
 

SUPPLIER MANAGEMENT TRAINING IN THE PHILIPPINES 

SUPPLIER TO STRATEGIC PARTNER 

Practical Supplier Management for Supplier Selection, Qualification, Onboarding, 

Performance Measurement, Scorecards, Relationship Management, Risk, Corrective 

Action, Development, Cost, Quality, Delivery, and Continuous Improvement 
 

This program is strategically developed for organizations searching for Supplier Management Training in the Philippines, 

Training on Supplier Management Training in the Philippines, Managing Suppliers Training in the Philippines, and 

Training on Managing Suppliers in the Philippines. 

 

Organizations depend on suppliers for: 

• Raw materials; 

• equipment; 

• products; 

• spare parts; 

• logistics; 

• technology; 

• professional services; 

• outsourced processes; 

• facilities; 

• manpower-related services; 

• maintenance; 

• packaging; 

• other critical inputs. 

 

Yet many organizations manage suppliers primarily when something goes wrong. 

 

A supplier is contacted when: 

Delivery is late. 

Quality failed. 

The price increased. 

Documents are incomplete. 

The customer is already complaining. 

Production is about to stop. 

An urgent requirement was not fulfilled. 

Nobody is responding. 

 

This is reactive supplier management. 

 

Effective supplier management begins much earlier and continues throughout the supplier lifecycle: 

Define Requirements 

↓ 

Segment Suppliers 

↓ 

Prequalify 

↓ 



 
Evaluate 

↓ 

Select 

↓ 

Onboard 

↓ 

Establish Expectations 

↓ 

Measure Performance 

↓ 

Review 

↓ 

Correct 

↓ 

Develop 

↓ 

Manage Risk 

↓ 

Renew, Rationalize, or Exit 

 

Strong supplier management asks more than: 

“Did the supplier deliver?” 

 

It also asks: 

Did they deliver the right quantity? 

At the right quality? 

At the agreed time? 

At the right cost? 

With the required documentation? 

At the expected service level? 

How quickly do they respond when something goes wrong? 

Are their risks threatening our operations? 

Are they improving? 

Should we deepen, maintain, reduce, or terminate the relationship? 

 

Supplier to Strategic Partner: Supplier Management Training in the Philippines equips Procurement, Purchasing, Supply 

Chain, Operations, Quality, Logistics, Finance, Engineering, and other supplier-facing professionals with a practical system for 

managing suppliers from qualification through performance, development, risk management, and relationship decisions. 

 

The program introduces the proprietary MSS S.U.P.P.L.I.E.R.™ Supplier Management Framework: 

• S — Specify Supplier Requirements, Standards, Segments, and Strategic Importance 

• U — Understand Supplier Capability, Market Conditions, Dependencies, and Risks 

• P — Prequalify, Evaluate, Select, and Properly Onboard Suppliers 

• P — Perform Supplier Measurement Through Key Performance Indicators, Scorecards, and Reviews 

• L — Lead Supplier Relationships, Communication, Governance, and Accountability 

• I — Improve Supplier Quality, Cost, Delivery, Service, Capability, and Innovation 

• E — Escalate Issues, Execute Corrective Actions, and Establish Risk and Continuity Responses 

• R — Review, Renew, Rationalize, Reward, Develop, or Replace Supplier Relationships 



 
 

The supplier-management cycle becomes: 

Specify → Understand → Prequalify → Measure → Lead → Improve → Escalate → Review 

 

Following MSS Corporation's EnterTRAINment methodology, approximately 30% of the program consists of concise 

facilitator input, demonstrations, facilitated discussion, and synthesis, while approximately 70% consists of supplier 

segmentation, qualification exercises, supplier-evaluation cases, scorecard development, performance-review 

simulations, corrective-action scenarios, supplier-risk analysis, negotiation and relationship situations, and practical 

workplace application. 

 

 

TRAINING OVERVIEW 
 

Organizations sometimes devote substantial effort to selecting suppliers but very little effort to managing them afterward. 

 

The sequence becomes: 

Request Quotations 

↓ 

Choose Supplier 

↓ 

Issue Purchase Order 

↓ 

Hope Everything Goes Well 

 

This creates avoidable risk. 

 

A supplier may originally look attractive because of: 

• Low price; 

• strong presentation; 

• established reputation; 

• impressive references; 

• available capacity. 

 

But supplier performance is ultimately experienced through actual: 

• Quality; 

• delivery; 

• responsiveness; 

• lead time; 

• service; 

• compliance; 

• problem resolution; 

• cost; 

• reliability. 

 

Supplier management therefore requires a balance among several objectives. 

 

 



 
Cost 

Are we receiving commercial value? 

 

Quality 

Are goods or services meeting requirements? 

 

Delivery 

Are commitments completed when required? 

 

Service 

Is the supplier responsive and easy to work with? 

 

Compliance 

Are contractual, documentary, legal, technical, and organizational requirements met? 

 

Risk 

Could this supplier disrupt operations? 

 

Improvement 

Is performance getting better or deteriorating? 

 

Relationship 

How strategically important is this supplier? 

 

The objective of this Training on Supplier Management Training in the Philippines is to move participants from informal, 

personality-driven supplier management toward: 

Evidence-Based + Performance-Driven + Risk-Aware + Relationship-Appropriate Supplier Management 

 

 

TRAINING GOAL 
 

To equip participants with the practical knowledge, supplier-management tools, performance measures, relationship-

management techniques, risk disciplines, corrective-action processes, and decision-making practices required to select, 

govern, measure, improve, develop, and appropriately manage suppliers throughout the supplier lifecycle. 

 

 

TRAINING OBJECTIVES 
 

By the end of the program, participants should be able to: 

1. Explain the strategic and operational importance of supplier management; 

2. Differentiate supplier management, supplier relationship management, sourcing, procurement, purchasing, and 

vendor administration; 

3. Apply the MSS S.U.P.P.L.I.E.R.™ Supplier Management Framework; 

4. Understand the complete supplier lifecycle; 

5. Recognize that suppliers should not all be managed identically; 

6. Segment suppliers according to criticality, value, risk, dependency, and strategic importance; 

7. Define supplier requirements and performance expectations clearly; 



 
8. Differentiate mandatory supplier requirements from desirable requirements; 

9. Identify supplier-selection criteria; 

10. Develop a Supplier Prequalification Checklist; 

11. Evaluate supplier technical, commercial, operational, financial, service, and compliance capability; 

12. Use weighted supplier-evaluation criteria appropriately; 

13. Recognize common supplier-selection biases; 

14. Avoid selecting suppliers based primarily on lowest price; 

15. Understand Total Cost considerations at a practical level; 

16. Establish supplier onboarding requirements; 

17. Clarify supplier responsibilities and service expectations; 

18. Establish appropriate communication and escalation channels; 

19. Identify Supplier Key Performance Indicators; 

20. Develop supplier performance scorecards; 

21. Measure supplier quality; 

22. Measure supplier delivery performance; 

23. Measure supplier service and responsiveness; 

24. Monitor commercial performance; 

25. Assess documentation and compliance performance; 

26. Use On-Time In-Full and other relevant supply measures appropriately; 

27. Differentiate isolated incidents from recurring supplier-performance patterns; 

28. Conduct structured supplier performance reviews; 

29. Present performance evidence objectively; 

30. Identify root causes behind supplier-performance gaps; 

31. Develop Supplier Corrective Action Plans; 

32. Establish owners, actions, deadlines, and evidence of closure; 

33. Escalate supplier issues appropriately; 

34. Differentiate transactional suppliers from strategically important suppliers; 

35. Strengthen supplier relationships without compromising accountability; 

36. Communicate expectations and concerns professionally; 

37. Manage difficult supplier conversations; 

38. Recognize supplier-dependency risks; 

39. Assess supply continuity risk; 

40. Identify single-source and concentration risks; 

41. Develop appropriate mitigation actions; 

42. Support supplier development where commercially justified; 

43. Identify opportunities for supplier-led improvement and innovation; 

44. Determine whether suppliers should be retained, developed, rationalized, suspended, or replaced; 

45. Establish a practical supplier-management cadence; 

46. Use supplier-performance data for management decisions; and 

47. Develop a 30-, 60-, or 90-day Supplier Management Improvement Plan. 

 

 

 

 

 

 

 

 



 

 

LEARNING DOMAINS ADDRESSED 
 

Cognitive Domain 

Participants strengthen their understanding of supplier segmentation, qualification, evaluation, performance measures, 

scorecards, risk, supplier relationships, corrective action, supplier development, and supplier decision-making. 

