
1
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Enhance your professional edge with Fhyzics Business 
Consultants’ Micro-Learning Programs in Supply Chain 
Management and Procurement. Designed as focused, two-
hour Executive Development Programs, these sessions 
deliver practical insights and tools to solve real-world 
business challenges. Conducted in small batches for 
personalized learning, participants gain a deeper 
understanding of key supply chain and procurement 
strategies that drive efficiency and profitability. Each 
participant receives a certificate of completion, adding value 
to their professional profile and career growth. Whether you 
aim to advance in your current role or explore new 
opportunities, this program equips you with the knowledge 
and confidence to excel.

Micro-Learning Programs in 
Supply Chain Management & 
Procurement
Are you preparing for the CPIM certification through 
self-study? As an experienced supply chain professional, 
you already have strong practical knowledge—but some 
topics may still need expert clarification. Fhyzics Business 
Consultants bridges that gap with on-demand, topic-
oriented CPIM training sessions designed specifically for 
self-learners.

Whether you need guidance on a single concept or an 
entire module, our focused training helps you master 
complex areas quickly and confidently. Get personalized 
support, strengthen your exam readiness, and elevate 
your supply chain expertise—on your schedule.

Mobile: +91-900-304-9000 (WhatsApp)
Email: Certifications@Fhyzics.net

CPIM On-Demand Training 
for Self-Study Professionals
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Order Qualifiers and Winners

1. Definition of Order Qualifiers
Order qualifiers are the basic criteria that allow a company’s 
product or service to be considered by customers. They 
don’t win the order but are necessary to compete in the 
market. Examples include acceptable quality, compliance, 
price range, and delivery reliability. Falling short of qualifiers 
eliminates a company from customer consideration entirely. 
In CPIM terms, meeting qualifiers ensures operational 
readiness and competitiveness before strategic 
differentiation takes place.

2. Definition of Order Winners
Order winners are the distinct attributes or capabilities that 
persuade customers to choose one supplier over another. 
These could be cost, innovation, responsiveness, quality, or 
flexibility. Order winners create competitive advantage. In 
CPIM context, order winners determine supply chain 
priorities — for example, whether to emphasize lean 
efficiency or agile responsiveness.

3. The Origin: Terry Hill’s Model
Terry Hill’s model distinguishes between order qualifiers 
(entry requirements) and order winners (differentiators). It 
helps align manufacturing and operations with corporate 
strategy. According to Hill, firms must first meet qualifiers 
before optimizing order-winning capabilities. This model 
provides a foundation for designing production strategies 
and aligning operations performance with customer 
expectations.
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4. Strategic Importance
Understanding order qualifiers and winners ensures 
strategic alignment between market demands and 
operational capabilities. Companies that misidentify them 
may either overinvest in non-value factors or neglect 
customer priorities. CPIM professionals must ensure that 
planning, sourcing, and inventory policies reinforce what 
customers truly value.

5. Examples of Common Order Qualifiers
Typical qualifiers include:
• Basic product quality
• On-time delivery
• Competitive pricing
• Industry certifications or compliance
• Minimum service reliability

 These are the “must-have” elements that enable market 
participation. Maintaining them consistently prevents 
customer attrition and sets the foundation for 
differentiation.

6. Examples of Common Order Winners
Order winners vary by industry but often include:
• Superior product design or innovation
• Exceptional delivery speed or flexibility
• Outstanding service experience
• Lowest total cost of ownership
• Environmental sustainability

 Order winners evolve as markets mature, meaning what 
wins today may become tomorrow’s qualifier.
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7. Dynamic Nature of Order Winners and Qualifiers
Market expectations change over time. As competitors 
improve, today’s order winner can become tomorrow’s 
qualifier. For instance, “next-day delivery” was once a 
differentiator but is now standard in e-commerce. CPIM 
candidates must understand this evolution to adjust supply 
chain strategies dynamically.

8. Relationship with Competitive Priorities
Competitive priorities — cost, quality, flexibility, and 
delivery — directly define order winners and qualifiers. For 
example, in a cost-focused market, low price may be an 
order winner, while quality is a qualifier. Aligning these 
priorities ensures operational efforts focus on the right 
objectives.

9. Order Qualifiers and Supply Chain Design
Qualifiers and winners directly influence supply chain 
design. For example, if speed is an order winner, an agile 
supply chain is required. If cost is key, a lean supply chain is 
ideal. Understanding this link helps CPIM professionals 
select the right planning and production systems.

