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Abstract: Supply Chain Management has become a primary research subject because companies
worldwide need to make their business practices more sustainable. The review examines how Supplier
Relationship Management tools help companies include economic, social, and environmental aspects in
their purchasing procedures. Through this research, the study finds that businesses typically ignore social
and environmental standards to select suppliers based on cost, quality and delivery speed. This research
shows why ethical culture and selecting sustainable suppliers help build lasting value-driven partnerships
by using UN Global Compact analysis. The model shows companies how to manage their supplies
sustainably by building better governance practices and working together with their partners to create new
ideas. Although green supply chains make substantial progress, the study reveals important ongoing
difficulties, especially in complex worldwide supply networks. These study results help companies take
effective actions to run more sustainable operations without sacrificing their market position.
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I. INTRODUCTION
Studies on sustainability are proliferating, but most of them don't provide concrete recommendations for how to put
such recommendations into practice. Starting with the social and environmental demands placed on supply chain at the
beginning, each stage of manufacturing has an impact on the product's sustainability [1], [2]. The media and other
NGOs have begun to focus on the issue of sustainability practices implementation across supply chains as it has grown
in importance [2]. A Chinese supplier of Apple's products has recently come under fire for engaging in some
questionable business practices. Being a "focal firm" in this context, Apple is under scrutiny from outside groups
concerned with environmental and social responsibility. Company ownership of a brand, participation in product and
service design, and control of the supply chain are all hallmarks of a focal firm [3]. Establishing a method to encourage
sustainability throughout supply chain is crucial for focal firms to safeguard their brand from any unfavorable
associations [4]. To avoid any situation that could lead to a loss of business, supplier firms should also back the
implementation of sustainability policies, just like focus firms. In the business world, there are often two drivers for
companies to implement sustainability measures [5]. As a first point, most businesses include sustainability measures in
response to demands from various outside groups, including governments, NGOs, and customers [6]. Second,
businesses are looking for ways to reap the benefits of sustainability policies to boost their reputation, attract and retain
top talent, and compete more effectively [7]. In each case, the supplier company encounters unique challenges related to
finances, technology, and operations. Companies need to find ways to get around these obstacles so the supply chain
can be more environmentally friendly. Lack of the skills required for sustainability management prevents the adoption
of sustainable practices [8]. However, if the supplier and buyer companies cooperate locally and pool their resources,
this restriction can be overcome. Despite this, building ties with supply chain partners allows for a sustainable supply
chain to be realized [9]; research on buyer-supplier relationships has largely concentrated on quantifying the nature and

extent of the association with individual suppliers, as well as the relationship's associated_easts and benefits. How
; . [ 2581-0429 t
Copyright to IJARSCT DOI: 10.48175/IJARSCT-7744B e 724

www.ijarsct.co.in



(I IJARSCT ISSN (Online) 2581-9429

xx International Journal of Advanced Research in Science, Communication and Technology (IJARSCT)
IJARSCT International Open-Access, Double-Blind, Peer-Reviewed, Refereed, Multidisciplinary Online Journal
Impact Factor: 6.252 Volume 2, Issue 1, December 2022

significant a partnership is will rely on supplier's willingness, aptitude, and capacity to embrace sustainability practices
[1oj[11][12].

I1. SUPPLIERS AS SUBJECTS OF RELATIONSHIP MANAGEMENT ACTIVITIES: SUPPLIER
RELATIONSHIP MANAGEMENT

The idea that different customers provide different amounts of value to a company is central to CRM. Customers have
varying needs for goods and services at different stages of their relationships, which in turn affects the value that
businesses can provide to them. The following supplier-side definition is derived from using this customer relationship
life cycle and popular CRM concepts [13] To establish, cultivate, stabilize, and terminate partnerships with in-suppliers
and out-suppliers, respectively, and to generate and improve value within these relationships, one must engage in what
is known as Supplier Relationship Management (SRM). The three primary and sequential steps of SRM are as follows:
1) Managing Out-Suppliers, 2) Managing In-Suppliers, and 3) Managing In-Supplier Dissolution.

