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FOREWORD

The Economic and Social Council of the United Nations has recognized that
lack of information on industrial equipment is a major factor in slowing the
industrial growth of developing countries. Without accurate data on prices,
sources of supply, quality and performance of such equipment, buyers in
developing countries are not eble to get full value for their money. This
inability to get the proper retwm on their investment in turn affects their
industrial growth.

ECOSOC's concern over the difficulties the developing countries face in
purchasing industrial equipment at competitive prices on the world market led to
gg tollc)ming request to the Secretary Generel (E/4265, page 8, S5(a), Resolution

5 XLX):

"To study the feasibility of setting up, within the United Nations
Industrisl Development Organization or any other appropriate United
Nations body, an advisory service which could provide information to
developing countries on the source of supply, the cost and the quality
of equipment needed for their development."

In responge, the United Nations Induetrial Development Organization has taken
these steps:

-- Preliminery meetings have been held with officials »f a number of national
and international bodies engaged in financing and purchasing of indusvrial
equipment. Their purpose is to identify alternativs possibilities for
meeting the ECOSOC request. UNIDO plans to continue such consultations.

-~ A meeting of experts in the field of purchasing equipment, who also have
particular experience in the collection and vrocessing of data, has been
called for 20-24 November 1967.

-« UNIDO is continuing its efforts at advising developing countries on
equipment procurement within the Special Industrial Seivices programme,
and through UNDP's technical assistance projects in the field. Between
10 and 20 per cent of UNIDO's field activities involve projects to provide
assistance in the selection and procurement of industrial equipment.

~~ Plans are being made for the establishment of an advisory service on
industrial equipment, as part of the general industrial advisory and
reference functions to be assumed fully by UNIDO in 1968. 1In such a
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centre, UNIDO would make full use of information from specialized source
throughout the world. This would include the collectirn, analysis and
dissemination of data to supply managers in the developing countries who
presently do not have access to the kind and volume of information they
need. This paper deals with the additional types of services such a
centre could provide, and the methods and techniques that would make the
centre most valuable to supply managers in developing neations.

The purpose of this bacxground raper is to outline the importance of adequate
information to professional supply manegement in the developing nations, and to
suggest means of broadening the skills and knowledge of procurement and supply
personnel in those countries.

It deals specifically with possible methods of providing supply management
officers with professional assistance, training and information on supply sources,
with particular reference to the possibility of establishing a central,
international supply menagemer:t advisory service.

The emphasis throughout the paper is on the procurement of equipment, but the
principles outlined apply equally well to other types of purchases (e.g., raw '
materials, repair and maintenance supplies, and services).

Only highlights can be covered in a reper of this type and length. The paper
is by no means exhaustive and is intenced only to define the main points, which call
for further elcooration and discuseion.

Throughout the paper, the terms purchaaing, procurement, and supply management,
are used interchangeably.

Paul V. Farrell
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I. Importance of Supply Mansgement

Some idea of the potential importance of professional supply management to the
progress and growth of the developing nations can be gained by exsmination of the
position, responsibilities, and accouplishments of supply managers or procurement
officials in industrialized nations.

A large majority (67 per cent) of industrial corpanies in 39 countries
(excluding U. S.) spand more than 50 per cent of their income on purchased
equipment, meterials snd services. In 84 per cent of the compsnies, the purchasing
or supply depcrtment is responsible for determining and investigating possible
sources of supply for equipment. 1In 70 per cent of the cases, the supply
department makes the actual selection of the supplier from whom the equipment is
to be bought. (Source: Survey by Purchasing Intern:tionel Magazine, February
1966 - 200 replies).

Other surveys indicate that purchasing has a similar position and
responsibilities in the United States.

The contribution good purchesing can make to the success of a company can be
judged by these typical comments from company presidents g&rticipating in a recent
survey by the National Industrial Con erence Foerd (U. S.):

"ie believe that a doller saved iu purchasing goes directly and uninhibited
to the prosit column". - Cheirman of & steel company.

"purchasing is a service unit, but it elso has important profit-making
activities and its contributions at the management level should be many.
We will continue to see significant changes in procedures and techniques
to increese purchasing efisctiveness". - Chairmen of an electrical

company .

The success of procurement and supply organizations in the industriel nations
has been based on their:

-- Ability and authority to question requisitions from other departments and,
where applicable, to suggest alternative or substitute products or
materials.

-- Ability and authority to find, wherever possible, several alternatives,
competitive suppliers of a given product.

-- Ability end authority to analyze suppllers' prices and capabilities.

-- Ability and authority to negotiate contracts with suppliers.

It is assumed throughout this paper, that supply mansgers in the developing
nations, to be fully effective, would require the same kind of ability and
authority as outlined above.
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It is not difficult to draw s rough parallel between the situations in :he
developing and industrialized nations. A large part of the export earnings of less
developed netions must be spent on ejuipment and surplies purchased from other
countries. Without these purchases, the developing nations cannot nope to achieve
the industrialization and economic development they need to survive and arow.

Yet the developing nations are faced with a dilemma: prices of primary
products, which are their chief exports and source of foreign exchange, have not
kept pace with the increasing prices of manufactured productis, which are their
chief imports and for the purchage of which they must spend a “arge part of their
income.

It becomes clear then thet, if purchases from sbroad can be mede more
efficiently, i.e., at lower cost without sacrifice of quality or performance of
the equipment purchased, the developing countries will benefit.

Thus, supply managers are faced with the responsibility and opportunity to
make an important contribution to their national economies. The more they can do

to keep down the cost of imported products, the more capital they free for internal
development or additional purchases.

Cost reduction, hovever, is only one phase of the cycle of improvement that
scientific supply management gencirates. In seexing new sources of supply,
procurement departments stizulate competition, which in turn leads suppliere to do
more research and develop new and better products to hold their markets. Good
supply management is a very practical and efficient method of obtaining the
benefits of new technology for use in countries that previously did not have access
to them.

Good supply management plays a key part, not only in the industrialization of
the developing nations, but also in the growth of world tradc:

-= It locates sources for the capital goods needed to support
irdustrialization.

== It brings new technology into the industrialization process.

== It helps conserve export earnings by obtaining equipment at lower cost
than heretofore.

-- It stimulates the expansion of world trade as it helps its own country,
since trade grows most rapidly among nations where internal development is
moving at a fast rate.
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1I. Dmprovement of Supply Managers®' Skills and Techniques

Good supply menagement, like any other business function, is only as good as ]
the people who perform it. ‘ 1

In this section, we will deal generally with the basic personal, educational, %
and professional qualifications of the supply manager. We will also discusa some
of the techniques and systems that will help him perform his duties more ;
efficiently, particulardy with respect to the procurement of equipment.

Since he is entrusted with the expenditure of large amounts of money, the
supply manager must obviously be a person of integrity, analytical skill,
initiative and imagination. Because his work involves service to others in his
orgenization and negotiations with sales and management personnel of supplying
coupanies, he must be able to understand other persons' requirements, attitudes
and motives.

Educationally, he should have a strong business background and, wherever
possible, some technical training in the field in which he works. Ideally, he ‘
will be well grounded in such sublects as general economics, accounting principles,
business communications, cormercisl law, statistics, business organization and
management, marketing, sales forecasting, finance, warehousing and inventory
management, price policies, traffic and transportation, production planning and
control (particularly when he is werking in a manufacturing organization) and cost
accounting.

To carry out his specific procurement responsibility, the supply manager
should have:

-~ Wide knowledge of sources of supply, prices and availability of products;

-~ Knowledge of his own company's or organization's processes, equipment -
and ‘products;

Familiarity with the production and maintenance pf: $he produots he.duys,
and with’ theie:usesy

Understanding of the flow of uaterials, and the techniques of maintaining
records and controls;

-- Knowledge of other departments and their work, and of the relationship of
his department to theirs;

-~ Knowledge of company or organization policies and of purchasing policies.

