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Purchasing and supply chain management 

have undergone a transformation into 

strategic processes within organizations, 

wherein supplier relationship management 

(SRM) assumes a critical role. SRM entails 

the establishment and maintenance of 

relationships with suppliers. Supply chain 

managers are tasked with making strategic 

determinations regarding suppliers and 

implementing effective procurement 

strategies. Nevertheless, managing 

relationships with a multitude of suppliers 

can prove challenging and resource-

intensive. Supplier segmentation serves as 

a valuable approach for identifying and 

prioritizing critical suppliers, facilitating 

their adept management. In the case of 

Schindler, a reassessment of the current 

segmentation method predicated on zone 

coverage and spending levels may be 

warranted to account for other pertinent 

factors. By undertaking proper 

segmentation, organizations ensure the 

cultivation of suitable relationships with 

suppliers, thereby contributing to overall 

success.

The study classified 89 suppliers into four 

segments: strategic, bottleneck, leverage, 

and transactional. Each segment requires 

an appropriate procurement strategy. 

Suppliers in the strategic and bottleneck 

segments, characterized by higher market 

complexity, are managed with frequent 

collaboration and information sharing. A 

fast response mechanism should be in 

place for disruptions affecting these 

suppliers. The strategic importance of 

suppliers also influences decisions such as 

buffer inventory levels and sourcing 

strategies. However, operationalizing and 

assigning procurement strategies to 

multiple suppliers remains a challenge. Out 

of  89 suppliers, 44 were classified as 

strategic, 15 as bottleneck, two as 

leverage, and 28 as transactional. These 

suppliers were further categorized based 

on their specific areas of expertise. After 

segmenting the suppliers, an interaction 

model is developed to facilitate effective 

engagement and communication with each 

supplier. 
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Problem Description Main Findings The model incorporates various factors, 

including activities, frequency, participants, 

and the application of the RACI model. The 

development of this model drew upon the 

knowledge and experience of procurement 

experts who possess expertise in supplier 

management.
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