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Learning Objectives

After completing this unit, Ss should be able to:

—comprehend basic vocabulary and sentence patterns related to a factory tour;
—identify and understand the basic elements of a factory tour;

—understand the importance of a factory tour in business.

Selecting the right suppliers is one of the most important conditions for successful
sourcing. Supplier assessment enables you to evaluate manufacturers’ capabilities, to
ensure compliance to regulations and to get products in line with the contracted quality
and quantity within a specified time frame. How do you evaluate the suppliers effectively?
You can make a factory tour to assess their quality, service and technology. In fact, a
factory tour is one of the most important parts of the assessment of a potential supplier.
During or before the factory tour, you should be able to do financial and cost reviews.
During the tour you will want to see the working environment, product development
and the quality control and manufacturing systems. You can evaluate a supplier in the
following ways:

Financial review

Ask the supplier to provide the following materials:

e The last two fiscal years’ income statements and two years’ balance sheets. (Ask
for an explanation of any unusual trends or relationships.)

e The final audit report of any independent accounting firms (if available, from the
last three years).

e An analysis of aging of accounts payable and accounts receivable for the past three
years. This information may be provided in summary, stating the dollar amount

1
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and percent outstanding for under 30 days, 30 to 60 days, and over 90 days. (Discuss
any unusual trends or relationships, and ask for an explanation of any write-offs for
bad debt.)

Detailed capital equipment expenditure plans for the next three years, including
plans for any facilities.

Cost review

Ask the supplier to answer the following questions:

Do you have any long-term agreements with other suppliers or customers? Do any
of these contracts/agreements have built-in price adjustments?

Do you have any programmes/incentives in place to deliver cost reductions? If so,
explain. If not, why? Can you provide two examples of implemented ideas which
have resulted in lower costs to your organisation? Were any of these savings passed
on to your customers?

Do you use cost-based or market-based pricing? Could you please explain your
reasoning for selecting your method?

Compared to your competition, how would you rate your company on pricing
competitiveness, quality, and delivery? How would your customers rate you?

Do you currently share cost information (raw materials, labour, manufacturing
overheads, profit, etc.) with a customer? Would you be willing to share this during
the quotation process?

Working environment

Ask the supplier to answer the following questions:

How extensive are your employee training and education plans?

Do employees receive incentives, bonuses, or profit-sharing? If so, what are they
based on?

Can you explain your housekeeping and workplace guidelines?

Can you explain how you evaluate your employees’ performance?

Product development

Ask the supplier to answer these questions and provide any related materials:

Do you currently use CAD (Computer-Aided Design) for product design?
Tooling design? If yes, detail the type of equipment, software packages and data
transmission requirements. If no, give reasons or future purchase plans.

Please detail all measures which will be taken to ensure a successful transition to
manufacturing upon completion of the prototype phase.

Can you explain the planning process used to validate a new product design and/or
manufacturing process?

Quality control and manufacturing systems

Ask the supplier to answer the following questions and provide any related materials:

Describe how you organise quality control.

Describe the system for controlling documentation of drawings, specifications,
data, etc.
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Describe how suppliers are chosen.

Do you measure supplier performance? And if so, how?

Please explain the system for controlling the supply of raw materials.

Describe your inspection and testing systems for incoming purchased materials, in-

process and finished goods.

e Do you have a certified lab? If so, please provide a copy of accreditation certification.

e Detail your gauge control and calibration.

e What is your system for identifying and isolating of internal/external nonconforming
products?

e What machinery maintenance procedures are in place? How regularly are they
implemented?

e Describe how you deal with malfunctions or breakdown in production.

e Explain your internal quality audit system.

e Do you have a continuous improvement programme within your facility?

After the factory tour, you should be able to come to a conclusion about the supplier.
The conclusion may be:
e The factory will not be considered as a supplier at this time.
e The factory will be considered as a potential supplier after they improve the
conditions that are currently unsatisfactory.
e The factory is considered a suitable supplier.

Language Expansion

" Factory tour (I) |

Expressing requests to visit a factory

We’d very much like to have a tour of your factory.
I’m eager to visit your company.

I hope to visit your factory next month.

I would be happy to come to see your newest facilities.
When could I visit your factory? The sooner the better!

Safety measures for factory tours

I’m afraid you’ll have to wear an overall. It’s a hygiene requirement.
Please follow the arrow. This will take you safely to the assembly line.
Watch your step, please.

