Basics of Supply Chain Management
ASQ Quality Press, Milwaukee, Wisconsin, USA
FOREWORD
In early 2014, the ASQ Customer–Supplier
Division completed a project to write and publish a
small book on the basics of supply chain
management. A free copy of that ASQ Supply
Chain Management Primer was given to all
members of the Division. This small summary
completes our desire to help our brothers and
sisters in quality all around the world. The
practices described here have stood the test of
time. They work. When used, they help your
organization, your country, and the global
community of quality.

ﺃﺳﺎﺳﻳﺎﺕ ﺇﺩﺍﺭﺓ ﺳﻠﺳﻠﺔ ﺍﻟﺗﻣﻭﻳﻥ
 ﻭﻻﻳﺔ ﻭﻳﺳﻛﻭﻧﺳﻥ، ﻣﻘﺎﻁﻌﺔ ﻣﻳﻠﻭﻭﻛﻲ،ﺍﻟﺟﻣﻌﻳﺔ ﺍﻷﻣﺭﻳﻛﻳﺔ ﻟﻠﺟﻭﺩﺓ
ﺍﻟﻭﻻﻳﺎﺕ ﺍﻟﻣﺗﺣﺩﺓ ﺍﻷﻣﺭﻳﻛﻳﺔ
:ﺗﻣﻬﻳﺩ
 ﺍﻧﺟﺯﺕ ﺇﺩﺍﺭﺓ ﺍﻟﻌﻣﻼء ﻭﻣﺯﻭﺩﻱ ﺍﻟﺧﺩﻣﺔ،2014 ﻓﻲ ﺃﻭﺍﺋﻝ ﻋﺎﻡ
( ﻣﺷﺭﻭﻉ ﺗﺄﻟﻳﻑ ﻭﺃﺻﺩﺍﺭASQ) ﺑﺎﻟﺟﻣﻌﻳﺔ ﺍﻷﻣﺭﻳﻛﻳﺔ ﻟﻠﺟﻭﺩﺓ
ﻛﺗﺎﺏ ﺻﻐﻳﺭ ﻋﻠﻰ ﺃﺳﺎﺳﻳﺎﺕ ﺇﺩﺍﺭﺓ ﺳﻠﺳﻠﺔ ﺍﻟﺗﻣﻭﻳﻥ ﻭﻗﺩﻡ ﻧﺳﺧﺔ
 ﻭﻫﺫﺍ ﻣﻠﺧﺹ.ﻣﺟﺎﻧﻳﺔ ﻣﻥ ﻫﺫﺍ ﺍﻟﻛﺗﺎﺏ ﻟﺟﻣﻳﻊ ﺃﻋﺿﺎء ﺍﻹﺩﺍﺭﺓ
ﺻﻐﻳﺭ ﻣﻥ ﺍﻟﻛﺗﺎﺏ ﻧﻌﺑﺭ ﻓﻳﻪ ﻋﻥ ﺭﻏﺑﺗﻧﺎ ﻓﻲ ﻣﺳﺎﻋﺩﺓ ﺇﺧﻭﺍﻧﻧﺎ
 ﺃﺛﺑﺗﺕ.ﻭﺃﺧﻭﺍﺗﻧﺎ ﻓﻲ ﻣﺟﺎﻝ ﺍﻟﺟﻭﺩﺓ ﻓﻲ ﺟﻣﻳﻊ ﺃﻧﺣﺎء ﺍﻟﻌﺎﻟﻡ
ﺍﻟﻣﻣﺎﺭﺳﺎﺕ ﺍﻟﻣﺫﻛﻭﺭﺓ ﻓﻲ ﻫﺫﺍ ﺍﻟﻛﺗﺎﺏ ﺻﻣﻭﺩﻫﺎ ﺃﻣﺎﻡ ﺍﺧﺗﺑﺎﺭ
 ﻓﻬﻲ ﻣﺻﺩﺭ ﻋﻭﻥ ﻟﻣﺅﺳﺳﺗﻙ ﻭﺑﻠﺩﻙ ﻭﺍﻟﻣﺟﺗﻣﻊ ﺍﻟﻌﺎﻟﻣﻲ.ﺍﻟﺯﻣﻥ
. ﻟﻠﺟﻭﺩﺓ ﻋﻧﺩ ﺃﺳﺗﺧﺩﺍﻣﻬﺎ

You may pass along this knowledge to your ،ﺑﺈﻣﻛﺎﻧﻛﻡ ﻣﺷﺎﺭﻛﺔ ﻫﺫﻩ ﺍﻟﻣﻌﺭﻓﺔ ﻣﻊ ﺃﺻﺩﻗﺎﺋﻙ ﻭﺯﻣﻼء ﺍﻟﻌﻣﻝ
friends and co-workers, without charge, under two ، ﻻ ﻳﺟﻭﺯ ﺗﻐﻳﻳﺭ ﺍﻟﻣﺣﺗﻭﻯ: ﻭﺫﻟﻙ ﺑﺷﺭﻁﻳﻥ،ﺑﺩﻭﻥ ﺗﻛﻠﻔﺔ ﻣﺎﺩﻳﺔ
conditions: You may not change the content, and
.ﻭﻳﺟﺏ ﺃﻥ ﻳﻧﺳﺏ ﻫﺫﺍ ﺍﻟﻌﻣﻝ ﻟﻠﺟﻣﻌﻳﺔ ﺍﻷﻣﺭﻳﻛﻳﺔ ﻟﻠﺟﻭﺩﺓ
you must give ASQ credit for providing it to you.
FIVE BASIC STEPS
Supply chain management is a system. Like all
systems, it is composed of many connected
processes, all working in harmony to achieve
organizational objectives. There are five basic
activities we must implement for superior
achievement of those objectives. The processes in
typical sequential order are:
1. Define your requirements.
2. Select a supplier.
3. Award the business.
4. Build and strengthen relationships.
5. Monitor the performance.

:ﺍﻟﺧﻁﻭﺍﺕ ﺍﻷﺳﺎﺳﻳﺔ ﺍﻟﺧﻣﺳﺔ
ﻧﻅﺎﻡ ﺇﺩﺍﺭﺓ ﺳﻠﺳﻠﺔ ﺍﻟﺗﻣﻭﻳﻥ ﻣﺛﻝ ﺟﻣﻳﻊ ﺍﻟﻧﻅﻡ ﻳﺗﻛﻭﻥ ﻣﻥ ﺍﻟﻌﺩﻳﺩ ﻣﻥ
 ﺗﻌﻣﻝ ﺟﻣﻳﻌﻬﺎ ﻓﻲ.ﺍﻟﻌﻣﻠﻳﺎﺕ ﺍﻟﻣﺗﺻﻠﺔ ﻭﺍﻟﻣﺗﺩﺍﺧﻠﺔ ﺑﻌﺿﻬﺎ ﺑﺑﻌﺽ
 ﻭﻫﻧﺎﻙ ﺧﻣﺳﺔ ﺃﻧﺷﻁﺔ ﺃﺳﺎﺳﻳﺔ.ﺍﻧﺳﺟﺎﻡ ﻟﺗﺣﻘﻳﻕ ﺍﻫﺩﺍﻑ ﺍﻟﻣﺅﺳﺳﺔ
.ﻳﺟﺏ ﻋﻠﻳﻧﺎ ﺍﻟﻌﻣﻝ ﺑﻬﺎ ﻟﺗﺣﻘﻳﻕ ﺍﻹﻧﺟﺎﺯ ﺍﻟﻣﻁﻠﻭﺏ ﻟﺗﻠﻙ ﺍﻷﻫﺩﺍﻑ
:ﻭﺍﻟﺗﺭﺗﻳﺏ ﺍﻟﺗﺳﻠﺳﻠﻲ ﻭﺍﻟﻧﻣﻭﺫﺟﻲ ﻟﻬﺫﻩ ﺍﻷﻧﺷﻁﺔ ﻛﺎﻟﺗﺎﻟﻲ

.ﺗﺣﺩﻳﺩ ﺍﻻﺣﺗﻳﺎﺟﺎﺕ ﺍﻟﺧﺎﺻﺔ ﺑﻙ
.ﺇﺧﺗﻳﺎﺭ ﺍﻟﻣﻭﺭﺩ
.ﺇﺭﺳﺎء ﻋﺭﺽ ﺍﻟﺧﺩﻣﺔ
.ﺑﻧﺎء ﻭﺗﻌﺰﻳﺰ ﺍﻟﻌﻼﻗﺎﺕ
.ﻣﺭﺍﻗﺑﺔ ﺍﻷﺩﺍء

.1
.2
.3
.4
.5

These five activities apply to all organizations, be  ﺳﻭﺍء،ﻭﺗﻧﻁﺑﻕ ﻫﺫﻩ ﺍﻷﻧﺷﻁﺔ ﺍﻟﺧﻣﺳﺔ ﻋﻠﻰ ﺟﻣﻳﻊ ﺍﻟﻣﺅﺳﺳﺎﺕ
they government, industry, healthcare, or
 ﺃﻭ ﻣﺅﺳﺳﺎﺕ، ﺭﻋﺎﻳﺔ ﺍﻟﺻﺣﻳﺔ، ﺻﻧﺎﻋﺔ،ﻛﺎﻧﺕ ﻣﺅﺳﺳﺎﺕ ﺣﻛﻭﻣﺔ
education. They form the basis of this primer.
. ﻭﻫﻲ ﺗﺷﻛﻝ ﺃﺳﺎﺱ ﻫﺫﺍ ﺍﻟﺩﻟﻳﻝ ﺍﻟﺗﻣﻬﻳﺩﻱ.ﺗﻌﻠﻳﻣﻳﺔ

DEFINE YOUR REQUIREMENTS
Three things must be defined before you can
obtain the goods and services you want:

.ﺗﺣﺩﻳﺩ ﺍﻻﺣﺗﻳﺎﺟﺎﺕ ﺍﻟﺧﺎﺻﺔ ﺑﻙ
ﻗﺑﻝ ﺍﻟﺷﺭﻭﻉ ﻓﻲ ﻁﻠﺏ ﺍﻟﺣﺻﻭﻝ ﻋﻠﻰ ﺍﻟﺳﻠﻊ ﻭﺍﻟﺧﺩﻣﺎﺕ ﺍﻟﺗﻲ
: ﻳﺟﺏ ﺃﻥ ﻳﺗﻡ ﺗﺣﺩﻳﺩ ﺛﻼﺛﺔ ﺍﺷﻳﺎء ﻭﻫﻲ،ﺗﺭﻳﺩﻫﺎ

1. Technical requirements. These involve classic
form, fit, and function. For manufactured and
process items, requirements are usually
communicated by a combination of drawings,
specifications, and standards. In the service sector,
requirements are often specified in a statement of
work.

 ﻭﻫﻲ ﺗﺗﺿﻣﻥ ﺍﻟﺷﻛﻝ ﺍﻟﺗﻘﻠﻳﺩﻱ ﻭﺍﻟﺗﻁﺎﺑﻘﻲ:ﺍﻹﺣﺗﻳﺎﺟﺎﺕ ﺍﻟﻔﻧﻳﺔ.1
 ﻭﻋﺎﺩ ًﺓ ﺗﻛﻭﻥ ﻫﺫﻩ.ﻭﺍﻟﻭﻅﻳﻔﻲ ﻟﻠﺳﻠﻊ ﻭﺍﻟﻌﻣﻠﻳﺎﺕ ﺍﻟﻣﺻﻧﻌﺔ
ﺍﻻﺣﺗﻳﺎﺟﺎﺕ ﻓﻲ ﻣﺟﻣﻭﻋﺔ ﻣﻧﺩﻣﺟﺔ ﻣﻥ ﺍﻟﺭﺳﻭﻣﺎﺕ ﻭﺍﻟﻣﻭﺍﺻﻔﺎﺕ
 ﺃﻣﺎ ﻓﻲ ﻗﻁﺎﻉ ﺍﻟﺧﺩﻣﺎﺕ ﻏﺎﻟﺑﺎ ﻣﺎ ﻳﺗﻡ ﺗﺣﺩﻳﺩ ﺍﻻﺣﺗﻳﺎﺟﺎﺕ.ﻭﺍﻟﻣﻌﺎﻳﻳﺭ
.ﻓﻲ ﺑﻳﺎﻥ ﻋﻣﻝ

2. Accept–reject criteria. Often, we need certain
tolerances in machining or certain percentages in a
blend. The work must be performed within a
certain period of time. These criteria are measured
and communicated through certificates, reports,
and inspections.

