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2-4.
1)
—-1:
1997 | 1998 1999 2000 | 2001 2002
( ) 1,000 | 900 1,000 1,500 | 2,000 | 3,000
(%) | ROS( 0.5 0.3 0.2 0.6 0.8 1.0
ROI( 0.2 0.1 -0.1 0.25 0.35 0.45
() 0.65 | 0.42 0.53 0.67 0.75 0.87
() 850 700 800 1,000 | 1,100 1,200
(%) 220 450 350 250 200 150
( 1,176 | 1,286 | 1,250 1,500 | 1,818 | 2,500
—2: (2002 )
3
( ) 3,000
(%) | ROS( 1.0
ROI( 0.45
() 0.87
() 1,200
(%) 150
2,500
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2-5. 7S Model 2.

1)

7S Framework

Definition

(organizational effectiveness) 7S
(consequence of the relationships)

» Strategy

o Shared values : ( / )
o Skills

e Structure

o Systems

o Staff

» Style : /




2-5. 7S Model 2.

1)
7 (seven factors of organizational effectiveness)
Structur g( )
. (Thedivision of responsibility & control)
Strategy( ) . (How decisions are made)
. . (How communication flows)

(A coherent set
of actions aimed at gaining a sustainable
advantage over competition)

Systems( )

(The
processes and procedures
Shared values( / ) through which things get
« Those ideas of what is right done from day to day)
and desirable which are typical
of the organization and
common to most of its
members Style( / )
Skills( )  How the management leads

— Controlling( / )

- — Anayzing( )
(Capabl!m&e possessed by Staff( ) — Promoting( )
;he _orga?lzatl Or? as afwhol eas . — Supporting( )
istinct from those o -
individuals) (The peoplein

the organization, considered in terms of
corporate demographics, not individual
personalities)



2-5. 7S Model

2)

7S Framework
(hierarchical model)

(

(intertwined matrix)

7S (interaction
of all of the seven characteristics)

g

7S
(hierarchical structure of the
seven characteristics)




2-5. 7S Model 2.

3)

7S (Strengths) (Weaknesses)

Strategy)
( )

Shared Value
( /)

Skills

Structure

( )

Systems

( )

Staff

Style
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(Value Chain Analysis)

1)

(Support Activities)

: M.E. Porter
)
(Primary Activities)

/ / /

/ /
(Cost)
(Speed)

(Efficiency)




2-6. (Value Chain Analysis) 2.

1)
Firm Infrastructure ) ’
Support Human Resource Management
Activities Technology Development ;
Procurement )
e C_CRM
Inbound | Operations| Outbound | Marketing _(a system of o
Logistics Logistics | And Sales interdependent activities)
(IL) (OP) (OL) (S&M)

Primary Activities

O (Support Activities)

. (Company Infrastructure)
& MIS(Management Information System)

. (HRM, Human Resource Management) :
&
. (Technology Development) : & ,
. (Procurement)
O (Primary Activities)
. (Inbound Logistics) : &
. (Operations) : & ,
. (Outbound Logistics) : & ,
. (Marketing & Sales) : &

° (Service) - & (snareg)




2-6. (Value Chain Analysis)

1)

O (Support Activities)

. (Company Infrastructure)
: & MIS(Management Information System)

. (HRM, Human Resource Management)
: &
. (Technology Development)
. o ’

. (Procurement)




2-6. (Value Chain Analysis) 2.
1)
O (Primary Activities)
. (Inbound Logistics) : &

-Activities associated with receiving, storing, and disseminating inputs to be used in the
manufacture of the product, such as material handling, warehousing, inventory control,
vehicle scheduling, and returns to suppliers

. (Operations) : & ,

-Activities associated with transforming inputs into the final product form, such as
machining, packaging, assembly, equipment maintenance, testing, printing, and facility
operations.

. (Outbound Logistics) : & ,

-Activities associated with collecting, storing, and physically distributing the product to
buyers, such as finished goods warehousing, material handling, delivery vehicle operation,
order processing, and scheduling.

