The International Journal of
TRANSPORT & LOGISTICS
Medzinarodny casopis
DOPRAVA A LOGISTIKA

UubpcC:65.012.34

PARTNERSHIP BETWEEN LOGISTICS COMPANY AND FOOD
MANUFACTURER IN FINLAND

MODEL PARTNERSTVA MEDZI LOGISTICKOU SPOLOCNOSTOU
A VYROBCOM POTRAVIN VO FINSKU

Josu TAKALA, Heidi PUURUNEN
University of Vaasa, Vaasa
Vaasa, P. O: BOX 700, Finland

1. INTRODUCTION

In today's business worid when price and quality are
not the only criteria in purchasing, customer and
supplier relationships are increasingly becoming a
more for companies that are

important - resource

interested in improving  their  performance  and
profitability. Also it has been noticed that a single link
and a single relationship in a supply chain are very
important if considering the performance of the whole

chain.

The importance of the customer-supplier relationships
has also been realized in Finnish logistics company
Swanline that concentrates mainly in transportation
of temperature controlled food and related logistics
services. Lately SwanLine has also got new customers

from electronics industry. where comprehensive
logistics services are needed.
Current relationships  between SwanLine and its

customers have in the average lasted long, up to several
decades. Contracts are normally valid for an indefinite
period with a few months time for giving notice. Most
of Swanline's customers base the selection of their
logistics service suppliers on bidding processes and
price negotiations that are repeated in relatively short
intervals. Carriers that participate bidding process try to
quote as competitive price as possible. Still, when
trying to get their price down, they cannot go under the
required level of high quality and
SwanLine is now interested in considering for their
customer relationships a new way of operations, with
which they could avoid time and patience consuming

technology.

bidding processes and price negotiations.
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1. AVOD

V dneSnom podnikavom svete, ked” cena a kvalita nie
su jediné kritéria na nakup, vztahy medzi zikaznikom
a dodavatel'om su stale dolezitejsie pre spolocnosti,
ktoré sa zaujimaja Kk zvySovani svojho posobenia
a zvysovania zisku. Bolo tiez vyhlasené, ze samotné
prepojenia a samotné vztahy v dodavatel'skom retazci
su velmi dolezité vzhladom k fungovaniu celého
retazca.

Dolezitost dodavatel'sko — odberatel'skych vztahov
bola odskusana vo Finsku logistickou spolo¢nostou
Swanline, ktord sa zameriava na dopravu teplotne

kontrolovanych potravin  ana pribuzné logistické
sluzby. Posledne tato firma zacala mat novych

zdkaznikov z oblasti elektronického priemyslu, kde
vieobecné logistické sluzby st tiez potrebné.

Stcasné vztahy medzi SwanLine a ich zdkaznikmi maja
v priemere dlhodoby charakter — niekol'ko desatroci.
Kontrakty st pravidelne  platné v nekonecnych
obdobiach s malym poctom mesiacov na upozornenia.

Vicsina zakaznikov Swanline si zaklada na ich
logistickych  sluzbach dodavatelov na pontkanych

sluzbach a prejednavanych cendach, ktoré st opakované
vpomerne kratkych intervaloch. Kariéra, ktora sa
zaklada na pontkanych sluzbach sa snazi konkurovat
tak, ako je to len mozné. Vzdy, ked' sa snazia znizit
cenu, nemodzu ist pod vyzadovani hladinu kvalitou
atechnologiou. Swanline teraz uvazuje onovom
spdsobe operdceii pre svojich zdkaznikov. ktory by obisiel
¢as atrpezlivost pri spotrebovani pontkanych sluzbach
a prejedndvani cien.
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The purpose of this study is to find an appropriate
model for case company SwanLine’s customer
relationships. With the new model SwanLine and its
customers should have better possibilities to pay
attention to long-term advantages. There is a practical
case problem behind the study, and the aim is to find
out a new and better ways to operate. Due to this
aspect a constructive approach has been taken in this
study.

