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Abstract

Brandix Essentials (Pvt) Ltd, is in contracted manufacturing of apparel for world famous brands.
It should deal with 150 suppliers for its business of US$ 250 M per annum. The suppliers who
supply Raw Material are critical to a flawless execution due to the very strict specification of the
Raw Material and ever narrowing lead times. Hence it is of paramount importance to maintain a
strong and active relationship with the suppliers in order to ensure proper delivery and fulfillment
of Purchase Orders. The relationship is maintained by communicating and interaction via face to

face meeting or phone calls.

The current problem supply chain team faces are that there is no system to track status, the above

interactions and measure health of the relationship that is maintained with the suppliers.

The objective of the project is to develop a system that enables to build a database of contact
relationship from both supplier and Brandix Essentials Supply Chain team. System should also be
able to record the completion of each interaction and the outcome. So that at any given moment

management team can assess the status/health of the relationship with the key suppliers.

Development of the system was done according to the agreed System Requirement Specification
and testing. The system is implemented as a web based system running on 11S7 using DotNet
while data will be maintained in a Microsoft Sequel Server database. Telerik controls were used

in development framework for User Interfaces and reporting.

Overall a positive feedback is received and user have suggested couple of changes as well. Head
of Supply Chain is now able to see how many interactions were planned per week per team
member and the status of completion together with notes related to the interaction. A dashboard
shows the health of the relationship of each contact point of each supplier. Hence it can be

concluded that the objectives were achieved.
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1 Chapter: Introduction

1.1 Motivation

There are lot of Customer Relationship Management Systems available in the market but it is
hard to find a system that supports Supplier Relationship Management. For an industry which is
highly dependent on its supply chain, requires a system to manage its relationship with the
suppliers. The apparel manufacturing business is heavily dependent on the supply chain that it is
dealing with. In terms of value created to the customer 60% of such come from the Raw Material
supply. Hence a mechanism to monitor the health of the relationship with the suppliers is of
paramount importance. Brandix Essentials (Pvt) Ltd, is in contracted manufacturing of apparel
for world famous brands. Its supply chain team has to deal with 150 suppliers for its business of
US$ 250M per annum. The suppliers who supply Raw Material are critical to a flawless
execution due to the very strict specification of the Raw Material and ever tightening lead times.
A strong relationship will help to accommodate the sudden changes that market/brands demand.
A way of maintain/ build relationship is to update the Critical Suppliers about the Customer
Order Book status, new trends in terms of products, so the suppliers could align their business
strategy; also as a manufacturer Brandix could align their sourcing/procurement strategy. This

communication interaction can be done via face to face meeting or phone call.

The current problem supply chain team faces is that there is no system to track of the status and
health of the relationship that is maintained with the suppliers. My motivation is spurred by the
pain that supply chain executives and the senior management have to engage last minute
negotiations that they have to carry out in a difficult situation. This could have been avoided if a

proper mechanism exists to keep a track of the relationship status of the key suppliers.

1.2 Aims and Objectives

The Supply Chain Relationship Management System intends to provide a platform for supply
chain team to maintain a proper repository of contact points of each key supplier. It will empower
the team to deliberately maintain and interact with the important relationships as a routine and
avoid taking actions in an ad hoc manner. This will provide a proper review mechanism to the
management teams as well. Main objectives of Supplier Relationship Management System can be

listed below.



It should be a working tool (used day to day) to supply chain executives to act as an
executive diary on periodic interactions with the suppliers (not day to day activities of
purchase order raising and follow up). Therefore the follow up of the interactions and

actions out of the meeting become system driven than ad hoc and manually triggered.

It should provide the data to senior management on the health of the relationship of each
key supplier contact based on the feedback entered by each supply chain executive. This
should provide clear snap shot of the relationship to trigger proper actions (actionable

data) to capitalize on improve the current level of relationship.

. Actual performance data from the On Time Delivery tracking system will be compared in
order to see whether there is any correlation between performance of a particular supplier

and the relationship that it has with Brandix supply chain team.

The relationship status straight from the system could be taken up with the periodic
reviews happen with the respective suppliers. Specific actions could be strategized to

improve any ailing relationships.

1.3 Scope

Scope of the project is to develop a tool to capture each planned interaction/event with suppliers.

The system will be a web based hosted using 11S7 and data will be stored in a Microsoft SQL

database. Telerik controls will be used to User Interface designing and report designing. Below

will be activities that have to be engaged with in order to deliver the scope successfully.
1.3.1 Identification of requirements

The information related to following requirements were obtained from the Senior
Management and Supply Chain teams.

- Information tracked with regard to a supplier meeting

- Information shared in a supplier meeting

- Modes of interaction/meeting

- Way the rating should be entered & displayed

- Dashboard with which meeting calendar events are monitored

Supply Chain Executives will be spoken to in order to collect the below information;
2



- Interval and method of communication of alerts with regard to meetings
- Way the rating should be entered

- Way the notes related to the interaction should be captured

1.3.2 Designing of the system

Entity Relationship diagram was drawn in order to design the Database. Use cases, use case
narratives, activity diagrams, sequence diagrams and class diagrams were drawn in order to
clearly identify the functional requirement. A proper design will enable a good built quality

and lesser change requests subsequently.
1.3.3 Building the system
Below mentioned technologies were used to build the system.
- Database — Microsoft Sequel Server
- Web application - .NET Framework (ASP.NET)
- Internet Information Server 7 — Web server

Building of the system will comprise of building the database and coding of the system which is
capable of preloading the contact points from both supplier side as well as Brandix Essential
(Pvt) Limited side. Then facility make appointments in Microsoft Outlook calendar, make notes

against each interaction and mark the health of the relationship based on the interactions.
1.3.4 Functionalities and features

Essentially the system will create an executive diary function for the supply chain executives so
that when they attend work every day they know what are the future meetings scheduled with
suppliers for periodic briefing to keep up the relationship. Periodic alerts will be generated on the

upcoming tasks and tasks which were not completed.

Then the system will facilitate the recording of notes related to each meeting and schedule the

same for next meeting.

With the replication of data from supplier performance system, the system would facilitate a view

with a particular relationship and performance of the respective supplier.

The corresponding contacts of both the sides need to be maintained.
3



Each meeting will generate Calendar Request and email to the respective participants. Based on

the same a time from their calendar will get allocated so the meeting/call will not get missed.

The relevant reports will be included according to the users’ and senior management’s

requirement in order to monitor the health of the relationship with the suppliers.

1.4 Limitations

Following limitations were encountered in the Supplier relationship management system.

- Notes against each interaction had to be entered manually and if a voice recording facility could

have been more user friendly.

- Notes taking could have been integrated with Microsoft OneNote, which could have made the

life easier to share the notes.

1.5 Structure of the Dissertation

The dissertation is an implementation type of a project for Brandix Essentials (Pvt) Limited and

will cover the below activities;

- Chapter 2 includes an overview of the similar system like Customer Relationship
Management Systems and critical comparison of the same and reasoning as to why it
cannot be used to handle the functionality.

- Chapter 3 includes detail overview of the functional and non-functional requirements
with illustration of the requirements and details on the design of the database and system
front end. These will be illustrated using entity relationship diagrams, use case diagrams,

class diagrams. Further this chapter includes mockups of user interfaces, dashboards, etc.

- Chapter 4 comprises of the details regarding technical background and implementation

of the project. Sample code is also included in this section.

- Chapter 5 details out the testing plan and test cases methodology of user evaluation and

the results.

- Chapter 6 discusses the conclusions and the future framework.



2 Chapter: Background

Maintaining supplier relationship is becoming critical in the new age of business as emphasis on
final product quality and tightening lead times improved and efficient sales channels. In order to
handle the efficient supply of raw material there are numerous Supply Chain Management tools.

But most of these are designed to manage “Procurement to Pay” life cycle of raw material supply.

Management of relationship in an orderly manner is not specifically looked into in these systems.
Management of relationship is looked into by Customer Relationship Management systems in
great detail. It focuses on management of sales leads, contacts, customer behavior and

interactions.

2.1 Literature review

Business to Business nature of the apparel industry and fashion triggered quick changes requires
to respond to market needs in an expeditious manner. This requirement gets further intensive by
the huge number of players in the manufacturing and market arena. Hence a relationship beyond
the raw material purchase order become vital to react fast to grab the market opportunity. A
system which tracks the lifecycle of the raw material purchase order will not be able to give a
proper measurement of the relationship maintained with the supplier. Therefore a system with
features that enable capturing of indicators of the relationship with the key suppliers and periodic

review of the same.

2.2 Similar Systems
2.2.1 Supply Chain Management Systems

Below are few supply chain management systems which are widely used [1]. These cover the
actions like raising a purchase order, inbound logistics management, work in progress tracking,
shipment, tracking of goods in transit, receipt of raw material, quality inspection, put away and

final payment settlement.
1. Fishbowl Inventory

This is an inventory centric supply chain management system which focuses on Material
Requirement Planning for generating of purchase orders and inventory transactions to
integrate with production floor as well as accounting system like QuickBooks. In addition
it has the capability of handling quotations as well.



2. Rubberstamp Software

Rubberstamp software too manages procure to pay process in a standalone web based
system. They boast about handling procurement function across several business domains
from pharmaceuticals to electronics. Since it is web based it can be accessed from
anywhere and work on many platforms from Windows to Macintosh to Android.

R PRICING +1-800-650-3743 SIGN IN |

Here's how it works
4 steps to simplify your purchase order process

Setup budgets & invite Employees submit

colleagues purchase o

Figure 1 Rubberstamp Screen

But these do not talk about the function and features on management of relationship with

suppliers [2].

2.2.2 There are several Customer Relationship Management systems available worldwide, which
talks about functions of managing contacts, interactions, behavior of customers. The top three

Customer Relationship Management systems are as follows; (according to [3]);
2.2.2.1 Salesforce

Widely used customer relationship management system which is offered as a Software as
a Service on the cloud. This comprises of managing contacts, sales deals, harvest leads

and performance of the sales team.
2.2.2.2 Pipedrive

This system mainly focuses on sales deals managements and easy to use application
provides a mobile platform for sales teams who are roaming outside to interact with the

system easily. Managing of sales pipeline is catered for by this application.



2.2.2.2 Teamsupport

This system’s main focus is business to business application which enables the
collaboration of marketing/ customer support teams with customers. This fills the
communication requirements of the interactions and provided instantaneous responses to

customer issues.

But overall they are more geared to handle customer/client relationship and not the Supplier

Relationship statuses and interactions. Marked differences would be as follows;

1.

Information shared with supplier will be different to that of information shared with
customers. That is supplier information will be more specification related and technical
oriented to gain a quality raw material. In detail level of information on requirements and
problem solving is critical to the on time delivery of end products to reduce rejections

from customers.

Most often there will be one marketing team dealing with an identified customer group
but with one supplier there can be several supply chain teams work. Supplier related
information sharing will lead to cordial relationship as one team could be having a
positive relationship while other will not. It will be possible to identify how to handle

supplier to gain maximum advantage by all teams instead of one team.

Hence there is a practical difficulty of using the Customer Relationship Management systems off

the self as a Supplier Relationship Management system [3].

