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Good morning ladies & gentlemen,



Thank you for being here despite your busy schedules.



I am Kim Chang Bong with the Department of Business & Economics at Chung Ang University, Seoul.



This morning I will introduce to you the current status of SCM of Korean business.

From my presentation you will learn how critical SCM is for Korean firms to successfully

complete in global markets.  More importantly, you will learn that Korean SCM can be

a strong model for firms to adapt in your home countries.



Now let’s move on to my presentation.
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According to the “Institute of Supply Management (USA)”


The Business Supply Chain: A Generic Model
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KEY POINTS: “Focal firm” is company which builds SCM to extend out to the other SCM partners.


Why Do Korean Companies Build SCM?

» Korean business has become highly globalized whereby Korean
firms partner with multiple companies in different geographic regions
to produce and sell their products.

» As a result, Korean business has built SCM that can accommodate
B2B and B2C supply chains that reach farther and deeper into
global regions, more than ever before.

» Advanced SCM allows Korean business to:

1) increase overseas market-share thru information sharing with
business partners

2) reduce inventory & logistics management costs thru B2B networking
3) quickly adapt to continuously changing customers’ needs
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Explain Cause (box) and  Effect (circle) relationship. 
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Traditional Korea Trade Model (1960-1990)
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Three partners: Overseas suppliers of raw materials to Korean manufacturers exporting to overseas distributors.

The typical model during Korea’s export oriented economy in the 1960 and its heavy industrialization in the 1970-80s. 


The New Korea Trade Paradigm (1990-2000s)
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Start by explain the Key box. Green is imports into Korea, Orange is exports from Korea, Black are Korean overseas subsidiaries, and Yellow is Korean’s Global SCM Partners

Explain, 1) the heavy contribution of IT products in SCM

 2) new partners in SCM which are Korean Overseas Subsidiaries and Global SCM Partners

3) the growth of China and ASEAN markets


Global Trade
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Figure 8.2 Continuous replenishment in the apparel industry
(Source: After Kuhel, 2002) 9
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Explain the importance of building Business Partnering and extending SCM to overseas markets in advance SCM stage.


SCM Business Partnering & Information Sharing
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Each circle represents the 4 major groups of partners in today’s advanced global SCM. The Focal firm (SCM Builder or end-product manufacture is required to partners with these 4 groups within an advanced SCM.


Conclusion

Korean companies require having advanced SCM to
successfully compete in Global markets.

Advanced SCM requires business partnering with overseas
vendors, overseas subsidiaries, and overseas distributors.

Building an advanced SCM increases business export
competitiveness thru faster response times, reduced costs,
stronger business partnering, and greater customer satisfaction.
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Study and memorize bullets. State each box-text slowly with eye contact to audience
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Thank you for your time and attention, and please freely contact me with your comments or questions.



Kamsahamnida!
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