2. SUPPLY STRATEGIES AND HOW THEY
AFFECT THE BUSINESS RELATIONSHIPS

There are several strategies how a company can supply
raw materials, components and services needed by
production and other functions. Alternative supply
strategy  models are company’s production
department; outsourcing that is based on bidding and
outsourcing from company’s partner. (Womack et al
1990: 138-168) The first two supply strategies have
been dominant until today. They have been used
simultaneously, and the relative rate has depended on
the company's traditions, size and strategies. Lately
companies have however become aware of that in some
conditions one can gain great advantages of long-term
partnerships that are based on confidence and trust that
stems from earlier experiences of good performance
with the supplier. (Womack et al. 1990: 146 &
Lamming 1993: 168-974.)

own

Arms length supplier relationship that is based on price
bidding has its good sideS. Therefore it should not be
abandoned as strategy. When business
relationship is kept distant there is the possibility to
have other alternatives and keep bigger supplier base.
Commitment and interdependence levels are low and
the risk is smaller. (Leavy 1994: 50) This model works
well in a relatively stabile situation where there is no
need for efficient learning or development. This
requires conditions where business and technology
development proceeds slowly, demand is sufficient and
competition is comparatively friendly. (Lamming 1993:
154-163.)

a useless

When competition situation becomes more dynamic
and fierce, arms length supplier relationship has often
found to be inadequate. There is need for change,
development and learning. In lean strategy supplier
partnerships with early supplier involvement are used
to achieve higher quality and improved cost
efficiency. (Womack et al 1990: 148, 154) Quick
response management (QRM) strategy also relies on
supplier partnership. The aim is to reduce lead times
by cooperating with suppliers. (Suri 1998: 439-440.)
Partnership is relatively demanding model of supplier
relationship. Both parties need to work for achieving
the targets set. (Lamming 1993: 173, 202) Gentry
(1990) has studied partnership in Logistics operation.
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Utelom tejto studie je najst primerany model pre
podmienky  zakaznickych  vztahov  spolocnosti
SwanLine. S novym modelom spolo¢nosti SwanLine,
mozu ich zakaznici ziskat' lepsie dlhodobé vyhody
a pozornost. Pod touto §tudiou sa skryva prakticky
problém acielom je najst novy alepSi spdsob
fungovania. Vzhl'adom k tymto aspektom
a konstrukénym pristupom sa vyvijala Stadia.

2. STRATEGIA ZASOBOVANIA A AKY MAJU
VPLYV NA OBCHODNE VZTAHY

Existuje niekol'ko stratégii, ako méze mat spolocnost
vytvorené  zdsobovanie surovinami, komponentami
asluzbami potrebné pre vyrobu ana daldie funkcie.
Alternativne modely stratégie zdsobovanie st vysledkom
vyrobného oddelenia v spolo¢nosti, outsorcing je
zalozeny na pontkanych a outsorcingovych produktoch
partnerskou spolo¢nostou. (Womack et al 1990: 138-
168) Prvé dve stratégie zisobovania si do dnes
dominantné. St pouzivané simultanne a miera zdvisi od
tradicie, velkosti a stratégie spoloc¢nosti. V poslednej
dobe spoloénosti, akokol'vek si to uvedomuji, maju
v niektorych podmienkach len jednu, ktora moze mat
vel'kt vyhodu v dlhodobych partnerstvach, zalozenych
dovere azodpovednosti, ktoré  maji  korene
v skusenostiach z fungovania zdsobovania v minulosti.
(Womack et al. 1990: 146 & Lamming 1993: 168 - 174)

na

Velkost” posobenia dodavatel'skych vztahov, na zaklade
ceny pontikanych sluzieb ma dve vvhody. Teda by to
nemalo byt viazané ako zbytocna stratégia. Ak sa
obchodné vztahy drzia vzdialené, je tu moznost mat’ iné
alternativy a udrzat’ si velka zdsobovaciu zdkladiu.
ZavizKy a vzajomné zavislost' trovni sit mensie ariziko

je nizdie. (Leavy 1994: 50) Tento model funguje dobre

v pomerne stabilnych situdcidch kde, nie je potreba

efektivneho  vzdeldvania arozvoj. To  vyzaduje
podmienky kde rozvoj podnikanie atechnologii

napreduje pomaly, dopyt je postacujuci a konkurencia je
pomerne priatel'ska. (Lamming 1993: 154 - 163).

