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Seminar Outline

I. Introduction


a. Why We Must Evaluate Suppliers

b. Value of Supplier Evaluation

II. Highly Effective Procurement Habits

a. Developing a Value-Bsed Relationship

b. Focusing on Strategic Factors

c. Reducing the Current Supply Base

d. Methods to Reduce the Base

e. Methods of Domestic Supplier Selection

f. Global Supplier Selection

g. JIT Supplier Matrix

III. Supplier Ratings and Metrics

a. Simplified/Subjective Approach

b. Target and Delta approach

c. Weighted Point Rating Scale

d. Why Measurement Programs Fail

e. Steps in Developing a successful Program

f. Selling Management on Evaluation Value

g. Different types of Programs

h. Risks of Not Having an Effective Program

i. Calculating the Cost of Poor Performance

j. Showing Value-Added Improvement

IV. Conclusion

V. Article

VI. Evaluations
William D. Agee, Jr., C.P.M., C.E.M., CPE, CPP

Biographical Sketch

Prior to starting his own firm in 1991, 
Mr. Agee was a Vice-President in a large international management, consulting, and educational firm specializing in World Class Education, Procurement Service, Quality Management, Manufacturing and Human Resources.  Mr. Agee has been involved in purchasing and materials management at various levels for over twenty years.  His purchasing experience includes wholesale, retail, service, industrial, and manufacturing.

Mr. Agee holds degrees in Marketing and Management.  He is strongly affiliated with the American Wholesale Marketers Associations, CIBA-Geigy, Allergan, Inc., American Contract Manufacturers Association (AMCON), The Fritz Company, Inc., Diamond Shamrock Corporation, Kodak, Medtronics Interventional Vascular… to list a few.  He is a CPE and CPP, both certified by the American Purchasing Society (APS) and a C.P.M. by the National Association of Purchasing Management (NAPM).  In addition to being a certified speaker for NAPM, he has held both local and national offices with the organization and has written several articles for leading purchasing and business publications.

Mr. Agee was the Manager of Purchasing and Contract Administration at Allergan, Inc., a Fortune 300 corporation, which manufactures pharmaceutical and over-the-counter eye care products.  While in residence, he also became familiar with the manufacturing and planning process for the seventeen different lines of production.

Additionally, Mr. Agee taught for Baylor University in the areas of Purchasing and Materials Management.  He developed a computerized purchasing simulation program entitled “The Smart Buyer” to provide a realistic perspective of marketplace fluctuations and potential results.  He has written two books and several articles for national purchasing and supply management publications.  The books are entitled “New Metrics for Purchasing Performance” and “Supplier Selection and Evaluation”.
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