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Supply Chain Evolution

As manufacturing models change, suppliers develop new approaches to customers’ supply chain needs.

Following is a look at how they have reacted to shifts in the marketplace.

Jennifer Whitney, Editor
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As supply chains become more complex,
many one-stop shopping models to save
their customers time and money. Photo

courtesy of Precision Medical Products.

ackling manufacturing supply chain
issues can be a lot like renovating a
house. A major kitchen renovation,
for example, can be challenging and time
consuming, not to mention extremely
stressful. First, you have to come up with a
concept, then hire help to achieve your

vision. Any number of service providers

may need to be involved—a crew for the
construction, a plumber, an electrician,
a flooring expert, suppliers for your
appliances and countertops. It may

seem as if the supply chain never ends.
Trying to find qualified individuals and
validate their prior work can zap your
energy, which otherwise could be put to
better use in other areas of your life. All
you want to do is see your vision
become reality and have your home gain

value in the market—as quickly and
painlessly as possible.

Enter the general contractor. This indi-
vidual can become your one-stop shop for
all these services. Rather than spend hours
on the Internet researching providers and
then getting on the phone trying to get a

ooring or other specialist to call you back,

L

he contractor saves time (and often

money) by working with experienced net-
works of providers who will be there to
solve the problem and get the job done.
Before you know it, your time is freed, leav-
ing ample time to work on developing and
turning other dreams into reality.

The medical device industry, like many
others, has been operating with a similar
“oeneral contracting” type of structure for
its outsourcing operations. With growing
economic pressures due to maturing prod-
uct lines and a need to keep up with the
competition for new innovations, OEMs
want to focus on their R&D and product
and that has boded well for
many of their suppliers. Not only do

launches

service providers often no longer have a
micromanager for a customer, they
become trusted partners who can sup-
port the activities required to get the
product to market.

Although general contractors are noth-
ing new to the average layperson, in the
device field, the concept of leaving supply
chain management to one or two trusted
service providers is still a fairly recent evo-
lution, according to some of thc industry’s
top contract manufacturers.

“In general, the concept of supply
chain management versus ‘purchasing’
seemed to really gain momentum and
national attention around the turn of this
century. When the tech bubble burst five

years ago and the stock market slumped,
businesses began to refocus their atten-
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