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Abstracts 
 

Title: Logistical approach and perspective of Purchasing integration:  An exploratory Case 

study of Toyota Motor Asia Pacific - Engineer &Manufacturing Co., Ltd (TMAP-EM), 

Toyota Tsusho (Thailand) Co., Ltd, Salee Industry Public Company Limited (Salee Industry 

PLC), Kawamura Electric Sale (Thailand) Co., Ltd, Mahakit Rubber Co., Ltd, and Win Win 

Plus Business Co., Ltd. 

Authors: Danat Kaewsaithiam (dkm10001) 

Abstracts: Purchasing and Logistics are considered by all level of management in the 

company as two of the most important internal functions within an organization. Both 

activities are the key factors which contribute towards the company‟s competitive-edge and 

efficiency through  value adding activities. There are significant benefits for a company from 

a high level of integration exists between Logistics and Purchasing in order to become a 

dominant market player. Previous studies have shown that the relationship between 

Purchasing and Logistics have been working diligently together. Logistics can be carried out 

by operational or manufacturing functions within the company whereas Purchasing is often 

seen as a „supporting‟ activity. The integration of both activities will lead to a strategic 

Supply Chain Management process which maximizes the company‟s value and can 

effectively respond to the company‟s strategic decision. In order to put the integration to 

practice, a user friendly interface will be needed as well as educating staff to have a clear 

understanding of both activities. 

This study has been conducted through  case studies of Toyota Motor Asia Pacific - Engineer 

&Manufacturing Co., Ltd, Toyota Tsusho (Thailand) Co., Ltd, Salee Industry PLC, 

Kawamura Electric Sale (Thailand) Co., Ltd, Mahakit Rubber Co., Ltd, and Win Win Plus 

Business Co., Ltd. 

Research Questions:  

RQ1: How is the Purchasing process of each studied company designed and practiced?  

RQ2: Which tools in Lean manufacturing are applicable to Purchasing activities of each 

studied company? 

Purpose: This research aims to investigate an integration of Lean manufacturing concepts 

toward Purchasing processes with a focus on six different case studies of Toyota Motor Asia 

Pacific - Engineer &Manufacturing Co., Ltd, Toyota Tsusho (Thailand) Co., Ltd, Salee 

Industry PLC, Kawamura Electric Sale (Thailand) Co., Ltd, Mahakit Rubber Co., Ltd, and 

Win Win Plus Business Co., Ltd. All the Purchasing activities which have been exercised and 

performed between the Purchasing and Logistics functions will be identified and evaluated 

for their benefits on an explicit case study. Furthermore, this study will also attempt to 

identify the Lean manufacturing factors that influence the integration between the Purchasing 

and Logistics function in these companies. 
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Research Methodology: This study will adopt a qualitative research approach through semi-

structured interviews conducted mainly with Purchasing and Logistics managers together 

with employees in different level. An exploratory case study of Toyota Motor Asia Pacific - 

Engineer &Manufacturing Co., Ltd, Toyota Tsusho (Thailand) Co., Ltd, Salee Industry PLC, 

Kawamura Electric Sale (Thailand) Co., Ltd, Mahakit Rubber Co., Ltd, and Win Win Plus 

Business Co., Ltd. will be provided in this research. Theoretical backgrounds will be 

presented in the literature review section to introduce the general concepts Purchasing and 

Logistics  related to the study.  This paper also attempts to maintain reliability and validity by 

basing the information from respectable journals such as Liker, Jeffrey K. (2004), Lean 

Enterprise Institute (2003), and Vitasek, K., et al. (2005).  
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Chapter1 Introduction 
------------------------------------------------------------------------------------------------ 

This chapter defines the background of the research, objective and purpose of 

this study; and illustrates the problem statements, research limitations and 

research questions.  

------------------------------------------------------------------------------------------------ 

1.1 Background 

1.1.1 The role of Purchasing in Logistics 

Purchasing is considered as a vigorous and significant activity not only in the manufacturing 

industry but in fact, every industry has been practicing Purchasing functions directly and 

indirectly because of the need of raw materials form a significant part of production in terms 

of cost and competitiveness. The high degree of effectiveness of Purchasing process can help 

in improving the overall productivity & efficiency and reducing total cost of the 

organizations. Scully and Fawcett (1994) mentioned that managing the Purchasing activities 

has received increasing attention in recent years because of its tremendous influence on the 

production capabilities of the firm. 

Ellram and Carr (1994) mentioned about the integrated of primary functions such as 

Purchasing and Logistics between different departments in the company as Integration is a 

process of combining and interacting the integrated activities/functions to achieve a set of 

goals.  

In this research, integration is described as an interaction and collaboration between the 

Purchasing and Logistics functions. 

Purchasing activities 

Generally, Purchasing is primarily considered for inbound flows of process into an 

organization, while Logistics considers both inbound and outbound dimensions of the process 

flow within an organization and also the relationships of material flows. 

Due to the fact that Purchasing has a responsibility to be able to satisfy the need of 

manufacturing functions or any other department within the company, Purchasing activities 

were often considered as a service function. Different companies have different Purchasing 

tasks when considering the job description; some companies assign the responsibility of 

developing and maintaining strong relationship with vendors to Purchasing department but 
for some companies, all those activities will be done by the Logistics department. 

Purchasing activities share the same ultimate concept as Lean manufacturing in Logistics 

which is the attempt to deliver the right product or service to the right place at the right time 

which can be linked to the concept of Just in time (JIT) or pull system in Logistics which will 

be discussed later in this study. 

In supply chain perspective, The Purchasing activity in supply chain perspective is an 

integration of business processes from customers through suppliers which are able to provide 

http://ed.grammarly.com/editor/content?page.paperReportKey=
http://ed.grammarly.com/editor/content?page.paperReportKey=
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products, services or even information which can add value to the products in order to stay 

competitive in the market and attract more customers. 

Van Weele (2002) mentioned that considering the role of Logistics activities which have 

changed significantly recently due to the higher demand for an operational materials and 

resources management. Such activities resulted in the need for integration between 

Purchasing activities and Logistics.  

1.2 Problem Statement 

 
Ellram and Carr (1994) mentioned that by performing a series of value creation activities of 

Purchasing and Logistics contribute to the successful of a company. The company which 

performs an integrated internal functions such as Purchasing and Logistics tends to get a huge 

opportunity for higher beneficial than performing the two functions separately.  

Rech and Long (1998) also mentioned about the significant and impact of the integrated 

Purchasing and Logistics activities as: several done research showed that Purchasing and 

Logistics are the two functions that have been practiced together for long time; there is a link 

behind the concept of the two functions; those link will be identified and examined later in 

the data analysis section. 

Rivas (1998) indicated that in fact Purchasing and Logistics are two different topics and do 

not share the same objective. Some Purchasing managers ignored the quality of the products 

or services by reducing the price in order to offer the best price to customers. On the other 

hand, Logistics manager has been focused on delivery time and finding the lowest possible 

ways to deliver the products, buy the cheapest material, shorten lead time, and keep lowest 

inventory in the warehouse. The main task of Logistics function starts right after Purchasing 

department placing an order. 

Persson (1997) argued that there is no concrete solution on how the Logistics functions and 

its activities should be organized within a company and the issue should be considered on a 

case-to-case basis. The conflict between the two functions can be found in many 

organizations since there are a positive relation between them and the company need to 

understand what are the underlying reasons and how to avoid such conflicts.  

From the research done by Ellram and Carr (1994), Rogers (2004), Rivas (1998), and   

Persson (1997), there has been no conclusion on the integration between Purchasing activities 

and Logistics. Therefore; this research aims to explore the practical connection between 

Purchasing and Logistics with the real case study of six different companies: Toyota Motor 

Asia Pacific - Engineer &Manufacturing Co., Ltd, Toyota Tsusho (Thailand) Co., Ltd, Salee 

Industry PLC, Kawamura Electric Sale (Thailand) Co., Ltd, Mahakit Rubber Co., Ltd, and 

Win Win Plus Business Co., Ltd. The companies have been selected as case studies since all  

companies are recognized as a dominant market leader with global presence. All companies 

are known to have Logistics and Purchasing activities as a key success factor. Therefore, the 

success of the above mentioned companies can be a good example for a practical viewpoint 

of Purchasing and Logistics integrations. 
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1.3 Aim of the Project 

 
The main objective of this research is to develop a framework that acts as a measurement tool 

comparing the Purchasing activities between the integrated Purchasing and Logistics 

functions of six different manufacturing companies: Toyota Motor Asia Pacific - Engineer 

&Manufacturing Co., Ltd, Toyota Tsusho (Thailand) Co., Ltd, Salee Industry PLC, 

Kawamura Electric Sale (Thailand) Co., Ltd, Mahakit Rubber Co., Ltd, and Win Win Plus 

Business Co., Ltd.  

Two research questions will be formulated with an aim of identifying the most effective 

factors related to the integration of Purchasing and Logistics functions from a practical 

business practice. Contributions to these research questions have been through literature 

reviews together with empirical research from case studies. Therefore, results and 

conclusions from this research will be presented as a structure framework which supports all 

the requirements for an integration of the two functions towards improving Logistics 

performance.  

1.4 Research Questions 

 
This research will investigate the following two research questions:  

RQ1: How is the Purchasing process of each studied company designed and practiced?  

RQ2: Which tools in Lean manufacturing are applicable to Purchasing activities of each 

studied company? 

1.5 Research Limitations 

 
There is a need of stating research limitation due to the restricted timeframe limit set for this 

thesis work and the wide scope of the research topic. First, the empirical studies are 

conducted based on a case study of Purchasing activities of six different companies. The 

analysis of data will be gathered from an empirical case of studying the Purchasing processes 

with a pattern of Lean manufacturing applications to narrow down the scale of this thesis.  

Second, the research consists of various perspectives and the concept of Purchasing and Lean 

manufacturing are broad but in this thesis the main focus is on the Purchasing activities of six 

different manufacturing companies and how can Lean manufacturing tools such as Six 

Sigma, level scheduling, 5s, and JIT can be applied in their business from a limited number 

of aspects which will be mentioned in the empirical cases.  
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Chapter2 Methodology 
---------------------------------------------------------------------------------------------------------------- 

This chapter is divided into 2 parts; the first part of this chapter presents the 

research methodology and research design. The second part focuses on the 

process of data collection and data analysis together with validity and 

reliability check of this research.  
---------------------------------------------------------------------------------------------------------------- 

2.1 Research Methods 

 
A qualitative case study of Toyota Motor Asia Pacific - Engineer &Manufacturing Co., Ltd, 

Toyota Tsusho (Thailand) Co., Ltd, Salee Industry PLC, Kawamura Electric Sale (Thailand) 

Co., Ltd, Mahakit Rubber Co., Ltd, and Win Win Plus Business Co., Ltd will be applied in 

this thesis work. Empirical data will be collected from semi-structured interviews with the 

company‟s employees, both management and operational level. Due to the fact that a semi-

structured interview allows new questions or suggestions to be discussed during the interview 

which can be helpful in gathering data, therefore; a semi-structured interview will be used in 

this research.  Secondary data will be the main source of data provided in this research by 

including both documentary and data records gathered from company website, previous and 

current company annual reports, and university database together with respectable online 

public articles and journal 

 

 

Figure2.1 Research Methods 
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2.2 Research Design 

2.2.1 Literature Review 

The method of literature review with an exploratory case study of six different companies has 

been conducted in this research.  The main reason is to provide readers with a full 

understanding of the focused topic in a detail-oriented way and to present the findings 

gathered from studying the process of each studied company. The findings will be ultimately 

used as assumptions to summarize the results regarding the topic with various references. 

Pan, M. L. (2004) mentioned the definition of literature review as a collection of available 

documents on relevant topics which may be either published or unpublished. Literature can 

be extracted in many forms such as raw data, evidences, ideas, and information which have 

taken from a definite perspective of the specific topic. Such perspective should have a 

definite objective and be able to lead to how the objective can be reached.  

In this research, the theoretical backgrounds from literature studies are general concepts 

related to the area of study in Logistics aspect.  This paper also attempts to maintain 

reliability and validity by basing the information from respectable journals such as Liker, 

Jeffrey K. (2004), Lean Enterprise Institute (2003), and Vitasek, K., et al. (2005). 

2.2.2 Preparing and Conducting for the Interviews 

The semi-structured interviews have been performed in this research and it meets the research 

purpose very well since every company and their employees are well aware of the process of 

the purchasing activities. The advantages of conducting semi-structured interview are but not 

limited to; developing a good relationship between interviewer and interviewee since it is a 

simple, efficient and practical way of getting data about unpublished information, high 

validity since both parties are able to navigate the information in all aspects, and complex 

questions and issues can be discussed or clarified.  

Questions in the interview were initially designed and formulated according to the level of 

representative to be interviewed and it aims for answering the stated two research questions. 

Both management and operational employees are to be interviewed. The main objective of 

conducting an interview with the operational level was to raise the awareness of the need of 

the integration of Purchasing and Logistics among these industries and to pinpoint their 

opportunities for further development. The proposal and interview questions have been 

delivered to the company‟s representatives in advance in order for the participants to 

understand the objective of the research. 

2.3 Data Collection 

 
A case study of six different manufacturing companies is performed in order to investigate 

the Purchasing activities with a wider range of data collection including documentaries, 

published online journals and articles and interviews. This research aims to get a thorough 

understanding of how each of the companies manages their businesses across countries and 

cooperate with their subsidiaries by gathering both primary data and secondary data. 

