusted environment between supplier and buyer.cbimemunication method is the base of other pragtisiace the
basic communication can affect the profile of imi@tion sharing. The activities can also be adogitedugh a
sequential process to have more effective reduttsinstance, the buyer can evaluate supplier pegnce, provide
feedback, train the supplier and support the sappb maintain the changes to the operation in raecee to
method of communication.

This paper aims to review the problems of sufgalge within a food distribution SME through id&nétion of
key issues, measuring the existing process, finttiegroot causes of the problem followed by a mobkolving
case study.

3. Industry Overview

The food service quality supply is the centreatténtion in this study. A UK based food distribatwith more
than £5M annual turnover supplying the food outtets been selected as a case study, because st ttiredtatures
of typical food service SME involving in purchasimganagement, warehousing, delivery, transport aéss
management. The company operates in a tense cdingetiarket and is required not only to meet cusiom
requirements but also to delight the customer lyviging the best service and quality product ineortb be



sustainable in the market. This company is not aufscturer and its operation is purely providinglify service to
the customer with minimum defects. Hence, it isvitable to transfer the market requirement to thstream in
order to receive the right quality of the service @roduct. Supplier development could be a promisirategy to
establish the value added service and qualityercttain. The company’s suppliers are either UK dibased and
include the distributers, trading companies, mactufers and wholesalers.

The base of food and packaging supply met th208@le, while the 80% of the products were sugapby 20% of
the suppliers. The key supplier with more than 58%upply base was a trading company using theoattsg.
Some other national and international suppliereredso been using the outsourcing in order to delive goods to
the depot. This had made some complex networks evttex company had to communicate with the firat tie
supplier in order to report the problems aboutghality of the product or delivery and await foetlesponse from
second tier supplier or manufacturer or outsourcimigppany via the first tier supplier. Figure 1 eg@nts how the
communication between the company as the buyett@ndupplier is happening in this market. The fegdepicts
that the both flow of information and flow of goodse happened directly with the next tier supplier.
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Figul — The supplier and customer networking systetiis food supply chain

Figure 1 illustrates that S11 as the key suppgeeived the order information directly, but delivef the goods is
through outsourcing firm. Some other suppliers hailso been using outsourcing firms to deliver tluods,

although the flow of information from the buyerdsmmunicated direct to the supplier base. Outsngrigatures
and problems are also key performance indicator)(iKPproblem solving. Outsourcing or third partygistics is

generally defined as the provision of a single oitiple logistics services by a vender on a contralcbasis and it
has two elements including transport and storag§g Exchange of information and measuring the perfnce of
the logistics operation are the key performancecatdrs for outsourcing [45,46]. Many organisationse

outsourcing to maintain their position in marketl amcrease the ability of expanding the marketshianproving of
the service, increasing in operational flexibilgd reducing the cost could be the possible benefibutsourcing
[45].

The key performance indicators of the supplievedopment have been selected in order to raisamther
problems or defects in supply base. This inforrmati@s collected via long term operational obseovatDelivery
condition, on time delivery and product quality weselected KPIs in the selected organization. T8s@ate
problems with these key factors were also indicatBéspite of some manufacturing originated prolslesources
of the most of problems were logistics and outsiogrclt is pretty important to note that all of tigeods were
delivered either by the manufacturer owned trartspoputsourcing. Moreover, many of goods wereextan the
outsourcing storages for a while and this may toreenatic effect on the original quality of the geott means, the
goods might meet the standards of quality at thatpaf leaving from manufacturer, but the qualitygim drop
through transport or outsourcing while the goods iarthe hand of trading company which requiressouitcing
facilities. These supplier associated problems#egnined more deeply in the company through tiidysin order
to measure the performance of the supplier ancotting.

3.1-.Problem 1- There is a poor “Booking In” Systehy the suppliers:
“Booking In” system is a standard procedure $oppliers in Supply Chain to save the time and refiio

transportation of the goodShe company has established the “booking in” systemugh which, the date and time
of delivery by suppliers or outsourcing firms aggry recorded. This will help the shop floor teanpteplan for the



delivery which will result in more streamline opoas and faster offloading. The existing “Bookihg system
was not effective, since most of the suppliershindtparty logistics do not comply with that. Thepesation of this
system was monitored for 13 weeks and the recoedls analysed in order to assess the supplier peafure.