 ﻧﺣﺗﺎﺝ ﻓﻲ ﻛﺛﻳﺭ ﻣﻥ ﺍﻷﺣﻳﺎﻥ ﻟﺑﻌﺽ:ﻣﻌﺎﻳﻳﺭ ﺍﻟﻘﺑﻭﻝ ﺃﻭ ﺍﻟﺭﻓﺽ.2
ﺍﻟﺗﻔﺎﻭﺕ ﺍﻟﻣﺳﻣﻭﺡ ﺑﻪ ﻓﻲ ﺍﻟﺗﺻﻧﻳﻊ ﺃﻭ ﺗﻔﺎﻭﺕ ﻓﻲ ﺍﻟﻧﺳﺏ ﺍﻟﻣﺋﻭﻳﺔ
 ﻋﻠﻰ ﺃﻥ ﻳﺗﻡ ﺇﻧﺟﺎﺯ ﺍﻟﻌﻣﻝ ﻓﻲ ﻏﺿﻭﻥ ﻓﺗﺭﺓ.ﻟﻣﺯﺝ ﺑﻌﺽ ﺍﻟﻣﻭﺍﺩ
 ﻳﺗﻡ ﺗﺩﺍﻭﻝ ﻫﺫﻩ ﺍﻟﻣﻌﺎﻳﻳﺭ ﻣﻥ ﺧﻼﻝ ﺷﻬﺎﺩﺍﺕ.ﻣﻌﻳﻧﺔ ﻣﻥ ﺍﻟﺯﻣﻥ
.ﻣﻌﺗﻣﺩﺓ ﻭﺗﻘﺭﻳﺭ ﻭﻋﻣﻠﻳﺎﺕ ﺍﻟﻔﺣﺹ ﻭﺍﻟﺗﻔﺗﻳﺵ

3. Management system requirements. For those
few suppliers critical to product or service, we
need to specify the management system(s) to be
used when performing the work. Management
systems can come from government regulations
(such as the USA Food and Drug Administration
manufacturing practices), international standards
(such as ISO 9001 and spin-offs), national
standards (such as ASME’s boiler code), or
industry standards (such as the Joint Commission’s
for hospitals and the American Petroleum
Institute’s for pipelines). Smaller suppliers can
pick and choose from portions of bigger
documents, as appropriate. These standard or
custom system requirements become the
foundation for suppliers’ site-specific manuals,
procedures, and assembly sheets.
Of course, all these requirements (technical,
accept, and management) must be spelled out in a
contract or purchase order (PO). To keep contract
instruments reasonably small, we often call out
these common documents by reference or
attachment. Many government and business
organizations use standard supplier terms and
conditions. They use addenda for customizing

 ﻋﻧﺩ ﺍﻟﺷﺭﻭﻉ ﻓﻲ ﺍﻟﻌﻣﻝ ﻧﺣﺗﺎﺝ:ﺇﺣﺗﻳﺎﺟﺎﺕ ﻧﻅﺎﻡ ﺍﻹﺩﺍﺭﺓ.3
ﻟﺗﻭﺿﻳﺢ ﺗﻔﺻﻳﻠﻲ ﻟﻠﻧﻅﻡ ﺍﻹﺩﺍﺭﻳﺔ ﺍﻟﻣﺗﻌﻠﻘﺔ ﺑﺑﻌﺽ ﻣﺯﻭﺩﻱ ﺍﻟﺧﺩﻣﺔ
 ﻭﻳﻣﻛﻥ ﺃﻥ ﻳﺗﺄﻟﻑ ﺍﻟﻧﻅﺎﻡ.ﺍﻟﻣﺅﺛﺭﻳﻥ ﻭﺍﻟﻣﻬﻣﻳﻥ ﻟﻠﻣﻧﺗﺞ ﺃﻭ ﺍﻟﺧﺩﻣﺔ
ﺍﻹﺩﺍﺭﻱ ﻣﻥ ﺍﻷﻧﻅﻣﺔ ﺍﻟﺣﻛﻭﻣﻳﺔ ﻣﺛﻝ )ﻣﻣﺎﺭﺳﺎﺕ ﺗﺻﻧﻳﻊ ﺍﻷﻏﺫﻳﺔ
ﻭﺍﻷﺩﻭﻳﺔ ﻓﻲ ﺍﻟﻭﻻﻳﺎﺕ ﺍﻟﻣﺗﺣﺩﺓ ﺍﻷﻣﺭﻳﻛﻳﺔ( ﻭﺍﻟﻣﻌﺎﻳﻳﺭ ﺍﻟﺩﻭﻟﻳﺔ ﻣﺛﻝ
( ﻭﺍﻟﻣﻌﺎﻳﻳﺭ ﺍﻟﻣﺣﻠﻳﺔ ﻣﺛﻝ )ﺭﻣﺯspin-offs  ﻭISO 9001)
ﺍﻟﻐﻼﻳﺎﺕ ﺑﺎﻟﺟﻣﻌﻳﺔ ﺍﻹﻣﺭﻳﻛﻳﺔ ﻟﻠﻬﻧﺩﺳﺔ ﺍﻟﻣﻛﺎﻧﻳﻛﻳﺔ( ﺃﻭ ﺍﻟﻣﻌﺎﻳﻳﺭ
ﺍﻟﺻﻧﺎﻋﻳﺔ ﻣﺛﻝ )ﺍﻟﻠﺟﻧﺔ ﺍﻟﻣﺷﺗﺭﻛﺔ ﻟﻠﻣﺳﺗﺷﻔﻳﺎﺕ ﻭﺍﻟﻣﻌﻬﺩ ﺍﻟﺑﺗﺭﻭﻝ
 ﻛﻣﺎ ﻳﻣﻛﻥ ﻟﻣﺯﻭﺩ ﺍﻟﺧﺩﻣﺔ ﺍﻟﻣﺑﺗﺩﺋﻲ.(ﺍﻻﻣﺭﻳﻛﻲ ﻟﺧﻁﻭﻁ ﺍﻷﻧﺎﺑﻳﺏ
ﺍﺧﺗﻳﺎﺭ ﻣﺎ ﻳﻧﺎﺳﺑﻪ ﻭﺣﺳﺏ ﻣﺎ ﻳﺣﺗﺎﺟﻪ ﻣﻥ ﻫﺫﺍ ﺍﻟﻛﻡ ﺍﻟﻬﺎﺋﻝ ﻣﻥ
ﺍﻟﻭﺛﺎﺋﻕ ﻟﺗﺻﺑﺢ ﻫﺫﻩ ﺍﻟﻣﻌﺎﻳﻳﺭ ﻭﺍﻟﻧﻅﻡ ﺍﻟﻣﺗﺧﺻﺻﺔ ﻗﺎﻋﺩﺓ ﺍﻷﺳﺎﺱ
.ﻟﻪ ﻭﺩﻟﻳﻝ ﺍﻟﻣﻭﻗﻊ ﺍﻹﺭﺷﺎﺩﻱ ﺍﻟﻣﻔﺻﻝ ﻭﺍﻹﺟﺭﺍءﺍﺕ ﻭﻗﻭﺍﺋﻡ ﺍﻟﺗﺟﻣﻳﻊ

ﻭﺑﻁﺑﻳﻌﺔ ﺍﻟﺣﺎﻝ ﻻ ﺑﺩ ﻣﻥ ﻛﺗﺎﺑﺔ ﻛﻝ ﻫﺫﻩ ﺍﻻﺣﺗﻳﺎﺟﺎﺕ )ﺍﻻﺣﺗﻳﺎﺟﺎﺕ
. ﻧﻅﺎﻡ ﺍﻹﺩﺍﺭﺓ( ﻓﻲ ﻋﻘﺩ ﺃﻭ ﺃﻣﺭ ﺍﻟﺷﺭﺍء، ﻭﻣﻌﺎﻳﻳﺭ ﺍﻟﻘﺑﻭﻝ،ﺍﻟﻔﻧﻳﺔ
 ﻛﺛﻳﺭﺍً ﻣﺎ ﻳﺗﻡ،ﻭﻟﻠﺣﻔﺎﻅ ﻋﻠﻰ ﻣﺣﺗﻭﻯ ﺍﻟﻌﻘﺩ ﻓﻲ ﺍﻟﺣﺟﻡ ﺍﻟﻣﻘﺑﻭﻝ
.ﺍﻹﺷﺎﺭﺓ ﺇﻟﻲ ﻫﺫﻩ ﺍﻟﻭﺛﺎﺋﻕ ﺑﺎﻟﺭﺟﻭﻉ ﺇﻟﻰ ﺍﻟﻣﺭﺟﻊ ﺃﻭ ﺍﻟﻣﺭﻓﻕ
ﻭﻏﺎﻟﺑﺎ ً ﻣﺎ ﺗﺳﺗﺧﺩﻡ ﺍﻟﻌﺩﻳﺩ ﻣﻥ ﺍﻟﻣﺅﺳﺳﺎﺕ ﺍﻟﺣﻛﻭﻣﻳﺔ ﻭﻏﻳﺭﻫﺎ ﻣﻥ
.ﺍﻟﻣﺅﺳﺳﺎﺕ ﺍﻟﺗﺟﺎﺭﻳﺔ ﺍﻟﺷﺭﻭﻁ ﻭﺍﻷﺣﻛﺎﻡ ﺍﻟﺧﺎﺻﺔ ﺑﻣﺯﻭﺩ ﺍﻟﺧﺩﻣﺔ
ﻛﻣﺎ ﻳﺗﻡ ﺇﺿﺎﻓﺔ ﺃﻭ ﺇﻟﻐﺎء ﺑﻌﺽ ﻣﻥ ﺍﻟﻣﺗﻁﻠﺑﺎﺕ ﺣﺳﺏ ﺍﻟﺣﺎﺟﺎﺕ

(adding or subtracting individual requirements). To  ﻳﺗﻡ ﺣﻔﻅ ﻫﺫﻩ، ﻭﻟﻠﺣﻔﺎﻅ ﻋﻠﻰ ﺍﻟﻭﻗﺕ ﻭﺍﻟﻁﺎﻗﺔ ﻭﺍﻟﻣﻭﺍﺭﺩ.ﺍﻟﻔﺭﺩﻳﺔ
conserve time, energy, and resources, we often  ﻋﻠﻰ ﻣﺣﺭﻙ ﺍﻟﺑﺣﺙPDF ﺍﻟﻣﻌﺎﻳﻳﺭ ﻓﻲ ﺻﻳﻐﺔ ﻣﻠﻔﺎﺕ ﺍﻹﻟﻛﺗﺭﻭﻧﻳﺔ
place these common requirements on a server .ﻟﺗﻛﻭﻥ ﺳﻬﻠﺔ ﺍﻟﻣﻧﺎﻝ ﻣﻥ ﻗﺑﻝ ﻣﺯﻭﺩﻱ ﺍﻟﺧﺩﻣﺔ ﺍﻟﺣﺎﻟﻳﻳﻥ ﻭﺍﻟﻣﺣﺗﻣﻠﻳﻥ
accessible by suppliers and potential suppliers. The
common PDF format is normally used for these
electronic files.
SELECT A SUPPLIER
ﺇﺧﺗﻳﺎﺭ ﻣﺯﻭﺩ ﺍﻟﺧﺩﻣﺔ
Over time, providers of goods and services build .ﻣﻊ ﻣﺭﻭﺭ ﺍﻟﻭﻗﺕ ﻳﺑﻧﻲ ﻣﺯﻭﺩﻱ ﺍﻟﺳﻠﻊ ﻭﺍﻟﺧﺩﻣﺎﺕ ﺳﻣﻌﺔ ﺇﻳﺟﺎﺑﻳﺔ
up a reputation. This reputation may be for price,  ﺃﻭ، ﺍﻟﺘﻨﻮﻉ، ﻗﻭﺓ ﺍﻟﺗﺣﻣﻝ،ﻗﺩ ﺗﻜﻮﻥ ﻫﺬﻩ ﺍﻟﺴﻤﻌﺔ ﻋﻠﻰ ﺍﻷﺳﻌﺎﺭ
durability, variety, or any number of different ﺃﻱ ﻋﺩﺩ ﻣﻥ ﺍﻟﻌﻭﺍﻣﻝ ﺍﻟﻣﺧﺗﻠﻔﺔ ﺍﻟﺟﺎﺫﺑﺔ ﻹﺧﺗﻳﺎﺭ ﺳﻭﻕ ﻣﺯﻭﺩ
attractors for that supplier’s chosen market:

.ﺍﻟﺧﺩﻣﺔ

• Customers learn about this reputation through  ﻭﺑﻬﺬﺍ،• ﻗﺩ ﻳﻌﻠﻡ ﺍﻟﻌﻣﻼء ﻋﻥ ﻫﺫﻩ ﺍﻟﺳﻣﻌﺔ ﻣﻥ ﺧﻼﻝ ﺍﻟﺗﺟﺭﺑﺔ
experience, in that they see their components in ﻳﺸﺎﻫﺪﻭﻥ ﻫﺬﻩ ﺍﻟﻤﻮﺍﺩ ﺍﻷﻭﻟﻴﺔ ﻓﻲ ﺑﻌﺾ ﻣﻦ ﺍﻟﻌﻤﻠﻴﺎﺕ ﺍﻷﺧﺮﻯ ﺍﻟﺘﻲ
other assemblies they have worked on.
.ﻋﻤﻠﻮ ﻋﻠﻴﻬﺎ
• They learn about this reputation through • ﻗﺩ ﻳﻌﻠﻡ ﻋﻥ ﻫﺫﻩ ﺍﻟﺳﻣﻌﺔ ﻣﻥ ﺧﻼﻝ ﺍﻟﺟﻣﻌﻳﺎﺕ ﺍﻟﻬﻧﺩﺳﻳﺔ
professional engineering societies, such as quality  ﻣﺛﺎﻝ ﻋﻠﻰ ﺫﻟﻙ ﺟﻣﻌﻳﺎﺕ ﺍﻟﺟﻭﺩﺓ ﺃﻭ ﻣﻳﻛﺎﻧﻳﻛﻳﺔ ﺃﻭ،ﺍﻟﻣﺣﺗﺭﻓﺔ
or mechanical or plastics.
.ﺍﻟﺑﻼﺳﺗﻳﻙ
• They learn about this reputation through their • ﻗﺩ ﻳﻌﻠﻡ ﻋﻥ ﻫﺫﻩ ﺍﻟﺳﻣﻌﺔ ﻣﻥ ﺧﻼﻝ ﺗﺳﻭﻳﻘﻬﺎ ﻓﻲ ﺷﻛﻝ ﻣﻁﺑﻭﻋﺎﺕ
marketing, in print and in television and in
.ﻭﺩﻋﺎﻳﺎﺕ ﺗﻠﻔﺯﻳﻭﻧﻳﺔ ﻭﻓﻲ ﺍﻹﻋﻼﻡ ﺍﻹﻟﻛﺗﺭﻭﻧﻲ
electronic media.
• They learn about this reputation through • ﻗﺩ ﻳﻌﻠﻡ ﻋﻥ ﻫﺫﻩ ﺍﻟﺳﻣﻌﺔ ﻣﻥ ﺧﻼﻝ ﺗﻭﺻﻳﺎﺕ ﻣﻥ ﺻﺩﻳﻕ ﻣﻭﺛﻭﻕ
recommendations from a trusted friend or
. ﺃﻭ ﻣﻥ ﺧﻼﻝ ﺗﻘﻳﻳﻡ ﺭﺩﻭﺩ ﺃﻓﻌﺎﻝ ﺍﻟﻌﻣﻼء،ﺑﻪ ﺃﻭ ﺯﻣﻳﻝ ﻋﻣﻝ
professional colleague, or from customer feedback
ratings.
• They learn about this reputation through a sales
agent or a distributor.