Ak konkuren¢na situdcia sa stane viac dynamicka
a prudka, velkost' pdsobenia zasobovatel'ov sa casto
stiva neadekvitna. Je potreba zmien, vyvoja a ucenia.

V stratégii  ,lean™ (lean = bez zbytoc¢nosti)
dodavatel'ské vztahy so skorou dodavatel'skou

angazovanostou st pouzivané na dosiahnutie vyssej
kvality a zlep3enia nakladovej uc¢innosti. (Womack et
al. 1990: 148 — 154) Rychla odozva manazmentu
(QRM) stratégia sa tiez spolieha na dodavatel'skych
vzt'ahoch. Cielom je znizit' ,lean™ ¢asy pfi spolupraci
s dodavatel'om. (Suri 1998: 439 — 440) Partnerstvo je
pomerne naro¢ny model dodavatel'skych vztahov.
Obe strany potrebuji pracovat na dosiahnuti ciel'ov.
(Lamming 1993:173 — 202) Gentry (1990) Studoval
tieto vztahy v logistickych operdciach. Jeho vyskum
dokazal, ze partnerské vztahy maju pozitivny vplyv



J.Takala, H. Puurunen, PARTNERSHIP BETWEEN LOGISTIC COMPANY...

T&L - 02/02

His research proves that partnerships have a positive

influence in operations development. Especially.
partnerships  with suppliers of logistics services

improve possibility for a whole supply chain to
achieve better competition posture. Partnership can be
describes as a process that seeks its form
continuously. If Companies success in sustaining this
process and leading it to a right direction they can
achieve great advantages. Lambert, Emmelhainz and
Garder (1999) present a partnership model (see figure
1.) that can be a good help when planning and
managing partnership process. (Lambert et al 1999:

169-170).

) FACILITATORS
DRIVERS Compelling Decision to Supportive
reasons to partner create or 4 environmentai factors
adjust that enhance

partnership

v

na  rozvoj  posobnosti.  ZvIast,  partnerstva
s dodavatel'mi logistickych sluzieb zlepsuji moznost
pre cely dodavatel'sky retazec dosiahnut lepsi
konkurenény postoj. Partnerstvo moze byt popisané
ako proces neustaleho prehl'adavanie vlastnych foriem
spoluprace. Ak spolo¢nost podporuje tento proces
a napreduje nim v spravnom smere, moze ziskat' vel'ké
vyhody. Lambert, Emmeclhainz  a Garder (1999)
prezentoval model partnerstva (vid® obrazok ¢.1), ako
dobrii pomoc pri plinovani a riadenia partnerskeho
procesu.

partnership growth

FEEDBACKTO:

Drivers set
expectations of
outcomes

COMPONENTS
Joint activities and processes that
build and sustain the partnership

. Components
Drivers

Facilitatios

v

—>

OUTCOMES The extent to
which performance meets
expectations

Fig. I The partnering process (Lambert, Emmelhainz & Gardner 1990: 168.)
Obr. I Proces partnerstva (Lambeit, Emmelhainz & Gardner 1990: 168)

3. RESEARCH METHODS

Empirical research material is mainly qualitative and it
was gathered by interviews from the case company,
SwanlLine and its customers. work
mainly in management level. In addition to prepared
questioning, both individual and group interviews
included also free discussion of the topics in question.
After the first interview round it was decided that
further study would concentrate on only one customer,
that is Saarioiset Oy. Individual with
Saarioiset Oy's managers included also analytical
hierarchy process (AHP)-questionnaire. AHP is a
simple tool to decision making in situations in which
the problem is complex, unclear and has several
options. AHP result also includes inconsistency ratio,
which help to eliminate careless mistakes, and

Interviewees

interviews

illogical variation made by persons analysed. If

inconsistency ratio is 0.10 it means 10 per cent
probability that comparison has not completed
properly. The subjective interpretation of interviewer
reduces the reliability of results from interview
studies. In this study this effect was reduced by
sending the interview questions to the interviewees
before the actual interview appointment, Interviewees
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3. METODY VYSKUMU

