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ABSTRACT	  	  

Degree project in Logistics, 30 credits, The Business Administration and 
Economics Programme, Linnaeus University, 4FE05E, Spring 2012 

Authors: Jenny-Ann Evaldsson & Jennifer Klingvall   
Tutor: Veronica Ülgen 
Examiner: Helena Forslund 
 

Title: Location of the future supplier base in a dynamic environment - Case 
study within IKEA of Sweden 

 

Background: 

The markets conditions are changing and recent research show that the era of 

offshoring manufacturing and jobs to foreign countries now is coming to an end. 

Nearshoring gives the possibility to overcome the challenges that offshoring causes. 

Furthermore, both the internal parameters and key driving forces in the environment 

is important to consider in the decision of where to locate the future supplier base.  

Purpose: 

The purpose for this thesis is to identify how the future supplier base for the glass 

lighting segment should be located, taken into consideration the internal parameters 

availability, sustainability, product quality and cost, and the key driving forces in 

the environment.  

Methodology: 

In this thesis a case study approach is used, with a positivistic perspective and an 

abductive approach. To identify the key driving forces, the methodology of a 

scenario analysis is used.   

Conclusions: 

Considering the internal parameters and the key driving forces in the environment a 

use of three nearshoring hubs, closely located to the sales markets, Asia, Europe and 

North America, is supported for the future supplier base for the glass lighting 

segment. 

Keywords: 

Supplier location, nearshoring, scenario analysis
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1. INTRODUCTION	  

The introduction chapter begins with a presentation of the studied company “Ikea 

of Sweden”, and follows by a background of the thesis and a problem discussion. 

This leads to research questions and a purpose for the thesis. The chapter ends with 

a figure of the further disposition of the thesis.   

1.1. IKEA	  OF	  SWEDEN	  

IKEA was founded 1943 by Ingvar Kamprad in Småland, Sweden, and is today the 

largest furniture retailer in the world. The company operates in 41 countries and had 

total revenue in 2011 of 25,2 billion euros. The product range consists of 

approximately 9 500 products (IKEA, 2011). The overall goal for IKEA is to offer 

products with quality that are developed for people’s life at home, at as low prices 

as possible, and the company’s vision is:  

“to create a better everyday life for the many people” 

(IKEA, 2011) 

IKEA of Sweden (IoS) leads the business and product development within IKEA, 

and their assignment is to develop and make the IKEA range available to the stores 

and customers all over the world (Trehan, Supply chain manager, 120216). Focus 

for this thesis is IKEA of Sweden, home furniture business lighting, category 

luminaries, segment mechanical glass. For further information about IKEA of 

Sweden organisation see appendix 1 – IKEA of Sweden. From hence on the authors 

will refer to the company as, “IoS lighting”.  IoS lighting is responsible for the 

IKEA range of lighting products and the glass lighting segment provides luminaries 

mainly consisting of glass, for example “Knubbig” (Trehan, Supply chain manager, 

120216), which is shown below in figure 1.3. 

	  

	  

FIGURE 1.1 KNUBBIG 
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1.2. BACKGROUND	  

During the last decades there has been an increased trend of offshoring, where 

international companies outsource their manufacturing to low-cost countries, as 

China and India (Lewin, 2011; Lewin & Volberda 2011; Kumar et al., 2010; 

Massini et al, 2010; Van Weele, 2009). Offshoring refers to the transfer of business 

processes and activities to a foreign location, in purpose is to achieve sustainable 

competitive advantages such as lower price, better quality and access to new 

markets (Kaplinsky et al., 2009; Lewin & Volberda 2011; Massini et al, 2010; Trent 

& Monczka, 2003; Zheng et al., 2007). As other international companies, IoS 

lighting has also followed the trend of offshoring and today a majority of their 

suppliers are located in foreign low-cost countries (Trehan, Supply chain manager, 

120221). 

However, offshoring offers challenges from a number of influences, including 

economic, cultural, and political considerations (Kumar et al., 2010). These 

challenges, together with increasing wages in developing countries, companies have 

started to question the benefits with an offshoring strategy (Maltz et al., 2011). 

Recent research shows that the era of offshoring to foreign countries, as China, now 

is coming to an end. Researchers believe that there will be something like a 

boomerang effect, where companies are turning back to use suppliers closer to the 

sales market. This means that companies go from offshoring to nearshoring (Journal 

of commerce, 2011). Carmel and Abbott (2007) and Lacity et al. (2008), defines 

nearshoring as, “sourcing service work to a foreign, lower-wage country that is 

relatively close in distance or time zone (or both)”.  

Moreover, the lighting industry is facing a new paradigm shift (Trehan, Supply 

chain manager, 120221). Since 1920, when the fluorescent light bulb was 

introduced, the lighting industry has had few technological innovations. It is now 

facing the biggest innovation ever, the LED-technology. The LED-technology is 

energy efficient, gives the same or better light than the traditional bulbs, and its thin 

size allows the designer to create new shapes of lamps (Copeland, 2010; Peck et al., 

2011). This new paradigm shift has made IoS lighting realise that their future 

supplier base needs to be flexible, and have competence within the new technology, 
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in purpose to follow the development and be competitive (Trehan, Supply chain 

manager, 120221). 

IoS lighting has also realized that using nearshoring, makes it is possible to 

overcome the challenges that offshoring causes, like long lead times and a high 

supply risk (Trehan, Supply chain manager, 120221). The current supplier base 

consists of six suppliers with different capacities in the three different glass-

production techniques, mouth-blown, pressed and bent glass. One supplier is 

located in Poland, two suppliers in Hungary, one supplier in India and two suppliers 

in China. The Asian suppliers are strong in all the different production techniques, 

especially in mouth-blown glass, due to the lower wages. The European suppliers 

have their focus on pressed and bent glass. However, the European suppliers also 

provide mouth-blown glass but it is more expensive compared to Asian suppliers 

(IKEA, Business Plan – Category Luminaries, 2011; Misra, Category leader, 

120221). 

Another perspective to consider in where to locate the future supplier base is that 

the customer base is changing (Coe & Hess, 2005). Today the main customer base, 

for IoS lighting, is in Europe (Trehan, Supply chain manager, 120221). As a part of 

the globalisation, a small group of elite, multi national retailers have rapidly 

expanded their selling beyond the core markets of North America and Western 

Europe through sustained fusions and acquisition activities. This has enabled them 

to get dominant market positions also in East Asia, Eastern Europe, and Latin 

America (Coe & Hess, 2005).  

Since researchers argue that the era of offshoring will come to an end, the paradigm 

shift in the lighting industry, IoS lighting current supplier base and the change in the 

customer base, there is a need to investigate how the future supplier base for the 

glass lighting segment should be located. IoS lighting needs to consider if they 

should continue to offshore their business, or change towards a nearshoring 

strategy. Furthermore, IoS lighting has a planning horizon of three to five years, 

why this thesis has the same time horizon. 
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1.3. PROBLEM	  DISCUSSION	  

By locating suppliers in a strategically selected area, many benefits can be achieved, 

as for instance labour cost advantages, high level of expertise, and cultural 

capabilities (Hahn et al., 2011; Kestner et al., 2010; Monczka et al., 2009). The 

question is whether nearshoring is the answer to find a strategic and beneficial 

location for the future supplier base for the glass lighting segment.  

When IoS lighting decides, where to locate the future supplier base, four basic 

internal parameters are considered. These are availability, sustainability, product 

quality, and cost. The availability parameter affects the location of the supplier base 

though the distance, between the supplier and the store, affects reliability and 

flexibility in the deliveries. The sustainability parameter affects the location, by 

demands on sustainable products, from both the society and government. The 

product quality parameter affects the location since there are different views of 

quality in different parts of the world. The cost parameter includes the total cost of 

sourcing a product. A strategic location of the supplier base could decrease the total 

cost (Misra, Category leader, 120221; Trehan, Supply chain manager, 120221). 

Nearshoring have several of benefits and challenges (Steinle & Schiele, 2008), 

which the four internal parameters are affected of. The benefits and challenges with 

a certain location strategy need to be balanced with the internal parameters, in 

purpose to find a strategic and beneficial location for the future supplier base.  

Moreover, in addition to the internal parameters, it is crucial for IoS lighting to be 

aware of the conditions in their external environment (Trehan, Supply chain 

manager, 120221). External factors, such as political stability, wage inflation, and 

protection of intellectual property, are important factors that affect companies 

sourcing opportunities. If suppliers are located in a political unstable market, or in 

an area with embryonic infrastructure, it may result in serious consequences for the 

business (Kumar et al., 2010; Manning et al., 2009). IoS lighting is aware of the 

conditions in their external environment (Trehan, Supply chain manager, 120221). 

However, Trehan, Supply chain manager (120221) claims that it is important to 

always be updated and bring in new perspectives of an issue. 
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To identify the external factors in a new perspective, a scenario analysis can be 

useful. A scenario analysis is a tool to effectively deal with the many uncertainties 

that surround the future for companies (O´Brien, 2004; Postma & Libl, 2005). It 

aims business leaders to become more open-minded about possible future events, 

deal with uncertainties in the external environment, and complexity within the 

company (Johnson et al., 2008). The result of a scenario analysis is an identification 

of the key driving forces of future change (Fahey & Randall, 1998; O´Brien, 2004; 

Postma & Libl, 2005; Roos et al., 2004). The results of the scenario analysis could 

support the decision of where to locate the future supplier base, for the glass 

lighting segment. The benefits and challenges with nearshoring, together with the 

internal parameters and the key driving forces in the environment could support the 

decision of where to locate the future supplier base for the glass lighting segment.  
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1.4. RESEARCH	  QUESTIONS	  

Main question 

How should the future supplier base for the glass lighting segment be located, taken 

into consideration the internal parameters availability, sustainability, product quality 

and cost, and the key driving forces in the environment? 

Sub questions  

1. What are the benefits and challenges of using nearshoring for the future supplier 

base, taken into consideration the internal parameters availability, sustainability, 

product quality and cost? 

2. What are the benefits and challenges of using nearshoring for the future supplier 

base, taken into consideration the key driving forces in the environment?  

 

1.5. PURPOSE	  

The purpose for this thesis is to identify how the future supplier base for the glass 

lighting segment should be located, taken into consideration the internal parameters 

availability, sustainability, product quality and cost, and the key driving forces in 

the environment.  
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1.6. FURTHER	  DISPOSITION	  OF	  THE	  THESIS	  

Figure 1.2 shows the further disposition of the thesis.  

 

FIGURE 1.2 FURTHER DISPOSITION OF THE THESIS 

 

 

 

• The methodology choises in scientific perspective, scientific approach, research 
design, approach for the scenarios analysis, data collection, and sampling of 
participants are motivated 

Chapter 2 - Methodology 

• A theoretical framework about benefits and challenges with nearshoring is 
presented 

Chapter 3 - Theoretical framework 

• Includes the internal parameters availability, sustainability, product quality and 
cost, which IoS lighting find impotant to consider in the disicion of where to 
locate the future supplier base 

Chapter 4 - Internal parameters	  

• The internal parameters are analysed together with the theortical framework, 
which answer sub question 1	  

Chapter 5 - Analysis of the internal parameters	  

• The external factors that affect the location of the future supplier base are 
identified 

Chapter 6 -PESTEL-analysis	  

• Twelve external factors are identified, which are narrowed down to four key 
driving forces 

Chapter 7 - Reduction of the external factors 

• Four scenarios and their consequences for IoS lighting are presented 
Chapter 8 - Scenarios 

• The four scenarios are analysed together with the theoretical framework, which 
answer sub question 2 

Chapter 9 -  Analysis of the scenarios 

• The analysis for sub question 1 from chapter 4, are analysed together with the 
analysis for sub question 2 from chapter 9, which answer the main research 
question 

Chapter 10 - Final analysis 

• The research questions are answered, and recommendations to IoS lighting, own 
reflections and criticism to the work, suggestions for further research and external 
validity are presented  

Chapter 11 - Conclusions 
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2. METHODOLOGY	  

This chapter presents the methodology for the thesis. The authors initially take 

position in scientific perspective, scientific approach and research design. 

Moreover, the authors describe the approach of the scenario analysis, which is 

followed by an explanation of how the data collection and the sampling of 

participants were done. The chapter ends with a summary of the methodology and 

an analysis model.  

2.1. SCIENTIFIC	  PERSPECTIVE	   	  

Scientific perspective describes the researchers standpoint towards knowledge 

(Bryman & Bell, 2011). This thesis has a positivistic perspective. In this 

perspective, knowledge is seen in a scientific and objective way, where it is 

important that the information is collected in a detached manner. It is also important 

that the researcher does not interpret or let oneself be influenced by the measured 

object (Bryman & Bell, 2011; Noor, 2008). The authors of this thesis aimed to 

generate an objective picture of the factors that influence the location of the future 

supplier base, for the glass lighting segment, and did not try to interpret with the 

studied objects. The purpose for this thesis is “to identify how the future supplier 

base for the glass lighting segment should be located, taken into consideration the 

internal parameters availability, sustainability, product quality and cost, and the 

key driving forces in the environment”. To fulfil the purpose, the authors needed to 

be objective and carried out the information in a detached manner.  

2.2. SCIENTIFIC	  APPROACH	  	  	  

The scientific approach considerers the relationship between theory and research 

(Bryman & Bell, 2011). This thesis has an abductive approach. With that meaning, 

a mix between the two approaches deduction and induction, where theory and 

empirical data is alternated to reach interesting conclusions (Bryman & Bell, 2011). 

Deduction is the most common used method in the social sciences. The nature of 

the approach is linear, where one step follows the other in a clear and logic way.  
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Deductive research is based on existing theoretical framework where the aim is, by 

empirical studies reject or reinforce the theories. The inductive approach allows the 

researcher to derive a theory form investigations of particular aspects in social life. 

In this approach, no clear framework exists and the collected empirical data help the 

researcher to develop a theory (Bryman & Bell, 2011; Ghauri & Grønhaug, 2005). 

This thesis has an abductive approach since theory and empirical data were mixed 

in purpose to reach interesting conclusions that answer the main research question. 

The thesis has three different analyses, where the theoretical framework and 

empirical data was used in different ways. The thesis is not linear, where one step 

follows the other in a clear and logic way. Nevertheless, it is deductive though the 

empirical studies aimed to reject or reinforce the theories.   

2.3. RESEARCH	  DESIGN	  

Research design provides a framework of research methodology and data collection. 

The framework reflects the positions made about scientific perspective, scientific 

approach and how to generate the empirical data (Bryman & Bell, 2011; Ghauri & 

Grønhaug, 2005). This thesis has a case study design since it is only investigating 

the future supplier location for the glass lighting segment, within IoS lighting. The 

purpose for the thesis is “to identify how the future supplier base for the glass 

lighting segment should be located, taken into consideration the internal 

parameters availability, sustainability, product quality and cost, and the key driving 

forces in the environment”. According to Ghauri and Grønhaug (2005), the case 

study design is favoured in studies with a descriptive or exploratory purpose, which 

means that the purpose should answer for example “how” or “why”. This motivates 

the choice of research design.   

The case study design allows an in-depth and complete investigation of a specific 

case. It enables the researcher to provide an efficient way of looking at events, 

collecting data, analysing information and reporting the results (Yin, 2009). Case 

studies has been criticised by some for not being scientific reliable and that it does 

not address the issues of generalization. However, an advantage for the case study 
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design is that it gives a sharp and quick understanding of the object. It also gives the 

researcher a possibility to gain a holistic view of the studied object (Noor, 2008).  

