
General Motor’s Global Purchasing & Supply Chain Organization 
manages the competitive bid process to efficiently and strategically 
obtain goods and/or services from outside resources.

Support GM’s Core Values

Customers
Valuable and relevant supply chain solutions
How does our end customer benefit from your product/service?
How do your other customers measure value & how does that apply to GM?

Relationships
Alignment with GM goals & strategies
Do you know all of the internal stakeholders?
Do you have an engagement strategy? (Targeted customers/Tier X market fit)

Excellence
Proven track record of sustainable success
What Key Performance Indicators (KPI’s) does your core customers use?
How do you rank with your competitors based on these KPI’s?

GENERAL MOTORS - SUPPLIER EXPECTATIONS



Customer focused

First to market

Scale/Footprint/TEC

Buyer Engagement

Core metrics/KPI’s

Risk mitigation

Sustainability

Communication/Training

Robust business model

Innovative product/service

Resources/Capacity/Locations

Sales Strategy

Customer & Sub-Tier performance

Diverse Portfolio/Strong financials

“Green” technology/services

Proactive feedback & participation

CORPORATE SUPPLIER 

KEYS TO SUCCESSFUL ALIGNMENT



Achieve certification
Register on the company website to be considered as apotential supplier
Research the purchasing model & sourcing opportunities
Establish a realistic growth plan that aligns with your human & financial resources
Relevant Value Proposition-Aligned capabilities & Proven performance
Understand the bidding process
Communicate with Supplier Diversity Professionals
Take advantage of training opportunities
Participate in strategic networking events
Diversify your business portfolio (Customers, Industry, Geography, etc..)
Develop strategies that align with the customers footprint (JV/ Strategic Alliance)

TIPS FOR DOING BUSINESS WITH LARGE COMPANIES



Brief Company History & Leadership Structure
Value Proposition-What’s your differentiator?
Core Products/Services-Top 3 Commodities/Services
Manufacturing/Service Footprint & Related Capacity (Scale)
Prospective Growth Pattern-How much business can you handle annually, 
based on your financials/capacity/human resources ?
Current Customer Base (%/$breakout) & Key Target Customers
Relevant Certifications (Example; NMSDC, ISO, TS)

**Information should be captured on a single page document**

SUPPLIER DIVERSITY-QUICK VETTING Q&A



Ownership structure/brief history

Core products/services

Manufacturing/Service footprint

Value proposition

CUSTOMER ENGAGEMENT
1. Targeted

2. Informed

3. Approach

4. Follow-up

Corporate/Industry Key Performance Indicators
Example:

RELEVANT CERTIFICATIONS: ISO/TS/NMSDC/Government security clearance

PERFORMANCE SUMMARY

Customer 1

Quality
(PPM)

Recent 
Awards

# of cost 
savings 
initiatives

# of 
projects 
managed

On Time 
Delivery %

Customer 2

Customer 3

Customer 4

Customer 5

CORPORATE SUMMARY

Customer Summary 
(% of sales)

Reflect market credibillity Reflects capabilities Reflects portfolio risk

Product/Service 
Summary (% of sales)

Industry 
Summary 

SAMPLE CAPABILITY TEMPLATE


