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JABS

Relationships: The challenges of DIS

» to plan more effectively and jointly for the
long term embracing the vision of Through
Life Capability Management

 to work jointly to foster better
understanding of each others objectives
and business processes

 to promote the use of partnering
behaviours ... to encourage trust,
openness, transparency and
communication.

2lst
century

suppw

Defence Industrial Strategy
Defence White Paper
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Relationships:

supply
chains

Supply Chain 21 Contury

Action Plan launched Implementation Guide launched

supported by 19 founding supported by 185 signatories
signatories

modernise business relationships
* Inspire a greater entrepreneurial spirit

 deliver competitive customer solutions
to sustain profitable business growth
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NS Why is SC21 necessary? 3

= i - S 2lst

e, SC21 will help suppliers .ggggluyry
work together to:

A

* modernise business
relationships

* Improve communications
and collaboration

* increase efficiency and
simplicity

* [ncrease innovation

* remove duplication and
hence reduce costs

chains

L
current situation: .]

« disconnected, fragmented
supply base

* business relationships
are often poor

« great deal of waste and
duplication (ie auditing)

 the interests of different
parties are not aligned
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-
ADO focus on

1. accreditation:

need to remove
repetition, and
unnecessary
duplication

SC21

2. development and
performance:

need increased
efficiency and
remove waste

new business culture

relationships

ES 2lst
century
supply

. relationships:

need for better
end-to-end
communication
and collaborative
planning
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\amn | »
ADO Supply Chain

2lst
century
supply
chains

Relationships Code of Practice

» establishes a set of guiding principles
that promote the highest standard of
supply chain relationships throughout the
extended enterprise.

e promotes the creation of an environment
in which teams understand and work
towards their shared objectives whilst still
meeting their individual targets
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A‘ ' S pIy Chain Relationships Code 23
O ractlce

= supply
Key principles chains

« creating an environment that fosters co-operation, openness, and
sharing of information is key to developing trust and enabling joint
performance improvement

* successful commercial relationships are built on being open, honest,
frank and fair

« driving a lean management culture and sharing best practice for the
benefit of the whole value chain

 delivering integrated supply solutions in the most cost effective way

 all business is conducted in a principled manner with the highest
degree of personal and business integrity
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Relationship Measurement
Matrix (RMM)
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chains

the highest standard of relationship management will be
achieved through a structured engagement process
involving all relevant functions with regular reviews at
operational and strategic levels
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Understand
T Customer’s l
[ ) Perception
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e,

*n Relations
BS

internal/external facilitation
use workshop and/or RMM to
focus on issues/ concerns
impacting the business
relationship and manage the
improvement action plan

relationship decision model

hip Management
Review

=

S 2lst
century

supply
chains

external facilitation
structured relationship

]

risk —»

demanding

leading edge technologies or
processes
point to point interfaces

strategic

high value
volatile
critical to business

management process using
strategic relationships
/kworkshops, tools & technique

internal facilitation

use RMM to measure status
of relationship and recognise
areas for improvement

N\ |

stable

established programmes

limited interfaces

scope to optimise
interactions

complex

multiple interfaces &
stakeholders
differing agendas

N

f internal/external facilitation
use workshop and/or rmm to
recognise issues barriers &

opportunities to be managed

as part of a relationship

T

number of interfaces ——

improvement plan

the scope and scale of the relationship management review process will be determined
by the maturity and complexity of the relationship
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NS

the aim of the workshop is to:
v'challenge the traditional methods
prevalent today

v’ explore ways of managing the supply
chain relationships

v’ capture best practice examples and

determine how they can be deployed in
your own organisation

facilitated workshop

Workshop
process deployment

2lst
century

supply
chains

How to get started?

v

Discuss CoP and share between Customer and Supplier

v

Decide & Agree the desired relationship

4/\»

Inter-dependant Relationship Arms length Relationship

TN |
/

Intervention Options
RMM

Measure

Transact Business

SCRIA LITE
Workshop
Action Plan

Strategic SCRIA
Insights
Workshop
Action Plan
Embed and sustain
Measure and Review

Relationship -{-»

Action Plan X

concentrates on uncovering the barriers to excellence and establishing strategies for

improvement

strategic relationships process

provides an in-depth analysis of the relationship: challenging existing practices, reviewing
best practice and exploring tools for relationship development and improvement
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n’\ Using the
Relati hip M ¥ t Matri
- elationship Measurement Matrix oot
A ( R M M ) century
supply
chains
» Understand
Supplier's
Perception
Define Understand Cormaie
relationship and agree Perceptions Gap Analysis
to be assessed pritarig p
- Understand
Customer’s v
Perception
After Agreed Where are Discuss &
Time we now? RMM Questionnaire Capture
Issues
Produce / Agree the Agree
OF:;%?Q - update action To-Be Consensus
plan Target Position

LN =

o O

the relationship to be assessed is defined and the scope agreed between the parties
the RMM questionnaire is completed by Stakeholders in both organisations
questionnaires are consolidated and material is produced to support the workshop
workshop is held to recognise current status (issues, opportunities & barriers) and agree
where improvement is required

Relationship Management Plan (RMP) is agreed and reviewed quarterly

stakeholder assessment is repeated and RMP is updated as appropriate
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Using the NS

\am
Al_b Relationship Measurement Matrix

2lst
century

supply
chains

e e B e o each stakeholder completes a questionnaire, detailing
2 PN ey ey g = supporting evidence, and returns it to the facilitator
® — i2] Eile Edit View Insert Format Tools Data Window Help Type aguestion for help > - & X
HIRNE=A= RENI NN el < WP =N agm -
ETE—TTOT the facilitator consolidates all the responses
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7 @ 2 |
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e e i

standard charts are automatically
generated to support both
general and focused workshop
discussions

B
£

oAl © N vl o
tions )\ RMM Data Analysis { 0.and 1 Analysis { Gap Analysis / Relationship Status Chart /CUS1 /CUS2 ,(ct)sa,?f( >
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E Microsoft Excel - RMM Questionnaire PiP Example.xls
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* identify priorities
» improvement plan focuses on 6-8 objectives
« monitor progress during regular supplier reviews
» measure achievement after agreed period

update plan to reflect changes and add new actions
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