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 This thesis studied supplier evaluation system and database management system of 

purchasing department for packaging industry. The purpose of the thesis was to manage 

data originated in purchasing department and develop system for evaluating suppliers. 

The current rating supplier system was not standardized because it was dependent on 

buyer’s experiences, judgments and satisfactions. The process of evaluation was 

considerably time-consuming starting from gathering data that are essential for assessing 

the supplier performance. Also the data-collecting process produced lots of errors such as 

data duplication and misspelling. A Supplier Evaluation Team from relevant departments 

involving with in making evaluation was appointed to establish a formalized supplier 

evaluation system and set performance criteria in assessment.  

  

 The research started with the analysis and design of the work procedures, following 

with the information requirement forms that the users. The supplier evaluation system 

applied the weight-point method for making assessment, which are based on major 

supplier’s performance criteria, covering quality, delivery, price, service and reliability. 

After forming data, the structures of database and program application are designed. 

Finally the designed system is developed to be prototype software for supplier evaluation. 

The proposed system was developed on the base of Microsoft Visual Basic 6.0 program, 

used Microsoft Access version 2000 as the database management system and Crystal 

report 9.0 as the reports. 

  

 The expected results of the proposed program, after implementing in the firm 

during the observation period are time reduction and standardization in evaluating 

process. Additionally, the information is likely to be more correct and complete. 
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CHAPTER 1 

INTRODUCTION 
 

1.1 Background of the Thesis 

Today, the intense of competitive environment has forced many firms to focus on 

supply chain management to cope with highly increasing competition. A basic part of 

supply chain management is the purchasing function. The purchasing function has been 

receiving increasing importance as a critical supply chain management component. The 

main reason is due to the significant impact of material costs on profits, increased 

investments in advanced manufacturing and information technologies, and a growing 

emphasis on Just-In-Time (JIT) production. The vital goals of purchasing departments 

consist of obtaining the product at the right cost in the right quantity with the right quality 

at the right time from the right source. In the past, the aims of purchasing department 

emphasized only on buying goods at low cost and high quality. However, recently 

building long-term supplier relationships has become more important.  

 

 With the current focus on supply base reduction and long-term supplier 

relationships, supplier selection and evaluation process has gained importance recently, 

since most of the firms have been spending considerable amount of their revenues on 

purchasing. Supplier selection is widely considered to be one of the most important 

responsibilities of the purchasing function of management. Closely related to supplier 

selection is the ongoing management and evaluation of the supply base once the supplier 

has been chosen.  

 

 Supplier selection and evaluation are directly related to purchasing performance 

measurement and purchasing reporting because they provide the essential information of 

suppliers, including price, delivery reliability, quality and availability of their products. 

As a result, the above information should be managed in order to facilitate suppliers 

selecting decision-making in time.  
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1.2 Background of the company  

ABC, established in 1964, is a leading manufacturer of high quality presentation 

boxes for such luxurious things as jewelry, pens, spectacles, coins & medals, watches, and 

perfumes. Other product lines are watch dials, watch cases and bracelets. Over 40 years of 

experience, the company is recognized such the world’s leading and most notable brand 

names. At the outset of business, the company had started with ten workers as a family-

owned business. Have been rapidly growing in terms of capacity and sales volume, the 

company has more than 5,000 employees, which includes three factories and has monthly 

sales exceeding 1 million units. However, now the company still manages as family-

owned business. The ABC Company’s philosophy is to manufacture the highest quality at 

reasonable prices and to focus on service excellent to its customers. Most of products are 

exported because almost eighty percent of customers are the well-known and prestigious 

companies such as watches categories: Rolex, TAG-HEUER, Perfumes: Channel, 

Christian Dior, and so on. Thus, quality is the most important element of the company’s 

reputation.  

 

1.3 Statement of the Problems 

Each factory has its own key functions such as design, production line and store. 

However, the company organizes purchasing system in centralization. On the other words, 

the purchasing department is responsible for purchasing everything for all the company’s 

departments and three factories. As a result, there are a wide variety of data that are 

essential to evaluate suppliers. Supplier performance criteria include objective 

(quantitative) measures and subjective (qualitative) measures. Most of objective variables 

lie within the following three categories: 

 

Delivery performance - quantity, lead-time, and due-date 

Quality performance - inbound shipment quality, quality improvement 

Cost competitiveness - cost comparison, cost reduction  

 

 While subjective (qualitative) measures are in service areas assessing supplier 

performance such as problem resolution ability, ongoing progress reporting and corrective 

action response. The supplier performance measurement of the company is a manual 

operation including the method and systems to collect and provide information of the 

basic records (e.g. price, delivery, quality, and services) and making evaluation. With the 
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highly increasing internal demands, purchasing department needs a computerized system 

to measure, rate or rank supplier performance on a continuous basis. Recently, the 

purchasing department has kept the important records of supplier performance with 
Microsoft Excel and paper. This method leads to many problems of purchasing processes, 

which can be summarized as follows: 

 

1. The process is very time-consuming and slow to find the record of supplier 

performance from Microsoft Excel because it continues bigger and bigger. Such 

doing so, it is also risk to disappear. 

2. Slow purchasing processes (i.e. tracking such data of the historical price, 

reliability of delivery and quality in order to inform other departments) results 

from that purchasing staffs can not able to use the program altogether. 

3. Lack of the purchasing reports that are necessary for supplier selections and 

evaluation. 

 
1.4 Objectives of study 

To develop supplier evaluation system for packaging industry. 

 

1.5 Scope of the study 

 This study will cover the development of a program that can serve the current 

purchasing department’s requirements as follows: 

 
1. Management information system and Database system based on the current 

process and documents.  

2. Generating reports that are essential for supplier selection / evaluation. 

3. Making evaluation supplier following to the supplier measurement or Key 

Performance Indicators (KPIs) of supplier performance.  
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1.6 Methodologies 
 

1. Study related journals, literature and information from the Internet. 

2. Interview with the concerned authorization to realize the current situation and 

problems of the existing purchasing process and documents.  

3. Data collection of the related information.  

4. Design measurement / KPIs for evaluating. 

5. Design the database system and other functions. 

6. Develop a program (including database system, supplier evaluation, and some 

essential reports). 

7. Implementing the proposed program. 

8. Summarized result and formulate suggestions. 

9. Prepare for presentation and final report. 

 

1.7 Expected Results 
 

1. To facilitate process of supplier evaluation by using a computerized system. 

2. To give some figures and statistical information about suppliers’ performance.  

3. To use the evaluation as a tool for managing the supply base and ensure that 

suppliers continue to meet the acceptable standard 

4. To gain first-hand knowledge of suppliers’ strengths or weakness  

 



CHAPTER 2 

LITERATURE REVIEW 

 

 This chapter studies and explores knowledge from textbooks and publications 

related to the topics of Purchasing, Information Technology, Analysis and Design 

Database and Vendor Evaluation. This information is applied to develop Supplier 

Evaluation System, which can work in optimal.  

 

2.1  The Role of Purchasing  

 Weele (1994) mentioned the basic function of purchasing, viewed as supportive 

activities, is able to meet the material requirement related to inbound and outbound 

logistics, more importantly, and related to operations. The most popular definition of 

purchasing function will probably be some variation of “Getting the right item to the right 

place at the right time in the right quantity for the right price”. Messner (1982) considered 

the heart of what purchasing department’s real objective should be – profits. 

Traditionally, the purchasing function encompasses determining the need, selecting 

supplier, arriving at a proper price, specifying terms and conditions, issuing the contract 

or order as well as following up to ensure proper delivery. The main areas, for which 

purchasing should be fully responsibilities are as follows; not necessary in order of 

importance: 

• Determine the specification (in terms of required quality and quantities) of the 

materials and services that need to be bought 

• Select the most suitable supplier 

• Prepare and conduct negotiations with supplier in order to establish an 

agreement  

• Place the order with the selected supplier 

• Monitor and control of the order (expediting) 

• After-care and evaluate (settling, claims, keeping product and supplier files 

up-to-date in terms of documentation and ranking). 

 

 Among the primary purchasing functions, one of the major responsibilities is the 

evaluation and selection of supplier. In today’s highly competitive environment, it is 

impossible to successfully produce low cost, high quality product without supporting 



 

 

6 

from suppliers (Weber et al., 1991). The supplier selection has been recognized as one of 

the most important functions to be performed by purchasing department. The cost of raw 

materials, component parts and services purchased from external suppliers makes a large 

contribution to manufacturing cost, accounting for 40-70% of total manufacturing costs 

(Buffa and Ittner, 1987). Moreover, on average, manufacturer’s purchases of goods and 

services amount to 55 per cent of revenues, whereas labor costs and overhead expenses 

are around 6 per cent and 3 per cent, respectively (Tully, 1995 cited in Vokurka et al., 

1996). Choosing the wrong supplier can create several problems that directly affect to 

business, including quality of products, increase in overhead expense and reputation.  

 

 Lee and Dobler (1971) described that a firm should allocate its purchasing power 

wisely and choose its suppliers carefully. Both buying and selling firm can be motivated 

to strengthen and continue relationship in order to increase the profitability. A good 

vendor will provide every possible assistance and guidance to valuable customers - 

financial aids (prices and terms of payment), technical aids (design and manufacturing), 

and service (on- time deliveries, general cooperatives). Thus, the vendor must understand 

the customer’s material requirements and the manufacturing process in order to offer 

suggestions that may lead to improvement materials specification or to economical 

substitution. 