Additionally, both primary and secondary data will be the main source for this research in 

order to answer two research questions and will act as the foundations for analysis and 

conclusion sector.  
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Figure 2.2 Data collection method (Bogdan, R.C. and Biklen, S.K., 1992)   

 

2.3.1 Primary data 

In this research, primary data will be collected through semi-structure interviews. To be able 

to collect data in specific topics as planned, the telephone and Skype interview was 

performed as a semi-structure basis in which the questions will be mailed to interviewees in 

advance with additional questions asked during the interview can be adjusted in case the 

interviewees might not be able to answer some topics or suggest better alternatives toward 

such questions. The interviews are aimed to be supplemental information to the secondary 

data.  

2.3.2 Secondary data 

Jick (1979) mentioned that a type of secondary data is increasing considerably in importance 

with the expansion of research internationally and the trend to storing research data in 

internationally available databases is that form previous researchers‟ studies. 

In addition to primary data, which have been mentioned earlier, secondary data also 

contributes to this research including both documentary and data records gathering from 

company website, previous and current company annual reports, and university database 

together with online public articles and journals. 
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2.4 Data Analysis 

 
Yin (2003) suggested the three factors that need to be considered in the process of analyzing 

data as: 1) proposition of theoretical backgrounds, 2) concerning about the description of 

opponents and 3) creating of explanation of a case study. Since the data included in this 

research is mostly concerned with both primary and secondary data, therefore the proposition 

of theoretical backgrounds from literature reviews is suitable for the data analysis method in 

this research. Additional to the proposition of theoretical backgrounds, several tools of data 

analysis will be used such as time series analysis and similarities of pattern matching. In 

order to increase the level of understanding of readers and validity check of this research, 

most of presented data will be in a form of tables and figures. The questions from the semi-

structured interviews will be included in the appendices in the purpose of thoroughly 

understanding of the stated problem statements.  

2.5 Validity and Reliability 

 
Yin (2003) mentioned the definition of validity and reliability as; the translation from concept 

to operationalization accurately representing the underlying concept while reliability is a 

measure which considered being reliable if it would give us the same result over and over 

again with a specific constraint.  

There has been a study by Creswell and Miller (2000) that validity and reliability is 

commonly used in quantitative research as well as qualitative research. The concept of 

validity and reliability will act as a measurement for considering the consistency level of the 

research.  

2.5.1 Construct Validity 

Performing the construct validity in order to identify what are the possible and effective tools 

in practical application of the  integration between Purchasing activities and Logistics. The 

practical use of various sources data on the identifying the concepts from literature review 

and published journals would be a significant protocol for validating the quality of this 

research. 

2.5.2 Internal Validity 

Creswell and Miller (2000) give the definition of internal validity as internal validity 

associated with the data presented certainly answers the research questions. Mostly Statistics 

methods are used to answer the research questions in quantitative research in order to 

determine the internal validity of the research.  Therefore, in this specific case, the problem of 

internal validity will be avoided by using multiple sources of evidence to answer the research 

questions by gathering secondary data together with data collected from semi-structure 

interview and evaluate the collected data before analysis.  
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Chapter 3 Theoretical backgrounds 
------------------------------------------------------------------------------------------------ 

This chapter presents the theoretical study which was classified into two main 

topics: the first topic was the role of Purchasing in an organization and its main 

responsibilities. The second topic shows the concepts of Lean manufacturing 

tools in Logistics which can be applied to Purchasing activities. 

------------------------------------------------------------------------------------------------ 

3.1 What does Purchasing department do? 

3.1.1 The Strategic Role of Purchasing 

 

Bengtsson, et al. (2010) identifies of the strategic role of purchasing as mainly operating its 

routine activities related to sourcing and buying in a parallel way to the main objectives of the 

organization. In addition, Ellram and Carr (1994) emphasize more about the role of 

Purchasing as Strategic success of an organization can be expanded through main role of 

Purchasing activities and contributions toward its key performance factors. The key 

performance factors related to Purchasing activities for the company to become success in 

running its business are listed below; 

 1. Being able to penetrate the business to external markets. Rech and Long (1998) mentioned 

that by external interactions with the supply side in the supply chain, latest update 

technologies, potential new customers or materials, alternatives supply sources, and market 

condition can be extracted from purchasing activities. Purchasing activities that are external 

interacted with the supply chain are very useful for some other operations in the company 

such as research & development, demand & sales forecasting, operation & production, and 

inventory & warehousing. It has also been suggested by Paulraj and Lado (2004) that 

Collaboration of this competitive intelligence with support from employees at all levels; 

Purchasing can help the organization achieving and taking advantage of new market 

opportunities. The new market opportunities are arise from the penetration of Purchasing 

activities with the external factors besides its own existing relationship through the value 

stream of supply chain. 

 2. Developing a strong relationship with the Supplier. Purchasing department has the 

responsibility to develop a strong relationship with existing and new suppliers in order to 

support the organization's strategic success in the future. Involvement of suppliers in a 

process development for new products or revision of existing offerings can decrease 

operating time and solve obstacles in previous operations. In Johnson and Leenders (2001), it 

is presented that the hint for reducing the time of quickly launching the products to the 

market can be significant to the success of the company and to the positioning of the 

company in the market. Therefore, the primary Purchasing activities which related to supplier 

are supplier selection, assessment of the key Purchasing indicators, planning and research for 

future Purchasing, and maintain a good relationship with suppliers. The combination of those 

Purchasing related activities which are the primary activities of Purchasing department and 

has become the foundation for the success of its business in the competitive market.  
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 3. Relationship to other departments in an organization. Practically most of the departments 

within a company have to deal directly or indirectly with Purchasing functions in order to get 

information or support when it comes to buying. Leenders and Fearon (1997) mentioned that 

internal role of Purchasing activities within the organization can be ranges from supporting to 

strategic purpose. Due to the fact that Purchasing offers various supports to other functions or 

departments in a company, it will be prioritized at high rank when it comes to decision 

making process. Whereas Narasimhan and Bad (2001) suggested that one major strategic role 

of Purchasing in supporting new information flow in the company gives the power to 

Purchasing to have precise forecasting and evaluation. By doing so, it will give the company 

an ability to meet the requirements of other function in an organization which leads to reduce 

the errors or any failures that might arise in the future. With research done by Leenders and 

Fearon (1997) and Narasimhan and Bad (2001), It can be concluded that Purchasing must 

work together with other departments in an organization in order to maximize the 

effectiveness and efficiency of the Purchasing.   

3.1.2 Supplier Evaluation and Selection 

 

Degraeve and Roodhoof (1999) pointed out that one of the most significant factors in the 

process of Purchasing is selecting the right supplier. Supplier selection is considered as one 

of the key issues done by Purchasing department because the cost of raw materials and 

component parts constitutes are the main cost of production management which are heavily 

affected by the suppliers. Among all the process in running a business nowadays, the process 

of Purchasing is relatively complex due to the diversity of factors available in the market that 

must be considered when making a purchase. Due to the fact that suppliers have a large and 

direct impact on the cost of materials, quality of the products, new advance technology, and 

the whole supply chain stream. Therefore; the organization‟s ability to produce a quality 

product at a reasonable cost in a timely manner is heavily influenced by its suppliers‟. 

Another study done by Dobler and Burt (1996) about how to perform supplier selection and 

evaluation showed that Cross-functional team will be created when it comes to the process of 

supplier selection and evaluation. Cross-functional team is a team which formed with 

different functional expertise people working toward a common goal which has been 

increasingly popular in making important decisions since it includes employees from 

different departments based on their specialty and sometimes members may also come from 

outside company. Zsidisin and Ellram(2001) also pointed out that there are several steps in 

selecting supplier which were listed below: 

 Generating pool of vendors 

 Reviewing all vendors offer and proposals 

 Analyzing the requirements between company and vendor  

 Selecting potential candidates for vendor  

 Interviewing with vendors 

 Calculating and evaluating  total score/risks of each vendor 

 Selecting the winning vendor 
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Monczka, et al. (1998) as also investigated that the process after selecting the vendor is 

developing a contract negotiation strategy. Developing a contract negotiation strategy can be 

done through review the objectives of contract negotiation and plan for the negotiations 

which include activities; list the item with priorities together with alternatives, know the limit 

in case the contract went the wrong way so it is easy to walk away, define time constraints 

and benchmarks, and assess potential liabilities and risks that might arise during the contract 

negotiation.  

3.1.3 Managing supplier relationships 

 

In Caniels and Gerlderman (2007); the main factors that lead most of the company to become 

successful is to develop strong relationships with their suppliers. Firms may not rely on only 

one individual supplier when making a purchase of goods or services at any particular time 

although typically companies make large purchases in order to take an advantage of 

economies of scale. In fact, most successful companies realized the necessity to maintain a 

good relationship with their suppliers by creating strong buyer/seller relationships.  

Park, et al. (2001) mentioned about having a good relationship with supplier as First, it 

develops a sense of commitment with suppliers which gives the confident to suppliers that the 

buyers will make a next purchase with them in when they need to make a purchase of 

products or services.  Second, advance planning and purchasing can arise from having a good 

relationship between buyer/seller. When the purchasers satisfy with the products they bought 

from suppliers, they tend to start planning for the next purchase in the future and discuss with 

the supplier in order for the availability of products. Third, the positive attitude and view 

towards the suppliers help bring success to both parties. Trust is the main element when it 

comes to perform a business transaction since it has strong effect on business 

communications and relationship between the two parties which will lead to competence and 

productivity. 

Considering the perspective of vendors, the knowledge that vendors have towards the buyer‟s 

business is extremely important. Generally, suppliers that understand about the buyer‟s 

company, processes, products, and goals tend to yield higher satisfaction level from buyers 

for the goods or services provided by the vendors. From Sarkar and Mohapatra (2006), it has 

been concluded that buyers and suppliers are both better served when they come together to 

form strong, mutually beneficial, and secure business relationships. This resulted in 

increasing in sales growth and competence of both buyers and sellers together with handling 

any problems occurred in the future, if there is an existence of strong relationship between the 

two parties. 

3.2 Measuring Purchasing performance 

 
(Roylance, 2006, p. 45) stated about how to measure the purchasing performance as;  

‘It is much harder for top management to judge that their Purchasing people are doing a 

good job. As a profession we have not been very good at measuring our performance, 

therefore we can hardly gripe when salespeople come to call in their latest BMW while we 

are driving around in ancient Nissans‟ 

The role of measuring Purchasing performance which is further emphasized by Fawcett and 

Cooper (1998) mentioned that nowadays measuring Purchasing performance is considered as 
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one of the strategic role that the Purchasing department pays higher attention. Due to the fact 

that higher level of Purchasing performance allows company to take advantages of cost 

reduction of raw material and better quality of finished products. Therefore, the company 

requires making sure that its Purchasing functions remains at high level in order to avoid the 

risks of bad quality of products or services.  Another supporting study from Lamming (1985) 

shows that one simple performance measurement of the performance is the amount of cost 

saving from performing Purchasing activities by the company. In fact, there are several 

measurements for measuring Purchasing performance available for the company to perform 

according to its business practices and performance level. 

3.2.1 Purchasing Efficiency 

 

Purchasing efficiency is reflected mostly by Administrative expenses which are considered as 

the basis for measuring Purchasing efficiency which related to the organization as a whole, as 

opposed to expenses related to individual departments during a specific period of time. The 

measurements examine how well the Purchasing department is performing the assigned 

activities in comparison to the allocated budget. The Purchasing efficiency of a department 

generally exceeds the expectation when the costs spent by the department are within the 

budget given Purchasing expectations had been fulfilled and vice versa. 

3.2.2 Purchasing Effectiveness 

 

When considering the Purchasing performance of the company, only the cost of individual 

department spent within a specific period of time can be considered as a relatively weak 

measurement for Purchasing effectiveness. As market price fluctuations, company 

Purchasing power can contribute towards weak Purchasing effectiveness as well, it is 

misleading to measure Purchasing effectiveness based solely on the Purchasing department 

spending.  

Therefore; one of the most well-known methods in measuring the effectiveness of Purchasing 

activities in the organization is turnover ratios. The inventory turnover ratio measures the 

number of times a company's inventory is replaced during a given time period. Turnover ratio 

is calculated as cost of goods sold divided by average inventory during the time period. A 

high turnover ratio is a sign that the company is producing and selling its goods or services 

very quickly. The method of inventory turnover ratios is used in many companies in order to 

measure the effectiveness of Purchasing activities. 

The conclusion from Monczka, et al. (1998) was that inventory ratio is a practicable 

Purchasing performance objective. In fact, there is better strategic significance in 

organization where Purchasing effectiveness is viewed as a key performance factor to 

competitive advantage.  

3.2.3 Strategic Performance Measurements 

 

Van Weele (2002) suggested that there are various elements that can be used as a 

measurement when it comes to measure the performance of Purchasing function. Since it 

allows the company to analyze and select which are the appropriate measurements that 

relevant to the Purchasing performance measuring of its Purchasing department.  

http://www.businessdictionary.com/definition/expense.html
http://www.businessdictionary.com/definition/individual.html
http://www.businessdictionary.com/definition/department.html
http://www.investorwords.com/10438/number.html
http://www.investorwords.com/992/company.html
http://www.investorwords.com/2589/inventory.html
http://www.investorwords.com/3669/period.html
http://www.investorwords.com/5094/turnover.html
http://www.investorwords.com/4041/ratio.html
http://www.investorwords.com/1158/Cost_Of_Goods_Sold.html
http://www.investorwords.com/15762/average_inventory.html
http://www.investorwords.com/992/company.html
http://www.investorwords.com/2209/goods.html
http://www.investorwords.com/6664/service.html
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3.2.3.1 Balanced scorecards (BSC) 

 

Balanced scorecard (BSC) was developed and performed by many companies as a tool which 

was used in measuring the performance of their process flow. Kaplan and Norton (1992) 

mentioned the usage of BSC as it provides a framework for design of strategy, help in 

achieving the strategic objectives, and formulate the action plans together with improving the 

information systems for performance measurement.  

