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Objectives of this modul

= Give an overview of motives for networking and collaboration
= why does it seem to be a promising solution?
= Introduce environmental changes and drivers

= what drives firms to establish cooperation links and inter-firm
networks?

= lllustrate the network idea with several real-life examples

= Give an introduction to inter-organisational information
systems with real-life examples

= Show the necessity of management of networks and 10S
= Give an outlook to the next steps of the course
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Agenda

1. Contingencies and motives for networking

2. Network examples

3. 10S examples

4. Lessons learned and outlook
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There is atrend towards partnering and
networking between companies

2. Networks

1. Contingencies

3. 10S examples

4. Lessons learned

= Increasing collaboration along Supply Chains (SCM):
= e.g. automotive sector: e.g. DaimlerChrysler
= Emergence of virtual organisations
= collaboration of small and mid-sized companies (SMEs)
= New networked business models in e-Business based on the

Internet

= web-based business integrate services from different providers
= Convergence of technologies (WebTV, MultimediaWeb, UMTS etc.)

= leads to inter-industry cooperation, e.g. between Telecommunications
and Media companies

= Technological innovation and shorter development and product life
cycles drive the emergence of development partnerships
= e.g. in the Chip manufacturing Industry

Universitiit Milnster
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Empirical evidence: increasing amount of
worldwide partnerships

2. Networks

1. Contingencies

3. 10S examples
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4. Lessons learned

flexible, dynamic partnering

Y
9
17
relatively stable alliances

89 90 91 9@ 93 94 95 96 o7 98 99 oo = Year

Source : Thomson Financial Securities Data — worldwide partnerships
with at least one partner from Europe were considered
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1. Contingencies

2. Networks
3. 10S examples
4. Lessons learned

Importance by sectors — 2001 and 2005
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Percentage of responses with high or very high indication 7 Today (2001) [ In future (2005)
@ . 1 (5) = very high; (4) = high; (3) = medium; (2) = low; (1) = very low
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1. Contingencies

2. Networks
3. 10S examples
4. Lessons learned

Contingencies: underlying trends

1. Technology changes

= new ways of communication and information processing
= redefine market roles and rules
= new opportunities and challenges, not to be achieved alone

2. Globalisation

= changing competition, eroding of market structures
= often based on deregulation of former closed national markets
= collaboration to enter new markets, or to reduce competition

3. Changing customer behaviour/needs and
fragmented markets

= individualisation and mass customisation
= increasing uncertainty
= R&D partnerships & supply chain collaboration

4. Increasing information intensity &
iImportance of knowledge
= products, services and production processes increasingly information intensive
.- companies are not able to access and control necessary knowledge alone
105
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1. Contingencies

2. Networks
3. 10S examples
4. Lessons learned

Challenges: ... complex contradictions

= "think global - act local"

"Varying types of cooperative partnerships develop across
national boundaries as organisations attempt to ... take
advantage of the connections or intimate knowledge that only a
'local' can have ..." Scott (1992), 208

= Flexibility (customisation) and efficiency (time to market,
shorter product life cycles)

= Complexity and reliability (product and service quality)
= Autonomy and control
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Motives: Which objectives are pursued with
2. Networks

pal’tﬂel’lng 1/2 3. 10S examples

4. Lessons learned

Expansion of I

service offerings 3%

Access to I

1%
new markets

Access to I 4%
new technologies

Access to business I 61%
know how

Increased customer I 57%
retention

Increased cost ,
advantages I 56%
(e.g. shared R&D)

0,0% 25,0% 50,0% 75,0%

percentage of high/very high responses

** (5) very high | (4) high | (3) medium | (2) low | (1) very low

Sourcel: Arthur D. Little
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Motives: Which objectives are pursued with

partnering 2/2

1. Contingencies

2. Networks
3. 10S examples

= Integrate external competencies:

= “It is unlikely that organisations can master all the key
competencies they need.

= Thus, it is essential that organisations collaborate to gain access
to such competencies to enhance their scope.” (prahaladiHamel 1990.)

= Gain access to new technology or markets
= obtain economies of scale in joint research, production,

marketing,

= Build complementary skills
= Share risks for activities

= Technology licensing agreements
(Nassimbeni 2000, 545)

[+]
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4. Lessons learned

11

Exemplary taxonomy of inter-firm strategies

for cooperation

1. Contingencies

2. Networks
3. 10S examples

Strategy domain

Market-oriented

Motivation

Enter a new market, develop a market

4. Lessons learned

Examples, type of arrangement

Marketing, distribution partnership

strategy Enter a new market, overcome barriers to Code-sharing-, information partnerships in
entry tourism market
Reduce competition within the market R&D collaboration; coalitions with
competitors
Functional Technology management: expand resource | Technology partnerships: UMTS alliances:
strategy base; especially for innovation management | Telefonica/Sonera; Vizsavi, etc.

