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Task 1
Different types are used in evaluating supplier performance attributable to the relationship between the buying company and the supplier (Aspemar and Engström, 2009 p.3). The relationship can be facilitative, connective, transactional or connective. In these four aspects, a buying company applies different approaches in evaluating the suppliers. The relationship is determined by both tangible and intangible investments between the supplier and the buyer (Aspemar and Engström, 2009 p.3). Some of the intangible investments include power-dependence, knowledge, communication, and expertise among other factors. On the other hand, the tangible investments include costs, resources, and past performance among other factors. 
Transactional Relationship 
The transactional relationship evaluation is suitable when organizational and technical interfaces are low to the supplier (Aspemar and Engström, 2009 p.10). Therefore, the relationship is best suited when the supplies are of little strategic or financial importance, and the supplies are usually purchased through standard outlets. In this case, the supplier and the buyer do not interact frequently. Besides, the resources spent by the buyer are minimal, and there is no dedicated organizational departments are allocated to handle the suppliers in a transactional relationship. 
Facilitative Relationship 
The facilitative relationship is applied when the organizational interface is high to the supplier, but the technical interface is minimal (Aspemar and Engström, 2009 p.10). This implies that the buyer utilizes a different type of supplier evaluation when there are less or no marginal technical adaptations concerning the supplier’s requirements. This type of relationship has significant financial relevance to the buyer. Therefore, communication and interaction are more frequent, and a buyer allocates organizational units to engage a supplier frequently. Thus, when evaluating a supplier, a buyer will be more inclined to the communication effectiveness of the supplier unlike in the transactional relationship. 
Integrative Relationship
An integrative relationship is characterized by high technical and organizational interfaces (Aspemar and Engström, 2009 p.10).  Therefore, a buyer values developing a stronger relationship with a supplier since the supplier has vital importance for the future competitiveness and innovativeness to a buying company. Therefore, when evaluating a supplier when a firm intends to develop an integrative relationship with the supplier, more scrutiny is done to establish a supplier’s suitability. 
Connective Relationship 
The connective relationship is a situation where a buyer low organizational interface and high technical interface to a supplier (Aspemar and Engström, 2009 p.11). In this case, the supplier has significant bargaining power. The relationship is usually temporary, and the relationship does not necessarily require a high organizational interface. Therefore, the buyer evaluates a supplier with less or no future orientation engagements, but the relationship can translate to a transactional or facilitative one. 
Task 2
The supplier evaluation exercise is conducted by supply chain and purchasing managers who report to a company’s chief executive officer (Luzzini et al., 2014 p.113). The primary task of supplier evaluation is done by the supply chain and or purchasing managers while the CEO oversees the exercise. The managers also work in collaboration with other managers such as the production and finance managers for effective supplier evaluation. Supplier evaluation is of paramount importance in the modern business environment which is characterized by intense competition. Therefore, organizations evaluate suppliers to obtain the best out of them concerning the quality of supplies, costs, sustainable relationship, and competencies among other factors (Mindtools.com, n.d. p.3). An organization that utilizes products and services from resourceful suppliers has a competitive advantage over the rivals. For instance, supplier evaluation enables a company to establish suitable suppliers who are committed to quality, effective communication and timely delivery among other factors and thus, the process eliminates suppliers who can make a company incur high costs of quality. Further, the supplier evaluation contributes significantly to the objectives of the buying company objectives in production. For instance, a supplier who has a record of timely delivery ensures timely output and eliminates stock out costs in manufacturing companies. Besides, a supplier with an effective communication system updates an organization on the trends of supplies concerning the expected fluctuation of prices, shortage of supplies among other factors and facilitates prompt planning of the buying company (Mindtools.com, n.d. p.3). Therefore, the supply chain and purchasing managers play a pivotal role through supplier evaluation in aligning the production function with the business strategies. 



Task 3
Advantages and Disadvantages of Supplier Evaluation 
Evaluating a supplier has significant benefits to a buyer (Mindtools.com, n.d. p.8). Assessment enables an organization to plan for the future effectively and enhances the attainment of a business strategy. Supplier evaluation facilitates the sharing of information, and thus, a buyer is in a position to identify areas that require improvement (Mindtools.com, n.d. p.8).
Further, sharing of information promotes financial intelligence that enhances a company’s competitiveness and sustainable performance through timely planning. The primary objective of an organization in most cases is maximizing profit while at the same attracting more customers due to the value derived from a product’s quality (Möller and Törrönen, 2003 p.110). However, this cannot be achieved without souring supplies of high quality, of considerable costs among other factors which can only be established by evaluating many suppliers (Mindtools.com, n.d. p.2). Therefore, an organization can align supply chain goals with corporate goals and thus, create a basis for sustainable business performance (Mindtools.com, n.d. p.8).  
Supplier evaluation, however, some disadvantages. One of the drawbacks is the subjectivity feature of the process (Mindtools.com, n.d. p.8). Therefore, the buying company has some degree of making mistakes in the selection of a supplier and thus, loses such supplier to competitors. Another disadvantage relates to high resource commitment especially when the evaluation involves an in-depth evaluation (Mindtools.com, n.d. p.8). The exercise, therefore, can result in high cost and reduce the profitability of the buying company. Finally, the commercial intelligence and information gathered through evaluation can only be beneficial to a buying company if necessary actions are taken (Mindtools.com, n.d. p.8). The information needs to be shared in the entire organization as well as suppliers, and thus, the effectiveness of such information may not be achieved if leaked to the competitors.
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