.• ﻗﺩ ﻳﻌﻠﻡ ﻋﻥ ﻫﺫﻩ ﺍﻟﺳﻣﻌﺔ ﻣﻥ ﺧﻼﻝ ﻭﻛﻳﻝ ﻣﺑﻳﻌﺎﺕ ﺃﻭ ﻣﻭﺯﻉ

All of this input allows customers to develop a list ﻛﻝ ﻫﺫﻩ ﺍﻟﻣﺩﺧﺎﻻﺕ ﺗﺳﻣﺢ ﻟﻠﻌﻣﻼء ﺇﻋﺩﺍﺩ ﻗﺎﺋﻣﺔ ﻣﺯﻭﺩﻱ ﺍﻟﺧﺩﻣﺔ
of possible suppliers. This may be called a bidders
. ﻛﻣﺎ ﻳﻣﻛﻥ ﺃﻥ ﻳﻁﻠﻕ ﻋﻠﻳﻬﺎ ﻗﺎﺋﻣﺔ ﻣﻘﺩﻣﻲ ﺍﻟﻌﺭﻭﺽ.ﺍﻟﻣﺣﺗﻣﻠﻳﻥ
list.
Customers now need pre-award data for making
their selection from the list of possible suppliers. A
common way to obtain these data is to send out a
request for bid to four to six possible suppliers.
This is called the short list.

ﺍﻷﻥ ﻳﺣﺗﺎﺝ ﺍﻟﻌﻣﻼء ﻟﻘﺎﺋﻣﺔ ﺑﻳﺎﻧﺎﺕ ﻣﺎ ﻗﺑﻝ ﺇﺭﺳﺎء ﺍﻟﺧﺩﻣﺔ ﻟﻳﺗﻣﻛﻥ
.ﻻﺣﻘﺎ ً ﻣﻥ ﺇﺧﺗﻳﺎﺭ ﻣﺯﻭﺩﻱ ﺍﻟﺧﺩﻣﺔ ﺍﻟﻣﺣﺗﻣﻠﻳﻥ ﻣﻥ ﻫﺫﻩ ﺍﻟﻘﺎﺋﻣﺔ
ﻭﺍﻟﻁﺭﻳﻘﺔ ﺍﻟﺷﺎﺋﻌﺔ ﻟﻠﺣﺻﻭﻝ ﻋﻠﻰ ﻫﺫﻩ ﺍﻟﺑﻳﺎﻧﺎﺕ ﻫﻲ ﺇﺭﺳﺎﻝ ﻁﻠﺏ
ﻟﻠﺣﺻﻭﻝ ﻋﻠﻰ ﻋﺭﺽ ﻣﻥ ﺃﺭﺑﻌﺔ ﺇﻟﻰ ﺳﺗﺔ ﻣﺯﻭﺩﻱ ﺍﻟﺧﺩﻣﺔ
. ﻭﻫﺫﺍ ﻣﺎ ﻳﺳﻣﻰ ﻗﺎﺋﻣﺔ ﻗﺻﻳﺭﺓ.ﻣﺣﺗﻣﻠﻳﻥ

The functional specifications (without proprietary (ﻭﻣﻥ ﺛﻡ ﻳﺗﻡ ﺇﺭﺳﺎﻝ ﺍﻟﻣﻭﺍﺻﻔﺎﺕ ﺍﻟﻔﻧﻳﺔ )ﺑﺩﻭﻥ ﺃﻱ ﻣﻌﻠﻭﻣﺎﺕ ﺳﺭﻳﺔ

 ﻭﻳﺗﻡ ﺇﺭﺳﺎﻝ.ﻣﻊ ﺍﻟﻛﻣﻳﺔ ﺍﻟﻣﻁﻠﻭﺑﺔ ﻭﺗﺎﺭﻳﺦ ﺍﻻﺳﺗﻼﻡ ﺍﻟﻣﺗﻭﻗﻊ

information) are sent, along with quantity and ﻋﺭﺽ ﺃﺳﻌﺎﺭ ﻟﻠﻌﻣﻳﻝ ﻣﻥ ﻗﺑﻝ ﻣﺯﻭﺩ ﺍﻟﺧﺩﻣﺔ ﻓﻲ ﺣﺎﻝ ﺭﻏﺑﺗﻪ ﻓﻲ
delivery date estimates. If the suppliers wish to  ﻳﺗﺿﻣﻥ ﻫﺫﺍ ﺍﻟﻌﺭﺽ ﺍﻟﻌﺩﻳﺩ ﻣﻥ ﺍﻟﻣﻌﻠﻭﻣﺎﺕ ﻋﻥ،ﺃﺩﺍء ﻫﺫﺍ ﺍﻟﻌﻣﻝ
perform the work, they send a bid back to the ﺍﻷﻧﻭﺍﻉ ﻭﺍﻟﻘﻁﻊ ﺍﻟﻣﺧﺗﻠﻔﺔ ﺍﻟﻣﺗﻭﻓﺭﺓ ﻛﻲ ﻳﺳﺗﻁﻳﻊ ﺍﻟﻌﻣﻳﻝ ﺇﺗﺧﺎﺫ
customer. Many types and pieces of information
:ﺍﻟﻘﺭﺍﺭ ﺍﻟﻣﻧﺎﺳﺏ
are included, so the customer can make an
informed decision:
• These data can take the form of catalog
descriptions. Suppliers will often produce
attractive print catalogs. They make these catalogs
available to potential customers at trade shows.
They give the catalogs to sales agents and
distributors. Many suppliers now put catalog
information online on their company websites.
Often these catalogs can be downloaded as PDF
files for sharing and study by the engineers.

.ﻳﻣﻛﻥ ﺃﻥ ﺗﺗﻭﻓﺭ ﻫﺫﻩ ﺍﻟﺑﻳﺎﻧﺎﺕ ﻓﻲ ﺷﻛﻝ ﻧﺷﺭﺓ ﺗﺳﻭﻳﻘﺔ ﻣﻔﺻﻠﺔ
ﻏﺎﻟﺑﺎ ً ﻣﺎ ﻳﻧﺗﺞ ﻣﺯﻭﺩﻱ ﺍﻟﺧﺩﻣﺔ ﻧﺷﺭﺍﺕ ﺗﺳﻭﻳﻘﻳﺔ ﻣﻁﺑﻭﻋﺔ ﺑﺷﻛﻝ
.ﺟﺫﺍﺏ ﻭﺗﻛﻭﻥ ﻣﺗﺎﺣﺔ ﻟﻠﻌﻣﻼء ﺍﻟﻣﺣﺗﻣﻠﻳﻥ ﻓﻲ ﺍﻟﻣﻌﺎﺭﺽ ﺍﻟﺗﺟﺎﺭﻳﺔ
ﻳﺗﻡ ﺗﺯﻭﻳﺩ ﻭﻛﻼء ﺍﻟﺑﻳﻊ ﻭﺍﻟﻣﻭﺯﻋﻳﻥ ﺑﻧﺳﺦ ﻣﻥ ﻫﺫﻩ ﺍﻟﻧﺷﺭﺍﺕ ﻟﻳﺗﻡ
 ﺍﻟﻌﺩﻳﺩ ﻣﻥ ﻣﺯﻭﺩﻱ ﺍﻟﺧﺩﻣﺔ ﻳﻘﻭﻡ ﺑﻭﺿﻊ ﻧﺳﺧﺔ.ﺗﻭﺯﻳﻌﻬﺎ
PDF ﺍﻹﻟﻛﺗﺭﻭﻧﻳﺔ ﻣﻥ ﻫﺫﻩ ﺍﻟﻧﺷﺭﺍﺕ ﻳﻣﻛﻥ ﺗﺣﻣﻳﻠﻬﺎ ﻛﻣﻠﻔﺎﺕ
.ﻟﺗﺑﺎﺩﻟﻬﺎ ﻭﺩﺭﺍﺳﺗﻬﺎ ﻣﻥ ﻗﺑﻝ ﺍﻟﻣﻬﻧﺩﺳﻳﻥ

It is very unusual to see any proprietary ﻣﻥ ﻏﻳﺭ ﺍﻟﻣﺄﻟﻭﻑ ﺃﻥ ﺗﺣﺗﻭﻱ ﻫﺫﻩ ﺍﻟﻧﺷﺭﺍﺕ ﺍﻟﺗﺳﻭﻳﻘﻳﺔ ﻋﻠﻰ ﺃﻱ
information in catalogs, but general specifications,  ﺑﻝ ﺇﻧﻬﺎ ﺗﺣﺗﻭﻱ ﻋﻠﻰ ﻣﻭﺍﺻﻔﺎﺕ ﻭﺻﻭﺭ،ﻣﻌﻠﻭﻣﺎﺕ ﺳﺭﻳﺔ
photos, dimensions, and capabilities are commonly
.ﻭﻣﻘﺎﺳﺎﺕ ﻭﺍﺑﻌﺎﺩ ﻭﻗﺩﺭﺕ ﻭﺇﻣﻛﺎﻧﻳﺎﺕ ﺍﻟﻣﻧﺗﺞ ﺑﺻﻔﺔ ﻋﺎﻣﺔ
shown.
• Pre-award data can come from people-to-people
conversations. Suppliers often have sales staff
members on duty around the clock to answer
technical and pricing questions from existing and
potential customers. Some suppliers hire outside
sales agents, who are assigned to cover a
geographical territory. They call on existing and
potential customers to provide answers. Sales
agents usually receive pay based on the number of
calls they make and the sales they generate. This is
called a commission.

ﻳﻣﻛﻥ ﺍﻟﺣﺻﻭﻝ ﻋﻠﻰ ﺑﻳﺎﻧﺎﺕ ﻣﺎ ﻗﺑﻝ ﺇﺭﺳﺎء ﺍﻟﺧﺩﻣﺔ ﻣﻥ ﺧﻼﻝ
 ﻋﺎﺩﺗﺎ ً ﻟﺩﻯ ﻣﺯﻭﺩﻱ ﺍﻟﺧﺩﻣﺔ.ﺍﻟﻣﺣﺎﺩﺛﺎﺕ ﺍﻟﻣﺑﺎﺷﺭﺓ ﺑﻳﻥ ﺍﻷﺷﺧﺎﺹ
ﻣﻭﻅﻔﻳﻥ ﺍﻟﻣﺑﻳﻌﺎﺕ ﻓﻲ ﺍﻟﺧﺩﻣﺔ ﻋﻠﻰ ﻣﺩﺍﺭ ﺍﻟﺳﺎﻋﺔ ﻟﻠﺭﺩ ﻋﻠﻰ ﺍﺳﺋﻠﺔ
.ﺍﻟﻌﻣﻼء ﺍﻟﺣﺎﻟﻳﻳﻥ ﻭﺍﻟﻣﺣﺗﻣﻠﻳﻥ ﺍﻟﻣﺗﻌﻠﻘﺔ ﺑﺎﻷﻣﻭﺭ ﺍﻟﻔﻧﻳﺔ ﻭﺍﻷﺳﻌﺎﺭ
ﻳﻘﻭﻡ ﺑﻌﺽ ﻣﺯﻭﺩﻱ ﺍﻟﺧﺩﻣﺔ ﺑﺎﺳﺗﺋﺟﺎﺭ ﻭﻛﻼء ﺑﻳﻊ ﻣﻥ ﺧﺎﺭﺝ
ﺍﻟﻣﺅﺳﺳﺔ ﻳﺗﻡ ﺗﻛﻠﻳﻔﻬﻡ ﻟﺗﻐﻁﻳﺔ ﻣﻧﻁﻘﺔ ﺟﻐﺭﺍﻓﻳﺔ ﻣﻌﻳﻧﺔ ﻟﻼﺗﺻﺎﻝ ﻣﻊ
 ﻭﻋﻠﻳﻪ.ﺍﻟﻌﻣﻼء ﺍﻟﺣﺎﻟﻳﻳﻥ ﻭﺍﻟﻣﺣﺗﻣﻠﻳﻥ ﻭﺗﺯﻭﻳﺩﻫﻡ ﺑﺎﻹﺟﺎﺑﺎﺕ
ﻳﺗﺣﺻﻝ ﻭﻛﻼء ﺍﻟﻣﺑﻳﻌﺎﺕ ﻋﻠﻰ ﺍﺟﻭﺭﻫﻡ ﺑﻧﺎء ﻋﻠﻰ ﻋﺩﺩ ﺍﻟﻣﻛﺎﻟﻣﺎﺕ
. ﻭﻫﺫﺍ ﻳﺳﻣﻰ ﻋﻣﻭﻟﺔ.ﺍﻟﺗﻲ ﻳﻘﻣﻭﻥ ﺑﻬﺎ ﻭﺍﻟﻣﺑﻳﻌﺎﺕ ﺍﻟﺗﻲ ﻳﺗﻡ ﺗﻭﻟﻳﺩﻫﺎ

• Pre-award data can come from answers to written
surveys (called questionnaires) sent by the
customer to the possible sources. Today, many of
these questionnaires are sent by e-mail or placed
on the customer website for potential suppliers to
complete online. A survey that was useful 10 years
ago may no longer be valuable today.