2.3 Applicability

Pros and cons of the other systems found in the market are listed below. The unsuitability to

handle the requirement of Brandix Essentials Ltd is also mentioned in the table [1].

Table 1 Pros and Cons of similar systems

System Pros Cons Why it is not suitable
for Brandix Essentials
1. Fishbowl 1.Covers the 1. Does not cover any | 1. Current Enterprise
functions from other interaction with | Resource Planning
Purchase Order to the supplier other system handles the
Inventory than the interaction “Procure to Pay”
transactions related to Purchase functions. Hence it
2. Integrated with lot | Order needs a system
of related systems specifically caters the




(e.g.: Enterprise
Resource Planning,
Accounting Systems)

management of
relationship

2. Rubberstamp

1. Capable of
handling from
budgets to
procurement and
relevant reports

1. Functionality
limited to
Procurement from
budget stage to
delivery

1. Does not cover the
requirement of
relationship
management

3. Salesforce

1. Handles Sales
leads, pipeline
building to
conversion

2. Customer behavior
monitoring and
analytics

3. Handles Customer
Interactions/
relationships

1. In a business to
business scenario one
customer account
team will liaise only
with one
customer/brand.

1. In a business to
business canvas one
supplier is dealt by
several supply chain
teams.

2. Features and
functions are not
possible to configure
in a reciprocate
manner to support
relationship
interactions of a
supplier.

4. Pipedrive

1. Caters to building
sales pipeline and
driving the
achievement.

2. Mobile capable

1. Functionality
limited to managing
sales leads.

1. Does not support
interactions related to
relationship
management.

5. Teamsupport

1. Caters to incident
logging and
interactions related to
the same

1. Support the
communication

1. Cannot be used as
a planning to tool to
pre-plan the
interactions with the
suppliers.

Table 2 Pros and Cons of similar systems

3 Chapter: Analysis & Design

3.1 Approach to analysis

A detailed requirement analysis was done in order to design the system as this system will

automate and act in creating a data repository on relationship interactions. Eliciting of the

requirement will be very crucial as difficulty in comprehending functions by the users which are

currently handled manually in an unorganized manner.




3.1.1 Requirement gathering methods

Following methods were be used to gather the requirements.

Interviews

Interviews were carried out with senior management including Chief Executive Officer
and supply chain head in order to determine the way interactions with suppliers are to be
structured. Further, they gave the insight on to how the dashboard and reporting to be

structured together with the intervals of updating for reviews.

Supply chain managers and executives shared the types and volume of information shared
in supplier interactions. The information that calendar request should contain and the

features required in notes taking in relation to interactions were specified.
Inspiration from similar systems

Best practices from the similar systems which were described in the literature review are
analyzed in order to create some inspiration in designing features and functionality in the
supplier relationship management system. Especially relationship functionalities of

Salesforce.com were observed.

3.2 Finalized requirements

The requirements are listed below under functional and non-functional and the same have been

illustrated in Figure 2.

3.2.1 Functional requirements

It was a quite a challenge to finalise the requirements especially due to the difficulty of elicitation

the current practices of ad hoc and user centric relationship maintenance methods. Below

functional requirements were finalized after carefully thinking through and brainstorming

sessions done with the users.

1. To be able to view upcoming interactions categorized under primary and secondary

contact points. That is Brandix team member must be able to view who is the supplier

primary contact and secondary contact for future interactions.

Send e-mail notifications regularly for upcoming interactions. It will prevent scheduling

of meetings at the same time and get prepared for meetings in advance.



Send e-mail notifications for incomplete interactions. Hence all details will be recorded
prior to completing interactions and to determine whether new meetings will be required

for the same topics which were under discussion

Capture the interactions to be completed and a mechanism to tick them off once the
interactions are completed. It will be possible to attain list of completed interactions in a
time period. It will constitute to analyzing interactions in quantitative context. That is

based on frequency of communications.

To save notes on interactions to be completed and to share notes with associates if
necessary. This will indirectly be a mechanism for knowledge sharing which will prevent
duplicate topic meetings and time saving for team members. Notes can also be used to

analyze quality of relationship which will be a quantitative factor of validation.

To be able to view the notes of previous interactions. To investigate the level of
relationship and how to approach supplier. That is for example whether supplier is
knowledgeable on a certain technical issue or same issues are reported to the supplier
repeatedly where their level of dependability will be low. Basically characteristics,
shortcomings and strength level of supplier can be determined by evaluating previous

conversations.

To be able to view the interactions to be total vs incomplete interactions graphically.
Graphical presentation depicts understanding of level of supplier relationship at a glance.
That is it might seem that interactions are needed with supplier on large number of issues.
It can be studied graphically to view whether it is upward trend or downward trend. But it
Is imperative to understand qualitative aspect also. For example Brandix might be solving
issues and building a strong relationship with supplier. On the other hand low number of

interactions could be due to nonexistence of issues due to a strong relationship.

For a given task the required associates’ calendars must be booked for four months in
advance. It will provide a practical time framework to plan future activities and

commitments with suppliers.

The Supplier relationship management system need to be developed as a web application
as this needs to be accessed by many within the cluster. Team members might work from

factors, head office, foreign assignment locations. Web application provides easy access
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10.

11.

1.

to all counter parties. Adequate security measures must be taken to assure data protection

and user access.

The level of details displayed depends on the level of permission granted to the specific
windows user login. Designation hierarchy related access level must be defined for each
team member. Window level security access must be defined for user ID. Further team
related users need to be grouped together where superior can access all information
related to his or her team. Further in substitute team members in case of absence and
designations with special access needs to be defined maintain efficient information flow

within teams.

For authentication, the windows single sign in authentication method will be used. The
same user cannot be logged into the same process more than once. As a result other users
will not be able to use the log in for their usage. It will secure user trail of activities for

which they will be accountable as individuals.

3.2.2 Non-functional requirements

It was very important in identifying the non-functional requirements and finalization of the same
since the system should be appealing and available so that management can easily enforce the
usage and align users to reap the benefits of the system. In other words, this would enhance the

“Change Management”.

The system should be available at all the time. That is administration users must be
allocated with specific roles to assure availability of system to all relevant users. Further
any issues reported must be solved in target defined time frame which will be used to
analyze efficiency of administration team. Relevant training must be provided to
administration group to solve issues in a speedy manner. Further hardware and software
analysis must be conducted to prevent any unforeseen issues as slowness, data protection

and user access.

The look and feel should be streamlined with the Brandix Essentials Limited web
applications interface design. The reason is users need to feel that new system is part of
Brandix portfolio of system. Then they will feel that it is a mandatory requirement to use
the system. Otherwise users might feel that this an extra manual work to enter notes as

such. By having the same interface users should feel it will be a part of their daily routine.
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Below figure illustrates the overall analysis of the system functionalities.

Supplier
Relationship View Details To do List
Management
- Database
Saved Notes
Calendar Supplier Relationship
Booki .
oAy Management System Supplier
Relationship
Management
Web Interface Dashboard
Email
Notification
Notifications &
Alerts
Administration
7 Days Prior 1 Day Prior Incomplete

Interactions

Figure 2 High-level Requirement

3.3 Design

At the design stage, senior management of the company wanted the name of the system to be
changed as “Supplier Relationship Index” because it indicates the health of the key suppliers. So
this should be one of the KPI indexes that would be reviewed periodically to see whether the
organization is maintaining a healthy relationship with its key suppliers.

3.3.1 Software design

Prototype method was used in design and obtain feedback from the users because functions were
currently carried out manually in a very informal manner. Based on the feedback designs were
revised to arrive at the optimal design. Use cases and related diagrams were done in order to
arrive at the system functionalities and features while entity relationship diagrams were done in

order to design the database structure.
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3.3.1.1 Use case diagrams

Figure 3 illustrates the main use case and the actors of the system.

SUPPLIER RELATIONSHIP MANAGEMENT
SYSTEM - BRANDIX

Kaushala Prematilake | October 14, 2017

Supplier Ontime Delivery
Application

Supplier
Weekly Delivery
Performance

Supply Chain Manager Marketing Manager of the

Supplier

Manage Users

Head of Supply Chain General Manager Marketing

of the Supplier

System Administrator

Figure 3 Main use case
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Below tables narrates few use cases.

User Case ID : 01

Pre-Condition : Should have admin access

Primary User : Admin

Description : Admin will create a new user using Add user
option
Admin will change user role

Trigger : Click Register button

Click Relevant User Role

Typical flow of events :

* Admin will enter Username and Password
» Admin click Register button

» Admin click User Name

* Admin select New user Role

» Admin click Save Changes

Alternate Courses : Nil

Post Condition Nil
Table 3 Register user case

User Case ID : 2

Pre-Condition : Nil

Primary User :

Normal User\Admin

Description : User will make a call
Trigger : Receive a calendar note to alert to make call
Typical flow of events : » Make the call
* Enter notes based on the call
Alternate Courses : Nil

Post Condition

Save notes entered on the call

Table 4 Call user case

User Case ID :

3

Pre-Condition :

Nil

Primary User :

Normal User\Admin

Description :

User will attend face to face meeting

Trigger :

Receive a calendar note to alert to attend
meeting

Typical flow of events :

e Attend Meeting
¢ Enter notes based on the meeting

Alternate Courses :

Nil

Post Condition

Save notes entered on the meeting

Table 5 Face to face meeting
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User Case ID : 4
Pre-Condition : Nil
Primary User : Normal User\Admin
Description : User will send status E-Mail
Trigger : Receive a calendar note to alert to send E-Mail
Typical flow of events : ¢ Send E-Mail
¢ Enter Status mail content
Alternate Courses : Nil
Post Condition Save status E-Mail

Table 6 Status e-mail

3.3.1.2 Activity diagrams

Activity diagram depicts the flow of system functions. This graphically presents the step by step
activities, iterations, parallel activities and decision making points. Activity diagrams of Unified
Modelling Language, are intended to illustrate the business process as well as the system process.
Below activity diagram illustrates the functional flow of the SRMS in scheduling a weekly call
with a particular supplier for a foreseeable future and related activities of making notes against

each interaction and update of the relationship status after the call.

Figure 4 Activity diagram of relationship call with the supplier

Above diagram (Figure 4) shows the below activities;

- Update of calls depending on the frequency (weekly/ twice a week/ monthly) with a
supplier contact until a prescribed future date.

- Generation of calendar note and updating of the same in MS Outlook calendar.

- Per each call scheduled a unique interaction is created in the database of the system.
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- At the point of call is taken supply chain executive makes notes in the system against that

particular interaction.

- After the call based on the interaction he/she can record the status of the relationship with

that particular supplier contact person.

3.3.1.3 Sequence diagram
Sequence diagram (Figure 5) depicts the interactions among the classes and messaging in the
system. Further this shows the runtime scenarios of the system. First diagram illustrates the user

login function and how classes in the programme and interact.

User Login form Login AddUserDA

T
I I

I I I

LoginRequest() : :
LoginRequest() :

I

GetLogin()

™
)} RetriveData()
User Data 4

- ——

acknowledgementMes

acknowledgementMess age :___ ___________
age |\t ™
H " Validate()
______________ —

-

Figure 5 Sequence diagram for User Login

- AloginRequest() is initiated by the user which will be send over the login interface.

Username and password will be passed by the user.