 

Affective Domain 

Participants strengthen objectivity, commercial awareness, accountability, fairness, professionalism, partnership orientation, 

risk awareness, and willingness to address supplier problems based on evidence rather than emotion. 

 

Psychomotor and Behavioral Domain 

Participants practice supplier segmentation, evaluation, scorecard design, performance reviews, difficult supplier 

conversations, corrective actions, supplier-risk assessment, escalation, and supplier-development planning. 

 

 

FROM POINT A TO POINT B 
 

Point A: Before the Training 

 

Participants may: 

• Treat all suppliers similarly; 

• choose suppliers mainly based on lowest price; 

• use unclear supplier requirements; 

• conduct limited supplier due diligence; 

• rely on reputation instead of evidence; 

• onboard suppliers informally; 

• communicate expectations verbally; 

• evaluate suppliers only when contracts expire; 

• rely heavily on subjective supplier impressions; 

• say a supplier is “good” or “bad” without measurable evidence; 

• monitor only delivery; 

• ignore quality trends; 

• overlook responsiveness; 

• tolerate recurring problems; 

• repeatedly follow up without corrective action; 

• escalate emotionally; 

• threaten to replace suppliers without alternatives; 

• allow suppliers to blame logistics, production, customers, or other departments indefinitely; 

• accept corrective actions without checking effectiveness; 

• focus heavily on price while ignoring Total Cost; 

• become overly dependent on one supplier; 

• fail to recognize single-source risk; 

• conduct supplier meetings without scorecards; 

• continue renewing weak suppliers because replacing them feels difficult; 

• or maintain too many suppliers without strategic reason. 

 



 
Point B: After the Training 

 

Participants should be better able to: 

• Segment suppliers; 

• define requirements clearly; 

• prequalify systematically; 

• evaluate using objective criteria; 

• balance price with other value factors; 

• onboard suppliers properly; 

• establish performance expectations; 

• develop scorecards; 

• measure quality, delivery, cost, service, and compliance; 

• identify performance trends; 

• conduct evidence-based reviews; 

• address poor supplier performance; 

• establish corrective actions; 

• escalate appropriately; 

• manage supplier relationships professionally; 

• identify supply risks; 

• improve supplier capability; 

• reduce unnecessary supplier dependency; 

• make stronger renewal or replacement decisions; 

• and manage suppliers as an ongoing business process. 

 

 

ORGANIZATIONAL CHALLENGES ADDRESSED 
 

This Managing Suppliers Training in the Philippines may help organizations address: 

• Recurring late deliveries; 

• poor supplier quality; 

• supplier complaints from internal users; 

• production disruption; 

• stockouts caused by supplier delays; 

• high supplier defect rates; 

• suppliers failing documentation requirements; 

• inconsistent supplier service; 

• poor response time; 

• purchasing based primarily on price; 

• weak supplier accreditation; 

• unclear supplier-selection standards; 

• inconsistent supplier evaluation; 

• departments using different supplier criteria; 

• contracts being renewed automatically; 

• suppliers receiving little performance feedback; 

• supplier meetings lacking evidence; 

• corrective actions not being completed; 

• supplier risk not being assessed; 



 
• single-source dependency; 

• overdependence on critical suppliers; 

• too many suppliers; 

• supplier disputes; 

• poor collaboration between Procurement and internal stakeholders; 

• Procurement teams wanting stronger supplier-management capability; 

• organizations establishing supplier scorecards; 

• organizations professionalizing procurement governance; 

• organizations pursuing cost, quality, delivery, and resilience improvements. 

 

 

WHAT IS SUPPLIER MANAGEMENT? 
 

Supplier Management is the structured process of: 

• Selecting; 

• qualifying; 

• onboarding; 

• governing; 

• measuring; 

• communicating with; 

• developing; 

• correcting; 

• reviewing; 

• managing risks associated with; 

• and making decisions about suppliers. 

 

Its purpose is to ensure that suppliers consistently support organizational requirements involving: 

Quality + Cost + Delivery + Service + Compliance + Risk + Continuous Improvement 

 

 

SUPPLIER MANAGEMENT VERSUS PURCHASING 
 

Purchasing 

Primarily concerns acquiring goods and services through activities such as: 

• Requisitions; 

• quotations; 

• Purchase Orders; 

• coordination; 

• receipt; 

• payment-related documentation. 

 

Supplier Management 

Continues after the purchase. 

 

It asks: 

How well is the supplier performing over time? 

 



 
Purchasing may initiate the transaction. 

 

Supplier Management governs the relationship and performance. 

 

 

SUPPLIER MANAGEMENT VERSUS PROCUREMENT 
 

Procurement 

Can encompass: 

• Requirements planning; 

• sourcing; 

• supplier selection; 

• negotiation; 

• contracting; 

• purchasing; 

• supplier management. 

 

Supplier Management is therefore generally one important component of the broader procurement discipline. 

 

 

SUPPLIER MANAGEMENT VERSUS SUPPLIER RELATIONSHIP MANAGEMENT 
 

Supplier Relationship Management typically places stronger emphasis on: 

• Collaboration; 

• strategic suppliers; 

• mutual value; 

• innovation; 

• executive relationships; 

• long-term development. 

 

Supplier Management is broader and can apply to: 

• Strategic suppliers; 

• leverage suppliers; 

• routine suppliers; 

• transactional suppliers; 

• service providers. 

 

Not every supplier requires intensive relationship management. 

 

 

SUPPLIER VERSUS VENDOR 
 

Organizations sometimes use supplier and vendor interchangeably. 

 

Some companies differentiate: 

Supplier 

A party providing goods, materials, components, services, or resources that may form part of ongoing operations. 



 
 

Vendor 

A party selling particular goods or services, sometimes in a more transactional relationship. 

 

Terminology varies. 

 

The training can use the client's preferred terminology. 

 

 

THE SUPPLIER LIFECYCLE 
 

A practical supplier lifecycle is: 

Requirement 

↓ 

Supplier Search 

↓ 

Prequalification 

↓ 

Evaluation 

↓ 

Selection 

↓ 

Commercial Agreement 

↓ 

Onboarding 

↓ 

Performance 

↓ 

Review 

↓ 

Correct / Develop 

↓ 

Renew / Rationalize / Replace 

 

Supplier management therefore extends far beyond: 

“Request quotation → issue Purchase Order.” 

 

 

THE MSS S.U.P.P.L.I.E.R.™ SUPPLIER MANAGEMENT FRAMEWORK 
 

S — SPECIFY SUPPLIER REQUIREMENTS, STANDARDS, SEGMENTS, AND STRATEGIC 

IMPORTANCE 

 
Effective supplier management starts with knowing: 

What exactly do we require from the supplier? 

 

 



 

 

SUPPLIER REQUIREMENTS 
 

Requirements may involve: 

• Product specifications; 

• service scope; 

• quality; 

• quantity; 

• capacity; 

• delivery; 

• lead time; 

• location; 

• technology; 

• certification; 

• documentation; 

• insurance; 

• financial capacity; 

• service response; 

• sustainability requirements; 

• information security; 

• regulatory compliance; 

• other organizational requirements. 