2.4. APPROACH	  FOR	  THE	  SCENARIO	  ANALYSIS	  	  

To identify the key driving forces, and answer sub question 2, the authors have 

chosen scenario analysis, as an approach. There is no real standardised method for 

creating a scenario analysis, and many methods have been observed within the 

literature (O´Brien, 2004; Postma & Liebl, 2005; Ringland, 2006). For this thesis, 

the authors will use the following approach, which is defined by O´Brien (2004).    

1. Set the scene 
2. Generate uncertain and predetermined factors  
3. Reduce factors and specify factor ranges 
4. Choose themes and develop scenario details   
5. Check consistency of scenarios  
6. Present scenarios  
7. Assess impact of scenarios 
8. Develop and test strategies 
 

STEP	  1	  -‐	  SET	  THE	  SCENE	  

Step 1, in creating a scenario analysis, is to establish the planning horizon for the 

scenario development, and identify current issues in the industry, as when and why 

changes have been experienced (O`Brien, 2004). This first step is presented in 

chapter 1 – Introduction, where the current issues of why IoS lighting need to 

consider the location of the future supplier base for glass lighting segment was 

discussed.  

STEP	  2	  -‐	  GENERATE	  UNCERTAIN	  AND	  PREDETERMINED	  FACTORS	  

Step 2 handles identification of uncertain factors that fundamentally determine 

future developments for the company (Postma & Liebl, 2005). This is presented in 

chapter 6 - PESTEL-analysis. The authors decided to use the PESTEL (Political, 

Economic, Social, Technological, Environmental and Legal)- analysis because it 

enables a wide gathering of external factors that affect the supplier location.   

The PESTEL- analysis describes a framework of macro-environmental factors used 

in the environmental scanning for strategic management (Johnson et al., 2008). All 



 

 	  

11	  

	  

	   	  

this six factors are important to consider in the location of the supplier base (Oke et 

al., 2009; Yijie & Joseph 2010). The analysis includes both theoretical and 

empirical data and the authors have identified the main factors in three steps. The 

first step was a theoretical scanning of the six different macro-economical factors. 

The authors used the literature Johnson et al. (2008) and the three articles, Kumar et 

al. (2010), Oke et al. (2009) and Yijie and Joseph (2010), in purpose to identify the 

main factors to consider in where to locate the future supplier base.  

The second step was an interview with Puneet Trehan, Supply chain manager 

(120221) in IoS lighting, to get the internal perspectives of the main external 

factors. The third step was to dig deeper into the identified factors to get a deeper 

knowledge. This was done both theoretically, by searching for articles, literature 

and newspaper articles, and empirically, by further interviews with specialized 

personal at IoS lighting within the different factors. Details of how the searches 

were done are shown in chapter 2.5- Data collection.  

STEP	  3	  -‐	  REDUCE	  FACTORS	  AND	  SPECIFY	  FACTOR	  RANGES	  

According to O`Brien (2004), models as PESTEL that was used to collect factors in 

the step 2, generates a too large number of factors to form scenarios. For that 

reason, it is important to reduce the factors to a manageable number, traditionally 

set to twelve factors (O`Brien, 2004). Together with their tutor in IoS lighting, 

Puneet Trehan, Supply chain manager, the authors weighted the identified factors in 

the PESTEL- analysis. To get a manageable number, the reduction resulted in 

twelve factors. These factors were identified as the twelve most important factors 

and are shown in chapter 7 – Reduction of the external factors. Puneet Trehan was 

involved in the identification process, to get IoS lighting perspective of the factors.  

The next action in the methodology is to identify the four key driving forces, which 

later on will form the base of the scenarios (O´Brien, 2004; Postma & Liebl, 2005). 

This action is also shown in chapter 7 – Reduction of the external factors. Fahey 

and Randall, (1998) suggest that this can be done by drawing a matrix that indicates 

on one hand, the “level of impact” (high/low), and on the other hand, the “degree of 

uncertainty” (high/low). “Level of impact” defines how much the factor affects the 

location of the future supplier base for the glass lighting segment, and “degree of 
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uncertainty” defines how prepared IoS lighting is for consequences of the factor. 

The most important and most unpredictable factors are subsequently chosen for the 

scenario construction (Postma & Liebl, 2005; Fahey & Randall, 1998). The ranking 

of high, medium or low impact on the supplier base location and high, medium or 

low degree of uncertainty for IoS lighting, was made by the authors together with 

Puneet Trehan, Supply chain manager. Puneet Trehan was involved in the ranking 

of the factors in purpose to generate relevant factors for IoS lighting.  

STEP	  4	  -‐	  CHOOSE	  THEMES	  AND	  DEVELOP	  SCENARIO	  DETAILS	  	  	  

A single scenario only gives one perspective of the possible future 

outcome. Therefore, it is common to develop multiple scenarios, mainly a number 

of two or four (O´Brien, 2004). The authors chose to develop four different 

scenarios based on the factors that have high or medium degree of uncertainty and 

high or medium impact on the future supplier base location for the glass lighting 

segment. This is presented in chapter 7 – Reduction of the external factors, where 

also themes for the scenarios were chosen.  

STEP	  5	  -‐	  CHECK	  CONSISTENCY	  OF	  SCENARIOS	  

In step 5, the consistency of the scenarios should be controlled, which can be done 

though a cross impact analysis, in purpose to investigate how the different factors 

are correlated (O´Brien, 2004). However, the authors have chosen to exclude this 

step, since a cross impact analysis requires large resources, which was not available.   

STEP	  6	  -‐	  PRESENT	  SCENARIOS	  

Step 6 involves a presentation of the scenarios (O´Brien, 2004). This is done in 

chapter 8 – Scenarios, where the four scenarios are presented in a time perspective 

of three to five years. The scenarios are developed by the authors, and are a 

simplification and generalization of the reality. The scenarios illustrate the current 

situation, with changes caused by the identified key driving force. When the authors 

developed the scenarios, they took inspiration from the research done in the 

PESTEL- analysis.   
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STEP	  7	  -‐	  ASSESS	  IMPACT	  OF	  SCENARIOS	  

The seventh step is about assessing the impact of the scenarios (O´Brien, 2004). 

One of the goals with a scenario analysis is to give a better understanding of the 

future, rather than delivering a definitive answer to a problem. The scenario analysis 

aims to help the company to reflect about the future, and it is essential that scenarios 

are credible. For that reason, it is crucial for the company to understand the 

consequences and the impact on the organisation for each scenario (O´Brien, 2004). 

This is presented, together with step 6, in chapter 8 – Scenarios.  

STEP	  8	  -‐	  DEVELOP	  AND	  TEST	  STRATEGIES	  

The last step is an analysis of the scenarios (O´Brien, 2004), which is done in 

chapter 9 – Analysis of the scenarios. In this analysis the authors analyse each 

scenario together with the theoretical framework about benefits and challenges with 

nearshoring. The purpose with this analysis is to answer sub question 2, what are 

the benefits and challenges of using nearshoring for the future supplier base, taken 

into consideration the key driving forces in the environment? 

2.5. DATA	  COLLECTION	  

The data for the thesis was collected from both primary and secondary sources. 

Primary data is data collected for the research project, where the 

researcher is involved in every aspect of turning the data into knowledge. Primary 

data for the thesis was collected through semi-structured interviews. These 

interviews are open, and allow follow-up questions. Secondary data is data 

collected from other studies with a different purpose. It includes previous primary 

data collections as well as the companies’ internal documents (Bryman & Bell, 

2011). Secondary data for the thesis was collected through previous research and 

internal documents from IoS lighting.  

To identify the factors within the PESTEL- analysis in chapter 6, the authors carried 

out semi-structured interviews with Puneet Trehan, Supply chain manager, to get a 

first insight to the main macro-economical factors that could affect the supplier 

location. To get further and more detailed information about the key factors, the 

authors also used theoretical sources. These sources were collected both 
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from and scientific articles, found in databases, in the library of Linnaeus University 

and newspaper articles. The searching began with a search of supplier location 

together with the different macro economical factors, to identify what factors that 

affect the location of the future supplier base. This resulted in a deeper search for 

the identified specific factors.  

In chapter 4 - Internal parameters, the authors gathered the internal parameters that 

are important to consider in the decision of where to locate the supplier base for the 

glass lighting segment. To get a first insight to these parameters, the authors initially 

carried out semi-structured interviews with Puneet Trehan, Supply chain manager 

and Vaishali Misra, Category leader. In purpose to get detailed information, the 

authors also carried out semi-structured interviews with different persons with 

specific competence about the internal parameters regarding availability, 

sustainability, product quality and cost. Interview templates can be found in 

Appendix 1. Detailed information about the internal parameters was also gathered 

from internal documents. These documents were, “Business plan - Category 

luminaries FY12-15” and “Lighting Business development plan FY14-16”.  

Information for the theoretical framework in chapter 3 was collected through 

previous research. To collect this data, scientific articles from the databases, 

“Emerald” and “Bussiness source premier”, in the library of the Linnaeus 

University were used, searched by the key words, “supplier location”, “offshoring” 

and “nearshoring”. Though the authors searched for the most recent trends and 

research, why some articles from magazines as “The Economist”, was also used. 
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2.6. SAMPLING	  OF	  PARTICIPANTS	  	  
To collect empirical data for a research it is necessary to make a sampling of 

participants. To make a decision of how the sampling should be carried out, the 

purpose with the study needs to be considered (Bryman & Bell, 2011). Since, this 

research is directed to a unique case at IoS lighting, where specific participants are 

required to collect the most suitable empirical data, the sampling was done through 

a non-probability sampling. This means that respondents are selected otherwise than 

by a random selection technique (Bryman & Bell, 2011; Graziano & Raulin, 2010). 

The used type of non-probability sampling in the thesis was snowball sampling. In 

this method the researcher gets in contact with a limited number of respondents and 

uses these to get in contact with additional respondents (Bryman & Bell, 2011). 

The authors began the sampling by help of their tutor in IoS lighting, Puneet 

Trehan, Supply chain manager. Together with Trehan, the authors could go on 

finding further participants with appropriate skills to be able to solve the assignment 

in a good way. The sample of respondents concerned employees in IoS Lighting in 

Älmhult, Sweden and IKEA Trading in Prague, Czech Republic. In table 2.1 the 

respondents for the thesis and the purpose of the interviews are presented.  The 

questions for the respondents can be found in appendix 1.  
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IKEA of Sweden, BA Lighting and IKEA Trading 

Name Title Date Interview form Purpose 

Trehan, Puneet Supply chain 
manager 

120216, 
120221, 
120223, 
120229, 
120329, 
120403 

Personal 
interview 

Introduction, 
internal 
parameters and 
PESTEL 

Misra, Vaishali  Category leader, 
luminaries 
category 

120216, 
120221, 
120307 

Personal 
interview 

Introduction and 
internal 
parameters 

Jonsson, Ulrik  Sourcing 
developer 

120221, 
120307 

Personal 
interview 

Internal 
parameter- 
availability and 
PESTEL 

Frand, Thomas  Need planner 120223 Personal 
interview 

Internal 
parameter-
availability  

Gape, Sofia  Sustainability 
leader  

120223 Personal 
interview 

Internal 
parameter-
sustainability 

Johansson, Lars-
Göran  

Product quality 
technician 

120307 Personal 
interview 

Internal 
parameter- quality 

 

Poppe, Thomas Product 
development 
engineer 

120229 Personal 
interview 

Internal 
parameter- 
availability and 
PESTEL  

Lennartsson, 
Fredrik 

Technician 120322 Personal 
interview 

Internal 
parameter- quality 

TABLE 2.1 RESPONDENTS IN IOS LIGHTING AND IKEA TRADING  
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2.7. SUMMARY	  OF	  METHODOLOGY	  

Figure 2.1 show a summary of the methodology and the authors’ standpoint in each 

method section. 

 

FIGURE 2.1 SUMMARY OF THE THESIS METODOLOGY 

 

 

 

 

 

 

Scientific perspective Positivistic 
perspective  

Scientific approach 
Abductive 
approach 

Research design Case study  

Data collection  Primary data & 
secondary data 

Sampling of 
participants 	  

Non-probability 
sampling 
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2.8. ANALYSIS	  MODEL	  	  	  

The authors have set up an analysis model to illustrate how the empirical data and 

theoretical framework will be analysed, in purpose to answer the research questions. 

The model is shown below, in figure 2.2, and will be completed during the thesis.  

 

FIGURE 2.2 - ANALYSIS MODEL FOR THE THESIS 

Sub question 1 

What are the benefits and challenges 
of using nearshoring for the future 
supplier base, taken into 
consideration the internal parameters 
availability, sustainability, product 
quality and cost?

Final Analysis 

Main research question
How should the future supplier base for the glass segment be located, taken into consideration the internal 

parameters availability, sustainability, product quality and costs and the key driving forces in the environment?

Theoretical frameworkInternal 
parameters 

Sub question 2
 

What are the benefits and challenges 
of using nearshoring for the future 
supplier base, taken into 
consideration the key driving forces 
in the environment?

The key driving forces

Analysis of the scenarios and the theoretical 
framework

Analysis of the internal parameters and the 
theoretical framework

Scenarios
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3. THEORETICAL	  FRAMEWORK	  	  

This chapter includes a presentation of the benefits and challenges with 

nearshoring. This theoretical framework will be used to answer sub question 1 and 

2. 

Using nearshoring hubs, companies aims to take advantage of suppliers in markets 

closely located to their sales markets (Christopher et al., 2011). Three major 

nearshoring hubs have emerged in the world, closely located to the large consumer 

markets. These hubs consists of one hub where suppliers in Canada and Latin 

America supply the US consumer market, one hub where Central and Eastern 

European suppliers supply the Western European market and one hub where 

Chinese suppliers supply the Asian pacific market (Outsource portfolio, 2009).  

3.1. BENEFITS	  

The main advantage of having the supplier closer to the sales market is the 

opportunities for shorter and less fragmented supply chains, which decrease the 

companies’ total cost and risk. It is shown that sourcing from a close located market 

is far less complex than sourcing from a foreign location (Christopher et al., 2011; 

Kotabe et al., 2009). Short distances and supply chains require less transportation, 

which saves cost, as well as time (Hahn et al., 2011; Kestner et al., 2010; Monczka 

et al., 2009). According to Lin et al. (2006), sourcing from geographically close 

suppliers is commonly preferred to achieve short lead times. The difference in time 

can be up to three times shorter when sourcing from close located supplier, rather 

than global ones (Hahn et al., 2011).  

Moreover, another benefit is the decreased supply risk, due to the short distances in 

nearshoring (Hahn et al., 2011; Kestner et al., 2010; Monczka et al., 2009). The risk 

is much higher by ocean cargo than by train or truck, which gives advantages for 

suppliers on the same continents as the buying company (Trimplett, 2011). It is 

important to have a holistic view on risk management in the offshoring decision, 

due to different risks of using different supplier locations (Christopher et al. 2011; 

Holweg et al. 2011; Kotabe et al., 2009; Massini et al, 2010).  
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While sourcing from nearshoring hubs, companies can take benefits of relatively 

lower wages and geographic closeness (Hahn et al., 2011). Some analysts argue that 

US companies can have a lower total cost by nearshoring to Canada than with 

offshoring to India (Willcocks et al., 2009). By using nearshoring, hidden costs can 

be avoided, which is one of the largest risks and challenges, with offshoring. A 

survey done for European companies sourcing in China indicates that the hidden 

costs could add 15-24 percent to the purchase price. Examples of hidden costs are; 

price increases caused by currency fluctuations, foreign taxes, extra labour for 

documentation and legal problems or supply interruption, due to governmental 

problems (Christopher et al., 2011; Holweg et al., 2011; Monczka et al., 2009). 