ﻭﻳﻣﻛﻥ ﺃﻥ ﻳﺗﻡ ﺍﻟﺣﺻﻭﻝ ﻋﻠﻰ ﺍﻟﺑﻳﺎﻧﺎﺕ ﻣﺎ ﻗﺑﻝ ﺇﺭﺳﺎء ﺍﻟﺧﺩﻣﺔ ﻣﻥ
(ﺧﻼﻝ ﺍﻹﺟﺎﺑﺎﺕ ﻋﻠﻰ ﺍﻻﺳﺗﺑﻳﺎﻧﺎﺕ ﺍﻟﻣﻛﺗﻭﺑﺔ )ﻭﺗﺳﻣﻰ ﺇﺳﺗﻔﺗﺎءﺍﺕ
 ﻭﻳﺗﻡ ﺇﺭﺳﺎﻝ ﺍﻟﻌﺩﻳﺩ.ﺍﻟﻣﺭﺳﻠﺔ ﻣﻥ ﻗﺑﻝ ﺍﻟﻌﻣﻳﻝ ﻟﻠﻣﺻﺎﺩﺭ ﺍﻟﻣﺣﺗﻣﻠﺔ
ﻣﻥ ﻫﺫﻩ ﺍﻻﺳﺗﺑﻳﺎﻧﺎﺕ ﻋﻥ ﻁﺭﻳﻕ ﺍﻟﺑﺭﻳﺩ ﺍﻹﻟﻛﺗﺭﻭﻧﻲ ﺃﻭ ﺗﺣﻣﻳﻠﻬﺎ
ﻋﻠﻰ ﺍﻟﻣﻭﻗﻊ ﺍﻹﻟﻛﺗﺭﻭﻧﻲ ﻣﻥ ﻗﺑﻝ ﺍﻟﻌﻣﻳﻝ ﻟﻣﺯﻭﺩﻱ ﺍﻟﺧﺩﻣﺔ
 ﻭﺍﻻﺳﺗﺑﻳﺎﻥ ﺫﻭ.ﺍﻟﻣﺣﺗﻣﻠﻳﻥ ﻟﻳﺗﻡ ﺇﺳﺗﻛﻣﺎﻟﻬﺎ ﻋﺑﺭ ﺍﻟﻣﻭﻗﻊ ﺍﻹﻟﻛﺗﺭﻭﻧﻲ
.ﺍﻟﻘﻳﻣﺔ ﻗﺑﻝ ﻋﺷﺭ ﺳﻧﻭﺍﺕ ﻗﺩ ﻻ ﻳﻛﻭﻥ ﺫﻭ ﻗﻳﻣﺔ ﺍﻟﻳﻭﻡ

• Past performance history can be used to make a
supplier selection. If the item worked without
problems before, it is likely to work again in the
same environment.

ﻹﺧﺗﻳﺎﺭ ﻣﺯﻭﺩ ﺍﻟﺧﺩﻣﺔ ﻳﻣﻛﻥ ﺃﺳﺗﺧﺩﺍﻡ ﺗﺎﺭﻳﺦ ﺍﻷﺩﺍء ﺍﻟﺳﺎﺑﻕ
.ًﺍﻟﻣﺗﻌﻠﻕ ﺑﻪ ﻓﻲ ﺣﺎﻝ ﻋﺩﻡ ﺟﻭﺩ ﺃﻱ ﻣﺷﺎﻛﻝ ﻓﻲ ﺍﺩﺍء ﺍﻟﻣﻧﺗﺞ ﺳﺎﺑﻘﺎ
ﻓﻣﻥ ﺍﻟﻣﺣﺗﻣﻝ ﺃﻥ ﻳﻌﻣﻝ ﻫﺫﺍ ﺍﻟﻣﻧﺗﺞ ﻣﺭﺓ ﺃﺧﺭﻯ ﻓﻲ ﻧﻔﺱ ﺍﻟﺿﺭﻭﻑ
.ﻣﻣﺎﺛﻠﺔ

• Sometimes the customer’s customer has provided
a list of pre-approved sources to use. This
promotes efficiency in that the decision work has
already been done. It also promotes consistency in
that these pre-approved suppliers are known
performers. The practice of pre-approving subsuppliers is common in the automotive and
aerospace industries.

ﻓﻲ ﺑﻌﺽ ﺍﻷﺣﻳﺎﻥ ﻳﻭﻓﺭ ﻋﻣﻼء ﺍﻟﻌﻣﻳﻝ ﻻﺋﺣﺔ ﻣﻥ ﺍﻟﻣﺻﺎﺩﺭ
 ﻭﻫﺫﺍ ﻳﻌﺯﺯ ﻣﻥ ﻛﻔﺎءﺓ ﺇﺗﺧﺎﺫ.ﺍﻟﻣﻭﺍﻓﻕ ﻋﻠﻳﻬﺎ ﻣﺳﺑﻘﺎ ً ﻟﻼﺳﺗﺧﺩﺍﻡ
 ﻭﺗﺩﻝ ﻫﺫﻩ ﺍﻟﻣﻣﺎﺭﺳﺎﺕ ﺃﻥ ﻣﺯﻭﺩ ﺍﻟﺧﺩﻣﺔ ﻳﻣﺗﻠﻙ ﺳﻣﻌﺔ،ﻗﺭﺍﺭ ﺍﻟﻌﻣﻝ
 ﻛﻣﺎ ﺃﻧﻬﺎ ﺃﻣﺭ ﺷﺎﺋﻊ ﻓﻲ ﻣﺟﺎﻟﻲ ﺻﻧﺎﻋﺔ ﺍﻟﺳﻳﺎﺭﺍﺕ.ﻓﻲ ﺍﻷﺩﺍء
.ﻭﺍﻟﺻﻧﺎﻋﺎﺕ ﺍﻟﻔﺿﺎﺋﻳﺔ

• For really important items or services (high cost,
critical to production or performance, or having
risk of failure), customers may need additional
data. Some customers may ask their suppliers to be
certified
through
conformity
assessment
registration programs. ISO 9001 is the most
common certificate for quality. For high-value
purchases, when quality and reliability are very
important, the customer may send a small team of
experts to the potential supplier’s factory. This
team will conduct an on-site, pre-award survey of
the top two or three possible sources before
making a final decision. Some industries
(automotive especially) will use first-article
inspection methods. A small quantity of items are
purchased and then subjected to intense testing at
the customer site. If those tests are favorable, then
large quantities will be ordered. For services, an
organization may try the service for a trial period
or for a small project.

ﻭﻗﺩ ﻳﺣﺗﺎﺝ ﺍﻟﻌﻣﻼء ﻟﻣﺯﻳﺩ ﻣﻥ ﺍﻟﺑﻳﺎﻧﺎﺕ ﻟﻠﻣﻭﺍﺩ ﺃﻭ ﺍﻟﺧﺩﻣﺎﺕ ﺍﻟﻬﺎﻣﺔ
 ﺃﻭ، ﺃﻭ ﺍﻟﺣﺳﺎﺳﺔ ﻓﻲ ﻋﻣﻠﻳﺔ ﺍﻹﻧﺗﺎﺝ ﻭﺍﻷﺩﺍء،ﺫﻭ )ﺍﻟﺗﻛﻠﻔﺔ ﺍﻟﻌﺎﻟﻳﺔ
 ﻭﻟﻬﺫﺍ ﻗﺩ ﻳﻁﻠﺏ ﺑﻌﺽ ﺍﻟﻌﻣﻼء.(ﺇﺣﺗﻣﺎﻝ ﻭﺟﻭﺩ ﻣﺧﺎﻁﺭ ﺍﻹﺧﻔﺎﻕ
ﻣﻥ ﻣﺯﻭﺩﻱ ﺍﻟﺧﺩﻣﺔ ﺃﻥ ﻳﻛﻭﻥ ﻣﻌﺗﻣﺩ ﻣﻥ ﻗﺑﻝ ﺑﺭﺍﻣﺞ ﺗﻘﻳﻳﻡ
.( ﻫﻰ ﺍﻷﻛﺛﺭ ﺷﻳﻭﻋﺎ ﻓﻲ ﺍﻟﺟﻭﺩﺓISO 9001)  ﻭﺷﻬﺎﺩﺓ.ﺍﻟﻣﻁﺎﺑﻘﺔ
ﻭﺑﺎﻟﻧﺳﺑﺔ ﻟﻠﻣﺷﺗﺭﻳﺎﺕ ﻋﺎﻟﻳﺔ ﺍﻟﻘﻳﻣﺔ ﺣﻳﻧﻣﺎ ﻳﻛﻭﻥ ﻋﺎﻣﻝ ﺍﻟﺟﻭﺩﺓ
 ﻗﺩ ﻳﺭﺳﻝ ﺍﻟﻌﻣﻳﻝ ﻓﺭﻳﻕ،ﻭﻣﺻﺩﺍﻗﻳﺔ ﺍﻟﻣﻧﺗﺞ ﻓﻲ ﻏﺎﻳﺔ ﺍﻷﻫﻣﻳﺔ
 ﻟﻳﻘﻭﻡ ﻫﺫﺍ.ﺻﻐﻳﺭ ﻣﻥ ﺍﻟﺧﺑﺭﺍء ﻟﻣﺻﻧﻊ ﻣﺯﻭﺩ ﺍﻟﺧﺩﻣﺔ ﺍﻟﻣﺣﺗﻣﻝ
ﺍﻟﻔﺭﻳﻕ ﺑﺈﺟﺭﺍء ﺇﺳﺗﺑﻳﺎﻥ ﻣﺎﻗﺑﻝ ﺇﺭﺳﺎء ﻋﺭﺽ ﺍﻟﺧﺩﻣﺔ ﻓﻲ ﺍﻟﻣﻭﻗﻊ
 ﻭﻓﻲ ﺑﻌﺽ.ﻷﻫﻡ ﻣﺻﺩﺭﻳﻥ ﺃﻭ ﺛﻼﺛﺔ ﻗﺑﻝ ﺍﺗﺧﺎﺫ ﺍﻟﻘﺭﺍﺭ ﺍﻟﻧﻬﺎﺋﻲ
ﺍﻟﺻﻧﺎﻋﺎﺕ ﺧﺎﺻﺔ ﻓﻲ )ﺻﻧﺎﻋﺔ ﺍﻟﺳﻳﺎﺭﺍﺕ( ﻳﺗﻡ ﺍﺗﺑﺎﻉ ﺃﺳﺎﻟﻳﺏ
 ﻭﻳﺗﻡ ﺷﺭﺍء ﻛﻣﻳﺔ ﺻﻐﻳﺭﺓ ﻣﻥ ﺍﻟﻣﻭﺍﺩ ﻭﺇﺧﺿﺎﻋﻬﺎ.ﺍﻟﺗﻔﺗﻳﺵ ﺍﻷﻭﻟﻳﺔ
 ﻭﻳﺗﻡ ﻁﻠﺏ ﻛﻣﻳﺎﺕ ﻛﺑﻳﺭﺓ.ﻻﺧﺗﺑﺎﺭﺍﺕ ﻣﻛﺛﻔﺔ ﻓﻲ ﻣﻭﻗﻊ ﺍﻟﻌﻣﻳﻝ
، ﺃﻣﺎ ﺑﺎﻟﻧﺳﺑﺔ ﻟﻠﺧﺩﻣﺎﺕ.ﻻﺣﻘﺎ ً ﺇﺫﺍ ﻛﺎﻧﺕ ﻫﺫﻩ ﺍﻻﺧﺗﺑﺎﺭﺍﺕ ﺇﻳﺟﺎﺑﻳﺔ
ﺗﻘﻭﻡ ﺍﻟﻣﺅﺳﺳﺔ ﺑﺎﺳﺗﻌﻣﺎﻝ ﺍﻟﺧﺩﻣﺔ ﻟﻔﺗﺭﺓ ﺗﺟﺭﻳﺑﻳﺔ ﺃﻭ ﻓﻲ ﻣﺷﺭﻭﻉ
.ﺻﻐﻳﺭ

Once the data are analyzed, the acceptable supplier ﻋﻧﺩ ﺍﻹﻧﺗﻬﺎء ﻣﻥ ﺗﺣﻠﻳﻝ ﺍﻟﺑﻳﺎﻧﺎﺕ ﻳﺗﻡ ﺇﺿﺎﻓﺔ ﻣﺯﻭﺩ ﺍﻟﺧﺩﻣﺔ ﺍﻟﻣﻭﺍﻓﻕ
is placed on an approved supplier list. This allows  ﻣﻣﺎ ﻳﺗﻳﺢ ﻟﻣﺯﻭﺩ ﺍﻟﺧﺩﻣﺔ.ﻋﻠﻳﻪ ﺇﻟﻰ ﻻﺋﺣﺔ ﺍﻟﻣﺯﻭﺩﻳﻥ ﺍﻟﻣﻌﺗﻣﺩﻳﻥ
the supplier to be used again for future work ﺍﻟﺗﻌﺎﻭﻥ ﻣﻌﻪ ﻓﻲ ﺍﻟﻣﺳﺗﻘﺑﻝ ﺩﻭﻥ ﺍﻟﺣﺎﺟﺔ ﺇﻟﻰ ﺗﺣﻠﻳﻝ ﻋﻣﻳﻕ ﻟﻠﺑﻳﺎﻧﺎﺕ
without the need for deep analysis.
.ﺍﻟﻣﺗﻌﻠﻘﺔ ﺑﻪ ﻣﺭﺓ ﺃﺧﺭﻯ
Here are nine steps typically used for supplier
selection:
1. Identify all possible sources
2. Evaluate reputations
3. Prepare bidder list
4. Request bids
5. Evaluate pre-award data
6. Select the supplier
7. Update approved supplier list
8. Prepare contract