Procurement: order pooling

Procurement cooperations: EUROSELECT

Information management: collaborative
development of infrastructures and
information resources.

Especially coordination along the value chain
(collaborative planning and forecasting)
knowledge and innvovation

learning competition, coopetition

CPFR partnerships (retail sector)

Information partnerships

Internalizing external know how

Operations: reduction of vertical integration
(operations, manufacturing), flexibility
concerns, scale of operations

Outsourcing partnerships, supplier networks,
contract manufacturing

[+]
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Exemplary taxonomy of inter-firm strategies

for cooperation

1. Contingencies

2. Networks
3. 10S examples

Strategy domain

Functional
strategy
(cntd.)

Motivation

Distribution: Enlargement of regional range,
customer groups etc.
flexibility concerns

4. Lessons learned

Examples, type of arrangement

Marketing Alliances, Outsourcing
partnerships, distribution partnerships (shop-
in-shop), logistics networks

Marketing:
customer service
co-branding
reputation transfer

Co-Brand initiatives (MegaBrands):
SonyEricsson, StarAlliance

organisational

Higher flexibility of small organisational units

Quasi desintegration: Outsourcing

Universitiit Milnster

strategy partnerships

Synergies due to vertical cooperation and Inter-firm process integration:

virtual or quasi integration e.g. supply chain hubs

Economies of scale and achievement of Transaction partnerships

critical size in single enterprise areas
Risk strategy Risk reduction (innvovation, volatile demand, | Outsourcing, R&D partnerships

seasonal variations)
Generic strategy Adoption of common strategy patterns e.g. UMTS sector: partnership dominated

or Airline Alliances
10S SS05 - 01: contingencies, drivers, motives for networking - network and I0S examples 13

Economic motives: “increasing efficiency” vs.

“extending scope”

1. Contingencies

2. Networks
3. 10S examples

4. Lessons learned

Two major directions can be distinguished:

1. Cost-oriented strategies concentrating on efficiency

concerns:

“do the same things, but do them better by cooperating”.

2. Strategic positioning in terms of differentiation regarding
quality, services or value. This strategy is about enhancing
the company’s scope:

“doing different things by cooperating”.

Universitiit Milnster
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Motives: Profiling the collaboration idea £ EHIONS

1. Contingencies

3. 10S examples

Share/Manage Risks

Market, financial,
legal, operational,
investment risks

[+]
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Enhance: 4. Lessons learned
Quality, Services,

Add Value, Scope,

Knowledge

Improve:

S~ Efficiency,
reduce costs,

enhance scale.

Redefine/innovate:

New products,

new services,

new processes, Acc. to: Merchand, Donald A., Hard IM choices for senior

b . d managers, Financial Times Supplement Mastering
new business ldeas Information Management, April 5, 1999, S. 4
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Summary

Partnering and Networking: Rationale

= There is a trend towards networking

= Several factors drive the formation of networks

= Networking seems to be a promising reaction

= But networking is risky to some extent

= Ergo: What matters is an explicit network management

= A classification of network types is necessary

[+]
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Agenda

1. Contingencies and motives for networking

2. Network examples

3. 10S examples

4. Lessons learned and outlook
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2. Networks
3. 10S examples
4. Lessons learned

Common structure for all examples

= contingencies/drivers

= motives of the co-operating parties
= object of networking (what the parties do)
* managerial cooperation challenges

= cooperation risks

= other (market) risks

= usage of IOS J Sainsbury pic |

~—ET|.E

‘

=" i Virtuelle Fabrilc,
S

DAIMLERCHRYSLER

IBM, Sony, Toshiba team on chip processes
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The StarAlliance: global airline alliance

conTacT

A
STAR ALLIANCE w1~

T'he airline network for Earth.

ALL YOUR TRAVEL NEEDS ABOUT STAR ALLIANGE REGIONAL MEMBER AIRLINES COUNTRY WEBSITES

LOYALTY BENEFITS TRAVEL INFO TIMETABLE DOWNLOADABLE TOOLS OFFERS AIRPASSES GONVENTIONS PLUS BOOKING CONTACTS. FAQ

STAR ALLIANCE TIMETABLE™ QUICK SEARCH
From To Degariwre Dete et Date Trip Ogtians ca
[i5-pr-05 [esepros  [F] [RetenTrip =] [specitic dates x| S ow with 7 day lookup !

