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SUNY Haritime Rounding Out the Supply Chain

Marketing, the vetting of values and vision by reality
Customer_Needs_and_Wants + Money_to_Spend + Propensity_to_Buy = Opportunity
Your_Capacity_and_Capability - Competitive_Capability_and_Capacity = Success

Revenue_from_Success — Cost_of_Success = Profit

amazoncom.
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SUNY Maritime Rounding Cut the Supply Chain

Procurement, getting what you need in order to produce
what you can sell

What | e |
Where
How Inputs from Outputs to.
Suppliers — ™ - - Customers ™"
When
4—[)212:{54 <4—Defects:
Cost | Resources Consumed ~+——Satsfaction
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SUNY Maritime Rounding Cut the Supply Chain

Procurement, the source of “Everyday Low Prices”

WAL<MART Contact s | Feedback

Home > Suppliers
Our Company  Peocple

x

Proposal Packet

Supplier Diversity

Global Procurement

Electronic Product

L In February 2002, Wal-Mart Stores, Inc., created Wal-Mart Global Procurement Services to manage
Global Ethics Office the company’s direct import business and factory direct purchasing. Wal-Mart's Global Procuremment

team is ri ble for identifying new suppliers, sourcing new products, building partnerships with
Meet our Suppliers existing suppliers and managing the global supply chain of Wal-Mart's direct imports.

Supplier Summit 2008  This dedicated team of more than 1,600 associates sources products from more than 70 countries
———— around the world, working from 27 offices located in 23 countries including:

Bangladesh Brazil Chile China

Guatemala Honduras India Indonesia

Italy Mexico Nicaragua Pakistan

Philippines Singapore Spain Sri Lanka @
Taiwan Thailand Turkey United Kingdom

United States United Arab Emirates

With offices around the globe, our associates quickly identify new trends and are able to bring new
products to our buyers in all of Wal-Mart's retail markets. There are a number of teams and
compenents that make our Global Procurement efforts successful.

8182008 THMGT 7400 The Logistics Channe! Within the Supple Chain 8
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