:ﻭﻫﻧﺎ ﺗﺳﻊ ﺧﻁﻭﺍﺕ ﺍﻟﺗﻲ ﺗﺳﺗﺧﺩﻡ ﻋﺎﺩ ًﺓ ﻻﺧﺗﻳﺎﺭ ﻣﺯﻭﺩﻱ ﺍﻟﺧﺩﻣﺔ
 ﺗﺣﺩﻳﺩ ﺟﻣﻳﻊ ﺍﻟﻣﺻﺎﺩﺭ ﺍﻟﻣﻣﻛﻧﺔ.1
 ﺗﻘﻳﻳﻡ ﺳﻣﻌﺔ ﻣﺯﻭﺩﻱ ﺍﻟﺧﺩﻣﺔ.2
 ﺇﻋﺩﺍﺩ ﻗﺎﺋﻣﺔ ﻣﻘﺩﻣﻲ ﺍﻟﻌﺭﻭﺽ.3
 ﻁﻠﺏ ﺍﻟﻌﺭﻭﺽ.4
 ﺗﻘﻳﻳﻡ ﻣﺎ ﻗﺑﻝ ﺇﺭﺳﺎء ﻋﺭﺽ ﺍﻟﺧﺩﻣﺔ.5
 ﺇﺧﺗﻳﺎﺭ ﻣﺯﻭﺩ ﺍﻟﺧﺩﻣﺔ.6
 ﺗﺣﺩﻳﺙ ﻻﺋﺣﺔ ﺍﻟﻣﺯﻭﺩﻳﻥ ﺍﻟﻣﻌﺗﻣﺩﻳﻥ.7
 ﺇﻋﺩﺍﺩ ﺍﻟﻌﻘﺩ.8

9. Accept contract

 ﺍﻟﻣﻭﺍﻓﻘﺔ ﻋﻠﻰ ﺍﻟﻌﻘﺩ.9

AWARD THE BUSINESS:
The buyer (sometimes called purchasing agent or
contracting officer) makes a purchasing decision,
often in consultation with engineering, quality,
safety, environmental, and risk professionals. If a
bid was not obtained earlier, it is requested now. In
contract language, this is called the offer. The
supplier is offering goods or services to the
customer for a specific price and with specific
terms. In the United States, this practice is part of
the Uniform Commercial Code, commonly called
contract law. It is similar to the United Nations
Convention on Contracts for the Sale of Goods,
which has been ratified by most nations of the
world.

:ﺇﺭﺳﺎء ﻋﺭﺽ ﺍﻟﺧﺩﻣﺔ
(ﻳﻁﻠﻕ ﻋﻠﻰ ﺍﻟﻣﺷﺗﺭﻱ ﺃﺣﻳﺎﻧﺎ )ﻭﻛﻳﻝ ﺍﻟﺷﺭﺍء ﺃﻭ ﻣﻭﻅﻑ ﺍﻟﺗﻌﺎﻗﺩ
ﻭﻫﻭ ﺍﻟﻣﺧﻭﻝ ﺑﺎﺗﺧﺎﺩ ﻗﺭﺍﺭ ﺍﻟﺷﺭﺍء ﻭﺫﻟﻙ ﻏﺎﻟﺑﺎ ً ﺑﺎﻟﺗﺷﺎﻭﺭ ﻣﻊ
ﺍﻟﻣﻬﻧﺩﺳﻳﻥ ﻭﻓﺭﻳﻕ ﺍﻟﺟﻭﺩﺓ ﻭﺍﻟﺳﻼﻣﺔ ﻭﺍﻟﺑﻳﺋﺔ ﻭﻓﺭﻳﻕ ﺇﺩﺍﺭﺓ
 ﻭﻳﺗﻡ ﻁﻠﺏ ﺍﻟﻌﺭﺽ ﻓﻲ ﻫﺫﺍ ﺍﻟﻭﻗﺕ ﺑﺻﻐﺔ ﻋﻘﺩ ﻓﻲ ﺣﺎﻝ.ﺍﻟﻣﺧﺎﻁﺭ
 ﻣﺯﻭﺩ ﺍﻟﺧﺩﻣﺔ ﻫﻭ ﻣﻥ ﻳﻘﻭﻡ.ﻟﻡ ﻳﺗﻡ ﺍﻟﺣﺻﻭﻝ ﻋﻠﻳﻪ ﻓﻲ ﻭﻗﺕ ﺳﺎﺑﻕ
.ﺑﺗﻘﺩﻳﻡ ﺍﻟﺳﻠﻊ ﺃﻭ ﺍﻟﺧﺩﻣﺎﺕ ﺇﻟﻰ ﺍﻟﻌﻣﻼء ﺑﺄﺳﻌﺎﺭ ﻭﺷﺭﻭﻁ ﻣﺣﺩﺩﺓ
ﻫﺫﻩ ﺍﻟﻣﻣﺎﺭﺳﺔ ﻫﻲ ﺟﺯء ﻣﻥ ﺍﻟﻘﺎﻧﻭﻥ ﺍﻟﺗﺟﺎﺭﻱ ﺍﻟﻣﻭﺣﺩ ﻓﻲ
 ﻭﻫﻭ ﻣﺷﺎﺑﻪ. ﻭﻳﻁﻠﻕ ﻋﻠﻳﻬﺎ ﻗﺎﻧﻭﻥ ﺍﻟﻌﻘﻭﺩ،ﺍﻟﻭﻻﻳﺎﺕ ﺍﻟﻣﺗﺣﺩﺓ
ﻹﺗﻔﺎﻗﻳﺔ ﺍﻷﻣﻡ ﺍﻟﻣﺗﺣﺩﺓ ﺑﺷﺄﻥ ﻋﻘﻭﺩ ﺍﻟﺑﻳﻊ ﺍﻟﺩﻭﻟﻲ ﻟﻠﺑﺿﺎﺋﻊ ﺍﻟﺫﻱ ﺗﻡ
.ﺍﻟﺗﺻﺩﻳﻕ ﻋﻠﻳﻬﺎ ﻣﻥ ﻗﺑﻝ ﻣﻌﻅﻡ ﺩﻭﻝ ﺍﻟﻌﺎﻟﻡ

Once an offer is received, it is accepted by issuing
a purchase order. The purchase order is signed by
the buyer, on behalf of the officers of the customer.
This then becomes an offer to the supplier, who
signs the purchase order and sends a copy back to
the customer. So, there now are an offer and
acceptance from the supplier, and then an offer and
acceptance from the customer. There is now a
binding contract. Later modifications to the
contract, such as increasing the quantity or
changing a specification, come from the customer
as a change order. This is an offer to the existing
supplier, who accepts the new terms.

.ﻭﺑﻣﺟﺭﺩ ﺍﺳﺗﻼﻡ ﺍﻟﻌﺭﺽ ﻭﺍﻟﻣﻭﺍﻓﻘﺔ ﻋﻠﻳﻪ ﻳﺗﻡ ﺃﺻﺩﺍﺭ ﺃﻣﺭ ﺍﻟﺷﺭﺍء
.ﻭﻳﺗﻡ ﺍﻟﺗﻭﻗﻳﻊ ﻋﻠﻳﻪ ﻣﻥ ﻗﺑﻝ ﺍﻟﻣﺷﺗﺭﻱ ﺑﺎﻟﻧﻳﺎﺑﺔ ﻋﻥ ﺍﻟﻣﺗﻌﺎﻣﻠﻳﻥ
ﻭﻳﺻﺑﺢ ﻋﺭﺿﺎ ً ﻟﻣﺯﻭﺩ ﺍﻟﺧﺩﻣﺔ ﺍﻟﺫﻱ ﺑﺩﻭﺭﻩ ﻳﻭﻗﻊ ﻋﻠﻰ ﺃﻣﺭ ﺍﻟﺷﺭﺍء
 ﻭﺑﺎﻟﺗﺎﻟﻲ ﺃﺻﺑﺢ ﻫﻧﺎﻙ ﻋﺭﺽ.ﻭﻳﺭﺳﻝ ﻧﺳﺧﺔ ﻣﻧﻪ ﺇﻟﻰ ﺍﻟﻌﻣﻳﻝ
 ﻭﻋﺭﺽ ﻭﻣﻭﺍﻓﻘﺔ ﻣﻥ ﻗﺑﻝ،ﻭﻣﻭﺍﻓﻘﺔ ﻣﻥ ﻗﺑﻝ ﻣﺯﻭﺩ ﺍﻟﺧﺩﻣﺔ
 ﺇﻱ ﺗﻌﺩﻳﻼﺕ. ﺍﻵﻥ ﺃﺻﺑﺢ ﻫﻧﺎﻙ ﻋﻘﺩ ﻣﻠﺯﻡ ﺑﻳﻥ ﺍﻟﻁﺭﻓﻳﻥ.ﺍﻟﻌﻣﻳﻝ
 ﻣﺛﻝ ﺯﻳﺎﺩﺓ ﻓﻲ ﺍﻟﻛﻣﻳﺎﺕ ﺃﻭ ﺗﻐﻳﻳﺭ ﻓﻲ ﺍﻟﻣﻭﺍﺻﻔﺎﺕ ﻣﻥ،ﻻﺣﻘﺔ ﻟﻠﻌﻘﺩ
ﻗﺑﻝ ﺍﻟﻌﻣﻳﻝ ﺗﻌﺗﺑﺭ ﻋﺭﺽ ﻟﻣﺯﻭﺩ ﺍﻟﺧﺩﻣﺔ ﺍﻟﺣﺎﻟﻲ ﺍﻟﺫﻱ ﺑﺩﻭﺭﻩ ﻳﻘﺑﻝ
.ﺑﺎﻟﺷﺭﻭﻁ ﺍﻟﺟﺩﻳﺩﺓ

BUILD AND STRENGTHEN
RELATIONSHIPS
Supplier relationships have always been important
but not fully explored until modern times.
Historically the relationship with a supplier may
have been reduced to that of one with the supplier
with the lowest price. This approach focused only
on immediate, short-term benefits to the buying
organization
rather
than
on
long-term,
comprehensive benefits to the buying organization.
In many cases the low-price mentality was in
conflict with customer expectations and may, as a
result, have created conflict and mistrust.

:ﺑﻧﺎء ﻭﺗﻌﺯﻳﺯ ﺍﻟﻌﻼﻗﺎﺕ
ﻛﺎﻧﺕ ﺍﻟﻌﻼﻗﺔ ﻣﻊ ﻣﺯﻭﺩﻱ ﺍﻟﺧﺩﻣﺔ ﺩﺍﺋﻣﺎ ﺫﻭ ﺃﻫﻣﻳﺔ ﻭﻟﻛﻥ ﻟﻡ ﻳﺗﻡ
 ﺗﺎﺭﻳﺧﻳﺎ ً ﻗﺩ ﺗﻛﻭﻥ.ﺍﻛﺗﺷﺎﻓﻬﺎ ﺑﺎﻟﻛﺎﻣﻝ ﺣﺗﻰ ﺍﻟﻌﺻﺭ ﺍﻟﺣﺩﻳﺙ
 ﺃﻋﺗﻣﺩ.ﺍﻧﺣﺻﺭﺕ ﺍﻟﻌﻼﻗﺔ ﻣﻊ ﻣﺯﺩ ﺍﻟﺧﺩﻣﺔ ﺍﻟﺫﻱ ﻳﻘﺩﻡ ﺃﻗﻝ ﺍﻷﺳﻌﺎﺭ
ﻫﺫﺍ ﺍﻻﺳﻠﻭﺏ ﻓﻘﻁ ﻋﻠﻰ ﺍﻟﻔﺎﺋﺩﺓ ﺍﻟﻔﻭﺭﻳﺔ ﻓﻲ ﺍﻟﻣﺩﻯ ﺍﻟﻘﺻﻳﺭ ﻻ ﻋﻠﻰ
.ﺍﻟﻣﻧﻔﻌﺔ ﺍﻟﺷﺎﻣﻠﺔ ﻟﻠﻣﺅﺳﺳﺔ ﺍﻟﻣﻌﻧﻳﺔ ﺑﺎﻟﺷﺭﺍء ﻓﻲ ﺍﻟﻣﺩﻯ ﺍﻟﻁﻭﻳﻝ
ﻭﻓﻲ ﻛﺛﻳﺭ ﻣﻥ ﺍﻟﺣﺎﻻﺕ ﺧﻠﻕ ﻫﺫﺍ ﺍﻷﺳﻠﻭﺏ ﺇﺧﻔﺎﻕ ﻓﻲ ﺗﻭﻗﻌﺎﺕ
.ﺍﻟﻌﻣﻼء ﻭﻛﻧﺗﻳﺟﺔ ﻟﺫﻟﻙ ﺧﻠﻕ ﺍﻟﺻﺭﺍﻉ ﻭﻋﺩﻡ ﺍﻟﺛﻘﺔ

Today, purchasing organizations should use a more
holistic strategy to ensure they are receiving the
best overall value for their money. For some goods
and services, viewing suppliers as partners in
meeting customer needs may create ongoing
opportunities for improvement.