 

 

MANDATORY VERSUS DESIRABLE CRITERIA 
 

Mandatory 

Failure means supplier cannot qualify. 

 

Desirable 

Adds comparative value but is not necessarily required. 

 

This prevents teams from treating every criterion equally. 

 

 

SUPPLIER SEGMENTATION 
 

Not all suppliers deserve the same level of attention. 

 

A simple segmentation may consider: 

 

Business Impact 

 

And 

 

Supply Risk 

 



 
Possible categories may include: 

 

Strategic / Critical Suppliers 

High business impact and/or high dependency. 

 

Important / Leverage Suppliers 

Significant spend or business importance with sourcing alternatives. 

 

Bottleneck Suppliers 

Lower spend but high disruption risk. 

 

Routine Suppliers 

Low strategic impact and relatively easy substitution. 

 

The organization may use its own segmentation terminology. 

 

 

WHY SEGMENT SUPPLIERS? 
 

Without segmentation, Procurement may spend: 

Two hours reviewing an office-supplies supplier 

 

And 

 

Fifteen minutes reviewing a supplier that can stop production. 

 

Management intensity should reflect business impact. 

 

 

SUPPLIER CRITICALITY 
 

Consider: 

• Spend; 

• operational impact; 

• product importance; 

• customer impact; 

• substitutability; 

• lead time; 

• dependency; 

• switching difficulty; 

• supply risk. 

 

 

 

 

 

 



 

 

U — UNDERSTAND SUPPLIER CAPABILITY, MARKET CONDITIONS, DEPENDENCIES, AND RISKS 
 

A supplier may appear capable on paper. 

 

Supplier-management professionals need deeper understanding. 

 

 

SUPPLIER CAPABILITY 
 

Possible assessment areas include: 

 

Technical Capability 

Can the supplier meet specifications? 

 

Capacity 

Can the supplier meet required volume? 

 

Quality 

Are controls sufficient? 

 

Delivery 

Can timing requirements be met? 

 

Financial Capability 

Can the supplier sustain operations? 

 

Management Capability 

Are systems and leadership reliable? 

 

Service 

Can the supplier respond effectively? 

 

Compliance 

Can required organizational and regulatory standards be met? 

 

 

SUPPLY MARKET UNDERSTANDING 
 

Supplier management should consider: 

• Number of available suppliers; 

• switching cost; 

• market capacity; 

• raw-material trends; 

• geography; 

• lead times; 

• competition for supply; 



 
• barriers to entry; 

• price volatility. 

 

The more constrained the supply market, the greater the need for proactive supplier management. 

 

 

SUPPLIER DEPENDENCY 
 

Ask: 

How dependent are we on this supplier? 

 

Then: 

How dependent is the supplier on us? 

 

 

These can influence: 

• Relationship dynamics; 

• negotiation; 

• risk; 

• continuity planning. 

 

 

SINGLE-SOURCE RISK 
 

A single source may exist because of: 

• Technology; 

• intellectual property; 

• quality; 

• customer requirement; 

• tooling; 

• geographic limitations; 

• supplier specialization. 

 

Single sourcing is not automatically wrong. 

 

But it should be: 

Visible + Deliberate + Risk-Managed 

 

 

P — PREQUALIFY, EVALUATE, SELECT, AND PROPERLY ONBOARD SUPPLIERS 
 

Supplier selection should be evidence-based. 

 

 

 

 

 



 

 

SUPPLIER PREQUALIFICATION 
 

A Supplier Prequalification Checklist may examine: 

• Legal registration; 

• company profile; 

• ownership; 

• financial information; 

• experience; 

• customers; 

• capacity; 

• certifications; 

• quality systems; 

• health and safety; 

• insurance; 

• licenses; 

• references; 

• information-security requirements; 

• sustainability requirements; 

• other relevant documentation. 

 

Not all requirements apply to all suppliers. 

 

 

SUPPLIER EVALUATION CRITERIA 
 

Common dimensions may include: 

 

Dimension Sample Questions 

Quality Can requirements consistently be met? 

Cost Is pricing commercially competitive and sustainable? 

Delivery Can required lead times and quantities be achieved? 

Capability Does the supplier have the people, equipment, systems, and expertise? 

Service Is the supplier responsive and reliable? 

Risk What could disrupt supply? 

Compliance Are required standards satisfied? 

Improvement Can the supplier grow with the organization? 

 

 

 

 

 

 

 



 

 

WEIGHTED SUPPLIER EVALUATION 
 

Example: 

 

Criterion Weight 

Quality 30% 

Delivery 25% 

Cost 20% 

Capability 10% 

Service 10% 

Compliance 5% 

 

Weights should reflect actual business priorities. 

 

Do not use generic weighting without business logic. 

 

 

LOWEST PRICE IS NOT ALWAYS LOWEST COST 
 

Supplier A: 

₱95 per unit 

 

Supplier B: 

₱100 per unit 

 

But Supplier A causes: 

• More defects; 

• emergency deliveries; 

• production delays; 

• customer complaints; 

• additional inspection. 

 

Supplier B may create lower Total Cost despite the higher purchase price. 

 

 

TOTAL COST THINKING 
 

Possible costs include: 

• Purchase price; 

• freight; 

• duties; 

• inventory; 

• quality failures; 

• rework; 



 
• inspection; 

• downtime; 

• administration; 

• expediting; 

• returns; 

• warranty; 

• disposal. 

 

This does not require a highly complex Total Cost model in every transaction. 

 

It requires commercial awareness beyond unit price. 

 

 

SUPPLIER ONBOARDING 
 

After selection, suppliers should understand: 

• Contacts; 

• ordering process; 

• delivery requirements; 

• quality expectations; 

• invoicing; 

• documentation; 

• service levels; 

• escalation; 

• performance measures; 

• review cadence; 

• organizational rules. 

 

A poorly onboarded supplier may fail requirements nobody explained clearly. 

 

 

P — PERFORM SUPPLIER MEASUREMENT THROUGH KEY PERFORMANCE INDICATORS, 

SCORECARDS, AND REVIEWS 
 

What gets measured should reflect what matters. 

 

 

SUPPLIER PERFORMANCE DIMENSIONS 
 

A practical scorecard may measure: 

 

Quality 

• Defect rate; 

• rejection; 

• complaint rate; 

• quality incidents. 



 
 

Delivery 

• On-Time Delivery; 

• On-Time In-Full; 

• lead-time adherence; 

• emergency delays. 

 

Cost 

• Price performance; 

• cost reductions; 

• avoidable additional costs. 

 

Service 

• Response time; 

• issue resolution; 

• communication. 

 

Compliance 

• Documentation; 

• certification; 

• audit findings; 

• contractual compliance. 

 

Improvement 

• Corrective action; 

• innovation; 

• improvement initiatives. 

 

 

ON-TIME DELIVERY 
 

A simplified measure may be: 

Deliveries Received on or Before Agreed Date ÷ Total Deliveries Due × 100 

 

Organizations should define timing tolerance consistently. 

 

 

ON-TIME IN-FULL 
 

A simplified conceptual formula: 

Orders Delivered On Time and In Full ÷ Total Orders Due × 100 

 

A delivery may be: 

On time 

 

but not: 

 



 
In full. 

 

Both matter. 

 

 

SUPPLIER DEFECT RATE 
 

One possible expression: 

Defective Units Received ÷ Total Units Received × 100 

 

The most appropriate quality metric depends on the product or service. 

 

 

SUPPLIER RESPONSE TIME 
 

Useful for service-oriented suppliers. 

 

Measure: 

Time between issue notification and meaningful supplier response. 

 

 

SUPPLIER SCORECARD 
 

Example: 

 

 

 

The scorecard should lead to decisions. 

 

Not simply produce colors. 