Materidl empirického vyskumu je hlavne kvalitativny
azozbierany  rozhovormi  vramci  spoloCnosti
SwanLine ajeho zdkaznikmi. Rozhovory pracuji
hlavne na urovni manazmentu. Na doplnenie priprav
dotaznika, oba, individudlne a skupinové rozhovory
zahfnaju tiez volna diskusiu o téme a otdzkach. Po
prvom kole rozhovorov sa rozhodovalo, ¢i sa buduca
Stadia bude sustredit’ na jedného zékaznika, ktory je
Saarioset Oy. Individudine rozhovory s manazérmi z
Saarioset Oy zahrnali tiez analyticki hierarchiu
procesu (dotaznik AHP). AHP je jednoduchy nastroj
na robenie rozhodnuti v situdcidch, v ktorych problém
je komplexny, nejasny ama mnozstvo variant.
Vysledok AHP zahrna tiez mieru nedoslednosti, ktory
poméha eliminovat’ chyby nepozornostou a nelogicke
varianty sposobené Tudskou analyzou. Ak micra
nedoslednosti  je 0,10, to  znamend  10%
pravdepodobnost’, porovnanie nebolo tplne spravne.
Subjektivna interpreticia rozhovoru s osobou redukuje
spolahlivost na vysledkoch studii. V tejto Stidii tento
efekt bol redukovany zaslanim dotaznikovych otdzok
osobam este pred dohodnutim skuto¢ného rozhovoru.
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also wrote the answers down by themselves,
although questions were through also
verbally. The amount of interviewees in AHP
analysis  was small (four persons), but those
interviewed tform the whole logistics chain inside
the company, and this makes the reliability high
enough. Consistency ration was 0.053, which is
relatively good. The validity of the result of this
study was tested with weak market test, which it
passed in both, Swanline's and their customer’s
organisations.

gone

4. CASE AND ANALYSIS OF THE
RESEARCH RESULTS

SwanLine controls total around 60 combination
vehicles, as there are in the addition of their own
drivers and vehicles a fleet of contract carriers
working under SwanLine's name. Customers were
satisfied  with ~ the  technical  quality of
transportations done by SwanLine. However,
external factors such as keen competition in the
markets create pressure to develop logistics
operations and improve performance. The current
competition situation requires increasing speed,
flexibility food
producers. In Finnish conditions where geological
distances arc relatively long, logistics operations
have a great influence. The research results show
that changes
relationship with Swanl.ine that their customers
would litke to be done. Customers agree that
SwanLine should be more involved in planning
concerning logistics operations. Targets of joint
operations were relatively vague, and those have
never been written down as jointly agreed. It was

and  cost efficiency  from

there  are  some concerning

also found out that there is some need to
develop Swan Line’s customer service, e.g.

complaint procedure, loading and unloading, and
intercompany  communication.  Managers in
Saarioinen Oy were unsatisfied with current
performance measurement system: They measured
only monthly ratio of price per quantity.
SwanLine’s customers consider repetitive price
bidding processes among carriers and following
negotiations an important source of market price
information. Practically it is the only way they can
control co5t level and keep in low enough. AHP
analysis shows that managers in Saarioinen Oy
prefer features that are characteristics of supplier
partnership. However they accept partnership only
if there are clear targets which they can achieve by
partnering. Primary goals consist of improvement
of quality and cost efficiency. AHP analysis also
shows that opinions of mangers in Saarioinen Oy
are relatively consistent as inconsistency ratio is
0,053.
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Ucastnici rozhovoru tiez sami napisali odpovede aj
ked otazky k nim prisli uz verbalne. Mnozstvo
0sOb zucastnenych na rozhovore bol maly (zopar
Fudf), ale tie formy rozhovoru boli o logistickom
retazci v ramci spolo¢nosti, priniesla mieru
spolahlivosti dost vysoku. Miera nedéslednosti
bola len 0,053, ¢o je relativne dobré. Pravdivost
vysledku tejto Studie bola otestovand
marketingovym testom slabosti, ktory prebiehal
medzi oboma, Swanline spolo¢nostou
a zdkaznickymi spolo¢nostami.