AIR CANADA @

& AIR NEW ZEALAND

Location Lookun  Location Lookup Link to Adwanced Search
ANAF
' Astana Airtines Media Room
Austrian 7
- Star Alliance and Aeroports de
bmi Paris Sign MoU Qutlining Co-
LOT roLisH AIRLINES location at CDG1
PARIS, March 8th, 2005 - Jaan
B scaniranian Aifines Albrecht, CEO Star Alliance and

Pierre Graff, President of Aéroports
de Paris signed an agreement on
the principles of a partnership
hetweean the alliance and the

SINGAPORE AIRLINES

“g» Spanair

TP rorommusa airport

B Thai The Star Alliance Network Welcomes TAP Portugal as the Bymore ...
SUNITED Alliance’s 16th Member Carrier

US AIRWAYS At a joining ceremony held in Lisbon today, March 14th, 2005,
representatives of the Star Alliance network welcomed TAP Partugal as
their 16th member. With Potugal's leading aifine having joined, the

.|!!!m www.starallicance.com
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2. Networks
3. 10S examples
4. Lessons learned

Airline Alliances: StarAlliance

= contingencies/drivers:
= deregulation, globalisation: new competition
= increasing importance of information: passenger data
= major competitors are forging alliances
= motives of the co-operating parties:
= enhance service portfolio:
= global presence/more destinations
= global, networked routing of passengers (data routing)
= efficiency concerns: share infrastructure
= object of networking (what the parties do):
= connect their distribution/reservation systems and share data

= compile a global star alliance flight&destination table (code
sharing)

= joint marketing and customer retention activities: miles&more

[+]
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1. Contingencies

2. Networks
3. 10S examples
4. Lessons learned

managerial cooperation challenges:

= configuration of alliance network and partner attraction
= process connections, technical interfaces, logistics
= cultural differences

cooperation risks:

= partners drop out (e.g. Ansett Australia)

= operational inefficiencies, complexity

= conflicts due to internal competition (e.g. SIA and Thai)
= technical breakdown of vital [0S

other (market) risks:

= industry crisis: e.g. September 11

usage of IOS:

= global distribution systems (GDS, CRS), data exchange
x = joint web-activities

Airline Alliances: StarAlliance
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2. Networks
3. 10S examples
4. Lessons learned

UMTS partnerships and consortia

UMTS-Licence Alliances:

e.g.. Group 3G (now Quam):
Joint Venture of Sonera (FIN)
and Telefonica (ES)

Magazin Produkte T|

Wir habt

ga
Wit sinerm
wielen M
rrobil zu

Standardisation Bodies:

LUMTS soll das GSM-System - verwendet von der Telekom (D1)
und Mannesmann (D2) - ablésen und ist ein Kompromi3 zwischen
dem Vorschlag von Ericsson und Nokia ("W-DCMA"-Gruppe)
auf der einen und Siemens, Bosch, Motorola, Alcatel, Nortel,
Sony und Italtel ("UMTS-Allianz") auf der anderen Seite"
(Quelle: Glossar.de)

Development alliances:

* E-Plus and Group 3G

« Deutsche Telekom and British Telecom
Wireless (Viag Interkom; 02)

Share risks and the immense costs of

developing and implementing UMTS

infrastructures.

Bilateral Alliances for various purposes:
+ Vodafone and T-Mobile cooperation for the development of mobil
payment systems

MELDUNG ¥OM 15.03.2002 10:18 Uhr {(UMTS)

T-Mobile und Yodaf wollen i schaffen

Die beiden Mobilfunkriesen T-Mobile und Vadafone haben sine
Initiative zur Schaffung einer betreiberdbergreifend nutzbaran
rmobilen zahlungsplattform vereinbart.

Themas Geitner, Chief Executive Officer, Global Praducts and Servic:
bei Vodafone, erklarte: "Eine offene, interoperable Plattform for
rmobile Bezahlvorgange wird dem M-Commerce einen erheblichen

10S SS05 - 01: contingencies, drivers, motives for networking - network and I0S examples 22
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1. Contingencies

2. Networks
3. 10S examples
4. Lessons learned

UMTS partnerships and consortia

= contingencies/drivers:
= technological evolution and changes
= deregulation: UMTS auctions to facilitate market competition
* increasing importance of information and knowledge
= motives of the co-operating parties:
= sharing risks and costs of developing new infrastructures
= innovation: develop novel services
= object of networking (what the parties do):
= negotiations on new standards

= joint bidding in the UMTS auctions: financial purposes: risk and
effort balancing

= joint development and resource/knowledge sharing

[+]
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2. Networks
3. 10S examples
4. Lessons learned

UMTS partnerships and consortia

= managerial cooperation challenges:
= innovation management, joint development activities
= intellectual property rights issues in innovation projects
= interest balancing
= cooperation risks:
= technological failure in R&D activities
= financial investment risks
= other (market) risks:
= no customer acceptance of new UMTS services
= competition with other technological systems (e.g. i-mode)
= ysage of IOS:
= UMTS services/systems are 10S !
= ergo: the purpose of the alliances is to develop new I0S
[+]
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Chip development alliances:
e.g. IBM, Sony and Toshiba 2. Networks