Although traditionally the seller seeks out the buyer, modern supply
management requires aggressive research of supply sources on the part of the buyer.
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This would be particularly true in the ceveloping nations, where foreign producers
or equipment have not been able or willing to develop stles or merketing
organizations. Iccation and selection of compeient vendors is the keystone of
good supply management.

Even before exact specifications for & piece of equipment are established, the
supply manager should be told of the gener2l requirement. This will enable him to
begin immediately to search for possible supnly sources, and thus reduce the delay
that is involved in procescing a requisition.

For supply managers in the developing countries, access to publist.ed
information ci suppliers, their products, end their capabilities is of utmost
limportance because of the difficulty in making personal contact with a number of
supp_ier representstives. (The types of information avsilable to supply managers
are discrssed in Section III end possible methods of hancling the storage,
reirieval and distribution of the information thrcugh a central data service are
covered in Seciion V).

Before a cupplier ~an cuote on a piece of equipment, he must have a
description--a specification-- of the product needed. Soine iypes of eouipment are
mace to national, or even internat:-nsl standerds, end can be ordered accordingly.
These are few, however, and gentrally the buyer must either select sccording to
brand name and a spec!fic wrnufacturer’'s moiel number, or develop his own
specification. Develcoment o. sneczi:ications is generslly best done by a group
comprising representati—-es ol technicel or other depertmenis concerned, the supply
management department, ond ultinate users of the procduct.

Supply manegers generally prefer snecificaticns that give them a chance to
choose frem a number of suppliers for a given type of equipment. Specifications |
that deacribe the perfo-mence that is expected from the equipment are better than
those that describe every element in the machine down to the last detail.

Extremcly restrictive speeifications can defeat the purposes of good supply
management by forcing the purchase of a single brand of equipment; by excluding
suppliers whose normul stancards cannot meet the specifications at higher cost,
but whose equinrent might actuall;: be superior; by increasing a supplier's costs
(and therefore the price); by lengthening the engineering time needed to prepare
bids and to design special components; by endangerin; the benefit of a supplier's
warranty, since the equipment purchased may not be his standard product.

Even more than requests for bids, purchase orders for equipment, particularly
those sent to supnliers at great distances, must be carefully prepared. The
following check list, while not applicable to all types of purchases made by supply
managers of developing nations, could well serve as & guide for developing their
own procedure:

l. Have you specified the correct model number as shov. by the manufacturer?

2. Have you accurately spccified all performance features required?
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%. Do the specifications accurately describe the equipment as represented by
the manutacturer?

L. Are all variations or attachments to the standard product specified eand
included?

5. Have you specified that locel, stiate, or national requirements (such as
safety requirements) must be met?

6. Are you certain the supplier can meet the delivery date you specified?
Can he do better?

7. Have any other verbal or oral commitments been made by anyone in your
organization that ere not involved in the contract?

8. Have you stated that the vendor must supply you with copies of all
required drawings, parts lists and operators' manusls?

9. What provision has teen made Tor servicing the equipment?

10. I3 the guarantee on the equiprent suitable for your needs? Does it
provide moxiiw protection to your company againet all contingencies?

11. Are the hyérrulic. elecirical. mechanical, pneumatic, lubricant and
painting spe-ilications fully clarified?

12. Avce the shipping terms [ully specified?

13. Are you and tha supylier agreed on how the equipment will be shipped?
what cerriers will be used?

14. Have you specified any special type of packaging?

15. HKave stancarcized conirols been speciiied?

16. Are the instollation chargas and acceptence responsibilities fully
clarified?

17. Are you and the supplier fully asreed on inspection responsibilities end
procedures?

18. Are you fully agreed on terms of payment?

19. Has provision beer meade for cancellation of the contract at your optiont

Under what conditions end terms?

In respect to a2lmoat any of the points covered above, the supply manager in a
developing nation is in a much more difficult position than his counterpart in an
industrialized country. If, for example, the wrong piece of equipment is shipped
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because of inadequate deseription, or Yecause of supilicr misunderstanding or
carelessness, the tine lost and the ‘runsportuticn coss invoived in reetifying
the error could crippls & whole project.

The overnight serviece av-ilaila from uprliers or distributere in
industriclined countries is not common ir the cdevelorine countrics. ®so it must
clearly understood =t the sturt of negotiations hew prollens f se.vice, and
replacement parts, are to be handled.

Standardizeticn of classificz.tion and nomznclature shiould then be a
continuing matter of concern for the supply TENAGET. A prosremme for -Lteining
and develcping staondards on mackinery and equipment should be one of tle
rosponsitilities of o centrel advisory service of the type discuss2d in Section V.

Standnrdization Yas many bencfits for tnc supply man~rer. For exarylie, ease
in orderingy eliminetion ~f disputces with sup; liers over nemes, nunbers and
epecifications cf purchased ;roducts: better tvailability nnd quicker delivcries
of producte; brrader competition amon~ surrlicras recuction ir number of
expencive "special™ iteuss nere intorchangeability of rerte among 1Aiffcrent
machines prom;t ~voilatility of strvice, ~nd ¢vcn rure injportant, of replaceront
parts; rolanive zar o2 tr7ling —achine cerrtoras br ad.r varket for machines
that are no longer e ol o L ciul L owe weld wle wlore ws sur;, lus.

Date on ston'eriizatisn ore mv-ilails o meny arurces, and rarticularly
from goverrrienvcl zguncies snl ia*ustrinl nss ciations like the Araricin Standards
Institute and tre British Standirds Ins*:itute. aprondix “J" describes a directory
of standardization activitics that ave iopertrnt to cnjinecers, surply nana,,urs,
end specificati-n writars, M-ig volune, anil sinilar -nes icaued in otrer countries
shculd bo a baric pa=t ¢f any ceatr-i a.visory service library.

Terms onl endisina of saley, Dese cnctacr rrollem.  Individual suppliers
generally desile to rve a sals complotud n their ~wn standard ccntract terms,
whilo individuz1 cuatomers ¢omer2lly have their terus :nd conditions printed on
the acknowicdzement cupy of trc ordes. In o ti5aly iniustrinlized cconomy,
wiere long-time businces roia cionzkirs exist betwecn bHuyers and sellers, egree=
ment cn which sct of tesms will prevril ic not Sifiicult to re:

lisunlerstaniing may dcv:lop, however, wherc tlere is unfaniliarity with
trade customs, eithir un the wert of the supply umanzger »r on the pert of the
supplier unaccustomed to morketing in a develoring arsa,

Forral attempts to etundariize contract terms nnd conditions have been made
in industrinlized countries, but have not heen successul. Informally, however,
some apcroact to strndardizotion kas becn radc over the yeurs as the econumies
¢f the industrialized n~tions have become rore cocrdinated and business customs
and practices “avz become zccepted through 1:ng usage. One {crmnl rethol that
could be invesiigated by ~ny ceatrel advisory service esteblishod for suprply
managers of developing notions is the set of "™Guneral Conditicns" fur the
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Supply of Plant and Machinery for Exvort", prepared under the auspices of the
United Nations Econouic Commission for Europe in 1953. (See Appendix C). The
conditions set forth cover drawvings, packing, inspection and tests, risks,
delivery, payment, gusrantees, reiiels, linitation of damages, rights at
termination, arbitration and law applicable. A supplement covers price revision.
(Appendix D illustrates the cover of a 50-pege set of standard terms and conditions
used successfully by a mejor industrial company for equipment purchases).

Any expenditure of money must be carefully documentel, recorded, and
controlled. Following are tie basic forms and records needed in a supply
management departiment to attain those objectives. No attempt at elaborate ,
description of the forms and records, or the activities they are used in, has been {
made. It is sufficient to ssy at this point that a central advisory service should
have as one of its responsibilities the development of a2 standard framework on
which individuel supply menegers could design basic forms applicable to their own
operations. Guidance end assistance in the preparation of forms and procedures
could be provided in a basic purchasing manual, prepared by personnel of the
central advisor; group. (See below).