Table 1 — Coratitof the upstream in Booking In and Delivery Omime

Count
Total upstream Deliveries 480
Booked Deliveries 126
In which on time arrival (+/- 30min) 58
Booked Delivery % 26%
On time arrival % 12%

The data analysis revealed that the majoritypstream organizations in this supply chain faitedrovide quality
service to the company. This analysis was carrigdchas the part of supplier evaluation which is mpartant basic
element of the supplier development. Tablel remtsshat only quarter of the supply deliveries hagen booked
in which just 12% were delivered on-time.

3.2.Problem 2 - The supplied products are not meetihg fuality standard:

The condition of delivery and the quality of deligd goods are two dimensions of the service qudiitthe
quality of products doesn’t meet the standardsstrgice quality provided by the supplier will faithe failure of
service quality can have dramatic impacts on bgsiperformance, cost, customer satisfaction anfitasiity of
the supplier [47].

The company decided to review the supplier'sqgrarance to assess whether the delivered goodshmefuality
standards. The deliveries of the suppliers wersetjomonitored for 24 weeks and the defects wererded prior
to a pilot study. This study identified the numbéquality defects associated with supplier’s perfance, exposed
the potential cause of defects and suggested timndaken by the buyer. The total numbers of 28pbubased
defects were recorded for 24 weeks. Every indiMidiedect was treated separately. The result ofysisighresented
by table 2.

Table 2 — The actual supplier’s defestairces and actions for the Food Distributioranization

Defect Numbers Possible source Taken action
Reject | Recall | Receive | Report
Poor pallet layout in Wagon 4 Logistics 1 3 3
Broken Pallets 3 Logistics 3 3
Crushed Packaging 7 Logistics 2 2 3 6
Poor Wrapping 7 Manufacturing 7 7
Contamination 2 Manufacturing 2
Poor Storage & Handling 2 Manufacturing, Logistics 2
Poor Labeling 1 Manufacturing 1 1
Total 26 3 6 17 24

This study was conducted to review the key spuppbblems and assess the buyer’s performancekéoaetion
against each individual problem. The study revedled the company has received the goods in 17stuts
arranged with the supplier to recall the produd imccasions and 3 deliveries were rejected imnielglian delivery
point. Moreover, the firm as the buyer had effeetdommunication with the supplier through reportthg non-
conformances to the supplier, never-the-less; naditlge deliveries were received by the buyer. Tbhmpany was
facing with different quality related customer cdaipts which must be reported to the supplier. €hemas a
recording system available in the company to recoegort and monitor the quality related complaitdsthe
supplier. This record was reviewed and the resarkéspresented in table 3. The difference of thede dith the
table 2 is the source of complaint. The sourcdefdata in table 3 was the customer, whilst thecsoaf the data in
table 2 was the company’s quality assessment team.



Table 3 represents 67% of the recorded quaigted customer complaints were sourced in supgdg bThe rest
33% was either unknown or unwanted. Therefore, toeyd not be classified as the quality related glaints. This
part of study revealed that 61% of the supplieatesl complaints are recalled and reported to tipplr. This
indicates that this organization has built an infation sharing system with the suppliers in thisc#fjc aspect. The
complaints have been reported through basic contation methods such as E-Mail, telephone, fax aoe to
face visits.

Table 3 — The quality related ptamts and the proportion of supplier associatedigms

Count Percentage

Total Numbers of Customer Complaints 108
In which Supplier associated complaints 72 67%
In which the product has been recalled and reported to the supplier 44 61%

Having identified the key problems, the papeie@ed one of the major problems in its upstreamolving one
of its I tier and 2° tier suppliers followed by a systematic problenvisg procedure to minimize the defects and
improve supplier's performance. It is intended ighlight the company’s role as the buyer in thecess of supplier
development.

4. Taking corrective action — A pilot case study irsupplier Development
4.1. Purchasing Process Overview:

One of the key products that the company selthé “Corrugated Pizza Boxes”. This product isdhadorm the
key supplier of this company which is a UK baseatlimg company. It means the supplier takes thercadd
transfers it to the main manufacturer which is dasethe Middle East. The manufacturing firm hadui$ market
and there was no vision of this market to indidate UK market standards. So, the quality was ndthiag with
the UK standards. The manufacturing firm produass laads the Pizza Boxes in the freight contain€hen the
product is shipped to the UK market and deliverethis company by the third party logistics. Theref there is at
least 90 days lead time for this type of delivemhe flow of information including the order shedtsvoicing and
the packing list is conducted through tfiltier supplier, whilst the goods are delivered dite the company.

