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OPSM 5900:  Strategic Supply Management (3 credits) 
 

Instructor: Paul Rowe 
Phone: (919) 537-2120 
E-mail: paul.rowe@unt.edu  
 
 
CATALOG COURSE DESCRIPTION 
Examines how organizations can move beyond the tactical and functional operations of purchasing to 
proactively and strategically design, establish, manage, and optimize the firm’s supply base of goods and 
services to improve both the organization’s financial success and overall supply chain performance.  
Addresses supply management's role in social responsibilities, buyer-supplier relationships, ethics, cross-
functional teams, quality, price and cost analysis, total cost of ownership, risk management, development 
of requirements, outsourcing, global sourcing, supplier development and legal issues. 
 
Prerequisites: None 
 
COURSE MATERIALS 
Required: 

 
• Textbook: Purchasing and Supply Management: Enhancing Competitiveness and Customer 

Value, MyEducator: Available online. You can buy the courseware at the following URL:  
http://www.myeducator.com/s/1g0XkVT9c01/ 

 
• HBSP Case Packet: Available online. You can buy the case pack at the following URL:  

https://hbsp.harvard.edu/import/581297  
 

 
Optional: 

• As a purchasing professional, you will want to make scanning a daily habit. I recommend the Wall 
Street Journal (you can subscribe at www.wsj.com/studentoffer at a great rate) and the Economist 
(three free articles per week online) (www.economist.com).  

 
TECHNICAL SUPPORT 
 
Student Helpdesk: 
 
UNT Helpdesk 
Sage Hall 130 
940-565-2324 
helpdesk@unt.edu 
 
 
Virtual Office Hours (i.e., Zoom Sessions) 
Virtual office hours (Zoom sessions) will be every Tuesday at 7:00 pm CST.  Virtual office hours will last 
30-60 minutes.  If no one joins the session, I will close it after 10 minutes.  Office hours give you an 
opportunity to ask questions and clarify the week’s work.  You can also share your experience “live” with 
colleagues.  Attendance is not mandatory, but is highly recommended.  Sessions will be recorded if you 
wish to refer back to them. You can always contact me directly if you have questions or concerns.  
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COURSE INTRODUCTION AND LEARNING OBJECTIVES 
Supply professionals have two primary responsibilities: 

1. Acquire the best goods & services available worldwide to support the organization’s strategy.  

2.  Cultivate the “best” (i.e., most appropriate) relationships with the best team of suppliers available. 
 
Sourcing is a strategic function, controlling up to 30-80% of a firm’s cost of goods sold and an equivalent 
impact of a firm’s value proposition. As a sourcing professional, you don’t just buy the stuff your firm needs 
to operate. You work with colleagues in other functions as well as with suppliers to assure the firm has the 
capabilities needed to win tough competitive battles for the heart, mind, and money of global customers.  
 
This course focuses on the professional rather than the clerical side of purchasing. You need to build deep 
skills in the following areas: category analysis, cost analysis, relationship management, negotiation, 
technology integration, and corporate social responsibility. Learning objectives include the following: 
 
Content Learning Objectives 
• Champion supply management’s role in achieving an inimitable competitive advantage 
• Design an appropriate supply management organization to support corporate strategies  
• Define and develop appropriate buyer/supplier relationships 
•  Perform cost analysis to drive make/buy, supplier selection, and improvement decisions 
• Discuss supply management’s role in supporting a company’s corporate social responsibility  

Professional Learning Objectives 
•  Communicate more effectively your ideas and analysis in a creative and persuasive way  
•  Collaborate more effectively as a member of a team and fulfill the role of a teacher leader 
• Manage workload in a self-paced learning environment, including meeting regular deadlines 
 
A secondary goal is to help prepare you to pass the Certified Professional in Supply Management (CPSM) 
exam.  
 
FYI: Only a handful of universities produce and graduate purchasing professionals. Demand for good 
strategic sourcing professionals greatly exceeds supply! 
 
COURSE REQUIREMENTS 
CASE ANALYSIS: For all assigned cases, each team should read and analyze the case carefully. Please 
use the “CAR” method. That is, “Context, Action, and Recommendations/Results.”  
 
For Context, be able to identify the . . .  
 
• Protagonist—the person who must make the decision. Does the protagonist have the authority or clout 

needed to make and execute the decision?  

• The Immediate Issue(s) at Hand—the specific decisions that must be made.  