Furthermore, using nearshoring facilitates reliability of deliveries and flexibility in 

orders (Maltz, et al., 2011). In both uncertain and stable environments, 

manufacturing flexibility in time is clearly linked to the performance of a company 

(Jin, 2004). Jin (2004) claims that flexibility is very difficult to achieve with long 

distances between the customers and the suppliers, which makes it easier to handle 

demand uncertainties (Jin, 2004). By having the supplier in shorter distances from 

the market, the safety stock can be avoided (Hahn et al., 2011; Jin, 2004; Monczka 

et al., 2009). Using nearshoring also decrease the risk of demand disruptions, 

compared to offshoring, though it facilitates introduction of new products by the 

focal company, handling new market entrants and new product offerings by 

competitors. Demand variations due to seasonality and other external environmental 

factors are also easier to handle (Christopher et al., 2011). Having suppliers closely 

located is especially favored for products that are in constant engineering or 

technological changes that require precise deliveries, fast response, and flexibility of 

orders (Hahn et al., 2011; Monczka et al., 2009).   

The working conditions are varying in different parts of the world and in the 

western world a benefit with nearshoring is good working conditions, due to stricter 

regulations. The working conditions for the workers in China could not be 

compared with the conditions for Western workers. For example, Chinese suppliers 

often require more than the 49 hours of work a week, and there are few benefits for 

pregnant or injured workers. However, there are organisations as the Fair Labor 
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Association, Social Accountability International (SAI), and Worldwide Responsible 

Apparel Production that certify factories for compliance, and theory argue that 

things are changing (Handfield & McCormack, 2005). 

Another benefit with nearshoring, is that the two parts often talk the same language 

and belongs to similar cultures. This makes it easier to communicate and to create a 

good relationship, which makes it easier to solve upcoming problems. It also gets 

easier to agree on product specifications, which could affect the product quality 

(Ang & Inkpen, 2008; Handfield & McCormack, 2005; Monczka et al., 2009). 

When the supplier is closely located, the face-to-face interaction is less expensive 

and time consuming, as time not is wasted traveling from the home country to the 

offshore location. This predictably leads to more face-to-face interaction between 

all critical parties (Outsource portfolio, 2009).  

Moreover, nearshore locations tend to have a more stable business environment, 

compared to developing, low-cost countries. This may attract companies with plans 

for longer time horizons to invest in the nearshore countries (Hahn et al., 2011). 

Another benefit of having the suppliers close to key markets is the existence of 

regional trading blocks. Tariffs and other trade barriers give Eastern Europe 

locations an advantage in serving European companies and Latin American 

suppliers an advantage in serving US companies (Oke et al., 2009; Ruamsook et al., 

2007). 

3.2. CHALLENGES	  

A challenge with nearshoring is that the availability of technologies might be lower 

in the close located markets, compared to offshore locations (Massini et al., 2010). 

By using offshoring, there are opportunities to find suppliers anywhere in the world 

that offer qualitative technology (Lewin & Volberda, 2011; Massini et al, 2010; 

Steinle & Schiele, 2008). Another challenge with nearshoring could be availability 

of items with the right quality to a low price (Christopher et al., 2011; Lewin, 2011; 

Massini et al, 2010; Monczka et al., 2009; Trent & Monczka, 2003). Steinle & 

Schiele (2008) mean that in some industries there are only a few specialised 

suppliers with specific competence, which might be located on another market. The 
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opportunities to get high quality to a low price are lower by using nearshoring 

though there are fewer suppliers available. This decreases the competition between 

the suppliers, why no price pressure occurs (Christopher et al., 2011; Lewin, 2011; 

Massini et al, 2010).  

By using nearshoring, a challenge is that it might be hard finding low cost suppliers, 

though the wages are higher in the common nearshoring countries. Gaining cost 

advantages of low wages is mentioned as one of the largest motives for using 

offshoring (Christopher et al., 2011; Lewin & Volberda, 2011; Massini et al, 2010; 

Roza et al., 2011). Both in the NAFTA region and in the EU, nearshore countries 

have relatively higher wages than developing countries, such as India or China 

(Hahn et al., 2011). Other factors that are increasing the cost, compared with 

offshoring, are that productivity levels is lower, and the willingness to accept a 

lower profit margin is lower in the nearshore locations (Holweg et al., 2011; 

Monczka et al., 2009; Roza et al., 2011). The cost factor is most sensitive to 

companies focusing on operational competence as competitive advantage, compared 

to companies that rely on innovation. These companies are more sensitive to 

intellectual property considerations (Maltz et al., 2011).  

Furthermore, the availability of qualified employees on a close located market might 

be a challenge (Steinle & Schiele, 2008). A research by Offshoring Research 

Network (ORN) shows that qualified employees is the second most important 

offshoring driver after cost reductions. To succeed in the emerging global race, it is 

crucial for the company to have the right competence in the business (Manning et 

al., 2008). Manufacturing competence, with skilled human inputs, takes years to 

build up, and is hard to copy for the competitors (Hahn et al., 2011; Kotabe et al., 

2009). 
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3.3. SUMMARY	  OF	  THE	  BENEFITS	  AND	  CHALLANGES	  WITH	  NEARSHORING	  	  

In table 3.1 the authors have summarised the benefits and challenges with 

nearshoring found in the theory.  

BENEFITS CHALLANGES 

less transportation  availability of technologies 

short lead times  availability of items with the right 

quality to a low price  

decreased supply risk  finding low cost suppliers  

lower total cost availability of qualified employees 

easier to handle demand uncertainties  

good working conditions  

similar cultures  

more stable business environment  

regional trading blocks  

TABLE 3.1 SUMMARY OF BENEFITS AND CHALLANGES WITH NEARSHORING 
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4. INTERNAL	  PARAMETERS	  

This chapter describe the four internal parameters, availability, sustainability, 

product quality and cost, which IoS lighting has identified as the most important to 

consider in the decision of where to locate the future supplier base.  

4.1. AVAILABILITY	  	  

The availability parameter is crucial for the decision of where to locate the future 

supplier base, for the glass lighting segment. IoS lighting needs to trust that the 

supplier deliver the goods safely, at the right time, to the right place. The distance 

between the supplier and the store affect the availability, because a longer distance 

gives a higher supply risk. Long distances also may require higher safety stocks in 

purpose to deal with the uncertainty (Frand, Need planner, 120223; Trehan, Supply 

chain manager, 120223).  

IoS lighting has set up a goal to develop a more complete and optimal supplier base 

in Europe (IKEA, Business Plan – Category Luminaries, 2011). With that meaning, 

building an efficient logistics solution in Europe, where the glass luminaries are 

made automated in machines. The glass luminaries should be designed to be 

suitable to a standardised lamp holder. These things should be packed together with 

the luminaire in a strategically located hub and will furthermore be assembled by 

the customer (Poppe, Product development engineer, 120229; Trehan, Supply chain 

manager, 120223). Today, the main sales region for IoS lighting is Europe. If they 

build a more complete supplier base in Europe they can react faster to unexpected 

demand, decrease the environmental impact caused by transportation, and reduce 

the dependency on China (Jonsson, Sourcing developer, 120221).  

To reach this goal, IoS lighting needs to transfer capacity from mouth-blown to 

machine made glass. This since the production for mouth-blown glass is labour-

intensive, which is expensive to source from European suppliers. If the mouth-

blown glass instead were machine made, the European supplier could use automated 

production, via technical platforms. The automated production opens up 

possibilities for optimal sourcing in Europe with potentially increased volumes. 
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This would decrease the production costs, due to economies of scale. Other 

advantages are that the different variations of thickness of the product decrease and 

it requires less manual intervention in the production (Misra, Category leader, 

120223; Trehan, Supply chain manager, 120223). 

4.2. SUSTAINABILITY	  	  

IKEA is an international company with a high flow of goods globally, which causes 

an impact on the environment. This means that the sustainability parameter is 

important to consider in the decision of where to locate the future supplier base. 

IKEA, as a company, work with a specially designed code of conduct, “The IKEA 

Way on Purchasing Home Furnishing Products” (IWAY). This code of conduct 

provides a basis of IKEAs minimum requirements related to the environment and 

social- and working conditions. When a supplier starts a business relationship with 

IKEA, it must fulfil the basic requirements in terms of legal issues, working 

conditions, prevention of child labour, external environment and forestry 

management (Gape, Sustainability leader, 120223; IWAY standard, 2008). 

IoS lighting puts high demands on the supplier on the entire production and not only 

for the goods produced for IKEA (Gape, Sustainability leader, 120223). New 

suppliers need to have at least 80 percent of IWAY fulfilment before the first 

delivery, and within the first year the supplier need to have 100 percent IWAY 

fulfilment. The sustainability parameter affects the whole supply chain, and it is 

important to consider how this parameter is affected by the supplier location (Gape, 

Sustainability leader, 120223; Trehan, Supply chain manager, 120223). It is easier 

for the European and North American suppliers to reach 100 percent IWAY 

fulfilment directly, though the legislation regarding working conditions is stricter in 

this regions, compared to suppliers in developing countries in Asia (Gape, 

Sustainability leader, 120223).    

Another perspective of the sustainability parameter is that glass, as a material, has 

an energy-consuming production process (Gape, Sustainability leader, 120223). The 

glass oven needs to burn twenty-four hours a day. A consequence is that the furnace 

needs to burn even when it is not used, which requires lots of energy. For this 
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reason IoS lighting has implemented an energy audit at their glass suppliers, to have 

a more energy efficient production, and investigate what energy and fuels the 

supplier is using (Jonsson, Sourcing developer, 120221; Trehan, Supply chain 

manager, 120223). In the future, it will be important that the supplier use renewable 

energy (Gape, Sustainability leader, 120223). The energy audits also result in 

opportunities to optimize the utilisation of oven capacity, in order to reach a lower 

production cost (Trehan, Supply chain manager, 120223). To reduce carbon 

emissions, another important factor is the impact from transportation on the 

environment. IoS Lighting works with transport efficiency, which includes efficient 

packaging in containers, to increase the filling rates (Gape, Sustainability leader, 

120223; Trehan, Supply chain manager, 120223). 

4.3. PRODUCT	  QUALITY	  

Focus for IKEA has always been to offer products with quality that are developed 

for people’s life at home, to as low prices as possible. The product quality has to be 

assured through the complete supply chain, from the suppliers’ production until the 

product reaches the customers’ home and during the usage phase (Trehan, Supply 

chain manager, 120229).  

IoS lighting measures product quality with two different key performance 

indicators, “cost of poor quality” (COPQ) and “customer experienced product 

quality” (CEPQ). COPQ is a measurement for the quality in the production process 

within the suppliers’ production, in the distribution centres, and in the stores. CEPQ 

is a measurement for the customers’ experience of the product and the product 

performance, which is measured through interviews with IKEA family-members. 

The objective for IoS lighting is to decrease COPQ and improve CEPQ. To reach 

this objective they try to avoid bad quality already in the production process, by 

preventive quality work. They also do final inspections before sending the goods 

from the supplier (Lennartsson, technician, 120322; Johansson, Product quality 

technician, 120307). Nevertheless, different parts of the world have different 

perspectives on product quality, which means that the location matters for the 

quality parameter (Trehan, Supply chain manager, 120229).  
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Another perspective to consider regarding product quality, which is specific for the 

glass lighting segment, is the increased risk of breakage during transportations 

(Trehan, Supply chain manager, 120229). Glass is a sensitive material with more 

quality issues than other materials, which makes the packaging important. The 

package should protect the product from the supplier to the customers’ home. To 

avoid damages in transportation and handling in stores, the products need have a 

functional packaging solution (Johansson, Product quality technician, 120307; 

Trehan, Supply chain manager, 120229).  

4.4. COST	  

It is important to consider the total cost of sourcing a product. IoS lighting has a 

goal to reach a yearly cost reduction of at least three percent, which is defined as a 

“price development of at least three percent yearly” (Trehan, Supply chain 

manager, 120229). Trehan, Supply chain manager (120229) claims that it is 

important to look at price development from a supply chain perspective, and not 

only from a purchasing perspective. With that meaning, not only consider the price 

of the bought product, but also costs of related activities in the supply chain as; 

logistics, product development and investments in the suppliers’ production. IoS 

lighting has a high focus on decreasing the logistics costs, with high supply 

reliability and availability. Reaching the goal to develop a more complete and 

optimal supplier base in Europe, the logistics cost can be decreased. Though the 

labour costs are relatively higher in Europe than in Asia, IoS lighting needs to have 

an automated production in Europe to be able to keep the labour costs low for the 

European suppliers (Trehan, Supply chain manager, 120229). By having the 

supplier base closer to the end market, IoS lighting can increase the direct flow from 

the supplier to the store, which decrease the total cost (Frand, Need planner, 

120223; Trehan, Supply chain manager, 120229).  

The three other internal parameters affect the total cost in one way or another. In the 

end, the cost parameter is the most important parameter to consider in the decision 

of where to locate the future supplier base, as long as the other parameters are 

fulfilled (Trehan, Supply chain manager, 120229). 
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4.5. SUMMARY	  OF	  THE	  FOUR	  INTERNAL	  PARAMETERS	  	  

In figure 4.1 a summary of the important factors within each internal parameter is 

presented.  

	  
FIGURE 4.1 SUMMARY OF THE IMPORTANT FACTORS WITHIN EACH INTERNAL PARAMETER 

 

 

 

 

 

 

 

 

• develop a more complete and optimal supplier base 
in Europe  

• transfer capacity from mouth-blown to machine 
made glass 
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• more energy-efficient production 
• impact from transportation on the environment 

Sustainability 
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• improve CEPQ 
• packaging 
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• price development of at least three percent yearly 
• decreasing the logistics costs Cost 
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4.6. ANALYSIS	  MODEL	  FOR	  SUB	  QUESTION	  1	  

In figure 4.2, the analysis model for sub question 1 is presented. The figure shows 

how the internal parameters availability, sustainability, product quality and costs, 

and the theoretical framework about the benefits and challenges with nearshoring, 

will be analysed to answer sub question 1.  

 

FIGURE 4.2 ANALYSIS MODEL FOR SUB QUESTION 1 

 

 

 

 

 

 

 

Sub question 1 
What are the benefits and challenges 
of using nearshoring for the future 
supplier base, taken into 
consideration the internal parameters 
availability, sustainability, product 
quality and cost?

Theoretical framework
Benefits and challenges with nearshoring

See table 3.1

Internal 
parameters 
Availability
Sustainability
Product quality
Cost

Analysis of the internal parameters 
and the theoretical framework
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5. ANALYSIS	  OF	  THE	  INTERNAL	  PARAMETERS	  	  

In this chapter, the internal parameters are analysed together with the theoretical 

framework about the benefits and challenges with nearshoring. The chapter 

answers sub question 1, “What are the benefits and challenges of using nearshoring 

for the future supplier base, taken into consideration the internal parameters, 

availability, sustainability, product quality and cost?” 

5.1. AVAILABILITY	  	  

The distance between supplier and the store has an impact on the product 

availability, though a longer distance gives a higher supply risk. Consequences of 

the short distances, of using nearshoring, are the decreased supply risk and short 

lead times (Hahn et al., 2011; Kestner et al., 2010; Monczka et al., 2009; Trehan, 

Supply chain manager, 120216). Availability is important for IoS lighting in the 

decision of where to locate the future supplier base (Trehan, Supply chain manager, 

120223).  The short lead times and decreased supply risk within nearshoring gives a 

better availability of the glass lighting segments products.   

Nearshoring also makes it easier to handle demand uncertainties though the risk of 

demand disruptions decrease compared to offshoring (Christopher et al., 2011; 

Hahn et al., 2011; Jin, 2004; Monczka et al., 2009). Nearshoring makes it easier to 

capture market changes and variations due to seasonality and other external factors 

(Christopher et al., 2011). The capture of market changes is required to have a good 

supply planning and secure availability of products from the suppliers. Moreover, 

through a good supply planning, safety stocks can be avoided. To conclude, 

nearshoring gives the benefit of a better supply planning, since it is easier to handle 

demand uncertainties.    

