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A Sourcing Strategy for Growth 

Summary  

 

Following an acquisition in a stagnating 

UK market the subsidiary wanted to 

focus on optimising the supply chain. 

The aim was to make it possible to 

maintain the footprint in the current 

business and grow in new geographical 

areas. 

 

A value chain analysis and a process 

review were carried out. The review 

identified what the architecture of the 

future sourcing model would look like. 

 

The problems and opportunities were 

highlighted and a two-strand action 

plan created. 

 

This provided a model which improved 

the client’s bottom line by £2.8m per 

annum. 

 

What we found 

 

Our client manufactured a range of 

products, which provided the company 

with an advantage in the market. The 

design and production documentation 

were patchy at best and the core people 

in product design had left the company 

following the acquisition. Additionally, 

important parts of the core manufacturing 

process were not documented. 

 

What we did 

 

We created an implementation plan, to 

ensure that the supply chain could fulfil 

the business requirements.   

 

A two-strand programme was created: 

Strand 1 included:  

• The creation of product documentation 

for the existing product portfolio. 

• Implementation of a stage-gate model 

for new product development. 

• Internal processes were realigned 

based on LEAN tools and principles.  

 

Strand 1 created a foundation on which 

the future sourcing model could be 

defined. 

 

Creating growth through process efficiency and a profitable long 
term sourcing strategy 
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“ A culture of continual improvement has been ingrained. The results have 

been remarkable”  

 

Managing Director 

 

 

 

Strand 2: a number of high level sourcing 

scenarios were developed based on the 

business requirement. Three scenarios 

were chosen to be developed in detail 

including: 

• A high level implementation plan 

• Financial and non financial impact on 

the business over a 3 year period 

• Risk evaluation and mitigation plan. 

 

We created a Joint Venture Partnership 

agreement with a manufacturer of the 

main products which provided access to a 

comprehensive world wide sales network. 

It also improved the bottom line by 

reducing costs in the product build, and 

the risk of overcapacity was reduced as 

the partner had a bigger client portfolio.   

 

What we achieved 

 

Strand 1 reduced build cost by 35% and 

doubled the capacity with the same 

staffing. 

 

Strand 2 will have improved the bottom 

line by £2.8m per year when fully 

implemented. 
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GIC -General Implementation Consultancy 
PERFORMANCE IMPROVEMENT, CHANGE MANAGEMENT AND OUTSOURCING 