 

 

SCORECARD DESIGN PRINCIPLES 
 

Supplier measures should be: 

• Relevant; 

• measurable; 

• understood; 

• based on available evidence; 

• appropriately weighted; 

Performance Area Weight Target Actual Rating 

Quality 30% ≥98% 96% Below 

On-Time In-Full 30% ≥95% 89% Below 

Cost 15% Target Target Meets 

Responsiveness 15% ≤4 hrs 3 hrs Meets 

Compliance 10% 100% 100% Meets 



 
• aligned with requirements. 

 

Avoid 30 metrics simply because the system can produce them. 

 

 

TREND VERSUS SINGLE INCIDENT 
 

One late delivery may be an exception. 

 

Six late deliveries in eight weeks may indicate a systemic problem. 

 

Supplier management should examine: 

Pattern + Severity + Business Impact 

 

 

SUPPLIER PERFORMANCE REVIEW 
 

A structured review can address: 

1. Previous commitments; 

2. scorecard results; 

3. major successes; 

4. performance gaps; 

5. root causes; 

6. corrective actions; 

7. risks; 

8. upcoming requirements; 

9. improvement opportunities; 

10. next commitments. 

 

 

L — LEAD SUPPLIER RELATIONSHIPS, COMMUNICATION, GOVERNANCE, AND 

ACCOUNTABILITY 
 

Supplier management is not: 

Be nice to good suppliers. Get angry at bad suppliers. 

 

It requires professional relationship governance. 

 

 

SUPPLIER RELATIONSHIP INTENSITY 
 

Routine supplier: 

Transactional interaction may be sufficient. 

 

Critical supplier: 

May require regular performance reviews, executive engagement, joint improvement, and risk planning. 

 



 

 

CLEAR COMMUNICATION 
 

Supplier communication should clarify: 

• Issue; 

• evidence; 

• impact; 

• expectation; 

• action required; 

• owner; 

• deadline. 

 

Weak: 

“Your service is terrible.” 

 

 

Stronger: 

“Four of your last six deliveries arrived after the confirmed date, causing two production reschedules. We require a corrective 

action plan by Friday identifying root cause and preventive actions.” 

 

 

ACCOUNTABILITY WITHOUT DESTROYING THE RELATIONSHIP 
 

Professional supplier management can be: 

 

Firm 

 

And 

 

Collaborative 

 

at the same time. 

 

The objective is: 

Solve the business problem 

 

rather than: 

 

Win the argument. 

 

 

SUPPLIER GOVERNANCE 
 

Possible governance levels include: 

 

Operational Reviews 

Short-term performance and issues. 



 
 

Management Reviews 

Trends, improvement, commercial matters. 

 

Strategic Reviews 

Long-term partnership, innovation, capacity, risk, future needs. 

 

Not every supplier requires all three. 

 

 

INTERNAL STAKEHOLDER ALIGNMENT 
 

Supplier management is not Procurement alone. 

 

Internal stakeholders may include: 

• Quality; 

• Operations; 

• Production; 

• Engineering; 

• Logistics; 

• Finance; 

• Legal; 

• Information Technology; 

• end users. 

 

Supplier feedback should therefore integrate relevant internal evidence. 

 

 

AVOID MIXED MESSAGES 
 

Operations: 

“Supplier is excellent.” 

 

Quality: 

“Supplier is failing.” 

 

Finance: 

“Supplier invoices are always wrong.” 

 

Procurement should help create an integrated view of supplier performance. 

 

 

 

 

 

 

 



 

 

I — IMPROVE SUPPLIER QUALITY, COST, DELIVERY, SERVICE, CAPABILITY, AND INNOVATION 
 

High-performing supplier management does not stop at measuring problems. 

 

It asks: 

How do we make performance better? 

 

 

SUPPLIER DEVELOPMENT 
 

Supplier development may involve: 

• Process improvement; 

• quality improvement; 

• capacity-building; 

• technical support; 

• planning collaboration; 

• forecast sharing; 

• documentation improvement; 

• system integration; 

• joint cost reduction. 

 

Supplier development should be commercially justified. 

 

 

DEVELOP OR REPLACE? 
 

Ask: 

 

Importance 

How critical is the supplier? 

 

Alternatives 

Can another supplier realistically replace them? 

 

Performance Gap 

How serious is the problem? 

 

Improvement Potential 

Can the supplier realistically improve? 

 

Cost of Switching 

What would replacement require? 

 

 

 

 



 
Sometimes: 

 

Develop 

is the best answer. 

 

Sometimes: 

Replace 

is. 

 

 

JOINT IMPROVEMENT 
 

Possible supplier improvement objectives: 

• Reduce defects; 

• shorten lead time; 

• improve forecast responsiveness; 

• reduce packaging cost; 

• reduce emergency freight; 

• increase fill rate; 

• automate information exchange; 

• simplify documentation. 

 

 

SUPPLIER INNOVATION 
 

Strategic suppliers may contribute ideas around: 

• Materials; 

• products; 

• processes; 

• technology; 

• sustainability; 

• packaging; 

• logistics; 

• cost. 

 

A supplier that only receives Purchase Orders may never understand enough about the customer's business to contribute 

innovation. 

 

 

SUPPLIER RECOGNITION 
 

Strong supplier performance can be reinforced through: 

• Performance recognition; 

• preferred-supplier status; 

• additional opportunities; 

• longer-term collaboration where appropriate; 

• supplier awards; 



 
• joint planning. 

 

Recognition should still align with appropriate procurement governance. 

 

 

E — ESCALATE ISSUES, EXECUTE CORRECTIVE ACTIONS, AND ESTABLISH RISK AND 

CONTINUITY RESPONSES 
 

Supplier problems need disciplined resolution. 

 

 

ISSUE ESCALATION 
 

Escalation may be required when: 

• Delivery repeatedly fails; 

• major quality failure occurs; 

• customer operations are threatened; 

• critical documentation expires; 

• supplier stops responding; 

• corrective actions repeatedly fail; 

• significant commercial dispute emerges; 

• continuity risk becomes unacceptable. 

 

 

SUPPLIER CORRECTIVE ACTION 
 

A Supplier Corrective Action Plan should address: 

 

Problem 

What happened? 

 

Immediate Containment 

How do we protect current operations? 

 

Root Cause 

Why did it happen? 

 

Corrective Action 

What will prevent recurrence? 

 

Owner 

Who is accountable? 

 

Due Date 

By when? 

 

 



 
Effectiveness Check 

Did the action actually work? 

 

 

CORRECTION VERSUS CORRECTIVE ACTION 
 

Correction 

Fixes today's problem. 

 

Example: 

Expedite the missing quantity. 

 

Corrective Action 

Addresses why the problem happened. 

 

Example: 

Change production-planning controls that caused repeated shortages. 

 

Both may be necessary. 

 

 

ROOT CAUSE 
 

Avoid: 

“Human error.” 

 

as the automatic final answer. 

 

Ask: 

• Why did the error occur? 

• Was the process unclear? 

• Was capacity insufficient? 

• Did planning fail? 

• Was training inadequate? 

• Was control missing? 

 

Corrective action should address causes, not symptoms alone. 

 

 

SUPPLIER RISK MANAGEMENT 
 

Potential supplier risks include: 

• Financial distress; 

• capacity constraints; 

• quality failure; 

• geopolitical disruption; 

• natural disasters; 



 
• transportation interruption; 

• cyber issues; 

• loss of certification; 

• labor problems; 

• dependence on sub-suppliers; 

• single-source dependency. 

 

 

SUPPLIER RISK MATRIX 
 

Possible assessment: 

Likelihood × Impact 

 

Then prioritize: 

• Mitigation; 

• contingency; 

• alternative sourcing; 

• inventory strategy; 

• management monitoring. 

 

 

SUPPLY CONTINUITY 
 

For critical suppliers, ask: 

What happens to us if this supplier cannot deliver for one day, one week, or one month? 

 

Possible responses include: 

• Alternate source; 

• dual sourcing; 

• buffer stock; 

• alternative material; 

• backup logistics; 

• contingency agreements; 

• Business Continuity planning. 

