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Abstract

With the growth of e-commerce in Brazil year after year, competition increases and entrepreneurs need to be attentive
to their competitors and apply the best strategies and innovations to remain in the market. Thus, there is a need for
organizations to adopt supplier selection and qualification techniques that provide competitive advantages in the
market. Current organizations have sought to make their suppliers strategic partners in their businesses, and this
partnership becomes a crucial factor for the growth of their businesses and a win-win negotiation for both parties. The
methodology employed for the development of this scientific article was characterized by adopting a qualitative
approach, and the research procedure used was a bibliographic study. The overall objective of this research is to
demonstrate the importance of a careful selection and qualification of e-commerce suppliers. From the information
gathered throughout the research, it became clear that evaluating the performance of suppliers is an essential issue for
the development of e-commerce companies, as well as for the organization and optimization of the supply chain.
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1. Introduction

The careful selection and qualification of suppliers are crucial for e-commerce companies seeking to stand out in an
increasingly competitive market. The relationship between supplier and customer is a priority factor within the
industrial strategy spectrum and, at the corporate level, can be classified as a competitive advantage over competitors,
since the proposed model provides for the evolution of operational ties over time, supported by two fronts: strategic-
philosophical approach and practical evolutions.

Supplier performance evaluation is an important tool for e-commerce companies seeking to ensure the quality and
efficiency of their supply chain. This evaluation may include indicators such as delivery time, product quality, and
compliance with regulations and standards, among other relevant factors for the company and its customers.

Supplier qualification is an essential step for the success of any important procurement activity. No company wishes to
award a procurement contract to a supplier who later fails to meet the technical requirements of the items acquired or
becomes financially unstable.

The methodology employed for the development of this scientific article was characterized by adopting a qualitative
approach, and the research procedure used was bibliographic research.
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The overall objective of this research is to demonstrate the importance of careful selection and qualification of e-
commerce suppliers. The specific objectives are: to discuss the relationship between e-commerce customers and
suppliers and to demonstrate the importance of supplier performance evaluation in e-commerce.

This article is organized into four topics. The first is the introduction, in which the objectives of this research were
explained. The second develops a theoretical foundation, promoting a discussion among authors who deal with the same
theme addressed here. The third topic was reserved for the methodology, and in the fourth and final topic, the final
considerations were elaborated.

2. Material and methods

The methodology employed for the development of this scientific article was characterized by adopting a qualitative
approach. According to Flick (2018, p. 13), "Qualitative research is a reflective and interpretive process that focuses on
understanding the complexities, nuances, and subjectivities of human experience through non-standardized data
collection and analysis methods [1]."

The research procedure used was a bibliographic search that aimed to find theoretical references published in books
and scientific articles by national and international authors, always seeking to explain, in greater depth, the topics
contained in the body of this article in light of pre-existing scientific contributions.

According to Gil (2019, p. 34), "Bibliographic research is a systematic and exhaustive study carried out from secondary
sources of information, with the objective of knowing and analyzing what has already been produced on a certain theme,
in order to subsidize the construction of new knowledge [2]."

It is known that a good theoretical foundation is a foundation for us to look at the bibliographic data collected and
develop our study, going beyond what reality simply shows us. Therefore, the mastery of the researched authors helped
in our creativity since, through them, it was possible to know what was produced of importance about our object of
study and the advances made regarding it.

Among the contributions that will be researched, the works of authors such as Alves (2020), Machado (2020), and Lima
and Martins (2021) stand out.

3. Literature Review

3.1. Relationship between Customers and Suppliers in e-Commerce

The relationship between supplier and customer is a critical factor within the industrial strategy spectrum. At the
enterprise level, it can be classified as a competitive advantage over competitors, as the proposed model predicts the
evolution of operational ties over time, supported by two fronts; strategic-philosophical approach and practical
evolutions.

Vargas-Sanchez, Pereira, and Godoy (2020, p. 48) state that "the relationship between suppliers and customers is a
critical success factor for companies, especially in the automotive industry, where interdependence is high. Managing
this relationship can bring benefits such as cost reduction, increased quality, and collaborative innovation [3]."