III. OUT-SUPPLIER MANAGEMENT

The focus of Out-Supplier Management is on suppliers that are not currently associated with the buying company, also
known as out-suppliers. Since the status quo of a partnership is never a permanent fix, Out-Supplier Management's
objective is to keep up relationships with the market's leading suppliers. Examining and purchasing out-suppliers is a
part of this. There is often an overemphasis on client acquisition in CRM. This is in addition to the fact that focusing on
acquiring new clients takes precedence over strengthening relationships with active ones [14]. Contrarily, when it
comes to supplier acquisition, it can be said that the buying company is ignoring Out-Supplier Management if the in-
supplier(s) meet all of their demands. Particularly when relying on only one sourcing approach, this can cause major
supply chain disruptions due to things like unexpected supplier losses, relationship problems, spikes in demand, or
changes in regulations. Unlike customer relationship management, the aim is to raise the percentage of profitable
customers [15] on an individual customer basis, optimizing the current supplier portfolio is a primary objective of
“Supplier Relationship Management” (SRM). This entails eliminating vendors that are unable to fulfill the requirements
of the business. Subsequently, illustrate a supplier portfolio together with the associated managerial consequences. A
goal of maximization would be inappropriate here since the demand from consumers dictates the amount of input that
purchasing enterprises need from suppliers.

IV. IN-SUPPLIER MANAGEMENT
When the first transaction starts, a supplier who was formerly an out-supplier becomes an in-supplier. The purpose of
in-supplier management is to enhance value creation through management of relationships with on-site suppliers. The
problem is that suppliers can't be paid fairly because they all have various ways of increasing value. The findings are
consistent with [16], who stress that a tight relationship is far from being the exclusive way to get the most out of a
supplier and that the literature simplifies things too much by advocating tight partnerships without considering other
options. Therefore, take these variations into account within SRM. The following Moeller sub-elements can be
extracted from it, as seen in Figure I: first, management of setup; second, management of development; third,
management of contracts; and fourth, management of disturbances. Relationship development and stability are the goals
of the last three components of Set-Up Management, while initial relationship establishment is the primary function of
the first component. In most cases, partners will have to put some money into getting a partnership off the ground, and
Set-Up Management accounts for that. According to transaction cost theory and customer relationship management
literature, it might be worthwhile and even essential to put effort into establishing an association with a new provider
[17]. Therefore, both the buying company and the supplier must make specialized investments in Set-Up Management,
and the mutuality will protect them [18]. When an investment is only worthwhile in one particular context, it is
idiosyncratic or specific [19]. For instance, there are particular investments linked to building trust and commitment,
creating an organizational climate conducive to learning, and establishing and honing specialized competencies. Their
goals include improving economic performance, competitive advantage, and joint value creation [20][20]. For a close
partnership requiring specific investments at the beginning of the life cycle, new suppligzgzaresghosen based on the
evaluation under Out-Supplier Management and the expected future value of the con
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training would be provided to less important suppliers, while strategic suppliers would receive training focused on
value. There is a wide range of intensities in Set-Up Management. Accordingly, the assessment of the providers has an
equivalent bearing on the quantity of particular investments. In relationships where closeness and cooperation are
valued, specific investments are more likely to be made rather than lost. The exchange of sensitive operational
information characterizes this kind of close cooperation [21], a more malleable reorganization of partners' tasks, and,
most importantly, a watering down of value-adding operations, suggesting that partners' organizational boundaries are
becoming more translucent.
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Figure 1: In Supplier & Out Supplier Management
According to Blattberg and Deighton (2010) CRM prioritizes client retention above customer acquisition due to the fact
that acquiring new customers incurs more costs than maintaining existing ones[22]. It is reasonable to assume that, with
a few exceptions, the initial investments made in a supplier relationship will more than cover the continuing costs. For
one, it may be necessary to put in place certain infrastructure, and second, there is likely to be less confidence in the
connection overall. The degree of trust between customers and vendors can increase after a socialization period. As a
result, the partners can act as if they have a more secure future, which lowers the control and safeguarding costs [23].