ﻓﻲ ﻭﻗﺗﻧﺎ ﺍﻟﺣﺎﺿﺭ ﻳﻧﺑﻐﻲ ﻋﻠﻰ ﻣﺅﺳﺳﺎﺕ ﺍﻟﺷﺭﺍء ﺍﺳﺗﺧﺩﺍﻡ
ﺍﺳﺗﺭﺍﺗﻳﺟﻳﺔ ﺃﻛﺛﺭ ﺷﻣﻭﻟﻳﺔ ﻟﺿﻣﺎﻥ ﺣﺻﻭﻟﻬﻡ ﻋﻠﻰ ﺃﻓﺿﻝ ﻗﻳﻣﺔ
 ﺃﻣﺎ ﺑﺎﻟﻧﺳﺑﺔ ﻟﺑﻌﺽ ﺍﻟﺳﻠﻊ.ﺇﺟﻣﺎﻟﻳﺔ ﻣﻘﺎﺑﻝ ﻣﺎ ﻳﺗﻡ ﺩﻓﻌﻪ ﻣﻥ ﺃﻣﻭﺍﻝ
ﻭﺍﻟﺧﺩﻣﺎﺕ ﺍﻷﺧﺩ ﻓﻲ ﻋﻳﻥ ﺍﻹﻋﺗﺑﺎﺭ ﻣﺯﻭﺩ ﺍﻟﺧﺩﻣﺔ ﻛﺷﺭﻳﻙ ﻗﺩ
.ﻳﺧﻠﻕ ﻓﺭﺹ ﺗﺣﺳﻳﻥ ﻣﺳﺗﻣﺭﺓ ﻟﺗﻠﺑﻳﺔ ﺇﺣﺗﻳﺎﺟﺎﺕ ﺍﻟﻌﻣﻼء

Some of the following aspects may be a factor ﻭﻫﻧﻰ ﺑﻌﺽ ﺍﻟﺟﻭﺍﻧﺏ ﺍﻟﺗﻲ ﻗﺩ ﺗﻛﻭﻥ ﻋﺎﻣﻼً ﻟﺑﻧﺎء ﻭﺗﻌﺯﻳﺯ
:ﺍﻟﻌﻼﻗﺎﺕ ﻣﻊ ﻣﺯﻭﺩ ﺍﻟﺧﺩﻣﺔ
for building and strengthening supplier
relationships:
• Capacity and locations: Fewer suppliers means
lower administrative costs to monitor them.
• Lead times and on-time delivery history: Lower
inventory lowers costs and shorter lead times mean
greater flexibility.
• Defect history: Few complaints and
investigations mean lower costs.
• Ability of the supplier to negotiate price and
access raw materials.
• Environmental, societal, and organizational
stewardship.
• Technical capabilities and knowledge transfer.
• Flexibility and ability to customize.

 ﻛﻠﻣﺎ ﻗﻝ ﻋﺩﺩ ﻣﺯﻭﺩﻱ ﺍﻟﺧﺩﻣﺔ: ﺍﻟﻁﺎﻗﺔ ﺍﻻﺳﺗﻳﻌﺎﺑﻳﺔ ﻭﺍﻟﻣﻭﺍﻗﻊ.ﺍﻧﺧﻔﺿﺕ ﺍﻟﺗﻛﺎﻟﻳﻑ ﺍﻹﺩﺍﺭﻳﺔ ﻭﻣﺭﺍﻗﺑﺔ ﺍﺩﺍﺋﻬﻡ
: ﺍﻟﻧﺑﺫﺓ ﺍﻟﺗﺎﺭﻳﺧﺔ ﻋﻥ ﺍﻟﻣﻬﻝ ﺍﻟﺯﻣﻧﻳﺔ ﻭﺍﻟﺗﺳﻠﻳﻡ ﻓﻲ ﺍﻟﻭﻗﺕ ﺍﻟﻣﺣﺩﺩﻛﻠﻣﺎ ﺍﻧﺧﻔﺎﺽ ﺍﻟﻣﺧﺯﻭﻥ ﻳﻌﻧﻲ ﺫﻟﻙ ﺍﻧﺧﻔﺎﺽ ﻓﻲ ﺍﻟﺗﻛﺎﻟﻳﻑ
.ﻭﺃﻗﻝ ﻣﻬﻠﺔ ﺯﻣﻧﻳﺔ ﻳﻌﻧﻲ ﺍﻟﻣﺯﻳﺩ ﻣﻥ ﺍﻟﻣﺭﻭﻧﺔ
 ﺇﻗﻝ ﻋﺩﺩ ﻣﻥ ﺍﻟﺷﻛﺎﻭﻱ: ﺍﻟﻧﺑﺫﺓ ﺍﻟﺗﺎﺭﻳﺧﻳﺔ ﻋﻥ ﺍﻟﻌﻳﻭﺏ. ﻭﺍﻟﺗﺣﻘﻳﻘﺎﺕ ﻳﻌﻧﻲ ﺃﻗﻝ ﺗﻛﺎﻟﻳﻑ
 ﻗﺩﺭﺓ ﻣﺯﻭﺩ ﺍﻟﺧﺩﻣﺔ ﻋﻠﻰ ﺍﻟﺗﻔﺎﻭﺽ ﻋﻠﻰ ﺍﻷﺳﻌﺎﺭ ﻭﺍﻟﺣﺻﻭﻝ.ﻋﻠﻰ ﺍﻟﻣﻭﺍﺩ ﺍﻟﺧﺎﻡ
. ﺍﻹﺷﺭﺍﻑ ﺍﻟﺑﻳﺋﻲ ﻭﺍﻻﺟﺗﻣﺎﻋﻲ ﻭﺍﻹﺩﺍﺭﻱ ﻟﻠﻣﺅﺳﺳﺔ. ﺍﻹﻣﻛﺎﻧﻳﺎﺕ ﺍﻟﻔﻧﻳﺔ ﻭﻧﻘﻝ ﺍﻟﻣﻌﺭﻓﺔ. ﺍﻟﻣﺭﻭﻧﺔ ﻭﺇﻣﻛﺎﻧﻳﺔ ﺍﻟﺗﺧﺻﺹ-

The individual supplier relationship strategy
should be consistent with an overall organization
supplier strategy. An effective strategy should
include provisions for supplier development,
alternate sourcing, information sharing, and
collaborative design activities and should be based
on a long-term sustainable relationship.

ﻳﺟﺏ ﺃﻥ ﺗﺗﻭﺍﻓﻕ ﺍﻟﻌﻼﻗﺔ ﺍﻻﺳﺗﺭﺍﺗﻳﺟﻳﺔ ﻣﻊ ﻣﺯﻭﺩ ﺍﻟﺧﺩﻣﺔ ﺑﺷﻛﻝ
.ﻓﺭﺩﻱ ﻣﻊ ﺇﺳﺗﺭﺍﺗﻳﺟﻳﺔ ﺍﻟﻣﺅﺳﺳﺔ ﺍﻟﺷﺎﻣﻠﺔ ﻣﻊ ﻣﺯﻭﺩﻱ ﺍﻟﺧﺩﻣﺔ
ﻭﺗﺗﺿﻣﻥ ﺍﻹﺳﺗﺭﺍﺗﻳﺟﻳﺔ ﺍﻟﻔﻌﺎﻟﺔ ﻋﻠﻰ ﺗﺩﺍﺑﻳﺭ ﺍﺣﺗﻳﺎﻁﻳﺔ ﻟﺗﻁﻭﻳﺭ
ﻣﺯﻭﺩﻱ ﺍﻟﺧﺩﻣﺔ ﻭﻣﺻﺎﺩﺭ ﺑﺩﻳﻠﺔ ﻭﺗﺑﺎﺩﻝ ﺍﻟﻣﻌﻠﻭﻣﺎﺕ ﻭﺗﺻﻣﻳﻡ
ﺍﻷﻧﺷﻁﺔ ﺍﻟﺗﻌﺎﻭﻧﻳﺔ ﻭﻳﻧﺑﻐﻲ ﺃﻥ ﺗﻛﻭﻥ ﻣﺑﻧﻳﺔ ﻋﻠﻰ ﺍﻹﺳﺗﺩﺍﻣﺔ
.ﻭﺍﻟﻌﻼﻗﺎﺕ ﻁﻭﻳﻠﺔ ﺍﻟﻣﺩﻯ

The prime objective of the supply chain is to ﺍﻟﻬﺩﻑ ﺍﻟﺭﺋﻳﺳﻲ ﻣﻥ ﺇﺩﺍﺭﺓ ﺳﻠﺳﻠﺔ ﺍﻟﺗﻣﻭﻳﻥ ﻫﻭ ﺗﺣﻘﻳﻕ ﺃﻗﺻﻰ ﻗﺩﺭ
maximize overall value to the customer  ﻭﻓﻲ ﺑﻌﺽ ﺍﻷﺣﻳﺎﻥ ﺍﻟﺳﺑﻳﻝ.ﻣﻥ ﺍﻟﻘﻳﻣﺔ ﺍﻹﺟﻣﺎﻟﻳﺔ ﻟﻌﻣﻼء ﺍﻟﻣﺅﺳﺳﺔ
organization. In some cases the only way to ﺍﻟﻭﺣﻳﺩ ﻟﺗﺣﻘﻳﻕ ﺍﻟﻘﻳﻣﺔ ﺍﻟﻘﺻﻭﻯ ﻫﻭ ﺑﻧﺎء ﻋﻼﻗﺔ ﻣﻊ ﻣﺯﻭﺩﻱ ﺍﻟﺧﺩﻣﺔ
achieve the maximum value is to establish supplier .(ﻣﺑﻧﻳﺔ ﻋﻠﻰ ﺍﺳﺗﺭﺍﺗﻳﺟﻳﺔ ﺗﻭﺯﻳﻊ ﺍﻟﻣﻛﺎﺳﺏ )ﻣﺭﺑﺣﺔ ﻟﻛﻝ ﺍﻷﻁﺭﺍﻑ
relationships for a win-win strategy.
MONITOR THE PERFORMANCE
:ﻣﺭﺍﻗﺑﺔ ﺍﻷﺩﺍء
Most codes and standards, prudently, do not ﻣﻌﻅﻡ ﺍﻟﻘﻭﺍﻧﻳﻥ ﻭﺍﻟﻣﻌﺎﻳﻳﺭ ﻻﺗﺗﻁﻠﺏ ﺍﻟﺗﺩﻗﻳﻕ ﺍﻟﺩﻗﻳﻕ ﻟﻣﺯﻭﺩﻱ
require audits of suppliers. Auditing is but one of  ﺍﻟﺗﺩﻗﻳﻕ ﻣﺎ ﻫﻭ ﺇﻻ ﺍﺣﺩ ﺍﻷﺳﺎﻟﻳﺏ ﺍﻟﻌﺩﻳﺩﺓ ﺍﻟﻣﺳﺗﺧﺩﻣﺔ.ﺍﻟﺧﺩﻣﺔ
the many methods used to monitor supplier  ﻭﻟﻼﻧﺗﻘﺎﻝ ﻣﻥ ﺍﻷﺳﻬﻝ ﻭﺍﻷﻗﻝ ﺗﻛﻠﻔﺔ.ﻟﻣﺭﺍﻗﺑﺔ ﺃﺩﺍء ﻣﺯﻭﺩ ﺍﻟﺧﺩﻣﺔ
performance. Going from the easiest and least
:ﺇﻟﻰ ﺍﻷﺻﻌﺏ ﻭﺃﻋﻠﻰ ﺗﻛﻠﻔﺔ ﻟﻣﺭﺍﻗﺑﺔ ﺍﻷﺩﺍء ﻫﻭ
expensive to the hardest and most expensive, the
ways to monitor performance are:

• Certificates and other paperwork. Although they
are often used interchangeably, there is a
difference between a certificate of conformance
and a certificate of compliance. The former states
an inspection or test was performed and the result
was in conformance with stated form-fit-function
requirements. The latter states the work done to
make the part or perform the service was in
compliance with all required drawings,
specifications, procedures, manuals, standards, and
regulations. Of course, this cannot be determined
with 100% accuracy, so a certificate of compliance
has little value. On the other hand, copies of tests
performed on the item prior to ship can be of high
value to the customer. These material test report
copies are easy to include with the shipment and
cost the supplier little extra money.

 ﻋﻠﻰ ﺍﻟﺭﻏﻡ ﻣﻥ ﺃﻧﻪ ﻏﺎﻟﺑﺎ ﻣﺎ: ﺍﻟﺷﻬﺎﺩﺍﺕ ﻭﻏﻳﺭﻫﺎ ﻣﻥ ﺍﻷﻭﺭﺍﻕ ﻫﻧﺎﻙ ﻓﺭﻕ ﺑﻳﻥ ﺷﻬﺎﺩﺓ ﺍﻟﻣﻁﺎﺑﻘﺔ ﻭﺷﻬﺎﺩﺓ،ﺗﺳﺗﺧﺩﻡ ﺑﺎﻟﺗﺑﺎﺩﻝ
 ﻭﻳﻘﺻﺩ ﺑﺎﻷﻭﻟﻪ ﺃﻥ ﻧﺗﺎﺋﺞ ﺍﻟﻔﺣﺹ ﻭﺍﻟﺗﻔﺗﻳﺵ ﻣﻁﺎﺑﻘﺔ.ﺍﻟﺗﻭﺍﻓﻕ
 ﻭﻳﻘﺻﺩ ﺑﺷﻬﺎﺩﺓ ﺍﻟﺗﻭﺍﻓﻕ ﺃﻧﻪ.ﻣﻊ ﺇﺣﺗﻳﺎﺟﺎﺕ ﻭﻣﺗﻁﻠﺑﺎﺕ ﺍﻟﻭﻅﻳﻔﻳﺔ
ﺇﻧﺟﺎﺯ ﻋﻣﻝ ﺍﻟﻘﻁﻌﺔ ﺃﻭ ﺍﻟﺧﺩﻣﺔ ﻟﻳﺗﻭﺍﻓﻕ ﻭﻳﺗﻼﺋﻡ ﻣﻊ ﻛﺎﻓﺔ
ﺍﻟﺭﺳﻭﻣﺎﺕ ﻭﺍﻟﻣﻭﺍﺻﻔﺎﺕ ﻭﺍﻹﺟﺭﺍءﺍﺕ ﻭﺍﻟﻛﺗﻳﺑﺎﺕ ﺍﻹﺭﺷﺎﺩﻳﺔ
،٪100  ﺑﺎﻟﻁﺑﻊ ﻻ ﻳﻣﻛﻥ ﺟﺯﻡ ﻫﺫﻩ ﺍﻟﺩﻗﺔ.ﻭﺍﻟﻣﻌﺎﻳﻳﺭ ﺍﻟﻣﻁﻠﻭﺑﺔ
 ﻭﻣﻥ ﻧﺎﺣﻳﺔ ﺃﺧﺭﻯ.ﻭﻟﻬﺫﺍ ﻓﺈﻥ ﺷﻬﺎﺩﺓ ﺍﻟﺗﻭﺍﻓﻕ ﻟﻬﺎ ﻗﻳﻣﺔ ﺿﺋﻳﻠﺔ
ﻗﺩ ﺗﻛﻭﻥ ﺍﻟﻧﺳﺦ ﻣﻥ ﺍﻹﺧﺗﺑﺎﺭﺍﺕ ﺍﻟﺗﻲ ﺃﺟﺭﻳﺕ ﻗﺑﻝ ﺍﻟﺷﺣﻥ ﻋﻠﻰ
 ﻭﻣﻥ ﺍﻟﺳﻬﻝ.ﺑﻌﺽ ﻣﻥ ﺍﻟﺳﻠﻊ ﺑﺎﻫﻅﺔ ﺍﻟﺛﻣﻥ ﺑﺎﻟﻧﺳﺑﺔ ﻟﻠﻌﻣﻳﻝ
ﺇﺭﻓﺎﻕ ﺗﻘﺭﻳﺭ ﻫﺫﻩ ﺍﻹﺧﺗﻳﺎﺭﺍﺕ ﺍﻟﺗﻲ ﺃﺟﺭﻳﺕ ﻋﻠﻰ ﺍﻟﻣﻭﺍﺩ ﻣﻊ
.ﺍﻟﺷﺣﻥ ﺑﺗﻛﻠﻔﺔ ﻣﺎﻟﻳﺔ ﺑﺳﻳﻁﺔ ﻟﻣﺯﻭﺩ ﺍﻟﺧﺩﻣﺔ