In this quote, the authors affirm that the relationship between supplier and customer is critical to the success of
companies, particularly in situations where interdependence is high. They also highlight that managing this relationship
can bring several benefits, such as cost reduction, increased quality, and collaborative innovation.

Regarding the partnership between suppliers and customers, it is possible to divide the concepts that address this
partnership into four levels of development: conventional approach, quality improvement, operational integration, and
strategic integration.

The careful selection and qualification of suppliers are fundamental for e-commerce companies that seek to stand out
in an increasingly competitive market. The choice of reliable and quality suppliers is crucial to ensuring customer
satisfaction and the success of the business as a whole. In this sense, it is essential to establish clear selection criteria
that take into account not only the price but also the quality of the products, delivery time, production capacity, and
flexibility to meet specific demands, among other factors relevant to the company and its customers. Additionally,
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supplier qualification should be a constant concern, with periodic evaluations of performance and compliance with
applicable business standards and regulations [4].

Optimal relationship with the supplier is expected, aiming to guarantee the satisfaction of adequacy needs with a
minimum of receipt inspection, thus avoiding the use of corrective actions.

"Supplier management seeks to create an optimal relationship with the supplier to ensure the satisfaction of adequacy
needs with a minimum of receipt inspection, avoiding the use of corrective actions [5]".

The authors affirm that supplier management seeks to create an optimal relationship with the supplier, aiming to ensure
the satisfaction of adequacy needs with a minimum of receipt inspection, avoiding the use of corrective actions. For a
better understanding, let us define two types of purchases: those that are incorporated into the company's products and
those that do not, such as supplies and office equipment, for example.

The focus is to achieve a standard of service within this partnership through a series of activities within the relationship
between the parties that must be followed, such as (1) pre-contract planning, (1) supplier aptitude, (1l1) selection of the
same, (1V) total purchase cost, (V) joint planning, and (VI) mutual cooperation between the client and the supplier
during contract execution.

Itis worth noting that the proposed model is not only concerned with costs and values to evaluate supplier performance
but also seeks to measure aspects related to quality and time. The development of a purchasing strategy contributes to
the success of the relationship between sellers and buyers, adding quality to products and services. Additionally, it
reinforces the commitment of departments to the involved processes and can also generate greater effectiveness in
purchasing management and competitiveness [6].

Corréa (2014) presents a comparative framework for selecting suppliers, as shown in Figure 1 below [7]:
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Figure 1 Suppliers Segmentation and Types of Relationship
Source: [7]

In the quadrants of Figure 1, the arrangement of supplier selection is observed, with four positions mentioned and
arranged as follows:

» Market - refers to suppliers and types of relationships that are easy to find/deal with. It is not of great relevance and
is therefore considered less strategic; » Strategic - refers to partners with whom interdependence is high, and there is a
flow of confidential information exchange. These suppliers usually require a long-term supply contract and have
information on confidential products or services. The relationship is considered close and of great importance in the

220



World Journal of Advanced Research and Reviews, 2023, 18(02), 218-223

strategic structure of the company; ¢ Dependence - often, the supply of certain inputs is related to a few or even a single
supplier. Although there may not always be a direct impact on sources of competitive advantage, these suppliers can be
of great importance, as they hold a specific input or service; ¢ Risk - refers to partners that are risky, as they are either
not yet definitively developed, or there is not yet a relationship that is understood as healthy.

This quadrant is transitional, usually in search of a more strategic definition of supply. In light of the above, we realize
the importance of the supplier selection and qualification process for competitive advantage in supply chain strategies,
the success of the business as a whole, and the satisfaction of customers and partners.

3.2. Performance Evaluation of e-Commerce Suppliers

Corréa (2014) suggests that the segregation of suppliers should be based on transaction cost, meaning that the higher
the frequencies and costs involved in the relationship, the greater the analysis criteria should be. Data collection about
suppliers is an essential practice for organizations that want to improve the performance of their supply chain. Data
collection allows the creation of an evaluation structure that can be used to measure supplier performance and identify
areas for improvement [7].

When collecting data about suppliers, organizations can evaluate various aspects such as the quality of products or
services provided, punctuality of deliveries, compliance with norms and regulations, adherence to deadlines and
agreements, and environmental sustainability, among others.

