
The Eurasia Proceedings of 

Educational & Social Sciences (EPESS) 

ISSN: 2587-1730 

- This is an Open Access article distributed under the terms of the Creative Commons Attribution-Noncommercial 4.0 Unported License,
permitting all non-commercial use, distribution, and reproduction in any medium, provided the original work is properly cited.

- Selection and peer-review under responsibility of the Organizing Committee of the Conference

© 2020 Published by ISRES Publishing: www.isres.org 

The Eurasia Proceedings of Educational & Social Sciences (EPESS), 2020 

Volume 19, Pages 11-22

IConMEB 2020: International Conference on Management, Economics and Business 

Model Design Supplier Relationship Performance Measurement 

Rizki Prakasa HASIBUAN 

University of Putera Batam 

Elisa KUSRINI 

Islamic University of Indonesia 

Abstract:One way to maintain a position is how to meet customer satisfaction in a business-to-business 

context and build buyer-supplier relationships. There are many factors that influence customer satisfaction in the 

context of business to business and build buyer-supplier relationships. This paper aims to design a more 

comprehensive supplier relationship performance measurement (SRPM) model with the buyer's perspective and 

the supplier's perspective. The proposed SRPM model to make it easier for manufacturing companies to 

measure the performance of the established buyer-supplier relationship. The research method uses interviews 

and questionnaires to supply chain actors in manufacturing companies and validated by supply chain 

management experts. The resulting design model for measuring SRPM uses several factors including cost, 

quality, lead-time, flexibility, trust, power, transparency, communication, commitment, economic sustainable, 

social sustainable and environmentally sustainable. The proposed model is implemented directly into 

manufacturing companies using the Analitycal Hirarchy Process (AHP) method. The results obtained look at the 

total final value of the supplier-buyer relationship and do the mapping with the SRPM matrix model. 

Keywords: Supplier, Supplier relationship performance measurement, SRPM, Supplier relationship 

management, AHP 

Introduction 

In today's competitive world, companies are constantly trying to make progress and maintain their current 

position (Beikkhakhian et al., 2015). One of the ways to maintain position is how to meet customer satisfaction 

in business to business and build supplier - supplier relationships. There are many factors that influence 

customer satisfaction in a business-to-business context and building supplier-supplier relationships (Rajagopall 

et al., 2009). According to Oghazi et al (2016) Supplier Relationship Management is a Supply Chain 

Management concept that can help achieve a competitive advantage. 

Supplier Relationship Management is a way for buyers and suppliers to seek competitive advantages in the 

market, utilizing reciprocal resources as a result of supplier-buyer formation (Amoako-Gyampah et al., 2019). 

SRM is the management of directed relationships between buyers and suppliers in quality, quantity, and 

inventory on time. For this purpose, supplier relationship performance measurement (SRPM) is defined as one 

of the metrics used to measure SRM performance. 

It is important to measure the performance of the supplier relationship for relationship development and increase 

trust. SRPM from a buyer-supplier perspective. Much of the literature on traditional models is based on a buyer 

perspective, such as evaluation. According to Damlin et al (2012) how to assess buyer-supplier performance by 

linking indicators and traditional relationships. 

This paper aims to design a more comprehensive SRPM model developed by Damlin et al (2012). The SRPM 

model is based on the perspective of buyers and suppliers with traditional relationship indicators to see supplier 

relationship performance. In general, the relationship that the buyer-supplier wants to achieve is the closeness 
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between the buyer-supplier in competitive global competition. This study produces a SRPM model and an 

increase in performance from the results of calculations using the AHP method. The results of this study serve 

as a basis for consideration of supplier companies to improve supplier relationship performance. 

Method 

This research consists of several stages. Stage 1, a literature review containing a literature review of the research 

by Damlin, 2012; Johnson, 2015 for the SRPM model. Phase 2, building a new model. This stage provides 

additional criteria and develops a model with two perspectives, namely a buyer perspective and a supplier 

perspective with the aim of building a more comprehensive model. Stage 3, Model Validation. This stage is 

carried out by testing and validating the new model that has been obtained by conducting interviews with 

several experts. This is done to verify the new model that has been formed. Stage 4. Case study. This stage is an 

implementation of an existing model to be applied directly in the field. Stage 5. Results and Conclusions. This 

stage describes the new model and implementation results in the company. 

Results and Discussion 

The framework used is the Damlin model linking traditional KPIs with KPI relationships to measure supplier-

buyer relationships. The Damlin model has several factors that influence the supplier-buyer relationship, the 

factors in the supplier-buyer relationship can be seen in Figure 1. 

Figure 1. SRPM framework damlin (Damlin, 2012) 

Damlin's model connects two categories of traditional KPIs and a relationship that uses only buyer perceptions. 

This study provides a more compensation model by linking traditional KPIs and relationships using a supplier-

buyer approach. There are many criteria or factors that influence this relationship, the relationship criteria used 

in this SRPM model are criteria that broadly affect a relationship (Damlin, 2012). Supplier Relationship 

Performance Measurement is a performance measurement in supplier-buyer relationships with several activities 

including developing a relationship measurement model to identify actual and supplier-buyer perceptions, 

measure, and monitor and evaluate (Thanh Ha, 2015). The following is a proposed framework for Supplier 

Relationship Performance Measurement as shown in Figure 2. 