- After validating the interface parameter requirements, login details will send to the Login
class.

- Then GetLogin () Database access function is called and Data will be requested based on
the given SQL query.

- Data will be retrieved by the function and passed to login class where it will be validated

against the users given credentials.
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- Once the user details is validated and an acknowledgement message will be displayed to

the user.

The sequence diagram (Figure 6) below illustrates the interaction among the classes when reports

are generated.

User Report _Uscr TempData TimeTempDA
control
T T | 1
I I | |
I | [
reportGeneration() : :
reportGeneration() :
| GetTemp() !
I I
| I T N .
: : : displayReport(Request ,-: RetriveData()
I I ! ) <
| | displayReport(Request[] D_ T_U_} _____ -~
| displayReport(Request_ DTO)
proy | __________ |
______________ T |
| |
I | |
I | |
I I | |

Figure 6 Sequence diagram for report generation

- ReportGeneration() request is initiated by the user in order to get a Temperature vs Time

report from the system

- Reports interface will be handling the request from the user and initiate the report

generation function.

- Then GetTemp () Database access function is called and Data will be requested based on

the given SQL query.
- Data will be retrieved by the function and passed to the user output interface.

- Finally data is represented on a report viewer interface for the user.

3.3.1.4 Class diagram

Below UML class diagram (Figure 7) depicts the how an interaction with a supplier is handled in

the system.
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Relationships

RelationshipStrength

Teams

- relationshipid:string
- supplierid:string
- primary team:string

- update teams()

- update frequencies()
- update date()

- update time(}

- realtionshipid:string
level:string

- teamid:string

teammember:string

- update level()

- updatemembers()

|

Taskstobecompleted

- taskid:string

- relationshipid:string
duedate:date

- istaskcompleted:bool

Supplierteammembers

Members

- name:string

- designation:string
- supplierid:string

- contactno: string

- contactemail:string

- name:string
- designation:string
- businessunit:string

- update completion() - update name()
- update duedate() - update name()

Figure 7 Class diagram for interaction with a supplier

3.3.2 Database design

Below will be the higher-level entity relationship design of the system, where Supply Chain
Executive of Brandix Essentials will initiate an interaction over a face to face meeting or a phone
call or an email. These interactions will be pre-defined base on the level of the authority of the
person from both parties who joins the interaction. Each interaction will generate a calendar note
as well as alerts. Follow-up notes will be generated base on the information shared during the
interaction. Weekly performance of the suppliers will be related to each supplier. The table
containing performance values from the Supplier Ontime Delivery system will be integrated with
the Supplier Name key. Following illustration (Figure 8) will depict the Entity Relationship of

the system.
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Figure 8 Entity Relationship Diagram

3.3.2 Database scripts

Few excerpts from the scripts used for creating of the database are mentioned below. Below
extract (Figure 9) shows the script used for creation of table to record the relationship with
supplier contact persons and BEL supply chain team. This is the most important table in the

system where most of the system functionalities will be around this table.
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/*¥**x% Object: Table [dbo].[Relationships] Script Date: 3/6/2017 5:49:3@ PM *sxsxzy
SET ANSI_MULLS ON
&gl

SET QUOTED_IDENTIFIER ON
ao

[FCREATE TABLE [dbo] . [Relationships](
[RelationshipId] [smallint] IDENTITY(1,1) MOT MULL,
[BuyerId] [smallint] NULL,

[PrimaryTeam] [smallint] MULL,
[PrimaryTeamStreangth] [smallint] MULL,
[PrimaryContactFrequencyType] [smallint] NULL,
[PrimaryFrequency] [smallint] NULL,
[PrimaryMode] [smallint] NULL,
[PrimaryStartDate] [datetime] NULL,
[PrimaryNextDueDate] [datetime] NULL,
[PrimaryTime] [time](S) NULL,
[PrimaryAppointmentSent] [bit] MULL,
[PrimarylLastAppointmentDate] [datetime] MULL,
[SecondaryTeam] [smallint] NULL,
[SecondaryTeamStrength] [smallint] MULL,
[SecondaryContactFreguencyType] [smallint] NULL,
[SecondaryFrequency] [smallint] NULL,
[SecondaryMode] [smallint] NULL,
[SecondaryStartDate] [datetime] NULL,
[SecondaryNextDueDate] [datetime] NULL,
[SecondaryTime] [time](5) NULL,
[SecondaryAppointmentsent] [bit] MULL,
[SecondarylLastAppointment] [datetime] NULL,
[CBU] [smallint] NULL,

[Department] [smallint] NULL,

[Account] [smallint] NULL,

[LocationId] [smallint] WULL,

[IsDeleted] [bit] MULL,

Figure 9 Script to create relationships table

Below script (Figure 10) used to create the table to record tasks related tonotes on the interaction.

USE [SupplierfRelaticnshipIndex]
G

e phject: Table [dbo]. [MotesonTasks] Script Date: 3/6/2817 5i58:55 PM **#®ss/
SET ANSI_WULLS ON
Gl

SET QUOTED_IDENTIFIER ON
G0

SET ANSI_PADDING ON
<)

SICREATE TABLE [dbo].[MotesonTasks](
[Moterd] [smallint] IDENTITY(1,1) NOT MULL,
[Mote] [varchar]{max) NULL,
[TaskId] [imt] MULL,
[sharedwith] [varchar](258) MNULL,
[MoteBy] [varchar](2e) NULL,
[savedDate] [datetime] NULL,
[externallyshared] [varchar]{See) NULL,
CONSTRAINT [PE_NotesonTasks] PRIMARY KEY CLUSTERED

[NoteId] AsC
JWITH (PAD_INDEX = OFF, STATISTICS_NORECOMPUTE = OFF, IGNORE_DUP_KEY = OFF, ALLOW ROW_LOCKS = ON, ALLOW_PAGE_LOCKS = OW) ON [PRIMARY]
| ) oM [PRIMARY] TEXTIMAGE_ON [PRIMARY]

<)

SET ANSI_PADDING OFF
<)

—ALTER TABLE [dbo].[MotesOnTasks] WITH CHECK ADD COMNSTRAINT [FK_MotesonTasks_ComtactsToBeCompleted] FOREIGM KEY([TaskId])
REFERENCES [dbo].[ContactsToBeCompleted] ([TaskId])
Gl

ALTER TABLE [dbo].[MotesOnTasks] CHECK CONSTRAINT [FK_MotesonTasks_ContactsToBeCompleted]
Gl

Figure 10 Script to create table for notes
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Below is the script (Figure 11) to create a stored procedure to maintain the relationship history so

that an analysis can be done the way relationship status has changed over time.

USE [SupplierfelaticnshipIndex]
GO

fEexex® phject: StoredProcedure [dbo]. [speetRelaticnshipstrengthHistory] script Date: 3/6/2017 5:56:39 PM *¥*s=%/
SET ANSI_WULLS ON
G0

SET QUOTED_IDEWTIFIER ON

od

spactRelationshipstrengthiistory]

A5

—ISELECT URD.RelationshipId, URD.RelationType, URD.CBUMame, URD.AccoumtName, URD.DepartmentName, URD.Brand, URD.ContactPerson, URD.Designation, UR

URD.TeamMemeber, URD.[Level], Rs3.Definition, URD.Mode, URD.FreguencysString, RSC.ChangeID, RSC.ChangedBy, RSC.ChangedDa
RS1.ImageUrl AS FImageURL, RSC.ToStrength, RS2.[Level] AS TLevel, RS2.Definiticn AS TDefinition, RS2.ImageUrl AS TImage

FROM dbo.v_UpcomingRelationDetails AS URD INMER JOIM
dbo.RelationshipStrengthChange AS RSC ON URD.RelationshipId = RSC.RelationshipID AND URD.RelationType = RSC.Relationshi
dbo.RelationshipStrengths AS RS1 ON RSC.FromStrength = RS1.StrengthId AMD RSC.FromStrength = RS1.StrengthId INNER JOIN
dbo.Relationshipstrengths AS RS2 ON RSC.Tostrength = RS2.StrengthId INNER JOIN
dbo.Relationshipstrengths AS RS3 ON URD.[Level] = RS3.[Level]

ORDER BY URD.CEUName, URD.TeamMemeber

@0

Figure 11 Script to create stored procedure for relationship status history

Figure 12 shows the extract of the database script is a view created to pull data on the “pending

interactions”.

USE [SupplierRelationshipIndex]
GO

J*=*xxx Opject: View [dbo].[V_ContactsToBeCompleted] Script Date: 3/6/2017 5:53:82 PM sxs*sxy
SET ANSI_MNULLS ON
Go

SET QUOTED_IDENTIFIER ON
G0

FICREATE VIEW [dbo].[V_ContactsToBeCompleted]
A5
SELECT CTBC.TaskId, CTBC.TaskType, T1.TeamMemeber, BD.Brand, BD.[Contact Person], BD.Designation, BD.Department, CM.Mode, dbo.geng
AS FrequencyString, RS.[Level], CTBC.DueDate, CTBC.IsTaskCompleted, CTBC.LocationId, FT.FreguencyType, CTBC.Cond]
ACC.AccountMName, CTBC.TaskCompleter, T2.TeamMemeber AS TeamMember
FROM dbo . ContactsToBeCompleted AS CTBC INNER JOIN
dbo.BuyerDetail AS BD ON CTBC.BuyerId = BD.BuyerContactId INNER JOIN
dbo.Teams AS T1 ON CTBC.Team = T1.TeamId INNER JOIN
dbo.RelationshipStrengths AS RS ON (TBC.TeamStrength = RS.StrengthId INNER JOIN
dbo.FrequencyTypes AS FT ON CTBC.ContactFreguencyType = FT.FreguncyTypeld INNER JOIN
dbo.ContactModes AS CM ON CTBC.ContactMode = CM.ModeId INNER JOIN
dbo.Accounts AS ACC ON CTBC.Account = ACC.Id INNER JOIN
dbo.CBULevelPermissions AS CLP ON CTBC.CBU = CLP.Id INNER JOIM
dbo.DepartmentLevelPermissions AS DLP ON CTBC.Department = DLP.Id INNER JOIN
dbo.Teams AS T2 ON CTBC.Team2 = T2.TeamId INNER JOIN
dbo.Relationships AS R ON CTBC.RelationshipId = R.RelationshipId
WHERE (R.IsDeleted = @)

Figure 12 Script to create the view on pending interaction
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3.3.3 Features of the supplier relationship management system

Below are the features that will be designed into the web interface of the Supplier Relationship
Management System. That will enable the users to carry out update and management of

relationship activities related to their suppliers.

1. Facility to bulk upload of data so that system can be deployed with a fair amount of data
(Contacts, interactions, etc...) This is where the initial setup of data is carried out in the system.

1.1 Associates in the Active Directory are granted permission to the system
1.2 Supplier details are added

1.3 Brandix Supply Chain teams are created

1.4 Relationships are saved

1.5 Permission levels are defined

1.5.1 Setup level 1 permission (All, Customer Business Units)

1.5.2 Setup level 2 permission (All, Department)

1.5.3 Setup business unit details

1.5.4 Setup department functions

2. Portal for administration which will be used for user creation, granting of permission for
specific user roles. Below are the capabilities of the feature.

