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An interview was conducted with three different supply chain managers of three companies based in the U.S.A. It was a voluntary kind of an interview and an information consent sheet was signed for the confidentiality of the information on the concerned companies and the privacy of the involved managers. All the interviews involved face to face talk and noting down of points from the managers. The three companies where the interviews were conducted deal in the production of different commodities that ranges from motor vehicles to beef and finally to information systems. The interview went on successfully and some of the details are discussed below.


The three companies have different approaches to ensuring that they align to their supply chain partners. The chain manager of the first company where the interview was conducted reasoned that companies need to align enticement to remain top in the market. He further expounded that it has always been the dream of their company to ensure that the best is done so that they remain in the supply system. In case of misalignment, the supply chain management department always acknowledges it and then correct information are sourced on the correct measures that need to be undertaken (Jones & Robinson, 2012). Incentives are also designed in a manner that can improve the company’s sales as revenue is increased.


The chain manager of the second company that deals in food products, mainly beef, in relation to alignment to supply chain partners also gave different points of view in accordance with the company’s strategies and policies. The company does business that is focused on its customers and partnership. The company’s project of supply chain rationalization was accomplished in 2008 so as to be used in supplying all beef patties from the facility that it owned in the past. As a result, the company has been able to meet the demands of all its customers in America and some parts of Europe (Kamauff, 2010). There are long term objectives that are created after every three year period with their key chain partner that ensures that their products and services remain top notch.


The third chain manager of the third company that deals in manufacturing of motor vehicles also had a different point in relation to alignment to supply chain partners during the process of interview. According to the manager, a value-adding joint force in relations had been established to facilitate the integration and management of suppliers. Identification of vital initiatives had been successful due to development of mutual business arrangements by the company and other suppliers.  This strategy ensures that the suppliers are empowered thus enabling them to deliver on their mandate.


The three companies had different information systems in which they communicated with their supply chain partners. The manager of the first company to be interviewed was free to give the details on the communication systems they use. He said that their company had focus on how individuals collaborate and communicate. It had in the recent past used an Enterprise Resource Planning (ERP) and process of supply chain that was distinct from the rest of the companies. As at the interview time, its recent chain supply networks include site of 4BTS and manufacturing sites of 16CTO among others that has greatly improved its revenue.


The manager of the second company to be interviewed portrayed a different way in which their company relays communication. In delivery of their vital messages to their partners in a consistent and accurate manner, meetings are annually held in Town Hall to relay all the information about the progress, achievements and strategies of the company to all the interested stakeholders. Also issued is the yearly booklet with significant strategies of the company that is translated into six different languages so that all the stakeholders from different backgrounds can understand.


The third company communicates to its supply chain partners through the use of a system of Radio Frequency Identification (RFID) in processing of its legal documents. This aids in shipment of the vehicles from crates that are involved in the in and out movement within the warehouse. The tags of RFID are printed on the crates, which are mounted on the doors of the warehouse and are detected by readers. Information is then compared with that in a database and a crate is only released when there is a match. The match is detected ones a green light is seen by the detector mounted at the door of the warehouse. The technology is aided by special antennas created on the floor that relays the information to both the database and the detectors at the door. This has helped reduce human inspection at all levels of delivery. Human errors have also been limited if not totally eliminated.


It was also observed that the three companies have different metrics in driving performance. The first company had a strategy that is used to recycle the already used products that are returned to the company by the customers. On the other hand, the recycling is limited so that the company does not incur more costs on recycling second-hand products. The company has also established the market for returned products.


According to the second company, in every two years, a review of performance of suppliers is carried out in a formal and jointly manner with the company. This is always aimed at establishing both the needs of their current and future customers and maintaining the mutual relation between the company and its supply partners.


The three companies also had varied mistakes experienced during the initial phases of working with a new supply chain partner. The first company indicated that sometimes they experience loss in terms of billions of money due to accumulated inventory when its project with other companies stalls. This can happen as a result of high number of orders that the company receives, which at times get canceled when manufacturing has been accomplished.


The second company indicated that a new supply chain partner who has not thrived well in the market could put in an order that is excess than what it can actually supply to its customers. When it eventually discovers that it has a very small market to supply to, it cancels some of the orders and the expense is finally on the company.


The third company showed that by partnering with other suppliers, the security of the chain of supply is put at risk. The company’s quality standards might end up lapsing though outsourcing is a vital practice of the recent way of doing business due to the stiff completion in the business environment. A new supply chain partner, if every detail is revealed to them, can counterfeit the products of the company and disappear into thin air (Mahadevan, 2010). This can occur without giving a second thought to the quality assurance of the products. Information of the product shared among the company and its supply chain partners must be held confidential to avoid being leaked to the competitors who might adopt the idea.


On the other hand, all the three companies had varied lessons that a new distributing employee should know when working for either of them. The first company had a list of system distribution where they get information on the available orders’ details and contacts that a new employee must be shown. As a result, effective communication has been enhanced within the company and also with other distributors.


The second company indicated that a new distribution employee should know that the company highly values success and their focus should be on delivering on the promise of the company’s brand. Failure and under delivery is never an option for them. The third company showed that the key strategy is to have the satisfaction of customers as the priority when it comes to service delivery. Much focus on making huge profits by the employees can only lead to the company’s downfall. Cutting down on costs while maintaining a high level of output would be significant as the company would remain in the market as long as the stakeholders would want it.


To conclude, every company has its strategies and policies in place as it deems fit to make it strive and remain in the stiff competitive market as it maximizes on making profit and minimize costs.
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