 

2.2  Supplier Evaluation 

Supplier evaluation is the method to assess supplier performance on a set of selected 

criteria over a period of time. Many buyers just rely on their judgment and attitude to 

evaluate suppliers. Although, this way makes evaluation easier, it does not present the 

economic value to the company – that can leads to slow and undetected, drained on 

profits. Therefore, many companies have initiated formal supplier performance 

evaluation system to provide buyers with the analytical tools they need to make a good 

decision.  

 

2.2.1 The Objectives of Evaluation 

The classification and rating of suppliers is a significant feature of a total quality 

management. The overall objectives of the supplier evaluation process are: to reduce 

purchase risk, to ensure that suppliers who doing business with firm can meet the firm’s 

requirement (Humphreys et al., 1998); to open communication between consumer and 
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supplier, and to identify opportunities for long term relationship and improvement 

(Singerpurwalla, 1999). Additionally, the purposes of evaluation are stated by Buffa and 

Ittner (1987) and Weele (1984) as follows: 

• Better decision making 

Use the previous performance of supplier as prescreening tools in rating. For 

example, if the supplier’s quote is low but his habitually delivers late, its 

rating may indicate that the supplier does not offer the best value. 

• Motivating suppliers  

An outcome of supplier’s rating is often used for encouraging supplier to 

improve its performance. It also can be used effectively for constructive goal 

setting. 

• Initiating corrective action 

Sometimes the supplier rating will indicate deficient performance in one or 

more areas. This information can used to guide the corrective action or stop 

employing the supplier.  

 

 Gordon (1994) compared some aspect of the advantages and disadvantages of 

conducting supplier evaluations, particularly manual evaluations as follows. 

 

Advantages of evaluation  

• It is a professional way to approach the business of supply. 

• Statistical information about suppliers’ performances can be collected in order 

to support policy decisions. 

• It makes the acceptable standard for supply and ensures that suppliers 

continue to meet these. 

• It provides the first-hand knowledge of suppliers’ strengths or weaknesses. 

Disadvantage of evaluation 

• It is very labor intensive. 

• The process is very time-consuming and slow. 

• Displacement of records can be inconvenient while other staffs access to the 

record. 

• Sample size may not be truly represented, especially if your resources are 

limited.  
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To obtain maximum benefits for the buyer firms, before commencing the evaluation, it is 

essential to have clear goals and objectives concerning who, and / or what are exactly 

needed to measure. 

 

2.2.2 The Characteristic of Supplier Evaluation  

Monczka et al. (2002) identified that an effective supplier evaluation process 

should have certain characteristics as follows: 

 

• Comprehensive: The users can understand exactly the meaning of scales and 

items. 

• Objective: Using a scoring system is required to clearly define the different 

meaning of each value on a measurement scale. Objective means making a 

quantitative scale to evaluate performance attributes.  

• Reliability: Reliable supplier evaluations should have well-defined measures 

and well-understood items and scales. Different people or groups review the 

same items and the same measurement scales will reach the same conclusion. 

• Flexibility: The evaluation process should provide some flexibility in 

adjusting the performance categories and weights assigned to each category, 

regarding to their importance. The most important categories will get a higher 

weight. 

• Mathematically straightforward: The application of weights and scales 

should be simple so that each individual using the evaluation is able to 

understand the mechanics of the scoring and selection process. 

 

2.2.3 Method of Evaluation Techniques 

Some organizations evaluate suppliers by means of complicated formulas 

containing a large number of factors such as costs, late delivery, production breaks, and 

poor quality of delivered goods. A number of alternative approaches have been suggested 

to take these other factors into account, call rating models, summarizing several 

performance indicators into one score. There are typical three supplier measurement 

systems that were developed to assist in evaluating (Leenders et al., 1997; Monczka et al., 

2002; Zenz, 1994; Roodhooft and Konings, 1995). These approaches differ in their ease 

of use, level of decision subjectivity, required resources to use the system, and 
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implementation costs (Monczka et al., 2002). Figure 2.4 illustrated the comparison of the 

advantages and disadvantages of these three systems. 

 

The easiest and most simple one is Categorical method. The method places 

different vendor characteristics as “preferred, neutral, or unsatisfactory according to each 

supplier’s attributes. The supplier with maximum score is then selected. For example, a 

supplier with a rating score of two preferred, one unsatisfactory, and two neutral would 

obtain a score of one positive. This approach is common for smaller organization because 

it is easy and relatively inexpensive to implement. However, one problem of this method 

is that the attributes are given equal weightings which are not clearly the case in practical.  

Also, it is the most subjective as far as determining supplier performance. Thus, the 

reliability of the categorical method is the lowest due to relying on attitude and personal 

judgment of the evaluator. 

  

The most frequently used approach of evaluation is Weight-Point method. Linear 

weighting models appoint a weight on each criterion according to relative importance 

(typical subjectively determined; depending on the buying firm’s emphasis) and assign 

score of supplier performance in each area. Each weight is then multiplied by the 

assigned scores. The total score for each supplier provides by summing up the suppliers’ 

performance over the period of assessment. Then the supplier with the highest weighted 

total score is selected. The method provides a higher level of objective than categorical 

approach because of combining both of quantitative and qualitative variables. This 

measurement has key drawbacks that must convert into standardized units to avoid an 

unfair evaluation score (Humphreys et al., 1998) and limitation of scaling techniques 

(Thompson, 1991, cited in Youssef et al., 1996). 

  

Cost ratio method is the least subjective and most complicated technique to 

evaluating supplier. This approach required standard cost analysis to calculate the total 

purchase cost and cost ratios such as late delivery, return to supplier, scrape labor costs, 

and material rework. The cost ratio provides a measure of the cost of each factor as a 

percentage of total purchases for each potential supplier. These factors are used in 

calculating a net adjusted cost for each vendor. All cost ratios are summed to an overall 

cost ratio and then applied to obtain the net adjusted cost (Humphreys et al., 1998; 

Roodhooft and Konings, 1995). The lowest purchased price is not always the lowest total 
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cost for an item or service. The supplier who minimized the net adjusted cost would then 

be the preferred supplier. It is clearly that this method is complex and requiring a 

comprehensive cost –accounting system.  

 

 
Figure 2.1 Comparison of Supplier Measurement of Evaluation Systems  

 

 2.2.4 The Framework of Supplier Evaluation and Selection 

 Monczka (et al., 2002) proposed the framework in the detail of supplier evaluation, 

divided into seven steps, as illustrated in Figure 2.2.  

 

 Step 1: Identify key supplier evaluation criteria 

 Many researchers identified the critical performance of suppliers considered to be 

evaluated are quality, delivery, cost and service performance (Dickson 1966, Humphreys, 

1998; Weele, 1999; and Kriangkrai, 2002). Technological and process capability, quality 

systems, and management capability are the additional criteria of evaluation for current 

and future manufacturing facilities and the supplier’s speed in development (Ellram 1990 

cited in Toni and Nassimbeni, 2001). These categories are considered the most important 

performance areas. 
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Step 4: Define scoring system for categories and subcategories 

Each scoring value should be clarified its definition and interpretation. For 

instance, an evaluation use a 5-point scale to assess a performance category where 1 = 

unsatisfactory, 2 = marginal, 3 = fair, 4 = good, 5 = excellent. A clear definition of 

scoring system helps translate subjective criteria and develops a quantitative 

measurement. Although the evaluations are made by different individuals, interpretations 

and conclusions are still the same meanings due to the effective scoring metric. 

 

Step 5: Evaluate supplier directly 

This step requires the reviewer to know a supplier’s information and performance 

(i.e. process control system and delivery performance) through records, documentation of 

performance capacity or even visiting a supplier’s plant.  

 

Step 6: Review evaluation results and make selection decision 

The objective of the evaluation is to qualify potential suppliers for current or 

expected future purchase contracts. The reviewers have to determine the seriousness of 

any supplier shortcoming and assess the degree of the weaknesses and strengths of 

suppliers. Then they will decide whether to reject or accept a supplier as a source. The 

initial evaluation provides an objective way to compare suppliers according to the same 

criteria before making a final selection decision by the authority. 

 

Step 7: Review supplier performance continuously 

This step is the last step of initial evaluation, not the last process of the selection of 

the suppliers. Some meaningful conclusion involving average supply time, price per item, 

percent of commitment compared to expenditure and the strengths and weaknesses of 

suppliers in various areas should be arrived at this step. The results of finding should be 

shared with individual suppliers so they can use to improve their performances. The main 

point is that buyers have a responsibility to measure supplier performance, to ensure the 

establishment and maintenance of continuing high standards in the acquisition process.” 
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Apart from the above steps, Gordon (1994) pinpointed that to obtain a true 

reflection of the supplier’s performance, it is essential to consider the sample size and 

timing. Too small a sample could distort the results. If 1,000 orders were processed in 

one month, 100 orders would be reasonable figure in evaluation. Moreover, it is wise to 

choose a time that is most representative of the normal throughput. 

 

2.2.5 Identification of the key criteria 

The supplier evaluation criteria often differ widely from item to item, from 

organization to organization, or industry to industry because of the variety of factors in 

making such a buying decision. The traditional approach to the evaluation and selection 

of potential suppliers is to consider a variety of variables and then to weigh up the factors 

based on either a formal system or an informal system based on the buyer’s experiences 

and judgment. As a result, the evaluation can be misleading and quite often improperly 

influenced by personal consideration. Thus, it is essential to find a good objective means 

of evaluating vendors.  

 

Generally, criteria can be classified into two types, including subjective and 

objectives methods. Subjective methods are used in evaluating suppliers through personal 

judgments; objectives methods aim to quantify the suppliers’ performance (Weele, 1994). 

In general, the variables of quality, price, delivery, and service were always rated as 

important in almost every product category/buying situation (Lambert and Stock, 1993). 