2.1 Grant access to system

2.1.1 Search for users from Active Directory and add the specified user to the system
2.1.2 Edit saved user details

2.1.3 Delete users from the system

2.2 Add supplier details

2.2.1 Add supplier details to the system

2.2.2 Edit saved supplier details
22



2.2.3 Delete supplier details

2.3 Add Brandix supply chain teams

2.3.1 Create and save Brandix supply chain team for communication
2.3.2 Edit saved team

2.3.3 Delete teams

2.4 Add Relationship

2.4.1 Define the relationship and save it to the system.

2.4.2 Edit the relationship

2.4.3 Delete the relationship

3. Below are the features that will be available to a business user of the supplier relationship

management system.
3.1 View details pertaining to below;

3.1.1 Display upcoming primary relationship details for a month according to the user level

permission

3.1.2 Display upcoming secondary relationship details for a month according to the user level

permission

3.2 Provision of functionality of an executive diary in terms of maintaining and strengthening

relationship with the suppliers.

3.2.1 Display interactions to complete for a specific user according to the user login
3.2.2 Mark interactions that are completed

3.2.3 Save or share notes on interactions

3.2.3.1 Select the interaction to save a note on, and add notes

3.2.3.2 If needed to be shared with an associate, search for the associate and select the associate

and save the note

3.3 Saved notes
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3.3.1 Display notes according to the user level permission
3.4 Dashboard to view specific saved searches (as below) are available

3.4.1 Display current week’s details for total vs incomplete interactions with drill down facility
from Business Unit to associate level on page load

3.4.2 View details for a specific time period

4. Email notifications to prepare for specific interaction (call, meeting and status e-mail) are

mentioned below.

4.1 7day prior alert

4.2 1day prior alert

4.3 Incomplete interaction alert
5. Send other notifications

5.1 Send outlook calendar bookings

3.3.4 Software Architecture

As illustrated from the Figure 13, Software architecture is consisting of Web base browser for
user interfacing and the underlying web application. The system is hosted in the company data
center and user should be in the corporate network to access the system. So user can log from
anywhere and with any device provided he/she has Virtual Private Network connection. Browser
will facilitate single sign on hence when user logs in to his/her computer automatically
application is authenticated with the same credentials. Web Application will facilitate
authorization of activities pre assigned to the user role. Further it will validate the Inputs base on
the validation parameters built into the code. Handling of exceptions also will be done by the web
application base on the database field definitions and the User Interface level validations. Main
application will record the transactions and pass them onto the database. While database will
control the certain access to the saved data base on the privileges provided to user roles.
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Figure 13 Software Architecture

3.3.4.1User Interface design
User Interface designs are done using a tool called “Pencil” [4]so that they can be shown to the
users and obtain feedback. This allowed to incorporate those feedback when the actual interfaces

are built. One such interface mockup of the “Upcoming Interactions” is shown here.

3.3.4.1.2 Design decisions

User interfaces were designed with the grids methodology as it was the most suitable
methodology based on the type data that were presented to the user as shown in Figure 14. Grids
are easy to refer by the users due to the way it is presented. Other alternative would be to use List
view but after considering the type of data that were to be presented it was decided to use the
grid. The grid controls were used from “Telerik Radgrid” [5]. Alternatively grid controls
available from asp.net also could have been used. Telerik Radgrid controls is very easy to design
and implement and provides “excel like” features for the users. Hence it is very user friendly for
the users to filter, scroll and resize columns & rows. This controls supports on mhobile platform

rendering as well.
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| Supplier Relationship Management System Upcoming Interactions |

Due Date ‘

Type Function Name Notes | Supplier ‘Cﬂntac:‘l ‘Designation Function Mode
Secondary | Business Unit | 000K J0000000X D Fabric Supp X000 (Marketing |y eting Call | 150142017

200000 | Manager

Figure 14 User Interface Mockup

Main dashboard

This shows the overall status of supply chain team attending and completion of interactions with
the supplier contacts. Rate of interaction completion as an overall company level to date, at
customer business unit level, at individual level and overall monthly activity status are shown in

this screen as per the below Figure 15.

Dashboard
Status of Supplier Relations from 4/1,/2016 to 2/6/2017
Start Date 40172016 = End Date :
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B Completed Tasks ® Mot Taken @ Total Tasks @ Pending Tasks
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o . ™ Tesm Mamber o
%
¥ashyapa Dela 1.29 2058
& Anuradha Jayasinghe 200 1833
. Sisira Kakuarachch 225 1542
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Figure 15 Main Dashboard

Upcoming events screen

This screen presents the data on the upcoming events (a call or a face to face meeting or a status
e-mail) the particular user have to take part in order to complete the interaction in relation to the

supplier contact relationships defined for him/her as shown on Figure 16.

Up Coming Events for GayaneeW
Brandix . N R . . - SRl n
Type ey Team Motes Supplier Contact Designation Supplier Function Mode Freguency Strength Change Due Date
Primary  Oeneral Kashysps Dela Naturub Tissalleperuma  Managing Director  Marketing/Operstion Call o0 =Y
Y Managemeant =nyEp d : sa llep Enaging . - E Wik -
. BU . . Once every -
= ; e , Mam P a Vipula 3 2/07/2017
imary Blansgement Anuradha Jayasinghe | T rasanna Vipula  Sales Manager Marketing Call Week . 02/07/2017
Primary =U Anuradha Jayasinghe Maturub Manjula Marketing Manager  Marketin Call Cne susry .
¢ Management - yaEing ! : Mannappenima - 9 Hanag - 9 Wsk
. =) . Ruwan Manager - . Once every T
=1 ; N ocl a d - 3 /07/2017
rimary Vs Jalir Mchomed | L Mudalpath Markating Marketing Call VWask - 02/07/201
Primary le Sisira Kaluarachchi | AD Akitha Bandara  Sales Manager Marketing Call Onee every .
Management Wieek
Ay Sisira Kaluarachchi , Malir Cincs sve
Secondary Mechomed , Anuradha PTL Eric | Account Mamager Marketing Call = 02/07/2017
Management BETE - Month
]
I General S Sumantha - Gerenal COnce every
PIM3Y  anagement  ooryEpaDela lm Femando =0 Management Gl ek -
. BU . Chamara Senior Manager - . Cnce every i
2 . - . a 0T /2017
rimany YerErenET Anuradha Jayasinghe | ol Kotuwelle Merchandising Marketing Call Wik . 02/07/2017
Briar: =1 co . D T . c " Market Once avery
rimary Management Sisira Kaluarachchi | Bright Sur Tersza Salesz Manager Aarketing Call VWesk -
. General . . . - . Once every .

] 7 ashya ¥ a . a I d 2/08/2017
rimary Management Kashyapa Dela | ocL Austin Au Managing Director  Marketing/Operation  Call Week _- 02/08/201
S Ganaral S Andraw Deputy Gensral P, . Once evary P
rimary Management Kashyapa Dela | ocL Claughton Manager Marketing/Operation  Call Week L] 02/08/2017
. =1l - Ruwan Manager - - Once every T
P i £ 3 2 . 2/08/2017
rimary VerErImEn Anuradha Jayasinghe | ocL Mudalpath Marketing Marketing Call Week - 02/08/201
Primary oY Malir Mahomed AD Akitha Bandara  Sales Manager Mzrketing can  SnEeer gy 02/08/2017

Managament . Wizek -

Figure 16 Final User Interfaces - Upcoming events

My task

Figure 17 shows the status of the interaction pertaining to a single supplier contact.
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®

My Task List

My Tasks

Add plus-task for existing contact + Add ad-hoc task for existing relationship +

Type Status Due Date  Primary Owner Secondary Owner Notes Supplier Contact Designation Mode  Frequency SRl Strength  Action

L] L ] I I

Primary =] 02/09/2017  NalirM GayaneeW ] PTL Alex Tai Account Manager  Call Once every Wesk [ V] ‘_ (%]

Primary a 02/02/2017  NalirM GayanesW L] PTL Alex Tai Account Manager  Call Once every Wesk [ (V] -‘_ (%]

Primary a 01/26/2017  NalirM GayaneeW [} PTL Alex Tai Account Manager  Call Once every Week [ (V] -‘7 (%]

Primary a 01/19/2017  NalitM GayaneeW L] PTL Alex Tai Account Manager  Call Once every Week [l V] -‘7 Q

Primary ¥ 01122017 MalirM GayanesW ] e Alex Tai AccountManager  Call  OnceeveryWeek ([ oMo
Jction buttans are by default disabled if the task is "completed" or marked as "not done” by the primary awner of the task.

Figure 17 My Task List User Interface

SRI administrator panel

This screen provides the administrator to create and manage supplier contacts, relationships and

interactions, user management, report management and etc; as depicted by Figure 18.

C)

My SRI Admin

Supplier Contact Management Brandix SRI's

AR

Relationship Management m
.

Figure 18 Administration Panel

Relationship management

This screen allows the users to create and amend relationship interactions (Figure 19).
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Add new relationship +

Relationships Management

@®

Supplier Relationships

Relation

SRI

Edit Delete Supplier Type Contact Team Meamber Strength Mode Frequency DueDate  Time CBU Department Account
- X Aan Primary Sanjaya Kashyapa Dela - ca OMeSVEy  goriz017 peOBOD GM Conee B
b s Chandrarathne = - . Week ! - o Management
e - o Sanjaya Sisira Kaluarachchi , Nalir Mohomed , Anuradha - Once every 10T oy BU
b X RETIE ST, Chandrarathne Jayasinghe . = Month REGIEDT bkl E Management it
- X fan Primany 2’:__;2('; Sisita Kaluarachch ] ca \?I,;: SUEY ozAiz/2017 090000 LB i,:_agemn: T
Ja o o jery 2
. x AandE Secondary Va_ colm Yérje.sr'a Walpola , Indika Kumara , Udeshika | cal O’r'ce every 2 02/12/2017 09:00:00 LB Ac(c_m 1B
Peterson Edirisinghe Weeks Management
he - . Malcolm Once every P BU
- X AandE Primary Peterson Anuradha Jayasinghe - Ca Week e 02/12/2017 09:00:00 US Management us
<ilva  Nirosha Thilakar: Wi = jery 2
= x P— Sezaerr :’a colm Var‘efr‘ De _;lrua‘ Nirgsha Thilakaratna , Wimukthi - cal O’r‘ce every 2 02/12/2017 09:00:00 US Ac(c:m s
eterson Meegasdeniya Weeks Management

Figure 19 Relationship Update Panel

3.3.4.2 Software Engineering Concepts

It was identified that typical waterfall method won’t be useful in the case Supplier Relationship

Management System due to the nature of user that | had to work with. Hence it was decided to

use an incremental model of development. This enable us to at each stage to approach the users

and validate of the steps taken. If any correction is required in the development lifecycle we were

able to adopt those changes without much of a rework. If we adopted the waterfall method after

the completion of the development, we would have to carry out lot of changes as this business

function is new to the team and in whatever the portion it was functioned it was very informal

hence users will not be able to comprehend the requirement at once.
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4 Chapter: Implementation

4.1 Technologies used

This system is hosted in the company data centre and can be only accessed when the user is
connected to the corporate network either physically sitting at company premises or accessing
through internet VPN tunnel when user is sitting outside company premises. Implementation
technologies were selected based on the Brandix’s corporate Information Technology stack
which had to be adhered to due to the cross application integration capabilities and ease of
maintenance. Hence below mentioned are the technologies used for Supplier Relationship
Management System.