:ﺍﻟﺗﻔﺗﻳﺵ
 ﻭﺗﺷﻣﻝ.ﻳﻘﻭﻡ ﻣﺯﻭﺩ ﺍﻟﺧﺩﻣﺔ ﺑﻌﻣﻠﻳﺔ ﺍﻟﺗﻔﺗﻳﺵ ﻗﺑﻝ ﺷﺣﻥ ﺍﻟﻣﻧﺗﺞ
ﻋﻣﻠﻳﺔ ﺍﻟﺗﻧﻔﺗﻳﺵ ﺍﻟﻧﻬﺎﺋﻳﺔ ﺍﻟﺗﻛﻠﻔﺔ ﻭﺍﻟﺣﺟﻡ ﻭﺃﺣﻳﺎﻧﺎ ً ﺑﻌﺽ ﺍﻹﺟﺭﺍءﺍﺕ
Inspections:
These are performed by the supplier prior to ﺍﻟﻣﻌﻘﺩﺓ ﺍﻟﺗﻲ ﺗﺳﺗﺩﻋﻲ ﺍﻟﻌﻣﻳﻝ ﻹﺭﺳﺎﻝ ﻣﻔﺗﺵ ﻟﻣﻭﻗﻊ ﺍﻟﻌﻣﻝ ﻗﺑﻝ
product shipment. They include in-process and
.ﺷﺣﻥ ﺍﻟﻣﻧﺗﺞ

final inspections. The cost, size, or complexity of
the job sometimes causes the customer to send an
ﺃﻥ ﺇﺧﺗﺑﺎﺭ ﻓﺣﺹ ﺍﻟﻘﻁﻊ ﺍﻟﻛﺑﻳﺭﺓ ﺍﻟﺗﻲ ﻳﺗﻛﻭﻥ ﻣﻧﻬﺎ ﺍﻟﺟﺳﻭﺭ ﺩﺍﺧﻝ
inspector to the job site before shipment.

ﺧﻁﻭﻁ ﺍﻹﻧﺗﺎﺝ ﻳﻛﻭﻥ ﺃﺳﻬﻝ ﻭﺃﻗﻝ ﺗﻛﻠﻔﺔ ﻣﻥ ﺃﻥ ﻳﺗﻡ ﻓﺣﺻﻬﺎ ﻓﻲ
A large roadway bridge span would be easier and  ﻳﻘﻭﻡ ﺑﻌﻣﻠﻳﺎﺕ ﺍﻟﺗﻔﺗﻳﺵ ﻫﺫﻩ.ﺍﻟﻣﻭﺍﻗﻊ ﺍﻟﻣﺧﺻﺻﻪ ﻟﺑﻧﺎء ﺍﻟﺟﺳﻭﺭ
.ﺍﻟﻣﻭﻅﻔﻳﻥ ﺃﻭ ﻭﻛﻼء ﺍﻟﻌﻣﻳﻝ ﻭﻗﺩ ﺗﻛﻭﻥ ﻋﻣﻠﻳﺔ ﻣﻛﻠﻔﺔ ﻟﻠﻐﺎﻳﺔ
cheaper to correct at the factory rather than at the
bridge construction site. These source inspections
are performed by employees or agents of the
 ﺗﺳﻣﻰ ﻫﺫﻩ،ﻋﻧﺩﻣﺎ ﻳﺧﺗﺎﺭ ﺍﻟﻌﻣﻳﻝ ﻓﺣﺹ ﺍﻟﻣﻭﺍﺩ ﻋﻧﺩ ﺇﺳﺗﻼﻣﻬﺎ
customer. They can be quite costly.

ﺍﻟﻌﻣﻠﻳﺔ "ﺍﻟﺗﻔﺗﻳﺵ ﻋﻧﺩ ﺍﻻﺳﺗﻼﻡ" ﻭﻋﺎﺩ ًﺓ ﻣﺎ ﺗﺳﺗﺧﺩﻡ ﺍﻟﻣﺅﺳﺳﺎﺕ
When the customer chooses to inspect the material ﺍﻟﻣﺗﻘﺩﻣﺔ ﺃﺳﺎﻟﻳﺏ ﺇﺣﺻﺎﺋﻳﺔ ﻭﻣﻌﺎﻟﺟﺔ ﺁﻟﻳﺔ ﻟﻠﺑﻳﺎﻧﺎﺕ ﻟﻠﺣﺩ ﻣﻥ ﺍﻟﺗﻛﻠﻔﺔ
.ﻭﺍﻟﺟﻬﺩ ﺍﻟﻣﺗﺭﺗﺏ ﻋﻠﻰ ﻋﻣﻠﻳﺔ ﺍﻟﺗﻔﺗﻳﺵ
after it is delivered, it is called receiving
inspection. Smart organizations are applying
statistical methods as well as automation to reduce
the cost and effort of these inspections.
For commodity items produced in other countries,
the customer will sometimes require conformity
assessment. Shipments are inspected and tested by
qualified (accredited or certified) personnel
working for an authorized third-party agent. Both
parties (customer and supplier) agree to accept the
test results.

ﻓﻲ ﺑﻌﺽ ﺍﻷﺣﻳﺎﻥ ﻳﻁﻠﺏ ﺍﻟﻌﻣﻳﻝ ﺗﻘﻳﻳﻡ ﺍﻟﻣﻁﺎﺑﻘﺔ ﻟﻠﻣﻭﺍﺩ ﻭﺍﻟﺳﻠﻊ
 ﻛﻣﺎ ﻳﺗﻡ ﻓﺣﺹ ﻋﻣﻠﻳﺎﺕ ﺍﻟﺷﺣﻥ.ﺍﻟﻣﻧﺗﺟﺔ ﻓﻲ ﺍﻟﺑﻠﺩﺍﻥ ﺍﻷﺧﺭﻯ
ﻭﺍﺧﺗﺑﺎﺭﻫﺎ ﻣﻥ ﻗﺑﻝ ﺷﺧﺹ ﻣﺅﻫﻝ )ﻣﻌﺗﻣﺩ ﺃﻭ ﻣﺭﺧﺹ( ﻳﻌﻣﻝ
 ﻳﺗﻡ ﺍﻻﺗﻔﺎﻕ ﻋﻠﻳﻪ ﻣﻥ ﻗﺑﻝ ﺍﻟﻁﺭﻓﻳﻥ.ﻭﻛﻳﻝ ﻟﻁﺭﻑ ﺛﺎﻟﺙ ﻣﻌﺗﻣﺩ
.)ﺍﻟﻌﻣﻳﻝ ﻭﻣﺯﻭﺩ ﺍﻟﺧﺩﻣﺔ( ﻭﻳﻘﺑﻝ ﻛﻼ ﺍﻟﻁﺭﻓﻳﻥ ﺑﻧﺗﺎﺋﺞ ﺍﻻﺧﺗﺑﺎﺭ

:ﺍﻟﺗﺳﺟﻳﻝ
 ﺗﻡ ﺇﻧﺷﺎء،ﻟﻠﺣﺩ ﻣﻥ ﺍﻷﻋﺑﺎء ﻋﻠﻰ ﻛﻝ ﻣﻥ ﻣﺯﻭﺩﻱ ﺍﻟﺧﺩﻣﺔ ﻭﺍﻟﻌﻣﻼء
ﺑﺭﻧﺎﻣﺞ ﻋﺎﻟﻣﻲ ﻓﻲ ﺍﻟﺛﻣﺎﻧﻳﻧﺎﺕ ﻟﺗﺳﺟﻳﻝ ﻣﺯﻭﺩﻱ ﺍﻟﺧﺩﻣﺔ ﻓﻲ ﻧﻅﺎﻡ
Registration:
To reduce the burdens on both suppliers and  ﻛﺎﻧﺕ ﺍﻟﻔﻛﺭﺓ ﻋﻠﻰ ﺟﻣﻳﻊ ﺍﻟﻌﻣﻼء ﻗﺑﻭﻝ.ﻣﻌﺎﻳﻳﺭ ﺍﻹﺩﺍﺭﺓ ﺍﻟﺩﻭﻟﻳﺔ
 ﻭﺑﺩﺃ ﻓﻌﻠﻳﺎ ً ﺍﺳﺗﺧﺩﺍﻡ ﺑﺭﻧﺎﻣﺞ ﺗﻘﻳﻳﻡ ﺍﻟﻣﻁﺎﺑﻘﺔ.ﺷﻬﺎﺩﺓ ﻣﻭﺭﺩ ﻭﺍﺣﺩ

customers, a worldwide program to register
suppliers to international management system
standards was developed in the 1980s. The idea
was for all customers to accept a single supplier
certificate. The already-established conformity
assessment program was used. These third-party
registrations certify management systems to be
conforming to international standards and provide
confidence to the customer that goods and services
will conform to their requirements. They do not
guarantee that products or services are conforming
to customer requirements, however, nor do they
verify that process methods are technically sound.
The supplier pays for this registration service.

ﺍﻟﺫﻱ ﺃﻧﺷﺄ ﻭﺗﻌﺗﺑﺭ ﻋﻣﻠﻳﺎﺕ ﺍﻟﺗﺳﺟﻳﻝ ﻟﺩﻯ ﺍﻟﻁﺭﻑ ﺍﻟﺛﺎﻟﺙ ﻟﻠﺗﺻﺩﻳﻕ
ﻋﻠﻰ ﻧﻅﻡ ﺍﻹﺩﺍﺭﺓ ﺍﻟﺫﻱ ﻳﺗﻭﺍﻓﻕ ﻣﻊ ﺍﻟﻣﻌﺎﻳﻳﺭ ﺍﻟﺩﻭﻟﻳﺔ ﻣﻣﺎ ﻳﻭﻓﺭ ﺍﻟﺛﻘﺔ
 ﻭﻟﻛﻥ.ﻟﻠﻌﻣﻳﻝ ﺑﺄﻥ ﻫﺫﻩ ﺍﻟﺳﻠﻊ ﻭﺍﻟﺧﺩﻣﺎﺕ ﺗﺗﻭﺍﻓﻕ ﻣﻊ ﻣﺗﻁﻠﺑﺎﺗﻬﻡ
ﻻﻳﻘﺩﻡ ﺍﻟﺿﻣﺎﻧﺎﺕ ﺑﺄﻥ ﻫﺫﻩ ﺍﻟﻣﻧﺗﺟﺎﺕ ﺃﻭ ﺍﻟﺧﺩﻣﺎﺕ ﻣﻁﺎﺑﻘﺔ
 ﻛﻣﺎ ﺃﻧﻪ ﻻ ﻳﺿﻣﻥ ﺃﻥ ﺃﺳﺎﻟﻳﺏ ﺍﻟﻌﻣﻠﻳﺎﺕ ﺍﻟﻣﺗﺑﻌﺔ ﺳﻠﻳﻣﺔ.ﻟﻣﺗﻁﻠﺑﺎﺗﻬﻡ
 ﻭﻫﻲ ﻏﻳﺭ ﻣﺟﺎﻧﻳﺔ ﻭﻳﺩﻓﻊ ﻣﺯﻭﺩ ﺍﻟﺧﺩﻣﺔ ﻣﻘﺎﺑﻝ.ﻣﻥ ﺍﻟﻧﺎﺣﻳﺔ ﺍﻟﻔﻧﻳﺔ
.ﺍﻟﺗﺳﺟﻳﻝ ﻓﻲ ﻫﺫﻩ ﺍﻟﺧﺩﻣﺔ

Technical site visits:
These are usually informal visits by scientists,
engineers, or function managers to the supplier
site. Their purpose is to improve communications
and strengthen relationships. For goods, the visit
focuses on process and product details. For
services, the visit focuses on capabilities and
service expectations. Site visits may not provide
contractual direction, which must come from the
authorized purchasing agents.