Bacic fcxrmi ¢

REQUISITION - Sets “u.o%h what 18 needed: nIo
specification, numbev ¢f item: neecded, time of 1:1
departments.

dvet desipnation, by number of
ivery, etec. Issued by operating

REQUEST FOR BID OR CUCTATICH - Sent to p-°Iective suppliers by purchasing
or supply lepartment. Ccwtelns same basie d:.2ii3 as carried on requisition,
including amendrents or changes suglested by nurchasing and approved by operating
departments.

ANALY“IS CF QUCINTTIONS GR ETDS - Licte individucl bids by suppliers for ready
compariscn by su ply (enarticnt.  Gives nipe o tidcer, dzte of bid, quantity
involved, unit pric:, sveciu. cha zers (e.:;., tonling), FOB voint, cesh discount
terms, delivery promfsed. Laver irdlcaves on this vorm which bidder is successful,
and lists rcascns for award of busizess i” it is made to other than the low bidder.

PURCTUASE CrD7R - Busic leral docwnent coomitiing company or organization to
purchage cf spacitie “roduct. Conteins ¢l in{orma*ion included on requisition
and request for juctacion, rlus any specisl aitachmc..-5 or ciianges made since need
originatec.

PURCHASE RECORD CARD - Carl maintained by purchasing department for each
class of item purchased, showing vendor, amourt purchased, delivery date, price
paid, etc.

STORFS RETORD CALD - Permancnt record of parchases anc receipts for stores
department. Shows auount ordered, date, -~mount received, tmount on hand, etec.

FOLLOW-UP OR EXPEDITING FORIS - Letters, cards or other forms of inquiry sent

to suppliers to determine progress mede on orders - probable date of delivery,
reagons for any delay, etc. '
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RECEIVINC REPORT - Record of what has been received from supplier against a
glven order--date of receipt, amount received, location of material after receipt.

SHORTAGE OR DAMAGE REPORT - Supplement to receiving report--used as a basis for
complaint to supplier.

As a supply department grows and assumes more responsibilities, as it becomes
more deeply involved in policies and procedures, the more use it has for a
purchasing manual. A purchasing manual can: clearly define the scope and
authority of the cepartment; explain purchasing policies to other departments, and
in sore instances to suppliers; standardize departmental organization and
procedures; describe the duties and responsitilities of department personnel;
scrve as a means of training new employees; provide detaileg instructions on how
to purchase certain types of equipuwent and supplies.

It would be difficult and probably wasteful of time and effort for most of the
supply managers in developing companies to atterrt to develop elaberate procurement
manuals similer to those used in large companies in the industrislized netions.
However, many supply managers already have simple manuals, or the beginnings of
manuale in the form of a collection of policy statements, departmental instructions,
and memoranda.

A central advisory group could parform an outstanding service for supply
managers in developing netions by providing suggestions on format and content of
manuals, instructions on how to write manuals, and sample or illustrative pages
frou manuals produced by establighed compenies. (Samples of such manuals could be
obtained from the companies concerned, or from professional purchasing
publications).

General procurenent manuels should contain a statement of policy outlining
the supply department's authority and indicating that top mrnagement endorses the
spirit and contents of the manual. From these general principles the manual can
proceed to discuss §pecific purchasing activities: who determines the need for
material to be purchasec; who decides on th:e quantity and quality required; who
has the authority to requisition materials; the relationship between purchasing
and other cepartments. Job descriptions, outlining duties and responsibilities of
department heads, buyers, etc., should also be included. (Sample pages from
industrial company manuals, including & typical job description, are in Appendix A
and Appendixo:g.

A manual should include details on organization and procedures. This section
would list the specific duties of the supply depa:tment, (ncluding such subjects as
buying, expediting, checking of invoices, and reporting to mansgement. The section
on procedures should include instructions on handling of various forms (see list
above). Samples or illustrations of forms should be shown whenever possible.

Once a general manual has been developed, the supply manager. or the central
supply management advisory service, should consider developing a specialized manuali
for equipment buyers. In pwrchases of large, complex and expensive equipment, it
is practically impossible for even the most experienced buyer to consider all
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elements that must be incluced in negotiations.

Manuals of this type used in industrial compenies ganerally cover four main
subjects; general equirment buying rolicies and procedu.es; commercial
consideraticns in equipuent buying; contractval cleuses; and buyers' check lists.

The policies and procecures section covers the authority of'the purchasing
agent as the sole negotiator for equipment; the use of curpetitive bidding in
developing supply Sources; and the evalustion of bids.

The section on commercial cons'derctions supplies the buyer with specific
material on such subjects as advance and progress pryments (when they are allowed
and to what extent), handling of claims for equipment damage. and loss, deviation
from standard purchase order terms, escalction, letters or intent, pricing methods,
etc.,

The section on contractual informati~n includes sample parngraphs, which can be
modified easily and included in specific contracts. The clauses, which should be
drafted only with the help of the legal department, usually :elste to varranty,
safety requirements, inspection, creting, patent protection and infringement, etc.

Check lists for buyers, similar to the one described earlier in this section,
are an essential part of any uanual. The 1ists not only assist the buyer in

preparing requests for bids and purchase orders, but can also be used as a check
on his performance.

The possibility of developing specialized manuals dealing with individual
classes of equipment is indiceted in a UNIDO Aide-Memoizs, prepared in connection
with an Expert Group meeting on the selection or equipment for the textile industry |
in developing countries (scheduled ror Vienna, 23-28 October 1967). ;

The Aide-Memoire points out that The First Interregional Workshop on Textile
Industries in DeveIopins Countries, issued the following recommendations:

That the United Nations Centre for Industrial Development meet with a

group of textile machinery experts with a view to formulating a set of
guidelines on the selection of textile machinery.

It also includes various selection c:iteria for cotton spinning and weaving
equipment to be discussed at the meeting, such as desirable characteristics for

product flexibility, space, naintenance, spare parts (inventories), equipment
compatability, etc.

The report of the Expert Group Meeting should provide an exc:llent basis for
investigating the feasibility of writing specialized equipment procurement menuals. ;
It is to be expected, however, that development of a general equipment purchasging
manuel would be a more appropriate immediate project for a central advisory service



III. Sources of Informetion for Supply Managers

As mentioned earlier, the fundemental responsibility of a supply manager is
to locate competent, competitive sources of supply for the equipment neeced for
his o.ganization. In injustrislized nations, the most useful sources of
information for locating and relecting suppliers of equipment are the salesmen
who call on the companies. But other sowces are also impo:rtant: respondents to
the Purchasing Internationel Magazine survey, nreviously referred to, mentioned
the following as most important, after salesmen's calls:

Manufacturers' catalogues
Industrial Directories
Professional and trade journals

As noted, supply manogers in developing countries have fewer opportunities to see
sales representatives in person than do “heir counterparts in industrialized
nations. So It follows logically that the information sources listed above assume
even more impcrtance for trem.

Ideally, then, each sunply manager ‘n the developing countries should try to
build his own inloraation livrery conteining individual ccapeny catalogues, trade
directories firom s8ll the industrial nations, enc¢ copies of professional and trade
Journals relating to tne fieid of supply managerent and to particular types of
products.

Because of the remendous volume of catalogues, directories, etc., issued every
year, this would be a practical impossitility for the average supply manager. A
practical solution would be io collect these publications at a central point, and
Provide for $he distribution of necessary information to individual supply nanagers
upon reauest. Suggestions on how this central data file could be set up are listed
in Section V. Cetalozues, porticularly, vould have to be collected and maintained
centrally, because of the enormous problems faced by the average supply department
in finding the space to house the thousends of publications available, and in
finding the time and manpower to obtain the necessmiy catslogues, index them and
keep them up to dete.

Ideally, machinery classifications and nomenclature used in industrial
directories should e standardized to simplify selection and avoid misunderstandings
and errors. Informal discussions with publishers of such directories in
industrielized nations, however, indicate that such a goal is not easily attainable.
Because oi the competitive nature of the publishing industry, individual companies
sy away from cooperative ventures of this sort. They prefer, at this point, to
enphssize their differences, rather than their similarities, with competitive
publications.