 

 

R — REVIEW, RENEW, RATIONALIZE, REWARD, DEVELOP, OR REPLACE SUPPLIER 

RELATIONSHIPS 
 

Supplier management should eventually result in decisions. 

 

 

 

 

 

 

 



 

 

SUPPLIER REVIEW DECISIONS 
 

Possible outcomes: 

 

Retain 

Performance acceptable. 

 

Develop 

Important supplier with improvement potential. 

 

Reward 

Consistently strong supplier creating meaningful value. 

 

Rationalize 

Reduce supplier base where commercially appropriate. 

 

Restrict 

Limit new business until performance improves. 

 

Suspend 

Temporarily stop activity subject to governance. 

 

Replace 

Transition to another supplier. 

 

Exit 

Terminate relationship according to contract and organizational process. 

 

 

SUPPLIER RATIONALIZATION 
 

More suppliers do not automatically mean more security. 

 

Too many suppliers may create: 

• Fragmented spend; 

• administrative work; 

• low leverage; 

• inconsistent quality; 

• weak relationships. 

 

Too few suppliers may create: 

• Dependency; 

• insufficient competition; 

• continuity risk. 

 

The objective is the right supplier portfolio. 



 

 

SUPPLIER BUSINESS REVIEW 
 

For strategic suppliers, periodic business reviews may examine: 

• Performance; 

• demand outlook; 

• capacity; 

• cost; 

• quality; 

• innovation; 

• risk; 

• improvement roadmap; 

• strategic alignment. 

 

 

SUPPLIER MANAGEMENT CADENCE 
 

A practical cadence might include: 

 

Ongoing 

Operational monitoring. 

 

Monthly 

Scorecard review for important suppliers. 

 

Quarterly 

Business review for strategic suppliers. 

 

Annually 

Formal supplier evaluation and sourcing/renewal decision. 

 

The cadence should reflect supplier importance. 

 

 

THE COMPLETE MSS S.U.P.P.L.I.E.R.™ FRAMEWORK 
 

S — SPECIFY 

What exactly do we require, and how important is this supplier? 

↓ 

U — UNDERSTAND 

What can this supplier realistically deliver, and what risks exist? 

↓ 

P — PREQUALIFY 

Should this supplier be approved, selected, and onboarded? 

↓ 

P — PERFORM 

What does objective performance evidence tell us? 



 
↓ 

L — LEAD 

How should we govern and communicate within this relationship? 

↓ 

I — IMPROVE 

How can performance and mutual value become better? 

↓ 

E — ESCALATE 

How do we resolve significant problems and protect continuity? 

↓ 

R — REVIEW 

Should we retain, develop, reward, rationalize, restrict, or replace the supplier? 

 

 

ONE-DAY SUPPLIER MANAGEMENT TRAINING OUTLINE 
 

Time Modules and Essential Topics Major Activity and Participant Output 

8:00 AM–10:00 AM 

MODULE 1: SELECT AND SET UP THE RIGHT 

SUPPLIERS—REQUIREMENTS, 

SEGMENTATION, PREQUALIFICATION, 

EVALUATION, SELECTION, AND ONBOARDING  

 

1. Supplier Management Fundamentals  

• Supplier lifecycle  

• procurement versus purchasing versus supplier 

management  

 

2. Introducing the MSS S.U.P.P.L.I.E.R.™ 

Framework  

• Specify, Understand, Prequalify, Perform, Lead, 

Improve, Escalate, Review  

 

3. S — Specify Requirements and Segment 

Suppliers  

• Criticality  

• value  

• risk  

• dependency  

• strategic importance  

 

4. U — Understand Supplier Capability and 

Risk  

• Technical  

• capacity  

• quality  

• financial  

• delivery  

Major Activity: Supplier Selection Challenge 

— Participants receive competing supplier 

proposals with different prices, capabilities, 

risks, quality records, lead times, and service 

levels. They segment the requirement, develop 

evaluation criteria, score suppliers, make a 

selection recommendation, and establish 

onboarding requirements.  

 

Major Output: Supplier Segmentation Matrix, 

Prequalification Checklist, Weighted Supplier 

Evaluation Scorecard, and Supplier 

Onboarding Checklist 



 

Time Modules and Essential Topics Major Activity and Participant Output 

• service  

• market conditions  

 

5. P — Prequalify, Evaluate, Select, and 

Onboard  

• Mandatory versus desirable criteria  

• weighted evaluation  

• Total Cost thinking  

• supplier onboarding 

10:00 AM–10:15 AM MORNING BREAK 

10:15 AM–12:00 NN 

MODULE 2: MEASURE WHAT MATTERS—

SUPPLIER KEY PERFORMANCE INDICATORS, 

SCORECARDS, PERFORMANCE REVIEWS, 

AND ACCOUNTABILITY  

 

1. P — Perform Supplier Measurement  

• Why supplier performance requires evidence  

 

2. Supplier Performance Dimensions  

• Quality  

• cost  

• delivery  

• service  

• compliance  

• improvement  

 

3. Supplier Measures  

• On-Time Delivery  

• On-Time In-Full  

• defect rate  

• lead time adherence  

• responsiveness  

• corrective action closure  

 

4. Building Supplier Scorecards  

• Measures  

• targets  

• weights  

• ratings  

• trend analysis  

 

5. Supplier Performance Reviews  

• Evidence  

• gaps  

• actions  

Major Activity: Build the Supplier Scorecard 

Laboratory  

— Participants design a supplier-performance 

scorecard for a representative supplier, 

calculate performance results, identify trends, 

classify supplier health, and prepare the key 

messages for a supplier review.  

 

Major Output: Supplier Key Performance 

Indicator Dictionary, Supplier Performance 

Scorecard, and Structured Supplier 

Performance Review Agenda 



 

Time Modules and Essential Topics Major Activity and Participant Output 

• owners  

• commitments 

12:00 NN–1:00 PM LUNCH BREAK 

1:00 PM–3:00 PM 

MODULE 3: MANAGE AND IMPROVE THE 

RELATIONSHIP—COMMUNICATION, 

GOVERNANCE, CORRECTIVE ACTION, 

SUPPLIER DEVELOPMENT, COST, QUALITY, 

AND DELIVERY  

 

1. L — Lead Supplier Relationships  

• Relationship intensity  

• governance  

• communication  

• internal stakeholder alignment  

 

2. Difficult Supplier Conversations  

• Evidence → impact → expectation → action → 

commitment  

 

3. I — Improve Supplier Performance  

• Quality  

• delivery  

• cost  

• service  

• capability  

• joint improvement  

 

4. Supplier Development  

• When to develop versus replace  

• capability-building  

• joint planning  

 

5. Supplier Corrective Action  

• Containment  

• root cause  

• corrective action  

• ownership  

• effectiveness 

Major Activity: Difficult Supplier Business 

Review Simulation  

— Participants conduct a supplier-performance 

meeting involving late deliveries, quality 

defects, service complaints, and increasing 

prices. They must present evidence, maintain 

the relationship, secure corrective actions, and 

establish measurable improvement 

commitments.  

 

Major Output: Supplier Performance 

Improvement and Corrective Action Plan plus 

Difficult Supplier Conversation Guide 

3:00 PM–3:15 PM AFTERNOON BREAK 

3:15 PM–5:00 PM 

MODULE 4: PROTECT AND OPTIMIZE THE 

SUPPLY BASE—SUPPLIER RISK, CONTINUITY, 

ESCALATION, PORTFOLIO REVIEW, AND 

SUPPLIER DECISIONS  

 

Major Activity: S.U.P.P.L.I.E.R.™ 

Management Command Center  

— Participants analyze a portfolio containing 

strong, weak, high-risk, strategically important, 

and redundant suppliers. They determine the 



 

Time Modules and Essential Topics Major Activity and Participant Output 

1. E — Escalate Significant Supplier Issues  

• Escalation triggers  

• serious quality or delivery failures  

• management intervention  

 

2. Supplier Risk Management  

• Single source  

• capacity  

• financial  

• geographic  

• operational  

• continuity risks  

 

3. Supply Continuity  

• Alternate source  

• dual sourcing  

• inventory buffers  

• contingency planning  

 

4. R — Review the Supplier Portfolio  

• Retain  

• develop  

• reward  

• rationalize  

• restrict  

• replace  

• exit  

 

5. Supplier Management Governance and 

Cadence  

• Scorecards  

• monthly reviews  

• strategic reviews  

• annual evaluation  

• 30/60/90-day application 

appropriate supplier strategy, risk response, 

governance cadence, and management 

decision for each.  