The glass lighting segment has for several years mainly sourced their mouth-blown 

glass from China or India, due to the low wages (Misra, Category leader, 120221). 

Moreover, IoS lighting has a strategy to transfer capacity from mouth-blown to 

machine made glass. The aim with the strategy is to reach an optimal supplier base 

in Europe, and get the same availability of the purchased items as globally (Trehan, 
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Supply chain manager, 120223). The strategy indicates that IoS lighting already has 

a strategy to move more towards nearshoring, for the glass lighting segment. 

However, a challenge with nearhoring is the availability of quality items to a low 

price, due to higher wages compared to offshoring (Christopher et al., 2011; Lewin, 

2011; Massini et al, 2010; Monczka et al., 2009; Trent & Monczka, 2003). 

Considering this, from the availability parameter, the glass lighting segment facing 

a large challenge to achieve the same availability of quality items to a low price on 

the European market as globally.  

5.2. SUSTAINABILITY	  	  

The sustainability parameters affect the whole supply chain, and it is essential to 

consider this parameter and how it is affected by the supplier location (Trehan, 

Supply chain manager, 120223). IKEA sets high requirements on the suppliers’ 

production by their own code of conduct (IWAY). Furthermore, regarding the 

working conditions for the suppliers’ employees, Gape, Sustainability leader 

(120223) claims, together with Handfield & McCormack (2005), that it is varying 

in different parts of the world. It is easier for the European and North American 

suppliers to reach 100 percent IWAY fulfilment directly, due to stricter regulations 

of working conditions, compared to Asian suppliers (Gape, Sustainability leader, 

120223). This might imply benefits of having the suppliers where it is easier to 

reach 100 percent IWAY fulfilment, which are Europe and North America.   

Another benefit with nearshoring from an availability parameter is the short 

distances, which gives less transportation (Hahn et al., 2011; Kestner et al., 2010; 

Monczka et al., 2009; Lin et al., 2006). A benefit with the less transportation is that 

it gives less CO2 emissions (Gape, Sustainability leader, 120223; Trehan, Supply 

chain manager, 120223). From the sustainability parameter, the benefit of using 

nearshoring, for the glass lighting segment, is the decreased carbon emissions. 

Nevertheless, for the glass suppliers, it is especially important to be energy efficient 

because glass as a material requires lots of energy in the production process (Gape, 

Sustainability leader, 120223). This indicates that a challenge within nearshoring is 

to find suppliers that use renewable energy in the production, due to the few 

suppliers close to the sales markets.  
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5.3. PRODUCT	  QUALITY	  

With offshoring, the company has several suppliers available on the market that 

compete with each other, which result in higher quality to a lower price 

(Christopher et al., 2011; Lewin, 2011; Massini et al, 2010; Monczka et al., 2009; 

Trent & Monczka, 2003). Focus for IKEA, is to offer products with a quality that 

are developed for people’s life at home, at as low prices as possible (Trehan, Supply 

chain manager, 120229). A challenge, for the products quality parameter, of using 

nearshoring is therefor to find suppliers that provide quality items to a low price.      

The product quality has to be assured through the complete supply chain (Trehan, 

Supply chain manager, 120229). To reach the internal objectives, decrease COPQ 

and improve CEPQ, the packaging of the glass lamp is truly significant. This 

because glass is a sensitive material that easily breaks (Johansson, Product quality 

technician, 120307). A benefit with nearshoring is that the transport distances are 

shorter (Hahn et al., 2011; Kestner et al., 2010; Monczka et al., 2009). Even if the 

packaging is good, the product quality is positively affected of short transport 

distances. Through short distances between the supplier and end customer in 

nearshoring, a benefit is the decreased risk for breakage during the transport and 

handling of the product.  

Moreover, the culture differences affect the decision of where to locate the supplier 

base. A benefit with nearshoring is that the buying company and the supplier 

belongs to similar cultures, which makes it easier to communicate. With a good 

communication it gets easier to solve upcoming problems, and agree on product 

specifications, which can increase the product quality (Hahn et al., 2011; Monczka 

et al., 2009; Outsource portfolio, 2009). Trehan, Supply chain manager (120229) 

argue that different parts of the world have different perspectives on quality. By 

using nearshoring, a benefit for the product quality parameter is that quality issues 

can be avoided since IoS lighting and the suppliers’ perspective on product quality 

are likely to be similar.   
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5.4. COST	  

The cost parameter is the most critical parameter for IoS lighting, and the overall 

goal is to reach a “price development of at least three percent yearly” (Trehan, 

Supply chain manager, 120229). Trehan, Supply chain manager (120229) means 

that it is important to look at price development from a supply chain perspective and 

not only from a purchasing perspective. From this perception, nearshoring has a 

benefit that the total cost is lower, compared to offshoring, as hidden costs can be 

avoided (Christopher et al., 2011; Holweg et al., 2011; Monczka et al., 2009; 

Willcocks et al., 2009). Nearshoring decreases the logistics cost by less 

transportation and short lead times, which makes it possible to have low stock levels 

(Hahn et al., 2011; Lin et al., 2006; Trehan, Supply chain manager, 120229). Since 

the overall goal is to have a yearly cost reduction, and nearshoring gives the benefit 

as a lower total cost, IoS lighting is more likely to reach the internal goal of having 

a yearly cost reduction, by using nearshoring, compared to offshoring.   

Moreover, nearshoring normally has the challenge of keeping the costs low, because 

of higher wages in the nearshore countries (Christopher et al., 2011; Lewin & 

Volberda 2011; Massini et al, 2010; Roza et al., 2011). IoS lighting has a goal to 

build up a complete supplier base for the glass lighting segment in Europe. Though 

the wages are higher in Europe, IoS lighting needs to transfer the mouth-blown 

glass to machine made, in purpose to use automated production, to be profitable  

(Trehan, Supply chain manager, 120229). From the cost parameter, the challenge 

with nearshoring is to achieve an efficient supplier base with an automated 

production, which is required to minimize the human interaction in the production 

and keep the cost on a low level.  
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5.5. SUMMARY	  OF	  THE	  ANALYSIS	  OF	  THE	  INTERNAL	  PARAMETERS	  	  

Table 5.1 show a summary of the identified benefits and challenges with 

nearshoring, for each internal parameter and answer sub question 1, What are the 

benefits and challenges of using nearshoring for the future supplier base, taken into 

consideration the internal parameters availability, sustainability, product quality 

and cost? 

 BENEFITS CHALLENGES  

Availability  - better availability of 
the glass lighting 
segments products. 

- better supply planning 

- achieve the same 
availability of quality 
items, to a low price 
on the European 
market as globally 
 

Sustainability  - easier to fulfil the 
IWAY requirements 

- decreased carbon 
emissions  

- find suppliers that use 
renewable energy in 
the production 
 

 

Product Quality  - decreased risk for 
breakage during the 
transports and 
handling of the 
product 

- quality issues can be 
avoided since IoS 
lighting and the 
suppliers perspective 
on product quality are 
likely to be similar 

- find suppliers that 
provide quality items 
to a low price  
 

Cost  - IoS lighting is more 
likely to reach the 
internal goal of having 
a yearly cost reduction 
  

 

- to achieve an efficient 
supplier base with an 
automated production  
 

TABLE 5.1 SUMMARY OF BENEFITS AND CHALLANGES WITH NEARSHORING FROM THE FOUR 

INTERNAL PARAMETERS  

  

 

 



 

 	  

35	  

	  

	   	  

6. PESTEL-‐ANALYSIS	  

This chapter includes the step 2“Generate uncertain and predetermined factors” in 

the approach of the scenario analysis, which is the approach to answer sub 

question 2. To identify the external factors a PESTEL (Political, Economic, Social, 

Technological, Environmental and Legal) - analysis is used. The analysis includes 

both theoretical and empirical data and details how the main identified factors 

where acknowledged is found in the methodology chapter - step 2 in the approach 

of the scenarios analysis. The chapter ends with a figure where all identified factors 

are summarised.  

6.1. POLITICAL	  FACTORS	  

The theoretical scanning shows that the political factors concern the political 

situation in a country (Johnson et al., 2008). Oke et al. (2009) claim that the 

political situation in a country is critical when deciding whether to source from a 

location or not. Political instability can lead to unreliable deliveries and higher 

transaction costs, which might impact the competitiveness of the buying company 

(Holweg et al., 2011; Kotabea & Murray; Kumar et al., 2010; 2004; Oke et al., 

2009).  

When a company look for low cost countries to source from, it is common to talk 

about the BRIC-countries, which include Brazil, Russia, India and China. In these 

countries the labour costs are low, which have made labour intensive production 

popular in these countries. However, the political situation is always changing and 

also in those countries (Oshri, 2009). Trehan, Supply chain manager (120329) agree 

with the theory that it is important to consider the changing political landscape, in 

the decision of where to locate the future supplier base. The current supplier base, 

for the glass lighting segment, is located in India, China, Poland, and Hungary, 

where they today is dependent on Chinese suppliers (Trehan, Supply chain 

manager, 120329).  
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China has today the world’s largest manufacturing power, and accounts for a fifth 

of the global manufacturing (The Economist, 2012). Furthermore, Trehan, Supply 

chain manager (120329) argues, together with Guthrie (2009) and Relly and 

Sabharwal (2009) that there is a lack of political transparency in China. IoS lighting 

has created a strategy to become less dependent on Chinese suppliers, due to the 

lack of transparency (Trehan, Supply chain manager, 120329). Furthermore, Shirk 

(2011) claims that the trend towards more transparency in the Chinese government 

got a boost from the “Regulations on Open Government Information”, which went 

in effect in 2008. This regulation indicates that the Chinese government have started 

to become more open (Shirk, 2011).  

Moreover, the political situation in the world, also indicate an ongoing financial 

crisis in Europe (European Commission, 2009; Economics department OECD, 

2009). The financial crisis started in autumn 2007, and is an effect of the bankruptcy 

of Lehman Brothers in the US. As a consequence of this happening, the lending 

between banks and to businesses and individuals in Europe were cut off. This led to 

a shortage of capital and a sharp fall in growth for companies, especially in the EU 

countries (European Commission, 2009). The financial crisis has grown in Europe, 

due to rapidly growing national debt in some EU member states, in particular 

Ireland, Greece, Portugal, Spain, and Italy. Many countries have failed with their 

fiscal policy. Instead of introducing necessary reforms, low euro-zone interests rate 

in recent years have made them rely heavily on borrowing (Spiegel international, 

2010). The European commission (2009) discusses that the on-going recession in 

Europe is likely to leave deep and long-lasting traces on economic performance and 

require social efforts of many kinds. 

Besides the changing political landscape in China and Europe, Trehan, Supply chain 

manager (120329) claims that the trade relationships between countries, is 

important to consider in the decision of where to locate the future supplier base. 

Tariffs and other trade barriers give companies advantages of sourcing in the same 

region, as US companies, by sourcing from Latin American suppliers (Oke et al., 

2009; Ruamsook et al., 2007; Trehan, Supply chain manager, 120329. 
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From the discussion above, from both the theoretical scanning and interviews with 

Trehan, Supply chain manager (120329), the authors have identified the main 

political factors that affect the future supplier location for the glass segment. These 

are; lack of political transparency in China, financial crisis in Europe, and trade 

relationships between countries.  

6.2. ECONOMIC	  FACTORS	  

Economic factors have a major impact on how businesses operate and make 

decisions. Through the theoretical scanning, the main economic factors were 

identified as currency fluctuations, economic growth, and inflation rate. These 

factors are important to consider in the decision of where to locate the future 

supplier base (Johnson et al., 2008; Yijie & Joseph, 2010).  

Currency fluctuations have an impact on the total cost of sourcing a product, from a 

supplier with a foreign currency, though it affects the price paid for the purchased 

goods. As the currency fluctuates up and down, the purchasing power may increase 

or decrease for actors in different countries (Holweg et al., 2011 Kotabea & Murray, 

2004; Kumar et al., 2010). As a consequence, it is important to consider the 

currency fluctuations in the future sourcing countries. However, IKEA handles the 

currency fluctuations by a treasury caring department that considers the impact of 

different currency issues (Trehan, Supply chain manager, 120329). 

Economic growth is the increase in value of the goods and services produced by an 

economy (Dao, 2012; Roubini, 2007; Tradingeconomics.com, 120404). This is 

usually measured as the percent rate of increase in real gross domestic product 

(GDP). The real GDP per capita of an economy is often used as an indicator of the 

average standard of living in that country. Economic growth is, therefore, often seen 

as an indicator of increases in the average standard of living 

(Tradingeconomics.com, 120404). The BRIC countries have emerged among the 

largest countries in the world, in both demographic and economic terms. China, as 

an example, is the second largest economy in the world, after United States. A 

significant component supporting China's rapid economic growth has been growth 

in export (Tradingeconomics.com, 120404). It is important for the glass segment to 
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be aware of the economic growth in the emerging countries, and consider this factor 

when deciding if it is profitable or not to source in a country (Trehan, Supply chain 

manager, 120329).  

Trehan, Supply chain manager (120329) discuss that one consequences of the 

economic growth, that affect the supplier base location, is rising wages in China. 

China has today the world’s largest manufacturing power and has an account for a 

fifth of the global manufacturing (The Economist, 2012). The Chinese 

manufacturers have been competitive by their low costs production and low level of 

wage rates. However, it seems like the era of cheap China may be drawing to a 

close, due to the higher labour costs (Rein. S., 2012; The Economist, 2010, 2011, 

2012; Yuen Yuen, 2010). If the labour costs will increase even more, as it predicts 

to do, China could no longer compete with the low manufacturing prices, which 

need to be considered in the decision of where to locate the future supplier base 

(Trehan, Supply chain manager, 120329). 

Inflation rates in a sourcing country, is another important factor to consider in the 

decision in where to locate the future supplier base. If the sourcing country has a 

high inflation, this will affect the purchase price negatively (Holweg et al., 2011). 

For that reason it is important to consider the inflation in the future sourcing 

countries (Trehan, Supply chain manager, 120329). Trehan, Supply chain manager 

(120329) agree, with the theory, that it is important to consider currency 

fluctuations, economic growth, and the inflation rate in the decision of where to 

locate the future supplier base. However, Trehan Supply chain manager (120329) 

also mention the oil prices as an important economical factors to consider. 

Glass as a material has an energy-consuming production process, though the glass 

oven needs to burn twenty-four hours a day (Jonsson, Sourcing developer, 120307). 

Trehan, Supply chain manager (120329), means that the main raw material in glass 

therefor can be seen as the energy, which is dependent on the oil prices (Trehan, 

Supply chain manager, 120329). The oil prices sets reference prices for other raw 

materials, for example, gas (Korhonen & Ledyaeva, 2010). This makes the suppliers 

of the glass segment dependent on the oil prices, though their production costs 

fluctuate according to it. This means that the purchase price for the glass segment is 
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affected by the oil price (Jonsson, Sourcing developer, 120307).  

Oil price shocks are a critical factor for the future economic growth and stability of 

developing countries. The rapid increases of the oil price since 2003 has caused 

serious concerns worldwide (Bhar & Nicolova, 2009; Tang et al., 2010). In the 

future, it will be important to consider if the sourcing countries are an importer or 

exporter of oil (Trehan, Supply chain manager, 120329). When the global oil price 

increases, net-importing countries, as China and India, need to pay higher oil import 

prices. The higher import prices have a negative impact on cash flows of businesses 

(Bhar & Nikolova, 2009; Tang et al., 2010).  