A further study by Brewer and Speh (2000) has elaborated that the balanced scorecard creates 

awareness of the value of strategic goals through flowing a set of performance indicators, 

enabling well-coordinated targets across the organization. The BSC itself consists of four 

different key performance indicators which related to both financial and nonfinancial areas.   

Kaplan and Norton (1992) mentioned four perspectives of BSC as 1) customer perspective, 2) 

financial perspective, 3) internal business process and 4) learning and growth perspective. 

Each perspective is discussed as follow;  

 Customer perspective  

In customer perspective, customer satisfaction towards the products or services by the 

company is focused rather than management satisfaction.  Customer satisfaction has a strong 

correlation to customer loyalty for purchasing. Once the customer‟s purchasing need is not 

satisfied it can often lead to drastic results such as losing their market position or competitive 

edge. On the other hand, high level of customer satisfaction means that the purchasing 

department has been able to meet the company‟s expectations which can either be a result 

from high sales and maximized productivity. In this case there is a strong relationship based 

on customer satisfaction. 

When considering metric development in customer perspective, type of businesses and 

process of customers together with their business construction should be analyzed and 

evaluated.  

 Financial perspective 

Often the goal of a firm is to maximize shareholder‟s value and there are several financial 

ratios to measure the company‟s performance towards shareholder‟s wealth such as market 

share, profit ratio, return on investment, revenue growth, and other qualitative measurements 

such as corporate goals. Such ratios should be incorporated to the construction of BSC and 

presented with high accuracy and meaningful comparability.   

 Internal business process 

For internal business perspective, M. Jensen (2001) suggested that in the process of internal 

business, it will examine on whether the company operate its business effectively and 

efficiently or not. It also allows top management level to see how well the company is 

performing and in which direction. Company‟s objective will act as a benchmark to compare 

with the process within the company. Strong internal business process of the company will 

help company to grow and expand its business in the future. 
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 Learning and growth perspective 

Kaplan and Norton (1992) mentioned that learning is more like Training‟ together with „most 

companies throughout the world provide training programs for its employee. Besides 

training, the company need to develop the attitudes of its employees towards corporate 

cultural for both individuals and the company as a whole. Employees are the most valuable 

assets in the company which is the only source of knowledge. Many organizations try to 

increase the awareness of continuous learning since employees are the main driving actors for 

the growth of the company in the future. Support in term of funds and knowledge by 

management level is strongly required towards the growth of the organization and directions 

that the company is heading to. In most case, learning and growth is the essential foundation 

for success of any knowledge-driven organization. 

  

Figure 3.1 Relationship of four perspectives in the BSC (Martinsons, Davidson and Tse, 1999) 

 

Figure 3.1 shows the relationship of each factor in the BSC in terms of relationship with 

customers, shareholders, and suppliers. Measuring all the four perspectives of the BSC, 

customer satisfactions, Purchasing cycle time, and opportunities for future improvement are 

the factors to be considered in order to measure the success of the Purchasing performance. It 

is important to integrate all perspectives of BSC development with weighing the importance 

of each perspective on an individual company basis. Abran and Buglione, 2003 mentioned 

that the implementation of each individual perspective will be compared within a framework 

that measures internal performance of the company such as a set of goals and key 

performance indicators. Norreklit (2000) also suggested that a good balanced scorecard 

should include both terms of outcome measures and performance drivers. To elaborate more; 

when considering an outcome measures as to shorten lead time, then the performance drivers 

will be higher productivity or pull system. In this case, all four perspectives in the BSC 

should have both outcome measurement and performance driver indicators. 
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An interesting study by Aich and Fiedler (2002) has added the fifth perspective in the BSC 

which is supplier perspective should be implemented. Due to the fact that purchasing 

activities are deals directly with suppliers so the need of developing the fifth elements in the 

BSC as supplier in purchasing perspective is required and practically done in many 

organizations. 

3.3 Lean manufacturing tools 

3.3.1 What is Lean?  

 

Lean manufacturing system is one of the techniques or principles for controlling of 

production systems which is a generic process management philosophy mostly from the 

Toyota Production System (TPS).  In fact, many organizations throughout the world try to 

practice Lean manufacturing principle to improve their production and operation. Many of 

those were not successful because of lacking of fully understanding the basic of Lean 

principle. 

Companies should practice Lean manufacturing system because it is easy to implement and 

does not require a high investment.  

Johanson and Winroth (2009) pointed out that in order to meet the Lean manufacturing‟s 

principle which required an organization to complete set of tools and methodologies for 

eliminating waste and value creation; making process more efficient and effective without 

any delays and less cost which will lead to several benefits such as deliver the right product 

to customers when they want with the right quantity, shorten lead time, and reduce inventory 

cost.  

Liker (2004) stated the fourteen principles of Lean manufacturing tools in the book called 

“The Toyota Way” from Toyota production system which all of the principles were classified 

into four main principles (4P):  

 Philosophy - Long-term thinking 

 Process - The right process will produce the right results 

 Partners - Add value to the organization by developing your people 

 Problem solving - Continuously solving root problems drive organizational learning 

Gopalakrishnan (2010) mentioned about value creation and waste reduction in Lean 

manufacturing process as Lean manufacturing implies on some certain principles such as 

Visual inspection, Level scheduling, standardisation and continuous improvement (Kaizen). 

Additionally, the concept of Lean manufacturing can be seen as; specifying value, value 

stream identification, organizing value stream to easy the flow, pull system or Just in Time 

(JIT) and seek for perfection. 

As research done from Lean Enterprise Institute (2003) mentioned the characteristics of Lean 

manufacturing as; a set of tools which consist of several implications such as 5S‟s, push vs 

pull system, Value stream mapping, seven types of wastes, and its core principle of Lean 

which is continuous improvement (Kaizen) which all of these tools will be explained later in 

this chapter.  
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3.3.2 The main principles of Lean manufacturing tools  

 

From the fourteen principles of the Toyota Production System (TPS), this study will focus on 

five related principles as follow; 

The first principle is to specify the value from the customer‟s perspective: It is important for 

companies to offer products and services which fulfill customer's needs and values. This will 

result in customer satisfaction and a good relationship. Failure to do so might force the 

customer to switch to others products or services in the market, making the company loose its 

market share. The core of this principle is for the company to accurately identify the products 

and/or services which add value to the customer. 

The second principle is to map the value flow: Mapping the value of every step the company 

puts in the product, start from buying raw material to assembling the product until the deliver 

goods to customers. Performing the mapping of value flow helps the organization to monitor 

all the value added activities and be able to remove any activities that do not create value to 

the company in order to save cost and eliminate redundant activities in the process. 

The third principle is creating flow: The goal of this principle is to create an even and stable 

flow, by trying to avoid queues in the production and reducing as many bottlenecks as 

possible. Bottleneck is a term that identified the process with limited capacity which will 

reduce the productivity of the whole production line. By creating flow of the process, it will 

help the company see the bottlenecks in the production line and eliminate or minimize them 

to make the production flow as smooth and efficient as possible. 

The forth principle is pull: The ultimate concept of pull system is to only produce products 

when there is a demand for them. By doing this, the company can reduce the risk of over 

production, unsold finished goods, and improve the production speed to meet the market 

demands (Ballou, 1999). Production and distribution are demand driven in pull system since 

the company tries to have the least inventory being stored in the warehouse; they will 

produce according to customer‟s order. 

The fifth principle is to achieve perfection: After all aforementioned principles are effectively 

implemented, the next step is Perfection. Perfection is to ensure the long-term production 

runs smoothly in a Lean manner. This will be achieved after completion of several steps such 

as producing exactly what the customers want, at the right time, with good quality, a 

reasonable price and a minimal waste of resources. 

3.3.3 5s 

 

The 5S method is a structured program to implement workplace organization and 

standardization. As Song, et al. (2009) mentioned the 5S is a process of work place 

organization and housekeeping which is carried out gradually and systematically. A well-

organized workplace motivates people both on the shop floor as well as in the office. The 

practice of 5S helps the company improve safety, work efficiency, higher productivity and 

establishes a sense of ownership with its employees.  

 

 



 
 

22 
 

The 5s consists of five key factors which are listed below: 

1. Seiri (Sorting) 

It is the series of steps identifying things which are being held in the workplace when they 

should not, or are being held in the wrong place. We identify a large area devoted to tools or 

gauges, some of which are needed regularly and some used infrequently.  

2. Seiton (Set in order) 

Seition is the series of steps in which we place things in such a way that they can be easily 

reached whenever they are needed. Simplify the work station as much as possible; creating an 

environment that is easy to work in with only the correct equipment. 

3. Seiso (Shining) 

The principle to keep things clean and polished, no trash or dirt in the workplace is that we 

are all happier and hence more productive in clean, bright environments. There is a more 

practical element in that if everything is clean it is immediately ready for use. 

4. Seiketsu (Standardize)  

In this step, the company should integrate the first 3 S‟s and implement the same standard for 

all used documents and operations within a process or company. All work stations for a 

particular job should be identical and all employees doing the same job should be able to 

work in any station with the same tools that are in the same location in every station. 

5. Shitsuke (Sustain) 

Sustain the first four steps and make sure that everyone within the company is on board with 

the 5S principles so that they will be easy to sustain. Employee‟s commitment together with 

attitude towards the success of the company at all levels are the main driving force that lead 

to a goal of sustainable in a long run. 

3.3.4 Seven types of wastes 

 

Liker (2004) mentioned seven types of wastes in The Toyota Way which should be 

eliminated in order to optimize the Lean manufacturing principles.  

1. Overproduction – Producing more than the customer ordered which resulted in 

overproduction. Overproduction issue can be solved by implementing pull system. The 

principle of pull system is to manufacture exactly what customer order. Therefore, it can help 

solving the problem of the unsold finished products and inventory management. 

2. Waiting – Waiting can derive from several factors such as waiting for raw material, 

customer order, equipment & machines, and so on. Lean tools eliminate waiting time by 

practicing Just In Time (JIT). 

3. Unnecessary Transportation – Point-of-use-storage (POUS) in Lean manufacturing is a 

method that material be delivered to the points where it will be used.  By doing this, it help 

company eliminate all the process between shipping origin point to receiving location or 

warehouse.  



 
 

23 
 

4. Over-processing – Over-processing or reworking is to perform a work over again or doing 

something that the customer did not require.  Value Stream Mapping in Lean tools is 

appropriate tool using for identifying non-valued added activities in the process and will 

eliminate those activities in the process.   

5. Excess Inventory – Excess in inventory is directly caused by overproduction which 

occurred where inventory level higher than the customers‟ demand. Just In Time or Pull 

system can be used in order to eliminate an excess inventory or overproduction resulted in 

more warehouse space and reduce in warehousing cost.   

6. Unnecessary movement – Unnecessary motion is the unnecessary movement of employees 

around the work space wasting time and effort. This type of waste can be caused by 

inefficient work design or layout of the shop floor together with poor standard work 

practices.   

 7. Defects –Defects are considered as one of the most dangerous waste from seven types of 

wastes and caused by poor quality of manufacturing processes which can be human errors or 

equipment breakdown. Rework which resulted from defects takes additional time to perform 

the work. Therefore; it drives the cost of the finished product to be higher and lead to delay of 

production and shipment.      

Table 3.1 illustrates the seven types of wastes along with benefits after eliminating the 

wastes:  

 

7 Types of Wastes Benefits of eliminating 7 types of wastes 

Overproduction Shorten lead time, waiting time and cycle time  

Waiting  Higher productivity 

Higher utilization of workers 

Unnecessary Transportation Increased profitability, Reduce transportation costs 

Over-Processing Reduce cost of raw material, Reduce defects rate 

Excess inventory Reduce inventory cost 

Unnecessary Movement Improve ergonomics, Avoid queuing 

Defects Quicker delivery, Reduce maintenance costs 

Higher customer satisfaction and relationship 

 

Table 3.1 Benefits of eliminating 7 types of wastes 
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From the Figure 3.1, the benefits of elimination of seven types of wastes can be categorized 

into three main points:  

 It helps shorten the lead time and offer the company with a more flexible and 

responsive work flow.  

 

 Reduction in operation cost such as raw material cost, warehousing cost, and 

maintenance cost. 

 By eliminating all types of waste, it allows the company to free up its resources to be 

utilized in more value-added business functions. The overall practice leads to 

facilitating the company‟s growth strategy in the long run. 

3.3.5 Value Stream Mapping 

 

 Value stream mapping (VSM) is a tool under the Lean manufacturing concept which helps 

create an overall picture of the process within an organization along with an objective to map 

the flow between material and information. It provides the production manager with the 

whole process in the organization and identifies value added and non-value added activities 

engaged in the whole process. VSM allows the company to easily spot and eliminate 

bottlenecks and non-value added activities in the process.  

The basic concept of VSM is to map the current state of a process and apply Lean 

manufacturing tools to create an improved future state vision of the process.  In order to 

develop the future state, the company needs to identify what are the non-value added 

activities and focus on eliminating them. A set of techniques are then applied to create a 

future state vision which drives an implementation plan.  