Revertheless, standardization of classification in directories and catalogues
should be a continuing objective once an advisory service has been establighed.
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It could, indeed, be one o the important nrogrammes o such a service. Efforts
should be made, with the ascistence of otficisls in th2 variovs economic groupings
in Europe and Letin Anerica, to vr_scade Dublizhers crf na.iranl icertoring to
correlate and standaraize the information in thejr brbiicetions, so {1at it ccn be
understood and used at least in the regional areas vkat the vericus trade ang
economic groups represeat. Initially, those efforis e Wd be direcied towerd
standerd layout and presentation. Moves towavg storiarazzation cf cliwscifications
would lorizally follmw.

It wculd be well to mention at this point, some of the other sources of
information available to supply manage:'s;:

TRADE DIRLCTORI;S - Airost ¢ery industriai:zed nation Las at least one trade
directory that lists ranufacturers ard their rrocucts. Typical examp.es:

Privredni Pregled Adresar FTJ - Comnlete trade directory of Yugoslavia, in
five lanpuages--Seros Croat, glisn, Trexch, Carman axd Greek.

BDI Geggl Supplies - Official exmort register of the Fedaretion of German
Industries. 70, 000 industrial items » indexed in four languagzes.

Cenadien Trade Index - More than 12,000 manufacturers listed alphabetically,
geographically and by products.

Conover-Mast Purchasing Directory - Complete listing of U. 8. manufacturers of
industri Products, completaly cross-referenced by company name, address and :
telephone number, trade nomes, and products produced.

Nordisk Hendelskalender - 100,000 names covering 1,500 lines of business and
groups of goods in Denmark, Finland, Iceland, Norway and Sweden. A commodity 1ndex_'

i8 in English, with section headings in the language of each country, English and
German.

Two specialized diréctories that should be available to anyone dealing in
world markets are:

Internationrl Yellow Paces - A guide to buyers and sellers all over the world
M

by product classification. (Published by Pan-Terra Directories, Inc., New York),
and:

World Trade Telex Directorv - 86,000 listings, classified by .rade groups and

countries, and alphabetical cross-reference, listing teletyping enterprises on all
five continents with postal address, codes, telex numbers, etec.

(S;e Aprendix E for additional partial listings or directories and similar
sources).

Supply managers should also avail themselves of the information and
opportunities presented by trading companies in various countries. Products of the




Soviet Union, for example, are sold through foreign trade organizations such as
Techmashexport, which handles & broad range of products from puaps and
compressors to machinery for sewing end shoe factories; Tractoriexport, which
deals in agricultural ang road-building wachines ang related equipment, and
Avtoexport, which handles passenger cars, buses, dump trucks, etc. There are
approximately 40 such organizations handling U.5.S.R. exports and imports.

Similarly, Technoimpex is the foreign trade campany of Hungary responsible
for marketing machine tools; Elektrim is the Polish foreign trade company for
electrical equipnent; and Stalexport is the foreign trade enterprise for export
of steel products made in Poland.

Japenese trading companies, like Mitsui and Comparny, provide =& complete
buying service for customers. They will seek out suppliers of needed products
not only in Japan, but also in other countries, and supervise the transaction from
contract negotiations to delivery of the goods to the buyer. This includes all
services involved in the movement oI goods, such as custcms clearances,
obtaining proper permits, covering import-expor: duties, marine insurance, etc.

ECOSOC Resolution 1183(XLX) called for the provision of cost information,
a8 well as product information, by e centr:l advisnry service.

Cost or price information on equinment is of great importance to the supply
manager, particularly in ceveloning nations, but it appears at this time that the
development of an organized body of infovmation on Prices should be a long-range
ratiher than an immediate objective of such a service. Realistically, a central
service shculd concentrate first on the availaopility of supply, since the final
pPrice on a particular plece of eouipment is not negotiated until both customer
and supplier hzve come to terms on special accessories to the equipment, method
of shipping, discounts for - olume purciescs, and several other factors. Simply
compiling list piices fiom catalogues is only a beginning.

In addition, accurate information on industriel prices is difficult to
obtain at this time. In this connection, the following comments from an article
in Finance ang Develoawent (Merch 1966), a publication of the International

Monetary'rund, and the International Besnk for Reconstruction and Development, are
Pertinent:

There will be the usual objections that there are so many difficulties in
interpreting Price quotations that it is better not to publish them. But
whenever important Projects are proposed in any country, a considerable effort
has to be made to establish the internstional prices against which domestic
broduction ccsts will have to ve zeasured. This effort has to be duplicated in
hany countries, by many institutions, on meny different occasions. With the
Pace and breadth of industrialization bound to accelerate over the years ahead,
would it not be useful to establish a regular price-reporting service for the
fore standardized manufactured goods that move in international trade?"
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A start on such an effort had indeed already been made in recent work done
the (private) National Pureau of Economic Research in New York. (See the NBER'
study, Measuring International Price Competitiveness: A Preliminary Report,
Occasional Paper No. 94, by I. B. Kravis, R. E. Lipsey, and P. J. Bourique, KNew
York, 1965, 37 pp.).

The time is ripe to build on these beginnings. T.e resulting information
would help businessmen Judge their absolute advantage (how their costs compare
vith the delivered cost of imports) and would help development agencies judge th
vital matter of comperative advantage, i.e., discovering the direction in which
;;tioml resources should be pushed to move the country up to higher levels of

ving.
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Iv. rov. S Y Menagement through Education

Training is a continuous process in all successful procurement or supply
management departments. The necessity for edvcating and training new personnel is
obvious, but even for experienced and competent supply management there ig
considerable benefit from o continuing programme of training. (An outline of the
subjects covered in a typical purchasing training prcgramme conducted by en
industrial company is shown in the Appendix).

The greatest impetus for specialized training and education over and beyond
the programmes inst:tuted by coapanies themselves, has come from purchasing
associations in the industrializegd natiouns. Independently, and in conjunction
with local universities, organizations like the National Association of Purchasing
Agents (USA); +the Institute of Purchasing and Supply (UK); the Materialg
Management Institute of Japan, and various other national associations have
sponsored inr:merable Drogrammes, both fundamentel and advanced, in supply
management .

Purchasing or supply menagers in developing nations can benefit from the
experience of these organizations in several wa:'s;

By requesting advice and assistance from one or several of the meny
associations now in existence (sze Appencix G)- Purchasing executives

in many countries have been notably generovs in meking available to others
in the profession training materials, literature and general information
on education.

By enrolling, whenever possible, in association or university courses in
supply management, when such courses are opened to other than members of the
assccistions sponsoring them.

By forming, with the advice and agsistance of established organizations,
their own procurement or supply management associations. A group of Africe,
supply” manegers, for example, has already taken steps to form such an
agsoclation, after having followed an eight-month course of study in
pProcurement and supply management in the United States. The group has
already ccarerred with leaders of the National Association of Purchasing
Agents on how to implement the plan.

Suppl; management training on a broader, more international scale, under the
sponsorship and control of a central advisor orgenization, is a project worthy of
serious consideration. Such = programme might be patterned after that conducted
by the Afro-American Purchasing Centre, Inc., a private, non-profit corporation
which acts as & purchesing agency for African governments and quasi-public
institutions, and trains employees in modern procurement techniques that will
€nable them to buy effectively in international markets. The following excerpt
from an AAPC brochure describes the progremme in general:
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"The basic eight-month training course offered by the AAPC begins with
nine weeks, or the equivalent of 12 credit hours at a major university. :
In this grose, studeats cover such subjects cs international trade, relations i
and procedures, inventory control, supply management, negotiation and contract ]

administration, transportation and packagingz, and purchasing procedures and
practices.

"The classroom education is followed by prectical on-the-job training
at AAPC h2adquarters in New Ycrk. Participants actually handle the purchase
of items through the entire procurement cycle, starting with the preparation
of specifications, solicitation of bids, negotiation with suppliers,
placement or orders, arrangement of transportation end shipping, and ending
with the pesyment of invoices and freight bills.