Based on a comprehensive studies of supplier evaluation criteria, Dickson (1966) 

identified the three criteria of assessment of supplier are quality, cost, delivery 

performance (cited in Narasimhan et al, 2001). Weber et al. (1991) concluded that quality 

was the highest ranked factor followed by delivery and cost, respectively. Furthermore, 

Willis et al. (1993) and Zenz (1994) described more details of common evaluation 

criteria, which no formula exists for measuring every aspect of purchasing performance 

as follows: 

 

• Quality Criteria  

Quality may be measured in terms of the number of rejections of incoming 

shipments (or the percentage acceptable) and defects found during the production 

process. Also, Paisit (1998) identified additional attributes in terms of quality; the 

percentage of Lot Acceptance Rate (%LAR) and Defect per Million.  
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• Quantity Criteria  

Quantity performance can be evaluated in different ways. The simple one is the 

amount of downtime outcome of a shortage of materials. The second one is the amount of 

rescheduling of production caused by lack of materials. Another quantitative factor is the 

relation between inventory and usage, as known as the turnover rate, calculated by 

dividing the value of purchased materials or supplies by the average investment during a 

certain time period. This measures inventory losses occurring through spoilage or 

obsolescence. The final method considers the number of new vendors used and the 

number of new quotations solicited during a specific time period. This measure shows 

efforts to maintain a strong competitive environment. 

 

• Time and Place Criteria 

Some quantity performance can be applied to measure time and place 

performance. It is to compare suppliers’ delivery dates with promised shipping dates 

(expressing the percentage of on-time) and to measure the amount of goods delivered and 

required. 

 

• Price Criteria 

There are several measures in appraising price performance. The first one is a 

comparison of the price index of company purchases with one of the standard price 

indexes. Next measure is a comparison of the market price at the time of use with the 

purchased price. Another evaluating price performance is discounts obtaining. 

    

Monczka et al. (2002) described an organization should decide objective 

(quantitative) measures and subjective (qualitative) measures. Most of objective variables 

are in the three groups – delivery, quality, and cost reduction. For subjective factors, he 

conducted the possible qualitative service factors as shown in Figure 2.2.  
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Figure 2.3 Qualitative Service Factors  

 

Based on the study of Ellram (1987), he provided a number of factors as important 

in selecting suppliers which to establish partnership relations (cited in Vokurka et al., 

1996). The factors were classified as shown in Figure 2.3 

 

Furthermore, Farmer and Weele (1995) also stated that the analysis of financial 

viability of supplier is increasingly significant because it becomes an important factor to 

establish a long-term partner or a supply critical goods and services. The financial 

indicators consist of profitability, liquidity and leverage ratios.  
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Figure 2.4 Ellrams’s supplier partnership selection 
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2.3  ABC analysis 

ABC analysis is also known as Pareto analysis or the 80/20 rule. This analysis was 

originated by a nineteenth-century Italian economist. Zenz (1994) described the inventory 

control that is applicable of the ABC analysis. It is divided into three priority categories- 

A, B, and C. The A items, high-value items, may account for 65 to 80 percent of the 

dollar tied up in inventory or the material expenditure, while representing only 10 or 20 

percent of the quantity volume. Ordering quantities of the A items, should be carefully 

determined. 

 

The B items, the moderate value items, are in 10 to 15 percent of total inventory. 

Typically, they tied up 20 to 25 percent of the dollars invested in inventory. The B items 

deserve in the right quantity to buy and hold in stock. The C items, the low-value items, 

make up 65 percent of all items inventory, while representing only 10 percent of the 

entire investment in inventory. Most firms find that a small number of purchased items 

account for the major portion of the purchased value, it is advisable to classify purchased 

items according to value. A typical classification of dollar usage is illustrated in Figure 

2.5 

 

 
Figure 2.5 ABC analysis of inventory control 

 



CHAPTER 3 

EXISTING SYSTEM AND REQUIREMENT SYSTEM 
 

3.1. General Information 

ABC, a selected company, is a leading manufacturer of high quality presentation 

boxes for such luxurious things as jewelry, pens, spectacles, coins & medals, watches, and 

perfumes. Other product lines are watch dials, watch cases and bracelets. It was 

established in 1964. The ABC’s highlight information is summarized as follows: 

1. Most of products are exported. Almost eighty percent of customers are the 

well-known and prestigious companies such as watches categories: Rolex, 

TAG-HEUER, Perfumes: Channel, Christian Dior, and so on. 

2. The company has more than 5,000 employees. 

3. Purchase volume is around 300 million bath per year. 

4. Purchasing policies apply the concept of centralization.  

5. The number of staffs in purchasing department is 9 people. 

6. The current number of suppliers is approximately 1,500 suppliers. 

 

The amount of purchase volume between January and November in 2004 is shown in 

Table 3.1. 

 

Month Purchasing volume 
  (Baht x 1,000) 

January 17,080.70 

February 38,096.94 

March 31,164.71 

April 32,193.25 

May 27,346.91 

June 30,128.70 

July 33,490.73 

August 22,418.81 

September 82,322.40 

October 17,163.30 

November 18,161.99 
 

Table 3.1 Purchasing volume between January and November in Year 2004 
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Figure 3.1 Purchasing volumes between January and November in Year 2004 

 

3.2. Existing System 

The ABC Company has applied the concept of centralized purchasing, although it 

has five plants. The primary reason of operating this concept is the similarity of purchased 

items and service in each factory. The key materials for production are sources of paper, 

plastic, and other chemicals. There are several advantages of centralization as follows: 

 

• The company can reduce the duplication of orders and unplanned purchasing 

practices by coordinating all purchases. 

• The company can sustain its competitive advantages through total economic 

power, particularly quantity discounts. 

• Suppliers are able to offer more competitive prices and better service as their 

expenses  are reduced by means of, for example, fewer orders to prepare, 

fewer shipments to make, , and fewer financial records to keep.  

• Fewer orders are processed for the same quantity of purchased goods, thus 

reducing expenses in purchasing, goods receiving and inspecting, other than 

prices quoted in term of account payables. 
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Figure 3.2 The procedures and information flows of purchasing system 

 

3.2.1. Current process of purchasing and evaluating supplier  

1. After receiving Purchase Requisition (PR) from staffs in the organization, each 

buyer keys-in data to Microsoft Excel File such as Date, Originating department, 

Quantity required, Unit, Product description, and Need date. 

2. The buyer considers items requested whether they have buying records from the 

existing supply base.  If not, the buyer has to look for the new supplier and asks 

for a sample so as to approve that new supplier. When qualified, the company will 

further to ask for price quotation.  
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3. After considering the price quotes, the buyer prepares and places an order via 

inputting relevant data to Purchase Orders (PO) in the same file as above. 

4. After a PO has been issued to a supplier, the buyer follows up and/or expedites the 

order to ensure that the supplier could make delivery to meet the company’s 

requirement. 

5. When products were delivered, the store of each factory is accountable for 

receiving and inspecting the incoming shipment with evidences of receipt and 

inspection reports. The data on receipts and inspection reports are accordingly fed 

into the order status record.  

6. To assess suppliers’ performance, the results of receiving and inspection of reports 

will be reviewed by the buyers for the period of six months. After that, the buyers 

classified the selected suppliers by the company’s criteria and their judgments. 

 

 
Figure 3.3 The step of evaluation process of ABC Company 

 

The current system in evaluating the performance of suppliers is in manual 

operation including the method to collect information of the basic records (e.g. price, 

delivery, quality, and services) and to evaluate. With a high increase on the number of 

suppliers and the amount of ordering demands, purchasing department requires a 

computerized system to measure, rate or rank supplier performance on a continuous basis. 

Recently, the company has kept the important records of suppliers’ performances with 

Microsoft Excel. This method creates lots of tasks in the process of evaluating. To 
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evaluating effectively, the buyers have to review every order one-by-one to get the actual 

records. With the ever-increasing amount of orders in every day, the buyers often ignore 

to gather supplier performance before evaluating. Consequently, supplier performance 

measurement is dependent on the buyers’ judgement.  

 

3.2.2. Current problems  

As mentioned earlier, the current system causes the difficulties in rating the 

suppliers, which can be summarized as follows: 

 

1. The existing data were collected separately in each month in the form of Microsoft 

Excel. Thus, multi-users are impossible to use the same file at the same time. 

2. The current purchasing records have errors in data, such as the duplication of data 

and various name of the same supplier, which are dependent on each user’s 

satisfaction. This leads to considerable confusion. 

3. Lack of the purchasing reports that are essential to report to the management, 

particularly supplier selections and evaluation including the historical price, cost 

saving, delivery reliability, reject-rates as well as lead time reduction. 

4. Some existing records of suppliers’ performance are kept in the form of 

documents and buyers’ recollection. Thus, the process of rating supplier is very 

time-consuming due to a manual system. 

5. The current supplier evaluation measurement is too subjective which is dependent 

on the buyers’ opinion. There is no standard to control the results of evaluation. 

 

The process of supplier
evaluation is

time-consuming.

Method of collecting data Man (Staff)

Evaluation Existing data

Multi-users are impossible

No standardization

Other things to do

Difficult to find data

1500 suppliers
in supply base

Thousand of orders
per month

Depend on staff’s
memory

and satisfaction

No reports support

Keep in monthly report
separated in
spread sheet
(Ms. Excel)

Manual process

 
Figure 3.4 Cause & Effect Diagram of causes for evaluation problem 
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The problem of
collecting data

Method of collecting

Man (Staff)

Create duplicate data

Key misspelling data

Multi-users are impossible

MS. Excel

 
Figure 3.5 Cause & Effect Diagram of causes for data- collection problem 

 

3.3 Determining System Requirements 

 Before designing the new system, it is important to study the current system to 

find out how it works and where the improvement should be made. The requirements are 

significant features that must be included in a new system. The determination of 

requirement entails studying the existing system and collecting details about it to find out 

what these requirements are. After interviewing the requirement of purchasing 

information management, the researcher classified the degree of requirements into two 

groups. 