3. 10S examples
Lech (e <

Hews 4. Lessons learned

IBM, Sony, Toshiba team on chip processes et
Madia kx

East Fishkill, V.Y, - High-tech gt IEM, Sony Corp.. Sony Computer Entertairznent snd Toshiba Corp. today signed a mudti-yea

agreement to joitly develop advanced $ucter technaloges based on sib a-mulator (SOT) and other TBM cxpertise

Partespants predscted the joms develspment ebiort would Iead to high-periedl IBM, SONY, SCE AND TOSHIBA TO JOINTLY DEVELOP
electromc preducts — from dgmal connamer appbcagons to supercomputers | CHIP-MAKING PROCESS TECHNOLOGY

Tuesday, April 2, 2002

I ‘I A I 'I]\/II ‘S Powerful alliance is formed for semiconductor processes
AR di

THE MDUSTRY SOUSCE FOR [HGRVEERS & TLCHNICAL MANAGERS WORLDWIOE (BUSINESS WIRE)--In a unigue collaboration, 18M, Sany Corporation, Sony
Cormputsr Entartainment Inc. and Toshiba Corporation have signed a multi-year
agreement to jointly develop advanced semiconductor technologies based an
silicon-on-insulator (S01) and other IBM materials advances. This will lead to the
development of high-performance, low-pawer chips necessary for a wide range of
future electronic products, from digital consumer applications to supercomputers.

| sumsnmm,

@ SEMICONDUCTORS

The team will spend several hundred million dallars aver four years to develop new

1BM, Sony and Toshiba to co-develop advanced process tecrfmo\ogles ‘flor' Eu\ldlng chips with featur’ebs as sn;a\l:: as 50 nar;umﬁtersﬁn
chio rathszes 300 mm wafers. Smaller features mean maore can be packed on a single chip, The
T PR parties plan to use this technolagy ta create system-on-chip (SoC) designs,
intearating processor, memory and communications functions, which normally are
POFTWARE | Gy Qavid Lammars found on separate chips within a device.
16N i Lmas e
L0GY Apnl 4, 2002 (9:56 am, EST) m (SR The new processes are expected to be the world’s most sophisticated,
incorporating adwanced chip-making materials pioneered by IBM, such as copper

wiring, silicon-on-insulator {SOI) transistors and “low-k” insulation. The use of new
designs and materials will be guided by the applications requirements of Sony, one
of the world’s largest consumers of semiconductors. Toshiba will contribute its
high-wolume manufacturing capability and SoC technology expertise to meet
targeted performance and quality levels,
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Chip development alliances:

e.g. IBM, Sony and Toshiba e enes

4. Lessons learned

= contingencies/drivers:

= technological evolution and changes, changing customer
behaviour:

= new technical needs
= smaller and mobile devices
= convergence of services and devices
= motives of the co-operating parties:
= share risks and costs of developing new infrastructures
= share knowledge and technologies
= innovation: develop novel services
= object of networking (what the parties do):
= negotiations on new standards
= share development infrastructers (hardware)
= share personnel and experts: joint teams in IBM laboratory

Universitit Miinster 10S SS05 - 01: contingencies, drivers, motives for networking - network and I0S examples 26
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Chip development alliances:

e.g. IBM, Sony and Toshiba 3mp|es

4. Lessons learned

= managerial cooperation challenges:
* innovation management, joint development activities
= intellectual property rights issues in innovation projects
* interest balancing
= cooperation risks:
= technological failure in R&D activities
= other (market) risks:
= other superior competing technologies
= time-to-market
= usage of IOS:
= e.g. joint development databases
= CSCW and groupware for distance collaboration
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Joint Mass Customisation Initiatives:
e.g. the public funded EUROShOE project