• Underlying Issues—the issues that make the decision non-trivial. These are also the issues that must 
be clarified in order to make a sound, persuasive recommendation.  

 
A well-developed Context will enable you to develop an appropriate problem statement. Getting your 
problem statement right is half the battle. Your problems statement should drive your analysis and enable 
your ultimate recommendations.  
 
For Action/Analysis, identify and execute the key analyses that will enable you to make and defend your 
recommendation. For Recommendation/Results, clearly identify and justify your recommendation. Where 
appropriate, provide an implementation plan. Also, indicate what Results you are promising to deliver.  
 
A detailed description of expectations regarding case write-ups will be posted to Canvas. The cases will be 
included in the on-line discussion board. I look forward to active and engaging case discussions.  
We will discuss the first case during Saturday’s day-long residence class. I look forward to discussing this 
“practice” case, which will give you an opportunity to get a better idea of how the CAR process works. After 
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we debrief this first case, I will provide you an exemplar that you should use as a template for your four 
case write-ups. A 10% penalty will be assessed if you do not emulate the template—or if you exceed the 
word-count limit by more than 5%. (Learning Objectives: deep, creative analysis; persuasive 
communication; team dynamics) 
  
DISCUSSION BOARDS (I.E., PREPARATION/CONTRIBUTION/PROFESSIONALISM)—In today’s 
digital world, facts are commodities. To succeed, you need to be an active day-to-day contributor. Build this 
habit now. If you develop sufficient understanding of the assigned material, you will be able to insightfully 
discuss core concepts and enrich your colleagues’ learning experience. Your contribution will be evaluated 
weekly throughout all seven modules based on timeliness and contribution (your ability to enrich and 
influence the discussion). Please remember to show respect for your peers.  
 
We will use discussion boards to increase interactivity in the course and enable sharing of ideas and 
concepts—as well as to create community among the cohort. They also provide a digital memory that can 
be referred to in the future. My hope is that some of these discussions will be sufficiently interesting that 
you will want to continue them, so I will leave these discussion boards open for the duration of the course. 
Contribution to the discussion boards is expected and represents a significant opportunity for you to 
demonstrate your commitment to continuous learning as well as your mastery of the material.  
 
How will the discussion board work? Each week I will pose a set of questions related to the assigned 
reading—both courseware topics and cases. These questions are intended to 1) invite your considered 
thought and 2) get the discussion started. We may not arrive at a specific answer to these questions; in 
fact, many of the questions can—and should—be evaluated from different perspectives.  
 
Each week, you need to join the discussion early and treat it like a real discussion. That is, you should 
introduce new ideas, offer considered responses (i.e., elaborate or expand) to colleagues, or rebut 
someone else’s post. Do not simply repeat what your colleagues have already said. In the classroom 
and work place, such comments elicit the dreaded eye roll among colleagues. On our discussion boards, 
such comments will not receive credit since they do not make a new and valued contribution. To make a 
real contribution, you cannot wait until Friday, Saturday, or Sunday to jump on the board and make a flurry 
of comments. You need to get involved early. That is, to get full benefit (and credit) from these discussions, 
your initial posts should be up by mid-week so that others can read and respond to your comments. I will 
monitor your contributions and join the dialogue on a frequent basis.  
 
TEAM MEMBER EVALUATIONS—Most likely, you will spend 30-70% of your career working as a member 
of a workgroup. You are also likely to work for a company that uses a 360-degree feedback system. Thus, 
you need to learn to help your workgroups become high-performing teams. You also need to develop the 
perception skills to recognize how others perceive your contribution to the team’s success. To help you 
cultivate these skills, we will incorporate team-member evaluations as part of the evaluation process. For 
instance, if the team consists of five members—Dick, Jane, Char, Tom, and Spot—the team-member 
evaluation for Spot would be calculated as follows: 

 
• Peer evaluations of Spot are 75, 50, 80, 60, 100 
• Spot’s team-member evaluation=365/5=73 
 
Your final score on the team projects will be adjusted based on your team members’ evaluations of your 
contribution. If the team above earned a 96 on the CASE project, Spot would receive a 70 (i.e., 96 x .73). 
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TENTATIVE SCHEDULE FOR SUPPLY MANAGEMENT 
Note: Assignments are Subject to Change. Check Canvas frequently for the latest updates! 