 

3.3.1 The requirements from purchasing staff  

1. The system can provide the historical data of suppliers such as products’ price, 

term of payment in order to use in negotiation. 

2. The new system should be allowed the using of several users to access 

information and the involved people for the security of information. 

3. The users can view the status of purchasing activities easily. 

4. The system should provide auto-checking to prevent errors from the user’s 

mistakes. 

 

3.3.2 The requirements from purchasing manager 

1. The system can carry out the different interesting aspects for the following 

(1) Price movement 

(2) Summary of purchase volume sorted by product group 

(3) Summary of purchase volume sorted by suppliers 
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(4) The historical data of defective items 

(5) Cost of products 

2. The system can detect the status of the process of purchasing. 

3. The system support evaluating supplier in timely. 

4. The system should develop from the existing resources and technology within 

the company. 

 

 



CHAPTER 4 

PROPOSED SUPPLIER EVALUATION SYSTEM 

 

 With the current process of purchasing and problems in evaluating suppliers, the 

new system is designed to improve evaluation system within the specified scopes as 

discussed in Chapter 3.3.  The objectives of the thesis are described in the following 

 

1. To make an evaluation system that is standardized and reflects supplier’s 

performance. 

2. To create a computerized evaluation system through a new program based on 

the principle and condition of current supplier eva luation. 

3. To develop database management system that supports evaluation system.  

 

 The proposed system can be classified into three modules– (1) Designing the 

standard criteria module, which is the most important process of supplier evaluation; (2) 

The computation module of Supplier Evaluation System Program that describes the 

method of rating supplier performance; (3) Designing database management system 

related to the steps of data structure in the system. 

 

4.1. Studying the data flow of process 

The data flow diagram of evaluating as illustrated in Figure 4.1 shows the data 

generating from each relevant department as follows: 

 

• Centralized Planning: Working as the centre of originating product codes 

and scheduling production plan based on customers’ requirement date. 

• Stores: Each factory has its own store. Store is functioned of supervising in-

out inventory movement. 

• Quality Assurance: Quality assurance section is responsible for inspecting 

the quality of purchased items before imputing to production process. 

• Production department:  If production line is interrupted as a result of 

defective products, Production will report the purchasing department on causal 

problems to inform the supplier for corrective actions. 
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Figure 4.1 The data flow diagram of supplier evaluation system 

 

• Purchasing department: Gathering purchasing data such as Purchase 

requisition, Purchase order, including with all information which related to the 

material purchase such as the report of goods receipt and product quality, 

production line interruption, and making claim in order to follow up the 

suppliers’ corrective actions. 

 

4.2. The Supplier Evaluation System Team  

Evaluating supplier performance is relevant not only to the purchasing department, 

but also to other related department s.  It is evidenced by the fact that the evaluation in 

quality aspect, the company will assess by means of initial inspection and defects found 

in the production line. This then shows the participation of stores and production.   

Accordingly, the standards of supplier evaluation criteria are determined through the 

consensus of the evaluating team, consisting of people from purchasing, quality 

assurance, planning, production and stores. The team members are assigned to the  

following people. 

 

1. Purchasing Manager and supervisors, who take full responsibility of collecting 

data in evaluating suppliers, are considered the direct user of this system. 
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2. QA Manger and key supervisors who are responsible for checking goods-in as 

the first step of receiving material.  

3. Production Manager and key supervisors who are accountable for reporting to 

purchasing and suppliers about the cause of defective items found in production.   

 

4.3. The determination of supplier evaluation criteria 

 Determining evaluation attributes, weights and form of measurement will require 

considerable thought to ensure congruence between the organization’s priorities for 

product class and rating scheme’s ability to classify superior suppliers accurately. In 

deriving a list of supplier performance, the team employed two main approaches. Firstly, 

they considered list of measures developed by other researches. The other was a 

brainstorm to select attributes in each criterion. Many researches identifies the main 

criteria for selection and evaluation consisting of quality improvement, delivery 

reliability, price, lead time reduction and technology (Weele, 1994; Humphreys, et al, 

1998), quantity, carriage, location, flexibility, maintenance and after sales service, method 

of payment, and terms of payment (Farmer and Weele, 1995). As a result, the team 

established standard criteria of quality, delivery, pricing, service and reliability. Lists of 

attributes of each category are mentioned below. 

 

4.3.1 Quality performance 

Quality is the most important factor of assessing supplier performance 

because it mainly contributes to the company’s product quality. QA division is 

responsible for inspecting on the basis of Assurance Quality List (AQL) of each 

material whether the purchasing items are defective before putting into the 

production process. Incoming Material Inspection Report (IQC) presents the results 

of inspection including total accepted quantity, total rejected quantity and defect 

details. The IQC data is used for controlling the defects and feeding back to the 

supplier in order to improve the next product shipment. The chosen attributes of 

quality area are 

•  % Rejection rate 

•  % LAR 
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4.3.2 Delivery performance 

Delivery is also the most significant factor of supplier performance because of 

affecting critically to the production planning. Each store of the company is in 

charge of receiving and checking the punctuality of goods deliveries and the 

amount of products delivered. Consequently, the major measures of this category 

are 

•  Timeliness of delivery 

•  Fulfillment of order (Quantity over- or under-supplied) 

 

4.3.3 Price performance 

Price is another factor in evaluating supplier. Price competitiveness is 

expressed by the concept of price index, which is the comparison of purchased price 

with lowest price (or market price) from other suppliers, who offer the same 

merchandise. Cost-reduction and payment terms are also used as the price attributes 

for appraising supplier. Purchasing is responsible for gathering pricing data. 

Therefore, the measures of this category are 

•  Price Index 

•  Cost reduction efforts (discounts obtaining) 

•  Payment terms 

  

4.3.4 Reliability performance 

This category records the supplier’s profile to facilitate a purchasing decision 

and provides the buyer with supplier’s reliability in terms of management capacity, 

finance, and reputation. The following lists are the measures of reliability:  

•  Management Capability 

•  Financial Situation 

•  Registered Capital 

•  Duration of Business 

•  ISO Certificate  
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4.4. Weighing the importance of categories and subcategories 

 The evaluating team chose the Weighted-Point approach to measure supplier 

performance due to its flexible system and moderate implementation cost. As mentioned 

above, there are five criteria selected in the supplier evaluation: quality, delivery, pricing, 

service and reliability. Assigning weight for each criterion, the team considered the 

significance of each factor on the company’s business.  

 

At the moment, the company is primarily concerned with quality and delivery. 

Quality has extremely affected the company’s products, so it is the most weight of the 

supplier evaluation attributes overall, which is 40. Delivery performance has also been an 

influence for production, but it is assigned less weighed than quality, receiving 30. 

Service category is the third important area for evaluating supplier, accounting for 20. 

Price is not as important as quality and delivery; it is given 10% of the weight rating, the 

lowest importance rating. Reliability in service category is assigned nil; it is implied that 

it is not important to the firm but it is used as a support in making purchasing decision. 

 

In the initial stage of setting evaluation criteria, the sub-weights of each criterion 

were given equally weighting. For example, reject rate and lot acceptance have equal 

importance, weighing 20. Indicators of pricing including price competitiveness, cost 

reduction, and payment term are equally given 16.67.  The weight assigned could be 

changed appropriately depending on type of business and purchasing policies in the 

future. After identifying the standard of supplier evaluation criteria, the evaluating team 

concluded the weight assigned in each category as shown in Table 4.1. 
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Criteria Performance Indicators  Details  Weight 
Quality • Rejection rate • 100% lot accept rate 20 

  • Lot acceptance rate  • The number of lot accepted 100%  20 
Total weight for quality category 40 

Delivery • Timeliness of delivery • Percent of on-time deliveries 15 

  •? Fulfillment of orders 
• Percent of quantity delivered on-
time 15 

      compare to quantity ordered   
Total weight for delivery category 30 

Pricing • Price Competitiveness • Pricing compared to the lowest price 10/3 
  • Cost Reduction • Supplier offer discount to reduce 10/3 
      purchase cost   
  • Payment Term • Extended dating programs (supplier   10/3 
      allows for payment)   

Total weight for price category 10 
Service • Responsiveness • Responsiveness (Performance to  4 

      promise)   
  • Technical /Product Ability •  Supplier' assistance on technical or  4 
      product knowledge   
  • Corrective Action Response • Solution and timely response to 4 
      request for corrective actions.   
  • Advanced for Purchasing  • Informing customers such data of  4 
    Information   price change and ship delays   

  
• Assistance in emergency 
orders • Supplier's attentiveness to meet   4 

     emergency orders   
Total weight for service category 20 

Reliability • Management capacity • No points for this criteria but these  0 
  • Financial stability    factors help to make a purchasing   
  • Registered capital    decision   
  • Duration of business     
  • ISO certificate     

Summary of total weight for supplier rating 100 
 

Table 4.1 Summary of performance measures in supplier evaluation system 

 

4.5. Total Rating Score  

According to internal meeting of the supplier evaluation team, they used the Likert-

type scale. The low end represents a negative response while the high end 

represents a positive. The team determined a five-point scale to assign score for 

each attribute (1= Poor, 2 = Below Average, 3 = Average, 4 = Above Average, 5 = 

Excellent).  Once the factors, weight and rating scale have been determined, a 
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summation of rating score of evaluation are totaling to 500 points as shown in Table 