V. IN-SUPPLIER DISSOLUTION MANAGEMENT

The buying company can start searching for new suppliers (Out-Supplier Management) if the selected ending occurs.
The proof that an unpleasant connection, for whatever reason, must be ended is covered in In-Supplier Dissolution
Management. As used above, "relationship end" means that neither partner is transferring any financial or other
resources to the other [24]. To further simplify the supply base, some buyers even form cross-functional teams. The
Institute of Management and Administration (2002) lists various reasons why purchasers often limit their supplier base:
to become more customer-centric, to improve quality and service, to engage in long-term agreements, to focus on top
suppliers, to form partnerships, and so on. Despite the frequency with which dissolution occurs, both academics and
practitioners of management tend to downplay the significance of dissolution management. Dissolving a partnership
can be difficult due to the unique investments and value-creating activities of each member [24], for which each party
may need to allocate substantial time and energy [25]. Morgan and Hunt (1994) the costs of ending a connection with
an existing supplier are frequently overlooked in marketing literature, which primarily focusses on expenses associated
with transitioning to a new supplier[26]. Various factors, such as the nature of the relationship's infrastructure, the depth
of the links between parties, and the larger social network, influence the stability of interpersonal relationships; various
methods for terminating a commercial partnership offered [27]. It categorizes exit strategies as either direct or indirect.
There are two ways out of a commercial partnership that aren't direct: hiding or going silent. A disguised departure
occurs when a buyer alters the terms of a relationship without really wanting to end it but to get the seller to do so on
his own. A "silent exit" occurs when the buyer does not say goodbye out loud. Partners may privately anticipate the end
of the relationship when there is a quiet departure, which can occur in the event of a significant disagreement, supply or
quality issues, or any other unfavorable occurrence [28].
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VI. ETHICAL CONSIDERATIONS IN SUSTAINABLE PROCUREMENT
Principles of Ethics in Purchasing At its core, ethical procurement is based on a set of principles that guarantee human
rights, respect, openness, honesty, and transparency in all aspects of the procurement process. By outlining standards
for fair treatment of all parties involved, including suppliers and communities, these principles hope to forestall
exploitation and advance equity. The ethical principles essential for procurement consist of the following [29]:

e Transparency: Transparent procurement processes open all details of decision-making processes to public
understanding.

e Fairness: The principle of fairness ensures that procurement provides equivalent business opportunities to all
supply potential and maintains complete impartiality.

e Integrity: The procurement process requires complete honesty with ethical standards and sets a policy to
prevent corruption as well as conflicts of interest.

e  Accountability: Accountability in the procurement process means everyone must live up to their end of the
bargain.

e Respect for Human Rights: The company maintains human rights respect through procurement practices that
prevent violations of rights and force suppliers to adopt fair labor regulations for wage compensation along
with workplace safety and child labor and forced labor prevention.

e Environmental Responsibility: The procurement process should evaluate suppliers based on their rate of
environmental sustainability, together with their impact on the environment.

VIL. IMPACT OF ETHICAL PROCUREMENT

The impact of ethical procurement is huge and reaches out to stakeholders like suppliers, employees and community.
Ethical principles help organizations to develop a positive relationship and promote development. Suppliers should be
treated fairly and given equal opportunity as part of ethical procurement processes. It has the potential to make
developing-world suppliers and SMEs more competitive and sustainable. On the other hand, ethical procurement helps
the suppliers to adapt to better labor and environmental standards in their supply chain. Ethical procurement is
beneficial for the employees because it consistently promotes a healthy company culture and aligns with the principles
of “corporate social responsibility” (CSR). Having an organization that works towards ethical practices will help boost
morale, increase job satisfaction, and increase loyalty. Ethical procurement also has the power to pull in talent since
many job seekers want to work for companies that are committed to ethics and sustainability. An ethical buying
strategy has far-reaching positive effects on society on a global and local scale. Purchasing from vendors that practice
environmental responsibility and fair labor practices is one way for organizations to promote these kinds of social and
economic growth. An essential part of eliminating poverty can be ethical procurement. Promote working conditions and
provide choices that benefit society. At the same time, it saves the environment from degradation, which benefits
community’s health and wellbeing.

VIII. BALANCING ETHICS AND COST

The pros and cons of ethical procurement include ethical considerations, which have to be balanced with increased
costs upfront. While this balance is not possible for organizations oftentimes, several strategies can be adopted to
achieve this balance between their ethical principles and their obligations to organizational profit. Secondly, as a
method, they offer a thorough cost-benefit analysis that takes into account both the direct and indirect advantages of
performing ethical procurement. With higher upfront costs, however, there are long-term benefits, e.g., improved
reputation, customer loyalty, and risk in the long run of getting into legal issues, which are more than paying to get
there. One example is Patagonia, whose ethical practices are successfully infused into the supply chain, showing it is
possible to be ethical and profitable. Economies of scale can also be used by organizations to reduce costs.
Consolidation of purchases and bulk negotiation cuts costs while keeping to ethical standards. In addition, partnerships
with ethical suppliers also offer more consistency of supply and logic over time, as partnerships can result in better
pricing and, eventually, more economical supply.
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IX. COST-EFFECTIVENESS IN SUSTAINABLE PROCUREMENT