EUROShoE is aresearch projectaimed at a
dramatic renowvation of the concept of the shoe as a ation (1) COMELZSFA (1
product and of its production, based on the ©H AR e om
transformation of the first from a mass produced good s
to a mass customised one, this product evolution o TORIELLIRAD, PIETRO & C. S.PA, (n
goes in parallel with a transfarmation of the footwear . AT T e e o
company inta an extended and agile entsrprise () SCHURHERETELLUNG & W (PFT ()
capable of handling the complexity that such a change
in the nature of the product implies and of mastering (BY" _SIEMENSSPA 0
the news challenges deriving from a direct involvernant (P} DELCAM plc. UK
of the cansumer in the design and manufacturing
process of the shoe he is going Lo buy (D) TECHMISCHE UNIVERSITAET MUENCHEN (TUM) (D}
(DK)  CENTRO DI BIOINGEGHERIA - FND DON GHNOCCHI 4}
ONLUS FOLITECMICO MILANG
FAGUS - GRECON GRETEM GrbH & Co.KG (D) CIMRU IRL
FORMIFICIO MILAMESE TEAM S.R.L. 1)) IETITUTO CIM DELLA SVIZZERA ITALIANA - SUFSI (CH)
CONSORZIO GINTES o ERAUNHOFER - INSTITUT FUR ARBEITSWIRTSCHAFT (D)
UND ORGAMISATION [A0T
CENTRO SERYIZ| CALFATURIERD (CE.SE.CA) o INSTITUTO DE BIOMECANICA DE YALENCIA (BY) (E)
CSM3D INTERNATIONAL LIMITED UK)  RPK- UNIVERSITY KARLSRUHE (TH) (D)
GRAISOFT SARL (F) [P - UNIVERSITY OF HANNOVER (D)
MASSEN MACHINE WISION SYETEMS GmbH (D) ADVANCED WMANUFACTURING TECHNOLOGY CEMTRE - (UK)
LOUGHBOROUGH UNIVERSITY
STRING S.RL. o PMAR - UNIVERSITA DEGLI STUDI DI GENOVA (n
o ATOM SPA (1
10S SS05 - 01: contingencies, drivers, motives for networking - network and I0S examples 28
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1. Contingencies

2. Networks
3. 10S examples

4. Lessons learned

v Scanning b ShoeFit

ShaeFil i the first compiele sslution for shoe retail g for Customized Shoes
world-wide: fal. is based o 3 30 Fool Scannes in
combinalin 44t a eollecion of nAWAOUSIAEA high-
quality shoes for men. ete solution for shoe retail
n a 30 Foot Scanner in

on of individualized high-
“The 30 Fest Scanner - Cmpacl, ast, Touchvless

Th TSt of the evstaer are 1620084 by e Fook
Seonner ree dieenskeaty and oot conict i pek
i fe secwats, e the mage i e degicte wilh mare Co
i 10,000 s The dital foa IS e s o =
e B of e and & the nnowatve may 10 a

DESHVT Wi e il GYsicaRy Sl THe Clommer

S 5 e ek ithout contact in just a few

materials are uses for Séecu Kiss praducts i roliceal

Hungerien mectune. Most imgaiant & B excelert

SUMITGEED. e el Balatcet (1t 5 e st f the

experince of generalons of lest prckelion in shoe ollection by

meeulocture and b churecterslc for wel sean, figh gatn
i

are used for Sandor Kiss products in traditional Hung

Universitiit Milnster

et e relstionstip, e scanned the austomer re recorded by the Foot Scanner

v R e T then depicted with more than
| foot is the basis for a new form of
wative way to a new customer
d, the customer needn't visit the

e B pyen i & customer data is now available

T e R LA e ks | dats bass vis the internst or

TS 410 IANREACRT b By SANDEr ISS, Oely i sk lace, any time.,

des & range of welt-sewn men's
indaor Kiss. Only the best materials

. . manufacture, Most important is the excellent workmanship.
Language [—] The well-balanced fit is the result of the experience of

generations of last production in shoe manufacture and is
search [N characteristic far welt-sewn, high-guality shoes.
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Joint Mass Customisation Initiatives:
e.g. the public funded EUROShOE project

2. Networks
3. 10S examples

= contingencies/drivers:

= technological evolution and changes: new tech
opportunities

4. Lessons learned

nological

= changing customer behaviour and needs: trend towards

individualisation
= motives of the co-operating parties:
= enhance service portfolio

= innovation: new technologies (e.g. 3D feet scanner technology)

= object of networking (what the parties do):
= joint development activities
= joint marketing initiatives
= operational coupeling of value chains
= value chain wide data processing (SCM)

Universitit Miinster 10S SS05 - 01: contingencies, drivers, motives for networki

ng - network and 10S examples 30
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Joint Mass Customisation Initiatives: 1. Contingencies
e.g. the public funded EUROShoOE project o I.OS.exampIes
4. Lessons learned

= managerial cooperation challenges:

* negotiations on standards: data, interfaces, processes etc.

= innovation management

= process coordination: to avoid operational inefficiencies

= special case EUROShoE: managing a large scale research project

= cooperation risks:

= technological failure in R&D activities
= competition among participants: opportunism, mistrust

= other (market) risks:

= lack of customer acceptance

= usage of 10S:

= joint development databases
= interfirm data processing

x = end-customer web-services and mass customisation interfaces
el <
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Virtual organisation: the virtual factory at Lake of |1 Contingencies

Constance (Euregio Bodensee) 3,105 exampies

4. Lessons learned

Euregin Bodensee

Fordern 8ie uns heraus . . .