"An important phas. )f the on-the-job training programme is in the
trainees' visits to various types of business organizetions. In addition to
observirg manufacturing operations, they study efficient industrial and
governmental purchasing departments at first hand. They also visit and

consult with the personnel of benks, transportation companies and commodity
exchanges."

Regardless of the type of training programme undertaken, supply managers
have a wide variety of educational aids and services available to them.

The leading purchasing associations will sell, at nominal cost, many pamphlets, |
booklets and film strips that can be used in intra-compeny, association, or
university educational programmes. Among the publications available from the
National Association of Purchasing Agents (US), for example, are the following:

Bibliography of Industrial Purchasing; Basic Steps in Value Analysis;
Evaluation of Supplier Performence; Inventory Management of Purchased Materials;
Standardization Manual; Training Purchasing Department Personnel.

NAPA also offers a number of visual aids--slides, film strips and motion
pictures--on various purchasing subjects.

The number of books on purchesing and supply management continues to grow each i
year. Supply managers in either developing or industrialized nations should have §
at least a copy of the Purchasing Hendbook (published by McGraw-Hill) and one good f
textbook in their personal libraries. Any cent=-al advisory service for .supply i
mansgere should have several copies of the books 1listed in Appendix I for reference
and for loan to supply menagers using the service. ‘

Purchasing publications (megazines, journals, etc.) are an excellent source of
prectical information and educationsl material. In sone cases, supply managers
mi 't wish to subscribe to one or more of the mogazines listed in Appendix G,
d ' vite the fact that the editorial materiasl is generally limited to descriptions
of rclatively sophisticated purchasing departments (and subscriptions are ostly).
In any case, a central informmetion agency should efinitely subscribe to tne
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pudblications, maintein back copies, ard distribute copies of specific articles
on request,

Specjal Note: A comprehensive revie: of educutional programmes conducted by
the purchasing associations in the International Federation of
Purchasing (membership of which is listed in Anpendix G) is
available from IFP, X0 Fleet St., London E.C. 4, England.
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V. Organization of Ceniral Advisor
and Information Service

The primery function or an wivisory service on ‘he procurement of industrial
equipment, shculd be to collect and disseminate info.ma.ion on the worldwide
availability of such equipment. A secondary functisn should be to provide supply
managcors with acssistance and information on rrocurenent and supply techniques,
edministrative prolleus, end supvly manageuent education.

Since the groat bulk of information on surplier precducts and specifications

comes from the suppliers themselves in the form of trade catalogues and bulletins,

& definite atep~by~step progrirr. vould have %0 “e undertaken to dcvelop a basic
cataloguc library. 1In outiine, tle p=ocedure would be as follows:

l. Determine the products - or product tyres - which surply managers in
developing countries most likely woul? want information. There are literally
thousande of product classifisat:ong tast oy eventrally he covered by such a
service, but the initial listing wiil be celatively primitive and incomplete,
and limited to rathex generel clussificctions - €.8¢y compressors, eluctrical

equipment, matertals handling equipment, Pumps, machine tools, vehicles,
welding equipment, etec.,

2. Solicit pencral cctalogues direcily from suppliers ‘o use as the
foundation for a catalogue librriy, Identification of suppliers of types of
equipment, their names, and addresses wouid be obtained from national directories
(see Appendix E for tyrical Airectorivs) or from dovernmental trading organ~
izations, rs outlinid in Section III,

In a few cases, combined catalogues = i.e., a bound collection of catalogues
relating to specific industries, or t:pes of prcducts - are available. (See

Appendix I for a description of a computerized catologuc of hospi$al equipment
end eupplies.)

Similar volumes, published in various Eurorpean countries, cover such
product classifications as railwany equiprent, scientific supplies, etec. Catalogue
collections of this type are indispencable in the litrary of a Caniral procure-
went infoimaiion service. Tre ceniral service would have as ore of its objectives,
of couree, the ccllection of and listing ¢f inaividual supnlier catalogues.
Already oxisting collections cf the type dzecribed, however, may be used to -
supplement such lictings, and in g : easea eliminatc the necessity for them,

3. Decide on & classification systcm for orderly orrangement of the
multitude of catalogues that will ultimntely b¢ carried in the litrary. Classi-
fication systems used by industria) company livrariens vary widely. The simplest
18 to file the catolognues alphateiically ty supplier name, then index esach one
on & supplier's name card, and o commodity cr product reference card. Thetse
caris (genernlly 3" x 5") are riled alphebetically in separate ca»d files, The
nare eard would earry, in addition to the vender's name, the genera. sutject
metter covered in the catalogue, and the vendor's catalogue identification (for
clear identification in correspondence vith the vendor)., Mhe commodity or

product reforence card carries the /uneral claesification (e.g., transformers)

and the names of suppliers who hzve s¢nt in catalogues relating to that type of
product.
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This simple approzch has been usoed successfully in companies that have
between 3,700 and 5,000 cetalogues in their librarios. Storage apace for that

numder of catalcgucs is relatively easy to obtain, and the library can be
maintained by one person, even on o part time basis,

The accumuletion of many mcre thousande of publications - which would be
inevitabdble undor the propcsed centrelization of information - would present a
number of problems. Classifications would have to be continually refined to
cover the many variations in products. Space requircments would grow rapidly.
(Product, catalogues available from Just one company in the international
market, Westinghouse Intornationgl, £111 several six-foot bookshelves). The
increasing sizo and complexity of the lidrary would require more personnel,
including eventually, professional librarieans. Existing catalogues would have
to be reviewed regularly to see that additicnel pages, changes, revisions, eto.,
were properly filed and obsolete or ocutdated catalcgues removed.

Meanwhile, professional, experienced supply manegement personnel would be
required to analyze and interpret requests for information from procurcment
departments of countries using the service., If the volume uf requests continued
to grow, the volume of correspondence would grow accordingly - possibly to
unmanageable proportions, unless n system of duplicating catalogue pages rapidly
#erc installed. Translation of the matcrial on these peges from the suppliers
language into the language of the supply manager requesting the information
would prescnt a major problem. Similerly, converting non-metric spccifications
into metric equivalents would call for a great expeniiture of time and effort.

How repidly these problems would arise depands, of courss, on how soon the
contralized data service becams popular among supply managers. Veanwhilo,
sutometed systems of informetion handling - particularly suited to supplier
catalogues - are being developed, refined ond widoly used.

4 typical autcmated systom, Visual Search Microfilm File, involves repro-
ducing supplier catalogue pages on microfilm. Literrlly, thousands of catalogues
can be stored on film cartridges that ocoupy only a few feet of storage space -
as compared to the rows of shelvus that the original cataloguos would require.

Personal secking product data 8imply insert the microfilm cartridge in a
viewing machine. A few simple adjustments onable them to see z number of
enlarged catalogue pages, from competing suppliors, side by side. The machine
produces duplicate copios of the data’ needed, which can then be sent to the
supply manager intercsted in the data.

The supplier of the system keeps the catalogues up to date by sending
customers of the service regular revision filmings. The comprehensive index,
provided by the supplier, is also revised regularly. The supplier uses a

computer to store, classify and organize the information that is provided on
the microfilm,
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VSMF and suppliers of eimilar systems and equipment are moving into the
internetional merket. They esiablish the clessification system, which can then
be used throughout the world. At rresent, VSWF is in use in U.S., Japan, and
the United Kingdom. Plans are being made for expansion into the Seandinavien,
German and French markets.

The mejor limitation on the system at present, as far as a central data
servi-3 is concermed, is that suppliers must nay to hove their catalogues
included in the system. This would necessarily limit the number of supplier
names that would be aveilable. There is some indication that the policy may
change and permit free listing in the nenr future.

The fcregoing discussion is defini tely not intended as a recommendation of
any specific automated information handling system. It was presented in detail
simply to indicate how acvancing technology in data handling may overcome the
problems inherent in devi.loping an internaticnal catalogue libdary.

Use of the Buyer's Guide to Machinery (published by the Organization for
Economic Cooperation and Devciopment, 1962) should be of great value in the
initial stages of setting up 2 pricurcment advisory center.