4. FAKTY A ANALYZA VYSLEDKOV
RIESENIA

SwanLine riadi celkovo okolo 60 kombindcii
vozidiel, su ako doplnkom s vlastnymi vodi¢mi a
vozovym parkom, zmluvny prepravca, pracujuci
pod menom SwanlLine. Zdkaznici boli spokojni
s technickou  kvalitou  dopravy  previdzanou
spolo¢nostou SwanlLine. Aj ked” vonkaj3ie faktory
ako prenikavd konkurencia na trhu, vytvdra tlak na

vyvoj logistickych  operdacii  a  zvySovania
produktivity. Sucasna konkuren¢na situdcia si
vyzaduje zvySovanie rychlosti, flexibility a

efektivnost’ nakladov od vyrobcov potravin. Vo
finskych podmienkach, kde
vzdialenosti st pomerne dlhé, logistické operacie
maju na to obrovsky vplyv. Vysledky vyskumu
ukazuju, ze st tu nejaké zmeny. tykajlce sa
vztahu so Swanl.ine, ktoré by zakaznici cheeli
urobit. Zakaznici suhlasia, ze SwanLine by mohla
viac zahfnat do planovania veci ohladom
logistickych ¢innosti. Cielom tychto spolo¢nych
¢innosti boli pomerne nejasné a neboli nikdy
napisané, ked sa spoloc¢ne odsuhlasili. Tiez sa
zistilo, ze st nejaké potreby vyvinut zdkaznicke
sluzby spolo¢nosti SwanLine t.j. vybavovanie
staznosti, nakladanie a vykladanie a komunikacie
v ramci spolo¢nosti. Manazéri v Saarioinen Oy
boli  nespokojni  so  sucasnym  systémom
fungovania merania. Merali len mesacni mieru
ceny na kvantitu. Swanline zdkaznici brali do
tvahy opakujicu sa cenu ponlkanych sluzieb
medzi dopravcami a nasledujicimi rokovaniami
ako dolezity zdroj informacii o trhovych cenach.
Prakticky povedané je to jediny spdsob, ako mozu
riadit cenovu Groven a udrziavat ju ¢o najnizsie.
AHP analyza ukazuje, ze manazéri v Saarioinen
Oy uprednostnuja vlastnosti, ktoré su
charakteristické pre partnerstvo dodavatel'ov.
Akceptuju partnerstvo, len ked s jasné ciele,
ktoré mo6zu byt dosiahnuté spolupracou. Prvoradé
ciele pozostivaju zo zlepSovania kvality a
nakladovej efektivity. AHP analyza tiez ukazuje,
7e nazory manazérov v Saarioinen Oy su relativne
trvalé pricom miera neddslednosti je 0,053.

geologické
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Table I Existing advantages and problems Swanline and Saarioinen Oy will face when entering partnership.
Tabulka 1 Existujuce vyhody a problémy Swanline a Saarioinen Oy budi celit, pri vstupe do partnerstva.

SwanLine Saarioinen Oy
Advantages |o Support comes from management level. e They are aware of the problems and have not a
o They are aware of the problems and satisfactory performance measurement system
question current conditions and operational | to prove that their operations are efficient.
models, e They have relatively high confidence on
e They are willing to make commitment to Swanlines operations and personnel.
improvement of relationship. e They are ready for close cooperation.
e They are ready for close cooperation. o They value w8y of thinking and operation
e They value way of thinking and operation | characteristics to partnership.
characteristics to partnership.
e The have high quality and technology.
Problems ¢ There is a lack of know-how: alternative |¢  There 1s a lack of know-how: alternative
ways ol opetaion. ways of operation.
¢ They have no time or resources for big | They have no time or resources for big
development projects, development projects.
¢ Attitude of the personnel (may occur ¢ Attitude of the personnel (may occur change
change resistance). resistance).
¢ Lxisting inadequate performance
measurement system.

['he aim of the change 1s not just an adaptation of

some theoretical model, but to achieve development
and improvement. According to the research results it

is justified for Swanline and Saarioinen Oy to enter

partnership. because by cooperation they have better
possibilities to solve current problems and develop
therr operations.

At food markets the ability to compete with price 1s
vital feature. but companies also need to manage high
quality and logistics chain. By using sand cone model
by Ferdows et al (1989). (See Figure 2.) According to
the model. development should be started from the
foundation that is quality, and proceed upwards to the
cost efficiency. (Ferdows et al 1989: 10-11).