4.2 

 

Criteria 
 

Performance Measures 
 

Weigh 
 

Score  
 

Weight 
rating 

Quality • Lot Acceptance Rate  20 5 100 
  • Rejection Rate 20 5 100 

Delivery • Timeliness of Delivery 15 5 75 
  • ?Fulfillment of Orders 15 5 75 

Pricing • Price Competitiveness 10/3 5 16.67 
  • Cost Reduction 10/3 5 16.67 
  • Payment Term 10/3 5 16.67 

Service • Responsiveness 4 5 20 
  • Technical /Product Ability 4 5 20 
  • Corrective Action Response 4 5 20 
  • Advance Notice of Purchasing  4 5 20 
    Information      
  • Assistance in Emergency Orders 4 5 20 

Reliability • Management Capacity 0 - - 
  • Financial Stability 0 - - 
  • Registered Capital 0 - - 
  • Duration of Business  0  - - 
  • ISO Certificate  0  - - 

  Total Rating Score      500 
 

Table 4.2 Total Rating Score of Supplier Evaluation System 

 
 
4.6. Supplier Evaluation System Program 

4.6.1 The method for calculating in the proposed system 

The Weighted-Point approach is used for measuring supplier performance and 

rating scale is the five-point scale. The proposed performance measures are combined 

both objective and subjective criteria; however, each evaluation attribute is calculated 

separately as follows. 

 

4.6.1.1 The objective criteria  

The objective criteria encompass quality, delivery, and price performance. 

Conducting an assessment of vendor performance is dividing the actual amount of 

shipment in each order by the amount of goods receipt.  The result will provide the 

quantitative data on how well that vendor meets the company’s requirement.  Factors 
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in this objective criteria help to reduce the degree of judging suppliers on feeling and 

impression by rating them objectively.  

 

Quality Performance 

Percent of Rejection rate (Q1): The percentage of rejected items is calculated 

inversely through the accepted number in each item of each order. Then, we sum a 

percent of accepted items over the six-month period; find out the average of those 

percent of accepted items and translate the result into the score specified below. 

 

 ItemsDelivery  No.
 100 ItemsAccept  No.

  RateReject  %
×

=  

 

% Reject Rate Score  Meaning 
91<x< 100 5 Excellent 
81<x< 90 4 Above average  
71<x< 80 3 Average 
61<x< 70 2 Below average 

x< 60 1 Poor 
 

Table 4.3 Percentage of Rejection Rate (or Acceptance Rate) 

 

Lot Acceptance Rate (Q2): The definition of LAR is that delivered items is not 

rejected during the stage of incoming quality control inspection (IQC). The 

percentage of Lot Acceptance Rate (%LAR) is computed by dividing total of 

accepted lots by total of inspection lots; later on converting the result into the table 

below.  

 

  
inspectedlot  of Total

100  acceptedlot  of Sum
  LAR %

×
=  

 
% LAR Score  Meaning 

 95 <x < 100 5 Excellent 
90 <x < 95 4 Above average  
85 <x < 90 3 Average 
75 <x < 80 2 Below average 

x < 75 1 Poor 
 

Table 4.4 Percentage of LAR 
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Delivery Performance 

Percent of on-time delivery (D1): The number of on-time deliveries is added up over 

the six-month period.  Next, we compute the percentage of on-time deliveries, and 

change the figure into particular scale as follows. 

 

  
delivery of Total

100delivery  ontime of Sum
 Delivery  Ontime %

×
=  

 

% Timeliness of order Score  Meaning 
81<x< 100 5 Excellent 
61<x< 80 4 Above average  
41<x< 60 3 Average 
21<x< 40 2 Below average 

x< 20 1 Poor 
 

Table 4.5 Percentage of Timeliness of Order 

 

Percent of quantity delivered on-time (D1): Each item is computed the percentage of 

fulfilled orders over the six-month period.  After that, we calculate the average of the 

percentage of on-time deliveries, and change the figure into particular scale. 

 

 
orderedQuantity  

100 (ontime)  deliveredquantity   Actual
 Order   oft Fulfillmen %

×
=  

 

% Fulfillment of order Score  Meaning 
91<x< 100 5 Excellent 
81<x< 90 4 Above average  
71<x< 80 3 Average 
61<x< 70 2 Below average 

x< 60 1 Poor 
 

Table 4.6 Percentage of Fulfillment of Order 

 
Price Performance 

Price Competitiveness (P1): Total price index is the comparison of actual price and 

market price) in each item.  After finding out the average of the percentage of price 

index during six months, we apply the result to the specific score. 
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PriceMarket 
Price Actual

 Index  Price =  

 

Orders of Total
Index Price of Sum

 Index  Price Average =  

 

Price Index Score  Meaning 
        x = 1.0  5 Excellent 
1.0 <x< 1.2 4 Above average  
1.2 <x< 1.5 3 Average 
1.5 <x< 2.0 2 Below average 
        x> 2.0 1 Poor 

 
Table 4.7 Percentage of Price Index 

 

Cost reduction (P2): Summing the percentage of discount over the six-month period, 

finding out the average of percentage discount  per unit, and converting into the 

particular score according to table below. 

 

 
 volumepurchase Total

100 reductionCost  of Sum
 reduction Cost  %

×
=  

 

% Cost reduction Score  Meaning 
      x> 10 5 Excellent 
5 <x< 10 4 Above average  
1 <x< 5 3 Average 

0.1 <x< 1 2 Below average 
    x< 0.1 1 Poor (No discount) 

 
Table 4.8 Percentage of Discounts offered 

 

Term of Payment (P3): Converting the payment term offered to the score. If a 

supplier offers special discount for early payment, the program will calculate the 

average of Payment term before translate into the specific score. 

 

Orders of Total
 TermPayment  of Sum

  TermPayment  Average =  
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Average Payment Term (Days) Score  Meaning 
      x> 90 5 Excellent 
60<x< 90 4 Above average  
30<x< 60 3 Average 
 1<x< 30 2 Below average 

              x = 0 (Cash) 1 Poor 
 

Table 4.9 Payment Term offered 

 
4.6.1.2 The  Subjective criteria 

 The subjective criteria consist of services and reliability performance. These 

factors are dependent on the buyer’s satisfaction on each supplier. The five-point scale is 

applied to rate suppliers according to measures of each criterion. 

 

Score  Meaning 
5 Excellent 
4 Above average  
3 Average 
2 Below average 
1 Poor 

 
Table 4.10 Service and reliability performance 

 
4.6.2 The Principle of Supplier Evaluation  

The principle of supplier evaluation is related to the definition of supplier 

classification and frequency of rating. Total rating score obtained will use to place the 

suppliers in different classification according to our defined supplier classification.  

 

4.6.2.1 Definition of supplier classification  

 The proposed supplier evaluation system classifies into three types of 

suppliers: 1) New suppliers, 2) Suppliers in AVL (Approved Vendor List), and 3) 

Suppliers out of AVL (Unapproved Vendor List).  

 

4.6.2.1.1 New suppliers  

  The status of new supplier will depend on the number of orders and 

accepted lots in continual basis. The supplier will be evaluated under the same 

criteria aforesaid. 
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4.6.2.1.2 Suppliers in AVL 

Approved Vendor List is subdivided into three groups, which are 

specified by the level of product quality. A supplier will be in AVL must have 

a minimum of 12-month historical records with ABC and meet the requirement 

of each level below. 

 

1. Approved Supplier 

 Approved Supplier can achieve the overall rating score in between 350 and 

400 (70%-80%). Typically, a new supplier will be added into the company’s 

Approved Vendor List (AVL) must have five consecutive lots accepted.  

 

2. Certified Supplier 

 A supplier becomes in a certified supplier, getting total rating score in 

between 400 and 450 (80%-90%). Certified suppliers, the second level of the 

classification, will be considered as a potential supplier in the future, if 

suppliers in this category are able to correct their problems of products or 

services. 

 

3. Potential Supplier 

 This is the highest level of classification.  Total rating score is more than 

450 (more than 90%).  Suppliers in this level show their efforts to seek 

cooperation and compliance to the company’s quality standard, and 

commitments to provide ongoing quality improvement. Consequently, the 

company can develop long term relationships with all potential suppliers.  

 

4.6.2.1.3 Suppliers  out of AVL.  

Suppliers in this category are Low volume suppliers or Disqualified 

suppliers. Low volume suppliers who are not new suppliers but they provides 

“one-time” service or products over the twelve-month periods.  
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4.6.2.2 Frequency of Rating Review 

Frequency of rating supplier can be varied on the quality level of each supplier.  

 

 1. New suppliers  

New suppliers will be evaluated, specifically for the first five consecutive lots 

accepted. 

 

2. Suppliers in AVL 

Suppliers in AVL include Approved Supplier, Certified Supplier, and Potential 

Supplier. Typically, rating reviews are made twice a year in April and October. If 

there is performance deterioration during six months, the supplier evaluation team 

informs suppliers the evaluation results. 

 

3. Suppliers are out of AVL 

Suppliers in this category are Low volume suppliers or Disqualified suppliers. Low 

volume suppliers are the suppliers who do business with the company “one-time” 

service or products only once a year.  Meanwhile, Disqualified suppliers fail to 

improve their quality products or services within six-months. The supplier shall be 

assessed on the judgment of the supplier evaluation team. 

   

4.7 Designing database management 

 The supplier evaluation system is developed on Microsoft Access Version 2000 for 

keeping transaction data and internal data, Visual Basic 6.0 for creating user interface 

and form & module in order to access the system, and Crystal Report version 9.0 for 

issuing the related reports. Purchasing.MDB is database file of purchasing including all 

information used in the system.  