From the discussion above, both from the theoretical scanning and interviews with 

Trehan, Supply chain manager (120329) and Jonsson, Sourcing developer (120307), 

the authors have identified the main economical factors that affect the future 

supplier location for the glass segment. These are; currency fluctuations, economic 

growth in emerging countries, rising wages in China, inflation rates and oil prices. 

6.3. SOCIAL	  FACTORS	  

Trends in different social factors affect the demand of a company's products and 

how the company operates. The main social factors, identified through the 

theoretical scanning, include cultural differences and population growth rate 

(Johnson et al., 2008; Kumar et al., 2010; Oke et al., 2009).  

The glass segment has today their supplier base in different parts of the world. An 

important factor to consider in the decision of the future supplier base is the cultural 

differences between IKEA and supplier (Trehan, Supply chain manager, 120329).  

Ang & Inkpen (2008) discuss the importance of a company’s level of cultural 

intelligence, which they define as “a form of organizational intelligence or firm-

level capability in functioning effectively in culturally diverse situations”. Cultural 

differences could be a barrier for good communication. By improving the 

understanding of the different cultures it creates trust and improving the 

performance (Ang & Inkpen, 2008; Handfield & McCormack, 2005; Oke et al., 

2009).  
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Besides the differences in culture, the population growth rate is increasing. 

Calculations show that the global population will grow from 6.9 billion in 2010 to 9 

billion in 2050 (McKinsey & Company, 2011, United Nations Population Division 

2009). This growth comes mainly from the developing countries, due to the aging 

population. United Nations Population Division (2009) shows in their report that the 

population growth in developing countries, of an age over 60 years, is growing at 

1.9 percent annually. This results in a shift in the geographic distribution for the 

lighting market (Population Reference Bureau, 2005; McKinsey & Company, 

2011), which needs to be considered in the decision of where to locate the future 

supplier base (Yijie & Joseph, 2010).  

Trehan, Supply chain manager (120329) indicate that it is also important to consider 

customers increased demand on sustainable products. Today, an increased number 

of customers consider if the product is sustainable or not, when they take the 

decision of buying the product. Environmental-friendly consumption can be 

characterised as a highly complex form of consumer behaviour. There can be many 

reasons why a customer decides if the product is sustainable. The customer could 

consider factors as culture, infrastructure, politics and economics (Moisander, 

2007). It is important for the glass segment to have a clear sustainability agenda, in 

purpose to create environmental friendly product. This affects the location, though 

the whole supply chain needs to be sustainable if the product should be 

environmental friendly (Gape, Sustainability leader, 120223). 

From the discussion above, from both the theoretical scanning and interviews with 

Trehan, Supply chain manager (120329), and Gape, Sustainability leader (120223), 

the authors have identified the main social factors that affect the future supplier 

location for the glass segment. These are; cultural differences between IKEA and 

supplier, population growth rate, and customers increased demand on sustainable 

products. 
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6.4. TECHNOLOGICAL	  FACTORS	  

The main technological factors, identified by the theoretical scanning, are 

infrastructure and the rate of technological innovations. These factors can determine 

barriers to entry the market, give a minimum efficient production level and also 

influence the decision of where to locate the supplier (Johnson et al., 2008; Ote et 

al., 2009; Yijie & Joseph, 2010).   

Infrastructure includes a country’s transportation and logistics, IT and electricity 

power supply services. Unreliable infrastructure is a problem faced in sourcing from 

some low-cost countries (Wang et al., 2011). Compared to developed countries, the 

overall transportation infrastructure is less efficient in low-cost countries such as 

India (Trehan, Supply chain manager, 120403). Their inland transport and terminal 

equipment has lower productivity and low efficiency in their resource usage. 

Moreover, the communication networks in low-cost countries tend to be unreliable, 

and systems such as electronic data interchange cannot be supported. The inefficient 

transportation and communication infrastructure in low cost countries often lead to 

process-related issues, as difficulties in arranging external transports. For these 

reasons it is important to consider how the infrastructure is developing, in the 

possible sourcing countries, in the decision of where to locate the future supplier 

base (Ruamsook et al., 2007; Wang et al., 2011).  

During the last years, a new business world has opened up, due to a high rate of 

technological innovations. This has resulted in the biggest change since the 

beginning of the industrial revolution. Work that used to be done by human hand is 

today digitalized and made by computers. Different production techniques have 

been developed, which makes it possible to have the production totally automated 

without any human interaction (Brian, 2011). Trehan, Supply chain manager 

(120403) indicate that the prime technical innovations, that the glass segment is 

affected by, are automated production via technical platforms, and technology 

paradigm in the lighting industry. 

The automated production via technical platforms has opened up new opportunities 

for European suppliers to compete with the low-cost countries in Asia. The future 
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supplier base needs an automated production, in purpose to be competitive in the 

upcoming years. With an automated production, little human interaction is needed, 

which decrease the labour costs. This gives a consequence that the glass segment 

need to look where the competence within the automated production technique are, 

which affect the location of the future supplier base (Trehan, Supply chain manager, 

120403). The technical platform enables standardization in products, though the 

product is produced in the same form. Product standardisation has advantages as, 

easier to assemble/disassemble the product, possibilities to reduce the amount of 

components and improve the product quality (Poppe, Product development 

engineer, 120229).  

The technology paradigm shift in the lighting industry is the LED-technology 

(Trehan, Supply chain manager, 120403). The LED-technology, powered by semi-

conductors, require more advanced components that in turn require the right 

competence in the supplier base (McKinsey & Company, 2011; Trehan, Supply 

chain manager, 120403). This competence is much more expensive than in the older 

technology (McKinsey & Company, 2011), and the suppliers need to do higher 

investments (Trehan, Supply chain manager, 120403).  

Another important factor to consider within the LED-technology is the price 

development for LED (Trehan, Supply chain manager, 120403). Research show that 

LED, in the future, will be cheaper than the traditional light sources used today 

(McKinsey & Company, 2011). The US department of energy’s (2011), calculated 

that LED packages will drop 30 percent from 2010 until 2015, and 10-15 percent 

from 2015 until 2020 The big challenge for IoS lighting is to find ways to make 

LED affordable for the many people. To be competitive in the future, companies 

need to find ways to contribute to the price development within LED, or else they 

will not be able to have competitive prices to the customers. IoS lighting has a goal 

“to be the leader of the price development in the LED-technology” (Trehan, Supply 

chain manager, 120403).  

From the discussion above, from both the theoretical scanning and interviews with 

Trehan, Supply chain manager (120403), and Poppe, Product development 

engineer, (120229), the authors have identified the main technological factors that 
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affect the future supplier location for the glass segment. These are; infrastructure, 

automated production via technical platforms, technology paradigm shift in the 

lighting industry, and price development for LED.  

6.5. ENVIRONMENTAL	  FACTORS	  

During the last years, sustainability has become more important in the sourcing 

activities and supply chain management (Mazmanian & Kraft, 2009; Reuter et al., 

2010). The main environmental factors, identified by the theoretical scanning, are 

the availability of renewable energy and the environmental impact of transportation 

(Ferry, 2010; Johnson et al., 2008; Mazmanian & Kraft, 2009; Moisander 2007; 

Reuter et al., 2010).  

The environmental awareness has increased in the western world and companies 

feel pressure to be more sustainable (Ferry, 2010; Moisander 2007; Reuter et al., 

2010). Guerrero et al., (2010) discuss a new paradigm shift in producing more 

environmental-friendly energy. New techniques, as solar cells and wind power, 

have opened up a new perspective on energy production. The global energy 

consumption is rising, which means that it is important both in production, 

distribution and consumption of a product, to use as little energy as possible 

(Guerrero et al., 2010).  Trehan, Supply chain manager (120403), point out that the 

availability of renewable energy is an important environmental factor to consider in 

the decision of where to locate the future supplier base. Since the glass production 

has an energy-consuming production, it is even more important for the glass 

segments supplier to use renewable energy in their future production. This needs to 

be considered when taking the location decision (Gape, Sustainability leader, 

120223; Trehan, Supply chain manager, 120403).     

The environmental impact of transportation affects the location decision, since 

longer distances gives negative impact on the environment. Research has shown that 

CO2 emissions from the burning of fossil fuels are the primary cause of global 

warming. In 2004, 23 percent of the global CO2 emissions were traded 

internationally, primarily as exports from China and other emerging markets in 

developed countries. In some wealthy countries, as Sweden, the United Kingdom, 
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and France, more than 30 percent of consumption-based emissions were imported 

(Davis, & Caldeira, 2010; Davis et al., 2011). Emissions from transports are rising 

faster than from any other energy-using sector and are predicted to increase by 80 

percent between 2007 and 2030 (Woodcock et al., 2009). When the glass segment 

take the decision of where to locate the future supplier base they need to consider 

how far the supplier is from the end customer and how the product should be 

transported (Gape, Sustainability leader, 120223; Trehan, Supply chain manager, 

120403).     

From the discussion above, from both the theoretical scanning and interviews with 

Trehan, Supply chain manager (120403), and Gape, Sustainability leader (120223), 

the authors have identified the main environmental factors that affect the future 

supplier location for the glass segment. These are; availability of renewable energy 

and the environmental impact of transportation.   

6.6. LEGAL	  FACTORS	  	  

The legal factors consider different legislation that may affect a company, as 

discrimination laws, consumer laws and employment laws. These factors can affect 

how a company operates, its costs, and the demand for its products (Ferry, 2010; 

Johnson et al., 2008; Kumar et al., 2010). Different sourcing countries have 

different laws, which makes it hard to summarise the main laws that may affect the 

decision of where to locate the future supplier base. If a country set up a strict 

legislation, IKEAs policy is to always follow that law for products provided in all 

countries (Trehan, Supply chain manager, 120403). Trehan, Supply chain manager 

(120403) state that the main laws that affect decision of where to locate the future 

supplier base for the glass segment are; new regulations regarding sustainability and 

increase of IP (intellectual property) -rights in the new technology. 

The first legal factor for IoS lighting to consider in the decision of the future 

supplier location for the glass segment is, new regulations regarding sustainability 

(Gape, Sustainability leader, 120223; Trehan, Supply chain manager, 120403). One 

important factor to consider regarding sustainability regulations is the content of 

chemicals and toxics in the products. For the glass products, one common chemical 
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is cadmium, which often is included in colours that are painted on glass. A highly 

affecting legislation to consider is the REACH (registration, evaluation, 

authorisation and restriction of chemicals) legislation (Trehan, Supply chain 

manager, 120403). This is a EU regulation regarding production and safe use of 

chemicals and applies to both chemicals produced in the EU and imported ones. The 

main goal of the legislation is to protect human health and the environment from the 

risks from chemicals, and to enhance the competitiveness and innovation for the 

chemicals industry's within EU (European commission, 2012).   

Furthermore, Trehan, Supply chain manager (120403), argues that it probably will 

come up regulations regarding energy usage for LED light sources in the future, 

because of the possibilities to be energy efficient. An increasingly important aspect 

to consider in the future is sustainability factors connected to the production. 

Objects that might be more strictly regulated in the future are, waste treatment in 

production, for instance wastewater treatment and emissions caused by fossil fuels 

from production and transports (Trehan, Supply chain manager, 120403).   

The second legal factor to consider in the decision of where to locate the future 

supplier base is the increase of IP- rights in the new technology (Trehan, Supply 

Chain Manager, 120403). IPR are rights conferred by law that protect industrial, 

scientific and cultural innovations. A company’s opportunities to protect the returns 

from their innovation activities have been identified as one of the key incentives for 

innovation. Innovation in the area of complex products as electronics or machinery 

products, including many different components, often requires IPRs or other 

arrangements to gain access to technologies from other firms (Blakeney & 

Mengistie, 2011; Leiponen & Byma, 2009). 

From the discussion above, from both the theoretical scanning and interviews with 

Trehan, Supply chain manager (120403), the authors have identified the main legal 

factors that affect the future supplier location for the glass segment. These are; new 

regulations regarding sustainability and increase of intellectual property rights in 

the new technology. 
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6.7. SUMMARY	  OF	  THE	  IDENTIFIED	  FACTORS	  IN	  THE	  PESTEL	  ANALYSIS	  	  

In figure 6.1 the authors have summarised the identified factors to considered, in the 

decision of where to located the future supplier base, for each of the six different 

external factors in the PESTEL- analysis.  

 

FIGURE 6.1 SUMMARY OF THE IDENTIFIED FACTORS IN PESTEL-ANALYSIS 

 

• lack	  of	  political	  transparency	  in	  China	  
• Tinancial	  crisis	  in	  Europe	  
• trade	  relationships	  between	  countries	  

Political	  factors	  

• currency	  Tluctuations	  
• economic	  growth	  in	  emerging	  countries	  
• 	  inTlation	  rates	  
• oil	  prices	  
• rising	  wages	  in	  China	  

Economical	  factors	  

• cultural	  differences	  between	  IKEA	  and	  supplier	  
• population	  growth	  rate	  
• customers	  increased	  demand	  on	  sustainable	  products	  

Social	  factors	  

• infrastructure	  
• automated	  production	  via	  technical	  platforms	  
• technology	  paradigm	  shift	  in	  the	  industry	  
• price	  development	  for	  LED	  

Technological	  factors	  

• availability	  of	  renewable	  energy	  
• environmental	  impact	  of	  transportation	  Environmental	  factors	  

• new	  regulations	  regarding	  sustainability	  
• increase	  of	  intellectual	  property	  rights	  in	  the	  new	  
technology	  

Legal	  factors	  
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7. REDUCTION	  OF	  THE	  EXTERNAL	  FACTORS	  

This chapter includes step 3 “Reduce factors and specify factor ranges” and step 4 

“Choose themes and develop scenario details”, in the approach of the scenario 

analysis. The twelve most important factors, from the PESTEL-analysis, that could 

affect the future location of the supplier base for the glass lighting segment are 

presented. These factors are shown in figure 7.1. Furthermore, the four key driving 

forces are identified and will later on be used to develop four scenarios.  

7.1. THE	  TWELVE	  MOST	  IMPORTANT	  FACTORS	  

All the identified factors in the PESTEL-analysis are important to consider in the 

decision of where to locate the future supplier base for the glass lighting segment.  

However, the twelve most important, identified factors are shown in table 7.1 and 

7.2. The tables also show in what chapter the factor are identified, and why the 

factor has the chosen level of impact and degree of uncertainty. Level of impact 

means how much the factor affect the location of the suppliers for the glass lighting 

segment, and degree of uncertainty means how prepared IoS lighting is for the 

effects that may occur for the location of the supplier base, of the factor.  

A factor with a high level of impact, affect the whole business in the future and a 

factor ranked with medium level of impact, affect the business to an extent but is 

not critical for the future supplier location. None of the twelve factors have a low 

level of impact on the location of the future supplier base for IoS lighting. For a 

factor that is ranked with high degree of uncertainty, IoS lighting do not have a clear 

view of the consequences of the factor. If the factor is ranked with medium degree 

of uncertainty, IoS lighting have certain preparation of the consequences of the 

factor and for the low degree of uncertainty, IoS lighting is well aware of the 

consequences and has a strategy how to handle them. Details of how the twelve 

factors were chosen and how the level of impact and degree of uncertainty was set, 

are explained in the methodology chapter in the approach of the scenario analysis.  
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Factors Chapter  Level of impact Degree of uncertainty  

Technological 
paradigm in the 
industry 

6.4. 

 

High à the light source might 
be integrated in the glass 
luminaries in the future. This 
require technological 
competence in the future 
supplier base 

High à fast technology development 
makes the industry unpredictable and 
IoS lighting do not know exactly how 
it will develop 

Financial crisis in 
Europe  

6.1. High à the financial crises 
would create an unstable market, 
which affect European suppliers 
negatively and give a decreased 
demand of IKEA products in 
Europe  

Medium à the financial crisis makes 
the market unstable in Europe, but 
IoS lighting have certain preparation  

 

Rising wages in 
China 

6.2. 

