
                           International Journal of Advanced and Innovative Research (2278-844)/      

                                                                  Volume 7 Issue 11 

 
 

1 

©2018 IJAIR. All Rights Reserved 

http://ijairjournal.com  

VENDOR CLIENT MANAGEMENT (VCM)   
*Dr.Benita.S.Monica

#1
 & Ms.Subhasini.J

#2 

#1 
Assistant Professor, Saveetha School of Management, SIMATS 

benisrj@gmail.com    

#2 
MBA Student. Saveetha School of Management, SIMATS 

subha27961@gmail.com    

 

ABSTRACT: 

Vendor plays an important role in any 

company’s success or failure, and it refers to all 

the ways and methods of handling arrangements 

with vendors and its works. Vendor hold wealth 

of knowledge relating to their product or 

services and utilization within industry. Vendor 

client management will be focusing on providing 

trust commitment and quality towards the client 

and create positive response to the business. 

Vendor manager has the responsibility to select 

the right vendor to yield the desired 

performance characteristics. The manager has 

to focus massive amount of details to manage 

vendor effectively. An important objective of 

purchase management is to maintain good 

relationship with vendors. Vendor management 

will facilitate the process of performance 

monitoring, reporting and profit risk 

assessment. Hence the study is timely and vital 

to understand the perception towards vendor 

client management. 

Keywords: Vendor client management, strategic 
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INTRODUCTION 

Vendor Client Management (VCM) is a process to 

manage a company’s interaction with merchant and 

purchaser. It is a structural process of business 

which demonstrates the relationship with the 

supplier and the buyer in day to day basis and 

attempts to accomplish its objectives. The main 

component of VCM are building and managing 

relationship through serving and observing. The 

distribution of values of relationship to the firm is 

not homogenous. VCM will focus on satisfying the 

client and help to win new customers and develop 

customer loyalty. 

Vendor plays an important role in any company’s 

success or failure, and it refers to all the ways and 

methods of handling arrangements with vendors 

and its works. Vendor relationship management 

(VRM) is a contractual agreement between the 

governance and relationship building. It focuses on 

the conversion and development of the 

organization’s growth. Some of the procedures and 

guidelines has to be followed in VRM. Vendor 

client management system is a software preferred 

by many vendor’s companies to take over the 

purchasing process outsourcing services are 

explained as improves the quality of the services, 

speed the services delivery, innovative new 

technology, divided joint risk approach and reduce 

the inventory cost. 

The goal of VCM is to increase the customer’s 

value and reduce the inventory cost. Establishing 

goals will define the performance of the employees 

and able to optimize their opportunity to achieve 

the organization objectives. Vendor management is 

required to rise operational results by choosing the 

right vendor. Vendor manager has the 

responsibility to select the right vendor to yield the 

desired performance characteristics. The manager 

has to focus massive amount of details to manage 
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vendor effectively. An important objective of 

purchase management is to maintain good 

relationship with vendors. Vendor management 

will facilitate the process of performance 

monitoring, reporting and profit risk assessment. 

Strategic vendor relationship will lead to strategic 

partnership. Strategic partnership denotes the 

process to establish efficient business environment 

into the highly complex elements. It is very 

effective to achieve mutual development skills. 

Maintaining a good relationship with the vendor is 

not so hard, they should interact with each other 

and need to maintain a standard of communication. 

Effective vendor relationship development depends 

on the communication, timely delivery and 

performance. It has to be unique throughout the 

process and able to achieve the agency’s business 

outcome and should be treated separately. Financial 

management is an initial function which is 

responsible for managing the vendor credit and 

debit policy to provide quality of service and value 

for many. The most important factor is fixing the 

price for their model and meet out the business 

objectives.  

REVIEW OF LITERATURE: 

Jakubowski, Dodson, Burges, Munkacsy, Loo & 

Thomson (2004) has explained about the method 

and system of vendor management. A standard is 

associated with each service provided to the clients. 

A service management provider applies the 

standard to a first vendor associated with the 

service and manages compliance with the standard 

by the first vendor. 

 According to Teo (2012) partnerships between 

business shoppers and vendors are changing 

into more common as companies try to cut 

back price and source non-core activities. 

Some companies proactively manage 

the data gained from such 

partnership whereas others do therefore to a lesser 

extent. 

Gainey & Klaas (2003) has discussed about 

firms progressively using outside vendors to 

supply their caching. However, the strategic 

importance of the many coaching programs is 

to introduce distinctive challenges for organizations 

outsourcing. However this activity created 

awareness about the consequences of 

outsourcing. During this key space, they have a 

tendency to use group action value political 

economy, social exchange theory, and therefore 

the resource-based read to spot factors thought to 

impact shopper satisfaction with 

external coaching vendors. 