As pointed out earlier, just the simple act of requesting catalogues frou
every manufacturer of hundreds of tyres of equipment would be an enormous
task, assuming their addresscs wore already known. The Buyer's Guide simplifies
this task by making avnilable in one blace names and addrasses of associations
of manufacturers of mr.chinery, equipment and metal manufacturers in Europe,
United States and Canada,

48 the Guide pointa out, the associations listed do not neceesarily
include ell the manufacturers of a particular type of equipment. However,
many of thom will provide membership lists to qualified buyers (or such procure-
ment-advisory agencies as the propcscd centre), and in some cases will notify
their mambership of business inquiries from other countries.

The guide further points out thot clthough the associations do not act
as conmoreial agents, they will provide buyers with information on delivery
poesibilitics. is a procurement advisory centre developed, such information
would be particularly useful for dissemination on a regular basis to supply
manegers in developing countries to assist them in their planning.

The associations are also a good source for much of the reference material
necded in an adviscry centres catalgues, directories, and technioal reviews,

Expansion oi the guide to include associations or agencies in countries
other than thoso listed could be onc of the important early pProjects of service
centre personnsl. The additional compilaticn would not present extraordinary
problems, and would result in the most comprehensive guide of its kind,
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There ere a’number of :ddditionel-gervices o senttal advisory bureau oould
prcvide for surply managers in developing countrice. These suggestions are based
on the discussion earlier in this papery of the supply manager's needn in respect
to skills and techniques, information ornd education.

Administrative service - Procurezent expe:xts in a central bureau could
preparc sample manuals, forms ang checklists, as desciibed cerlier. In addition
to providing information on suprliers, they ccuid recommend changes or simpli-
fication of srecifications. They could cdvise buyers cn cppertunities to buy
standerd rether than siecial equipment - equipment that woulcd give the performe
ance desirod, but at a lewer cost. (See discussion of standardization),

Fducational service - 4 central bureau could establish and maintain a
complete litrary of purchasing literature, not only for reference purpcses, but
for eirculatisn to suprly managers. This would include nct only all the standard
textbooks, but pamphlets,  bulletins and sther material prepared by associations
or independent publishurs,

The bureau, aftcr some oxperionce with the needs of people using the sorvioe,
could originate its cwn instrue ddoncl metericl (e.g., on such subjecte as
international trode customs, lcgaul aspecis »r internationnl buying, inventory
control, etc.) and disseminote it. This meterial could be pranired by staff
members or by arrangencnt with consultonts.

A particularly good example of an educaticnel bulletin is the Management
a1d Newslettsr, "Pointors on Iaw Materials Inv.ntory Control™, shown in Appendix I.
The bulletin, issued by the Small Business idministratioi of the U.S. Department
of Commerce, covcrs the besic prircirles of varicus business subjects, and
provide further references for reasers who want additional information,

& system for revicwing nurchasing publications, and duplicating and distri-
buting pertinent articles could be etzblished.

Contrel staff personnel could act as liaison between supply managers in
developing countrizs and purchasing associatiuns in industrial nations in
respect to suprly management education.

The central office could publish a regular nev.slstter for supply managers,
giving news of rccent develupments, listing courses open, and pussibly including
lists of surpius equipment other supply managers heve avrilablc for sale or
exchange.

Plans could be made immediately for the developrment of a training centre,
similar to that described in Seotion IV,
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APPENDIX A

Samplc pages from e purchasing manual prepered
for internal usc oy a majcr indusirial company.

10N ] - tiong, Orzanizeticn oend Responsidbilit

-~

§:.1=) The general functions of the Purchasing Department are as follows:

== Supervising the sysiem fur requisitioning
supplies and services.,

~~ Procuring these supplies and services.

== Storing and issuing those supplies.

— Disposal of surplus or scrap material and

The above functions are def

equipment.

by the branchee of the Purchasing Departuent.

a. System of Reguiaitionigg:

This department supervises the system of requisitioning
all supplies, prorerty, equipment and other purchased
items or services. Fortis and procedures are prescribed

to assure necessary review and approval and to give the
quickest possible sorvice.

b. Procurement s

All commitmente to buy or contract for goods or
scrvices are made by this department. The Purchasing
Department alone has the authcrity to commit the
Company to moke surc thot Conmr: policies and over-all
best interests arv adhered to. (This function does not
include employment or traffic matters.)

C. Storag and_Issue

Receipt of goods and materials is handled at one
peint to provide necdel control. Storing of* "genersl
items"™ used on a continuing basis and . . ., .

ined briefly ae follows, and are performed
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SECTIUN IV - Bnsic Principles

PART B - MAKING THE DECISION 70 PURCHASE
MM

4=1 Fretors Weished

Each jurchase is o scrarate deeision. Deciding which ia "the best
source of supply" invelves waighing these facters:

8e
be
Ce
d.
€.

f.

e

h.

i.

Price -
Important, dut only one factor in severzl,

Quality -

Brand names are helpful in selecting quality, but nre not
cuntrolling. Buyers must check carcfully for actual quality.

Deliveg -

Time eni arrancurente are ivjcrtont,.

Past »erformonce by ventor -

Gool pnst scrvice and reliability are very important factors.

Time elemert =

Speed nay be the primary facter &t times.

Scrvice -

Servicing ~f equipaent moy be a controlling fretor in some
purchascs.

R cip reeity -

We shoull try to buy from those who buy fron us when possidle,

Distribution SIrOong vendors -

We try to build up at least 3 reliable sources of sup;.ly for
cach item, by placing volumc crders where possible.

Qtemte snceifdications -

Bach buyer should check the possibility of changes or substi-
tutions to get equal velue at lower cost.

Each buyer should be able to cxplain his prccurement decisicns in terms of the
above factors and Company policies.
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SECTION V - I“entification of materials

PQEZ 4 = MATERIAL IDWNTIFICATION NUMEERING SYSTaM
8, 5-3 Purpose

Matericls of any type (c¢xeopt raw materiels) used by the various
department must be identif:ed by sorc means, so thuir cost can be properly
charged, an? sc they can be requisitioned nnd kept track of. For these
reasons, a ratler elaborat: coding aystem is use’, esince the tyres of items are
numercus. The code number used is oalisd "KACC control number", and is assigned
according tu several breakdomne. Nurlers are assimmel fors

c. Storec Items
be Capital Spare Ports
¢« R & M Snceial Order Items

8. 5~¢

S8ince the cost of Special Orler items other than R & M is charged
directly to the using departzent, no meterial identificaion code is given thom.

8, 55 Besic Code Groups

The accounting code number 350 is used Company-wide to indicate stores
itoms. This cocde applies to the abcve three greurs.  (The accounting code 329
aprlies to other Special Order items. hiso, othe» accounting codes are used for

Taw materinls — gee Accounting Unit.) & further coding within the 350 code
identifies the three Aroups.

a. Specigl Order Items (R & M)

The code number "90" jg assigned to these
items at Ruvensw:.cd., To facilitate TAB

use . fthe code, tris is referred to as
code "Qv,
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LPPENDIT B

Job Description fer a
SFNICR DRUYER

Position Objective

Reporting to the Purchreing hcent, provide a supcrvis:ry level for
conducting purchasiny cctivities fcr an essigned group. T. negotiate for ond
purchare items requiring extcnaive buying =nd/or technicel exjerience.

Gencral Reggonsihilities

1.

2.

3.

4.

Respcnsible fer rurcharing anl reccipt cf meterizls with resrect

to requizition2d itums within ore or nore of tle felloviing commodity
groupst offirc supriics ani equipmenty »l2nt supplies and petroleum
rroductss to-ls an? machinecrye v12stics, glaey, rubber and scft guodss
electricel anc electr.nic g ~ds* ncchznieal &ods onl systensg
furnishin~e and etructuress miil rietclsy firgings and castingsg
chomicals eni finishas huriveres »nl researca and Jeveloprent
project ma'oriale. Resncnsible for the work of personnel assignaed

to assist, rlan, 2asigm, instruct, co-crdinate enl review their

worke.