 

Figure 3.2 Value stream Mapping (VSM) of Pizza shop 
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Figure 3.2 shows the example of a simple VSM of a pizza shop starts from the process of 

receiving raw material from supplier, the process in making the pizza and end with the 

delivery finished product to customer.  Some others main factors in the VSM are cycle time, 

lead time, and changeover time which are measured in order to compare the current process 

and the prospected future process.  

3.3.6 Kaizen 

  

Kaizen (Kai=change, Zen=good or better in Japanese) refers to continuous improvement 

which is the ultimate goal of Toyota Production System. Kaizen aims to improve not only the 

process but also the people at the same time. The practice of Kaizen was introduced in 

Toyota‟s manufacturing department in Japan in 1950s and has become the key success factor 

of the company. In fact Kaizen philosophy aims at improving all aspects of an organization 

continuously. Ohno, T., (1998) mentioned that Kaizen is a process which is not a one-time 

adjustment made to make this quarter‟s numbers look better. Kaizen contains two significant 

principles; improving for the better of 1) continuous process and 2) maintenance. Without 

one of those factors, the benefits of Kaizen would not be fully achieved. The support from 

management at all levels including employees is necessary to achieve the core principle of 

Kaizen. Managers or supervisors are responsible of establishing Kaizen as the organization 

practice strategy and need to allocate corporate resources to insure that Kaizen is 

implemented. 

Liker and Meier (2005) mentioned that Not a day should go without some kind of 

improvement being made somewhere in the company. This can be applied to the concept of 

Kaizen. Most firms wanted to implement the concept of continuous improvement but some of 

them failed because of lacking of fully understanding of the basic principle.   

In Kaizen principle, quality is considered as the highest priority not only in term of finished 

products but also applies to the quality of work in processes and activities within an 

organization.  

PDCA cycle (Plan-Do-Check-Act) 

Plan; refers to establishing a target and a strategy for improvement.   

Do; refers to the implementation of the plan.  

Check; refers to examine the progress of the plan to ensure it has improved the process.  

Act; refers to the process of standardizing the improved procedure so that it can be continued 

and so that the problem will not return. 

By performing PDCA cycle, the Kaizen culture will develop and ensure that the all the 

processes will be continuously improved in the long term resulting in shortened lead time, 

eliminated waste, reduced cost, and increased customer satisfaction. The core principle of 

Kaizen has been accomplished when an individual can identify which activities go wrong, be 

able to take action, and provide the right solution to avoid such errors. 
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3.3.7 Push vs. Pull system 

 

There are two types of production control systems, which are commonly used in Manufacture 

Company: Push and Pull system. In fact, Push system is not considered as an activity in Lean 

manufacturing tools. In this research, it attempts to clarify and make comparison between 

Push and Pull system plus the concept of Push system are still being used in some operations 

of the studied companies; therefore, the concept of Push system is needed to be mentioned. 

Firstly the Push system, many theorists defined this as a traditional production control system 

because it is typically practiced in most manufacturing companies. Just push a part or 

material from the preceding workstation to the next work station after completion to keep the 

processes flow.  

Lean Enterprise Institute (2003) defined the concept of push system as; it is a conventional 

system of production. According to Figure 3.3, when a job completes its process in a 

workstation, then it is pushed to the next workstation where it requires further processing or 

storing.  

 

Figure 3.3 Push system (Kumar and Panneerselvam, 2005) 

In fact push system heavily depends on the production forecast. If the forecast on demand and 

production level are inaccurate, it will cause bottlenecks, excess inventory, unsold finished 

goods, and non-continuous flow, and inefficient use of resources in general. 

Lean Enterprise Institute (2003) mentioned that push system is not an effective production 

system for lean manufacturing in some industries because it required high level of inventory 

which lead to bad quality products and resulted in some hidden problems. Producing large 

amounts of finished products without any guarantee that all of the goods can be sold before 

the next large shipment comes. Therefore, it tends to create several types of wastes such as 

overproduction, defects and reworks, and unused employee‟s creativity. 

Secondly, the Pull system or Just In Time (JIT) is one of the key principles of Lean 

manufacturing which consists a sequence of workstations involving value addition in each 

workstation. In the pull system mentioned in Figure 3.4, from the current workstation, each 

job will be pulled by next workstation. In other words, the job is pulled by the following 

workstation instead of being pushed by its preceding workstation.   

 

WS1 WS2 WSn Store 
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Figure 3.4 Pull system (Kumar and Panneerselvam, 2005) 

Smith (2006) defined pull system as where processes are based on customer demand. The 

concept is that each process is manufacturing each component in line with another 

department to build a final part to the exact requirement of delivery from the customer. 

Lean Enterprise Institute (2003) stated that the core of pull system production is to produce 

exactly what the customer orders and deliver it straight from production, thus being able to 

keep minimal stock of finished goods.  

Toyota is known as a world class lean manufacturer where pull system has been practiced for 

ages to the point it became one of the company‟s key principles or known as The Toyota 

Way. Toyota applied this system to every manufacturing process aiming towards eliminating 

wastes. One of the wastes that could be easily noticed is inventory which was the main 

unwanted factor among other types of waste.  Toyota defines inventory as a major type of 

wastes because inventory has a direct effect to the production process such as longer lead 

times, damaged finished products, high warehousing cost, and unutilized of resources.   

Table 3.2 shows the difference between Push and Pull system 

 

Push Pull 

Large Lots Small Lots 

High Inventories Low Inventories 

Waste Waste Elimination 

Poor Communication Good Communication 

Production Estimation Production Precision 

Forecasting Actual Consumption 

 

Table 3.2 Push and Pull system 

 

  



 
 

28 
 

3.3.8 Fishbone diagram (Ishikawa) 

 

The fish-bone diagram is a critical tool because it is a systematic way of looking at effects 

and the causes that create or contribute to such effects. It is a team brainstorming tool used to 

identify potential root causes to problems.  Because of its function it may be referred to as a 

cause-and-effect diagram. In a typical Fishbone diagram, the effect is usually a problem 

needs to be resolved, and is placed at the "fish head". The causes of the effect are then laid 

out along the "bones", and classified into different types along the branches. Further causes 

can be laid out alongside further side branches. The general structure of a fishbone diagram is 

presented below. 

Human Environment

Material Equipment

FLOW 
PROBLEMS

Lack of Air flow
within the factory

Noise from Machines

Break downs

Lack of Motivation

Lack of routines

Bad quality of 
raw material 

Lack of maintenance 
record

Distance between 
Machines

Overstock or Lack                            
of Inventory

Lubrication of 
the Machine

 

Figure 3.5 Fishbone diagram 

From the Figure 3.5, the main problem at the line has been identified as flow problem, 

meaning that the current structure of the flow is causing non-value adding work and waste. 

The causes of the flow problem that have been identified are shown on the fishbone diagram, 

it can be classified into four categories; Material, Equipment, Human and Environment.  

3.3.9 Level scheduling 

 

According to Liker (2004) Production Leveling (Heijunka) is the leveling of production 

including both volume and product mix. The concept of Production Leveling does not mean 

to produce the products according to the actual flow of customer orders, but takes the total 

volume of orders in a period and levels them out so the same amount and mix are being made 

each day.  

By practicing Production Leveling, the company can monitor the quantity of its production 

line. Moreover, it provides an effective way to meet customer demands while avoiding issues 

about work in process inventories, capital costs, manpower, and lead time through the value 

stream. Lean Enterprise Institute (2003) mentioned that Production Leveling requires cross-

functional high performance level employees with flexible handling in machinery and 
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equipment. Unleveled production schedule has a negative effect on the relationships with 

customers due to inability to meet customer‟s demand.  

Liker (2004) defined four benefits of Leveling Scheduling as:  

 Flexibility to make what customer wants when they want it  

 Reduced risk of unsold finished products  

 Balanced use of labor and machines  

 Smoothed demand on upstream processes and the plants suppliers  

3.3.10 Implementation of Lean manufacturing 

 

Lean Enterprise Institute (2003) classified the implementation of Lean manufacturing into 

five main processes as mentioned in Figure 3.6 as: 

 State the value from the customer‟s perspective and categorized by product family. 

 Identify only value added activities in the value stream for each product family.  

 Create the flow of all those value added activities.  

 Implement pull system which allow customers pull value from the next upstream 

activity. 

 Let the process flow until all the wastes are eliminated; met the perfection level.  

 

               

 

Figure 3.6 Implementation steps of Lean tools 

  

1.Identify Value 
Activities 

2. Map the 
Value Stream 

3. Create the 
Flow 

4. Implement 
Pull System 

5. Seek for 
Perfection 
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Chapter4 Results and Empirical case study  
------------------------------------------------------------------------------------------------ 

The chapter aims to provide a better understanding of the integration of 

Purchasing activities and Logistics through practical case studies. It will 

investigate the Purchasing process of six different companies and identify which 

Lean manufacturing tools are applicable to the Purchasing activities of each 

studied company. 

------------------------------------------------------------------------------------------------ 

4.1 Toyota Motor Asia Pacific - Engineer & Manufacturing Co., Ltd 

(TMAP-EM) 

 
Toyota Motor Corporation (TMC) started to expand its business overseas by investing money 

to build a plant in Thailand in 1956 known as Toyota Motor Sales Co., Ltd. In 1964 the name 

was changed to Toyota Motor Thailand Co., Ltd (TMT) with the capital of 11 million Baht. 

TMT‟s business has grown continuously with three new production plants in Gateway, Ban 

Pho, and Samrong plant (Head Office). Currently, TMT has the capacity to produce more 

than total production capacity of 600,000 units per year and plan to reach 760,000 units in 

mid-2013 in order to meet the increasing demand (Toyota, 2011).  

In 2007, Toyota Motor Asia Pacific Engineering & Manufacturing Co., Ltd (formerly known 

as Toyota Motor Asia Pacific Engineering and Manufacturing Co., Ltd) offers development 

and evaluation services of locally produced vehicles with local Purchasing and production 

operations. The company‟s headquarter is located in SamutPrakarn, Thailand.  

The guiding principles of continually adapting to meet new challenges and changes together 

with an emphasis on customer satisfaction has brought TMAP-EM into a success company 

and remains the market leader in Thailand‟s car manufacturing industry. 

4.1.1 Purchasing process at TMAP-EM 

Toyota Motor Asia Pacific - Engineer & Manufacturing purchases a wide range of parts, raw 

materials, machines and equipment from several suppliers all over the world. Not only the 

quality requirement of the raw material at a low price that needs to be considered when 

making a purchase but environmental issue and government‟s regulation are also key factors 

to be considered. Moreover, the company has developed a strong relationship with its 

supplier for long term commitment and mutual benefits based on mutual trust from good 

business practices.  

Toyota has created three main principles in order to direct its Purchasing activities.  Toyota‟s 

Purchasing activities will be based on such principles which aims to purchase the raw 

materials that are both price competitive and environmentally concerned based on Green 

Purchasing. The three main Purchasing principles of Toyota are illustrated below: 

1. The Company is open to any suppliers or dealers; it offers an opportunity for any new 

suppliers or dealers in doing business with Toyota.  
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2. The Company believes in developing mutually beneficial, long-term relationships based on 

mutual trust with its suppliers and customers. Toyota believes that both parties will be better 

off if they have developed a strong relationship.  

3. The Company tends to buy raw materials from local suppliers and dealers in order to 

contribute to the local economy.  

The main goal of the Purchasing function is to manage the Purchasing activities for smooth 

production with no line stop. The company is currently purchasing raw materials such as steel 

rack and module, machines, automation system, and spare parts of the vehicles from over 100 

suppliers. The company also purchases indirect raw material consists of some finished 

products, fuel for vehicles and machines, and chemicals in the purpose for trading.  

The main responsibility of Purchasing functions is to handle the tasks for pricing, sourcing, 

and ordering. It is also critical to establish a good relationship with the supplier which is 

considered to be a primary role of Purchasing function. The company has established a 

supplier corporate social responsibility (CSR) guideline to support its suppliers by providing 

the guidelines for their full support to obtain a deep and comprehensive understanding of the 

business practice and aims for sustainable development to realize mutual growth based on 

mutual trust. Green Purchasing was developed by Toyota for office supplies and office 

equipment in an effort to better utilize its resources and to contribute to environmental 

preservation. Green purchasing has been practiced by more than two thousand Toyota offices 

throughout the world including Thailand. The company has enjoyed the benefits of Green 

purchasing in several aspects such as lower office supply cost, better and easier Purchasing 

decision making, and being recognized as a Green company which offers environmental 

friendly products.  

The supplier selection and evaluation is mainly done by the Purchasing function with 

cooperation from the Logistics function in providing information of the supplier. The 

Company records the deliveries and quality of the products in its Enterprise resource 

planning (ERP) database in order for analyzing the performance and efficiency of the 

integrated Purchasing and Logistics activities. The two functions also perform sales and 

demand forecasting with cooperation from suppliers. Accuracy level of the forecasted 

information from the Purchasing function helps the suppliers to plan for the production plan 

and the availability of their products to deliver at the right time. Moreover, it also benefits 

Toyota in terms of offering its products to the customer on delivery schedule and managing 

its inventory in the warehouse.  