10. Performance Measurement Alignment
Performance metrics must reflect the company’s order 
winners and qualifiers. For example, if delivery reliability is a 
qualifier, then on-time delivery rate is a critical KPI. If 
customization is a winner, engineering change lead time 
becomes more important. Misaligned metrics can misdirect 
resources.
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11. Role in Manufacturing Strategy
Manufacturing strategy translates corporate goals into 
production capabilities. Order qualifiers and winners guide 
whether to emphasize mass production, flexibility, or 
innovation. This alignment ensures that factory layouts, 
process choices, and capacity planning support market 
needs and competitive positioning.

12. Order Winners and Product Lifecycle
Order winners often change across the product lifecycle. 
During introduction, innovation or uniqueness may win 
orders; during maturity, cost and reliability dominate. CPIM 
professionals must adjust operations planning and 
inventory management as order-winning criteria evolve 
over time.

13. Linking to Customer Segmentation
Different customer segments may have distinct order 
qualifiers and winners. For example, industrial clients may 
prioritize reliability, while retail customers focus on price. 
Understanding these distinctions allows planners to design 
segmented supply chains with tailored service levels and 
inventory strategies.

14. Trade-Offs Among Qualifiers and Winners
Improving one attribute can impact another — for example, 
reducing cost may affect flexibility or quality. CPIM 
professionals must understand these trade-offs when 
setting planning priorities and ensure that chosen order 
winners do not compromise qualifiers.
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15. The Role of Core Competencies
A company’s core competencies — the unique skills and 
processes that create value — often define its order 
winners. For instance, Toyota’s lean manufacturing 
capability drives both quality and cost leadership. Building 
and protecting these competencies is essential for 
sustainable advantage.

16. Order Winners in Different Industries
Order winners differ by sector:
• Automotive: reliability, cost
• Technology: innovation, speed
• Pharmaceuticals: compliance, quality
• E-commerce: convenience, delivery speed

 Recognizing industry-specific factors helps CPIM 
professionals contextualize supply chain decisions and 
performance targets.

17. Customer Perception and Value Proposition
Customers define what counts as an order winner. 
Therefore, a company must continually analyze how 
customers perceive value. Aligning operational capabilities 
with the customer’s definition of value ensures 
competitiveness and customer loyalty, a key CPIM strategic 
principle.

18. Competitive Benchmarking
Benchmarking identifies how a firm’s performance 
compares with competitors on order-winning and qualifying 
dimensions. It highlights performance gaps and 
improvement priorities. For example, benchmarking
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delivery lead times may reveal opportunities to strengthen 
responsiveness — a potential new order winner.

19. Integrating Order Winners into Planning Systems
Advanced Planning and Scheduling (APS) and Sales & 
Operations Planning (S&OP) processes should incorporate 
order winners and qualifiers. For example, if responsiveness 
is critical, shorter planning cycles and buffer stock policies 
should be emphasized. This integration ensures consistency 
between strategy and execution.

20. Continuous Review and Strategic Renewal
As market conditions evolve, companies must periodically 
reassess what customers value. Continuous monitoring 
ensures strategic agility — allowing the firm to redefine its 
order winners before competitors do. In CPIM, this principle 
links to continuous improvement, risk management, and 
strategic alignment.

*****
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Enhance your professional edge with Fhyzics Business 
Consultants’ Micro-Learning Programs in Supply Chain 
Management and Procurement. Designed as focused, two-
hour Executive Development Programs, these sessions 
deliver practical insights and tools to solve real-world 
business challenges. Conducted in small batches for 
personalized learning, participants gain a deeper 
understanding of key supply chain and procurement 
strategies that drive efficiency and profitability. Each 
participant receives a certificate of completion, adding value 
to their professional profile and career growth. Whether you 
aim to advance in your current role or explore new 
opportunities, this program equips you with the knowledge 
and confidence to excel.