4.2. Problem Overview

The delivered pizza boxes have not met the Bmigatisfaction due to quality related problemserEhwas no
direct communication with the"? tier supplier as the manufacturer used to speak tioe problems. The
management team decided to take action to redeceott of poor quality which are as the following:

Rejected products
Reworking

Inventory and space
Potential customer loss
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Figures 2 and 3 represent the examples of ti@dgms with the imported Pizza Boxes. Figure 2 asp broken
Pallet which was received on the delivery pointisTeould happen during the lengthy transport oragte and
loading process. Figure 3 also depicts the poosider packaging or poor pallet wrapping which wasevved
during the offloading. This could result in potehtilamages to the actual product. It is importamtote that these
problems were common failure measures by the matwréx which needed to be assessed promptly.

As first step, the management team decided teatefhese problems to the manufacturer throughithéer
supplier. The information was sent to the tier supplier and a high profile meeting was cardd with both
suppliers. A steering committee has been estalbligi®@uding the management team of the distributompany
and the 1 and 2 tier suppliers to tackle this problem. Then, itsndecided that the quality control team in the
distribution company to observe, record and meatheaata of products quality at delivery point gmdvide the
information to the  tier supplier. In fact, this was a huge step ippdier development, since all three parties were



closely involved in communication and sharing imfiation. It was also agreed that e-mail, fax anejpiebne are the
best way of communication, as the manufacturingebaas in the Middle East and regular close meetiag
unlikely to happen.

Figure 2- Broken Pallet of Pizza Boxes in DelivBxyint Figure 3 — Poor Pallet Wiag in Delivery Point

The quality management team started to mori@iriward containers of the “Pizza Boxes” and ré¢he issues.
The measuring criteria for the condition of differereas of product delivery were set up in ordeinform the
manufacturer about their existing operation. Tablepresents the quality criteria for differen¢as which were
closely assessed by the quality management teafactnthis set of criteria would help the manutgictg firm to
benchmark their performance and reduce the nunftgefects. The quality control team assessed aéhdition of
four inward containers coming from the middle—easinufacturer against the measuring criteria. Thgpkd and
understandable set of data and quality rankingefiwh area of the delivery alongside the usefulupest of the
defects were provided to the manufacturer firm.

Table 4- The measuring criteria for the gqyalf different areas in inward delivery of contaiis of the Pizza Boxes

Very Good Good Average Poor Very Poor
< 10% Poor
Pallet Condition Impressive No poor quality quality 10 % - 30% Poor | =30% Poor quality

Wrapping of the
Pallet

Impressive tight
and Multi layered
Wrap

No loose,
damaged or poor
wrap

< 10% loose,
damaged or poor
wrap

10% - 30% loose,
damaged or poor
wrap

> 30% loose, damaged or

poor wrap

Strong, straight &

10% - 30% poor

Stacking Top level No poor or < 10% poor or or leaning = 30% poor or leaning
Condition stacking leaning Stacking leaning Stacking stacking stacking
Not tight but No Not tight and very
obvious damages | few obvious Not tight and few
Tight, Strong & or holes on damages or obvious damages | Not tight and many obvious
Packaging Perfect Packs packs holes on packs or holes on packs | damages or holes on packs
Perfect & Less than 5 5- 10 cases Few uncommon
Impressive obvious damages | obvious damages | obvious damages | Too many uncommon
quality in every on the Pizza to discarded the to discard the obvious damages to discard
Product Quality issue Boxes products products the products

The results of the whole assessment are presentatlle 5. It was concluded that the quality atpevere mostly
less than average, since many of the aspects were Generally, the condition of the delivery oétRizza Boxes
was not satisfactory, since the condition of 50%dds in” containers was poor. Figure 4 illustrates general
condition of these containers which exposed theatisfactory feedbacks from the food distributiortlie position
of buyer. As a result, the whole supply chain wduédaffected by the poor quality of the delivery.



Table 5- Camah of different areas of Inward containers befiomadification

Very Good Good | Average Poor | Very Poor

Pallet Condition 50% | 50%
Wrapping 25% | 50% 25%
Stacking 25% 75%
Packaging 25% 75%
Product Quality 75% 25%

40%

0% 20% 25%

20%
10% %
’ .,///Qﬂf)_ - i ] 5%

Very

Good .
Good Average poor

Very
Poar

Figure 4- General caiudi of “inward” containers of the Pizza Boxes hrefmodification

The quality assurance department of the manudact firm has decided to look more carefully oe #ireas where
more modification is required. The measuring cidend the existing performance of the manufactwene set to
enable them to find the root causes of the defeetas acknowledged by the manufacturer that n@rotiuyers
provided such information to help them to improleit performance.