Primary Logistics functions consist of Operating Kaizen, Inland & International shipping, 

packing and labeling, managing inventory, incoming quality control, calculating safety 

stocks, warehousing and storage. Toyota offers several transportation techniques to customers 

such as Milk run, Interplant, and CBU transportation (TTT). Sea-freight and air-freight will 

be performed by Logistics officers who send a request for shipment directly to freight 

forwarder with the company had contract with such NYK, K-Lines, and OOCL. Warehouse 

site selection generally performs by the integrated functions from Purchasing, Logistics, and 

Marketing.  
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4.1.2 Lean factors 

Company; Toyota Motor Asia Pacific - Engineer &Manufacturing Co., Ltd  

 

   
Lean Manufacturing tools  Participant 1 Participant 2 

      

Kaizen x x 

5s x x 

Eliminate wastes x x 

Fish bone diagram - x 

Just In Time (JIT) x x 

Value stream mapping (VSM) x x 

Push system - x 

Pull system x x 

Level scheduling - x 
 

Table 4.1 Lean factors of TMAP-EM 

Figure 4.1 shows the result from the interview of Senior Specialist 

Purchasing Section together with Logistics Planning officers. It can be seen that the company 

has practiced a wide range of Lean manufacturing tools in its integrated functions of 

Purchasing and Logistics. Lean tools such as Kaizen, 5s, Eliminate wastes, JIT, VSM, and 

Pull system are applicable to both the Purchasing and Logistics activities. On the other hand; 

Fish bone diagram, Push system, and Level scheduling are applicable to only the Logistics 

function whereas such tools are not applicable to the Purchasing activities. Aside from the 

abovementioned Lean tools, the company has also practiced other Lean tools such as Total 

productive maintenance (TPM), Green Procurement and Total Quality Management (TQM) 

in the area of Logistics functions. 

4.2 Toyota Tshusho (Thailand) Co., Ltd 

 

Toyota Tsusho (Thailand) Co., Ltd is a joint venture between the Jaovisidha family and 

Toyota Tsusho Corporation of Japan. The company‟s business includes importing, exporting, 

brokerage services, trading and retailing both in Thailand and worldwide. The business 

development of the company is to serve as a supply chain service within Toyota business 

groups domestically and overseas. The company currently operates in the industry of 

Chemicals, Global production parts, Energy, Metal, Food & Produce, Industrial vehicle, and 

Machinery. 
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4.2.1 Purchasing process of Toyota Tsusho (Thailand) Co., Ltd  

As the company currently operates in several industries such as Chemicals, Global 

production parts, Energy, Metal, Food & Produce, Industrial vehicle, and Machinery, each 

individual department is responsible for performing its own Purchasing and Logistics 

activities. This begins with selecting suppliers, obtaining contracts with them, making a 

purchase, documenting and ends with delivery to customers. Section manager in each 

department will handle both Purchasing and Logistics function with corporation from sales & 

marketing offices and administrative officers.  In every department, sales & marketing 

officers are the main driving actors who perform Purchasing and Logistics activities such as 

selecting the suppliers, contacting and negotiating with suppliers, making a purchase, and 

developing a strong relationship with suppliers. Administrative offices are responsible for 

supporting sales & marketing officers with handling all the documents such as issuance of the 

purchase order to the supplier, invoice to customers, and recording all information in the 

database.  

Considering Logistics activities, most Logistics related activities are also done by sales & 

marketing officer with the help of Logistics department. Logistics‟ activities starts right after 

the order has been placed by the Purchasing department where sales & marketing officers are 

the main driving actor.  Sales & marketing officers will issue purchasing orders together with 

other required documents such as request for transportation, delivery, and insurance. While 

Logistics officer handle the delivery tasks such as booking air freight or trucks to pick up 

finished products, sales & marketing officers will directly contact the warehouse for the 

inventory/stocks preparation.  Once the goods are collected, the bill of lading (B/L) will be 

issued for acknowledgment of the shipment together with air-way bill or sea-way bill. The 

roles of Logistics officers end when the goods are passed to the customs clearance and be 

delivered to the customers. 

The integration between Purchasing and Logistics functions exist since the company has 

incorporated the two functions in its main operations. The company gains several benefit 

from integration of Purchasing and Logistics functions such as a good relationship with its 

suppliers, being able to purchase raw material with a reasonable price and good quality, avoid 

the risks of customers/supplier low satisfaction level and enhance Purchasing effectiveness 

and efficiency.  
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4.2.2 Lean factors 

Company; Toyota Tsusho (Thailand) Co., Ltd  

 

   
Lean Manufacturing tools  Participant 1 Participant 2 

      

Kaizen x x 

5s x x 

Eliminate wastes x x 

Fish bone diagram - x 

Just In Time (JIT) x x 

Value stream mapping (VSM) x x 

Push system - - 

Pull system x x 

Level scheduling x x 

  

Table 4.2 Lean factors of Toyota Tshusho 

Figure 4.2 shows the result from the interview of the Sales & Marking officers together with 

the Logistics section manager. It can be seen that the company has practiced a wide range of 

Lean manufacturing tools in its integrated functions of Purchasing and Logistics. Lean tools 

such as Kaizen, 5s, Eliminate wastes, JIT, VSM, Pull system, and Level scheduling are 

applicable to both the Purchasing and Logistics activities. On the other hand; Fish bone 

diagram is applicable only to Logistics function whereas Push system is not applicable to any 

of the two functions in the company. Aside from the abovementioned Lean tools, the 

company also practiced other Lean tools such as 5-why and Total Quality Management 

(TQM). 

4.3 Salee Industry Public Company Limited 

 
Salee Industry Public Company Limited (Salee Industry PLC) is a public company 

incorporated and located in Thailand. The Company is principally engaged in the 

manufacturing and distribution of plastic supplies, parts, tools and equipment. The mission of 

the company is being the leader of one stop service plastic component manufacturer for high 

quality products. One stop service, customer satisfaction, quality products and cost efficiency 

are the primary mission for the company in operating its business. Currently, the company is 

offering its products and services in plastics related industries such as mold making, injection 

molding and vacuum forming.  
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4.3.1 Purchasing process of Salee Industry PLC 

The goal of the company‟s Purchasing activities is the ability to purchase good quality of raw 

materials at the possible lowest price. The main focus on Purchasing functions is to develop a 

strategic purchase in order to improve its Purchasing activities. Strategic Purchasing is one of 

the techniques in performing Purchasing functions. It is considered as a method used in many 

business sectors to realize the highest benefit while still effectively managing the costs 

associated with the Purchasing of raw materials. The company performs 

strategic Purchasing in order to maximize the possible outcome of its Purchasing functions 

through the best practice of integrated Purchasing functions. 

The Purchasing, marketing, and Logistics functions are responsible for the warehouse or 

factory site selection. Supplier selection and evaluation is done by the Purchasing function 

together with the Logistics function. Such integrated functions of Logistics and Purchasing 

also work closely together in evaluating the supplier performance factors such as on time 

delivery schedule, quality assurance and competitive price of raw material. Logistics 

department reports the evaluation of Logistics related functions to the Purchasing function for 

analyzing the efficiency and effectiveness of the Purchasing activities. 

The responsibility of Logistics department starts from handling incoming raw materials and 

ends with delivering the finished products to the customers. Delivery of the products or 

services to customers at the right time, the right quantity and the right products is the goal of 

the company‟s Logistics department. This shares the same concept as in Just In Time (JIT) 

from Lean manufacturing tools.  

4.3.2 Lean factors 

Company; Salee Industry PLC 

 

   
Lean Manufacturing tools  Participant 1 Participant 2 

      

Kaizen x x 

5s x x 

Eliminate wastes x x 

Fish bone diagram x - 

Just In Time (JIT) - x 

Value stream mapping (VSM) - - 

Push system - - 

Pull system x x 

Level scheduling x x 

 

Table 4.3 Lean factors of Salee Industry PLC 

 

http://www.wisegeek.com/what-is-methodology.htm
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Figure 4.3 shows the result from the interview of Purchasing officer together with Logistics 

officer. It can be seen that the company has practiced a wide range of Lean manufacturing 

tools in its integrated functions of Purchasing and Logistics. Lean tools such as Kaizen, 5s, 

Eliminate wastes, Pull system, and Level scheduling are applicable to both the Purchasing 

and Logistics activities. On the other hand; Fish bone diagram, JIT, and Push system are 

applicable to either Purchasing function or Logistics function. Push system and VSM have 

not been applied to any of the two functions in the company.  

4.4 Kawamura Electric Sale (Thailand) Co., Ltd 

 

4.4.1 Purchasing process of Kawamura Electric Sale (Thailand) Co., Ltd 

 Q (quality), D (delivery), C (cost), and S (service) are the main drivers in the 

company‟s Purchasing activities. 

 The company offers equal opportunities for all partners to do business with them. 

 The company aims to achieve a win-win relationship with its partners by complying 

with the law and understanding their business practice. 

Since the company is operating its business in a wide range of products and services, 

therefore it is necessary to identify the role and responsibilities between Logistics and 

Purchasing functions in order for full understanding of the company‟s objectives and goals.   

The Purchasing functions of the company can be divided into two parts; Strategic purchase 

and Operative purchase. As for the strategic purchase, most of the processes are marketing 

related activities which range from selecting the suppliers to developing a strong relationship 

with its suppliers. Such activities related to strategic Purchasing activities involve decision 

making from the Vice President of the company to approve the purchase list. The objective of 

its Purchasing function is to buy a large quantity of raw material which meets quality 

specification at the lowest price possible.  On the other hand, operative purchase mostly deals 

with Logistics operations such as inventory, warehousing, and production.  

The company purchases finished products from suppliers based in Shanghai, China in order 

to sell to customers both in Thailand and South East Asia. Supplier selection and evaluation 

are made by the Purchasing function with cooperation with the Logistics function. The 

Logistics function has a certain influence on supplier selection and supplier evaluation, but 

the main responsibility lies within the Purchasing function. However, contract agreement is 

an activity that is conducted solely by the Purchasing function.  

The Purchasing function partially decides regarding the activity of warehousing and storage, 

but the Logistics function has the major responsibility. The packing and labeling of the 

products is done by the Logistics function. The inventory management, warehousing control, 

incoming quality control of raw materials, and customer satisfaction are primary role of 

Logistics functions but Purchasing functions also has control at some certain level. Since the 

Purchasing functions required data and information from Logistics functions for the 

forecasting of demand of the raw material, therefore the two functions are considered to be an 

integrated function.  
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4.4.2 Lean factors 

Company; Kawamura Electric Sale (Thailand) Co., Ltd  

 

   
Lean Manufacturing tools  Participant 1 Participant 2 

      

Kaizen x x 

5s x x 

Eliminate wastes x x 

Fish bone diagram - - 

Just In Time (JIT) x x 

Value stream mapping (VSM) - - 

Push system - - 

Pull system x x 

Level scheduling - x 

 

Table 4.4 Lean factors of Kawamura Electric Sale 

Figure 4.4 shows the result from the interview of the Vice President of the company together 

with the Export/Import officer. It can be seen that the company has practiced wide range of 

Lean manufacturing tools in its integrated functions of Purchasing and Logistics. Lean tools 

such as Kaizen, 5s, JIT, Eliminate wastes, and Pull system are applicable to the Purchasing 

and Logistics activities. On the other hand; Level scheduling is applicable to only Purchasing 

function. Fish bone diagram, VSM, and Push system have not been applied to any of the two 

functions in the company.  

4.5 Mahakit Rubber Co., Ltd 

 

Mahakit Rubber Co., Ltd established in 1973, the company has been operating overs 35 

years. Most of the raw materials come directly from agriculturist group by creating 

Purchasing centers in the Northeastern and Eastern region of Thailand. The main 

manufactured goods offered by the company are Natural Rubber and Rubber Bands to supply 

the world market mostly in North America and Europe. Throughout all stages of the 

manufacturing process in all departments quality control is implemented especially for the 

temperature and the time consumption to ensure that the products manufactured conform the 

same high quality of customer requirement and up to the International Standards. 

4.5.1 Purchasing process of Mahakit Rubber Co., Ltd  

As the company objective is „to offer products and services to customer at the highest quality 

and best price in the market‟. The company values its Purchasing and Logistics functions as 

its driving factors for the success of the company. 
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The company‟s annual production of rubber band is 7,200 tons and 32,000 tons for natural 

rubber while it has the capacity to produce 10,000 tons of rubber band and 60,000 tons of 

natural rubber. It can be seen that the capacity has not been reached yet, therefore the 

company is trying to improve its production processes to yield higher production level. 

Logistics and Purchasing functions are the main activities in the production processes which 

need to be improved.  

Purchasing of raw materials  

The raw materials include unsmoked rubber sheets and latex for producing Ribbed smoked 

sheet (RSS) and Rubber band.  Most of the raw material came directly from agriculturist 

group by setting Purchasing centers in Northeastern and Eastern region of Thailand. The 

company has been able to reduce its transaction cost by having its own transportation 

facilities, rubber plantation and raw rubber. Due to the fact that the price of natural rubber has 

been fluctuated and affected directly by natural disasters, therefore the company tends to buy 

its raw materials in a large quantity in order to obtain the advantages of the economies of 

scale and for the purpose of securing safety stock.  

The Purchasing department is responsible for selecting the suppliers and having well-

established relationships with existing dealers and suppliers together while simultaneously 

maintaining and improving the relationship with them in the long run. This is done primarily 

through the conduct of supplier surveys and regular visits to the suppliers‟ site. Quality 

assurance for the raw material is done by both Purchasing and Logistics department. 

Logistics functions will inspect the quality requirement and run a sample test with the help 

from Purchasing functions who recheck on the items description and specification. The 

results of the sample testing are recorded and considered prior to accepting delivery of a 

particular batch of raw material.  

Besides those stated primary responsibilities of the Purchasing department, some other 

responsibilities are listed below: 

 Monitoring the pricing and supply trend of the required raw materials  

 Forecasting and inventory management  

 Allocating raw materials to various production facilities. 