Although sustainable procurement is often seen as an additional cost, there are major economic benefits that can be
realized over the short and long term. This is one of the key advantages - cost savings. Companies can lessen waste, cut
energy use, and will not often need to replace these things as often because of the very high quality and durability of
sustainably sourced products and services. For end users, it may consist of energy-efficient lighting or equip-ment that
costs more initially but yields great savings on utility bills over time. An additional economic benefit is efficiency
gains. The mandate of sustainable procurement is to stimulate innovative technologies and practices that decrease
expenses and improve productivity. One example of this is that sustainable supply chain practices and options,
including implementing such logistics and cutting transportation expenses by combining goods and optimizing routes,
are achievable. Additionally, sustainable procurement aligns with better inventory management as there is a reduction
of excess stock of goods with the corresponding consequential reduction in storage cost. Financial advantages, in the
long run, are the most convincing argument in favor of sustainable procurement practices. Organizations with a strong
focus on sustainability are more equipped to deal with challenges related to resource shortages and environmental
management. They can avoid fines and other costs related to non-compliance and take advantage of untapped markets
and financing opportunities by doing this. In addition to a favorable reputation, loyal customers, and a competitive
edge, businesses with strong sustainability credentials often see an uptick in sales and profits.

X. COST-BENEFIT ANALYSIS

Organizations need to conduct a “cost benefit analysis” (CBA) to assess economic viability of sustainable procurement
initiatives. Several key steps in the CBA framework are covered. Before beginning the procurement program,
organizations must determine and estimate all applicable costs. Included in this category are the following: the upfront
investment, the costs of implementation and training, and the increase in product or service prices caused by
sustainability standards. Later, they have to define and quantify the benefits. The benefits may be direct, namely
reduced energy consumption results in cost savings, or indirectly, such as enhanced employee morale or enhanced
brand reputation. Measuring this aspect is challenging, but you can quantify it to some extent with contingent valuation
or benchmark it against industry standards. Third, you should look at the overall expenses. Benefits accrue throughout
the time frame, typically measured by terms like "return on investment" (ROI) or "net present value" (NPV). The
comparison allows the benefits to be compared against the costs and helps to know if the benefits are worth the costs
and how much. CBA is also dependent on sensitivity analysis, a process of assessing the influence of changes in
assumed variables and assumptions on the overall result to obtain insight into potential risk and uncertainty.

XI. OBJECTIVES
This study seeks to discuss the Supplier Relationship Management concept whilst touching on its main components and
benefits, as well as its specific contribution to global supply chains. It will take into account how SRM strategies can
help foster collaboration, make for a more resilient supply chain, and foster innovation within a global business
environment. It will also cover the difficulties in the management of the complex supplier relationships in various
cultural and regulatory lands and give suggestions on how to maintain good SRM.