3 Web application hosted on 11S7
4 Developed using ASP.NET 4.0
5 Telerik Controls

6 Language: C#

7 Database: SQL 2012

4.2 Structure of the software implementation

The system has largely 4 modules namely;
1. Administration module
This looks after user and user role management.
2. Supplier contact module

This looks after add/amend of supplier contact details who deals with Brandix. Hierarchy
of the contact person and corresponding contact point from Brandix also mapped in this

module.
3. Supplier interaction/task module

This module handles the creation and amendment of the interaction with the relevant
supplier contact. This is where the mode of interaction and frequency is defined. Notes

related to an interaction is also handled under this module.
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4. Supplier relationship status module

This handles the module where the status of the relationship with particular supplier
contact point is recorded. This helps in pulling out reports to review the status of the

supplier relationship.

Segregation of the system into above modules enabled more clear approach in coding and

efficiency of coding.
Data Layer

Data layer consists of the database which was implemented by creating tables based on the entity
relationships identified and stored procedures and views created for data extraction to the
business logic layer. Views will ensure security of the system as it will be a replication of the data

in the main tables that will be used for data extraction.
Business logic layer

This is the layer where the coding is mostly done to create the business functions. Business logic
layer executes the code in order to write data or extract the data to and from the data layer and

bring it to the presentation layer.
Presentation layer

This where the coding is done in order to govern the way data is presented to the user. This is
where the user interfaces play their role in presenting information in a useful way for users to

take actions on.
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4.3 Extracts of the code

Figure 20 shows the code for creation of the Home page.

Error List

serieshame =

electparaneters[a].Defaultvalue .Getstartoate();

ortbatestring();
electparanete .Defaultvalue
electParanete

.RadHtmlChart4.PlotArea
-RagHtmlChart4.PlotArea

RadHtmlChart4.PlotArea
-RadHtmlcharts.Datasour

(seriesname ==

:_Dri110ouni ctPara Defaultvalue .Getstartnate(
-_Dri11Downi c 1] .Defaultvalue hortbatestring();

o _Drilloowni c pefaultvalue o ].Tostring(

.RadHtmlcharta.Plotarea. :

-RadHtmlCharta.Plotarea

Figure 20 Home Page Coding

Code behind My task list is shown in Figure 21.

literalContro
Page_Load( sender,
-User.Identity.Name))

Paramet ].Defaultvalue - User. Tdentity. Nam
Add( Literalcontrol);

d1_TtemDatabound( sender, Telerik.Web.UT

(e.Item

gridoataTtem - Je.Item;

taskid = gridpatalten| "].Text;
uedat Pi idpataltem[ D

primaryOwne: r°].Text;
‘taskcomplets -db. a ( -Forma

1.FindControl(“Ina

Figure 21 Code to populate my task list

4.4 Use of existing tools/libraries
Based on the interactions/ meeting events created between the Brandix Essentials Supply Chain
Executive and the contact person from the supplier, there was a need to get an overview of how

much of supplier relationships Brandix Essentials maintains as an organization. Furthermore, the
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organizational hierarchy of the supplier needed to be identified so that Brandix Essentials can see
where the relationships need further improvement or new supplier relationships need to be
established. This required displaying an organizational hierarchy for both Brandix Essentials and
the Suppliers; in order to achieve this “Basic Primitives JavaScript Component Library — Large

Organizational Chart” [6]was used.

Additionally, considering both organization hierarchies it was required to map a web of influence
to see whether the relevant person of the supplier team is interacted/met by the relevant
hierarchical supply chain executive from Brandix. To develop this feature known as the web of
influence another dynamic, browser based visualization library called VIS.JS [7] has been used.

This JavaScript library enabled to display a composite view of the web of influence.
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5 Chapter: User Evaluation and Testing Plan

5.1 Testing

To ensure the quality of the various types of system testing were carried out. Testing was
intended to confirm meeting of business requirements set out at the beginning as well. Hence
testing was done both by the developer as well as the users before the system went Live.

5.1.1 Test Plan

As described in the previous chapters the system was built in an incremental mechanism and was
tested one function at a time before it was completely built and tested for full horizontal test.
White box testing will be done in order to see whether specific code segment is giving intended
results. Further it was used to see whether there are any unused codes, coding standard, code

coverage and modularity of the system is intact.

Black box testing will be practiced by the Quality Assurance team. This enabled us to see when a
valid Input is given whether the system facilitates the operation and passes a valid output as well

as error catching functions when an invalid input is given.

5.1.2 Testing Levels

In the implementation of the project the system was tested at various levels in order avoid
identification of errors at later stage, which can be costly to fix. The levels of testing carried out

are as below;

Unit Testing

These tests were carried out to find out any errors in the small code segments.
Integration Testing

Testing targeted to find out whether there are any faults after integration of segments. This will

test the test the integration with other systems as well.
Validation Testing
Ability to create incorrect data and validation to avoid the same will be tested under validation.

Acceptance Testing
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Finally, users will carry out testing on the system to find out whether the business requirements
have been met. End user feedback will be collected on functionality at the completion of each
module as well; so the readjustment can be done in order to avoid big changes later stages.

5.1.3 Test Cases

The test cases were determined according to the functionality of each modules and after
reviewing the various data that needs to be entered in each screen. The testing requirements were
documents as scenarios so it is easily understandable to end users. The test cases used and the

relevant results are mentioned in the appendix.

5.2 User evaluation

This is the first time that Supply Chain team at Brandix uses a system to record their interactions
with suppliers and mark the health of the relationship that is to be used for management review
and take necessary action. Hence an evaluation definitely will help to identify whether the system

has met the expectations in terms of performance and business requirement.

Since majority of the participants of the evaluation are going to be non-technical business users it
was decided to use a questionnaire to obtain feedback as it will provide a proper guidance for a
meaningful evaluation. The questionnaire will be given to all the types of users of the Supplier

Relationship Management System at Brandix Essentials (Pvt) Ltd.

Suggested questionnaire is as follows.

Questionnaire on SRMS
General
1. Name

2. Type of user

3. Frequency of usage Daily (] | Weekly (] | Monthly O Quarterly ()
Ease of use

1. Colour scheme of the | Too dark Too light Moderate Remarks:
Ul - - Ol -

2. Page loading speed Too Slow Medium Fast Remarks:
’ o O - O ...

3. Form layout Cluttered Space () | Balanced O) Remarks:
(J | underutilized | | ...
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4. Navigation of the Messy Moderate Easy Remarks:

O
system O O
5. Response after data Too Slow Medium Fast Remarks:
commit O O Q) e

Functionality

1. Does it help to make | Yes () |No () | Remarks: ......
the calendar
reservation of the

Supplier meeting?

2. lIsithelpful to make | Yes (] | No () | Remarks: ......
the notes against each

meeting?

3. Are the reminders Yes (3 | No (O | Remarks: ......
about next meetings
helpful?

4. Do the reports Yes (J | No () | Remarks: ...
retrieve data fast?

5. Do the reports Yes () | No () | Remarks: ......
contain required

information?

6. Arethereportseasy | Yes (]| No () | Remarks: ......

to interpret?

5.2.1 Final Score
5.2.1.1 Weightage

The frequency of usage will determine the weightage of the individual score should carry. Then
the individual score against each questioned will accumulated and adjusted by the weightage.

Weightages based on the frequency of usage will be as follows;
1. Daily —100%

2. Weekly — 75%
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3. Monthly — 50%
4. Quarterly — 25%
5.2.1.2 Score for ease of use

The score for each of the questions in the “ease of use” section will be 5,7 and 10 respectively for
the responses from left to right (adverse to favorable). If all answers are favorable in the section it

will accumulate a score of 50.
5.2.1.3 Score for functionality

The score for functionality will get accumulated as 10 per each response as “Yes” and 1 per each

response as “No”. Hence if all answers are “Yes” then the section will have accumulated score of

60.
5.2.1.4 Final score

Final score will be reached after adding the score in both the section and multiplied by the
weightage. If the average score is above 55 (50% of the total score) then this system deemed to
be a value adding system to the business.

5.2.2 Evaluation setup

Before the evaluation all the potential users of the system will be gathered to a meeting room.
Then a detailed demonstration of the system will be carried out and followed by a Question and
Answer session. Additionally, a detailed user manual with illustrations will be provided for
further reference. The system will be loaded with certain pilot set of data relevant to the selected
set of users across all the user roles. Then the system will avail for a stipulated period of time to

use and provide the feedback.

5.2.3 Results of the evaluation

The evaluation was done among 15 users covering all the types of users and the results of the
evaluation are tabulated below.

Criterion No of users given a score above 50%
Ease of use 10

Functionality 9

Final Score 8

Table 7 Evaluation Results
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Since most of the users have rated the system above 50% of the score given for evaluation, it is

evident that users are satisfied with the system and fit to go Live.
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6 Chapter: Conclusions and future work

6.1 Lessons learnt

Even though the manipulation of underlying data was performed through data access classes in
the web application, it was noted that the usage of the Entity Framework would have made the
data manipulations more structured and convenient. The Entity Framework provides features for
reducing code by creating a model instead of creating classes to access data, easy and fast
functionality provided for select, insert, update, delete and other Create, Read, Update and Delete
operations, easy management of relationship between tables, and is a fast development approach
than ADO.NET. Therefore, by using the Entity Framework [8] the data access code would be

much neater and maintainable.

The system faced challenges in displaying in varying devices as devices used across the business
user were not the same. To overcome this challenge, the usage of the Bootstrap framework which
is a responsive, mobile-first and front-end framework, which is developed along with Cascading
Style Sheet, JavaScript, and Hyper Text Marked Language is suggested as it provides
responsiveness, consistency, customizability and speed of development.

Hence use of the entity framework could have improved the security of the system by
maintaining the integrity of the underlying data and increase the efficiency in development of the
data access components of the system. Furthermore, if Bootstrap was used, cross device display
compatibility could have been easily achieved along with maintaining consistency in presentation

across the pages easily.

6.2 Future work

Brandix Lanka Limited is a conglomerate and consists of three more apparel clusters of similar
size and their teams to deal with Suppliers whom are very critical to the success of their
respective operations. Hence one huge future task would be how the system could be
implemented across the group and how the consolidated view of common suppliers be displayed

and used in supply chain performance reviews.