 

Major Output: Supplier Risk and Portfolio 

Matrix and 30-, 60-, or 90-Day S.U.P.P.L.I.E.R.™ 

Management Improvement Plan 

5:00 PM PROGRAM CLOSING 

Learning synthesis, supplier-management 

commitments, evaluation, and recommended 

next steps 

 

 

 

 

 

 

 



 

 

MAJOR PARTICIPANT OUTPUTS 
 

Participants are expected to complete: 

1. Supplier Segmentation Matrix, Prequalification Checklist, Weighted Supplier Evaluation Scorecard, and 

Supplier Onboarding Checklist 

2. Supplier Key Performance Indicator Dictionary, Supplier Performance Scorecard, and Structured Supplier 

Performance Review Agenda 

3. Supplier Performance Improvement and Corrective Action Plan plus Difficult Supplier Conversation Guide 

4. Supplier Risk and Portfolio Matrix and 30-, 60-, or 90-Day S.U.P.P.L.I.E.R.™ Management Improvement Plan 

 

 

SAMPLE SUPPLIER MANAGEMENT SITUATIONS 
 

Training cases may be customized around: 

• Cheapest supplier with recurring quality problems; 

• supplier repeatedly delivering late; 

• supplier delivering on time but incomplete quantities; 

• quality supplier with high prices; 

• critical supplier requesting price increase; 

• supplier with poor responsiveness; 

• supplier repeatedly blaming its own sub-supplier; 

• supplier missing documentation requirements; 

• supplier whose certification is about to expire; 

• sole-source supplier; 

• supplier located in a high-risk area; 

• supplier facing possible financial distress; 

• supplier with excellent performance deserving additional business; 

• supplier with declining performance; 

• supplier providing good quality but slow lead time; 

• Procurement and Operations disagreeing about supplier performance; 

• supplier refusing corrective action; 

• supplier submitting weak root-cause analysis; 

• supplier repeatedly making temporary corrections; 

• critical supplier requiring development; 

• company maintaining too many small suppliers; 

• departments independently using unapproved suppliers; 

• strategic supplier presenting an innovation opportunity; 

• organization deciding whether to renew a supplier contract; 

• supplier requiring replacement without a ready alternative. 

 

 

 

 

 

 

 



 

 

SAMPLE SUPPLIER PERFORMANCE SCORECARD 
 

Performance Area Sample Measure Illustrative Weight 

Quality Acceptance / Defect Performance 30% 

Delivery On-Time In-Full 25% 

Cost Commercial / Cost Performance 15% 

Service Response and Resolution 10% 

Compliance Documentation / Requirements 10% 

Improvement Corrective Actions / Improvement Projects 10% 

 

Weights should be customized according to supplier type and business requirements. 

 

A logistics provider may require heavier weighting on: 

Delivery + Service 

 

A raw material supplier may require greater emphasis on: 

Quality + Continuity 

 

A professional services supplier may require more emphasis on: 

Deliverable Quality + Responsiveness + Service Levels 

 

 

SAMPLE SUPPLIER PERFORMANCE RATING 
 

Organizations may use a rating structure such as: 

 

90–100 

Preferred / High-Performing Supplier 

 

80–89 

Acceptable / Meets Requirements 

 

70–79 

Improvement Required 

 

Below 70 

Critical Review Required 

 

These thresholds are merely illustrative. 

 

The organization should define its own standards. 

 

 

 



 

 

SAMPLE SUPPLIER RISK MAP 
 

Supplier Business Impact Supply Risk Management Approach 

Supplier A High High Strategic governance + continuity plan 

Supplier B High Low Performance and commercial optimization 

Supplier C Low High Risk mitigation / alternatives 

Supplier D Low Low Efficient transactional management 

 

 

TRAINING METHODS 
 

This Training on Managing Suppliers in the Philippines follows MSS Corporation's EnterTRAINment methodology: 

• Approximately 30% concise facilitator input, demonstrations, facilitated discussions, and synthesis 

• Approximately 70% supplier cases, segmentation exercises, supplier evaluations, scorecard construction, 

performance analysis, supplier-review role plays, corrective-action exercises, risk analysis, portfolio 

decisions, and workplace application 

 

Methods may include: 

• Supplier-management maturity assessment; 

• supplier-lifecycle mapping; 

• supplier-segmentation exercise; 

• supplier-risk classification; 

• prequalification-checklist development; 

• supplier-evaluation simulation; 

• Total Cost case; 

• supplier-onboarding design; 

• Supplier Key Performance Indicator development; 

• scorecard-building laboratory; 

• On-Time In-Full computation; 

• supplier-performance analysis; 

• supplier-review simulation; 

• difficult supplier conversation; 

• root-cause analysis; 

• corrective-action planning; 

• supplier-development case; 

• single-source risk scenario; 

• supplier-portfolio analysis; 

• renewal-versus-replacement decision; 

• individual action planning. 

 

 

 

 

 



 

 

TARGET PARTICIPANTS 
 

This Supplier Management Training in the Philippines is recommended for: 

• Procurement Officers; 

• Procurement Specialists; 

• Procurement Managers; 

• Purchasing Officers; 

• Purchasing Specialists; 

• Purchasing Managers; 

• Buyers; 

• Senior Buyers; 

• Sourcing Specialists; 

• Strategic Sourcing personnel; 

• Category Managers; 

• Supply Chain Officers; 

• Supply Chain Managers; 

• Logistics personnel; 

• Warehouse Managers dealing with suppliers; 

• Inventory personnel; 

• Production Planning personnel; 

• Materials Management personnel; 

• Quality Assurance personnel; 

• Quality Control personnel; 

• Supplier Quality personnel; 

• Engineering personnel dealing with technical suppliers; 

• Operations Managers; 

• Project Managers handling contractors or suppliers; 

• Facilities personnel; 

• Information Technology personnel managing vendors; 

• Finance personnel involved in supplier governance; 

• Vendor Management personnel; 

• Contract Management personnel; 

• business owners; and 

• employees responsible for evaluating, coordinating with, measuring, reviewing, developing, or making decisions 

about suppliers. 

 

 

INDUSTRIES THAT MAY BENEFIT 
 

The program may be customized for: 

• Manufacturing; 

• food and beverage; 

• pharmaceuticals; 

• healthcare; 

• retail; 

• distribution; 



 
• consumer goods; 

• automotive; 

• electronics; 

• construction; 

• real estate; 

• logistics; 

• telecommunications; 

• banking; 

• financial services; 

• information technology; 

• hospitality; 

• energy; 

• utilities; 

• government; 

• professional services; 

• business process outsourcing; 

• e-commerce; 

• other organizations dependent on external suppliers and service providers. 

 

 

RECOMMENDED NUMBER OF PARTICIPANTS 
 

Approximately 12 to 20 participants is recommended for intensive scorecard design, supplier cases, role plays, portfolio 

analysis, and facilitator coaching. 

 

Groups of approximately 25 participants may be accommodated through: 

• Supplier-management teams; 

• evaluation committees; 

• performance-review groups; 

• risk-analysis teams; 

• Procurement–Operations cross-functional teams. 