 

High à high total costs to 
source from China  

Medium à uncertainty of how fast 
the wages may rise, but IoS lighting 
has certain preparation for the cost 
increase 

Environmental 
impact of 
transportation 

6.5. 

 

High à IoS lighting has today 
long distances between the 
supplier and the customers that 
gives a negative environmental 
impact 

High à uncertainty of how this issue 
will develop and its consequences 

Lack of political 
transparency in 
China 

6.1.  High à IoS lighting is 
dependent on Chinese suppliers 

Lowàthe situation is unstable, but 
IoS lighting has a strategy to become 
less dependent on China  

Automated 
production via 
technical 
platforms 

6.2. 

 

High à automated production is 
a need to be efficient in the 
future  

Low à IoS lighting have a strategy 
how to find suppliers providing 
automated production  

Inflation rates 6.2. 

 

Medium à inflation in a 
sourcing country have a indirect 
affect on the purchase price 

Low à IoS lighting is well aware of 
the inflation in the sourcing countries 

Oil prices 6.2. Medium à the oil price account 
for a large part of the production 
costs for glass, but the oil price 
affects the whole industry 

Low à IoS lighting is well aware of 
the fluctuations in oil prices 

Cultural 
differences 
between IKEA 
and the supplier 

6.5. 

 

Medium àthe culture hinder or 
facilitate the communication 

Medium à culture differences is 
always a challenge, but IoS lighting 
have long experience of suppliers in 
different cultures  

TABLE 7.1 THE TWELVE MOST IMPORTANT FACTORS 
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Economic growth in 
emerging countries 

6.2. 

 

Medium àeconomic 
growth results in a 
higher total cost as a 
consequence of 
increased labour costs 

Medium à IoS 
lighting do not know 
how fast the 
development will be, 
but they have certain 
preparation how to 
handle the 
consequences 

Availability of 
renewable energy  

6.6. 

 

Medium à glass has 
an energy consuming 
production, which in 
the future need to be 
produced by renewable 
energy 

Lowà IoS lighting 
has a strategy to get 
their suppliers 
production more 
energy-efficient  

Infrastructure 6.4 Mediumà Though the 
low cost sourcing 
countries has an 
undeveloped 
infrastructure, it affect 
the location of the 
future supplier base  

Low à IoS lighting is 
well aware of the 
infrastructural 
conditions in the low 
cost countries  

TABLE 7.2 THE TWELVE MOST IMPORTANT FACTORS - CONTINUE 
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Degree of uncertainty
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The twelve identified factors that are shown table 7.1 and 7.2 are illustrated in a 

matrix in figure 7.1 

 

  

 

FIGURE 7.1 MATRIX OF THE TWELVE MOST IMPORTANT EXTERNAL FACTORS 

	  

	  

	  

 

 

HIGH Automated production, 
via technical platforms 

Lack of political 
transparency in China  

 
 

Rising wages in China  

Financial crisis in Europe 

 

 

Technology paradigm 
shift in the industry 

Environmental impact of 
transportation 

MEDIUM Inflation rates 

Oil prices 

Availability of 
renewable energy  

Infrastructure 

Economic growth in 
emerging countries  

Culture differences 
between IKEA and the 
supplier 
 

 

LOW    
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7.2. THE	  FOUR	  KEY	  DRIVING	  FORCES	  

The four factors identified as the key driving forces are technology paradigm in the 

industry, environmental impact of transportation, rising wages in China and 

financial crisis in Europe, which are marked with a red circle in figure 7.1. Details 

of how these key driving forces are chosen are described in the chapter 2 - 

methodology - approach of the scenario analysis.  

Each key driving force has a chosen theme that the scenario will be based on. 

“Technology paradigm in the industry” has a theme of a fast and unexpected 

development within lighting technology and “Environmental impact of 

transportation” has a theme of new restrictions regarding CO2 emissions. Rising 

wages in China has a theme of a mega increase of the wages in China and 

“financial crisis in Europe” has a theme of a deep depression in Europe caused by a 

collapse of the Euro.  
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8. SCENARIOS	  

This chapter includes step 6 “Present scenarios” and step 7 “Assess impact of 

scenarios” in the approach for the scenario analysis. Based on the four key driving 

forces, identified in section 7.2, four different scenarios of the future are presented, 

within a time perspective of three to five years. The scenarios are a simplification 

and generalization of the reality and the details how the scenarios were developed 

are found in the methodology chapter in the approach of the scenarios analysis. 

8.1. “THE	  INVISIBLE	  LIGHT”	  	  

The year is 2017, and in the last years the technical 

development within lighting has grown faster then ever. 

The LED-technology has settled down on the market, 

and 80 percent of the people have LED-lamps as the only light source in their home. 

However, the lighting industry is currently facing a fifth paradigm shift. A South 

Korean company has developed a new technology of how to light up a room 

without a traditional light source. The new technology makes it possible to get light 

from any material, which makes the LED- technology unfashionable. This new 

technology is still very expensive, due to advanced technique and several IP rights 

that the inventors have set up, as a protection against commercialisation of the 

technology. Furthermore, forecasts show that the technology will have a fast price 

development, due to the speed of technological innovations. 

The new technology enables lamps with built-in light sources, and the future 

suppliers need to have competence and capacity in both the technology and the 

glass as a material. Glass is easy to form and can be designed in endless of 

variations, which makes the glass a good material for the new technology. IoS 

lighting needs to develop a supplier base that can provide the technology to a low 

price with good quality. These suppliers that, have both the required competence 

and capability to deliver the product to a low price, are located in South Korea. IoS 

lighting, which has made large investments in the LED-technology, is now facing 

the challenge of finding suppliers that have the competence within this new 

technology. 
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8.2. 	  “THE	  GREEN	  BOMBSHELL” 	  

A new global law about carbon dioxide emissions, has now 

in 2015, been set up as a consequence of the new Koyoto 

protocol. All the industrial countries have agreed to take 

responsibility for the CO2 emissions around the globe. The 

law will give huge consequences for the glass lighting segment, which today has 

long transport distances between the suppliers and the sales regions. The long 

transportations exceed the allowed amount of CO2 emissions according to the new 

law. IoS lighting has to find sourcing solutions that require less transportation and 

adjust their supplier base within one year. 

The new global law do not only affect the location of the first tier of suppliers. The 

sub suppliers also need to decrease their CO2 emissions.  The law will affects the 

whole supply chain constellation and IoS lighting needs to consider where the sub 

suppliers are located. The infrastructure becomes essential for the location of the 

future supplier base. To decrease the transportation within the region, the future 

supplier base needs need to be connected to combi-terminals that gives the 

opportunity to have intermodal transport and decrease the road transportations. A 

use of intermodal transport enables more rail transport, which is a more 

environmental friendly transport system.  
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8.3. “THE	  CHINESE	  STRIKE	  OF	  LIGHTNING”	  	  

The Chinese population has started to question the 

current government and requires democracy in the 

country. We are in the middle of February 2015 and 

different strikes and protests against the government have occurred, which has 

resulted in an unstable market in China. However, there are not only strikes and 

protest against the government. The Chinese workers have reached good results 

with several of working movements, where they together require higher wages and 

better working conditions. This has resulted in a mega increase of the labour costs 

in China. The Chinese suppliers can no longer compete with their low prices and 

need to find other ways to be competitive. 

The glass lighting segment is mainly sourcing the mouth-blown glass from Chinese 

suppliers, which is labour intensive. A consequence of the mega increased of the 

wages is higher total costs for IoS lighting. A big part of the current supplier base 

for the glass lighting segment is today located in China, which would give 

significant higher total costs for IoS lighting, if they choose to keep the country as 

sourcing destination. Another consequence is that the consumption in China 

increases due to the higher wages, which results in an increased market share for 

IoS lighting to capture. This makes the Asian sales region as large as the European 

sales region.  

 

 

 

 

 

 

 



 

 	  

55	  

	  

	   	  

8.4. 	  “EUROGEDDON”	  	  	  	  

The large budget deficits and public debts in not only 

Greece and Portugal, but also Italy, Spain and France, has 

now in September 2015, together with the politicians' 

failure to complete necessary reforms, made the long-feared collapse of the euro 

become reality. What we see now is a major banking panic in Southern Europe, 

caused by people who try to rescue their savings and export their capital to safer 

countries. Banks in other hand are hit by very serious credit losses.  

Europe had before the financial crisis a stable business environment, which no 

longer is the situation. The uncertainty is huge, which makes companies restrained 

and do not make investments. Many firms are also going bankrupt because of debts 

that are now denominated in euros. This leads to fewer jobs, higher unemployment 

and declined consumption, which creates a nightmare for the export industry and 

triggers a high GDP-fall in Europe. The result in Europe is an economic and social 

chaos, where the continent has fallen into a deep economical depression that is the 

worst since the 1930s. 

The deep economical depression creates a negative spiral in the European market. 

The high unemployment rate decreases the consumption, which decrease the total 

sales for IoS lighting. If the total sales decrease, IoS lighting will decrease their 

purchase from their supplier. This results in an increase of the purchase price, 

though the suppliers no longer can ensure economies of scale. If the purchase price 

increases, the end price for the IoS lighting customers will be higher. This decreases 

the consumption even more, and the negative spiral continues. The consequence is a 

large decrease of sales in the southern Europe market, which creates a 

transformation of the global customer base. The Asian market is growing beyond 

the European. Another consequence of this negative spiral is that the European 

suppliers are no longer close to the major customer base.  
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8.5. ANALYSIS	  MODEL	  FOR	  SUB	  QUESTION	  2	  

The analysis model for sub question 2 is presented in figure 8.1. The figure shows 

how the key driving forces and scenarios will be analysed together with the 

theoretical framework about benefits and challenges with nearshoring.  

 

 

FIGURE 8.1 ANALYSIS MODEL FOR SUB QUESTION 2 

 

 

Theoretical framework
Benefits and challenges with nearshoring

See table 3.1

Sub question 2 
 

What are the benefits and challenges 
of using nearshoring for the future 
supplier base, taken into 
consideration the key driving forces 
in the environment?

The key driving forces

Technology paradigm in 
the industry
Environmental impact of  
transportation 
Rising wages in China 
Finical crisis in Europe

Analysis of the scenarios and the 
theoretical framework

Scenarios

”The invisible light” 
“The green bombshell” 
“The Chinese stroke of 
lighting” 
 “Eurogeddon” 
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9. ANALYSIS	  OF	  THE	  SCENARIOS	  

This chapter includes step 8 “develop and test strategies” in the approach for the 

scenario analysis. The chapter is an analysis of each scenarios together with the 

theoretical framework, which will answer sub question 2, “What are the benefits 

and challenges of using nearshoring for the future supplier base, taken into 

consideration the key driving forces in the environment?”  

9.1. “THE	  INVISIBLE	  LIGHT”	  	  

Manning et al. (2008) argue that it is crucial for the company to have the right 

competence in the business, in purpose to succeed in the emerging global race. The 

challenge with nearshoring is the availability of qualified employees (Steinle & 

Schiele, 2008) and availability of technologies (Lewin & Volberda, 2011; Massini 

et al, 2010; Steinle & Schiele, 2008). In this scenario qualified employees and the 

new technology are important for IoS lighting. The suppliers need to have the 

competence in both the new technology and glass as a material and these suppliers 

are located in South Korea. Therefore, a challenge to use nearshoring, for the glass 

lighting segment, is to find suppliers in nearshore locations outside Asia, that have 

the competence and capacity in both the new technology and glass as a material.  

Moreover, there are several of IP-rights within the new technology, which require 

large investments for the company that wants to access to the technology. However, 

IoS lighting has the financial power to invest in their suppliers, to get access to the 

technology and qualified employees. The challenge with nearshoring is that the 

wages in nearshoring countries is relatively higher then traditional offshoring 

countries, as China (Christopher et al., 2011; Lewin & Volberda, 2011; Massini et 

al., 2010). The new technology is expected to have a fast price development, which 

makes it important for IoS lighting to keep down the costs. The higher wages and 

the fast price development gives the challenge, of using nearshoring, to find 

solutions to produce the technology to a low price.  
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Maltz et al. (2011) claim that the cost factor is various important, dependent on the 

core competence. The cost factor is more sensitive for companies with high focus 

on operational competence as competitive advantage, compared to companies that 

rely on innovation. These companies are more sensitive to intellectual property 

considerations (Maltz et al., 2011). Though the product range, for IoS lighting, 

predicts to be more technological it indicates that the cost factor might not be that 

essential for IoS lighting in the future. However, IoS lighting has a high focus to 

produce low cost products, which indicate that the cost factor still will be important 

even if the products become more technological.  

There are no specific benefits found for this scenario. However, the general benefits 

of using nearshoring, as short lead times and low supply risk, should be gained if 

IoS lighting manages to handle the mentioned challenges.   

9.2. 	  “THE	  GREEN	  BOMBSHELL”	  

The new law in “The green bombshell” changes the view of where to locate the 

future supplier base, since it makes it impossible to have the supplier far away from 

the end customer. To adjust the supplier base, for IoS lighting, different nearshoring 

hubs can be used. The main benefit with nearshoring is the short distance between 

the suppliers and the sales market, which results in shorter and less fragmented 

supply chains and less transportation (Christopher et al., 2011; Kotabe et al., 2009; 

Lin et al., 2006; Hahn et al., 2011; Monczka et al., 2009). By using different 

nearshoring hubs, IoS lighting can pass the limit of allowed amount of carbon 

dioxide emissions in a year through the large decrease of transportation of products.  

Three major nearshoring hubs have emerged in the world. These hubs are, Canada 

and Latin America for US market, Central and Eastern Europe for Western 

European market and China for the Asian pacific market (Outsource portfolio, 

2009). IoS lighting have three sales regions, which are, Europe, Asia and North 

America. This indicates that the three nearshoring hubs identified by theory are 

suitable for IoS lighting. Since, regional trading blocks exists it gets easier to have 

the supplier in the same region (Oke et al., 2009; Ruamsook et al., 2007), which is 

another benefit with nearshoring.   
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A challenge with nearshoring is the availability of qualified employees (Steinle & 

Schiele, 2008). In this scenario the suppliers need to have the competence within 

glass as a material and the capacity to deliver the necessary volumes with the right 

quality. This indicated that a challenge, with nearshoring for this scenario is, to find 

suppliers with the right competence in nearshoring hubs in each sales region. 

Furthermore, to decrease the transportation distances and the carbon dioxide 

emissions the supplier location within the sales regions also needs to be considered.  

The future supplier base needs to be connected to combi terminals, which gives the 

opportunity to an environmental friendly transportation. Nevertheless, IoS lighting 

also needs to take the whole supply chain constellation into account, in the supplier 

location decision. This though the location of the sub suppliers affect the carbon 

dioxide emissions from a supply chain perspective. The challenge for IoS lighting is 

to develop a supplier base that is closely located to the end customers, the sub 

suppliers production and combi-terminals.  

9.3. 	  “THE	  CHINESE	  STRIKE	  OF	  LIGHTNING”	  	  

The rising wages in China results in a larger consumption, and that the Asian sales 

region becomes as large as the European. Three major nearshoring hubs have 

emerged in the world (Outsource portfolio, 2009). As a consequence of the 

increased market share in Asia different nearshoring hubs would be favorable. 

Nearshoring gives benefits as, less transportation, decrease supply risk and easier to 

handle demand uncertainty (Hahn et al., 2011; Jin, 2004; Kestner et al., 2010; 

Monczka et al., 2009). A use of different nearshoring hubs, according to IoS 

lighting three different sales regions in Europe, Asia and North America, the general 

benefits with nearshoring could be achieved.  