Module 1 
 

Topic: Becoming a Strategic Influencer 
• History & Contribution 
• The Sourcing Process 
• Internal Relations & Compliance 
• Centralization versus Decentralization 

 
Required Readings:  Topic 1 (1.5, 1.6 & 1.7), Topic 2 (2.3 & 2.4), & Topic 3 
(3.4 & 3.5) & Case 1 (3.9) 
 
Other Actions Required: 

• Discussion Board: You will contribute to our Canvas discussion. 
• Analytics: 

o Profit-leverage Effect 
o Strategic Profit Model 

 
Module 2 
May 29 – Jun 4, 
2017 

Topic: Sourcing Ethics & Corporate Social Responsibility 
 
Required Readings: Topic 4 (4.4, 4.5, & 4.7) & Case 2 (HBR) 
 
Other Actions Required: 

• Discussion Board & Debate: You will post contributions to Canvas 
discussion board. The members of the cohort will be divided into two 
groups and assigned to participate in a debate regarding whether to 1) 
cancel (or not) the supply contract with Rangan, 2) to join (or not) 
Rugmark, and 3) to leave (or not) India. Ultimately, you will be asked to 
vote on each of these three decisions. 

 
Assignment(s):  Due: Sunday, June 4, 2017, 11:59pm (Pacific Time) 

Case Analysis: IKEA (Graded) 
 

Module 3 
Jun 5 - 11, 2017 

Topic: Sourcing Strategy: Outsourcing and Offshoring 
 
Required Readings:  Topic 7 & Case 3 (HBR) 
 
Other Actions Required: 

• Discussion Board & Debate: Students will post contributions to Canvas 
discussion board. The members of the cohort will be divided into two 
groups and assigned to participate in a debate regarding the often-heard 
argument: Outsourcing is bad for the American economy and job creation. 
Ultimately, you will be asked to vote for a political candidate based on this 
issue. 

 
Module 4 
Jun 12 - 18, 2017 

Topic: Sourcing Strategy: Supplier Evaluation & Selection 
 
Required Readings: Topic 8 (8.4 & 8.5) & Case 4 (HBR) 
 
Other Actions Required: 

• Discussion Board & Debate: Students will post contributions to Canvas 
discussion board. The members of the cohort will be divided into two 
groups and assigned to participate in a debate regarding which supplier 
to choose. Ultimately, you will be asked to vote on your preferred supplier. 

 
Assignment(s):  Due: Sunday, June 18, 2017, 11:59pm (Pacific Time) 

Case Analysis:  Spin Masters Toys (Graded) 
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Module 5 
Jun 19 - 25, 2017 

Topic: Supplier Financial Viability and Strategic Costing 
 
Required Readings: Topic 9 (9.5), Topic 10 (10.6-10.8), & Case 5 
 
Other Actions Required: 

• Discussion Board: Students will post contributions to Canvas discussion 
board 

• Analytics: 
o Cash-to-Cash Cycle 
o Learning Curve 
o Financial Ratio Analysis 
 

Module 6 
Jun 26 – Jul 2, 2017 

Topic: Price Determination 
 
Required Readings:  Topic 11 (11.6) & Case 6 (HBR) 
 
Other Actions Required: 

• Discussion Board & Debate: Students will post contributions to Canvas 
discussion board. The members of the cohort will be divided into two 
groups and assigned to participate in a debate regarding the value of 
reverse auctions as an appropriate strategic tool in your purchasing toolkit. 
Ultimately, you will be asked to vote “Yea” or “Nay” for buying an e-
sourcing system to help you manage reverse auctions. 
 

Assignment(s):  Due: Sunday, July 2, 2017, 11:59pm (Pacific Time) 
Case Analysis: Betapharm (Graded) 
 

Module 7 
Jul 3 - 9, 2017 

Topic: Supplier Evaluation and Development 
 
Required Readings:  Topic 13 (13.4), Topic 14 (14.4, 14.6), & Case 7 (HBR) 
 
Other Actions Required: 

• Discussion Board & Vote: Students will post contributions to Canvas 
discussion board. Ultimately, you will be asked to vote on your supplier 
choice for the rush order.  

 
Module 8 
Jul 10 - 16, 2017 

Topic: Buyer/Supplier Integration 
 
Required Readings:  Topic 15 & Case 8 (HBR) 
 
Other Actions Required: 

• Discussion Board & Vote: Students will post contributions to Canvas 
discussion board. Ultimately, you will be asked to vote on whether to 
accept Bose Corp’s unique invitation.  