XII. LITERATURE REVIEW
Ethical supply chain choices and low costs are the goals in Global procurement with “Supplier Relationship
Management” (SRM). Organizations face more ethical supply chain assessments, which demand effective SRM
approaches that link ethical standards with financial performance. A successful approach for this balance combines
ethical standards with responsible purchasing and good management of buyer-supplier connections. To practice ethical
SRM, businesses need to develop common rules that govern their supply chain relationships worldwide. Their
organization creates a universal ethical standard to fight perceived unethical trading activities globally. Ditri (2018)
suggests that companies should use third-party audits to verify supplier compliance and improve supply chain visibility.
Companies can create trust and responsibility in their supply chain operations through these actions to promote ethical
miEwpk and their overall
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relationships to reach better supply chain performance. Organizations that value ethical sourcing gain better buyer-
supplier ties and improved innovation capacity, which leads to enhanced supply chain performance. By purchasing
ethically companies help their business grow and achieve business targets. The successful integration of buyer-supplier
work connections forms a key part of the SRM model in global procurement. The connection between buyer and
supplier networks is essential to handle global sourcing issues that result from different geographic and organizational
setups[31]. Bals and Turkulainen (2021) show that companies need to create key account positions and match
performance metrics to build effective relationships between purchasing teams and their suppliers. Organizations can
manage worldwide procurement better when they combine ethical practices with cost-effectiveness. When companies
focus equally on both cost efficiency and ethical sourcing, they frequently encounter conflicts because reducing
expenses may force them to disregard ethical behavior. Companies need regular discussions and fresh thinking to find
ways that meet their financial and ethical standards. Businesses must develop complete SRM strategies that show
everything to everyone and match what all participants want to make global purchasing work in responsible ways[32].
To succeed with Supplier Relationship Management (SRM) in global procurement, you need to manage expenses while
making ethical decisions about your suppliers. SRM performance that is effective allows for daily operations, as long as
the suppliers are ecologically and morally fit during their selection. These days' world eye is dual for the financial
results as well as the ethical actions; this strategy should be undergone by the companies to succeed in today's global
market. Due to this, SRM must reduce supplier management expenses. As a result, research has proved that FAHP may
be applied as a method of analytical way to reduce the cost of a firm’s supplier evaluation. According to
Laosirihongthong, Samaranayake and Nagalingam (2019) this method is applied to assess the suppliers of a company
based on several dimensions, including economic performance and environmental and social impact. Today, companies
develop joint ventures of all kinds with their suppliers so that each member can take full advantage of its special
capacity[33]. Companies and suppliers who have cooperative connections help improve supply chain performance and
reduce costs to a major level [34]. It is because of this that firms can acquire market advantages if they manage their
purchasing relationships suitably and maintain financially responsible procurement practices. SRM requires suppliers
to follow ethical standards throughout their business operations. Companies now use sustainability standards as
essential factors to evaluate their suppliers in ethical procurement practices. The company checks supplier performance
on environmental activities and social responsibility alongside health and safety standards to make a better sustainable
supply chain [33]. Firms now need to follow ethical sourcing rules because new laws against supply chain exploitation
appear more often. These legal standards become essential for businesses to follow both their legal duty and public
expectations of responsible organizations. Companies must achieve both efficient operations and successfully handle
various legal rules without compromising each other. Firms can improve their performance when they combine cost-
saving techniques with ethical sourcing in their Supplier Relationship Management process. Research reveals that
strong supply relationship management practices lead to better company performance results. Organizations that
manage ethical standards along with cost efficiency record better market standing and operational results [35].
Although ethical standards and regulations benefit society, some people believe that these requirements slow down
voluntary business exchanges and reduce economic value. Companies face a tough challenge to balance ethical
standards with cost requirements
Table 1: Summary of Related Work

Reference | Purpose Methodology Findings Implications

[30] To propose a | Critical analysis of | Existing ethical standards | Provides a framework for
comprehensive global | existing global | are insufficient to address | governments, = companies,
ethics standard for | standards for | perceptions of unethical | and stakeholders to
supply chains | business ethics. practices in global supply | collaboratively establish and
supported by third- chains. Proposes a | enforce ethical trade
party auditing and universal code  with | practices globally,
certification. mandatory ~ compliance | enhancing transparency and

mechanisms. compliance.
[31] To have a better | Questionnaire Responsible sourcing and to
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understanding of how | survey and path | procurement improve | integrate relational
greater ethical | analysis involving | responsiveness  through | commitment and supplier
purchasing and | Chinese improved process | evaluation to  improve
supply impacts the | manufacturers. efficiency, deeper | supply chain agility and
supply chain's understanding of | responsiveness, with
responsiveness  and customers, and improved | managerial insights into
efficiency. dyadic performance. | effective procurement

These improvements lead | practices.

to innovation and stronger

buyer-supplier

relationships.

[32] To address the design | Embedded  case | Integration of buyer- | Highlights the importance
and integration of | study of a | supplier interfaces | of organizational design and
buyer-supplier technical through coordination and | interface management in
interfaces in  the | industrial systems | cooperation improves | achieving efficient global
context of global | provider and six of | management of | sourcing strategies,
sourcing. its suppliers. geographical and | benefiting managers in

organizational challenges. | procurement planning and
Key account roles and | execution.

aligned incentives foster

better collaboration.

[33]. To propose a | Mixed  research | Demonstrates the impact | Provides actionable
sustainable method using | of sustainability-focused | guidelines for integrating
procurement FAHP and case | supplier evaluation on | sustainability criteria into
framework study in cement | cost efficiency and social | procurement decision-
integrating economic, | manufacturing. objectives like worker | making, reinforcing
environmental, and safety. Identifies industry- | organizational commitment
social criteria  for specific preferences for | to environmental and social
supplier  evaluation procurement practices. goals.
and order allocation.