255 Einzelleistungen, 3 Netzwerke
oder die genau auf die Anforderung zugeschnittene virtuelle-Fabrik

mit einem Verantwortlichen

virtuelle-fabrik.com

www.virtuelle-fabrik.org
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Virtual organisation: the virtual factory at Lake of

Constance (Euregio Bodensee) B

4. Lessons learned

Task-driven value chain
(virtual factory)

Customer

Stable platform - partner pool /
[+]
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Virtual organisation: the virtual factory at Lake of

Constance (Euregio Bodensee) e enes

4. Lessons learned

= contingencies/drivers:

= globalisation: new levels of global competition
= technological evolution and changes: new technological needs

= motives of the co-operating parties:
= enhance service portfolio

= achieve virtual size: compete with larger firms:
= economies of scope

= efficiency concerns: core competence concentration allows better
= economies of scale

= object of networking (what the parties
do):
= joint customer-specific order fulfilment
= connect value chains and inter-firm processes
= joint development in project with high degree of novelty

[+]
- share production capacities
105
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Virtual organisation: the virtual factory at Lake of | L Contingencies

Constance (Euregio Bodensee) 3,105 examples

4. Lessons learned

= managerial cooperation challenges:
= inter-firm order processing and coordination
= partner attraction and integration (management the pool of firms)
= conflict management and resolution

cooperation risks:
= dependence on external network
= no clear position in the market (brand management concerns)
= drop out of important partner firms
= problems with the integration of partner competencies

other (market) risks:

= lack of customer acceptance

usage of I0S:
" partner competence databases
" joint (development) databases
= interfirm data processing
= CSWC and groupware

[+]
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Freelance Networks: e.g. ,freelancers.network" 1. Contingencies

13 0
or , The Freelance Network 3. 10S examples

4. Lessons learned

Examples:
www.freelancers.net
Premium Projects prices slashed! For a limited time reach our www.thefreelancenetwork.com

database of freelancers for only £25 (excluding VAT). Premium

freelance
network Welcome to Freelance Netw

Late Resources for Clients - Sup
The Freelance Network supplie:
uffn Event Drndu:era‘tn Project Mana

Freelance Netwaork specializes in p
communication projects. 4 team

clients ta submit projet
0 post and represent

B -

Universitiit Miinster Freelance ©

18



1. Contingencies

2. Networks
3. 10S examples
4. Lessons learned

Freelance Networks: e.g. ,freelancers.network"

= contingencies/drivers:

= globalisation: opportunity to get in contact with individuals globally
(especially in knowledge intensive and web-based business, e.g.
consultancy, software development)

= technological evolution and changes: new and flexible opportunities to
get in contact with and to manage a network of freelancers

= motives of the co-operating parties:

= achieve virtual size: to be able to perform large project: economies of
scope

= flexibility concerns: be independent, but participate in interesting
projects

= object of networking (what the parties
do):
= loose-coupled network of individuals to perform specific projects
= joint customer-specific order fulfilment

= pool competencies to achieve superior project teams
Universitit Miinster = gshare Capacities 10S SS05 - 01: contingencies, drivers, motives for networking - network and I0S examples 37

2. Networks
3. 10S examples
4. Lessons learned

Freelance Networks: e.g. ,freelancers.network"

= managerial cooperation challenges:
= find the right competencies (partner identification) for a project

= coordination and project management: esp. in solely computer mediated
environments

= trust management: can | trust another unknown expert to fulfil a specific task?
= conflict management and resolution
= quality management
= cooperation risks:
= dependence on quality of unknown individuals: opportunism
= cultural and communication differencies: misunderstandings
= drop out of important partners
= other (market) risks:
= lack of customer acceptance: project structure may be confusing for customer
= usage of 10S:
= freelance web-portal: some sort of electronic marketplace
= e-mail, groupware and other CSCW tools
* joint databases
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Value-/Supply-Chain-Networks: Sainsbury

; 2. Networks
supermarket ECR supplier network 3. 105 examples

4. Lessons learned

J Sainsbury plc oy |
Sainsbury’s

information direct s

welcome to the J Sainsbury plc w

Sainsbury's Information Direct {SID) was launched in the summer of 1993, As
part of its commitment to Efficient Consumer Response (ECR), the industry
initiative for collective improvement to the supply chain, SID components are
free to suppliers. The component sites enable suppliers to share promotions,
view daily commodity data (including sales, customer availability, depot stock,
supplier service, depot issues, range of forecasts) of process orders, For
suppliers wishing to receive more details on the toals available within SID,
contact Sainsbury's Supermarkets on 020 7695 7645 or click here to send an
ermail.

What does the industry think about SID?
ID has received seversl awards, details of which can be seen here,

what do suppliers think about SID?