Introduction of more sophisticated analytic capabilities to slice and dice the information on the
dashboards itself will provide a window for fruitful review of the suppliers and performance of
the supply chain executives as well. The user himself will be able to carry out the analysis by

changing parameters by him/herself.
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Appendices

Appendix — A
Test Cases
ID | Test Scenario | Test Steps Test Data | Expected | Actual Pass/F
Results Results | ail
TC | Users who have | 1. Go to Windows | User The Pass
01 | permission to http://belwebsite/SRI/ | Account = | should be | home
view the home.aspx KaushalaP | able to page was
Supplier view the loaded
Relationship home page
Index should be of the
able to access supplier
the system relationshi
p index
TC | Users who do 1.Goto Windows | User Redirect | Pass
02 | not have http://belwebsite/SRI/ | Account = | should not | ed to
permission to home.aspx Heminda) | be ableto | SRI_Res
view the view the tricted.as
Supplier home page | px page
Relationship of the
Index should supplier
not be able to relationshi
access the p index
system
TC | Updating tasks | 1. Go to Windows | The task As Pass
03 | for asupplier http://belwebsite/SRI/ | Account = | list expected
relationship MyTaskList.aspx KaushalaP | displays
interface should the SRI
only display the tasks
tasks assigned where the
to the logged in logged in
user - When the user is
logged in user either a
is either the primary
primary or the contact or a
secondary secondary
contact contact
TC | Updating tasks | 1. Go to Windows | The task As Pass
04 | for a supplier http://belwebsite/SRI/ | Account = | list should | expected
relationship MyTaskL.ist.aspx HemindalJ | appear
interface should empty
only display the
tasks assigned
to the logged in
user - When the
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logged in user
is not either the
primary or the

secondary
contact
TC | All primary 1. Save supplier SRI'ID = | KashyapaD | As Pass
05 | contacts should | relationships so that | 243 should get | expected
geta the primary task due | Primary a7 day
notification date is t+7, where tis | Next Due | prior email
from the system | today 2. Run the Date = notification
7 days prior to | email generator 16/2/2017 | from the
the task due program Primary SRI
date Contact =
Kashyapa
D
TC | All primary 1. Save supplier SRIID = | NalirM As Pass
06 | contacts should | relationships so that | 200 should get | expected
geta the primary task due | Primary alday
notification date is t+1, where tis | Next Due | prior email
from the system | today 2. Run the Date = notification
1 day prior to email generator 10/2/2017 | from the
the task due program Primary SRI
date Contact =
NalirM
TC | Areminder for | 1. Add atask with the | Task ID = | KaushalaP | As Pass
07 | the pending staus = Pending to 25 Task should get | expected
tasks should be | the system where the | Due Date | an email
circulated to task due date < today | =7/2/2017 | from SRI
users once the | 2.Run the email Task stating that
task due date generator program Owner = he has 1
has passed for pending tasks KaushalaP | pending
task
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Appendix — B - Report - Active Interactions

43

Relationshi|  CBU Supplier | ContactPerson |  Designation Brandix Team |Relationship {Mode| Frequency | Due Date
Primary | EU 0CL Kapila Elvitigala | Sales Manager | DisnaKarawita | Good | Call | Weekly (2/12/2017
Primary | EU AandE | Malcolm Peterson | Sales Manager | Nalir Mohomed Call Weekly [2/12/2017
Primary | EU AD Akitha Bandara | Sales Manager | Nalir Mohomed [~ Good™ | Call | Weekly |2/15/2017
Primary | EU Coats  [Charitha Liyanagoda| Account Manager | Nalir Mohomed | Good™f Call | Weekly |2/13/2017
Primary | EU 0Cl Chamara Kotuwelle | Senior Manager - | Nalir Mohomed  [ERE(SE(GIN Weekly (2/12/2017
Primary | EU 0CL Ruwan Mudalpath |  Manager - Nalir Mohomed [ Good Weekly (2/14/2017
Primary | EU PEl Jacky Chan | Marketing Manager |  Nalir Mohomed  [EMBIGEIGI Weekly (2/13/2017
Primary | EU PTL Alex Tai Account Manager | Nalir Mohomed ISR Weekly {2/16/2017
Primary | EU | ShoretoShore | Kenedy Machado | General Manager - | Nalir Mohomed | Good Weekly {2/10/2017
Primary | EU | ShoretoShore | Nath Kottegoda |Director- Operations| Nalir Mohomed ~[ERE(SEIGIN Weekly {2/10/2017
Primary | EU 1) Lashma Dissanayake| Account Manager | Nalir Mohomed ~ [EE(SEIGI Weekly (2/11/2017
Primary | GM Coats Jagath Liyanage | Head of Sales and | Kashyapa Dela  JEMSTGGIEE Weekly (2/13/2017
Primary | GM 0CL Andrew Claughton | Deputy General | Kashyapa Dela Good | Call | Weekly |2/15/2017
Primary | GM PTL Eric| Account Manager | KashyapaDela | Moderate | Call | Weekly |2/11/2017
Primary | GM | Shore to Shore | Beauno Fernando Chairman Kashyapa Dela  [IMSLGEIG Weekly (2/13/2017
Primary | GM TJI0CI Rodney Arland | CO0 - Marketing | Kashyapa Dela [ESLGEIGHI Weekly {2/15/2017
Primary | G TJI0CI Sriyan De Silva (E0 Kashyapa Dela  [RSLGELEI Weekly {2/15/2017
Primary | GM AandE Sanjaya Marketing Director |  Kashyapa Dela Good | Call | Weekly |2/12/2017
Primary | G AD Lakshitha ~ |Director - Marketing| Kashyapa Dela Good | Call | Weekly |2/10/2017
Primary | GM ITL Sumantha Fernando (E0 Kashyapa Dela Good | Call | Weekly |2/14/2017
Primary | GM 0CL Austin Au | Managing Director | Kashyapa Dela Good | Call | Weekly |2/15/2017
Primary | G PEl MatthewLam | Chief Marketing | Kashyapa Dela Call Weekly [2/16/2017
Primary | GM | Strichline Dhananjaya (E0 Kashyapa Dela IO (all | Weekly |2/12/2017




Appendix — C — Report - Pending Tasks

[ Supplier
Pending
Tasks
Location BEL
Date AR
Accoun
Brandix - B Supplier
Task Type CBU t/ _ Due Date | Primary Contact| Secondary Contact Supplier Contact Person Designation Functi Mode Frequency
Depart Strenad
Primary EU EU |BU Management Nalir Mohomed Pubudu De Silva oc1 Chamara Kotuwelle Senior Manager - Marketing BExcellent call Once every Week
Merchandising
Primary M B General Kashyapa Dela | Sisira Kaluarachchi , Nalir Strtchline Dhananjaya Rajapakse CEO Gerenal Poor call Orce every Week
Management Mchomed , Anuradha Management
Primary B LB |BU Management Sisira Mahesha Walpola , Menuka PEI Jacky Chan Marketing Manager Marketing Excellent call Orce every Week
Kaluarachchi Tennakoon , Buddhika
Solnthdanig
Primary us us Account Nirosha Maween Karunarathna ocL Jayantha Munasinghe Sales Manager Marketing call Once every Week
Mananement Thilakaratna
Primary EU EU Account Disna Karawita Suresh Kawshika ocL Kapila Elvitigala Sales Manager Marketing Call Once every Week
Primary LB LB |BU Management Sisira Mahesha Walpola , Indika Aande Malcolm Peterson Sales Manager Marketing BExcellent call Once every Week
Kaluarachchi Kumara , Udeshika
Primary us US |BU Management Anuradha Mahesh De Silva , Nirosha AandE Malcolm Peterson Sales Manager Marketing Excellent call Orce every Week
Jayasinghe Thilakaratna , Wimukthi
Primary EU EU |BU Management Nalir Mohomed | Pubudu Daswatta , Disna AandE Malcolm Peterson Sales Manager Marketing Excellent call Ornce every Week
Karawita
Primary us US |BU Management Anuradha Mahesh De Silva , Ashan Strtchline Michel Thomas Account Manager Marketing Excellent call Orce every Week
Jayasinghe Tharaka , Nirosha
by
Primary LB LB Account Mahesha Walpola Indika Kumara PTL Nicole Lee Account Manager Marketing call Once every Week
Mananement
Primary M B General Kashyapa Dela | Sisira Kaluarachchi , Nalir AandE Sanjaya Chandrarathne Marketing Director Marketing Good call Orce every Week
Management Mchemed , Anuradha
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Appendix — D User Manual of the Supplier Relationship Management System

4brandix&
]

essentials

Supplier Relationship

Management System
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Introduction

For any business to flourish, it is essential to maintain good relationships in terms of proper
communication with its suppliers. Each associate who maintains good solid professional
relationships with his/her supplier contacts becomes an asset to the company and brings a wealth
of benefits. The Supplier Relationship Index or SRI is a system that helps the associates
harness those benefits by properly organizing, preparing, planning, carrying out communications
in an orderly fashion and sharing feedback of the conducted communications sessions with
parties of the Brandix Group who might find the information useful for their endeavors. Since
this system allows maintaining visibility across tasks that are complete or to be completed in a
graphical manner, everybody is aware within a cluster of the task completion of a particular

associate which acts as a measuring and monitoring mechanism as well.
The system supports the below functionalities,
View upcoming event details

Ensure managed visibility levels of details depending on the user permission given for a specific

user.

List upcoming communication sessions scheduled to take place in a month’s time, starting from

today. (based on the due date of the said communication)
List details of primary and secondary contacts separately.

Ability to filter the listed details for ease of use.

To do list
List the incomplete tasks of users.
Facility to tick the completed tasks.

Facility to save a note to be referenced later on a selected task, or share a note with associates in
the Brandix Group. (one or many notes can be saved for a particular task)
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If a note is to be shared amongst associates, the relevant associates are notified from an e-mail

once the note is saved.
Ability to filter the listed details for ease of use.
Notes on tasks

Ensure managed visibility of the notes saved on particular tasks depending on the user permission

given for a specific user.

Ability to filter listed details of a specific task so that all notes for that task can be viewable.
Dashboard

Listing the total vs incomplete tasks in graphical format for a specific time period.

Drill down facility from Business unit (BU) -> Supplier -> Account -> Associate level detail.
On mouse over on a particular bar the associate level details is visible.

Notifications

Seven days before the due date of a particular communication session, an email notification is

sent to both primary and secondary contact.

One day before the due date of a particular communication session, an email notification is sent
to the secondary contact if the primary and secondary schedule is not the same.

After the due date of the communication session has passed an email notification is sent to the
relevant associate informing of the incomplete task. (the total number of incomplete tasks is

displayed here)

On the day of the relation an SMS notification is sent to the user.

The associate’s calendar is booked at the specified time of the relation.
Administration

Add /Edit /Delete a supplier to the SRI

Add /Edit /Delete BEL contact team to the SRI

Add /Edit /Delete a relationship to the SRI
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Search for associates from the address book and grant them permission to access the SRI.

Getting Started

In this section the back end of the system is discussed with illustrations on how to setup the SRI.

Step 1- Grant access to SRI

Search for associates from the address book and grant permission to the SRI
Only administrators of the SRI can use this page to grant permission to associates.

Search for an associate by typing the windows login name or part of it in the search box and press
enter or click on the “Find User” button. The associates who matches the search criteria will be

loaded to the grid.

e
! Supplier Relationship Index

User Management

Current users and their permissions

Add new SRI user +

dit Deles=  Image Useriame Designation BU Level Permission U Accounts partment LevelPermissii partmen

C'\' x gaysneew Senior Engineer - Software Enginesring ALL - - ALL
o

) x Siziraka Deputy General Manager - Supply Chain

C'\' x MuwaniM Assistant Manager - Sourcing

@ x Anuradhae Merch Sourding

() X MzheshaW Manager - Sourcing

Figure 22 User Management
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Select the associate you need to grant permission to, and the details of that user will be

automatically loaded.

