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[SCM] SUPPLY CHAIN MANAGEMENT 

 
 
Introduction 

 
Logisticians are a sad and embittered race of men who are very much in demand in war, 
and who sink resentfully into obscurity in peace. They deal only with facts, but must work for 
men who merchandize with theories. They emerge during war because war is very much a 
fact; they disappear in peace because peace is mostly theory. The people who merchandize 
with theories and employ logisticians in war and ignore them in peace are generals. 

 
Generals are a happily blessed race who radiate confidence and power. They feed only on 
ambrosia and drink only nectar. In peace, they stride confidently and can invade a world 
simply by sweeping their hands grandly over a map, pointing their fingers decisively up 
terrain corridors, and blocking defiles and obstacles with the sides of their hands. In war, 
they must stride more slowly because each general has a logistician riding on his back and 
he knows that, at any moment, the logistician may lean forward and whisper: "No, you can't 
do that." Generals fear logisticians in war and in peace; generals try to forget logisticians. 

 

Romping along beside generals are strategists and tacticians. Logisticians despise 
strategists and tacticians. Strategists and tacticians do not know about logisticians until they 
grow to become generals – which they usually do. 

 
Sometimes a logistician becomes a general. If he does, he must associate with generals 
whom he hates; he has a retinue of strategists and tacticians whom he despises; and, on 
his back, is a logistician whom he fears. This is why logisticians who become generals 
always have ulcers and cannot eat their ambrosia. 

 
Author Unknown 

 

Effective operations managers excel at two complementary levels. First, they are familiar with the basic 
rules that govern business processes. This helps them improving the operations within their firms—the 
focus of Operations Management. Second, they understand the supply chains their firms belong to and 
how these extend far beyond their firms’ boundaries. This helps them ensuring that adequate value is 
delivered to the final customer when working together with upstream and downstream players—the 
focus of Supply Chain Management. 

 
In this course, we will introduce the key principles that govern supply chains. We will also discuss and 
analyze long-term operational strategies that take into account the different players in the value chain. 
For this, we will focus on three important constituencies of supply chains: (i) the physical flows of goods 
and services (i.e., logistics); (ii) the information flows; and (iii) the value flows. 
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Objectives 

 
 Understand the key principles that govern the design and dynamics of supply chains, i.e., facility 

location, logistics, inventory management, etc. 

 Identify the roles and incentives of the different players belonging to a supply chain. 

 Understand how efficient coordination and competition can be achieved across players with 
different interests. 

 Understand how value creation is distributed among players in the supply chain. 

 Identify the key criteria to make long-term, strategic decisions in supply chains 

 
Competences 

 
General competences 

 

 To prioritize objectives, schedule activities appropriately, and execute them within the proper 

timeframe. 

 To distinguish and categorize relevant information effectively for business decision making. 

Specific competences 
 

 To optimize systems of operations and logistics chains with special attention to processes, 

queues, and inventory management. 

 To implement product and service delivery strategies that encompass all the actors in the 

production chain: suppliers, manufacturers, distributors, and customers. 

 

 
Content 
See session distribution at the end. 
 

Evaluation 

There will be four major elements to formally evaluate your performance: 

Class participation: 35% 
You are expected to be an active member of the class and contribute to the quality of the discussion. I 
will evaluate class participation using the following criteria: (i) relevance of the points made, (ii) 
understanding and analysis of the case, (iii) coherence–and absence of overlap–with other comments 
already made in class, and (iv) willingness to contribute. Repetition or superfluous or irrelevant 
comments will penalize your grade. In order to assist you in the case preparation, I provide you with 
some preparation guidelines for each session. These assignment questions are primarily intended to 
clear out some points on the case and to give you a direction for the discussion, but your understanding 
of the matter will only increase if you then continue the analysis on the managerial level and finally come 
to a good solution of the problem(s) presented in the case. 

 
Individual report: 25% 
You will have to submit—via Global Campus—an individual report with your recommendation regarding 
our first case (Bioco). I expect an Executive Summary covering the preparation guidelines of the session 
in one-page maximum and pdf format. The report should read well, contain all (and only) relevant 
aspects of the decision addressed, and be explicit about recommendations. 

 
Group submission: 10% 
We will devote Sessions 3 and 4 of the course to play the Beer Game—a simulation about supply chain 
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dynamics. We will perform this activity in groups, but not the regular GEMBA teams. Before the 
simulation starts, each group will have to agree on a strategy and submit a one pager for evaluation.  

 
Post-residential activity: 30% 
This is a unified report that spans Supply Chain Management, Global Strategy, and Cross-Cultural 
Management. More information about it is provided at the end of this document. 

 

 


