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Description

CASE STUDY :

It islearnt that Ford & General Motorshave both established large inter nal-based
mar ket places named Auto xchange & Trade xchange respectively. They want to
create an online market place to achieve greater economics of scale and to give their
suppliers accessto more business globally, allowing suppliers and manufacturersto
slash costs.

Toyota, however, does not want to collaborate with them. Their philosophy isthat
supplier’saretheir partners. They believe in helping suppliers cut coststhrough a
guar antee of long term contract. Putting these partsin the open market would pit
them against other suppliers, causing an adversarial relationship.

For Toyotato agreetojoin in the market place, they suggested that they could start



with some “ standar dized” components. Differences arose in the definition of a
‘Standardised component. GM feelsthat steering wheels and wire connector s can
be begun with but Toyota considersthat these components are competitive.

Q1) How do you think supplierswould view these sites?

Q2) Discussthe advantages and disadvantages of these two approaches?

Q3) All the componentstogether help to create a competitive vehicle, so istheidea
of a market placeincorrect?

Q4) Discussthe prosand cons of such market places?
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