Logistics functions 

The concept of logistics can be defined with the words efficiency, security and precision. 

Development of efficient routines is necessary but the efficiency should not affect the 

delivery security in terms of picking the right number of products and thereby achieving high 

precision. 

The company divides its Logistics activities by using the domestic and international markets.  

For domestics, shipping and Logistics activities in relation to the sale of Natural Rubber 

Products are provided by its own Logistics department. The company has its own shipping 

department which consists of several transportation facilities. Such services include 

arrangement of product shipping and the preparation of the finished product as customer 

requested. In addition, the domestic orders mostly come from a manufacturing company in 

Thailand which requires natural rubber to produce its own products.  
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For the international market, the company typically engages third party transportation and 

freight forwarding companies to provide shipping and logistics services relating to the export 

of the Natural Rubber Products. The company mainly exports its natural rubber products to 

Europe (42.60%), North America (44.19%), Eastern Europe and others (10.93%) and Asia 

(2.28%). Logistics functions are held responsible for contacting directly with the shipping 

company to prepare the shipping documents, insurance and custom clearance. Such shipping 

documents include Shippers export declaration, Certificate of origin, Commercial invoice, 

and Export packing list.  

4.5.2 Lean factors 

Company; Mahakit Rubber Co., Ltd  

 

   
Lean Manufacturing tools  Participant 1 Participant 2 

      

Kaizen x x 

5s x x 

Eliminate wastes x x 

Fish bone diagram - - 

Just In Time (JIT) x x 

Value stream mapping (VSM) - - 

Push system - - 

Pull system x x 

Level scheduling x - 

 

Table 4.5 Lean factors of Mahakit Rubber 

Figure 4.5 shows the result from the interview of the Purchasing manager together with the 

Logistics manager. It can be seen that the company has practiced wide range of Lean 

manufacturing tools in its integrated functions of Purchasing and Logistics. Lean tools such 

as Kaizen, 5s, JIT, Eliminate wastes, and Pull system are applicable to both the Purchasing 

and Logistics activities. On the other hand, Level scheduling is applicable to either 

Purchasing function or Logistics function. Fish bone diagram, VSM, and Push system have 

not been applied to any of the two functions in the company. Aside from the above 

mentioned Lean tools, the company also practiced Total quality management (TQM) in the 

area of Logistics functions. 
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4.6 Win Win Plus Business Co., Ltd 

 
Win Win Plus Business Co., Ltd is a Hong Kong based company in Household & Home 

Decoration Products industry established in Thailand since 1997. The company mainly 

exports small furniture products and woodenwares such as wooden table and chairs set to the 

North America.  

 

4.6.1 Purchasing process of Win Win Plus Business Co., Ltd 

The Purchasing aspect is perceived as a function responsible for requesting a purchase for 

raw materials and managing the relationship with suppliers. Moreover, the Purchasing 

department also includes the research and development team whom develops new designs or 

new products to the company. The purchasing function also handles contract agreements with 

the suppliers, manage relationship with suppliers and, together with the marketing function, 

decide on product launching. 

Logistics department hold the responsibility in making sure that the products or services are 

delivered the customers safely and efficiently. In addition, inventory management and 

warehousing are monitored by the Logistics manager who reports the existing stock to the 

Purchasing department to record in the company database. Exporting goods to customers in 

foreign countries are done by Logistics department. Such functions range from selecting the 

delivery methods, arranging for transportation to custom clearance. The company‟s shipping 

officer is responsible for providing customer for the details of the shipment such as name of 

the vessel, ETA (Estimated time arrival) and ETD (Estimated time departure). The shipping 

documents are also to be prepared by the shipping officers and must be sent to the Purchasing 

functions in the purpose of billing to the customers for the products or services.   

4.6.2 Lean factors 

Company; Win Win Plus Co., Ltd  

 

   
Lean Manufacturing tools  Participant 1 Participant 2 

      

Kaizen x x 

5s x x 

Eliminate wastes x x 

Fish bone diagram - - 

Just In Time (JIT) x x 

Value stream mapping (VSM) - - 

Push system - x 

Pull system x x 

Level scheduling x - 

 

Table 4.6 Lean factors of Win Win Plus 
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Figure 4.6 shows the result from the interview of the Assistant Managing Director together 

with shipping officers. It can be seen that the company has practiced a wide range of Lean 

manufacturing tools in its integrated functions of Purchasing and Logistics. Lean tools such 

as Kaizen, 5s, Eliminate wastes, JIT, and Pull system are applicable to the Purchasing and 

Logistics activities. On the other hand, Push system and Level scheduling are applicable to 

either Purchasing function or Logistics function. Fish bone diagram and VSM have not been 

applied to any of the two functions in the company.  
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Chapter5 Data analysis 
------------------------------------------------------------------------------------------------ 

This chapter consists of two parts; firstly, comparison of the integration of 

Purchasing and Logistics from the conceptual model in chapter 3 and empirical 

research data in chapter 4. And secondly, identification of which Lean 

manufacturing tools are applicable to the Purchasing functions. 

------------------------------------------------------------------------------------------------ 

5.1 Purchasing functions in Logistical approach  

5.1.1 Toyota Motor Asia Pacific - Engineer & Manufacturing Co., Ltd 

  

The senior specialist Purchasing section stated that ‘Purchasing decision is the most critical 

step in performing the Purchasing activities’. There are several factors needed to be 

considered before making Purchasing decisions which as listed below: 

 Supplier performance report 

 Material requirement, Material resources planning (MRP) 

 Stocks inventory database 

 Purchase order database 

 Terms & condition of the supplier contract 

 Alternatives purchase options 

With the abovementioned factors, cooperation from other functions in the company is 

strongly necessary in order to make the right Purchasing decision. Not only the quality 

requirement of the raw material at a low price that needs to be considered when making a 

purchase but environmental issues and government regulations are also key consideration 

factors. Inspection and prioritization of the purchase are done by both the Purchasing and 

Logistics team in order to make sure that its Purchasing activities follows the company‟s 

rules and policies.  

When it comes to supplier selection, Toyota prioritizes the local suppliers or dealers at a high 

level since Toyota has Purchasing policies to buy products or raw materials from local 

suppliers in order to contribute to the local economy. Toyota also receives several benefits 

from purchasing local products such as lower transportation cost, import tax absence, quick 

delivery shipment, convenience and stimulation of the local prosperity.  

Toyota also realizes the benefits of having a good relationship with its suppliers or dealers 

which are done by both the Purchasing and Logistics functions. Due to the fact that Toyota 

has over 100 suppliers worldwide, therefore Toyota has to develop a standard practice which 

will act as a guiding principle on how to respond and develop a relationship with its 

suppliers. Toyota has established a supplier CSR guideline to support its suppliers by 

providing the guidelines for their full support to obtain a deep and comprehensive 
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understanding of the business practice and aims toward sustainable development to recognize 

mutual growth based on mutual trust.  

5.1.2 Toyota Tshusho (Thailand) Co., Ltd 

 

Unlike other companies which the main responsibility in performing Purchasing functions are 

done by Purchasing officer, Sales & marketing officers in Toyota Tshusho are the main 

driving actors. The primary role of Sales & marketing officer are to perform Purchasing and 

Logistics activities such as selecting the suppliers, contacting and negotiating with suppliers, 

making purchase and developing a strong relationship with suppliers. Sales & marketing 

officers are working under Section managers who are supervised by the Deputy in the 

department. Section managers have full control over all Purchasing and Logistics functions 

and are also responsible for decision making process.  

The company has established a strong relationship with its suppliers and dealers by holding a 

meeting regularly for any open topics discussion. The Section manager stated that „Having a 

good relationship with its partners is the most influential factor which allows the company to 

become success in the competitive market‟.  Due to the fact that sales & marketing officers 

are the ones who make contact with suppliers and randomly meet up with them in person, 

therefore the responsibility of developing a strong relationship with suppliers belong to sales 

& marketing officers.  

One crucial process performed by Sales & marketing officer is the purchase preliminary 

study which is considered as basic information required in order performing a Purchasing 

process. This can be integrated with other functions such as Logistics and Management. The 

purchase preliminary study plays an essential role from the fact that it will help the purchaser 

buy required good quality raw materials within the competitive market price.  

5.1.3 Salee Industry PLC 

 

From the interview of Logistics officer and Purchasing officer of the company, it can be 

concluded that the integration of Purchasing and Logistics functions does exist in its 

operation but the level of the integrated function are diverse, depending on each performed 

activity. Purchasing and Logistics functions have its own responsibilities to perform the tasks. 

In fact, there are several functions that required a corporation between the two functions such 

as supplier selection, supplier evaluation, sales forecasting and warehousing. Such integrated 

activities are related to communication between each function. More communication between 

the Purchasing officer and Logistics officer will create a higher level of integration. The 

Purchasing officer and Logistics officer had also mentioned the factors that influenced the 

integration between Logistics and Purchasing functions which are goals and objectives of the 

company, business structure, support from top management level and job description. Those 

mentioned factors help the company to improve not only the Purchasing and Logistics 

functions but also in other functions in the company such as Sales & Marketing, Human 

resources, and management.  

Strategic Purchasing functions together with cooperation from Logistics functions are the key 

success factor for the success of the company. By performing such functions, the company 

can achieve the goal of the company which is being the „Leader of one stop service plastic 

component manufacturer for high quality products‟. Moreover, the company is trying to get 
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every function in the company to be involved in decision making process such as supplier 

selection or issuance of a purchase order.  

5.1.4 Kawamura Electric Sale (Thailand) Co., Ltd 

 

The Vice president of the company stated that „the most influential factor towards the 

integration between Logistics and Purchasing function is the underlying job description 

between the two functions’. Generally the goal of Purchasing function is to acquire the 

cheapest raw materials in the market. The underlying reason is that the company believes that 

the cheaper raw material they can get will increase the higher level of Purchasing efficiency. 

On the other hand, Logistics functions mainly focus on the delivery schedule.  Therefore, the 

company views the opportunity to integrate the Logistics and Purchasing by establishing a 

corporation from both functions through a decision making process in order to raise the 

awareness of the benefits from performing such integrated functions. The company has 

practiced the integrated functions between Logistics and Purchasing in the process of supplier 

selection, supplier evaluation, customer satisfaction, and raw material forecasting.  

Currently the Purchasing and Logistics functions worked closely together in order to find the 

alternative methods to produce its product due to the high cost of raw materials imported 

from China. OEM (Original equipment manufacturer) was performed by the company which 

is a method to purchase a component or raw material that manufacture by the second 

company and sell it under its brand name. The company can make a contract directly with 

local suppliers in Thailand to produce the required raw materials under the company‟s logo. 

By performing OEM, the company can gain several benefits such as lower production cost, 

avoid taxes from imported goods, and enjoy economies of scale.  

5.1.5 Mahakit Rubber Co., Ltd 

 

Since the company supplies its natural rubber product to the world market mostly in North 

America and Europe, therefore quality control is implemented especially for the temperature 

and the time consumption to ensure that the products manufactured conform the same high 

quality of customer requirement and up to international standards. The Purchasing manager 

mentioned that ‘the quality control over the raw materials is one of the key factors which lead 

to the successes‟. High quality of the raw materials the company purchased can help the 

company reduce several wastes in Lean concept which are defect rate, over-processing, 

unnecessary movement, and inventory. The company also runs a sample test of the purchased 

raw materials in order to see whether it meets the company‟s requirement or not. Supports 

from Logistics functions in performing Purchasing activities are also crucial since the 

company aims to improve its production and reach its full capacity in the near future.  

Logistics functions help support Purchasing functions in processes of quality assurance of 

raw materials, supplier selection and developing & maintaining strong relationship with the 

suppliers. 

One way to look at how the company executes its Purchasing activities is to perform 

Purchasing performance stated by Purchasing manager. Balanced scorecard is a tool which 

the company uses to measure Purchasing performance. Kaplan and Norton (1992) stated the 

usage of BSC as it provides a framework for design of strategy, help in achieving the 

strategic objectives, and formulate the action plans together with improving the information 

systems for performance measurement. The BSC itself consists of four different key 

performance indicators which related to both financial and non-financial areas. The company 
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has also developed the fifth aspect in the BSC which is suppliers whom play an important 

role in its operations.  

5.1.6 Win Win Plus Business Co., Ltd 

 

As the company is a manufacturer of office and household furniture, therefore research and 

development teams are established in order to develop and design new products and plan for 

product launching. The research and development teams work closely with the Purchasing 

function and are supervised by the Assistant managing director who monitors all the 

Purchasing activities performed in the company. Such teams are also responsible for 

projecting the trends and specifying the required raw material needed for production. Due to 

the highly competitive nature of the furniture industry, the company needs to make sure that 

its products are in the best quality and competitive price range. The company has developed 

and maintained a strong relationship with the suppliers and customers by holding a regular 

meeting with them and visiting their plants.  

The Purchasing function frequently seeks for a new supplier who can offer good quality 

products that meet the company‟s specification. Negotiation and contract signing are 

performed by the Assistant managing director who is also in charge of the decision making 

process. In the decision making process of Purchasing activities, the company will consider 

and compare both financial and non-financial aspects in order for having a thorough 

examination of its processes. When measuring Purchasing performance in terms of utilization 

of its resources, the cost/utilization diagram will be used as a tool to look into the resources 

utilization of different resources, find constraints and non-value added activities. The 

Assistant managing director of the company has full control over both Purchasing and 

Logistics functions and is also responsible for supplier evaluation on a regular basis. After 

shipment has been delivered, inspection on the quality and timely manner will be evaluated 

and reported back to the suppliers on points which needed to be improved. 
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Table 5.1 shows the summary of the Purchasing activities which are performed by 

Purchasing, Logistics or integration of both. 