:ﺍﻟﺯﻳﺎﺭﺍﺕ ﺍﻟﻣﻳﺩﺍﻧﻳﺔ ﺍﻟﻔﻧﻳﺔ
ﻋﺎﺩ ًﺓ ﻣﺎ ﺗﻛﻭﻥ ﻫﺫﻩ ﺍﻟﺯﻳﺎﺭﺍﺕ ﻏﻳﺭ ﺭﺳﻣﻳﺔ ﻣﻥ ﻗﺑﻝ ﺍﺧﺗﺻﺎﺻﻳﻭﻥ
 ﺍﻟﻐﺭﺽ.ﻭﻣﻬﻧﺩﺳﻭﻥ ﺃﻭ ﻣﺩﺭﺍء ﺍﻟﻭﺣﺩﺍﺕ ﺇﻟﻰ ﻣﻭﻗﻊ ﻣﺯﻭﺩ ﺍﻟﺧﺩﻣﺔ
 ﺃﻣﺎ.ﻣﻥ ﻫﺫﻩ ﺍﻟﺯﻳﺎﺭﺍﺕ ﻫﻭ ﺗﺣﺳﻳﻥ ﺍﻟﺗﻭﺍﺻﻝ ﻭﺗﻌﺯﻳﺯ ﺍﻟﻌﻼﻗﺎﺕ
 ﻳﻛﻭﻥ ﻣﺣﻭﺭ ﺍﻟﺯﻳﺎﺭﺓ ﻣﺭﺗﻛﺯ ﻋﻠﻰ ﺍﻟﻌﻣﻠﻳﺔ ﺍﻻﻧﺗﺎﺟﻳﺔ،ﺑﺎﻟﻧﺳﺑﺔ ﻟﻠﺳﻠﻊ
 ﻭﺑﺎﻟﻧﺳﺑﺔ ﻟﻠﺧﺩﻣﺎﺕ ﻳﻛﻭﻥ ﺗﺭﻛﻳﺯ ﺍﻟﺯﻳﺎﺭﺓ ﻋﻠﻰ.ﻭﺗﻔﺎﺻﻳﻝ ﺍﻟﻣﻧﺗﺞ
 ﻗﺩ ﻻ ﺗﻭﻓﺭ ﺍﻟﺯﻳﺎﺭﺍﺕ ﺍﻟﻣﻳﺩﺍﻧﻳﺔ.ﺍﻟﻘﺩﺭﺍﺕ ﻭﺍﻟﺧﺩﻣﺎﺕ ﺍﻟﻣﺗﻭﻗﻌﺔ
ﺍﻟﺗﻭﺟﻳﻬﺎﺕ ﺍﻟﺗﻌﺎﻗﺩﻳﺔ ﺍﻟﺗﻲ ﺗﻌﺗﺑﺭ ﻣﻥ ﺇﺧﺗﺻﺎﺹ ﻭﻛﻼء ﺍﻟﺷﺭﺍء
.ﺍﻟﻣﺻﺭﺡ ﻟﻬﻡ

Audits:
Critical and important suppliers may benefit from a
formal visit by customer auditors every one to
three years. These on-site reviews (or remote
virtual reviews) examine systems, processes, and
products. Their purpose is to provide assurances
that the supplier’s necessary controls have been
defined and implemented. Audits also determine
whether those controls actually work and will
remain after the audit had been completed. These
audits are classified as second-party audits. (Firstparty audits are internal audits; third-party audits
are done by regulators and registrars.)

:ﺍﻟﺗﺩﻗﻳﻕ
ﻗﺩ ﻳﺳﺗﻔﻳﺩ ﻣﺯﻭﺩﻱ ﺍﻟﺧﺩﻣﺔ ﺍﻟﻣﺅﺛﺭﻳﻥ ﻭﺍﻟﻣﻬﻣﻳﻥ ﻣﻥ ﺍﻟﺯﻳﺎﺭﺓ
.ﺍﻟﺭﺳﻣﻳﺔ ﺍﻟﺗﻲ ﻳﺟﺭﻳﻬﺎ ﻣﺩﻗﻘﻲ ﺍﻟﻌﻣﻼء ﻛﻝ ﻋﺎﻡ ﺇﻟﻰ ﺛﻼﺙ ﺳﻧﻭﺍﺕ
ﻭﺍﻟﻐﺭﺽ ﻣﻥ ﻫﺫﻩ ﺍﻟﺯﻳﺎﺭﺍﺕ ﺍﻟﻣﻳﺩﻧﻳﺔ )ﺃﻭ ﺍﻟﻣﺭﺍﺟﻌﺎﺕ ﺍﻻﻓﺗﺭﺍﺿﻳﺔ
ﻋﻧﺩ ﺑﻌﺩ( ﻫﻭ ﻓﺣﺹ ﺍﻟﻧﻅﻡ ﻭﺍﻟﻌﻣﻠﻳﺎﺕ ﻭﺍﻟﻣﻧﺗﺟﺎﺕ ﺑﻐﺭﺽ ﺗﻘﺩﻳﻡ
ﺿﻣﺎﻧﺎﺕ ﺑﺄﻧﻪ ﻗﺩ ﺗﻡ ﺗﺣﺩﻳﺩ ﻭﺗﻧﻔﻳﺫ ﺍﻟﺿﻭﺍﺑﻁ ﺍﻟﺿﺭﻭﺭﻳﺔ ﻭﺍﻟﻼﺯﻣﺔ
 ﻭﻳﻘﻭﻡ ﺍﻟﻣﺩﻗﻘﻳﻥ ﺃﻳﺿﺎ ً ﺑﺗﺣﺩﻳﺩ ﻣﺎ ﺇﺫﺍ ﻛﺎﻧﺕ.ﻣﻥ ﻗﺑﻝ ﻣﺯﻭﺩ ﺍﻟﺧﺩﻣﺔ
ﻫﺫﻩ ﺍﻟﺿﻭﺍﺑﻁ ﺗﻌﻣﻝ ﻓﻲ ﺍﻟﻭﺍﻗﻊ ﻭﺩﺍﺋﻣﺔ ﺣﺗﻰ ﺑﻌﺩ ﺍﻻﻧﺗﻬﺎء ﻣﻥ
 ﻭﺗﺻﻧﻑ ﻋﻣﻠﻳﺎﺕ ﺍﻟﺗﺩﻗﻳﻕ ﻫﺫﻩ ﻣﻥ ﻗﺑﻝ ﺍﻟﻁﺭﻑ.ﻋﻣﻠﻳﺔ ﺍﻟﺗﺩﻗﻳﻕ
 )ﺗﺗﻡ ﻋﻣﻠﻳﺎﺕ ﺍﻟﺗﺩﻗﻳﻕ ﺍﻟﺩﺍﺧﻠﻲ ﻣﻥ ﻗﺑﻝ ﺍﻟﻁﺭﻑ ﺍﻷﻭﻝ؛ ﺃﻣﺎ.ﺍﻟﺛﺎﻧﻲ
.(ﻋﻣﻠﻳﺎﺕ ﺗﺩﻗﻳﻕ ﻁﺭﻑ ﺛﺎﻟﺙ ﻣﻥ ﻗﺑﻝ ﺍﻟﻣﻧﻅﻣﻳﻥ ﻭﺍﻟﻣﺳﺟﻠﻳﻥ

Supplier scorecards and dashboards are common ﺑﻁﺎﻗﺎﺕ ﺍﻷﺩﺍء ﻭﻟﻭﺣﺎﺕ ﺍﻟﺗﺣﻛﻡ ﺍﻟﺧﺎﺻﺔ ﺑﻣﺯﻭﺩ ﺍﻟﺧﺩﻣﺔ ﻫﻲ
tools used to keep track of the overall state of ﺍﻷﺩﻭﺍﺕ ﺍﻟﺷﺎﺋﻌﺔ ﺍﺳﺗﺧﺩﺍﻣﻬﺎ ﺑﺷﻛﻝ ﻋﺎﻡ ﻟﻣﺭﺍﻗﺑﺔ ﻣﺯﻭﺩ ﺍﻟﺧﺩﻣﺔ
individual suppliers. They are often presented  ﻭﻏﺎﻟﺑﺎ ﻣﺎ ﺗﻌﺭﺽ ﺧﻼﻝ ﺍﻻﺟﺗﻣﺎﻋﺎﺕ ﺍﻻﺩﺍﺭﻳﺔ.ﺑﺷﻛﻝ ﻓﺭﺩﻱ
during management review meetings.
.ﻟﻠﻣﺭﺍﺟﻌﺔ

DEEPER INFORMATION
For deeper information on the above topics, please
see "The ASQ Supply Chain Management Primer"
from the Customer-Supplier Division of ASQ. The
book was published in English in 2014. JP Russell
is the editor. If you are a member of the ASQ, you
may also join the Customer-Supplier Division for
additional networking opportunities.

ً ﻭﻟﻠﻣﺯﻳﺩ ﻣﻥ ﺍﻟﻣﻌﻠﻣﻭﻣﺎﺕ ﺃﻛﺛﺭ ﺗﻔﺻﻳ
ﻼ
ﻟﻠﺣﺻﻭﻝ ﻋﻠﻰ ﻣﻌﻠﻭﻣﺎﺕ ﺃﻛﺛﺭ ﺗﻔﺻﻳﻼ ﺣﻭﻝ ﺍﻟﻣﻭﺍﺿﻳﻊ ﺍﻟﻣﺫﻛﻭﺭﺓ
 ﻳﺭﺟﻰ ﺍﻻﻁﻼﻉ ﻋﻠﻰ "ﻛﺗﺎﺏ ﺃﺳﺎﺳﻳﺎﺕ ﺇﺩﺍﺭﺓ ﺳﻠﺳﻠﺔ،ﺃﻋﻼﻩ
 ﺍﻟﺟﻣﻌﻳﺔ ﺍﻷﻣﺭﻳﻛﻳﺔ ﻟﻠﺟﻭﺩﺓ" ﻣﻥ ﺇﺩﺍﺭﺓ ﺍﻟﻌﻣﻼء ﻭﻣﺯﻭﺩﻱ- ﺍﻟﺗﻣﻭﻳﻥ
 ﺗﻡ ﺇﺻﺩﺭ ﺍﻟﻛﺗﺎﺏ ﺑﺎﻟﻠﻐﺔ ﺍﻹﻧﺟﻠﻳﺯﻳﺔ ﻓﻲ ﻋﺎﻡ.ﺍﻟﺧﺩﻣﺔ ﺑﺎﻟﺟﻣﻌﻳﺔ
 ﺇﺫﺍ ﻛﻧﺕ ﻋﺿﻭﺍً ﻓﻲ.JP Russell  ﻣﺣﺭﺭ ﺍﻟﻛﺗﺎﺏ ﻫﻭ.2014
 ﻳﻣﻛﻧﻙ ﺍﻹﻧﺿﻣﺎﻡ ﻹﺩﺍﺭﺓ ﺍﻟﻌﻣﻼء،ﺍﻟﺟﻣﻌﻳﺔ ﺍﻷﻣﺭﻳﻛﻳﺔ ﻟﻠﺟﻭﺩﺓ
.ﻭﻣﺯﻭﺩﻱ ﺍﻟﺧﺩﻣﺔ ﻟﻠﻣﺯﻳﺩ ﻣﻥ ﻓﺭﺹ ﺍﻟﺗﻭﺍﺻﻝ

For more information about this book excerpt, or  ﺃﻭ ﻋﻥ ﻏﻳﺭﻩ،ﻟﻣﺯﻳﺩ ﻣﻥ ﺍﻟﻣﻌﻠﻭﻣﺎﺕ ﺣﻭﻝ ﻫﺫﺍ ﺍﻟﻛﺗﺎﺏ ﺍﻟﻣﻘﺗﺑﺱ
about other books published by ASQ, please visit  ﻳﺭﺟﻰ ﺯﻳﺎﺭﺓ،ﻣﻥ ﺍﻟﻛﺗﺏ ﺍﻟﺻﺎﺩﺭﺓ ﻋﻥ ﺍﻟﺟﻣﻌﻳﺔ ﺍﻷﻣﺭﻳﻛﻳﺔ ﻟﻠﺟﻭﺩﺓ
our website at www.asq.org or contact the  ﺃﻭ ﺍﻻﺗﺻﺎﻝ ﺑﺎﻟﻧﺎﺷﺭwww.asq.org ﻣﻭﻗﻌﻧﺎ ﻋﻠﻰ ﺍﻻﻧﺗﺭﻧﺕ
publisher directly through authors@asq.org.
.authors@asq.org ﻣﺑﺎﺷﺭﺓ ﻣﻥ ﺧﻼﻝ ﺍﻟﺑﺭﻳﺩ ﺍﻹﻟﻛﺗﺭﻭﻧﻲ

The word been Chosen
ﻣﺰﻭﺩﻱ ﺍﻟﺨﺪﻣﺔ
ﻗﺪ ﻳﻌﻠﻢ
ﻣﻨﻄﻘﺔ ﺟﻐﺮﺍﻓﻴﺔ

The word
ﻣﺰﻭﺩﻱ ﺍﻟﺨﺪﻣﺔ
ﺍﻟﻤﻮﺭﺩﻳﻦ
ﻗﺪ ﻳﻌﻠﻢ
ﻗﺪ ﻳﺴﻤﻊ
ﻗﺪ ﻳﻌﺮﻑ
ﻣﻨﻄﻘﺔ ﺟﻌﺮﺍﻓﻴﺔ
ﺇﻗﻠﻴﻢ ﺟﻐﺮﺍﻓﻲ
ﻣﺴﺎﺣﺔ ﺟﻐﺮﺍﻓﻴﺔ

Suppliers
They learn from

geographical territory