[34] To improve green | Application of | The use of SWARA and | Offers structured decision-
supplier selection | SWARA and | COPRAS-G methods | making tools for selecting
processes through the | COPRAS-G enables effective | strategic  suppliers  and
use of multi-criteria | methods with a | evaluation of suppliers | balancing cost efficiency
decision-making case study on | based on qualitative, | with sustainability goals.
tools in supply chain | strategic green | quantitative, and
management. supplier selection. | environmental criteria.

[35] To  analyze  the | Quantitative data | SRM positively | Offers insights into the role
impact of supplier | analysis of 304 | influences operational | of SRM in improving
relationship manufacturing performance, including | operational  effectiveness,
management (SRM) | plants across 4 | efficiency, innovation, | encouraging managers to
on operational | Asian  countries | and supplier | prioritize relationship-
performance. (2013-2015). collaboration. building strategies  with

suppliers.

Table I, as shown above, presents major research on supplier relationship management and supply chain practices,
which outlines the research goals and methods alongside their results and practical outcomes. The table explains how

SRM deals with ethical purchasing practices plus reliable supplier evaluations alongside t «@ ement and business
connection handling. This research shows that responsible buying methods improve suppl/chii#Nspadd, and sustainable
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procurement lowers costs and helps society. Research into ethical business partnerships and trusts reveal their ability to
develop teamwork and defend against global sourcing difficulties while reducing potential threats. The results suggest
specific steps that companies should take, including building stronger relationships, using FAHP and SWARA tools
and creating trust to bridge cost and sustainability needs. Research findings show how SRM works better to boost
business results while preserving sustainability for the future.

Discussion And Conclusion

Supply chain sustainability and supplier sustainability are also other areas, which have become a strategic factor of
SCM and SRM processes. This emphasis on sustainability is attributed to increasing environmental, societal and
economic factors, plus changes in stakeholder needs. SSCM and ethical supplier selection are the two categories of
supply chain management wherein organizations can create and enhance a positive impact alongside an effective
strategic business advantage. Sustainability in Supply Chains: SSCM has emphasized economic value creationists with
an emphasis as well on social and environmental aspects. Substantial advancement has been made in the usage of green
criteria; however, social dimensions, including labor equity and ethical sourcing, show low maturity. There are
guidelines such as “United Nations Global Compact” (UNGC) that supply specific guidelines on how sustainability can
be integrated into procurement and supplier assessment forms. Ethical Culture: Another factor put forward as an
essential component of a sustainability initiative is a firm’s ethical climate. This includes leadership support and
promotion of ethical standards, compliance with code of ethics and reward for ethical behavior. Ethical culture,
therefore, can ensure that organizational culture adopts appropriate sustainable values and enriched organizational
norms to achieve sustainable results beyond legal standards for overall societal/environmental welfare. Trust and SRM:
Therefore, trust is the basis of supplier relationships, cooperation, commitment, and long-term partnership. Specifically,
SRM should be managed at the strategic level during every stage of the supplier relationship, including supplier
selection, relationship building, and/or dissolution, to achieve organizational goals as well as to strengthen SCM.
Challenges and Research Gaps: This then leads to the relatively piecemeal approach of implementing social and
environmental criteria with relationship to supplier choices and thereby delimits the overall approaches to
sustainability. PSM research also suggests two implications for future work that reinforce the call for further
examination of how ethical culture relates to purchasing decisions: Useful approaches to measuring and managing the
integration of the triple bottom line throughout supply networks are limited. More studies on contextualized
frameworks that harmoniously embrace both social and environmental aspects. Industry-level research can offer unique
insights into sustainability issues and reformation. There might be some major issues and opportunities that are unique
to a particular industry. Furthermore, understanding trust and its interconnectivity with the aspect of governance and
innovation for the establishment of a sustainable supply chain will equally be important. Managing sustainability in
SCM and SRM is not just an option of fulfilling set compliance standards but a way in which value can be generated,
respond to stakeholder demands and boost the organization’s image. Hence, the need to adopt an ethical culture and
trust as a way of reducing the gap between the firm’s economic objectives and the sustainability agendas. Besides, it
helps to eliminate certain risks and enable organizations to be successful in a constantly changing business world.
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