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Supply Chain
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(Facilitator)

(Driver)
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1.1 Asset/Cost Efficiency

(Reduce
Cost) (Improve Asset
Utilization) Distribution/Transportation Cost , 1 1 (25%)

Handling Cost , Holding Cost , Information Cost , Opportunity 1 1

Cost, Asset Cost, Administrative and Management Expense

1 1 (75%)
1 1
1.2 Customer Service
) (Cycle Time) 5 1 1 125%)
1 1
] (75%)




Marketing Advantage

14 Profit Stability/Growth

(Royalty)

Czl

[

]
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(25%)

(75%)

(25%)

(50%)

(75%)
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2 (Facilitator)

2.1 Corporate Compatibility

2.2 Management Philosophy and Techniques

( ISO 9000,TQM) ,




2.3 Mutuality

2.4 Symmetry

25
2.6
2.7
2.8

2.9

HX”

(Management

(Management  Willing)

(Brand)

Skills)
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Assessment of the Collaboration
Between
Logistic Prcmder and Customers

Nowadays, business competition is becoming increasingly intensified. In order to
stay competitive, organizations try to develop new strategies to help improving cost
efficiency, increasing market share, reducing damage rate, etc. Many organizations are
more interested to strengthen relationships with business partners to improve efficiency of
supply chain management (SCM), in which it can lead to competitive advantage over its
competitors.

There are two sections needed to be assessed to determine an appropriate level of business
collaboration.
1) Section 1: Benefits/Drivers
Drivers are the strategic factors, which result in a competitive advantage.
2) Section 2 Facilitators
Facilitators are factors that provide a supportive environment for the growth and
maintenance of a partnership.



Place X in the next to the appropriate answer

Section L; Bengfits or Drivers

130

|f there is the collaboration between your organization and your alliance, do you think
that the collaboration will benefit your organization in the below areas, or not? If Yes’,

please identify the level of your confidence.

1.1 Asset /Cost Efficiency

Do you think that the collaboration will reduce cost or
improve Asset Utilization? For  example:
Distribution/Transportation Cost, Handling Cost, Holding Cost,
Information Cost, Opportunity Cost, Asset Cost, Administrative
and Management Expense, etc

Do you think increasing asset/cost efficiency will provide
competitive advantage for your company?

1.2 Customer Service

Do you think that the collaborationwill substantially
improve the customer service level such as Improve On-Time
and Accuracy delivery, Improve Tracking system, Lower Cycle
time, Improve Customer satisfaction, Reduce Goods Damage
Rate, etc.

Do you think improving customer service level will
provide competitive advantage for your company?

Yes No

| fYes’

Somewhat negative

Somewhat positive
(50%)

Very positive (75%)

Certain (100%)

Yes No

Yes No

If‘Yes’

Somewhat negative
f25%!

Somewhat positive
(50%)

Very positive (75%)

Certain (100%)

Yes No



1.3 Marketing Advantage

Do you think that the collaboration will lead to substantial
marketing advantage? For example: New target market,
Promotion, Price advantage, New distribution channel,
Customer Royalty, etc.

Do you think gaining marketing advantage will provide
competitive advantage for your company?

1.4 Profit Stability/Growth

Doyou think that the collaboration will result in profit
growth or profit stability such as higher profit rate, increase in
sale volume, market share stability, etc

Do you think gaining profit growth or stability will
provide competitive advantage for your company?

R e
! [

! i i
1 i i
|l e SN

] i i
1 i i
i
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Yes No

11 Yes
Somewhat negative

Somewhat positive
(50%)

Very positive (75%)

Certain (100%)

Yes No

Yes No

| f*Yes’
Somewhat negative

Somewhat positive
(50%)

Very positive (75%)

Certain (100%)

Yes No



(Researcher use only)

Place the total score in the box on the right.

Section 2: Facilitators

132

Facilitators are factors that provide a supportive environment for the growth and
maintenance of a partnership. What is your opinion for each facilitator in the collaboration?

2.1 Corporate Compatibility

In the development of collaboration between your
organization and alliance, how smoathly do you think that two
organizations will mesh in terms of Culture and Business? For
example: culture conflicts, objective and strategy compatibility,
willingness to change, external stakeholders considered
important, commitment to partnership, etc

2.2 Management Philosophy and Techniques

In your opinion, how compatibility of management
philosophy and techniques of your organization and your
alliance? For example: - Organizational structure, Use of quality
standard management (such as 150 9000, TQM), Degree of top
management support, Type of motivation used, Importance of
teamwork, Attitudes toward personnel chumming, Degree of
employee empowerment, etc.

1 1 Verypoor

1 1 Poor

1 1 Neutral

1 1 Good

] Very good

1 1 Veryincompatible

1 1 Somewhat incompatible

1 1 Neutral

1 1 Somewhat compatible

] Very compatible
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2.3 Mutuality

In your opinion, do you think that your organization and ]
your alliance have the skills and predisposition needed for
mutual relationship building? Consider in terms of Management Neutral
skilled and management willing at:

two-sided thinking and action

taking the perspective of the other company
expressing goals and sharing expectations
taking a longer term view

mutual respect

Integrated system

share financial information

Negative

Somewhat negative

Somewhat positive

Positive

2.4 Symmetry

. - . 1 1Very different
In your opinion, how similar between your organization

and your alliance are on the following important factors that 1 1 someuhat diferent
will affect the success of the relationship: Relative size interms 1 1 neutra

of sales, Relative market share in their respective industries,
Financial strength, Brand image / reputation, Productivity, _
Technological Sophistication? J very similar

]. 1 Somewhat similar
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Place X in the next to the appropriate answer

Additional Facilitator Yes  No

2.5 Do you have shared competitors that will tend to unite your efforts?

2.6 Are the key persons in the two parties in close physical proximity
to each other?

2.7 15 there awillingness to deal exclusively with your partner?

2.8 Do hoth parties have prior experience with successful partnerships?

2.9 Do both parties share a high value end user?

Suggestion

(Researcher use only)

Place the total score in the box on the right.
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(Partnership Component Levels Assessment)

(Component)

“x vz\ [

] A

Partnership Component
1 (Ad-hoc)

(Joint Planning) Low (Task)

Medium ) (Process)

High (Multi-Level)

. )

Others

O
(Joint

Operating Contraols)

Low

O

Medium

High

. ()

Others

(Project)

(Regularly) (



Partnership Component
3.

(Communications) Low

O

Medium

High

O

Others

(Risk/Reward

Low

Sharing) o

Medium

O

High

Others
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(Project)

(Loss)

(Loss)

(Loss)



Partnership
Component

(Trust and Low

Commitment)

n

Medium

High

O

Others

6.

(Contract Style) Low

O

Medium

O

High

Others

(Commitment)

dcj

(Commitment)

(Commitment)

(Specific)

(General)
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Partnership
Component
(Scope)

Low
O

Medium

High

Others

(Investment)

Low

O

Medium

O

High

O

Others

(Important Activities)

Activities)

77/

12
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(Level)

(Critical
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