Is empoweed to exacuta purchese crders fur raw materinls, purchased
rerts anl suprlies vith a limitztion of 8 10,000.00 ;er single orders
rcview and arirove purchase oriors initicted by subordinate porsonnal.
Vicrever rrssidle, combine riouisitione to minimize prper work pro-
cedures ani “evelon "hlorket crder” pis~emznt to obtain maxdimum
ceoncuie wdvantares,

Screen ond cacign rojuisitions Tor purchere in accordance with
commlexity or procurenent and aspecialized technicszl abilities
requiredy un'ertake the rrocurerent of items requiring a high
desgree of buying kuowledze and extensive co-crdination with
bwring r2roonnel.

Subject to instructions by manaemcnt; purcl.ase itens requiring
negrtintizn of non-standard terms and conditions; rurchase iters
requiring rouvicion of purchase requisiticns to tnke adventoge of
quantity cr delivery disccuntsy determine selection of venior when
rrice and delivery variants -ernnd wide experience cr manasement
co-ordination for their dutorrinatisng expelite monufeciurc or
delivery of items within cssigned corrclity group in situations
critical to production.
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Assurz that advantages of corpeiitive bicdinz are realiged by
iesuing bid invitetions *u rotentic) vend.orss seluct vendor after
review of sucl factors es rrice, quclity, guantities, past delivery
rerforuance, disccunts, sonformance to spccifications anc purchasing
policies.

Review vendor items rejecied by Receiving Inspecticn anl/or Factory
Engineerings when requircc end pcssible agsign responribility to
vendor or company for reworl: or ciare: chargesy rascticte such
charges with vendcry cercclleti~n of Lurckasc crders or contracts
with vend.rs and arrange for return of rejeoted m-tericls to vendors.

Arrange for interviews and contracis rnd particirate in conferences
between vendcrs cnd enginecring, tooling and producticn personnel.

Train subordinate perasonnel in the rothods of rerfcrming the
purchasing function for the purpose of promating orgenizational
depth within the Purchasing Departrent.

Prarcre statist®cal infomation for Commodity Group Buying efforts
and submit tc Purclhasing agent for evaluztion and ultimate use in
"Reports to Mancgement".

He will endeavor to promcte positive thirking and leadership
through personul contact with his suhcrdinates and aseociates.
hlsc encourapge 2 high desree of extra effcrt which will assure
success for the individual and ultimate gain for the Company «
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Table of Contcnis as presented on the cover pawe of
a 30 pa> set of Storinrd Terms an? Cornditisns veing
arplied by & Lejor industrial corpany in purchasing.

Crnditicn

le
2'0
3.
4'0
56
6.
1.
8.
9
10.

11,
12.
13,
14.
15’0
16,

17.
18,
19,
20,
i
22.
2 3'.
24,
25,
26.
4

Attachrente
1.

2.
3.
4.

Title

Derinition

Fixed ani firn total contract price

Co-ordination

Drawings and iz2nunls

]bli\h‘;l‘}'

Risk of loss

Freight chargos

Titls end title warranty

Warranty agninst defects

Warranties »f mercuantablility anl fitnees
sor e specific purposa

Port .-rence warrenty

E:lc of joyment

CGencerel indounity

ratent incrinpericnt indemnity

Insur:nce

sivisory instrllcaticn, check sut and start
up scrvice

Insraction and »ejuction

Sete~of?

Chenges to agrecment of sale

Termination

Pexrite and licer.ses

&prlicabl~ low

Force rajeure

Taxes

Non-exercise cf rights or privileges by buyer

Succeasion and asaisnnent

Notice of ehipment

Sellurs' or countractors' btlanket insurance
orrtificates.

Perforrance warranty

Mode of payment

ingurance flcater
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LIST OF SELRCIED ™l DIRECTORIES

Bottin Intornational (Pz.ris) ~ An futorruiiavol pe Wgter covering 1000
- - L] + = ’ =
kinds of tiadc ang Wusiresg, i incl i nemes, riimes -¢s, and
products of 25C,000 ranuleclux.rs.

Buropa Year Buck (Lordor ) = A wo=1d surver end lireetry of all eruntries
and rrirciral internationcl crgenizaticnas,

International Dircetirr of Frirs cal Thibiticns (Athens) - Detrils of
1900 events ach»dau’ed 4c trke 2.e2e in 31 countiies duriig the couing year.

Mzrconi's Intsrnational Rorister - Alphat-iical list L megistered firrs of
the world Laving in‘ernation-l conticts,

Refarence Rook for Verld Tradcrs (Queone Vilirge, H.Y., U.S.A,) -
Looseleaf service with ronthly amendaoents. Lisis foreiaq trale

information sources, market reaearch ormanizatiuns, adve.tiaing agencies,
banks, custons brokers, freirht forwarders, et~.

Swedish Expert Directory (Stockholm)
Thomas's Register cf Americen Manu®acturers (Fow Y-rk)

Trade Directories of the .crid (Publisred by Croner Publications, Queens Village,
N.Y.) Corrlete detsi-s on menufacturcrs' and suppliers' lists trom all
countries,

Overseas Directoriec (Publishin; and Distributing Cc., London) = Complete
listing of trade directcries of many countries.

Sweets Manufacturing Engineering Catalcg File (New York) = Found collection
of mamdfacturers' product cztalcgs, asseribled and indexed Ly product
categories - including machine toole, accesscrics, attachments, tooling,
cutting tools, keating, welding, etc.
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APPENDIX F
TYPICAL TRAINING CCURSE OUTLINE FOR SUPPLY FANAGEMENT PFRSONNTL

Introduction
1. Responsibdilities and ohjactives of supply management

a. Prceurament

be Supplior developnent

¢. Cost reduction

d. Analysis

e, Serap and surplus dispoeal

f. Stefl advice ani assistance

8. Intogretion >f procurement with other departments

2. SBuprly manapgement orgonizaticn

3. The procurcrent cycle

a. Rocelpt of requisition

b Inquiries and qu:tations

6s Placin: the rler

de Projazoticn of the rurchuse oriler
e. Distributi-n of the -urch~se ordur
f. Mling

& Expediting or frllowe=up

Policios ond Prvcedures in detail
1. The rcquisition

a. Definition >f recuircrerts
e O Tin

¢ authorization

A. Ty;es

2+ The purchase -rder

8. BEssential informaticn

b. Pinoneicl cornitment

6. Conditions and ‘erms of ealoe and Durchase
d. 4ickncwled ments

3. 8election of sources

a. 8ingle scurces

b, Competitive bidding

¢. Locel sources

do Type of suppliers (distridutor or manufacturer)

4, Anmnlysis of supplier

a, Reliability
b, Ability to mcet specifications and quality requirements
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o. Service
d. Price

Analysis of quality

8. Standaris and specifications
b. Scmples and toate

L 4
Analysis of corvice

a. 8ales scriice
be Delivery
¢. Product service and warranties

Price “etermination

&, Inquiries nni quotations
b. Published price data

c. Negotintions

d. Unprice! orders

Pactors affecting price

as Industry prices

bs Discounts

¢s Terms of payment

d. Shipping points

@. Cancellation charges

References

a. Catalops

be Directories

¢. Trade Journals
Relations with surpliers

a. Interviewing
b Ethicoe

Duplicating and filing
Holps for the buyer

& Buyer's cards
Y.  Commodity files
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Coding and statistios
Surplier address bock

13 Service cuntracts

14.

15.

16.

17.

18.

19.

