
Huawei is a $35 billion company, with 150,000 employees worldwide. In 2012 the 
business, which is headquartered in Guangdong province in South China, overtook 
Ericsson as the number one telecommunications equipment maker in the world. 
Today, 70% percent of its revenue comes from overseas markets; namely Europe, 
Asia, South America and Africa.

Huawei has ambitions plans for further international growth following 
the launch of its Enterprise Business in 2011, which it hopes will 
achieve $15 billion sales by 2016. Its consumer business is also 
growing rapidly, selling 120 million electronic devices globally, 
including 30 million cell phones, in 2010. Despite this phenomenal 
rise to dominance in the global ICT sector, very little is known about 
this Chinese ‘collective’ which is still ran by founder Ren Zhengfei, 
who established the business in 1988. Nigel Wright caught up with 
supply chain president for Customer Order & Logistics Anders 
Karlborg to talk about supply chain transformation and the role his 
team is playing in Huawei’s enduring success.

What is your responsibility regarding the supply chain? What are the 
main challenges driving supply chain projects at Huawei?

I’m in charge of the global supply chain at Huawei. This includes 
global order and logistics and global supply network management. 
We currently have five supply facilities worldwide; in China, India, 
Hungary, Mexico and Brazil. We also have a further 1000 regional 
supply chain people operating across sixteen markets. The main 
challenge my team face at Huawei is cultural adoption; specifically, 
integrating the Huawei supply chain into international markets 
outside of China by creating a supply chain management system that 
is truly harmonized, in terms of language, KPIs etc, that can be rolled 
out worldwide. 

What technology improvements is Huawei seeking to make to its 
supply chain in 2013? 

We’re installing a barcode system and establishing online ordering. 
First and foremost we are a B2B company and therefore it’s difficult 
to create visibility in our supply chain, compared to other consumer 
focused technology businesses. These new systems will enable 
our customers to track the flow of orders and allow us to respond 

quickly to customer demand by giving our teams instant ‘real-time’ 
information, which they can act on. 

Building robust and sustainable supplier relationships is very much 
at the heart for Huawei’s growth. What has the business done to 
improve supplier management?   

Remote supplier management isn’t easy, specifically with regards 
to communication, quality control and urgent order fulfillment. 
We believe in taking advantage of the systems we now have at our 
disposal by getting our suppliers involved in our Integrated Product 
Development (IPD) and Design For Supply Chain (DFSC) processes 
early on. Also, as part of Huawei’s supply chain management strategy, 
we have established five global sourcing centers that allow us to be 
close to our suppliers, R&D as well as Huawei HQ.

Huawei’s ambition to create a truly customer-centric culture requires 
a significant investment in people development. From a supply chain 
perspective, what initiatives have you led in this area? 

Anders Karlborg
President Supply Chain,

Customer Order & Logistics - Huawei

Huawei is always ready to 
cooperate extensively with 
governments, customers and 
industry peers to address cyber 
security threats and challenges 
all over the world.

18

I’ve recruited suitable people from outside of the organisation and 
introduced individual development plans to guide our internal 
managers. I believe in giving people the necessary autonomy to just 
go for it and make a difference. I’ve also introduced a performance 
evaluation process across all levels, which has a focus on developing 
excellent customer satisfaction skills. 

How does Huawei address skill shortages in its supply chain?

Basically, we seek English speaking people with excellent 
communication skills and a global perspective on doing business. 

Huawei is now the world’s largest telecoms equipment-maker, 
overtaking Ericsson in 2012. What is the next stage in the company’s 
evolution?  

We plan to grow market share within the consumer (i.e. mobile 
devices etc.) and enterprise sectors. We are also moving increasingly 
towards being a fully integrated E-commerce supply chain. By that I 
mean we aspire to be a truly internet based company, where all of our 
transactions take place online, in the same way that Amazon, Ebay 
etc. operate.   

Building cost effective telecom and broadband networks in Africa 
has played a major role in Huawei’s rise to dominance in the telecoms 
sector. What are the supply chain challenges of exporting into African 
countries? 

A lack of transparency when dealing with Customs and Excise is one 
of the major issues in the African continent. Efficiency is another, 
specifically with regards to the ability of the transportation supply 
chain to deliver on time and poor warehouse management. Huawei 
is constantly reviewing these areas and seeking ways to establish 

more robust supply chain nodes (e.g. manufacturing, transportation, 
warehousing) to meet the customer demand for fast and reliable 
supply of goods.  

Huawei’s global growth is scrutinised by western governments. What 
is the business doing to alleviate fears of its supposed links to Chinese 
espionage?   

Huawei is always ready to cooperate extensively with governments, 
customers and industry peers to address cyber security threats and 
challenges all over the world.  The business has always been open 
and transparent in its collaboration with all parties in addressing 
the global issue of cyber security, and works through a variety 
of platforms, organizations, and channels to do so. As a result of 
close cooperation in responding to security emergencies, leading 
global carriers have fully acknowledged Huawei’s contributions in 
minimizing security risks to their existing networks. 

As an experienced supply chain professional with many years 
experience in the field, what companies do you try to emulate in 
terms of supply chain best practice? 

We have different targets to meet in different areas of our business, 
but generally speaking companies such as Ebay, Cisco, Amazon and 
Taobao Marketplace have excellent supply chain models.

What kind of leader are you? How do you get the most out of your 
teams? 

I focus a lot of my attention on developing people and place a big 
emphasis on results, which I regularly review with my teams. I believe 
in leading by example and from experience I know this can have a 
positive impact on productivity.
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