4.3. Taking action Process:

Having analysed the useful information and comtsmerovided by a™ tier customer, the manufacturer’s top
management team decided to modify their operatioméet the UK market standards which was originiaiijher
than their expectation. The root causes of thedectte were identified and the set of following eo8 was
established in production and packaging line toimiize the level of defects:

Stricter control all through the production procéssn the corrugating section to die cutting.
Applying two straps to the bundle instead of one.

Special supervision at the angel hair removal mace

Special supervision at the shrink tunnel processhi® bundles.

Flat stacking of bundles on pallets. No more stagkin bundle edges.

Pallet strapping from four sides.

Better protected pallet corners.

Strict control on in-house forklift drivers (palleandling) at, production and warehouse / shippimgs.
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Apparently, the action number five would affeegatively on the number of items on each pallet therefore
affect on cost efficiency of manufacturer. In ortiereduce the problem, it was decided to use rdiffepallet size
standards rather than one single pallet size stdnd#aving implemented these actions on the praducand
packaging lines, the condition of the delivereddgine containers of the Pizza Boxes was analysechéstt four
inward containers and the result shown in tabledcates the significant improvement on the coaoditof the
delivery. The general quality of the condition edch “inward” container has improved and it indésathat the
manufacturer firm is achieving to the UK marketstard by providing satisfactory delivery to the buyArguably,
the root of the problems was identified in prodoctiand packaging lines. Therefore, the third pdotistics



(outsourcing) had little or no effect on the quabf delivery, never the less, the container washipment for more
than 3 months. Figure 5 illustrates the generalditimom of delivery after developing the supplierrdagh
information exchange.

Table 6-r@iition of different areas of Inward containersafnodification

Very Good Good Average Poor Very Poor
Pallet Condition 30% 70%
Wrapping 30% 40% 30%
Stacking 30% 70%
Packaging 70% 30%
Product Quality 100%
o

70%

60%

50%

40%

30%

20% Z Z

o,
10% ﬁﬁ
0%
Very Good Good Average Poor Very Poor

Figure 5- General condition of “inward” containefsthe Pizza Boxes after modification

Having compared figures 4 and 5, the impact wfeb's feedback on the performance of the manufectis
significant, since the proportion of poor aspecateach container was reduced from 50% to 7%. Inrast) the
proportion of good and very good aspects of coetaiias increased from 20% to 80%. The improvemnemnd on
the quality of the containers is depicted in fig@rdt shows that the regular feedback and infoimnaftrom the food
distribution company has addressed the continuapsavement of the manufacturer’s performance.



Improvement Trend of Condition of the Pizza
Boxes Delivery
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Figure 6- Improvement trend on the quality of sigafs performance to meet the customer’s critaridifferent delivery aspects

5. Conclusion and Future Study

It is concluded that, supplier development peastin a food supply chain have dramatic impacthensupplier’s
performance in providing better service and prodality for the end consumer. The result in fegérrepresents
that quality of five different delivery aspects iroped significantly from average score of -30 torenthan 150 for
the “In goods” container after developing the sigrpberformance. There are different approachespaactices of
the supplier development which could be adoptetnjorove the performance of the supplier. Accordiaghe
literature review, the attribute of the supplievelepment for this specific case would be the hagiect and
reactive approach which contains the elements gidilag information sharing, feedback, supplier eatitn and
basic communications. This type of approach is irgm in complex supply chain networks such as feapply
chain where the flow of information path might betent with the flow of goods path.

It is recommended to have more research studi¢se systematic approach to detect the root sanfsthe defect
in this case. The Six Sigma methodology of DMAICe{ibe, Measure, Analyse, Improve, Control) is actea
method to find the root causes of the defect antimyn solution. The methodology of DMAIC is a rdaet
approach to develop the supplier, since the Def&igiBix Sigma (DFSS) is a proactive approach wlhielps the
supplier to improve the performance.
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Glossary
Small-to-Medium Size Enterprise (SME) — Any entepmwith less than 250 employees

Supply Chain management (SCM) - managing differtavtels of internal or external
organizational transactions which generally repretiee flow of goods and flow of information

Supplier Development - suEporting_the suppliernhancing the performance of their products
and services or improving the supplier's capabditi

DMAIC — The common problem solving methodology ak Sigma (Define the defect and
customer requirements, Measure the current perfacejainalyse the root causes of the defect,
provide improvement solutions, monitor and conthe solutions)