Price 1s an important factor also in logistics business.
Stll price competition should not prevent companies
within logistics chain to develop their operations and
improve their cost efficiency. Target pricing is one
tool to help companies to improve their quality and
get cost down. With the help of target pricing they
would be abet to detect non-value-adding operations
in therr value chain. Target pricing also heaps parties
to share the profits they may gain from developments.
The organisations have not much excess resource to
development of their operations.  However. by
cooperation and continuous improvements they can
achieve big advantages verity little resources. All the
organisation levels just need to know what are their
precise goals, and how continuous improvement is
done. Partnering needs clear strategic goals. This
means  that appropriate  performance
measurement system is needed. Performance measures

also an
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Ciclom zmeny nie je prisposobit niektoré teoretické
modely. ale dosiahnut’ rozvoj a zlepSenie. Podla
vysledkov vyskumu je opodstatnené pre SwanlLine a
Saarioinen Oy vstupit do partnerstva, pretoze ich
spolupracou pre  vyriesenie
stucasnych problémov a vyvijat svoje ¢innosti.

maju  lepSie moznosti

V potravinovom trhu je schopnost’ konkurencie cenou
rozhodujicou ¢rtou, ale spolo¢nosti tiez potrebuju
spravovat.  vysoku kvalitu logisticky  retazec.
Pouzitim modelu ,pieskového kuzel'a™ (Ferdows et al
1989). (Vid obrazok ¢.2) Podla modelu, vyvoj by mal
zacat od zalozenia, ¢o je kvalita, a prechadzat
postupne k efektivite nikladov. (Ferdows et al 1989:
10-11).

a

Cena je dolezitym faktorom aj v obchodnej logistike.
Konkurencia  cenou by stile  nemala  branit’
spolocnosti, v ramei logistickych retazcov, vyvijat
¢innosti a zlepsovat' ich efektivitu nakladov. Ciel'om
tvorby cien je jeden nastroj na pomoc spolo¢nostiam
zlepSovat’ ich kvalitu a prispiet k znizovaniu cien.
S pomocou tvorby cien budi moéct objavovat’ ¢innosti
v hodnotovom retazci, ktoré st bez pridanej hodnoty.
Ciel tvorby cien tiez pomaha zucastnenym zdielat
zisky, ktoré mozu byt nadobudnuté =z vyvojov.
Organizacie nemaji vela prebytoc¢nych zdrojov na
vyvoj ich ¢innosti. Zatial' ¢o spolupracou a neustalim
vyvojom mozu dosiahnut  vel'ké vyhody s malo
zdrojmi. VSetky drovne organizdcie potrebuji vlastne
vediet, ¢o st ich presné ciele a ako je robené neustale
zlepSovanie. Partnerstvo teda potrebuje jasné ciele. To
znamend, ze je tiez potrebné primerané fungovanie
Fungujice merania  motivuju

meracicho  systému.
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motivate organisations to drive for the targets set.
Measurement system has also to be changed in the
course of time according to changed operations.
SwanlLine And  Saarioinen Oy needs new
measurement system. Current price per quantity ratios
are not enough to the new situation. In the addition of
cost efficiency measures, they need measures that
indicate quality, reliability and speed. The new
measures can be created in cooperation, because new
measures may require new arrangements and there is
no need for both organisations to measure the same
thing (avoid overlapping). Both organisations,
SwanLine and Saarioinen Oy, need some education
before they are ready for partnership. Employees need
to get picture of new ways of operation
characteristics of partnership and be motivated for the
change. A small pilot project was included to this
study to familiarise managers and employees to the
practical side of partnering.

da

spolocnost sledovat’ rad cielov. Meraci systém musi
byt tiez meneny v case podla  zmeny c¢innosti.
SwanLine a Saarioinen Oy potrebuji novy meraci
systém. Sucasnd miera ceny na mnozstvo nie je
dostatocna v novych situaciach. V novych dodatkoch
merania efektivity ndkladov, potrebuji merania, ktoré
indikuju  kvalitu, spolahlivost a rychlost. Nové
merania mozu byt vytvorené v spoluprdci, pretoze
nové merania mo6zu vyzadovat nové usporiadanie a
nie je potrebné merat’ tie isté veci voboch
spolo¢nostiach (zabrani sa tak prekryvaniu). Obe
spolo¢nosti, SwanLine a Saarioinen Oy, potrebuji
urcité vzdelanie pred tym nez sa pripravia na
partnerstvo. Zamestnanci potrebuji ziskat obraz o
novych spdsoboch cinnosti charakteristickych pre
partnerstvo a motivdciu pre zmenu. Maly pilotny
projekt zahrnal v tejto Stadii aj obozndamenie

manazérov a zamestnancov do praktickych stran
partnerstva.