 

 The purposes of the input and output design computer based programs for supplier 

evaluation are to track actual performance over time throughout Purchase requisition, 

Purchase order, Goods Receipt and to compute each supplier performance. The flow 

diagram of the program design is illustrated in Figure 4.2. The database system of 

supplier evaluation system was developed by consisting of the following data input and 

data output. (Note: * = Primary key) 
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Input Database Process Output + Reports  
 
 

  
  

  
  

         
Suppliers   Add    
Products   Modify    
Staffs   Delete  - Product Lists 
         
         
          
 
 

     
- Delivery Materials 

PR   Add  - PO sort by Suppliers 
PO   Modify  - PO sort by company 
(Daily Record)   Delete  - PR Lists 
       - PO Lists 
         
          

         
GR   Calculate the score     
         
         

         
         
          

 

Figure 4.2 The diagram of system input/output design
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i) Database of Input 

 

Table 4.11 Database of Products and Category 

Products  
Field Type Description 

ProductID * Text  Product ID 
SupplierID * Text  Supplier ID 
ProductCatID Text  Category ID 
ProductName Text  Product Name 
Unit Text  Unit 
UnitPrice Number  Unit Price 
LastUpdate Date  Date of Update Price 
ProductStatus Text  Status of Product 
Rec Text   Recorder Name 

 

Table 4.12 Database of Product Categories Table 

Products Category Table  
Field Type Description 

ProductsCatID * Text Category ID 
ProductsCatName Text Category Name 

 

Table 4.13 Database of Suppliers  

Suppliers Table  
Field Type Description 

SupplierID * Text  Supplier ID 
SupplierName Text  Supplier Name 
ContactName Text  Contact Name 
Address Text  Address 
Phone Text  Phone 
Mobile Text  Mobile 
Email Text  E-mail address 
PaymentTerm Text  Condition of Payment 
SupplierType Text  New /Approved/ Certified/ Potential 

 

Table 4.14 Database of Staffs 

Staffs  Table  
Field Type Description 

StaffID * AutoNumber Staff ID 
StaffName Text Staff Name 
Surname Text Surname 
Department Text Department 
CompanyCode Text Company Code 
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Table 4.15 Database of Purchasing Staffs 

Purchasing Staffs Table  
Field Type Description 

PStaffID AutoNumber Purchasing Staff ID 
PStaffName Text  Purchasing Staff Name 

 

Table 4.16 Database of PR and PR Details (Purchase Requisition) 

PR 
Field Type Description 

PRCode * Text  PR Code 
StaffID * Text  Requirer Code 
PRDate Date  PR Date 
NeedDate Date  Need Date 
IssueDate Date  Issue Date  
PRFlag Text  Status of PR 
Rec Text   Recorder Name 

 

PR Details 
Field Type Description 

PRCode * Text  PR Code 
ProductID * Text  Product ID 
StaffID * Text  Staff ID 
Line Text  Item number in order 
Site Text  Company Code  
Quantity Number  Quantity request 

 

Table 4.17 Database of PO and PO Details (Purchase Order)  

PO Table  
Field Type Description 

POCode * Text  PO Code 
SupplierID Text  Supplier ID 
PaymentTerm Text  Payment Term 
PStaffID Number  Purchasing Staff ID 
PRCode Text  PR Code 
PODate  Date  PO Date 
PrintDate Date  Date Print PO  
ApprovedDate Date  Date Approved PO 
DueDate  Date  Due Date  
Discount Text  Discount rate 
NetTotal Number  Net Total of purchase order 
NetVAT Number  Net VAT 
POFlag Text  Status of PO 
Rec Text   Recorder Name 
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PO Details Table  
Field Type Description 

POCode * Text  PO Code 
ProductID * Text  Product ID 
QtyOrder Text  Actual quantity order 
UnitPrice Number  Price per unit 
PriceDiscount Number  Discount per unit 
Net Number  Net item after discount 
IsReceived Text  Status of Product received 

 

Table 4.18 Database of GR and GR Details (Good Receipt) 

GR Table  
Field Type Description 

GRCode * Text  GR Code 
POCode Text  PO Code 
InvoiceNo Text  Invoice Nunmer 
Receipt Date Date  Date Product delivered 
Rec Text   Recorder Name 

 

GR Details Table  
Field Type Description 

GRCode * Text  GR Code 
ProductID * Text  Product ID 
OnTime Text  Status of timeliness delivery 
Receipt Qty Text  Number of quantity delivered 
LackQty Text  Number of quantity lack 
PercentDelivery Text  Percentage of Items delivered 
Receipt Status Text  Status of Items delivered 

 

Table 4.19 Database of Quality and Quality Details 

Quality Table  
Field Type Description 

Qcode * Text  Quality Code 
POCode * Text  PO Code 
GRCode * Text  GR Code 
QDate Date  Date of inspection 
Rec Text   Recorder Name 

 

Quality Details Table  
Field Type Description 

Qcode * Text  Quality Code 
ProductID * Text  Product ID 
AcceptQty Text  Accept Quantity  
DefectDesc Text  Defect Description 
PercentAccept Text  Percentage of Items accepted 
QualityStatus Text  Status of Items accepted 
TimeofShip Text Time of shipment 
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ii) Database Output 

 

Table 4.20 Evaluation Table 

Evaluation Table  
Field Type Description 

SupplierID Text Supplier ID 
EvaDate Date Date of Evaluating 

Q1 Text Score of Rejection rate 
Q2 Text Score of Lot acceptance rate 
D1 Text Score of On-time 
D2 Text Score of Fulfillment of orders 
P1 Text Score of Cost competitiveness 
P2 Text Score of Cost reduction 
P3 Text Score of Payment term 
S1 Text Score of Responsiveness 
S2 Text Score of Technical/ product knowledge 
S3 Text Score of Corrective action response 
S4 Text Score of Advance notice purchasing information 
S5 Text Score of Assistance in emergency orders 
R1 Text Score of Management capacity 
R2 Text Score of Financial stability 
R3 Text Score of Registered capital 
R4 Text Score of Duration of business 
R5 Text Score of ISO certificate 

TotalScore Text Total Weight Score 
SupClass Text Type of Supplier 
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Table Relationship: 

 

 
 

Figure 4.3 Table relationship of database of supplier evaluation system  
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Apart from the score computation and the supplier classification, issuing reports is the 

important function of the system through the application of Crystal Report version 9.0. 

The key reports include  

1. Summary of Monthly Delivery Materials 

2. Good Receipt List 

3. Product list 

4. Purchase Requisition List sort by Supplier 

5. Purchase Order List sort by Supplier 

6. Purchase Order sort by Product ID 

7. Purchase Order sort by Product Name 

8. Purchase Order List sort by Product Categories 

9. Evaluation Report 

10. Price Change of material 

 



 

CHAPTER 5 

SYSTEM DEVELOPMENT AND IMPLEMENTATION 
 

5.1. Survey the readiness 

 According to chapter 4.3, the proposed system was developed on Microsoft Access 

version 2000, Visual Basic 6.0, as well as Crystal Report version 9.0. Establishment of a 

computerized system for supplier evaluation is required a plan for implementing. The 

plan of the proposed system in the ABC Company was set into steps as follows 

 

Step1:  Hardware and software requirement  

  The proposed system is planned to specifically use in the purchasing department; 

we set the selected PC to be server and other PCs working as Clients. 

 

Hardware and software requirement Description  
CPU  Pentium 166 MHz up 

Hard disk  1.2 GB up 
RAM  32 Megabyte up 

Operation system  Windows 98, Window 2000, 
   Window ME, Window XP 

Database system  Microsoft Access 2000 
Network  Intranet 10/100 
Monitor - 

Keyboard - 
Mouse - 

 
Table 5.1 Hardware and software requirement 

 
Step2: Preparing the master data  

• Gathering the Master Data such as suppliers, products, employees from the 

existing information 

• Determining the Products categories and Product code 

• Entering primarily data through the user interface of the proposed system 
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Step3:  Initiating the proposed program  

 After the equipment, initial data and staff are ready, the proposed program will be 

started in the following step: 

• Installing the proposed program and additional software (i.e. Visual Basic and 

Crystal Report) in each PC. 

• Testing the performance of the program in network  

• Holding a meeting among the users  

• Training relevant users on the program utilization 

• Determining the duration for testing the program 

• Verifying the performance of the program and the record of data 

• Evaluating the performance of the program 

• Authorizing the result of using the program by Supplier Evaluation Team 

approve 

 
 
5.2. Testing the performance of Purchasing Evaluation System 

Testing the performance of Purchasing Evaluation System is associated with 1) 

checking errors of the system during running an operation, 2) checking whether the 

system process work properly 3) ensuring the system designed can operate in real 

situation. To examine the above functions, we use the historical data of company to 

compare the system performance and its results. 

 

The investigation of the system performance is separated into three parts: Database 

management system, Evaluating the user’s satisfaction and Validation of evaluating. 

 

5.2.1 Database Management System 

The proposed system has capable of collecting all required data, namely Transaction Data 

and Master Data. Both data are stored in Purchasing.mdb. Due to the program’s 

relationship property, when data are updated in some place, the linkage will automatically 

changed that data in other tables.  This helps lessen the redundancy in entering the 

repeated data. It shows how easy the program is. In addition, generating summary reports 

is faster and more convenient than the previous system, in which the users have to collect 
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data and rekey-in to the spread sheet for reporting summary purpose.  The comparative 

results are concluded in the table below. 

