Appendix I – How to evaluate the criteria


In this appendix, we describe a user-manual, which may further aid the purchaser in using the toolbox in a given situation. More specifically, we propose a manual for determining how and in which sequence the supplier qualification and selection criteria should be evaluated. This decision determines to a large extent the structure of the qualification and selection phases and the planning of these phases.


In each compartment, the second subcompartment contains decision models for generating and managing the criteria that are to be used for qualifying and selecting suppliers. However, once the purchaser has generated a (first) list of criteria, he has to decide how the evaluation of the suppliers regarding these criteria should take place. This is not a clear-cut problem. Based on our observations and insights from the empirical tests of the toolbox, we propose the following three-step procedure. The starting point for the procedure is the existence of an (initial) list of criteria, which may have been generated using a decision model from the second subcompartment.

Step 1.
Consider the (initial) list of criteria

Step 2.
Assign each criterion to one of the categories in the table below, depending on how the information for assessing the score on that criterion can be obtained.


Desk research
Quotations
Supplier visit / presentation
Prototype / tests

Criteria:
-

-

-
-

-

-
-

-

-
-

-

-

Table I-1: Format for assigning criteria to different categories 


Each category may represent a separate step in the qualification and selection step, but subsequent categories can also be evaluated together. The latter is decided in the next step.

Step 3.
Determine for each category the (expected) number of incoming suppliers and the desired number of remaining suppliers. Table I-2 can be used to record this step.


Desk research
Quotations
Supplier visit / presentation
Prototype / tests

Criteria:





(expected) number of incoming (available) suppliers
20
5
2


Desired number of remaining suppliers
5
2
1


Table I-2: Format for recording the third step

We note that the numbers shown in table I-2 are merely illustrative. The decisions regarding the number of suppliers to consider in each category can be based on the following factors:

1. The initial number of (potential) suppliers;

2. The costs of evaluating a criterion in a certain category in relation to the importance of the supplier and/or items and services purchased;

3. The available time and resources.

The possible relationship between these factors can be graphically displayed as done in figure I-1.



Figure I-1: Possible cost-structure of a supplier selection process


Obviously, the assumption made in figure I-1 is that the costs of evaluating a criterion by means of deskresearch has the lowest cost (per supplier) while the costs of evaluating a proto-type are the highest. Before filling out table I-2 the order of magnitude of the costs of each evaluation-mode (i.e. desk-research, quotations etceteras) should be estimated. Or at least, an ordering could be made from least to most costly evaluation mode.

Appendix II – Flowcharts for each supplier selection decision strategy


In this appendix, we present four flow-chart-like manuals (one for each strategy) which may guide the purchaser in a detailed fashion through each step in the strategy chosen. We note that the flow-charts do not explicitly show the request for and evaluation of quotations. Quotations (as well as other means of gathering data for evaluating the suppliers) are dealt with in Appendix I. The flowcharts here refer to appendix I where appropriate. The figures II-1 to II-4 show the manuals in flow-chart form. 
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Figure II-1: Flowchart for the NTOO-strategy
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Figure II-2: Flowchart for the MR-strategy
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Figure II-3: Flowchart for the SR-routine strategy
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Figure II-4: Flowchart for the SR-strategic/bottleneck strategy

Appendix III – Detailed design of subcompartments in the toolbox


In the design of the toolbox in chapter VII most subcompartments contain several decision models. During the experiments several opportunities for a further grouping of these models within the subcompartments arose. In the figures III-1 to III-11 we show how such a more detailed design could be achieved. Inspired by the experiments we take the nature of the information available to the purchaser as the starting point for grouping the models although we recognise that other starting points could have been used. 


Contrary to the other subcompartments, the second subcompartments only contain a few decision models: Brainstorming, Rough Sets and ISM (see table 7.5). ISM and Rough Sets are used to analyse and reconsider (already existing and generated) sets of criteria, whereas Brainstorming is used for generating criteria. Therefore we have not grouped these decision models in several subgroups
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