— User Details
Find User | Find User |
User name Company
Designation Departrment
Maobile

Figure 23 Find User

— User Details
Find User WimukthiM | Find User |
Image User Name Title Company Emnail

Wirmnukthi . Sen or Merchandiser - Bran:h..x Apparel Solution LTD - WimukthiM@brandis.com
Meegasdeniya Sourcing Essentials

User name Company

Designation Department

Mabile

Figure 24 User Details
According to the permission level you select further parameters for defining the visibility level

will be displayed. Select the required option.

Click on “Save User” button to grant the associate permission to access the system.
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Edit saved user details

Type the user name in the search box and press enter or navigate to the required user with the

navigation provided in the grid.

Add new SRI user +

Edit Delete  Image Uzerflame Designation BU Level Permiszion BU Accounts Department LevelPermission Departrent
[ ] [ ]

@ x gayanssw Semior Enginesr - Software Enginsering ALL - - ALL

@ x Sisiraka Deputy General Manager - Supply Chain

@ x MuwanM Assistant Manager - Sourcing

@ x Anuradhate Senior Merchandiser - Sourding

Figure 25 Find User from SRl to edit

Use the edit button in the left most corner of a particular record to edit the record. After editing,

save or discard the edit using the two buttons provided.

UserfMlame  Company

Department  Designation CBULevel CBU Departmentlevel Department Acocounts

Kashyapal LTD - Essentials

Brandix Apparel Solution

Senicr General Manager —

T Supply Chain

— llzer Permissions

BU Level Permission

Accountis)

bl | a bl |

Department Level
Permission

= Department |

| Save lUser [

Figure 26 User Priviledges Edit
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Delete users from the system

Use the delete button in the second column from the left to delete a particular user.

Designation BU Level Permiszion BU Accounts Departrent LevelPermission Department

—

Figure 27 User Deletion

Add new SR wser offy

ot Delere Image  Userlame
]

® x gayaneew

® x Sisiraka

@ x NuwanN

® x Anuradhase

@ x MizheshaW

Senior Enginesr - Software Enginssring ALL - - ALL

Deputy General Manager - Supply Chain

Aszzistant Manager - Sourcing

Senior Merchandiser - Sourding

Manager - Sourcing

Upon clicking the delete button another dialog will appear. Click ok to proceed or cancel to exit.

© e poge e SN

Do you wish to delete this record?

f oK ]

Figure 28 User Deletion Confirmation
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Step 2- Add supplier details
Add supplier details to the system

This interface allows users to add new supplier contacts to the system. Items marked with a * are

compulsory fields. “Submit Details button saves the new supplier details to the system.

-
‘ Supplier Relationship Index

@

Supplier Contact Management

Supplier Contacts

Add new Supplier Contact +

Edit  Delste  Image Supplier Contact Department Email  OfficaNum MobileNurm Address  Website Sirthday ReportsTo
P

=) x AandE Malcolm Peterson Marketing - - - - - £1/01/2000
ey

) x AandE Sanjaya Chandrarathne Marketing - - - - - 01/01/2000
)

=) X AD Akitha Bandara Marketing - - - - - 01/01/2000
=y

) x AD Lakshitha Darmawansha Marketing - - - - - 01/01/2000
P

) x gillion Rise Chales Chen Marketing/Cperation - - - - - 01/01/2000

Figure 29 Supplier List
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Add New Brand Contact

Brand Select.. M
Brand Contact |
Dresignation |
Supplier Fumction Select.. M
Reparts Salect. T User Zalect
z Select. s o=z
Email | Addrezss ‘
Oiffice i
o | Mobile |
Birthday
Website | ﬂ (el
Save

Figure 30 Supplier Details Entry

Edit saved supplier details

Type the supplier name in the search box and press enter or navigate to the required user with the

navigation provided in the grid.

e
g Supplier Relationship Index

@

Supplier Contact Management

Supplier Contacts

Add new Supplier Comact  wiia

Edit Delete mags Supplier Conzact Department Email OfficeMurn MeobileMum Address Website Sirthdlay ReportsTo
') x N = . - . P —

] Aznds Misleaim Seterson Miarketing - - - - - 01/01/2000

@ x AandE Sanjaya Chandrarathne Adarketing - - - - - 01,/01,/2000

Figure 31 Supplier Details
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Use the edit button in the left most corner of a particular record to edit the record. After editing, save or

discard the edit using the two buttons provided.

L
Edit Brand Contact
Image Supplier Contac Dresignation Diepartment Email ReporsTo
AancE Malcolm Peterson Sales Manager Marketing
Designation Sales Manager Departmenk Warketing
AancE - Sal
Reporis To User Image T
Select... =
Email | Address ‘
Oiffice §
o [- Makile [-
Birthday
Website [- - [ 14172000 =]
Update

Figure 32 Supplier Details Edit

Delete supplier details

Use the delete button in the second column from the left to delete a particular supplier contact.
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rw
z Supplier Relationship Index

®

Supplier Contact Management

Supplier Contacts

Add new Supplier Contact +

Edit Delete mage Supplier Contact Department Email OfficeMum MobileMum Address Website Sirthday ReportsTo
@ x AzndE Ma o N Marketi - . - - - /0142
) AandE Azlcolm Petersor Aarketing 01,/01,/2000
o

) x AandE Sanjaya Chandrarathne Marketing = = = = - 01/01/2000
o)

) x AD Akitha Bandara Marketing - - - - - 01/01/2000
® x AD akshitha Darmawansha Marketin - - - - - 01/01/2000
) D Lakshitha Darmawans 2 g 01/
o)

» x Billion Rise Chales Chen Marketing/Cperation - - - - - 01/01/2000

Figure 33 Supplier Details Delete Button

Upon clicking the delete button a confirmation window will appear. Click ok to proceed or cancel to exit.

=
£ The page at belwebsite says: u

Do you wish to delete this record?

QK | ’ Cancel

Figure 34 Supplier Deletion Confirmation

Step 3- Add Brandix teams

Create and save Brandix team for communication
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Associates who have been granted permission to the SRI are listed here. Teams consisting of one
or many associates can be created. These teams will be loaded as the primary and secondary
contacts in the interface provided for adding a new relationship.

By selecting the user ID, teams can be created consisting of one or many associates. Click on the

“Submit Details” button to create the team.
Edit saved team

Type the team name in the search box and press enter or navigate to the required team with the

navigation provided in the grid.

Use the edit button in the left most corner of a particular record to edit the record. After editing,

save or discard the edit using the two buttons provided.
Delete teams
Use the delete button in the second column from the left to delete a particular team.

Upon clicking the delete button a confirmation window will appear. Click ok to proceed or cancel
to exit.

Step 4 - Add relationship

Define the relationship and save it to the system
This interface allows users to save relationship details with the supplier contacts.

Supplier and Supplier Contact accommodates details saved in “STEP 2 - Add supplier
details”

Primary Contact Details and Secondary Contact Details, Contact Name accommodates details
saved in “STEP 3- Add Brandix teams”

Relationship Type has four options
a — Excellent

b — good

¢ — moderate

d — poor
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Contact Frequency Type and Frequency defines the frequency in which the relations takes

place

Eg:
Contact Frequency Type | Frequency Meaning
Week 1 Every week
Week 2 Every two weeks
Month 1 Every month
Month 2 Every two months
Year 1 Every year
Year 2 Every two years

Table 8 Contact Frequency Details

Contact Mode determines the medium through which the communication takes place

CBU determines to which CBU the relation belongs to

Function determines to which relation the relation belongs to

Account determines to which account the relation belongs to

Start Date and Time is the starting date of the relation and the time in which it will take place
Edit saved relationship

Select the supplier from the drop down list or navigate to the required relation with the navigation

provided in the grid.

Use the edit button in the left most corner of a particular record to edit the record. After editing,

save or discard the edit using the two buttons provided.
Delete relationships
Use the delete button in the second column from the left to delete a particular relation.

Upon clicking the delete button a confirmation window will appear. Click ok to proceed or cancel

to exit.
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Using the system

Upcoming events

Display upcoming primary relationship details and secondary relationship details for a month

according to the user level permission. Users are recognized based on their windows login.

-
z Supplier Relationship Index

®

Up Coming Events

Up Coming Events for GayaneeW

Brandix - _— = R . . e . SRI =
Type Function Team Motes  Supplier Contact Designation Supplier Function Mode Freguency Strength Change Due Date
Primary Geners Kashyzpa Dela Billion Rise Chales Chen Managing Director  Marketing/Operation  Cal CneE SR
7 Management =ER - s =naging - ; e Wk
S, Agoount R - - ~ Fe - - o~ Once avery T
Primary ez Anuradha Jayasinghe Billion Rise Stanley Yeung Sales Manager Marketing call Week - 03/09/201
Ell N g Onee every i
Primary Mohome = Blex Ta Account Manag iz . 4 3/09/2017
rimary Management dalir Mohomed ‘ PTL Alex Tal Account Manager rketing cal Wesk - 03,/09/20
= 2U - - Shehan Onee every -
Primary Sisi Su X S u Mai . ! 3,/09/2017
rimary Maniagement Sisira Kaluarachchi rtchline CasieChetty Account Manager farketing Call Week - 03,/08/201
. Geners Chief Marketing Once every .
Primary ashya = Matthew La Ma £ 3,/00/2017
rimary Management  Keshyapa Dela El tthewlsm oo rketing Cal el . 03,/09/20
= General Lakshitha Director - Onee every e
Primary ashyal AD . Mai . . | 3/10/2017
AT, Ve | oeuErREE o Darmawarcha  Marketing EEEE Gl ek el
Primary o0 Anuradha Jayasinghe AD Akitha Bandara  Sales Manager Marketing cal Onceevery oy 03/10/2017
Management Waek
e 2U e - G F e, [acte Director- General Onee every S TET
Brimary Managemen  Sre Kaluarscheni Shorz o Shore Math Kettegeda o 200 Management Gall oo - 03/10/2017
ormany Y T, e e e e Director- Geners Onee every e
Primary P Malir Mohomed Shore to Shore  Math Kottegoda Pea—— Mananameant Cal Wiaek - 03/10/2017

Figure 35 Upcoming Events

Link to home page
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Notifications

Notifications are sent to associates in the following manner

Notification Type Received by primary Received by secondary
contact contact
Primary contact YES YES
notification
Secondary contact NO YES (if primary contact and
notification secondary contact has
different schedules)
Table 9 Notification Matrix

7 DAY NOTIFICATION

This notification is sent to the associates 7 days before the due date of the relation.