Conatruction contracts
a. 8pecial forms
b. Essential information
6. 3pecial clausaes
de Insurance
3+ Bonds and liens
Sale of scrap anc surplus material
a. Metheis of disposition
be Invitations to bigd
ce Belecticnes of dealers
Expediting or Follow=uj
&« Purpose
be Total or sslective follow=up
6. Techninues
d. PFollow-up file
€. Relatin to other departments (o
f. Relation to supplier
ge Outside expediting
Stores
&. Jiatarial disburseoment
be. Record keeping
¢. Order points
Inventory eontrol
as Turnover
b. Eooncmic order quantity
Receiving and inspecotion
&. Function of inspection
b. Inspecticn ani rejecti: n
6. Receiving reports
legal insurance
&« Iurchese order as a contrrot
be. Warrenties

IDM.G.61

«&+ production)
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s ¢« Indemnity ang insurance
d. Penelty clauses
®. Patents ani licenses

21, Transportation

R A

“e Rate cnalysis

22. Types of rroducts =nd zaterials bought

( Sub-contracting,

wechinery end equiprent, stecl,
motors and turbi gr

hes, castines, etc,
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INTERNATIONAL FEDER.TION oF PURCHLSING
KEMBERSHIP ROSTER
Officers
Chairman } Vice~Presiicnt
Mr. P&iﬂley Bomy (N-AOPQAo) Ur. GQOTQQ W. Baker ('QA.P.AO)
£resident . Vice~Pregident
Mr. H.F. Them01n (COCOA.A.FO) Dr. G. Wehling (BQI.E.)
Vice-President Vice~President ‘
&n2 lreesurer Ur. Nobuo Noda (JeM.M.4,)

Mr, 4lan 8, Colston (PoOo:&o)

Becx_gtm Genera; Vioce- 8ident

¥r. John R. Blinech M¥r. Murray Tyler (A.P.0.4,)

EhsurEsasa.

AUFTRALIA  (Austrelian Purchasing Officers! Assceiation)

Senior Delegnte: Mr. Murrgy Tyler

Ahustralizn Purchasing Officers! Association
3roughton House

181, Clareice Street
8yiney, N +S.¥.y Lustralia

EBLoIu: (Assoeintd on Belre 328 Chefs d'ipprovisionnemont )
Senicr D:legate: Konelcur ¥, Landenne
48 Ruc Llbert de Cuyck
licge, Bolsiunm

CANADA (Cana'ien Lssociaticn of Purchasing 4sents)

Senior Irlesnte: Mr. I. Keith Hsedonald
¢/o Texaco Exploraticn Company
P.0. Box 3333
Calgary, Alberta, Canedp

ID04MD (Suozcn Ost opizllik8icen Yadistys)

Senior Delepates Mr. R, Ilvagviita
¢/o Reuma=Repola Oy
Snellraninkaty 13
Helsinki, Minlena
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FRANCE (Compagnie des Chefs d'ipprovisionnement et Acheteurs
de F‘rance)

Senior Delegate: lonsieur H. Dreyfus
Ingenieur-en-Chef, Service des arprovisionnement
S. N. C. F.
100 Avenue de Suffren
Paris 15, France

FRANCE (Association pour le Perfectionnement des Achats dans les
Services Publics)

Senioy Delegete: Nonsieur J, Boupr
President, aeP.4.8.P,
9, Rues Crnix-des-petits-Champa
Paris 1, France

GERMANY (Bundesvertana Industrieller Finkauf v.)

Senior Delegate: Dr. G, Yekling :
Bundesverbanq Industriclier Einkauf Ev,
600 Frenkfurt-~an-Yzin/sua
Waidmannatrngse 25, Germany

GREAT BRIT (Institute of Purchzcsing and Suprly)
Senior Dclegates  Xr, 4.S. Colston
Kodak Lta.
Wezldgstone

Harrow, liddlesex, En~land

INDIA (Fational Asecciation of Purchesing Executives)

Senior Delegate: M-, P.K. Falit
19, Union Park
Pali Hill
Borbay 52, India

ISRARL (Israel Purchasing 0ficers Association)

Senior Delogates Mr. J. Tesur
Isracl Purchasing Officers Association
3, Beth Hakerem Street
Jerusalen, Icrre]

JATAN Vapan Materinls Management Assceintion)

Senior Delegate: Mr, Nobuo Noda
Japan Materials Menagement dssociation
Terashima Building
=1 Hon-cho, Nihonbaahi, Chuo=ku
Tokyo, Japan
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XEW _ZEALAND (Purchasing Oficcrs Associaticn)

Senior Delngatcs My, R. XeSrorran
33 Wil:inson ioad
Ellerslie
Aucklan?, Few Zerland

THE RETHEILANDS (Nederlancse Vereniging voor Irksop-Efficiency)

Senior Delegate: Mr, C. Jobee
Troelstralaan 37 11
Utrecht, Holland

NCRWAY (Norsk Innk jgpslederfortund )

Senicr Delegate:r 1M, K. Stovnsborg
iktieselsl:apot Union
Pcstihoks 409
Oslo, Ncrway

SWEDEN (Svensir Inkorsicdares Porening)
Senior Delegnte: I, GeIl. Bermgviet

Velhilling tan 18
Vasterns, Swo'en

SWITZERLAND (Union Suisse “es dohet.ours)

Senior Delegnte: I, J. Schmil
Union Suisee des Acheteurs
Tostfach 525
Scl:effhiuscn, Switzerlend

U.8.4. (Mation-. Lesccintirn or Purchasing Agentis)

3enior Delegate.  Ir, G.%W. Boker
Tho Fort ~f New York Authority
111 Eighth ivenue
Kew York, Neu York 10011, U.s.a.

m- (Naticnal lnstitute cf Governmental Purchreing, Inc.)

Senior Delegatet Iir. Albert He Hall
Executiva Vice Fresident
National Institute of Governmental Purchasing, Inc,
1001 Connecticut 4Avenue, N.W,
Vaskington, D.C. 20036, U.S.A.
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MAGAZINZS PUBLISIED BY VARIOUS PURCHASING ASSOCIATIONS
(Monthly unless ctherwise sprcified)

ing Journel - Institute of Purckasing and Supply (Encland)
N.A.P.h. Bulletin (Weekly) and Journal of Furchesing (Quarterly) - USA
Acheteurs - Frence
Innkigp - Norway
Srizai-Kanri - Japan
Ink8p - Sweden
Inkoop - Hclland
Cenadian Purchescr - Canale
Australian Purcarsing - Austrilia
Materials Managerent .Tcuwna: - India

Several indepenlent purchasing magrzines are alsc pubiished.
Among thenm ares

Purchesinz Ve rzine - Ylew York

PuroLasin~ Veeck - New Ycrk
MWodarn Purchkasing - Torcnto

The Purcheeing Ament's Bookshelf, o listirs and complete doseription of

116 educa*ional ails, including books, parphlets, and records, is published

by the Niagara Frontier Purchaser, 802 Kenmcre Avenue, Buffulo, New York
14216, U8\, at $1.50 a copy.
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LEADING TEXTBOOKS 0 SUFILY L NAGEZENT AND RCLATED SUBJECTS

Aljian, G.F. ~ Purchasin: Hanii--k (¥eGraw-Hi11)
Armer, Dean 8. - Materiols Eenacerent (Iswin) (2lac av=ilatle in French)
Ensland, W.B, « Irocurercent: Princizles rni Cases (Irwin)

Heinritz, S.7., an2 Fzrrell, F.V, - Purchasing, Principles an? Aprlications
(Prentice=-Hall) (also avrilabie in French anc Spanish)

Ritterekary, iLbbctt, and ihvens - Iurckasing fcr Zducational
Instituticns (Ccluzdia University)

Westing, J.H., znd Fine, I.V. - Induatrinl rurckasing (Viley)

Lee and Doetler - Purckasing and Meterials laneecens (ZicGraW-Rill)
Boaia publisted under auspices cf Institute of Purchesing and Surply
(formerly Purchasing Cfficers asscciatizn), Londons

Fractic:-l furchasing Iretiems in Large Develnpment

Purchasinz f-r St:ck - Feter S0ily

Orerntions Research apriisd to Purchasing
and Stores Protlems - R.%. Bevans

Purchasinz in Inlustry cni Putlie
Jndartakings - Kay

Purchasing an? Surply Yonogezent - P,J.H. Baily
Sterage an2 Zontrel of Stock - 4. Yorrison

Glossary -f rurchasing of Supplies kanagerent Terms =
H.X. Compten

Rump~Degelman ~ Hemdbuck der Linkaufeleituns (Munich)