“The availability of the Perfarmance Data Site (PDS) information on SIO is
allowing us to fundamentally review how we plan our business with
Sainsbury's. It has allowed us to create a vision of the future where
collaboration and information sharing are a core element of a much leaner
supply chain, We have already had real examples of where product
availability has benefited from our joint use of the collaborative planning tool.”
Ian McGrady, Pedigree Masterfoods

“Having the information from PDS at vour fingertips allows us to deal with
Sainsbury's with confidence.”
1an Bradley, Tetley GB

*The real-time visibility and collaborative process that SID PDS enables has
delivered genuine benefit, It has helped us ta better manage pramotional
apportunity and risk, minimised inventory across the total supply chain and
improved promotional execution, Most importantly, it helps us achieve our
ultimate goal of better servicing the custorner.’

o Andy Richardson, Kraft Jacobs Suchard

“With having easy access to the data means that there is no longer need to
L . chase up Logistics for every query.”
http:/Aww.jsainsbury.com/csr/sid.htm | charles Rawlins, Harrisans Pouttry
I0S S

Universitiit Milnster
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Value-/Supply-Chain-Networks: Sainsbury

; 2. Networks
supermarket ECR supplier network 3. 105 examples

4. Lessons learned

= contingencies/drivers:

= Increasing importance of information: it is increasingly important for all
participants in the value chain to share information to better meet
customer needs (idea of efficient consumer response)

= motives of the co-operating parties:

= efficiency concerns: improve disposition processes, stock availability as
well as customer service

= object of networking (what the parties do):
= Sainsbury shares information with suppliers over an Extranet
= joint planning of promotion activities
= collaborative planning and forecasting of demands
= development of further ECR opportunities

,The real-time visibility and collaborative process that SID PDS enables has delivered genuine
benefit. It has helped us to better manage promotional opportunity and risk, minimised
inventory across the total supply chain and improved promotional execution. Most
importantly, it helps us achieve our ultimate goal of better servicing the customer.”

Andy Richardson, Kraft Jacobs Suchard

Universitit Miinster 10S SS05 - 01: contingencies, drivers, motives for networking - network and I0S examples 40

20



Value-/Supply-Chain-Networks: Sainsbury
supermarket ECR supplier network

1. Contingencies

2. Networks
3. 10S examples

= managerial cooperation challenges:
= attraction and convincing of suppliers (ECR adoption)
= technical solution

= cooperation risks:
= drop out of important partners

= transparency of internal data to suppliers: vulnerability in case of
diffusion of information to competitors

= other (market) risks:
= low risks in case of failure, mainly operational project

= yusage of I0S:
= Extranet, EDI

Universitiit Milnster

4. Lessons learned
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Just-in-Time Supply-Chain-Network:

DaimlerChrysler Supplier Network Collaboration

2. Networks
3. 10S examples

DAIMLERCHRYSLER

Home

Daily Mews

Top Stories

Special Reports
Company at a Glance
Brands & Products
Chrysler Group
Investor Relations

Heritage

Careers
Media Services
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DaimlerChrysler Top News

Tracinda v. Daimler Chrysler et al.: Federal District Courtin
Wilmington, Delaware Decides in Favor of DaimlerChrysler on all
Claims

DairlerChrysler AG said that the U8, District Court far the District of
Delaware has decisively ruled in favar of DaimlerChrysler in the
securities litigation Tracinga v. DaimlerChiysler etal. » mare

Mercedes Car Group Boosts Worldwide Sales by Two Percent in
March 2005 to 117,500 Vehicles

Successful world premieres of the new b-Class and the new Sports
Tourer B-Class and R-Class — Mercedes-Benz to become the first
autornaker to include a particulate filter as standard equipment in all
production series - smart sales increase by 40 percent through
March 2005, » more

Board of Management Approves Personnel Changes

Rainer E. Schrmueckle (45), previously Head of the Trucks NAFTA
Business Unitwithin the Commercial Vehicles Division and
Fresident! CEO af Freightliner LLC, has been named Chief Operating
Officer ofthe Mercedes Car Group, effective April 15, 2008, Chris

4. Lessons learned

Enter search term &

Highliohis

¥ 2pril DB Annual Mesting
2005

» DaimlerChrysler ot the 75.
Geneva International Auto
Shows 2005
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Just-in-Time Supply-Chain-Network:
DaimlerChrysler Supplier Network Collaboration

2. Networks

3. 10S examples

1. Contingencies

4. Lessons learned

e-Supply Chain Management cuts costs in
logistics

o)

DaimlerChrysler has embarked on a program called
Supplier Network Collaboration, in order to improve
communication and planning for both the suppliers and
the Company. The program involves sharing weekly and
monthly forecast information of parts requirements to all
critical tiers of the supply chain, relative to a specific

L,DaimlerChrysler uses a combination of Web, EDI
and manual processes to communicate with
suppliers®, Louise Linder, director of materials and
supply operations for DaimlerChrysler said.

