
 

 

1. Introduction 

After six months of work in Volkswagen Mexico´s Global Sourcing Department, I realized 

that the relationship between buyers and sourcers was not tight.  

 

Buyers are the Purchasing Staff that buys all parts that are used in VW´s cars. “Sourcer” is 

a specific job which roles are to open, record and monitoring Global Sourcing Processes 

(GSP) and obtain savings through these processes. A GSP is a process that involves finding 

new suppliers in North American Region for every part that is potential for cost reduction. 

This means that the new supplier have to offer lower prices than the current ones. 

This lack of tightness in the relationship hinters the information flow between the parties 

and as a consequence of a low information flow, Global Sourcing processes are not being 

closed on time and this is reflected in low savings. 

 

I decided to use the “Service Dominant Logic” for solving this problem because after 

taking several University courses about it, and after reading articles and books about this 

service approach, I think it can provide a good background to make a solution proposal, 

because the importance in knowledge transfer and how relationships work are not always 

considered in everyday activities. For me, knowledge and relationships are determining 

factors of success or failure in workplaces, therefore I took them as critical factors when 

elaborating my proposed solution. 

 

This approach, “Service Dominant Logic” by Vargo and Lusch (2004) can be understood 

with an example given by Grönroos (2006) about a driller. He says that when someone 

buys a drill they do not want a drill per se, but they want to make a hole in the wall, that is 

the valuable part for the customer, being able to make a hole, not the drill itself. And from 

that thought, it can be understood the importance of knowledge in this example, because 

when it is known what is valuable for the customer (making a hole on the wall), strategies 

can be elaborated from what is known about the customer. 

 



As I mentioned before, I used this approach for making the solution proposal and was the 

approach I used when analyzing Global Sourcing´s work environment and actors. 

 


