[Intro Music]

Samantha: 
I'm Samantha Lewis and I'm excited to introduce our podcast today. Our host is Barry Render, author of the number one Operations Management title on the market. Joining him today is Chris Calabretta, founder of Silk Road Supply Chain Advisors, which specializes in transforming Supply Chain Operations and procurement and purchasing functions. Barry and Chris will be discussing how global supply chains have been totally refocused since Covid.

Barry: 
Thanks for the introduction, Samantha and Chris. It's just great to have you join us on our podcast today. I've interviewed a lot of experts from the field of Supply Chain Management, but no one who's had your 25 years of experience, and let me just summarize some of the positions you've had prior in the starting of your own company; Vice President of Johnson & Johnson, Vice President of the advanced network model CommScope, Vice President for procurement of Campbell’s Soup, Vice President of Ancillare, which is a clinical research supply chain company. You've got a great background, so thank you so much for joining us today.

Chris: 
Absolutely, thank you for the time.

Barry: 
Let's start off, how did Covid reinforce the importance of procurement and supply chains? You've seen this in your life, and in your last few jobs.

Chris: 
Absolutely. Yeah, I'll hit on a couple of points. First and foremost, just, you know what happened to being able to have inventory. The inventory just, once it was depleted, we weren't able to refill that inventory. I mean, you take a look at all the ports across the United States, and even in other countries, and the ships weren't allowed in, and even if they were allowed in, they were going to be very slowly unloaded, and even if they got unloaded there wasn't enough transportation and logistics equipment to carry it to the locations internal to the country, and it was just, it was, it turned into an absolute nightmare. So, having to understand inventory management, and we've been focused for so long on what we call just-in-time inventory with lean manufacturing, and it turned very quickly on its head, into what's now just-in-case inventory. So, it was quite the evolution there, and I think people are now really trying to understand better how to be prepared for situations if something scary like that happens again in any way, shape, or form from a supply chain, risk management perspective.

Barry: 
A good explanation, good. Let me turn the subject a little bit to vaccines and an area that interests me, it's called biologics.

Chris: 
Yes.

Barry: 
Could you first explain what biologics is, and then tell us why it's so important?

Chris: 
Sure, I will talk very quickly about the way, from a very high level, how I was introduced to it in Johnson & Johnson, we have what's called small molecule and large molecule. So, small molecule being in chemicals-based products like Tylenol, for example, or like anything with Acetaminophen. It's all those products you can get on the shelf in your local CVS, but the large molecules are actually a class of medications that are derived from living organisms, like bacteria, viruses, human cells, and you have a cell that is actually grown in a media. That’s a formulation that allows for that cell to proliferate, then you end up running it through an entire process where you actually filtrate it down into a small vial and you freeze it, and then that becomes an injectable that you can put into a person's body to go after the cells that are causing the disease. Many times these could be life-threatening diseases, or they could be just very significant, painful diseases, like anything that irritates the skin, for example. So, all kinds of ranges that biologic started to come in and serve as a solution in an opportunity to remove some of these pain factors from the human being.

Barry: 
So, it's very important. Why is that? How did that affect you when you were VP at Johnson & Johnson? The issues that you had to face.

Chris: 
Yeah, it was very different, because I was the VP for marketing, right, and we manage a significant amount of spend in marketing, and you can imagine with Johnson & Johnson it was quite large, and doing a lot of advertising and media, and really focused a lot on cost savings in procurement, and also a lot on supplier relationship management, but that was kind of flipped on its tail when you go into biologics because the spend was a lot lower, but what was the most critical piece was now criticality and continuity of supply. We could not at any one point in time have a product not be delivered, or an item not be delivered to our manufacturing sites. So, anything from the raw materials all the way to small little filters that might cost a dime to get a little filter, but that filter, if you don't have it or if the quality is bad, it can shut down the entire manufacturing process until it's replaced, and now you're talking about people's lives. So, when I'm in marketing, I'm not really talking about people's lives. I’m really trying to grow the business and make, you know, people attracted to what we're looking for and what we're selling, but when you get in a supply chain with biologics, it could be a life-or-death situation. So, my number one goal, my number one directive, when I landed in the biologic role was, stop worrying about savings, because whatever you save is not going to be worth the cost of someone's life. Just make sure that you build super strong relationships with your supply base. Make sure that even if we're not the number one largest buyer from a supplier, that the supplier knows the criticality of that product, and what they provide is to us and to the lives of our patients, and make us a customer of choice, we called it, you know, a trusted partner with our supply base. So, between suppliers and between ensuring continuity of supply and quality, that was what the total focus was. So, very different from marketing and biologics.