 

For customized programs, participants may bring anonymized: 

• Supplier scorecards; 

• supplier evaluation forms; 

• supplier performance data; 

• recurring supplier issues; 

 

where organizational policy permits. 

 

 

DELIVERY OPTIONS 
 

The program may be delivered through: 

• Face-to-face in-house training; 

• live virtual instructor-led training; 

• hybrid training; 



 
• Procurement Academy; 

• Purchasing Development Program; 

• Supply Chain Academy; 

• Supplier Quality initiative; 

• Strategic Sourcing development; 

• vendor-management capability program; 

• Supply Chain transformation; 

• Supplier Performance Improvement initiative; or 

• customized training-and-consultancy engagement. 

 

 

AVAILABLE PROGRAM FORMATS 
 

Half-Day Supplier Management Essentials 

 

Exactly two modules: 

Module 1 — Select and Measure Suppliers 

Segmentation, prequalification, evaluation, onboarding, Key Performance Indicators, and supplier scorecards. 

 

Module 2 — Manage and Improve Suppliers 

Performance reviews, relationships, corrective actions, supplier development, risk, escalation, and supplier decisions. 

 

 
One-Day Supplier Management Training 

Recommended for the complete MSS S.U.P.P.L.I.E.R.™ Framework: 

Specify → Understand → Prequalify → Perform → Lead → Improve → Escalate → Review 

 

 
Two-Day Intensive Supplier Management Workshop 

Recommended when organizations require deeper application involving: 

• Actual supplier segmentation; 

• supplier accreditation redesign; 

• weighted evaluation; 

• Total Cost; 

• customized scorecards; 

• supplier-performance calculations; 

• difficult supplier meetings; 

• corrective actions; 

• risk analysis; 

• supplier development; 

• portfolio rationalization. 

 

 

 

 

 

 



 

 

SUPPLIER MANAGEMENT DEVELOPMENT SERIES 
 

The program may be expanded into: 

1. Supplier Management Fundamentals 

2. Supplier Segmentation 

3. Supplier Prequalification and Accreditation 

4. Supplier Evaluation and Selection 

5. Supplier Performance Key Performance Indicators 

6. Supplier Scorecard Development 

7. Supplier Performance Reviews 

8. Supplier Relationship Management 

9. Supplier Corrective Action 

10. Supplier Development 

11. Supplier Risk Management 

12. Supply Continuity 

13. Supplier Cost Management 

14. Supplier Portfolio Rationalization 

 

 

CUSTOMIZATION OPTIONS 
 

This Managing Suppliers Training in the Philippines may be customized using the client's: 

• Supplier accreditation process; 

• supplier categories; 

• supplier segmentation; 

• procurement policies; 

• Request for Quotation process; 

• supplier evaluation forms; 

• supplier contracts; 

• Service Level Agreements; 

• supplier Key Performance Indicators; 

• supplier scorecards; 

• quality measures; 

• delivery measures; 

• supplier complaints; 

• corrective-action process; 

• supplier-risk methodology; 

• actual anonymized suppliers; 

• sourcing strategy; 

• supplier-review cadence; 

• procurement governance. 

 

 

 

 

 



 

 

POSSIBLE POST-TRAINING PERFORMANCE INDICATORS 
 

Organizations may evaluate application through measures such as: 

• Supplier On-Time Delivery; 

• Supplier On-Time In-Full; 

• supplier defect rate; 

• supplier rejection rate; 

• supplier response time; 

• supplier lead-time adherence; 

• supplier corrective-action closure; 

• repeat supplier incident rate; 

• supplier compliance rate; 

• supplier scorecard completion; 

• percentage of strategic suppliers with formal reviews; 

• supplier risk assessments completed; 

• critical suppliers with continuity plans; 

• supplier-development actions completed; 

• cost savings or avoidance; 

• emergency purchase frequency; 

• supplier-related production disruption; 

• supplier concentration; 

• supplier rationalization; 

• internal stakeholder satisfaction with suppliers. 

 

The goal should not simply be: 

“Did we evaluate our suppliers?” 

 

A stronger question is: 

“Are our suppliers becoming more reliable, capable, competitive, responsive, and aligned with our business 

requirements?” 

 

 

PROFESSIONAL, CONTRACTUAL, AND COMPLIANCE BOUNDARIES 
 

This program develops practical supplier-management capability. 

 

It does not substitute for specialist advice relating to: 

• Procurement law; 

• public procurement requirements; 

• contracts; 

• taxation; 

• customs; 

• competition law; 

• quality certification; 

• information security; 

• environmental compliance; 



 
• health and safety; 

• anti-bribery requirements; 

• other regulated areas. 

 

Participants should follow their organization's: 

• Procurement policies; 

• Delegation of Authority; 

• supplier accreditation rules; 

• contractual terms; 

• confidentiality requirements; 

• conflict-of-interest policies; 

• ethical standards. 

 

Supplier-management professionals should also avoid inappropriate conduct involving: 

• Gifts; 

• conflicts of interest; 

• favoritism; 

• bid manipulation; 

• unauthorized commitments; 

• disclosure of confidential supplier information. 

 

 

FREQUENTLY ASKED QUESTIONS 
 

What is Supplier Management Training in the Philippines? 

Supplier Management Training in the Philippines develops practical skills in supplier segmentation, qualification, 

evaluation, onboarding, performance measurement, scorecards, relationship management, corrective action, supplier 

development, supplier risk, and supplier portfolio decisions. 

 

What is Training on Supplier Management Training in the Philippines? 

Training on Supplier Management Training in the Philippines equips Procurement, Purchasing, Supply Chain, Quality, 

Operations, and supplier-facing personnel with practical tools for selecting, monitoring, improving, and managing suppliers 

throughout the supplier lifecycle. 

 

What is Managing Suppliers Training in the Philippines? 

Managing Suppliers Training in the Philippines teaches professionals how to establish supplier expectations, measure 

supplier performance, conduct business reviews, handle poor performance, develop suppliers, manage supply risk, and make 

stronger supplier decisions. 

 

What is Training on Managing Suppliers in the Philippines? 

Training on Managing Suppliers in the Philippines develops systematic supplier-management capability from supplier 

selection and onboarding through performance review, corrective action, risk management, development, renewal, or 

replacement. 

 

 

 

 



 
Is Supplier Management the same as Procurement? 

No. 

 

Procurement is broader and may include: 

• Requirements; 

• sourcing; 

• supplier selection; 

• negotiation; 

• contracting; 

• purchasing; 

• supplier management. 

 

Supplier Management focuses specifically on governing suppliers throughout the relationship. 

 

Is Supplier Management the same as Supplier Relationship Management? 

Not exactly. 

 

Supplier Relationship Management typically emphasizes strategically important suppliers and deeper collaboration. 

 

Supplier Management applies across a wider supplier portfolio. 

 

Does this program cover vendor management? 

Yes. 

 

Organizations using the term Vendor Management can adapt the terminology accordingly. 

 

Does it cover supplier accreditation? 

Yes. 

 

Supplier prequalification and accreditation form part of Module 1. 

 

Does it cover supplier selection? 

Yes. 

 

Participants learn objective supplier-evaluation criteria and weighted evaluation. 

 

Does it cover Total Cost? 

Yes, at a practical level. 

 

Participants learn why purchase price alone may not represent actual supplier cost. 

 

Does it cover supplier Key Performance Indicators? 

Yes. 

 

Supplier performance measures are a major component of Module 2. 

 

 

 



 
Does it cover supplier scorecards? 

Yes. 

 

Participants develop a practical supplier scorecard. 

 

Does it cover On-Time In-Full? 

Yes. 

 

On-Time In-Full can be used as one of the delivery-performance measures where relevant. 

 

Does it cover quality? 

Yes. 

 

Quality-related supplier measures and corrective-action processes are included. 

 

Does it cover supplier corrective action? 

Yes. 

