
WE MAKE THINGS AND MAKE THEM WELL

Our Guide to Simple 
Electronic Outsourcing. 
Smart Made Simple.



The History of Outsourcing
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IN 1961, OLIN KING, THE GENERALLY RECOGNISED FATHER OF THE EMS INDUSTRY FOUNDED 
SPACE CRAFT INC. IN HUNTSVILLE ALABAMA. THE COMPANY-BUILT SATELLITES AND 
COMMUNICATIONS GEAR FOR NASA, THE NAVY AND OTHER GOVERNMENTAL AGENCIES. 

From the late 1970’s through the late 1980’s, 
outsourced manufacturing was primarily a 
consignment model. 

• OEMS procured and kitted material to the 
EMS provider 

• The EMS provider supplied facilities, labour, 
and common capital equipment 

The move away from a pure consignment model 
was primarily driven by the EMS’s provider to 
increase margin.

By the mid 1990’s most outsources manufacturing 
had evolved into a ‘turnkey’ model.

The primary points of focus became:

• Capacity available

• Resource’s engineering, purchasing, 
manufacturing, logistics

• Turnaround time

Beginning in the early 2000’s, EMS providers 
started offering a constantly expanding range of 
services. 

• Design services ranging from revision 
implementation to subsystem design

• Vertical integration and manufacturing of 
key components and subsystems

This shift was driven by the EMS’s providers 
desire to add value to increase their own and 
the customer’s competitive position.

EMS providers contributed more intellectual 
property and more internally sourced 
materials; industry contracts evolved to address 
the expanding role of EMS providers in the 
supply chain.



Outsourcing Models
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SMS – THE MODEL OF OUTSOURCING. 
IT’S SMART MADE SIMPLE.

“I think there was a lemmings rush to China over the 2000 – 2010’s and some educated executives have 
realised that on some products that the cost savings are no longer there, and they certainly do not offset 
the complicated supply chain. Things seem to be balancing out.” 

BOB BLACK, PRESIDENT & CEO, JUKI AUTOMATION

OFFERING AN END-TO-END SERVICE

• What do you plan to achieve through 
outsourcing? 

• Improved product cost? 

• Better time to market? 

• Access to technology? 

• Improved working capital? 

• Shared product risk? 

• Capacity flexibility? 

• Strong pool of engineers

THE OUTSOURCING MODEL IS NOW THE MOST 
DOMINANT MODEL IN THE ELECTRONICS 
MANUFACTURING INDUSTRY.

The model makes logical and economic sense 
for many, many electronic and tech products. 

• The dominance of the model opens 
opportunities for some firms to do things 
differently and achieve a differentiated result

• You can never fight the market, so employ 
market forces to your advantage in crafting a 
value chain strategy

 
This brings:

• Off-shore

• Near-shore

• On-shore 

MANUFACTURING MODELS.
 
The benefits of on-shoring – ‘smart-shoring’

Making the product, where it makes sense

• Where making in close proximity, local 
language, culture and time-zone simplifies 
the supply chain

• Where environmental and carbon footprint 
costs are in consideration

• Where touchpoint reduction and reducing 
risk is a factor 
-  Medical, Defence, Aerospace and IP 

• When you need trust and IP security 

• Where you need specific expertise in legacy 
products, e.g. long life products

Your needs will drive the type of supplier and 
the business model. Only a proper 
understanding of the business model will lead 
to achieving what you planned.

What is the right business model?  Some of the 
considerations:

• IP 

• Risk factors 

• Life cycle costs 

• Investment 

• Capability 

• Flexibility 

• Time to market
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The Right Fit
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MANY OEM’S APPROACH EMS SUPPLIER 
SELECTION WITHOUT THE APPROPRIATE 
THOUGHT AND RIGOR.

“I JUST NEED THE BEST UNIT PRICE!” 

“I NEED A TIER 1 BECAUSE I WILL GET BETTER 
PRICING AND SERVICE.” 

Picking the wrong supplier is incredibly costly. 
It can “make or break” your company.

To effectively select an EMS partner, it is critical 
to have a thorough knowledge of the targeted 
supply chain as we as a methodical supplier 
selection process.

The challenge isn’t finding a supplier that can 
build the product, it’s in finding the right partner 
that understands your overall business needs 
and ensures a lasting and fruitful relationship for 
both parties.

Effective EMS selection starts with finding the 
right fit:

• Geographic fit 

• Business model fit 

• Capability fit 

• Technology fit 

• Cultural/relationship fit 

Which requires that we identify and define 
critical requirements and understand supplier 
capabilities.