In this scenario the Chines workers has reach good results with the working 

movement, where they together require higher wages and better working conditions. 

Handfield & McCormack (2005) argue that in the western world a benefit with 

nearshoring is good working conditions, due to stricter regulations. However, as the 

scenario shows that the working conditions are getting better for the Chinese 

workers, working conditions is no longer a challenge with sourcing from China. 
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Nearshore countries, in the NAFTA region and in the EU, have relatively higher 

wages than developing countries, such as India or China (Hahn et al., 2011). 

However, through the mega increase of the wages in China the wages rates are 

smoothed among the regions.  Mouth-blown glass has a labour intensive production 

that IoS lighting traditionally have sourced from China because of the low wages. 

Now when the wages is more equal, IoS lighting do not any longer gain cost 

benefits to source from China. This supports a change of the location strategy to 

nearshoring. Willcocks et al. (2009) argue that nearshoring gives a lower total cost, 

compared to offshoring, since the hidden cost can be avoided (Christopher et al., 

2011; Holweg et al., 2011; Monczka et al., 2009). This shows that a benefit with 

nearshoring, for this scenario, is a low total cost. However, the challenge is to find 

other suppliers for the Asian sales region that could provide mouth-blown glass 

with low labour costs.  

9.4. “EUROGEDDON”	  	  	  	  

Europe used to have a stable business environment. However, “Eurogeddon” has 

created chaos in the European market, with huge instability as a result. Nearshore 

countries tend to have a more stable business environment, compared to developing 

low-cost countries (Hahn et al., 2011). This no longer the situation and IoS lighting 

needs to handle the new business environment in Europe. Since, the European 

market has undergone a huge transformation in the customers base, it is no longer 

the main sales region for IoS lighting.  

The new market situation motivates a use of nearshoring hubs because the market 

share is now more evenly distributed over the continents. Theory argues that an 

important benefit with nearshoring is that it gets easier to handle demand 

uncertainties (Hahn et al., 2011). This is crucial within this scenario though the 

European market is very unstable. Therefore, a benefit with different nearshoring 

hubs, according to IoS lighting three different sales regions in Europe, Asia and 

North America, is that the suppliers are flexible for fluctuations in the demand.  
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A challenge within nearshoring might be hard find suppliers with qualified 

employees that could provide quality products to a low price (Christopher et al., 

2011; Lewin, 2011; Massini et al, 2010; Monczka et al., 2009; Steinle & Schiele, 

2008; Trent & Monczka, 2003). The negative spiral in “Eurogeddon” makes the 

European supplier base financially unstable and some suppliers might even get 

bankrupt, which decrease the amount of available supplier on the European market. 

This means, for IoS lighting, that a challenge to use nearshoring is to find suppliers 

with the right competence and financial strength in the European market.  
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9.5. SUMMARY	  OF	  THE	  BENEFITS	  AND	  CHALLENGES	  WITH	  NEARSHORING	  IN	  

EACH	  SCENARIO	  	  

Table 9.1 show a summary of the benefits and challenges with nearshoring in each 

scenarios. These benefits and challenges IoS lighting needs to consider, while 

deciding where to locate the future supplier base, for the glass lighting segment. The 

table is a answer sub question 2, What are the benefits and challenges of using 

nearshoring for the future supplier base, taken into consideration the key driving 

forces in the environment? 

 BENEFITS CHALLENGES  

“The invisible 
light” 

 - find suppliers in nearshore 
locations outside Asia, that have 
the competence and capacity in 
both the new technology and 
glass as a material 

- find solutions to produce the 
technology to a low price 

“The green 
bombshell” 

- pass the limit of allowed 
amount of carbon dioxide 
emissions 

- regional trading blocks 

- find suppliers with the right 
competence in nearshoring hubs 
in each sales region 

- develop a supplier base that is 
closely located to the end 
customers, the sub suppliers 
production and combi-
terminals. 

“The Chinese 
strike of 
lightning”   

- low total cost 
 

- find other suppliers for the 
Asian sales region that could 
provide mouth-blown glass with 
low labour costs 
 

“Eurogeddon” - suppliers are flexible for 
fluctuations in the demand 
 

- find suppliers with the right 
competence and financial 
strength in the European market 
 

 

TABLE 9.1 SUMMARY OF THE BENEFITS AND CHALLANGES WITH NEARSHORING IN EACH SCENARIO 
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9.6. ANALYSIS	  MODEL	  FOR	  THE	  MAIN	  RESEARCH	  QUESTION	  	  

Below, in figure 9.1, is the completed analysis model for the main research question 

presented. The figure shows how the analysis for sub question 1, will be analysed 

together with analysis of sub question 2. 

 

FIGURE 9.1 ANALYSIS MODEL FOR THE MAIN RESERACH QUESTION 

Sub question 1 

What are the benefits and challenges 
of using nearshoring for the future 
supplier base, taken into 
consideration the internal parameters 
availability, sustainability, product 
quality and cost?

Final Analysis 

Main research question
How should the future supplier base for the glass segment be located, taken into consideration the internal 

parameters availability, sustainability, product quality and costs and the key driving forces in the environment?

Theoretical framework
Benefits and challenges with nearshoring

See table 3.1

Internal 
parameters 
Availability
Sustainability
Product quality
Cost

Sub question 2
 

What are the benefits and challenges 
of using nearshoring for the future 
supplier base, taken into 
consideration the key driving forces 
in the environment?

The key driving forces

Technology paradigm in 
the industry
Transports impact on the 
environment
Rising wages in China 
Finical crisis in Europe

Analysis of the scenarios and the theoretical 
framework
See table 9.1

Analysis of the internal parameters and the 
theoretical framework

See table 5.1
Scenarios

”The invisible light” 
“The green bombshell” 
“The Chinese strike of 
lighting” 
 “Eurogeddon” 
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10. FINAL	  ANALYSIS	  

In this chapter the analysis for sub question 1 from chapter 4, and analysis for sub 

question 2 from chapter 9, are analysed together in purpose to answer the main 

research question; “How should the future supplier base for the glass lighting 

segment be located, taken into consideration the internal parameters, availability, 

sustainability, product quality, and cost, and the key driving forces in the 

environment?” 

To find a strategic and beneficial location for the future supplier base both the 

internal parameters, and key driving forces in the environment, need to be 

considered. The analysis of the internal parameters, and the key driving forces, 

showed that there are several benefits and challenges with nearshoring, for the 

future supplier base for the glass lighting segment. 

By using nearshoring hubs, the distance between the suppliers and the end 

customers is shorter, compared with offshoring, which implies several of benefits 

from the internal parameters. From the availability parameter, nearshoring give 

benefits as better availability of the glass lighting segments’ products and better 

supply planning. Furthermore, the less transportation results in decreased carbon 

emissions, which is beneficial from the sustainability parameter. Another benefit, 

from the sustainability parameter, is that it is easier to fulfil the IWAY 

requirements, due to stricter regulations of working conditions. For the quality 

parameter nearshoring gives benefits as decreased risk for breakage during the 

transports and handling of the product, and that quality issues can be avoided since 

IoS lighting and the suppliers perspectives on product quality are likely to be 

similar. For the cost parameter the benefit with nearshoring, for the glass lighting 

segment is that they are more likely to reach the internal goal of having a yearly cost 

reduction.  

The analysis of the four scenarios also indicated some specific benefits, for each 

scenario, by using nearshoring. “The green bombshell” gives the benefits, as a 

possibility to pass the limit of allowed amount of carbon dioxide emissions, and that 

the regional trading blocks make it easy to source from suppliers in the same region. 
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Moreover, a benefit identified within “The Chinese strike of lightning” is a low total 

cost, and for “ Eurogeddon” a benefit is that the nearshore suppliers are flexible for 

fluctuations in the demand. The general benefits of using nearshoring, as less 

transportation, low supply risk and short lead times, would be generated for all the 

scenarios. 

Nevertheless, to gain benefits of nearshoring, IoS lighting need to manage the 

identified challenges for both the internal parameters and the four scenarios. The 

analysis of the internal parameters shows several of critical challenges with 

nearshoring for the future supplier base. These challenges are; are to achieve an 

efficient supplier base with an automated production, with the right competence that 

can produce the product to a low price with the right quality, using renewable 

energy in the production. The analysis of the scenarios showed similar challenges 

from different perspectives. The critical factor is, as for the internal analysis, 

availability of the right suppliers. Competence and capacity in both the new 

technology and glass as a material is required of the suppliers. IoS lighting also 

needs to find low cost suppliers, since the technology is expensive and predicts to 

have a fast price development. Furthermore, the supplier base needs to be closely 

located to the end customers, the sub suppliers production and combi-terminals. 

Considering all the identified benefits and challenges, from both the internal 

parameters and the four scenarios, nearshoring seems to be a beneficial location 

strategy for the future supplier base, for the glass lighting segment. The purpose 

with different nearshoring hubs is to have the supplier closer to the end customers, 

which means that the nearshoring hubs has to be adjusted to the future sales regions. 

Considering the four future scenarios, the future sales regions for the glass lighting 

segment will be Europe, Asia and North America. This argues that it probably 

would be favourable to have three different nearshoring hubs according to the three 

sales regions. One supplier base in Europe that supply the European market, one 

supplier base in Asia that supply the Asian pacific market, and one supplier base in 

Latin America or Canada that supply the North American market. A use of the three 

different nearshoring hubs set high pressure on IoS lighting. The different 

challenges have to be managed to gain the benefits of the strategy. However, in 
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“The green bombshell” the only solution for the location of the future supplier base 

is a use of different nearshoring hubs close to the sales regions, because the 

reduction of the carbon dioxide emissions is statutory.  

An important factor that needs to be covered by all the future suppliers, in the 

different nearshoring hubs, is the willingness to develop and invest in the new 

lighting technology that is described in “The invisible light”. The suppliers also 

need to have the competence within the technology and glass as a material. To 

access to the new technology financial power is required. Since, IoS lighting has the 

financial power to make investments in competence, this challenge can be managed 

through transferring the invested competence to the different nearshoring hubs. A 

consequence is that qualified employees not is a challenge for the location of the 

future supplier base.  Furthermore, if the supplier is financial weak but IoS lighting 

see long term growth together with the supplier, they are willing to support the 

supplier financially. However, investments in competence is expensive and needs to 

gain return in the long run, which needs be considered before the investment in 

competence within the nearshoring hubs is carried out.  

Furthermore, due to IoS lightings’ low-cost focus, another challenge that needs to 

be managed in the different nearshoring hubs, is finding solutions to produce the 

product to a low price. In the analysis of “The invisible light” theory claims that the 

cost factor might not be that essential for companies that has a focus on 

technological products and intellectual property considerations. However, even if 

IoS lighting has a low cost focus, they need to consider the balance between cost 

and expensive technology. 

The largest difference between the nearshore locations and the traditional low cost 

countries is the wages. Mouth blown glass is the most labour intensive production 

for the glass lighting segment. “The Chinese strike of lightning” shows a mega 

increase of the wages in China, which makes the mouth blown glass expensive 

there. The increased wages has equalised the cost levels of souring from China and 

non-traditional offshoring locations. As the wages are equalising a nearshoring 

strategy is supported, since the closeness is favourable. Since, the wages is high the 

human interaction in the production needs to decrease. This could be conducted by 
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the internal goal, to transfer the mouth-blown glass into machine made glass, for the 

glass lighting segment. The transfer enables an automated production, via technical 

platform with little human interaction. This is a solution to avoid the high wages in 

the nearshore locations, secure the capacity and produce the quality items to a low 

price. In the future, when IoS lighting has developed automated production 

techniques, the wages will no longer affect the location decisions, because the 

human interaction is minimal and thus the labour cost.  

In the decision of where to locate the future supplier base it is important to consider 

the whole supply chain, and where the sub suppliers for the product are located. To 

gain benefits from nearshoring the hubs need to be located near the sub suppliers, 

end customers, and combi-terminals. If only the sales regions are considered the 

nearshoring hubs would lose it benefits, due to the long fragmented supply chain 

and transportation. Furthermore, another important factor to consider is that the 

suppliers must fulfil 100 percent IWAY within one year. Due to the short time to 

adjust to the IWAY standard, it probably makes it harder to invest in suppliers in 

countries were the working conditions are undeveloped. Working conditions are 

varying in different part of the world and thus in the different nearshoring hubs. For 

the European and North American hubs the working conditions would probably not 

be an issue, due to the stricter regulations. However, in traditional sourcing 

countries in Asia working conditions is still an issue, which needs to be considered 

in the decision of where to locate the nearshoring hub in Asia. Still, both the theory 

and the analysis of “The strike of lighting” argue that the working conditions in 

China are changing towards the better.  

An issue of having several suppliers that supply the same product is the risk for 

product variations. The product range for IoS lighting is different in the three 

different sales regions. Still, the products that are included in the overall range 

should look the same in all the stores, which could be a challenge with three 

different nearshoring hubs. For this reason it is important to have good product 

specifications to avoid product variations and quality issues, which IoS lighting 

already has today. This also supports a use of automated production that decrease 

the products variations.  
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For the future, in a time perspective of 10-15 years, it will also be important to take 

into account if glass as a material will be as widely used in luminaries, as it is today. 

Glass is a historical material that is widely used, because of the easiness to shape in 

different forms. The new technology gives the opportunity to develop completely 

different lighting products than IoS lighting provide today. The light sources predict 

to be integrated in the different materials. If glass no longer would be demanded, the 

investment in the nearshoring hubs would in the long run lose it benefits, why IoS 

lighting also needs to consider the long-term demand of the glass material.  

The external environment is always changing and there are several of risks 

connected to the supplier locations, for example political instability in the sourcing 

countries. For this reason, IoS lighting needs to have a holistic view on risk 

management in the location decision. Different risks need to be balanced and IoS 

lighting needs to define what is important for their organisation, and what risks they 

manage to handle. Risks such as demand risk, supply risk, and the risks connected 

to the macro economy, are important to consider. For example, if the supplier is 

closely located to the sales region, the demand risk is decreasing though it gets 

easier to capture the customers demand.  

To summarise, all the four scenarios are visible in future environment and it is 

important to be prepared for a situation where all the scenarios occurs 

simultaneously and what consequences it would cause for the supplier location. The 

scenarios show a future where Europe is in deep depression, China is no longer a 

low-cost country, the customers demand high-tech lighting to a low price, and the 

Kyoto protocol forces countries to decrease their carbon dioxide emissions. 

Considering all the four scenarios, and the internal parameters, a use of different 

nearshoring hubs for different sales regions, seems to be favourable for the future 

supplier base. Still, the future brings large challenges for IoS lighting to handle.  
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11. CONCLUSION	  

In this chapter, the research questions is answered, followed by recommendations 

to IoS lighting, own reflections and criticism to the work and suggestions for further 

research. The chapter ends with an explanation of how the thesis results fulfil 

external validity 

11.1. ANSWERS	  TO	  THE	  RESEARCH	  QUESTIONS	  	  

SUB	  QUESTION	  1	  

What are the benefits and challenges of using nearshoring for the future supplier 

base, taken into consideration the internal parameters availability, sustainability, 

product quality and cost? 

The analysis of the internal parameters shows that there are both benefits and 

challenges with nearshoring, considering the internal parameters. From the 

availability parameter, nearshoring is beneficial due to the better availability of the 

glass lighting segments products, and better supply planning. The challenge is to 

achieve the same availability of quality items, to a low price on the European 

market as globally. From the sustainability parameter, the benefits of using 

nearshoring are that it is easier to fulfil the IWAY requirements, and decrease 

carbon emissions. The challenge is to find suppliers that use renewable energy in 

the production.  