 

Participants learn the sequence from containment through root cause, corrective action, ownership, deadline, and 

effectiveness review. 

 

Does it include root-cause analysis? 

Yes, at a practical supplier-management level. 

 

Does it cover supplier development? 

Yes. 

 

Participants learn when supplier development may be preferable to replacement. 

 

Does it cover difficult suppliers? 

Yes. 

 

Participants practice performance conversations involving poor quality, late delivery, service issues, and commercial 

concerns. 

 

Does it cover supplier negotiation? 

Negotiation may arise in supplier discussions, but this is not primarily a negotiation course. 

 

Organizations seeking deeper negotiation capability should use a dedicated Procurement Negotiation Training. 

 

Does it cover supplier risk? 

Yes. 

 

Supplier-risk assessment and supply continuity are major components of Module 4. 

 

Does it cover single-source risk? 

Yes. 

 



 
Participants examine dependency and alternative-source considerations. 

 

Does it cover Business Continuity? 

It covers supply continuity from the supplier-management perspective. 

 

Organizations requiring deeper Business Continuity Management may use MSS Corporation's dedicated Business Continuity 

programs. 

 

Does it cover supplier rationalization? 

Yes. 

 

Participants evaluate whether supplier portfolios contain too many or too few suppliers. 

 

Does it cover supplier replacement? 

Yes. 

 

The program examines when organizations should: 

• Retain; 

• develop; 

• restrict; 

• rationalize; 

• replace; 

• exit. 

 

Is it applicable to service providers? 

Yes. 

 

The same framework can be adapted for: 

• Logistics providers; 

• consultants; 

• contractors; 

• technology vendors; 

• maintenance providers; 

• outsourcing providers; 

• professional services. 

 

Performance measures should be customized accordingly. 

 

Is it useful for Quality personnel? 

Yes. 

 

Supplier-quality personnel can benefit substantially, particularly where supplier performance requires cross-functional 

Procurement–Quality coordination. 

 

Is it useful for Operations? 

Yes. 

 



 
Operations often experiences supplier performance directly and should contribute evidence to supplier reviews. 

 

Is this useful for managers? 

Yes. 

 

Managers responsible for supplier portfolios, sourcing decisions, supplier reviews, risk, and escalation will benefit significantly. 

 

Can we use our actual supplier scorecard? 

Yes. 

 

For customized in-house delivery, MSS Corporation can align exercises with the client's existing scorecard. 

 

Can we use actual suppliers? 

Yes, provided cases and commercially sensitive information are appropriately anonymized or approved for training use. 

 

Can MSS help us develop our Supplier Management System? 

The training may be expanded into a consultancy involving: 

• Supplier segmentation; 

• accreditation; 

• evaluation criteria; 

• scorecards; 

• Key Performance Indicators; 

• review cadence; 

• supplier risk; 

• governance; 

• templates. 

 

Can this be delivered virtually? 

Yes. 

 

Virtual delivery may use digital supplier scorecards, breakout-room evaluations, performance-review simulations, supplier-risk 

matrices, and portfolio cases. 

 

Is one day enough? 

One day provides a strong practical foundation using the complete MSS S.U.P.P.L.I.E.R.™ Supplier Management 

Framework. 

 

Organizations requiring actual supplier-system redesign, scorecard development, supplier rationalization, or strategic 

supplier-development implementation may benefit from a two-day workshop or broader consultancy engagement. 

 

 

RELATED MSS CORPORATION TRAINING PROGRAMS 
 

Organizations considering this program may also explore: 

• Supply Chain Management Training; 

• Procurement and Purchasing Management Training; 

• Strategic Procurement Training; 



 
• Strategic Sourcing Training; 

• Procurement Negotiation Training; 

• Category Management Training; 

• Spend Analysis Training; 

• Inventory Management and Control Training; 

• Warehouse Management Training; 

• Logistics Management Training; 

• Supply Chain Risk Management Training; 

• Business Continuity Management Training; 

• Contract Management Training; 

• Vendor Management Training; 

• Quality Management Training; 

• Problem Solving and Decision-Making Training; 

• Root Cause Analysis Training; 

• Key Performance Indicator Development Training; and 

• Performance Management Training. 

 

 

WHY CHOOSE MSS CORPORATION FOR SUPPLIER MANAGEMENT TRAINING IN THE 

PHILIPPINES? 
 

Supplier Management Is Treated as an End-to-End Lifecycle 

Participants learn: 

Specify → Qualify → Select → Onboard → Measure → Review → Improve → Manage Risk → Decide 

rather than merely: 

“Evaluate suppliers once a year.” 

 

Proprietary MSS S.U.P.P.L.I.E.R.™ Framework 

Participants receive a practical supplier-management methodology: 

Specify → Understand → Prequalify → Perform → Lead → Improve → Escalate → Review 

 

Suppliers Are Segmented 

The program recognizes: 

Not every supplier deserves the same management intensity. 

 

Selection Goes Beyond Lowest Price 

Participants examine: 

• Quality; 

• capability; 

• delivery; 

• service; 

• risk; 

• Total Cost. 

 

Performance Becomes Measurable 

Participants build: 

• Supplier Key Performance Indicators; 



 
• scorecards; 

• targets; 

• ratings; 

• review processes. 

 

Supplier Reviews Become Evidence-Based 

The conversation shifts from: 

“You're always late.” 

 

to: 

 

“Your On-Time In-Full performance declined from 94% to 81% over the past three months.” 

 

Corrective Action Goes Beyond Repeated Follow-Up 

Participants establish: 

Problem → Containment → Root Cause → Corrective Action → Owner → Due Date → Effectiveness 

 

Relationship and Accountability Are Balanced 

The goal is neither: 

“Supplier is our friend.” 

 

nor: 

 

“Supplier is the enemy.” 

 

The goal is: 

Professional business partnership with measurable accountability. 

 

Supplier Risk Is Included 

Supplier management is connected with: 

• Continuity; 

• dependency; 

• single sourcing; 

• resilience. 

 

Supplier Development Is Strategic 

Participants learn when to: 

Improve the supplier 

 

rather than immediately: 

Replace the supplier. 

 

Portfolio Decisions Are Built Into the Process 

Suppliers eventually receive a deliberate strategy: 

Retain → Reward → Develop → Rationalize → Restrict → Replace 

 

 

 



 
 

EnterTRAINment Methodology 

Participants: 

Segment → Evaluate → Score → Review → Correct → Develop → Assess Risk → Decide 

rather than merely listen to Procurement theory. 

 

Highly Customizable 

MSS Corporation can incorporate the client's: 

• Supplier categories; 

• accreditation standards; 

• scorecards; 

• actual performance measures; 

• recurring supplier problems; 

• supplier-risk requirements. 

 

 

CALL TO ACTION 
 

Your Organization Can Only Be as Reliable as the Suppliers Behind It. 

 

Equip your Procurement, Purchasing, Supply Chain, Quality, Operations, Engineering, Logistics, and supplier-facing teams to 

select suppliers more objectively, establish clear expectations, measure performance, conduct professional supplier reviews, 

resolve recurring problems, strengthen supplier capability, manage supply risks, and make better decisions about who should 

remain part of your supply base. 

 

Partner with MSS Corporation for a customized: 

• Supplier Management Training in the Philippines 

• Training on Supplier Management Training in the Philippines 

• Managing Suppliers Training in the Philippines 

• Training on Managing Suppliers in the Philippines 

 

designed around your organization's procurement process, supplier categories, accreditation standards, supplier scorecards, 

quality requirements, delivery expectations, recurring supplier problems, supply risks, and strategic priorities. 

 

S.U.P.P.L.I.E.R.™ — DON'T JUST BUY FROM SUPPLIERS. MANAGE THEM FOR PERFORMANCE. 

 

Select better. Measure objectively. Improve continuously. Manage risk. Build stronger supply partnerships. 

 

With MSS, We Make Strong Success. 

 