Dennison & Mehrora (2008) have discussed about 

a system for targeting promoting to a user 

includes Associate in Nursing interface visible by a 

user via user choice, and observance system related 

to same interface and designed to 

assemble info regarding the user's navigation on the 

interface. The system conjointly includes a storage 

system comprising a listing of classes related 

to one or a lot of product and/or services, and some 

extent assignment system related 

to the observance system. 

Behmoiras, Erbey, Castner, Kennedy, & Reno 

(2010) has explained the method and system for 

managing business transactions, like mortgages 

or alternative monetary transactions. A 

business dealing between associate degree user and 

establishment includes sub-transactions 

between the top user and a seller.  

McCutcheon (1993) has described the management 

systems developed by 2 vendors 

of versatile producing systems (FMSs). The 

vendors had terribly completely different ways for 

managing the event and implementation of their 

FMSs. They additionally had terribly completely 

different levels of shopper satisfaction. The study's 

objectives were, first, to see the 

management ways and project outcomes and, 

second, to analyze reasons acceptable. The study 

indicated that the vendors' project 

management ways for dominant their systems 

developments contributed to their contrastive rates 

of implementation issues. The ways that every 

seller evolved didn't mirror the inherent project 

risks. 



                           International Journal of Advanced and Innovative Research (2278-844)/      

                                                                  Volume 7 Issue 11 

 
 

3 

©2018 IJAIR. All Rights Reserved 

http://ijairjournal.com  

Edison & Robert (2008) has suggested 

management system for determinant the 

protection measures of a plurality of 

vendors. Associate in nursing assessment is 

performed on a plurality of vendors at a reduction. 

The assessment is placed into a reviewable and 

accessible by shoppers unagency buy the 

management system. The management 

system permits shoppers to review Associate in 

nursing assess the protection info relating to a 

plurality of merchandisers while not the 

price of performing arts an assessment of 

every vendor. 

Ross, Westerfield and Jaffe (2008) has explained 

the carrying prices and chance prices. The 

carrying prices are those related to credit extension 

and extension of assets. They include the 

desired rate of come from dangerous debts and 

the prices related to credit analysis, monitoring 

and assortment efforts. They more argued that 

chance prices are prices associated with loss of 

sales and as a results of refusing to grant cost. 

Slutzky, Ungs, and  brophy (2013) has discussed 

a computer enforced technique is disclosed for 

receiving worker usage data related to a minimum 

of one employee's usage of a wellness program. A 

standing level related to the minimum 

of one worker for the wellness program is 

decided supported the worker usage data. A 

standing level indicates a degree of 

participation within the wellness program. a 

knowledge set is formed comprising a minimum 

of the standing level related to the a minimum 

of one worker. 

IMPLICATIONS OF VCM 

Vendor perceive that VCM will focus on 

technology innovation and speed the service 

delivery. The management and vendor implements 

new technology as per the purchaser request. Using 

the new technology has to make serious impact on 

their vendor relationship. While technology kick 

start internal operations up a level, 

it also strengthens buyer-supplier relationship. 

Supplier relationship can be maintained by 

fulfilling their needs through timely payment. To 

create a priority the suppliers are willing to develop 

trust and respect with the buyers. Communication 

channel and payment process is handled through 

various technology solutions. E-sourcing is a tool 

used to compare the vendor and select them 

effectively and efficiently with necessary 

information. Communication between the merchant 

and the purchasers can be made very transparent 

and avoid miscommunication. The transaction 

process can be made efficient. 

By speeding the service delivery the vendor can 

have long-term relationship with their client which 

intern helps them to improve their service, quality 

and revenue. Quality is measurable and feasible. 

We shall establish the process to maintain a 

standard of services which is time effective. This 

will strengthen the relationship with the client. 

According to client, VCM will influence the 

business expansion and minimize the risk. Business 

expansion can increase quality and enhance 

innovation. Quality increases customer satisfaction 

and decreases the return of defects. Innovation can 

make major contributions to development and able 

to improve the business. Effective leadership will 

help us to improve our business and create 

sustainable growth for the future. 

VCM will minimize the risk, by planning and 

identifying potential business trouble and legal 

liabilities. The risks related to outsourcing are the 

principal limitation on the expansion of 

business method. It should focus on strategic risks 

and identify the components by which it can be 

reduced. 

    

CONCLUSION 

By maintaining an effective vendor relationship the 

framework of the management can be accessed 

easily and make it focus on the growth of the 

organization. The risk involved will be varying 

depending on the services provided and the 

vendor’s ability along until the vendor’s 

accountability. Vendor client management (VCM) 

will be focusing on the technology innovation, 

speed of the service delivery, effect of business 

expansion and  risk involved in the organization. 
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Moreover the perception of the vendor and client 

will be changing accordingly. It mainly focuses on 

satisfying the client, as well to retain the existing 

client by improves the relationship between the 

organization and the client. VCM will build trust 

with the customer and give importance to their 

client. The company should focus more on 

providing trust, commitment and quality towards to 

the client and build relationship between the 

company and the client. This would bring positive 

response to the business. 
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