MAKE SURE YOUR EMS PARTNER IS 
TRANSPARENT - 
WHAT MAKES SMS DIFFERENT:

• SMS offers objective evidence of the 
capability

• SMS is independently validated performance

• SMS offer robustness and breadth of delivery 
system

• SMS offers forecast flexibility; we can scale up 
and down as our customers forecasts 
fluctuate.  We understand that the 
electronics manufacturing industry 
conditions continually change, which is why 
we have set up our SCM and operations to 
allow for a highly flexible model

• SMS offers stability, with over 100 years of 
electronics manufacturing, operational, and 
supply chain experience. Diversified over 
time to focus on the local needs of our local 
customers and supply chain network - 
associations, academia, innovation, funding

• SMS offers a mix of lower production 
volumes and higher volumes

• SMS is across all market segments with, 
specialist skills and certification

• SMS offers complex mechanical and system 
assembly



Our SMS Model...
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DIVERSIFIED BUSINESS 
Focused on multiple customer types with high 
mix portfolios, technologies and markets.

TAILORED SOLUTIONS 
Providing customised scalable, flexible and 
robust product  lifecycle management.

ADAPTABILITY 
Meeting our customers’ needs; from PCBA to 
complex product integration.  Scalability of 
single batch sizes to several thousand units. 
Customised product configurations & 
build-to-order requirements.

We are focused on being an incubation service 
for innovative entrepreneurs, through design 
engagement we can take our customers 
products from their whiteboard into production.

DEFINE FOR DELIVERY:

• Roles and responsibilities

• Data flow

• Supply chain visibility

• Meetings, milestones and the “rhythm” 
of the business

• Communication and escalation matrix

• Sales and operations planning (S&OP) 
process

• Metrics – the KEY Performance Indicators 
(KPIs)

• Quarterly business reviews

• Senior Management Engagement

“It’s Smart Made Simple”



7 questions to ask before selecting 
your manufacturing partner
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EMS companies used to only be built-to-print, 
PCBA suppliers. Now this is a commodity and 
your EMS partner should be able to support your 
needs across the entire value chain, with 
innovation and quality built-in.

So, how do you determine if you’re partnering 
with the right manufacturer?

1. Can my manufacturer help me to ‘design for 
manufacture’ (DFM), and ‘design for scale’ to 
ensure I have a prototype to product ready 
approach?

2. I want a partner who adopts the latest 
manufacturing technologies.  What additive 
manufacturing technologies and 
value-added services really matter?

3. How can I be sure my manufacturing 
partner can meet my low volume/high mix, 
complex assembly needs and higher volume 
fulfilment?

4. Does my manufacturer support my needs 
across the entire production lifecycle from 
Design and New Product Introduction 
through to Warehousing and Logistics, with 
manufacturing as a core competence in 
between? 

5. Can my manufacturer offer me complete 
transparency to allow me to make data led 
decisions?

6. Does my manufacturer give me the 
opportunity to discuss the process with 
them at regularly agreed intervals, with 
KPI’s in place?

7. Does my manufacturer take into 
consideration my need to enter the market 
quickly, without any sacrifice to quality?

8. Does my manufacturer understand how 
important my business is to me and my 
collegues?

THE EMS BUSINESS IS EVOLVING. TECHNOLOGY IS CONSTANTLY DEVELOPING. 
CHANGE IS A BUSINESS ESSENTIAL.



What we can offer
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From concept to customer and 
commerce and everything in 
between, we have a solution that can 
be tailored to fit your exact business 
wants.  Product fulfilment and 
realisation made smart and simple.

SMS – SMART MADE SIMPLE HAS EXTENDED THEIR VALUE CHAIN THROUGHOUT THE ENTIRE 
PRODUCTION LIFE CYCLE AND BEYOND TO OFFER CUSTOMERS A ONE-STOP-SHOP MODEL FOR 
ALL OF THEIR ELECTRONICS MANUFACTURING NEEDS.
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DIRECT 
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RECYCLING 
END OF LIFE



These are the 
services and 
solutions that SMS 
provide, in the UK for 
global deployment. 
Afterall, it’s Smart 
Made Simple.

Contact us for more information on our transparent and 
traceable, flexible outsourcing models.

SMS House, 

Technology Drive, Beeston, 

Nottingham NG9 1AD

Phone:  +44 (0)115 957 5757

Email:  hello@smartmadesimple.com

WWW.SMSELECTRONICS.COM