 

 

Company Salee PLC Kawamura 

Purchasing Functions Purchasing Logistics Purchasing Logistics 

Sourcing x x x   

Tendering x   x   

Supplier selection & Allocation x x x x 

Making a purchase x   x   

Goods receipts   x   x 

Payment x   x   

Develop relationship x x x x 

 

Company Mahakit Win Win Plus 

Purchasing Functions Purchasing Logistics Purchasing Logistics 

Sourcing x   x x 

Tendering x   x   

Supplier selection & Allocation x x x x 

Making a purchase x   x   

Goods receipts   x   x 

Payment x   x   

Develop relationship x x x x 

 

Table 5.1 Summary of Purchasing functions of studied companies 

  

Company TMAP-EM Toyota Tsusho 

Purchasing Functions Purchasing Logistics Purchasing Logistics 

Sourcing x   x x 

Tendering x   x   

Supplier selection & Allocation x x x x 

Making a purchase x   x   

Goods receipts x x   x 

Payment x   x   

Develop relationship x x x x 
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5.2 Lean factors 

 
Table 5.2 shows the Lean manufacturing tools which can be practiced in the Logistical 

Purchasing functions from each studied company. 

Company TMAP-EM Toyota Tsusho Salee PLC 

Lean Manufacturing tools  Person 1 Person 2 Person 1 Person 2 Person 1 Person 2 

Kaizen x x  x x  x x  

5s  x x  x  x   x  x 

Eliminate wastes  x x   x  x  x x 

Fish bone diagram  - x   - x  x  - 

Just In Time (JIT)  x x  x  x  - x 

Value stream mapping (VSM)  x  x  x x   -  - 

Push system  - x  -  -  -  - 

Pull system  x  x  x x   x  x 

Level scheduling - x  x  x  x  x 

 

Company Kawamura Mahakit Win Win Plus 

Lean Manufacturing tools  Person 1 Person 2 Person 1 Person 2 Person 1 Person 2 

Kaizen x x  x x  x x  

5s  x  x  x  x  x  x 

Eliminate wastes  x x   x x   x x  

Fish bone diagram  -  -  -  -  - -  

Just In Time (JIT)  x x   x x   x x  

Value stream mapping (VSM)  -  -  -  -  - -  

Push system  - -   - -   - x  

Pull system  x x   x  x  x x  

Level scheduling  - x   x -   x -  
 

Table 5.2 Summary of Leans factors of studied companies 

From the interview of both the Logistics and Purchasing officers from each studied company, 

it can be concluded that the Lean manufacturing tools which can be practiced in the 

Purchasing activities which integrated with Logistics functions are listed below:   

5.2.1 Kaizen 

 

Kaizen which was the most integrated functions between Purchasing and Logistics refers to 

continuous improvement. Kaizen aims to improve not only the process but also the people at 

the same time. Ohno, T., (1998) defined that Kaizen is a process. It is not a one-time 

adjustment made to make this quarter‟s numbers look better. Kaizen contains two significant 

principles; improving for the better of 1) continuous process and 2) maintenance. Without 

one of those factors, the benefits of Kaizen would not be fully achieved. The support from 

management at all levels including employees is necessary to achieve the core principle of 

Kaizen. Managers or supervisors are responsible of establishing Kaizen as the organization 
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practice strategy and need to allocate corporate resources to insure that Kaizen is 

implemented.  

The concept of Kaizen was implemented by all six studied companies, all of them aim to 

continuously improve their products and process in the long term. The objectives or goals of 

all six companies share the same principle as in Kaizen. As in TMAP-EM and Toyota Tsusho 

which the concept of Kaizen has been implemented for a long time becoming one of the most 

important key factors in operating its business today. Logistics planning officer from TMAP-

EM and Sales & marketing officer from Toyota Tshusho stated the significant and benefits of 

Kaizen as „Kaizen is a tool in which its ultimate goal is to continuous improve not only the 

products but also the process’. Not all companies throughout the world can benefit from 

Kaizen, many of them have failed due to lack of fully understanding the basic concept of 

Kaizen. The most critical step is to implement the Kaizen since it is a stage where 

transformation from previous concepts to a new concept requires close supervision by top 

management level.  

All the six studied companies are the example of successful companies which have 

implemented the Kaizen and enjoyed benefits of Kaizen; all processes will be continuously 

improved in the long term resulting in shortened lead time, eliminated waste, reduced cost 

and increased customer satisfaction. 

5.2.2 5s 

 

The 5S method is a structured program to implement workplace organization and 

standardization. As Song, et al. (2009) mentioned the 5S is a process of work place 

organization and housekeeping which is carried out gradually and systematically. A well-

organized workplace motivates people both on the shop floor as well as in the office.  

The integrated concept of 5s has been practiced by both the Purchasing and Logistics 

functions. All six studied companies have practiced the 5s not only in their offices but also in 

the factories and warehouse areas. The practice of 5S helps the company improve safety, 

work efficiency, higher productivity, better manufacturing performance, eliminates wastes 

and establishes a sense of ownership among its employees. Establishing the 5S helps the 

company to meet the requirement of the Total Quality Management system. Effective 

implementation of 5S significantly contributes in satisfying some TQM requirements such as 

infrastructure, plant and equipment planning, work environment, cleanliness of the premises, 

manufacturing process design output, supplier monitoring and preventive and predictive 

maintenance.  

All the six studied companies can realize the benefits of the 5s by providing training to their 

employees at all levels in order to fully understand the concept and practice of the 5s. Such 

training also created the awareness of the utilization of the 5s in the work practice. TMAP-

EM has established the 5s inspection sheet examining by the head of the 5s team who will 

check whether each department in the company meets the 5s check list or not. The example 

of inspection sheet will be provided in the appendix 2. 

Logistics officer from Salee Industry PLC mentioned that „Sustain is the most significant 

element in the 5s because sustain means discipline’. The goal of the 5s will not be reached if 

sustain does not exist since sustain or discipline are aligned with the concept of Kaizen which 

is continuous improvement in the long term. The practice of the first 4s systematically and 
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efficiently will help the company to achieve the full benefits of the 5s.The Figure 5.1 shows 

the repeatable steps in the 5s: 

 

Figure 5.1 Implementation steps of the 5s 

5.2.3 Eliminate wastes 

 

Toyota is known as a world class lean manufacturer where eliminating seven types of wastes 

has been practiced to the point it became one of the company‟s key principles or known as 

The Toyota Way. Toyota applied this system to every manufacturing process aiming towards 

fully eliminating wastes. One of the wastes that could be easily noticed is inventory which 

was the main unwanted factor among other types of waste.   

Logistics planning officer of TMAP-EM and Logistics section manager of Toyota Tsusho 

mentioned that ‘the most significant type of wastes is inventory’. This is because inventory 

has a direct effect to the production process such as longer lead times, damaged finished 

products, high warehousing cost, and unutilized of resources. The principle of Lean 

manufacturing tools will be achieved once all the seven types of wastes are eliminated. 

As mentioned earlier in chapter4, all the six studied companies have practiced the 5s concept 

together with other Lean manufacturing tools which resulted in eliminating some types of the 

seven wastes in both the offices and factory area. Due to the fact that some types of wastes 

such as over-processing, unnecessary movement and overproduction are difficult to identify 

by looking at numbers or records, therefore it takes longer time to see the actual 

improvement. On the other hand, defects and excess inventory are easy to identify and can be 

measured by monitoring the defect rates and inventory in the warehouse. 

The companies which have practiced the waste elimination process have gained several 

benefits such as shorten lead times and cycle times, reduction in defects rate, improvement in 

quality of finished products, reduced inventory cost and warehousing cost, higher 

productivity and higher customer satisfaction. 
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5.2.4 Pull system (JIT) 

 

The Pull system or Just In Time (JIT) is one of the key principles of Lean manufacturing 

which consists a sequence of workstations involving value addition in each workstation. In 

the pull system, each job will be pulled by next workstation. In other words, the job is pulled 

by the following workstation instead of being pushed by its preceding workstation which 

makes them more responsive to the market demand also provides more effective delivery for 

speed, accuracy and reliability perspective. 

Lean Enterprise Institute (2003) argued that push system is not an effective production 

system for lean manufacturing in some industries because it required high level of inventory 

which lead to bad quality products and resulted in some hidden problems. Producing large 

amounts of finished products without any guarantee that all of the goods can be sold before 

the next large shipment comes. Therefore, it tends to create several types of wastes such as 

overproduction, defects and reworks and unused employee‟s creativity. With all the 

mentioned drawbacks of push system, a push system has been practiced in many well-known 

companies and recognized as the main driving success factors. 

Vice president from Kawamura together with Assistant managing director from Win Win 

plus mentioned practicing Pull system of Leans tools as ‘manufacturing each component in 

line with another department to build a final part to the exact requirement of delivery from 

the customer’. Pull system plays significant roles in every functions of the company 

especially in Logistics and Purchasing aspects. All six studied companies considered Pull 

system as an integrated function which is practiced in both the Purchasing and Logistics 

functions. Purchasing functions practice pull system directly with its demand forecasting 

which is customer driven, therefore most of the companies use pull system to forecast its 

demand in order to meet customers demand on time. In fact the pull system has been 

practiced heavily in Logistics functions due to pull system is an important element in Lean 

manufacturing tools.  
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Chapter6 Conclusion 
------------------------------------------------------------------------------------------------ 

This chapter presents the conclusions based on comprehensive literature studies 

together with the findings from six empirical case studies. 

------------------------------------------------------------------------------------------------ 

From previously conducted research, there has been no conclusion on the Logistical 

Purchasing functions especially in Thailand‟s market. Therefore; this research aims to 

explore the practical connection between Purchasing and Logistics with the real case study of 

six different companies: Toyota Motor Asia Pacific - Engineer &Manufacturing Co., Ltd, 

Toyota Tsusho (Thailand) Co., Ltd, Salee Industry PLC, Kawamura Electric Sale (Thailand) 

Co., Ltd, Mahakit Rubber Co., Ltd, and Win Win Plus Business Co., Ltd. All selected 

companies have been selected from their recognition as a dominant market leader with global 

presence. All companies are known to have Logistics and Purchasing activities as a key 

success factor. Therefore, the success of the above mentioned companies can be a good 

example for a practical viewpoint of the Logistical Purchasing functions. 

Research Question 1 

 
How is the Purchasing process of each studied company designed and practiced?  

 

 

 

 

 

 

 

Company Salee PLC Kawamura 

Purchasing Functions Purchasing Logistics Purchasing Logistics 

Sourcing x x x   

Tendering x   x   

Supplier selection & Allocation x x x x 

Making a purchase x   x   

Goods receipts   x   x 

Payment x   x   

Develop relationship x x x x 

 

 

Company TMAP-EM Toyota Tsusho 

Purchasing Functions Purchasing Logistics Purchasing Logistics 

Sourcing x   x x 

Tendering x   x   

Supplier selection & Allocation x x x x 

Making a purchase x   x   

Goods receipts x x   x 

Payment x   x   

Develop relationship x x x x 
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Company Mahakit Win Win Plus 

Purchasing Functions Purchasing Logistics Purchasing Logistics 

Sourcing x   x x 

Tendering x   x   

Supplier selection & Allocation x x x x 

Making a purchase x   x   

Goods receipts   x   x 

Payment x   x   

Develop relationship x x x x 

 

Table 6.1 Illustrate the similarities and differences of Purchasing functions 

Table 6.1 which have been mentioned earlier in chapter 5 are used to illustrate the similarities 

and differences of the Logistical approach of Purchasing functions in each studied 

companies.  

From the empirical data on investigating the Purchasing functions of six companies, it can be 

concluded that there are seven steps in performing Integrated Purchasing and Logistics 

activities as listed below: 

1. Sourcing 

The process of sourcing is performed to identify, confirm and specify the products or services 

needed by the company. In this process, the authorization for committed purchase of products 

and services will be confirmed by the Managing director or Purchasing manager of the 

company. It also identifies the number of lists of suppliers which is needed for the tendering 

process in the next step.  

Purchasing Functions Purchasing Logistics Integrated 

Sourcing TMAP-EM -   Toyota Tsusho 

 

Kawamura -   Salee Industry 

 

 Mahakit -  Win Win Plus 

 

The Purchasing function in TMAP-EM, Kawamura electric and Mahakit rubber. The 

rationale behind this strategy is due to the fact that the Purchasing function in these three 

companies has maintained a stronger relationship with the suppliers. This leads to a more 

effective sourcing performance.  

The integration of Purchasing and Logistics function in the sourcing process is carried out by 

Toyota Tsusho, Salee Industry and Win Win Plus. These three companies have an integrated 

list of suppliers which is shared among both the Purchasing and Logistics function therefore 

they are able to integrate the sourcing process and maximize effectiveness. The integrated list 

also allows the company to increase accuracy of the sourcing process as they incorporate 

feedback from both functions. 

Sourcing process is basically performed by the Purchasing functions in TMAP-EM, 

Kawamura electric, and Mahakit rubber. All the three companies give the responsibilities to 

the Purchasing department to handle the sourcing process due to the fact that Purchasing 
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staffs know the best when it comes to the process of sourcing. On the other hand, Toyota 

Tsusho, Salee Industry, and Win Win Plus perform the sourcing process by the integrated 

between Purchasing and Logistics. Such integrated functions of the sourcing process are done 

by the Purchasing and Logistics function in order to increase the effectiveness and accuracy 

of the Purchasing list.  