. (Marketing & Sales) : &

-Activities associated with providing a means by which buyers can purchase the product and
including them to do so,such as advertising, promotion, sales force quoting, channel
selection, channel relations, and pricing.

. (Service) : & , : (spares)
-Activities associated with providing service to enhance or maintain the value of the product,
such as installation, repair, training, parts supply, and product adjustment.



2-6. (Value Chain Analysis) 2.

2)

(The value chain of a company is embedded in a larger stream of activities - the value system)

The value system

Improve company’s operations through:

» Reorganization _ Identify opportunities
* Inhouse/outsource activities The supply chain to add value to the
« Cost reductions — A _____ —~ customer

1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
1
4

O -
S
3 -
5
<
O

[

7

—+

o

3

o

_____________________

* Product/service
differentiation

e Cost reductions to
customers

Identify suppliers’ cost

: Supplier :
structures to increase

the value captured bommmmmmmmmmmmm oo
through negotiations

Identify the competitors’
value chain activities for
benchmarking purposes

» Sequence of activities

* Inhouse/outsource
activities

e Cost structures

Identify the linkages
between activities across

Competitor
A
Competitor
B >
the supply chain for
cooperation/ integration

purposes e
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(Value Chain Analysis)

3)

u (activities)

o . . \
. /I\Z
. P4

< A, D

. *Spare part
. . /




2-6. (Value Chain Analysis) 2.
3)
A: /
p
Human (flexible organization) \
resour ce
managemernt
Technology 5% R&D
_________ e 4 R&D
Procurement Empowerment and involvement. \
\
(| Inbound Production Distribution Selling Service \
° 2 ° / / ° —_ °
__________ \ . ( )
4 < sourcing .
 JIT,
(
\ )
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3)
) P,
33% 35% 10% 12% 10% 100%
3,300 3,500 1,000 1,200 1,000 10,000

41%
25%
18%
16%
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(Value Chain Analysis)

3)

100% = 10,000

10%

12%

8,000

10%

10%

12%

9,000

10%

12%
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4) EC Value Chain

-Dell Computer




2-6. (Value Chain Analysis) 2.

4) EC Value Chain

, / / Activities
New Skill , Human Touch , Activities
Lead Time , /
Feedback Interaction ) Lab
Activities ,
Activities Activities
/ ' |
.Flexible Manufacturing ]
Activities . .Activities
. . . /
Activities . AT
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4) EC Value Chain

(1) -

?From Suppliers’ Suppliers to Customers’ Customers
?

Dell

e

e Ta

A

IL : Inbound Logistics
OL : Outbound Logistics
OP : Operations

S&M : Sales & Marketing
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4) EC Value Chain

(2)

?

? (Unbundling)
?EMS(Electronics Manufacturing System)

CISCO
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4) EC Value Chain

(3)

?

-~ ( )

? (connection) (community)

? EMS(Electronics Manufacturing System)

? 80%
MCO(Manufacturing Connection Online)

? P&G
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4) EC Value Chain

(4)

(disintermediation)
E-Business

-Dell

- P&G '
(99 10 )




2-6. (Value Chain Analysis) 2.

4) EC Value Chain

()

? (Value Added Intermediary)

Y

& , (Infomediary)

()

| | FAX, 86
|
|




2-6. (Value Chain Analysis)
5) (The Internet & the Value Chain)/By Michael E. Porter/HBR, March. 2001
Firm | ° ERP
Infrastructure | IR(Investor Relations)
Human | .
Resource |
Management |
Technoloy | .

Development

Procurement

*R&D

Inbound L ogistics

Operations

Distribution

or

Selling

*Push

,opt-in/out

Service

now, VOIP,
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1)
. (Strength) (Weakness)
*TFT
. TFT 2
. , , /R&D, , ; ,
. /
. /
/R&D |
. /
MIS/ /ERP
. /CDP
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2) Top Management Team

21

Top Management Team T™MT
. (Change Management)
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