Barry: 
Right, so I guess your motto was, “never a stock out?”

Chris: 
Yeah, 100%. That was the goal, that we could not ever have a stock out, and I will thank God that we never did when I was there. It was quite an exercise.

Barry: 
Now I've heard the term, you've used it before, called agile procurement. What did you mean by that?

Chris: 
Yeah, you know, in agile procurement, it's really about being ready to handle what comes in that day. So, there's certain, very specific curriculum around agile, and yeah, that's true, that applies, but when I talk about agile and specifically in procurement, it's more about being able to walk in the door that day, take a look at what's happening around the world, within your own building, within your own environment, within your own office. What's going to impact the delivery of the goods and products that you're selling that day, and that you're going to provide for your company? You need to be agile in a way of understanding the risks, the costs, the relationships, and I'll call it the politics, of what's happening across all of the end-to-end supply chain of your business. So, that agility not only means identifying it, but then knowing what to do to act on it, and then how to follow up on it, and make sure that it doesn't happen again if it's, indeed, a critical risk factor.

Barry: 
Has that impacted relations? The whole concept of relations with the suppliers in the field.

Chris: 
Yeah, absolutely. There's multiple ways that we focus on it. One is just when you start bringing suppliers in, you want to understand and make sure that they have risk avoidance and risk plans in place, that they know what their supply chain is for them. So, our supply chain is not just the people that sell it to us, but it's really the first tier, second tier, third tier into the supply chain, and we need to understand that, and there's actually tools and systems, today, and artificial intelligence is even coming into this place as well, helping us to understand what could potentially happen, and what do we need to do to be prepared for that potential situation to occur? So, we actually will not work with suppliers that don't have those capabilities, but those that do have the capabilities, or want to learn and bring those capabilities in, we will strongly partner with.

Barry: 
Well, you just mentioned AI and Data Analytics are, of course, the hottest topics in the country right now. So, how is that changing the supply chain and procurement process? Has AI worked its way into the system already?

Chris: 
I will say it's a little bit slower than maybe in some other areas, but I do think that it's starting to land. I know for me, personally, I use it on a regular basis. From running RFPs to creating and documenting the request for quote and the request for approval process, all of those I've been using AI to help me define and to document and to run these events much quicker and faster than I was able to in the past. I'm actually working with another firm where we're using AI to actually identify raw materials in biologic manufacturing and working with the AI tool to understand what resources and what suppliers are out there that can best provide that critical list of components at the highest quality on a strong ability for continuity of service, to make sure that we can bring those materials from those suppliers into the manufacturing sites that we partner with. So, AI, I think we're just scratching the surface with it at this point. It, you know, helps a lot with presentations. We talked once before about how you can create all kinds of different podcasts with it, automatically. So, there's all kinds of ways that AI is coming into play, and I think we just need to make sure that, as I say to people, AI is not going to put anyone out of a job. It's going to put those people out of a job that aren't going to use AI. That's how I preface it.

Barry: 
That's a great answer, and you've given us such great insights into your experiences, and I wanna wish you the best of luck. Thank you for joining us today. I want to wish you the best of luck with your company Silk Road Supply Chain Advisors. I think it's gonna be very successful based on your experience, and we wish you all the best in the future. Thanks again.

Chris: 
Oh, thank you very much. I really appreciate it, Barry.

Barry: 
Our pleasure.

[Outro Music]