2. Tendering 

Tendering process is performed with the purpose to estimate contract value which includes 

all costs involved in the purchase including delivery, postage, packing and packaging, 

maintenance, warrantee, and taxes. All those mentioned costs are evaluated with the help 

from Logistics and marketing functions in order to calculate the cost/benefits ratios. 

Purchasing Functions Purchasing Logistics Integrated 

Tendering TMAP-EM -  - 

 

Toyota Tsusho -   - 

 

 Salee Industry -  - 

 Kawamura - - 

 Mahakit - - 

 Win Win Plus - - 

 

From the empirical data, it can be concluded that the Tendering process is perform solely by 

the Purchasing function in all the six studied companies. This is mainly because the 

Tendering process requires negotiation and supplier relationship management which should 

be done through one-stop contact to avoid miscommunication. The Purchasing function has 

the authority to determine whether the requirements submitted by the suppliers meet the 

company‟s requirement or not and gather all the required information about the suppliers in 

order to perform supplier selection and allocation in the next process. 

3. Supplier selection and allocation 

After tendering, a supplier selection and allocation will be performed to identify the supplier 

contract by the Purchasing department with cooperation from Logistics functions. If a new 

supplier is added to the system, the Purchasing officer has the responsibility to keep the 

records for the new suppliers request form in its database for the next purchase.  If the 

company plans to make a purchase in a large quantity of products, credit check or credit 

reference on suppliers also need to be done. After the selected supplier has been approved 

from the top management level, contract signing with the supplier will be done by Purchasing 

functions. Purchasing officer has the responsibility to create the Purchasing contracts and 

such contracts will include the terms and conditions of the Purchasing activities and need to 

be approved by the Purchasing manager. 
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Purchasing Functions Purchasing Logistics Integrated 

Supplier selection and allocation - -  TMAP-EM 

 
- -  Toyota Tsusho 

 

- -   Salee Industry 

 - - Kawamura 

 - - Mahakit 

 - - Win Win Plus 

 

The process of supplier selection and allocation is considered as one of the most critical 

process in performing business; therefore, the integration of Purchasing and Logistics 

functions exist in all the six studied companies. The integration of both Purchasing and 

Logistics functions helps the company to choose the right supplier for them in order to enjoy 

the highest benefits based on mutual trust between the company and supplier. 

Communication between Logistics and Purchasing functions enhance the integration level 

which maximizes the company‟s profit. The communication among both function can range 

from general advice to decision making process and required skillful participants from 

different areas in the company. 

4. Make purchase 

Purchase requisition will be sent to the Managing director of the company for authorizing the 

purchase list. If the purchase list is proved to be correct and authorized, the Purchasing 

department will then make a purchase and issue the purchase order to send the supplier.  

Purchasing Functions Purchasing Logistics Integrated 

Make purchase TMAP-EM -  - 

 

Toyota Tsusho -   - 

 

 Salee Industry -  - 

 Kawamura - - 

 Mahakit - - 

 Win Win Plus - - 

 

The process of making a purchase is solely performed by the Purchasing functions in all the 

six studied companies. The rationale of this strategy is similar to the rationale of the tendering 

process as it is more effective to have a one-stop contact with the suppliers. The internal 

contact with accounting functions to ensure payment terms are also more effective with one-

stop contact with the Purchasing function.  

5. Goods Receipts  

Once the company receives the raw materials from the supplier, the delivery will be 

conformed to the purchase order for the quality and quantity inspection by Logistics 

department. Goods should be physically examined by the requestor who is required to 

confirm that goods conform to specification, and are of the correct quantity and quality. If the 

goods fail to meet the requirement or defects, it will be returned to the supplier as stated in 

the Purchasing contract. 
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Purchasing Functions Purchasing Logistics Integrated 

Goods receipts - -  TMAP-EM 

 

- Toyota Tsusho  - 

 

 -  Salee Industry - 

 - Kawamura - 

 - Mahakit - 

 - Win Win Plus - 

 

After the Purchasing functions made a purchase, the process of goods receipts are done by 

Logistics functions in Toyota Tsuho, Salee Industry, Kawamura Electric, Mahakit Rubber, 

and Win Win Plus business. From the empirical study, Logistics functions are responsible for 

physically inbound movement of raw materials into the warehouse and check for the quality 

and quantity of the incoming products. On the other hand, TMAP-EM performs an integrated 

function of Logistics and Purchasing in the process of goods receipts. This is because the 

company wants to establish the connection between Purchasing and Logistics functions in 

order to inspect the quality and quantity of the incoming goods and notification to the 

Purchasing functions about the goods receipts in the warehouse. In case the goods fail to meet 

the requirement, Purchasing function will issue the document about the return goods and 

refund for the money. 

6. Payment 

Payment requisition will be sent to the Purchasing manager for authorizing the payment to 

the suppliers according to the payment term stated in the Purchasing contract. Such term of 

payment can range from 15-90 days after delivery depending on the condition of payment 

terms which is very important to the company‟s cash flow process and liquidity. 

Purchasing Functions Purchasing Logistics Integrated 

Tendering TMAP-EM -  - 

 

Toyota Tsusho -   - 

 

 Salee Industry -  - 

 Kawamura - - 

 Mahakit - - 

 Win Win Plus - - 

 

The process of payment is one of the strategic roles and responsibility of Purchasing 

functions and the payment was performed by the Purchasing department in all the six studied 

companies. The process of payment starts after the goods are delivered and received. The 

term and condition of the payment together with the return and refund policy vary depending 

on the contract the company engage with suppliers. 

7. Quality assurance 

The process of quality assurance and establishing strong relationship with suppliers are done 

by both the Purchasing department and Logistics department. Quality assurance tasks are 

listed as below: 

1. Evaluate the performance of the suppliers for the satisfaction of the products or 

services by Logistics department. 



 
 

56 
 

2. Purchasing department gets the feedback report submitted by Logistics department 

and analyzes it. 

3. Decide whether the feedback is acceptable or not. If not, go back to step one 

(sourcing) to find an alternatives for improving the process. If acceptable, continue 

business with the supplier. 

4. Submit feedback report and discuss with supplier for further development.  

5. Contact with suppliers for exchanges information and ideas. 
6. Visit suppliers‟ factory regularly to develop a strong relationship. 

 

Purchasing Functions Purchasing Logistics Integrated 

Quality assurance - -  TMAP-EM 

 

- -  Toyota Tsusho 

 

- -   Salee Industry 

 - - Kawamura 

 - - Mahakit 

 - - Win Win Plus 

 

The final process is Quality assurance, which is performed by the integrated functions 

between the Purchasing and Logistics in all the six studied companies. In this process, the 

level of integration between the two functions is high since this process requires the 

interaction from both the Purchasing and Logistics function in the process of establishing and 

developing a good relationship with suppliers. 
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Figure 6.1 Steps in Purchasing process 

Figure 6.1summarizes the Purchasing process, starting from planning the Purchasing target 

based on company‟s vision & mission statement, identification and planning of the method 

for making a purchase, mapping the Purchasing elements with the target, making a purchase, 

implementing Purchasing performance plan, improving the Purchasing by considering the 

performance of Purchasing functions, suppliers, and customers. Managing the continuous 

improvement of the Purchasing processes is performed in order to ensure that the Purchasing 

functions are improved along with the Purchasing performance in the long term.  

  



 
 

58 
 

Research Question 2 

  

Which tools in Lean manufacturing are applicable to Purchasing activities of each 

studied company? 

The study of this research provides readers with deeper and better understandings about the 

applicable Lean manufacturing tools by analyzing the Logistical approach of Purchasing 

functions. Qualitative empirical studies on the practice of Lean Purchasing activities in the 

studied companies are also performed which gives support to the theoretical studies in this 

research. 

 

Implementing and applying Lean tools in the Purchasing process will help the company 

improve its Logistics functions. Such Lean tools include Kaizen, 5s, seven types of wastes, 

Value stream mapping, Pull system, Fishbone diagram, and Level scheduling. By practicing 

Lean Purchasing, it also encourages the involvement of performing Purchasing functions 

from suppliers.  

 

 

Lean Manufacturing Tools 

TMAP-

EM 

Toyota 

Tsusho 

Salee 

PLC Kawamura Mahakit 

Win Win 

Plus 

Kaizen x x x x x x 

5s x x x x x x 

Eliminate wastes x x x x x x 

Fish bone diagram x x - x x - 

Value stream mapping (VSM) x x - x - - 

Pull system x x x x x x 

Level scheduling x x x - - x 

 
Table 6.2 Summary of applicable Lean tools 

 

From the findings in Table 6.2 which were gathered from interviewing six different 

companies regarding applicable Leans manufacturing tools in the Purchasing functions, it can 

be concluded that, among all Lean activities; Kaizen, 5s, Elimination of seven types of 

wastes, and Pull system are significant Lean tools which can be applied within the Purchasing 

functions in the company. All six studied companies are well aware of the benefits of 

applying Lean tools and have already practiced some of the Lean tools in their operations.  

 

Value stream mapping (VSM) is practiced in TMAP-EM, Toyota Tsusho, and Kawamura 

Electric. All these three companies use the VSM in order to find the non-value added 

activities of the process. The application of VSM helps the companies to analyze and 

eliminate non-value added activities, identify and improve value added activities, and 

compare the current and future process.  

 

In addition to Push system and VSM, Fishbone diagram is practiced in TMAP-EM, Toyota 

Tsusho, Kawamura Electric, and Mahakit rubber. The application of Fishbone diagram helps 

the company identify the root-cause of the problem in several perspectives. Fishbone diagram 

was practiced in different areas in the companies such as Logistics planning, Quality control, 

and Product design. TMAP-EM and Toyota Tsusho practice the Fishbone diagram in their 
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operations by conducting 5-whys technique which the problems can be traced back to the 

root-cause.  

 

From the findings in Table 6.2, it can be concluded that Lean tools such as Kaizen, 5s, 

Elimination of seven types of wastes, and Pull system are applicable in all the six studied 

companies and have been practiced in various areas of the Purchasing functions. All these 

Lean tools have become a part of the companies‟ core competencies in their Logistical 

Purchasing activities by enhancing the Purchasing performance in all the four BSC 

perspectives; financial, customers, learning and growth and internal business. Such Lean 

tools help the companies improve both processes and information flow in the Purchasing 

functions with the goal of enhancing customer satisfaction level. 

 

The core responsibilities of Purchasing functions traditionally offer the benefits of providing 

Purchasing transaction at the possible lowest costs and highest quality to meet their customer 

demands. However, the role of Lean Purchasing has become more critical in improving the 

flow of information throughout the entire supply chain. Many companies throughout the 

world have implemented Lean Purchasing in order to maximize and utilize their Purchasing 

activities for the highest potential outcomes. Different companies perform different levels of 

integration between the Purchasing and Logistics functions based on each company‟s 

structure and area of business. The implementations of Lean tools in the Purchasing functions 

are listed below: 

 

 State and identify the value added Purchasing activities 

 Select the applicable and appropriate Lean tools concerning with their business 

 Create the flow of Lean Purchasing activities 

 Improve the process map and seek for perfection 

 Maintain the integration level between Purchasing and Logistics functions 

The integration of Logistical Purchasing functions with Lean manufacturing tools offers the 

company an ability to enhance its Purchasing performance in terms of Purchasing efficiency 

and effectiveness. Companies can enjoy other benefits of applying Lean factors in the 

Purchasing functions which are listed below: 

 

 Eliminate wastes in the supply chain  

 Make the Purchasing process runs without disturbance 

 Quickly response to meet customers‟ demand  

 Obtain higher customer satisfaction 

 Establish long term commitment with suppliers and customers 

 Increase utilization of the resources 

 Improve quality of products or services 

 Reduce total enterprise cost 

 Increase company‟s profitability and opportunities for new business 
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Further research 

  

In today‟s business, most companies aim to find the best method to offer their products or 

services to customers with the lowest possible cost. Purchasing and Logistics are considered 

as the main key factors for the success of the company. In this research, six different well-

known companies are interviewed in order to provide the deeper understanding of the 

Logistical Purchasing practice. As for further research development, the studied companies in 

this research are operating in manufacturing industries and Logistical Purchasing functions 

are the main success factors. Therefore, studying the Logistical Purchasing functions of other 

different industrial companies besides manufacturing companies may give a different 

perspective of the research topic.  

The new perspectives of Logistical Purchasing practices may be derived from studying the 

Purchasing practices of service industry such as hospital, educational institutes and 

department stores where they perform several different Purchasing transactions. New startup 

companies are also another opportunity to see different perspectives of Logistical Purchasing 

functions. This is because the new players in the market are trying to improve their basic 

Purchasing function to integrate among other functions in order to be able to compete with 

other companies in the competitive market and gain more profit. 
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Chapter8 Appendices 

 
8.1 Interview questions  

1. How does your company perform Purchasing activities? 

2. What are the main driving actors in Purchasing process? 

3. Which of the leans tools can be applied in your Purchasing activities? 

4. What are the most effective Lean tools relevant to your activities? 

5. Are there any supports from management level? 

6. How do you manage relationship with suppliers? 

7. How can the company improve the Purchasing process? 

8. What can be obstacles for improving the Purchasing process? 

9. Who takes the responsibilities in performing Purchasing and Logistics functions? 

10. Which tools besides Lean manufacturing can be practiced in the Purchasing functions? 

11. How does the company value the Purchasing and Logistics functions? 
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8.2 TMAP-EM Inspection sheet 

 

 

 

 