You need this for security.

It’s very important not to touch the machinery.
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Expressing further requests during a factory tour

If it is not too much trouble, we would like to talk to your plant manager.

I hope to meet your general manager.

Would you mind arranging for me to meet the director of your Delivery Department?
I wonder whether I could talk to your workers?

Could I visit your product-design centre?

' Factory tour (Il) |

Asking for impressions

What do you think of our factory?

What’s your general impression?

Having had the tour, what’s your qpinion?

Did you like the factory tour? I hope you enjoyed it.
I wonder if you enjoyed visiting our factory.

Expressing gratitude for the tour’s arrangements

Thank you. I’'ll keep in mind everything you have told me.

I really appreciate you helping me during my tour.

Thank you for helping me learn about the new technology in wine making.
Thank you for your kindness during the tour.

I’m truly grateful for your help during the tour.

All the arrangements for the tour are greatly appreciated. Thank you very much.

Ekpressing apologies

I hope the noise isn’t annoying you.

We are running a little short of time, so perhaps we should move on now.

I’m sorry, I’m not familiar with that part. I’ll ask our engineer to explain it to you.
I hope you don’t mind having Chinese food for lunch.

If you have any problems with the tour, please tell us.
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Scripts & Key

~Partl Warm-up
Key:
1) eat 2) tour 3) taste 4) enjoy 5) make 6) closed 7) shop

Part i Listening Practice

_______________________________________________________________________________________

s

(1) I hope the noise isn’t bothering you?
It’s no bother!
(2) Why don’t we start at the workshop?
Sure. I’ll follow you.
(3) What did you think of our factory?
Very big and modern.
(4) What’s your overall impression?
I’m very favourably impressed.
(5) How big is your factory?
The multiplex of 9 buildings totals 767,708 square feet of floor area.
(6) What is your market share?
45%.
(7) How many workers are there in your factory?
At present, there are 2,000 workers at the plant.
(8) Well, shall we have a break? You must be tired, having seen all of our plants all at
once.
Not really. But there is a lot to take in. Let’s have a break!
(9) Are all the products available now?
Of course. We have good stock levels.
(10) Is there anything else you’d like to see?
I"d like to visit your research department.

Key:
Hf @e BG)g @i G)ec G (b (@®)a ®d (10
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‘S'cript:

_____________________________________________________________________________

Boeing is one of the world’s leading aerospace companies, with its heritage mirroring

the history of flight. It is the largest manufacturer of commercial jetliners, satellites

and space flight and launch services. The Boeing Everett Factory tours are conducted
to showcase the Boeing and Everett production lines, featuring the 747, 767, 777 and
787. On the production line, visitors will see airplanes in various stages of manufacture.
Afterwards, they will also be able to watch a flight test. As Boeing is also a leading
producer of military aircraft, helicopters, space vehicles and missiles, visitors will also
have a chance to see advanced fighter planes such as the F-15 and F/A-18. On the tour,
visitors will tour the largest building by volume in the world.

During this tour, we believe visitors from every region of the globe will realise that

they have witnessed the work of the number one aerospace leader in the world: Boeing

Everett.

Key:
1) aerospace  2) manufacturer  3) services 4) showcase 5) production
6) various 7) producer 8) advanced 9) globe 10) leader
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Script:

Richard:
Thomas:
Richard:
Thomas:

Richard:
Thomas:

Richard:
Thomas:
Richard:
Thomas:
Richard:

Thomas:

Richard:

Thomas:
Richard:

Good morning. Welcome to our company.

Good morning. Thank you for your reception.

I’'m Richard Black, the Sales Manager.

Nice to meet you, Richard. I’'m Thomas Brown, the Purchasing Manager from
ATC.

How was your journey?

Not too bad. Thank you. Er... Let’s turn to business. Could you tell me how
large the plant is?

It covers an area of 25,000 square metres.

When was the plant set up?

In the early 1960s.

What are your newest products?

Here are some brochures about our products. Please look on Page 13; all the
new products are listed there.

These products are pretty good. Could you briefly tell me about your production
methods?

Of course. I can show you our production systems on video.

OK. But if you don’t mind, I prefer seeing the factory for myself.

That’s fine. I was hoping you would. If you have enough time, we’ll be pleased
to give you a tour.