Figure 2. SRPM framework 

The proposed SRPM framework is more comprehensive because it uses supplier-buyer perceptions and 

proposes sustainability criteria. The criteria for sustainability are proposed because the supplier-buyer company 

has adopted a sustainable management strategy. Sustainability proposed in the SRPM model integrates supplier-

buyer sustainability strategy and evaluates sustainable performance to achieve supplier-buyer goals.
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After the proposed framework is made, expert validation is then carried out to obtain a framework that suits the needs in 

the field. The results of data collection of the proposed framework validation criteria are considered important by all 

experts so that the proposed framework can be accepted according to field needs. To determine the level of the supplier-

buyer relationship, this study proposes the SRPM model. The basic concept in measuring the level of supplier-buyer 

relationship is the low / small gap between actual perceptions of supplier-buyer. The SRPM model for measuring 

supplier-buyer relationships uses a scale of 1-5. The SRPM model table is given in Tables 1 and 2. 

Case Study 

To implement the designed model, direct measurements were made at manufacturing companies, namely PT. X, P. Y 

and PT. Z. SRPM performance measurement in manufacturing companies is by distributing questionnaires and 

interviews to companies that are responsible and which deal directly with supplier buyers. There are 2 questionnaires 

used in this study, namely the SRPM measurement questionnaire and the pairwise comparison questionnaire in each 

company. The method used is the Analitycal Hirarchy Process (AHP). After distributing the questionnaires, the SRPM 

measurement results for each company were obtained which explained that the position of the relationship and the 

results of pairwise comparisons between the SRPM criteria aims to obtain the priority weight of each criterion. 

Furthermore, the measurement of the SRPM level score is carried out on each supplier-buyer relationship. The 

following is a summary of the results of the research conducted: 

Table 3. Score supplier relationship peformance measurement 

PT. X and PT. Y 

No Criteria PT. X  to  PT. Y PT. X to PT. Y 

Score Criteria 

Weights 

Final 

Score 

Score Criteria 

Weights 

Final 

Score 

1 Cost 4 0.161 0.644 5 0.131 0.655 

2 Quality 4 0.142 0.568 5 0.144 0.720 

3 Lead-time 5 0.125 0.625 4 0.131 0.524 

4 Flexibility 5 0.12 0.600 5 0.119 0.595 

5 Trust 4 0.053 0.212 4 0.052 0.208 

6 Power 3 0.111 0.333 3 0.111 0.333 

7 Transparancy 5 0.042 0.210 5 0.042 0.210 

8 Communication 5 0.088 0.440 5 0.099 0.495 

9 Commitment 5 0.081 0.405 5 0.09 0.450 

10 Economic Sustainable 1 0.027 0.027 1 0.028 0.028 

11 Social Sustainable 1 0.024 0.024 1 0.026 0.026 

12 Environment 

Sustainable 

1 0.027 0.027 1 0.028 0.028 

Total 4.115 4.272 

Table 4. Score supplier relationship peformance measurement 

PT. X and PT. Z 

No Criteria PT. X  to  PT. Z PT. Z to PT. X 

Score Criteria 

Weights 

Final 

Score 

Score Criteria 

Weights 

Final 

Score 

1 Cost 4 0.161 0.644 4 0.142 0.568 

2 Quality 3 0.142 0.426 5 0.158 0.790 

3 Lead-time 5 0.125 0.625 4 0.118 0.472 

4 Flexibility 5 0.12 0.600 5 0.105 0.525 

5 Trust 4 0.053 0.212 4 0.053 0.212 

6 Power 3 0.111 0.333 3 0.11 0.330 

7 Transparancy 5 0.042 0.210 5 0.042 0.210 

8 Communication 5 0.088 0.440 5 0.098 0.490 

9 Commitment 5 0.081 0.405 5 0.089 0.445 

10 Economic Sustainable 1 0.027 0.027 1 0.029 0.029 

11 Social Sustainable 1 0.024 0.024 1 0.027 0.027 

12 Environment Sustainable 1 0.027 0.027 1 0.029 0.029 

Total 3.973 4.127 
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Figure 3. Matriks SRPM PT. X and PT. Y 

Figure 4. Matriks SRPM PT. X and PT. Z 

Based on the research results above, the final value of PT. X and PT. Y with a score of 4,115 and 4,272, while PT. X 

and PT. Z has a score of 3,973 and 4,127. From the final value of the SRPM supplier-buyer matrix results can be seen in 

Figures 3 and 4 , where the supplier-buyer relationship is in quadrant A, which means that the supplier-buyer is equally 

satisfied. However, in this study, the researcher proposes to improve the performance of two supplier-buyer 

relationships in sustainable quality criteria so as to produce a more perfect SRPM score (5 and 5) as follows: 

Standardizing quality by mutual agreement to overcome quality problems that often occur in recycled products 

and replacement products. 

Integrate supply chain systems to produce better information, communication and transparency. 

Build sustainable programs in living relationships to achieve mutual sustainability. 

Conclusion 

Based on the research that has been done, a comprehensive SRPM model was found to make it easier for companies to 

implement SRPM in the company. This model was built to determine the scale of measurement within the scope of 

SRPM. Companies are expected to have guidelines for assessing and planning for improvements in supplier-buyer 

relationships. 

The proposal to improve the performance of SRPM in this study is to standardize quality by mutual agreement to solve 

quality problems that often occur in recycled and substituted products, integrate supply chain systems to produce better 

information, communication, and transparency, and build sustainable programs in relationship to achieve sustainability 

together. 
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Recommendations 
 

In research there are weaknesses and strengths as well as research that has been done, this can be developed again in 

future research or research. The recommendation for further research is to validate the supplier relationship 

performance measurement model using SEM or other statistical methods. 
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