 
Assignment(s):  Due: Sunday, July 16, 2017, 11:59pm (Pacific Time) 

• Case Analysis: Bose Corp. (Graded) 
• Peer Review Evaluation 
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READING ASSIGNMENTS 
 
Module 1: Becoming a Strategic Influencer 
• Topic 1: “What is Purchasing and Supply Management”—Focus on sections 1.5, 1.6, and 1.7. 

These sections emphasize purchasing’s strategic contribution and teach you how to 
communicate to senior management—especially to the finance managers who control 
your organization’s purse strings.  

• Topic 2: “The Purchasing Process”—Focus on sections 2.3, and 2.4. Be sure you understand the 
strategic sourcing matrix.  

• Topic 3: “Structuring to Meet Customer and Competitive Needs”—Focus on 3.4 and 3.5. These 
sections focus on managing internal relationships and the centralization/decentralization 
decision.  

• Case 1: Using Sourcing as a Competitive Lever: To Centralize—Or Not? (Topic 3 End-of-Topic 
Case) 

  
Module 2: Sourcing Ethics & Corporate Social Responsibility 
• Topic 4: “Socially Responsible Sourcing”—Focus on 4.4, 4.5, and 4.7. These sections focus on 

key CSR issues.  
• Case 2: IKEA’s Global Sourcing Challenge (Graded) 
 
Module 3: Sourcing Strategy: Outsourcing and Offshoring 
• Topic 7: “Outsourcing and Offshoring” 
• Case 3: Lego Group: An Outsourcing Journey 
 
Module 4: Sourcing Strategy: Supplier Evaluation & Selection 
• Topic 8:  “Supplier Evaluation & Selection”—Focus on sections 8.4 and 8.5, which discuss the 

supplier-selection process for strategic buys. Be sure you know how to use multi-criteria 
analysis to help select the right supplier.  

• Case 4: Spin Masters Toys: Finding a Manufacturer for e-Chargers (Graded) 
 
Module 5: Supplier Financial Viability and Strategic Costing 
• Topic 9: “Assessing Supplier Financial Health”—Focus on section 9.5, which describes the 

various ratios you need to evaluate to assess the financial health of the suppliers. Be 
sure you know how to use multi-criteria analysis to help select the right supplier. 

• Topic 10: “Strategic Cost Management”—Focus on sections 10.6, 10.7, and 10.8, which discuss 
key strategic costing tools. Section 10.6 is most applicable to the case. 

• Case 5: Soft Touch Paper 
 
Module 6: Price Determination 
• Topic 11: “Electronic Sourcing”—Focus on section 11.6, which describes the basics of reverse 

auctions.  
• Case 6:  Procurement at Betapharm (Graded) 
 
Module 7: Supplier Evaluation and Development 
• Topic 13: “Managing Purchasing Performance”—Focus on 13.4, which discusses balanced and 

supplier scorecards.  
• Topic 14: “Buyer-Supplier Relationships and Value Co-Creation”—Focus on section 14.4 and 14.6, 

which discuss value co-creation and supplier development. 
• Case 7: PQI: Management of Suppliers 
 
Module 8: Buyer/Supplier Integration 
Topic 15: “Buyer/Supplier Integration” 
Case 8:  Bose Corp.: The JIT II Program (Graded) 
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GRADE COMPONENTS 
Assignment Points 

Case Analysis: IKEA 100 
Case Analysis: Spin Master Toys 100 
Case Analysis: Procurement at Betapharm 200 
Case Analysis: Bose Corp. 300 
Discussion Board Participation 300 
Total Points             1,000 

 
COURSE GRADING: 
A=Excellent 
B=Very Good 
C=Satisfactory 
D=Let’s not go there! 
 
Grades will be assigned as follows:*  
 
90.0-100%  (900–1,000pts) A 
80.0-89.999%  (800-899pts) B 
70.0-79.999%  (700-799pts) C 
etc... . 
 
*These point totals are set so that you know exactly what the standard is. Any curving will be done on a 
project-by-project basis. Assess your goal now and reach it by earning the needed points throughout the 
semester. 
 
You will receive the grade that you earn. The time to begin investing in your skills—and grade—is now. 
Consistent effort throughout the eight modules will deliver the best learning. A few years ago, I saw the 
following quote, which I believe you will find to be helpful as you progress in your career as a “coach.”  
 
 A teacher who rewards an average performance with a mark of distinction is false to the trust of his 

or her students. Evaluations are the signposts and milestones on the road of growth. Inaccurate 
markers can only lead us to a wrong destination or persuade us to rest complacently in the shade 
of a mediocre valley when we are still a far journey from the summit of excellence. 