Cost efficiency

Speed

Reliability

Quality

Figure 2 Sandcone model: Sustainable development of production operations (Ferdows et al 1989.:32).
Obrazok 2 Model ,, pieskového kuzela™: Trvaly vyvoj vyrobnych operacii (Ferdows et al 1989: 32).

A good experience of partnering was gained from
“partnership pilot project’. The target of the project
was to solve together a problem that concerned with
inventory of plastic packaging boxes. There was a
certain model according to which everyone should
operate, but boxes where constantly found from places
where they did not belong to. There were no new
models for operation found, but they agreed to operate
according to what was agreed earlier. After this further
difficulties did not occur as employees from both
organisations took their responsibility and follow what
was agreed. Managers from both organisations found
out that cooperation between the companies is
possible and results are positive.

6. CONCLUSIONS

Partnership needs clear targets and performance
measurement system, which helps in managing the
directions of development. However, in today's
markets it is not quite enough to consider only one
single relationship. There are more influential factors
than the two parties that affect the logistics operations
of any company. Networking models is the only way
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Dobra skusenost’ partnerstva bola nadobudnuta z
wpilotného projektu partnerstva®. Cielom projektu
bolo spolo¢ne vyriesit’ problém, ktory sa tykal zasob
plastickych obalovych krabic. Bol konkrétny model,
podla ktor¢ho kazdy mal pracovat, ale krabice boli
neustdle ndjdené na miestach, kde nepatrili. Giaden
novy model nebol ndjdeny pre tato c¢innost, ale
suhlasili pracovat podla toho, na ¢om sa dohodli skor.
Po tychto predoslych obtiaznostiach sa neobjavili
zamestnanci  z oboch spolo¢nosti  prevezmuc
zodpovednost’ a nasledovat’ to, na ¢om sa dohodli.
Manazéri oboch spolo¢nosti nasli, ze spoluprica
medzi spolocnostami je mozna a vysledky su
pozitivne.

6. ZAVER

Partnerstvo potrebuje jasné ciele a fungujici meraci
systém, ktory pomdha pri riadeni smeru rozvoja.
V dnesnych trhoch nie je dostaujice zameriavat sa
na jednostranné vztahy. Su tu mnohé ovplyviiujtce
faktory, ktoré na obe strany vplyvaji v logistickych
¢innostiach kazdej spoloc¢nosti. Sietové modely su
jedinym sposobom dostat’ skuto¢ny obraz o obchodnej
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to get a real picture of logistics business in Finland.
There are two sides in networks: companies would not
like to share their knowledge with other operators
such as their competitors, but they still need to do it to
some extent via their supplier in order to keeping
touch with the edge development. This is valid also in
logistics industry. Carriers provide logistics services

to several competitors, and this makes the forming of

closer relationships with carriers more difficult. Due
to this problem more discussion needed to
understand and manage networks already working in

logistics field in Finland.

is

logistike vo Finsku. Su tu dve strany tejto siete:
spolo¢nosti  si nepraju  zdiclat ich vedomosti
sostatnymi firmamy ako ich konkurentmi, ale stile
potrebuji robit” to surcitym rozsirenim sa cez ich
dodavatelov za ucelom drzat krok s prudkostou
vyvoja. To je tiez platné v logistickom priemysle.
Dopravcovia poskytuji logistické sluzby mnohym
konkurentom a to prispieva k tvorbe zlozitejsieho
uzavretého vztahu s dopraveami. Vzhladom k tomuto
problému je potrebnych viac diskusii pre pochopenie a
riadenie uz pracujucej siete v poli logistiky vo Finsku.

Search of a New Theory.

Prentice Hall international (UK).
Inventory Management Journal. 2,47-51.

Portland: Productivity Press.
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