 

Item Database management of Database management of 
  Purchasing.mdb The old system (Excel File) 

1. Collecting data • Keeping in file of MS.Access • Separating in MS.Excel files 

    
• Experience, Memory or 

Documents 
2. Viewing data 
 

• Viewing by using menu  
       function on screen 

• Searching in each spread 
sheet 

3. Generating summary 
reports 

• Printing immediately by 
using menu on screen 

• Collecting information and 
retyping data in order to issue 

  • Providing with graphs reports 
4. Accessing data  • Use altogether • One by one staff 
5. Time of keying data • Average 3 minutes per order • Average 5 minutes per order 
into database     
6. Amount of orders per 
day 

• Approx. 20 orders per day 
 

• Approx. 10 orders per day 
 

7. Evaluating method 
 

• Calculating by formula  
       sorted supplier's name 

• Experience, Memory, And 
Documents 

 
Table 5.2 The comparison of the database management system of supplier 

evaluation system and the existing system 

 

5.2.2 Evaluating the user’s satisfaction on the system designed 

In evaluating the result of using supplier evaluation system, the questionnaire is 

developed to assess the user’s satisfaction on the program after using the program 

over a week period, after the users are familiar with the program. The major aspect of 

evaluating performance of program is focusing on convenience in each process such 

as updating data, searching product’s price, evaluating supplier and issuing reports. 

Moreover, the program will be evaluated in terms of the correction of the evaluation 

results. Key evaluators of the supplier evaluation system are 5 buyers, 2 senior buyers 

and a purchasing manager. 

 

The criteria of evaluating of users’ satisfaction are emphasized on conveniences of 

the system that can be considered in details as follows: 

1. Entering and/ or updating Data 

2. Searching Product Cost 
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3. Searching History of Orders 

4. Tracking Purchasing Orders 

5. Rating Suppliers 

6. Generating Summary Reports 

7. Assessing Database 

 

At the initial stage of implementing the program for a week period, the result of 

user’s satisfaction on the program can be summarized as shown Table 5.2  

 

Evaluating Items Average score  
Convenience in   
1. Keying Input Data 8.25 
2. Editing Data 8 
3. Tracking Purchasing Orders 9 
4. Searching for Cost of Materials 9.25 
5. Searching Historical Orders 8.5 
6. Rating Suppliers 9 
7. Generating Reports 8.5 
8. Accessing Database 7.5 

 

Table 5.3 Average score of user’s satisfaction 

 

It can be seen that the level of user’s satisfaction was rated relatively high score, 

particularly in aspect of searching for cost of materials, tracking purchasing orders, 

and rating suppliers. Keying input data and editing data gained a slightly lower score 

because the users need more time to adapt themselves to the program usage. The 

lowest score in database assessment is at 7.5; however, it did not mean bad.  It was 

reasoned that the users felt the program worked too slow to access, in particular 

generating the summary reports.  The main cause of inferior score may be from the 

difference of operation system and free space of Hard disk in each PC, which affected 

to the performance of the system. 
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5.2.3 Validation of evaluating 

   After implementing the proposed system, there was a question whether the 

supplier’s classification is appropriate to the actual supplier’s performance. To check 

the validation of evaluating, the team selected ten sample suppliers of the appraisal 

result using the proposed system. The ten suppliers had 80% collective purchase 

volume of the total purchased value inputting to the database. The result of 

implementing the program grouped four suppliers into Potential level, four into 

Certificate level, and two into Approved level.  However, some results of appraisal 

were not consistent with company’s perception on these suppliers as show in the 

Table 5.3. 

 

Supplier Classification Classification 

  
from the proposed 

system 
from the existing 

system 
1 Potential Potential 
2 Certificate Potential 
3 Potential Potential 
4 Certificate Certificate 
5 Certificate Certificate 
6 Certificate Certificate 
7 Approved Approved 
8 Potential Potential 
9 Potential Certificate 

10 Approved Approved 
 

Table 5.4 The result of evaluation supplier based on the proposed system 

   

   The reasons of contrast result were the limitation of information in the database 

and determination of weight and rating scale. In real situation, the company placed 

numerous orders to Supplier No.2 and 9, but during the period of testing the program, 

only few orders were presented.  Thus, the validation of result was not absolutely 

precise. After discussion, the team conclusively accepted the results of evaluation at 

the initial stage, even there were some differences.  For the future, rating scale and 

weighing criteria can be adjusted to be more accurate after the company has sufficient 

supplier performance and has experienced in the proposed program for a while.  In 

practice, the company may apply the statistic application (e.g. the average and 
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dispersion of the supplier’s rating score) to modify the concept of categorization. For 

example, the company can recognize the number of optimal suppliers in each level of 

the supply base. Using of the statistic principle, the company can arrange suppliers 

the suitable rating score and the precise group. 

 

5.3 Screen Design 

 The main screen of the program is illustrated in Figure 5.1 that there are 8 major 

menus, i.e. master files, PR menu, PO menu, GR menu, Evaluating menu, Summary 

report menu, Admin menu and Help menu. The below pictures present the sample 

screens of the program. For the full details of screen design are described in the 

manual of the program (Appendix A). 

 

 
 

Figure 5.1 The main screen of the program 

 

 
 

Figure 5.2 Menu of Master file 

When selecting the product submenu, the users will jump into the screen of product 

as shown in Figure 5.3 
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Figure 5.3 The screen of Products 

 

 
 

Figure 5.4 Menu of PR 

 

Choosing PR submenu, the screen of PR will appear as shown in Figure 5.5 
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Figure 5.5 The screen of input PR data 

 

 
 

Figure 5.6 Menu of PO 

The users can fill in the details of PO by selecting Menu of PO and the screen of PO 

as illustrated in Figure 5.7 
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Figure 5.7 The screen of input PO data 

 

 
 

Figure 5.8 Menu of Evaluating 

 

To rate supplier, the users have to choose Menu of Evaluating. After that the screen 

of Evaluating shows in the picture below. 
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Figure 5.9 The scrren of Evaluating supplier 

 

Generating summary reports is not complicated, the users just go to the menu of 

summary report and then choose type of report that they want. 

 

 
 

Figure 5.10 Menu of Summary Report 
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Figure 5.11 The screen of Summary Report 

 

 

 



CHAPTER 6 

CONCLUSIONS AND RECOMMENDATIONS 
 

6.1 Conclusions 

 This thesis focuses on developing the computerized supplier evaluation system and 

database management for a firm in the packaging industry. The research started with 

studying the existing evaluation system, a manual system, which is a lengthy time-

consuming process in collecting data and making evaluation. A cause-effect diagram was 

used to find root causes of the problem, i.e. personnel, method of collecting data, the 

existing process in making evaluation, and the flaw of existing data. Therefore, the 

research aimed to develop the way to improve the procedure of supplier evaluation. The 

objectives of the study are to make the assessment of the supplier performance faster, to 

classify the suppliers according to their performances, and to generate the relevant 

reports.  

 

The proposed system was developed through using Microsoft Visual Basic 6.0 

program, Microsoft Access version 2000 as the database management system and Crystal 

report 9.0 as reporting tool. Major activities of the system are designed to collect relevant 

and significant data about the supplier’s performance and to convert these data into the 

objective score and to categorize each supplier into the suitable group based on the 

supplier’s score. The expected result of this system is providing the users with 

comfortable process, particularly in evaluating suppliers and updating the significant data. 

The complication and difficulty of the existing supplier evaluation is in the process of 

searching the required data of each supplier one-by-one and manually making the 

assessment. The shortcoming can be solved by the proposed system because what 

information needed in assessment is designed to present in only one screen.  Moreover, 

updating data could be done automatically, for example if there is some changes in any 

data in one table, the information on the linked tables will be updated automatically.  

 

According to the system for evaluating suppliers, the existing practice was not 

standardized, which may be biased by the evaluator’s preferences. The existing result was 

rather dependent on the evaluators’ experiences and judgment, specifically from 

purchasing staff. As a result, the new proposed system was established by the 
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collaboration of all members from the involved departments. The body of the supplier 

evaluation team encompassed the staffs from production, purchasing, QA, and store. The 

team is responsible entirely for determining the methodology and criteria including with 

attributes in each criterion of making evaluation, weighing each attribute and setting up 

rating levels. The calculating method of evaluation is multiplying the supplier’s rating for 

any variable by its variable’s importance. The suppliers who obtain the higher composite 

scores will be positioned in the hierarchy levels of AVL, following to the specified 

categories-- potential, certificate and approved level, respectively. The system emphasizes 

on not only the design of computer system itself but also the operational design for end-

users. Therefore, it is prerequisite to provide training course for the involved people to 

know the concept and application of the system before using the proposed program.  

 

The Weight-point approach is used as a method of evaluating supplier performance. 

Supplier performance rating process is based on purchasing record, incoming inspection 

report and goods receipt report to evaluate the quality of suppliers both its products and 

services upon five key criteria, i.e. quality, delivery, service, price, and reliability. The 

new established system was put into practice for a week. After implementing, the results 

showed that the users were somewhat satisfied especially in aspect of searching cost of 

materials, tracking purchasing orders, and rating suppliers. The validation of supplier 

classification using in the proposed system was not fully consistent with the company’s 

perception. However, the team agreed to accept the outcome because the fallacy was 

probably resulted from the limitation of supplier data performing this project also 

encouraged the company to improve supplier evaluation system to be more objective and 

standardized. 
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6.2 Recommendations 
 
1. The supplier evaluation system is designed to assess all suppliers under the same 

condition both criteria and weight-giving to each criterion, even in practice the 

different product would rather require the different criteria to measure. So, we suggest 

it seem more reasonable that each product should be grouped in the same product 

categories and applied the same criteria within its product group.  