 
LATE POLICY  

Late assignments will not be accepted. 
 
ACADEMIC INTEGRITY POLICY 
 
UNT’s policy on academic integrity is expressly integrated into this course.  (Please consult 
https://deanofstudents.unt.edu/academic-integrity to review this policy.) Any deviation from the standards 
of this policy may result in a grade of “F” for the course.  Because most of the work in this course must be 
your own, any unauthorized assistance will be considered a violation of the academic integrity policy. If 
you have questions about the propriety of your work or other participants’ conduct concerning this course, 
I am readily available to offer an interpretation of this policy. 
 
ADA POLICY 
 
The University of North Texas makes reasonable academic accommodation for students with disabilities. 
Students seeking reasonable accommodation must first register with the Office of Disability 
Accommodation (ODA) to verify their eligibility. If a disability is verified, the ODA will provide you with a 
reasonable accommodation letter to be delivered to faculty to begin a private discussion regarding your 
specific needs in a course. You may request reasonable accommodations at any time, however, ODA 
notices of reasonable accommodation should be provided as early as possible in the semester to avoid 
any delay in implementation. Note that students must obtain a new letter of reasonable accommodation 
for every semester and must meet with each faculty member prior to implementation in each class. 
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Students are strongly encouraged to deliver letters of reasonable accommodation during faculty office 
hours or by appointment. Faculty members have the authority to ask students to discuss such letters 
during their designated office hours to protect the privacy of the student.  For additional information see 
the Office of Disability Accommodation website at http://www.unt.edu/oda. You may also contact them by 
phone at 940.565.4323. 
 
Important Notice for F-1 Students taking Distance Education Courses  
 
Federal Regulation 
 
To read detailed Immigration and Customs Enforcement regulations for F-1 students taking online 
courses, please go to the Electronic Code of Federal Regulations website at http://ecfr.gpoaccess.gov. 
The specific portion concerning distance education courses is located at "Title 8 CFR 214.2 Paragraph 
(f)(6)(i)(G)” and can be found buried within this document:  http://frwebgate.access.gpo.gov/cgi-bin/get-
cfr.cgi?TITLE=8&PART=214&SECTION=2&TYPE=TEXT  
 
The paragraph reads:  
(G) For F–1 students enrolled in classes for credit or classroom hours, no more than the equivalent of one 
class or three credits per session, term, semester, trimester, or quarter may be counted toward the full 
course of study requirement if the class is taken on-line or through distance education and does not 
require the student's physical attendance for classes, examination or other purposes integral to 
completion of the class. An on-line or distance education course is a course that is offered principally 
through the use of television, audio, or computer transmission including open broadcast, closed circuit, 
cable, microwave, or satellite, audio conferencing, or computer conferencing. If the F–1 student's course 
of study is in a language study program, no on-line or distance education classes may be considered to 
count toward a student's full course of study requirement. 
University of North Texas Compliance  
 
To comply with immigration regulations, an F-1 visa holder within the United States may need to engage 
in an on-campus experiential component for this course. This component (which must be approved in 
advance by the instructor) can include activities such as taking an on-campus exam, participating in an 
on-campus lecture or lab activity, or other on-campus experience integral to the completion of this course. 
 
If such an on-campus activity is required, it is the student’s responsibility to do the following: 
 
(1) Submit a written request to the instructor for an on-campus experiential component within one week of 
the start of the course. 
(2) Ensure that the activity on campus takes place and the instructor documents it in writing with a notice 
sent to the International Student and Scholar Services Office.  ISSS has a form available that you may 
use for this purpose. 
 
Because the decision may have serious immigration consequences, if an F-1 student is unsure about his 
or her need to participate in an on-campus experiential component for this course, s/he should contact 
the UNT International Student and Scholar Services Office (telephone 940-565-2195 or email 
internationaladvising@unt.edu) to get clarification before the one-week deadline. 
 
 
INCOMPLETE POLICY 
Please note that the following overall program Incomplete course policy is in effect:   
Students may only carry one (1) Incomplete on their record at any given time in order to progress 
within the program.  If a student incurs a second Incomplete, s/he will be bumped back to the trailing 
cohort in order to utilize the additional time to complete all outstanding assignments. 
 
COURSE EVALUATION  

An online evaluation will be made available to you near the end of this course. Your timely and 
considered feedback is valuable to us and an important element of your learning experience. 


