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Do	  all	  relationships	  need	  to	  be	  strategic?	  

!  Many	  (if	  not	  most)	  outsourced	  rela%onships	  do	  not	  need	  to	  be	  
strategic.	  

!  In	  many	  cases,	  companies	  simply	  want	  to	  procure	  a	  basic	  
service,	  like	  transporta%on	  capacity	  or	  warehousing	  space,	  at	  a	  
compe%%ve	  price.	  

!  But	  most	  think	  tank	  par%cipants	  were	  working	  with	  at	  least	  one	  
3PL	  that	  played	  a	  more	  significant	  role	  in	  their	  logis%cs	  and	  
supply	  chain	  opera%ons.	  

How can we move these relationships up the 
value curve? 



“3PLs	  are	  not	  proactive	  enough”	  
Areas 3PLs are falling short of expectations (multiple answers allowed) 

“3PLs should be more proactive in identifying solutions to concerns we 
communicate to them. We tend to have to pull them along and think outside 
the box for them.” - Web survey respondent 



“Still	  want	  to	  maintain	  control”	  

Customers don’t see 
Procurement’s growing role 
in the 3PL selection process 
as a significant factor that 
prevents creating more 
strategic relationships… 

…but many 3PLs view it as a 
problem, especially when 
procurement folks who only 
have experience buying 
commodity goods are put in 
charge. 

Factors inhibiting creation of strategic relationships with 3PLs 



Cost	  is	  Very/Extremely	  Important	  
Important factors in 3PL selection process 

95% of the respondents characterized Cost as “Very or Extremely” important in their 
3PL selection process. IT Capabilities, Talent, and Quality/Creativity of Proposal also 

ranked very high. 



Contract	  structures	  not	  strategic	  

Almost 45% of the web 
survey respondents have 
transaction-based 
contracts with their 3PLs. 

About 26% of the 
contracts are just one 
year in length (82% are 
three years or less) 

Types of 3PL contracts 
in use 

Typical length of 
3PL contracts 



Creating	  Alignment:	  The	  Missing	  CEO	  
People/Functions in 3PL selection process 

62% of the web survey respondents said their CEO was not involved at all in the 
3PL evaluation and selection process, and only 10% said the CEO was very or 

completely involved. 



!  If	  there	  is	  one	  thing	  my	  company	  could	  change	  to	  
strengthen	  and	  expand	  our	  rela%onship	  with	  3PLs,	  it	  would	  
be...	  

!  If	  there	  is	  one	  thing	  our	  3PL(s)	  could	  change	  to	  strengthen	  
and	  expand	  their	  rela%onship	  with	  us,	  it	  would	  be...	  

“We would change our culture, they would change their 
culture [with regards to outsourcing].” - Web survey respondent 

“If	  there	  was	  one	  thing	  we	  could	  change..”	  



Getting	  to	  Shared	  Destiny	  

Seven	  Building	  Blocks:	  

!  The	  CEOs	  as	  Catalyst	  and	  Champions	  for	  Change	  	  

!  Trust	  in	  Each	  Other’s	  Exper%se	  	  

!  Clear	  “Shared	  Vision”	  Statement	  with	  End	  Customer	  Focus	  

!  A	  Contract	  Structure	  That	  Encourages	  Independent	  Ac%on	  	  

!  Provide	  Insight,	  Not	  Just	  Oversight	  	  

!  Flexibility	  to	  Adapt	  to	  Change	  	  

!  Passion	  for	  the	  Customer	  Brand	  	  	  



Unipart-‐Jaguar	  Shared	  Vision	  Statement	  

''To support Jaguar dealers in delivering a Unique Personal 
Ownership Experience to Jaguar Drivers worldwide, ensuring 

industry leading owner loyalty through partnership and 
world-class logistics.’’ 

What does this shared vision statement accomplish?  



Insights	  vs.	  Oversight	  

Is	  there	  a	  beQer	  way	  to	  define	  “Customer	  Rela%onship	  
Management”	  for	  3PLs?	  

Providing operational 
excellence is not enough. 

Shippers want their 3PL 
partners to provide them with 

insights about leading 
industry practices and 

trends, as well as to 
facilitate networking and 

knowledge-exchange 
opportunities with other 3PL 

shipper customers. 



3PLs	  as	  Hub	  for	  Peer-‐to-‐Peer	  Knowledge	  

How would you RATE THE VALUE of the following sources of knowledge in terms of 
providing valuable information, practical knowledge, and advice? 

Bridge	  
the	  Gap	  

Source: Adelante web survey of supply chain and logistics executives, May-June 2011 



Summary	  and	  Recommendations	  

!  Most	  3PL-‐customer	  rela%onships	  are	  not	  structured	  to	  be	  strategic,	  but	  most	  
also	  don’t	  need	  to	  be	  strategic.	  

!  The	  real	  opportunity	  is	  for	  customers	  and	  3PLs	  to	  focus	  on	  well-‐established	  
rela%onships	  where	  addi%onal	  progress	  in	  terms	  of	  cost	  savings,	  service	  
improvements,	  or	  other	  forms	  of	  con%nuous	  improvement	  has	  slowed	  or	  
stalled.	  

!  To	  achieve	  this	  goal	  include:	  

!  Define	  a	  “Shared	  Des%ny”	  and	  follow	  the	  Seven	  Building	  Blocks	  	  

!  Have	  the	  courage	  and	  discipline	  to	  manage	  for	  the	  long	  term	  

!  Redefine	  Customer	  Rela%onship	  Management	  
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Adrian Gonzalez 
President 

Adelante SCM 
adrian@adelantescm.com 

www.talkinglogistics.com 