Micro-Learning Programs in 
Supply Chain Management & 
Procurement
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Micro-Learning Programs in 
Supply Chain Management

1. Fundamentals of Supply Chain Management
2. Supply Chain Planning and Optimization
3. Demand Forecasting Techniques
4. Inventory Control and Management
5. Distribution and Logistics Strategy
6. Warehouse Layout and Operations Efficiency
7. Supply Chain Risk Management
8. Supply Chain Performance Metrics (KPIs)
9. Lean Supply Chain Practices
10. Agile and Responsive Supply Chains
11. Sales and Operations Planning (S&OP)
12. Supply Chain Network Design
13. Supply Chain Digital Transformation
14. AI and Data Analytics in Supply Chain
15. Supply Chain Sustainability and Green Logistics
16. Reverse Logistics and Returns Management
17. Supply Chain Collaboration and Integration
18. Supplier Relationship Management in SCM
19. Global Supply Chain Strategy
20. Transportation Management Systems (TMS)
21. Inventory Optimization Models
22. Demand-Driven MRP (DDMRP) Concepts
23. Blockchain Applications in Supply Chain
24. Supply Chain Cost Reduction Techniques
25. SCOR Model and Process Improvement
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Micro-Learning Programs in 
Supply Chain Management …

26. Capacity Planning and Resource Allocation
27. Managing Supply Chain Disruptions
28. End-to-End Supply Chain Visibility
29. Cold Chain Logistics Management
30. Supply Chain Compliance and Ethics
31. Import–Export Procedures and Documentation
32. Managing Third-Party Logistics (3PL) Providers
33. Supply Chain Collaboration Technologies
34. Production Planning and Scheduling
35. Strategic Supply Chain Design Using Case Studies
36. Circular Economy in Supply Chain
37. Vendor-Managed Inventory (VMI)
38. Transportation Optimization Techniques
39. E-Commerce Supply Chain Models
40. Omni-Channel Fulfillment Strategies
41. Warehouse Automation and Robotics
42. SCOR DS Roadmap for Supply Chain Excellence
43. Customer-Centric Supply Chain Strategies
44. Supply Chain Finance and Working Capital 
Management
45. Supply Chain Data Visualization Using Power BI
46. Strategic Sourcing in Supply Chain Context
47. Supply Chain Benchmarking and Best Practices
48. Integrated Business Planning (IBP)
49. Supply Chain in Crisis Management and Recovery
50. Future Trends and Technologies in Supply Chain
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Micro-Learning Programs in 
Procurement

1. Fundamentals of Procurement Management
2. Strategic Sourcing and Category Management
3. Supplier Selection and Evaluation
4. Contract Management Essentials
5. Cost and Price Analysis in Procurement
6. Negotiation Strategies for Procurement Professionals
7. E-Procurement and Digital Tools
8. Procurement Planning and Budgeting
9. Risk Management in Procurement
10. Supplier Relationship and Performance Management
11. Sustainable and Ethical Procurement
12. Total Cost of Ownership (TCO) Analysis
13. Make-or-Buy Decision Frameworks
14. Procurement Policies and Governance
15. Procurement in Public vs. Private Sectors
16. Procurement Audit and Compliance
17. Procurement Data Analytics and Reporting
18. Procurement Scorecards and KPIs
19. Strategic Supplier Partnerships
20. Category Strategy Development
21. Managing Global and Offshore Procurement
22. Negotiation Simulation Workshop
23. Contract Law for Procurement Managers
24. Cost Reduction Strategies in Procurement
25. Supplier Risk Assessment Models 
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Micro-Learning Programs in 
Procurement …

26. Procurement Process Mapping and Improvement
27. Procurement Automation and AI Applications
28. Managing Procurement Teams Effectively
29. Procurement Ethics and Transparency
30. Procurement in the Digital Supply Chain
31. Vendor Consolidation Strategies
32. Spend Analysis and Optimization
33. Demand Forecasting for Procurement
34. E-Auction and Reverse Bidding Techniques
35. Inventory and Procurement Alignment
36. Procurement in Project-Based Organizations
37. Supplier Onboarding and Development
38. Procurement Market Intelligence
39. Measuring Supplier Innovation
40. Procurement in Times of Supply Disruption
41. Cross-Functional Collaboration in Procurement
42. Writing Effective RFPs, RFQs, and RFIs
43. Contract Negotiation Best Practices
44. Green Procurement and Circular Economy
45. Legal Aspects of Procurement Contracts
46. Performance-Based Contracting
47. Procurement Leadership and Strategic Influence
48. Cost Avoidance and Value Creation in Procurement
49. Managing Procurement with Power BI Dashboards
50. Future Skills and Trends in Procurement
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Fhyzics Business Consultants Pvt. Ltd.
Professional Training Partner of ASCM, USA

www.Fhyzics.net

CPIM aspirants may buy the CPIM 
Learning System and Examination 
Credits directly through ASCM Portal. 
When purchasing CPIM Examination 
Credit, please enter Referral 
Code XEFHYZ88 to receive CPIM 
Recertification Guidance for life.

ASCM Referral Code
XEFHYZ88
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