Based on these evaluations, organizations can make strategic decisions such as selecting new suppliers, renegotiating
contracts, investing in improvements or training of existing suppliers, and so on. Ballou (2006) reinforces this statement
by claiming that supplier evaluation is essential for the company's supply chain structure as it contributes to
strategically qualifying suppliers [8]. When it comes to the strategic factor within supplier performance evaluation,
Slack (2009) asserts that supplier evaluation can act on internal and external changes that may occur [9].

Supplier performance evaluation is an important tool for e-commerce companies that seek to ensure the quality and
efficiency of their supply chain. This evaluation can include indicators such as delivery time, product quality, and level
of compliance with norms and regulations, among other factors relevant to the company and its clients.

Additionally, performance evaluation can be an opportunity to identify possible problems in the relationship with
suppliers and seek solutions to improve performance and the quality of products or services offered. For the evaluation
to be effective, it is important that the company establish clear evaluation criteria that are objective and measurable,
and that involve the participation and feedback of the evaluated suppliers [10].

Table 1 The most recommended evaluation criteria by authors in the first column and their corresponding sources in
the second column. This survey demonstrates how much this topic - Supplier Evaluation - is researched worldwide.

Criteria for Evaluation References
Product and service quality Mukherjee et al. (2021, p. 06) [14]
Price and cost-effectiveness Ozkan et al. (2020, p. 98) [15]
Delivery punctuality Chandra et al (2021, p. 68) [16]
Alves et al. (2020, p. 13) [17]; Lima et al. (2021, p.

Compliance with norms and regulations 100) [18]

Innovation and development capacity for new Li et al. (2020, p. 243) [19]

products
Environmental sustainability Simoes et al. (2016) [20]
Reliability and commercial relationship ?ge[sliﬁ al. (2020, p. 13) [17]; Liao et al. (2022, p.

Most Indicated Supplier Evaluation CriteriaSource: [11]
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Supplier qualification is an essential step to ensure that companies acquire the right products and services, of the right
quality, and within the right timeframe. This can be achieved through rigorous supplier evaluation and the
establishment of clear selection criteria, which take into account factors such as experience, technical and financial
capability, performance history, and compliance with regulatory and environmental standards [12].

In addition to checks on technical capability and financial viability, the qualification process typically involves a range
of other examinations, including previous delivery performance and the ownership structure of the supplier's business
[13].

Evaluating a supplier's performance history in terms of delivery time for products or services is important to ensure
that they can reliably and efficiently meet the company's needs. Analysis of this past performance can help identify
potential problems and risks in the supply chain.

According to Silva (2021, p. 45),

The evaluation of supplier performance history is an essential process in supply chain management, as it allows for the
identification of potential problems and risks in the relationship between the company and its suppliers. This analysis
may include the time to respond to orders, the quality of products or services delivered, and compliance with standards
and regulations, among other relevant factors for the company. Furthermore, the evaluation of performance history can
help in the selection of reliable and quality suppliers, contributing to the continuous improvement of the entire supply
chain [12].

Thus, it can be seen that supplier performance evaluation is a crucial factor for the growth of e-commerce companies
and for the organization and structuring of the supply chain. In addition, monthly supplier performance indicators can
be created, and feedback provided to suppliers to contribute to continuous improvement.

4., Conclusion

The aim of this article was to demonstrate the importance of selecting and qualifying suppliers for the growth of e-
commerce companies that seek to stand out in an increasingly competitive market. The study highlighted that a good
relationship between supplier and customer is a priority factor within the spectrum of industrial strategy and can be
classified as a competitive advantage over competitors.

Based on the information gathered throughout the research, it became clear that evaluating supplier performance is an
essential issue for the development of e-commerce companies, as well as for the organization and optimization of the
supply chain. This evaluation can involve the creation of monthly performance indicators, allowing for feedback to be
provided to suppliers and enabling the pursuit of continuous process improvement. Finally, this study does not aim to
conclude discussions regarding the process of selecting and qualifying suppliers, but rather to serve as another source
of research that can encourage further investigations on the topic discussed here.
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