From the quality parameter, the benefits of using nearshoring, are the decreased risk 

for breakage during the transports and handling of the product, and that quality 

issues can be avoided since IoS lighting and the suppliers perspective on product 

quality are likely to be similar. Nevertheless, a challenge, from the quality 

parameter, is to find suppliers that provide quality items to a low price. From the 

cost parameter, nearshoring is beneficial, though IoS lighting is more likely to reach 

the internal goal of having a yearly cost reduction. However, the challenge is to 

achieve an efficient supplier base with an automated production  
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SUB	  QUESTION	  2	  

What are the benefits and challenges of using nearshoring for the future supplier 

base, taken into consideration the key driving forces in the environment? 

The analysis of the four scenarios, which are built on the key driving forces in the 

environment, shows that there are both benefits and challenges with nearshoring.  

Within the analysis of “The invisible light” there are no specific benefits with 

nearshoring identified. However, the challenge, for this scenario, is to find suppliers 

in nearshore locations outside Asia that have the competence and capacity in both 

the new technology and glass as a material, and to find solutions to produce the 

technology to a low price. The identified benefit, with nearshoring, for “The green 

bombshell”, is the possibility to pass the limit of allowed amount of carbon dioxide 

emissions, and that the regional trading blocks make it easy to source from suppliers 

in the same region. The challenges are to find suppliers with the right competence in 

nearshoring hubs in each sales region, and to develop a supplier base that is closely 

located to the end customers, the sub suppliers production, and combi-terminals. 

Moreover, the identified benefit with nearshoring for “The Chinese strike of 

lightning” is a low total cost, and the challenges is find other suppliers for the Asian 

sales region that could provide mouth-blown glass with low labour costs. Within the 

analysis of “Eurogeddon” the identified benefit with nearshoring, is that the 

suppliers are flexible for fluctuations in the demand, and that the challenge with the 

scenarios is find suppliers with the right competence and financial strength in the 

European market. 
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MAIN	  QUESTION	  

How should the future supplier base for the glass lighting segment be located, taken 

into consideration the internal parameters availability, sustainability, product 

quality and cost and the key driving forces in the environment? 

Considering how the future supplier base for the glass lighting segment should be 

located, taken into consideration the internal parameters availability, sustainability, 

product quality and cost, and the key driving forces in the environment, a use of 

nearshoring hubs is motivated to gain the identified benefits. Moreover, there are 

some identified challenges with nearshoring, as availability of the right competence 

and technology, which need to be managed though they are crucial for the business. 

If IoS lighting manages to handle the identified challenges with nearshoring large 

benefits, as short lead times and less supply risk, could be obtained.   

The aim with nearshoring hubs is the short distances between the supplier and the 

end customers. The future scenarios indicates that IoS lighting probably will have 

three large sales regions, Europe, Asia and North America, which support a use of 

nearshoring hubs within these sales regions. Furthermore, the location within the 

region is also important to consider in the decision of where to locate the different 

nearshoring hubs. It is important to consider the whole supply chain, which means 

that IoS lighting needs to consider not only the location of the first tire of suppliers, 

but also the location of the sub suppliers and end customers.  
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11.2. RECOMMENDATIONS	  TO	  IOS	  LIGHTING	  	  

As concluded, there are several of different risks and challenges in the external 

environment connected to the supplier locations. Before IoS lighting take the 

decision to locate the future supplier base in three different nearshoring hubs in 

Europe, Asia and North America it is important to do a deeper empirical 

investigation about the challenges that the company could meet. The authors 

recommend that IoS lighting reflect on; 

- If investments in competence and technology, in the three nearshoring hubs, 

would gain return in the long run 

- The whole supply chain and where the sub suppliers for the product are 

located 

- Possibilities finding solutions to produce the product to a low price, in all the 

three nearshoring hubs  

- That all the suppliers could fulfil 100 percent IWAY 

- If glass as a material still will be widely used in the future lighting products 

 

11.3. OWN	  REFLECTIONS	  AND	  CRITICISM	  TO	  THE	  WORK	  	  	  

If we had the opportunity to conduct this thesis over again, we would have made 

some changes in purpose to make the thesis even more relevant for IoS lighting and 

the glass lighting segment. This could have been done through a deeper empirical 

and theoretical investigation about different sourcing countries, which has result in 

an analysis of benefits and challenge to source in a specific country. This had 

probably given a more detailed conclusion of what exact countries IoS lighting 

might locate the future supplier base, for the glass lighting segment.  

 

 

 

 



 

 	  

73	  

	  

	   	  

11.4. SUGGESTIONS	  FOR	  FURTHER	  RESERACH	  	  

The conclusions for this thesis are mainly based on the theoretical framework and 

future scenarios. For that reason, a suggestion for future research is to dig deeper 

into the future location of the glass lighting suppliers, considering the future 

scenarios, to get a more detailed base for the location decision. In this research, the 

whole sourcing strategy, regarding the amount of suppliers used, contract and 

negotiations, supplier relationships and also detailed locations of the suppliers, 

would be interesting and a contribution for IoS lighting.   

Furthermore, as this thesis only is directed to the glass lighting segment within IoS 

lighting, and do not consider other segments or materials, a suggestion is to study 

the future development for other materials and where the future supplier base for 

these should be located. As new lighting technique is developed, there will be new 

opportunities for lighting products in the future and the question is what materials 

that will be demanded for this aim. A study of how the future materials for lighting 

products is developing would also be an interesting contribution for IoS lighting.   

11.5. EXTERNAL	  VALIDITY	  	  

This thesis is directed to a specific case for the glass lighting segment within IKEA 

of Sweden, where the purpose was not to create a generalizable model for supplier 

locations, but to investigate the future location of the glass lighting suppliers. 

However, the results for the thesis is built on a wide mapping of the key driving 

forces in the environment, identified in the PESTEL- analysis. Since these factors 

are affecting all companies that are active in the actual markets, the results can 

somehow be used even for other purposes than this specific case, which indicate 

certain external validity. Nevertheless, different companies have different internal 

parameters to consider, which affect the strategies. Since the recommendations for 

IoS lighting is connected to their internal parameters, they cannot be generalized for 

another company that probably have other internal visions and objectives to 

consider.  
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APPENDIX	  1	  –	  IKEA	  OF	  SWEDEN	  

IKEA of Sweden (IoS) is divided into 20 Home Furnishing Businesses (HFBs) and 

38 categories. HFBs are groups of the product range that reflect different customer 

needs. In turn, HFBs are organised into eight business areas (BAs) that lead the 

competences in IoS. The figure below shows the different HFBs and BAs. This 

thesis will focus on HFB Lighting, in BA Lighting, that is marked with red in the 

figure. HFB Lighting is responsible for the IKEA range of lighting products and has 

a total market share of approximately two percent in the global home furnishing 

lighting business. The product range consists of 555 articles, including variations 

adjusted to different countries (Trehan, Supply chain manager, 120216).   

 

 

 

Categories are groups of articles that share the same material, production technique 

and/or supplier base, for example, plastic, flat lines or carbon steel tubes. The 

purpose of the categories is to get a better offer when purchasing material and 

sharing information. The categories work across the different HFBs and lead the 

long-term strategies for development of the supplier base. It should create well-

defined responsibilities and give the suppliers a clear direction from one IKEA 

agenda. The planning horizon for the categories is three to five years. Focus is to 

secure a common way of work with purchasing and take high quality decision. The 

category is not always detailed enough when creating a strategy, or developing 

BA Living room & 
Workspaces 
•  HFB 1 - Living room seating 
•  HFB 2 - Store & organise    

    furniture 
•  HFB 3 - Workspaces 

BA Bedroom & Bathroom 
•  HFB 4 - Bedrooms 
•  HFB 5 - Mattresses 
•  HFB 6 - Bathrooms 

BA Kitchen & Dining 
•  HFB 7 - Kitchens 
•  HFB 8 - Dining 

BA Children´s IKEA 
•  HFB 9 - Children´s IKEA 

BA Lighting 
•  HFB 10 - Lighting 

BA Textiles 
•  HFB 11 - Bed textiles 
•  HFB 12 - Home textiles 
•  HFB 13 - Rugs 

BA Cooking, Eating & 
Decoration 
•  HFB 14 - Cooking 
•  HFB 15 - Eating 
•  HFB 16 - Decoration 

BA Home organisation, 
Secondary storage & 
Outdoor 
•  HFB 17 - Outdoor 
•  HFB 18 - Home organisation 
•  HFB 19 - Secondary storage 

 
HFB 20 - Other business    

 opportunities 



 

 
	  

capacity, and is therefore often split into segments that reflect more specific 

capacities (Misra, Category leader, 120216).  

HFB Lighting works together with two categories; luminaries and light sources and 

accessories. Each category is then split into five different segments. Luminaries 

category is split into the segments, mechanical metal/plastic, mechanical glass, 

mechanical textile/paper, mechanical others and electronic luminaries. Lights 

sourcing and accessories category is split into, LED, halogen, batteries, accessories 

and CFL (Trehan, Supply chain manager, 120216). The categories and segments are 

shown in the figure below. This thesis will focus on the category luminaries and the 

segment mechanical glass, which is red-marked in the figure.  
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APPENDIX	  2	  -‐	  QUESTIONNAIRE	  

INTRODUCTION	  	  

Date: 120216  
Respondent: Puneet Trehan, Supply Chain Manager, HFB lighting, IKEA of 
Sweden 
Purpose:  Introduction to IKEA of Sweden and HFB lighting 

• What is IKEA of Sweden assignment, and how is the firm organised?  
• What is IKEA of Sweden, HFB lighting assignment, and how is the  

department organised? 
• How does IKEA Lighting work with purchasing management today?  
• What kind of components are you purchasing?  

 

Date: 120216 
Respondent:  Vaishali Misra, Category leader, luminaries, IKEA of Sweden 
Purpose:  Introduction to Category luminaries and the glass lighting segment  

• How does IKEA Lighting work with purchasing management today?  
• What is the assignment for the category?  
• What is the assignment for the glass lighting segment? 

  

Date: 120221 
Respondent: Puneet Trehan, Supply Chain Manager, HFB lighting, IKEA of 
Sweden 
Purpose:  Introduction to the lighting industry and the current supplier base in the 
glass lighting segment  

• What is the HFB strategy for the future?  
• What parameters do you reflect on when consider the location of the future 

supplier base?   
• Can you see some trends more then the new paradigm shift in the lighting 

industry?  
 

Date: 120221 
Respondent:  Vaishali Misra, Category leader, luminaries, IKEA of Sweden 
Purpose:  Introduction to the lighting industry and the current supplier base in the 
glass lighting segment  

• How does the current supplier base look to day? 
• In what country are the suppliers located?  
• What is the strategy of where to locate the future supplier base?  
• What parameters does you reflect on when consider the location of the 

future supplier base?   
• Can you see some trends more then the new paradigm shift in the lighting 

industry? 



 

 
	  

INTERNAL	  PARAMETERS	  	  

Date: 120223, 120229 
Respondent: Puneet Trehan, Supply Chain Manager, HFB lighting, IKEA of 
Sweden 
Purpose:  Deeper understanding within the internal parameters   

• How does the availability parameter affect the location of the future supplier 
for the glass lighting segment?   

• How does the sustainability parameter affect the location of the future 
supplier for the glass lighting segment?   

• How does the product quality parameter affect the location of the future 
supplier for the glass lighting segment? 

• How does the cost parameter affect the location of the future supplier for the 
glass lighting segment?     

 

Date: 120307 
Respondent: Vaishali Misra, Category leader, luminaries, IKEA of Sweden 
Purpose:  Deeper understanding within the internal parameters   

• How does the availability parameter affect the location of the future supplier 
for the glass lighting segment?   

• How does the sustainability parameter affect the location of the future 
supplier for the glass lighting segment?   

• How does the product quality parameter affect the location of the future 
supplier for the glass lighting segment? 

• How does the cost parameter affect the location of the future supplier for the 
glass lighting segment?     

 

Date: 120229 
Respondent: Thomas Poppe, Product development engineer, HFB lighting, IKEA 
of Sweden 
Purpose:  Deeper understanding within the availability parameter   

• How does the availability parameter affect the location of the future supplier 
for the glass lighting segment?   

 

Date: 120223 
Respondent: Tomas Frand, Need planner, HFB lighting, IKEA of Sweden 
Purpose:  Deeper understanding within the availability parameter  

• How does the availability parameter affect the location of the future supplier 
for the glass lighting segment?   

 

 



 

 
	  

Date: 120221 
Respondent: Ulrik Jonsson, Sourcing developer, HFB lighting, IKEA of Sweden 
Purpose:  Deeper understanding within the availability parameter   

• How does the availability parameter affect the location of the future supplier 
for the glass lighting segment?   

• What advantages do you see with a more complete supplier base in Europe, 
from an availability perspective?  

Date: 120223 
Respondent: Sofia Gape, Sustainability leader, HFB lighting, IKEA of Sweden 
Purpose:  Deeper understanding within the sustainability parameter  

• How does the sustainability parameter affect the location of the future 
supplier for the glass lighting segment?   

Date: 120307 
Respondent: Lars-Göran Johansson, Product quality technician, HFB lighting, 
IKEA of Sweden 
Purpose:  Deeper understanding within the product quality parameter   

• How does the product quality parameter affect the location of the future 
supplier for the glass lighting segment? 

Date: 120322 
Respondent: Fredrik Lennartsson, technician, IKEA trading  
Purpose:  Deeper understanding within the product quality parameter   

• How does the product quality parameter affect the location of the future 
supplier for the glass lighting segment? 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



 

 
	  

PESTEL-‐ANALYSIS	  

Date: 120329, 120403 
Respondent: Puneet Trehan, Supply Chain Manager, HFB lighting, IKEA of 
Sweden 
Purpose:  Deeper understanding of what external factors that affects the decision of 
the location of the future supplier base for the glass lighting segment.  

• What main political factors affect the decision of the location of the future 
supplier base for the glass lighting segment?  

• What main economical factors affect the decision of the location of the 
future supplier base for the glass lighting segment?  

• What main social factors affect the decision of the location of the future 
supplier base for the glass lighting segment?  

• What main technological factors affect the decision of the location of the 
future supplier base for the glass lighting segment?  

• What main environmental factors affect the decision of the location of the 
future supplier base for the glass lighting segment?  

• What main legal factors affect the decision of the location of the future 
supplier base for the glass lighting segment?  
 
 

Date: 120221, 120307 
Respondent:  Ulrik Jonsson, Sourcing developer, HFB lighting, IKEA of Sweden 
Purpose:  Deeper understanding of what external factors that affects the decision of 
the location of the future supplier base for the glass lighting segment, from a 
sourcing perspective  
 

• From a sourcing perspective, what main external factors (political, 
economic, social, technological, environmental and legal) affect the decision 
of the location of the future supplier base for the glass lighting segment?  

 
 
Date: 120223 
Respondent: Sofia Gape, Sustainability leader, HFB lighting, IKEA of Sweden 
Purpose:  Deeper understanding of what external factors that affects the decision of 
the location of the future supplier base for the glass lighting segment, from a 
sustainability perspective  
 

• From a sustainability perspective, what main external factors (political, 
economic, social, technological, environmental and legal) affect the decision 
of the location of the future supplier base for the glass lighting segment?  
 
 
 
 
 
 
 



 

 
	  

Date: 120229 
Respondent: Thomas Poppe, Product development engineer, HFB lighting, IKEA 
of Sweden 
Purpose:  Deeper understanding of what external factors that affects the decision of 
the location of the future supplier base for the glass lighting segment, from a 
technological perspective  
 

• From a technological perspective, what main external factors (political, 
economic, social, technological, environmental and legal) affect the decision 
of the location of the future supplier base for the glass lighting segment?  

 

 

 