2. To accurately assess supplier performance in terms of quality, the amount of 

defective items found in the production process should be reported to purchasing 

department as soon as possible, as the additional reference in evaluating the supplier 

performance.  

3. The company shall continually adjust the weights given to each performance to be 

more accurate and change the rating scale to reflect the accuracy of placing suppliers 

at the right classification levels. 

4. There is no weighting given to the reliability performance because, the company at 

present has no plan to visit supplier’s site. However, the proposed system is designed 

the screen for reliability area in response to the future need. 

5. Since our sampling collection had been done within limited timeframe of only 1 week 

period, the result of using those samples in our analysis was deviated from the 

evaluators’ estimations.  It is expected that the result would be more accurate, if there 

were sufficient data processed in making evaluation.    

6. The current system and proposed system are not informed to supplier about the 

performance results, just internally used.  To improve suppliers’ products and 

services, particularly suppliers’ weaknesses, the company should have a regular 

meeting among buyers, users and suppliers to give feedback on supplier’s 

performance on continuous and regular basis.  In stepping further to install the 

supplier development programs, discussion and collaboration with suppliers is 

required.   

7. The users have face difficulties in entering and transferring the existing data of master 

file to the database, thereby spending long time to putting data in the process.  It so 

had better to automatically link the data with the new system.  
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The Supplier Evaluation System User Guide 
 

General information  

This document provides all information and instructions for using the program, 

effectively. This user guide covers four major areas: 

1. Getting started with the software 

2. Updating data (Add, Edit, Delete, View) 

3. Generating reports 

4. Evaluating suppliers 

 

1. Getting started with the software 

A valid account and password is required to access to the proposed program. The 

administrator is the only one who can add or change the users.  

 

Logging in to the program 

1. Enter your account ID in the username field. 

2. Enter your password in the Password field. 

3. Click OK  

 

 
 

If the users type the wrong username or password incorrectly, he or she can not access the 

system and the below page shown ‘Your username or password is not correct’ illustrated 

as follows. 
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After typing the correct Username and Password, the following page appears. 
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2. Updating data  

This process is related to adding, editing, deleting as well as viewing in Master files and 

Transaction files. The master files are record of Products, Product categories, Suppliers 

and Staffs, whereas the transaction files are Purchase requisitions, Purchase order, and 

Goods receipt.  

 

Mater files 

 The user can update data of records by using buttons (Add, Save, Edit, Delete, 

Update and Exit). The following pictures are the working screens of the master files in the 

proposed program. 

 

• Products 
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• Product categories 

 

 
 

• Suppliers 

 

•  
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• Staffs 

 

 
 

Transaction files 

• Purchase Requisition (PR) 
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1. The user inputs data of PR Head in the screen of PR recorder, including PR 

Code, Staff Name (The person asked purchase product), PR Date, Issue Date, 

Buyer performance Date, and Need Date. 

 

 
 

2. In PR Details, the user clicks button (…) in order to select product form the 

products screen and then add other data in the box. In case there is no product 

in the record, the user is able add new product by pressing new product button. 

3. If there are some errors from keying in the PR Details, the user is able to 

change by double clicking on the row of table that required. All data will be 

retrieved in the text box and Add button disabled. After that press Edit button 

(No. 15) to enter data into the below table. 
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4. When everything is correct, press save button (No.17) to record data in the 

database. The Message box will appear to ask for the users’ conform before 

saving. 
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• Purchase Order (PO) 

 
 

1. Before input data in the PO Record, the user has to book the PO Number as 

the following picture.  

 
 

2. After booking the PO Number, the user comes in the screen of PO record and 

fills out the details of the PO Head. 
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3. Press button (…) to choose the PR related, the following picture appears. The 

program will search PR Code and other details by entering the duration of PR 

Date. When find out the PR Code, select PR by double click on the row of 

table required. 

 

 
 

4. The system will bring information of PR Details into the table as shown in the 

following picture. Then the user enters data of PO details, including Quantity 

Order, Quotation Price, Discount and Market Price. Price After Discount (No. 



 74

15) and Net Price (No. 16) will be calculated by the program by pressing Enter 

button of the keyboard.  

 

 
 

5. When data is complete, pressing button Add product (No. 18) into the table 

below. The user can add the next product by double clicking the row of PR 

Details table and do the same process as the step 4. 
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6. In case the user needs to edit product in the table, double click the row of the 

table required. All data will be retrieved into the text box which the user can 

change data and presses Edit button (No. 19) to put in the details of product 

revised into the table. 

 

 
 

7. When everything is correct, press save button (No.28) to record data in the 

database. The Message box will appear to ask for the users’ conform before 

saving. 
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• Goods receipt 

 
 

1. After receiving the Goods receipt report and IQC, the user fills up data in the 

GR Head and double clicks on the row of the PO Details table to record the 

results of inspection into the GR Details.   
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2. Filling up the result of quality inspection of the product (Accept all items, 

Reject some Items, or Reject all items), the number of accept – the number of 

reject as well as the cause of rejection. If accept all the program show text box 

Then press button save inspection (No. 22) to enter data in the below table. 
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For example, Quantity order was 80, but Quantity receipt was 75. So the 

percentage of delivery equals 75*100/80 = 93.75. The number of product passed 

quantity inspection accounts for 70 items (rejected 5 items), thus Lack Quantity 

was 10 and the amount of product accepted (or Accept Quantity) was 70 items. 

Therefore, the percentage of Acceptance was 93.33 (= 70*100/75) and the 

percentage of Lot Accept Received is zero. 

 

3. During save the data, if user did not fill time of shipment (No. 27), the 

message will warn the user to fill up it before. 

 

 
 

 
 

4. When data is complete, press save button (Button No.29) to record data in the 

database. The Message box will appear to ask for the users’ conform before 

saving. 
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3. Generating Reports 

The program offers 4 screens of reports as follows 

1. PR List 

2. PO List 

3. GR List 

4. Total Report 

4.1.Total Report 

4.2.Price Change Report 

 

1. PR List 

At main menu, the users click menu of purchase requisition and select PR Report as 

shown in the picture below. 

 

 
 

After that the user will see the next screen. 
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This report searches two types, which all company in subsidiary issued PR or selected 

company with the range of PR Date. The user is able to view PR report from all 

company or each company  

 

 
 

2. PO List 

At main menu, the users click menu of purchase order and select PO Report as shown 

in the picture below. 
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The screen of PO report is  

 

 
 

This report searches according to the range of PO Date. The user is able to choose to 

view PO report from all company or each company in subsidiary. 

 

 
 

3. GR list 

At main menu, the users click menu of good receipt and select GR Report as shown in 

the picture below. 
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This report searches according to GR Date. The user is able to view GR report two 

types (subsidiary and supplier) from all companies or each company in subsidiary and 

all suppliers or each supplier. 
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4. Total Reports 

This screen composes of two groups, which are Summary reports and Price change of 

Material Report. The Summary reports can be separated into four sub-reports as 

follows  

i. Raw Material Delivery Report 

ii. Summary of Product Report 

iii. Summary of PO Report 

iv. Summary of GR Report 
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The first following picture is an example of the reports from Summary Report Screen 

(Summary of Purchase order sorted by suppliers), while the next one isfrom the Price 

Change report).  
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4. Evaluating 

Choose the menu evaluating supplier  at the main menu as piceture to evaluate 

supplier. 

 

 
 

The screen will be as below. 

 

 
 

1. Selecting Supplier name (No. 2) and determining the duration of evaluating 

(No. 3 -4). Then press the Call data button (No. 5), the information of the 

selected supplier within the time limited and time of products delivered appear  

(No. 6) 
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In evaluating area of quality, delivery and price, the program will automatically calculate 

score between 1 and 5 (The text boxes appear in dark color), whereas service and 

reliability it required the evaluator to fill out score between 1 and 5 according to own of 

the evaluator’s opinion. The following pictures are sample of evaluating areas.  

 

Quality 
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Delivery 

 

 
 

Service 

 

 
 

Price 
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Services 

 

 
 

Reliability 

 

 
 

Result Evaluating 
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This report is used to inform suppliers about their performance during the range of time 

determined. 

 

 
 

Moreover, the user can view the classification report of supplier evaluation by selecting 

the last menu of evaluating menu at the main menu. Then the screen will change to be as 

follows. 
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Questionnaire Form  
for  

Evaluate Performance of Supplier Evalaution System 
 

 
Evaluator’s Name __________________ 

 
 
 
 

Criteria for Convenience Score 
The proposed system works excellently to support the purchase 
process. 10 

The proposed system works best to support the purchase process. 8 

The proposed system works properly 5 

The proposed system can work as same as the old system. 3 

The proposed system works inferior to the old system. 1 

The proposed system cannot work at all. 0 
 
 
 
 
 

Evaluating Items Score 

Convenience in 
Excellent 

(10) 
Good 
 (8) 

Fair 
(5) 

Same 
(3) 

Bad 
(1) 

Poor 
(0) 

1. Keying Input Data             

2. Editing Data             
3. Tracking Purchasing 
Orders             
4. Searching for Cost of 
Materials             
5. Searching Historical 
Orders             

6. Rating Suppliers             
7. Generating Summary 
Reports             

8. Accessing Database             
 



 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

APPENDIX C 
 

The Existing Forms 



 94

Sample of Good Receipt Form 
 

 
 

Figure C1 The Sample of Good receipt from 
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Sample of IQC Form 
 

 
 

Figure C2 The sample of Incoming Material Inspection Form (IQC) 
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Evaluating form 

 
 

Figure C3 The current form of supplier evaluation 
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