=] L Supplier Relatianship Index Primary Contact Notification - Message (HTML) -

File USSP McAfee E-mailScan @ Tell me what you want to do

(7% Ignore x D @@_ 8 ggr:ﬂevﬂmg ¥ st %;:::anager V| Rules~ \E—I £ ==I

> a’i%) A Find Q

Delete Archive  Reply Reply Forward £ Team s I it Assign Mark Cat Fallow | Transiate = "oed” | 5
. Delete Archive  Reply Reply Forwar ~ Mo ign Mark Categorize Follow  Translate oom
& unk i BiMore~ | C%Reply B Delete ¥ Create New * 0T PRAcionst  pory- Unmead - Up~ TN Select~
Delete Respond Quick Steps F] Move Tags F] Editing Zoom -~

Wed 3/8/2017 T:01 AM
SupplierRelationshipindex@brandix.com
Supplier Relationship Index Primary Contact Notification

To [ SupplierRelationshipIndex @brandix.com; M Kashyapa Dela; M Sisira Kaluarachchi; B Nalir Mohomed; I Anuracha Jayasinghe

@ 1 there are problems with how this message s displayed, click here to view it in 3 web browser. R

+ Get more add-ins

Action ltems
Dear KashyapaD,
Vou have the following supplier relationship management activities in 7 days time on 3/15/2017.
Contact esignati Function Contact Mode Due Date Time (24 Hrs) Contact Type Secandary Contact
ocL Andrew Claughten ai‘::‘;j““' Marketing/Operation | Call 3/15/2017 120000 AM | 03:00:00 Once every Week SisiraKa/NalirM/Anuradhala
ocL Austin Au Managing Director Marketing/Operation | Call 3/15/2017 1200:00 AM | 09:00:00 Once every Week Sisiraka/NalirM/Anuradhala
TvocC! Rodney Arland €OO - Marketing Marketing call 3/15/2017 1200:00 AM | 09:00:00 Once every Week Sisiraa/NalirM/Anuradhala
T/0C \SN"U’,’:;L::;'::;"’B ceo General Management | Call 3/15/2017 1200:00 AM | 09:00:00 Once every Week SisiraKa/NalirM/Anuradhala
Thank you.
Best Regards,
upplierRelstionshi ix.com
Plesse go to the following URL to visit the Suppli ionshi https ite/SRL LI

Figure 36 7 Days prior Notification Email
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1 DAY NOTIFICATION

This notification is sent to the associates 1 day before the due date of the relation.

Supplier Relationship Index Primary Contact Notification - Message (HT!

[LEBSE  McAfee E-mail Scan Q@ Tell me what you want to do

B lgnore x = &‘ @_ E_g L“EMEE“HQ st 3 To Manager Vo EaRules~ E [ ==I |> 4y P Find
GEM- I Team Email v Done B OneNote [B) Related -
& tunk- Delete Archive  Reply R;;‘)‘\y Forward o e | B2 Reply uDetere ¥ creme e - et — ;:s‘s‘gnv U":::d Categorize FS‘;W'W Trandte || Zoom
Delete Respond Quick Steps n WMove Tags 5 Editing Zoom -~
Wed 3/3/2017 7:01 AM
SupplierRelationshiplndex@brandix.com
Supplier Relationship Index Primary Contact Notification
To m; M Mahesha Walpola; Ml Menuka Tennakoon; MlBuddhika Galpothdeniya
10 F there are problems with how this message is displayed, click here to view it in a web browser. N
Action ltems + Get more add-ins

Dear Sisiraka,
You have the following supplier relationship management activities in 1 days time on 3/9/2017.

Contact i Function Contact Mode Due Date Time (24 Hrs) Contact Type Secondary Contact.

Strtchline Shehan CasieChetty Account Manager Marketing Once every Week MaheshaW/MenukaT/BuddhikaGa
Thank you.

Best Regards,
SupplierRelationshiplndex@bra: om

Please go to the following URL to visit the

Figure 37 1 Day prior Notification Email

Incomplete Task Notification

Once the due date has passed this notification is sent to the users listing the incomplete tasks. The

link to update the tasks is sent with this email.

=] s Supplier Relationship Incex - Incomplete tasks - Message (HTML) | -
File [VEERTIN  McAfee E-mailScan  Q Tell me what you want to do
Ty Py Oy BiMesting ¥ [ SE7 Rules - Y P Find
Bigore P o7 (2 (E 4 3 BV Msun 3 To Manager Voom g & Ik > S
A P M- EJ Team Email + Done " B OneNote pn ik rollow | Tras [El Related -
. Delete Archive Reply Reply Forwar - ign Mark Categorize Follow ~Translate ‘oom
&5 Junk s E@More~  |C& Reply &uDelete ¥ Creste New Y| YT EPAcionst | poliy- Unresd - Up~ - Iy Select~
Delete Respand Cuick Steps ] Move Tags w Editing Zoom -
Wed 3/8, 2 AM
SupplierRelationshipindex@brandix.com
Supplier Relationship Index - Incomplete tasks
To [ SupplierRelationshipindex @brandix. com; [ Indika Kumara
© 1f there are problems with how this message is displayed, click here to view it in a web browser, N
Action ltems + Get more add-ins

You have 4 incomplete tasks. Please visit the link and update the tasks that you have completed.

Thank you.
Best Regards,
SupplierRelationshipIndex@brandix com

Please go to the ing URL to visit the Supplier i ipIndex: http-//belwebsite/SRT/

Figure 38 Incomplete Task Notification
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To Do List — Updating Completed Tasks

Incomplete Tasks

Details of tasks to be completed by the particular associate is listed here. Records loaded is based
on the windows login of the user and displays details belonging to that user only.

f
g Supplier Relationship Index

@

My Task List

My Tasks

Add plus-task for existing contact wfls  Add ad-hoc task for existing refationshi wlie
Type Status Due Date Primary Owner Secondary Owner Motes Supplier Contact Designation Mode Freguency SRI Strength Action
[ L 1 [ ] I
Srimary B Malirhd JeaithaT/Gayanss oTL Alex Tai Accourt Mansger  Call Oncs every Week [ (] Jﬁo
Srimary ala Malirt JeevithaT/Gayanes\W BTL Alex Tai Account Manager  Call Once every Week [l (] JﬁO
Srimary e Malirt JeevithaT/Gayanes\W BTL Alex Tai Account Manager  Call Once every Week [l ] JﬁO
Brimary 3 02/16/2017  MalirM JeaiithaT/Gayanee\W BTL Alex Tai Account Manager  Call Cnce every Week [l oo
Srimary e Malirt JeevithaT/Gayanes\W BTL Alex Tai Account Manager  Call Once every Week [l ] JﬁO
Brimary 'y Malit JeevithaT/GayaneeW ] BTL Alex Tai Account Manager  Call Cnce every Week [l oo
Brimary dlh Malit JeevithaT/GayaneeW ] BTL Alex Tai Accourt Manager  Call Once every Week omo
Brimary Y Malit JeevithaT/GayaneeW ] BTL Alex Tai Account Manager  Call Once every Week [l oo
E 2 o Nalirh JeevithaT/Ga B BTL Alex Tai Accourt Manager  Call Once every Week oo
s are by default o if the task is "completed” or marked as “not done” by the pr

Figure 39 My Tasks View

Saving a note

When a row is selected the options for saving notes are enabled and displayed.

Add plus-task for existing contact + Add ad-hoc task for existing relationship +
Type Status Due Date Primary Owner Secondary Owner  Motes Supplier Contact Designation Mode Freguency SRI Strength  Action
[ | LT[ ]
Primary : Malirhd legvithaT/GayanssW | PTL Alex Tai Account Manager  Call Once every Week - 0 ;_0
Primary i Malirhd leaiithaT/GayanssW | PTL Az Tai Account Manager  Call Onee every Week - 0 J_O
Primary ey Malirhd legvithaT/GayanssW | PTL Alex Tai Account Manager  Call Once every Week - 0 ;_0
Primary ' 02A16/2017  Nalir lesvithaT/GayanssW | FTL Alex Tai Account Manager  Call Once every Week - Q ’_0
Primary ks 02/08/2017  MalirM lesvithaT/Gayanss\W | =TL Alex Tai Account Manager  Call Once every Week - 0 ;_0
Primary ks 02/02/2017  MalirM lesvithaT/GayanssW | FTL Alex Tai Account Manager  Call Once every Week - 0 ;_0
Primary ey 01/26/2017  Malirh legvithaT/GayanssW | PTL Alex Tai Account Manager  Call Once every Week - 0 ;_0
Primany Y 01/19/2017  MalirM legvithaT/GayanseW | PTL Alex Tai Account Manager  Call Once every Week - 0 ;_0
Primary . 0112 Nalirl legvithaT/GayanssW ‘ PTL Alex Tai Account Manager  Call Once every Week - 0 J_Q
faction buttons are by default disabled if the task is “completed” or marked as “not done” by the primary owner of the task

Figure 40 Notes adding
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Home Insert  View Reviaw Help

= b Cut TimesMew Lr| B £ U A~ [ = |= &K i€ e ||| Apply C55 Cla -
e a2Copy (|| 16px e * X - | EE EE 2 ||| Nomal -|| 4

v gpine (| 3s A 3 i
Jiplvoard Font Paragraph Styles Editing

/" Design 4% HTML S, Praview

Add Attachments:

Salect
| |

Search users from address book
to share note :

Figure 41 Notes entry

Type the note and click on the add button to add the note to be saved

To assign or share a note with an associate search for the user by typing the windows ID in the
Find User search box and press enter. The results will be loaded out of which the required

associate must be selected. One or many associates can be selected in this manner for a note.

By clicking on the save button the note gets saved for later reference and the associates who are

assigned notes are alerted by an email notification.
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Update Completed Tasks

Use the edit button in the left most corner of a particular record to edit the record. After editing,

save or discard the edit using the two buttons provided.

Saved notes on tasks

Display notes saved on tasks according to the user level permission. Users are recognized based

on their windows login.

Dashboards

At page load details of relations within this week is loaded. Displays details of total Vs

incomplete tasks.

The from - to dates can be changed and details within that range will be loaded.

Status of Supplier Relations from 3/1/2017 to 3/8/2017

Task Completion Rate Weekly Task Completion Rate
120
o6
100 ¢
% 80 -
40% 80% ki &2 =
]
5 % —0
£
20% B0% ER
20 4
i} o o
0% 100% 0 . 5. £
201708 201710 2011
Week
W Completed Tasks ™ Skipped Tasks ™ Total Tasks ™ Pending Tasks
Businees Unit Composition Buyer Compeosition Top 10 Task Completers @
6% — [ 5%
% = [ ~ 0%
\ Completsd | Total
~ 240 Team Member Tasks % Tacks %
30% 6% . 4%
- - JERTTS Kashyapa Dela 000 2021
T4 Anuradha Jayasinghe 0.00 1505
1195 — 2% Sisira Kaluarachchi 0.00 1277
T 4% Sizira Kaluarachchi . Malir Mohomed , 000 1277
R Anuradha Jayasinghe . -
L Nalir Mchomed 000 1170
N 20% 105 - i Mahesha Walpola . Indika Kumara 0.00 426
— | 17 Malir Mchomed , Anuradha Jayasinghe 000 210
26% ® AandE W AD W Gilion Fise @ Bright Sun @ Costs M [TL Disnia Karawita ooo 2=
® Msturub ® OC| ® OCL W PEl @ PTL B Sei Hoi Mahesha Walpala | Buddhika

Figure 42 Main Dashboard

Drill down option is enabled so that associates can drill down and view details in the following
hierarchy.
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Business unit (BU) -> Supplier -> Account -> Associate

Business Unit Task Distribution « '@'

£ 26 2B

| 4 o4
25 23 23
20 4 19 18
15
10 1
5_

00 00 00
0 .

EU GM LB

Figure 43 Distribution of tasks BU wise

B Completed Tasks
B Skipped Tasks

B Total Tasks

B Pending Tasks
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