Each day, Daimler tells suppliers what it expects and
when parts should be delivered. The carmaker within
the last year intensified its efforts to save money by
employing a lean manufacturing and just-in-time
inventory strategy, keeping parts to a minimum as

commodity or module. In addition to sharing real-time it builds cars to meet demand.

requirements, the program creates exception-based alerts "We have to be able to react week-by-week, so we
to detect supply issues and avoid them completely, thereby have put the systems in place to make sure that
supporting the just-in-time manufacturing principles and suppliers can respond to us very quickly," Linder
avoiding the need for inventory stockpiling. Also suppliers said.

will be able to optimize their production capacities. (...)*
Source: InternetWeek, Sep. 28 - 2001

source: DCXnet - DaimlerChrysler eBusiness http:/Aww.internetweek.com/newslead01/lead09280
http:/Aww.dcx.net/business/supply_achievement_e.htm 1.htm
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Just-in-Time Supply-Chain-Network:

; ; ; 2. Networks
DaimlerChrysler Supplier Network Collaboration 55565 anoies

4. Lessons learned

= contingencies/drivers:
= changing customer behaviour: customers become increasingly unwilling to wait
several months for a car

® Increasing importance of information: it is increasingly important for all
participants in the supply chain to share information to better meet customer
needs

= motives of the co-operating parties:

= efficiency concerns:
= decrease stock inventories and therefore costs
= improve supply-chain processes (speed-up)

= object of networking (what the parties do):

® information sharing

= integration, adaptation and aligning of manufacting processes
= just-in-time ordering and delivery

® joint planning, but also developing
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Just-in-Time Supply-Chain-Network:
DaimlerChrysler Supplier Network Collaboration

1. Contingencies

2. Networks
3. 10S examples

= managerial cooperation challenges:

= |ogistical challenges: alignment, scheduling of processes
= convince partners

4. Lessons learned

" integrate systems, establish functioning and performing infrastructure

= cooperation risks:
= technical fallout of systems (e.g. Sep. 11)
= can lead to shut down of assemply line!
= lack of willingness to share information and to adapt to the processes of the OEM
= |eads to fewer, higher integrated suppliers, which then can gain more power (also
problematic then: drop out of important partners)
= other (market) risks:
= low risks in case of failure, mainly operational project
[ |

usage of 10S:

= web-based Extranet, EDI

Universitiit Milnster
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Just-in-Time Supply-Chain-Network:
DaimlerChrysler Supplier Network Collaboration

2. Networks
3. 10S examples

September 258, 2001

Web Supply Chains Revised

By RICHARD KARPINSKI

Manufacturers that have used the YWeb to See Also
Mare on post-9/11

regulate incoming parts and keep
imventories to a minimum were thrust into supply chain disruptions
chaos on Sept. 11 when parts didn't come
and assembly lines screeched to a halt

Lean inventories quickly became a handicap following the terrorist
attacks in Mew York and Washington, which grounded air traffic
and snarled cross-border commerce. Shutting down an assembly
line because of stalled parts deliveries can cost big manufacturers
$10,000 per minute. It's a risk companies never had to factor into
their supply chain planning--until now.

Balancing that risk against the rewards of keeping inventory costs
doim will be job one for manufacturers as the international crisis
persists

The immediate impact was severe for some companies
Automakers--some of the leanest manufacturers this side of high
tech--were hit particularly hard. DaimlerChrysler had to shut down
one assembly line for a few hours. Harder hit were Ford and
General Motors, impacted for several days across multiple lines.

Universitiit Milnster

4. Lessons learned
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1. Contingencies

2. Networks
3. 10S examples
4. Lessons learned

Network examples summary

= Global alliances

= e.g. StarAlliance

» connect and integrate processes; joint marketing; market access
[ ]

Development partnerships

= e.g. UMTS, chip development
» joint innovations

= New service networks

" e.g. mass-customisation, web-based value webs
» bundle services, new services, virtualize business, internet frontend

Virtual organisations/Virtual Networks

= e.g. Virtual Factory, Freelance Networks
»~ pool resources/competencies; fulfil customer-specific projects

Value-/Supply Chain Collaborations

" e.g. retail: Sainsbury ECR; automotive: DaimlerChrysler Supplier Network
= connect/integrate processes; improve performance (efficiency)
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Network examples summary:
HH ; 2. Networks
Profiling the collaboration Idea 3. 105 exampies
Enhance: Quality, Services, 4. Lessons leamed

Add Value, Scope, Knowledge

Lufthansa,
StarAlliance

SupplyChain
collaboration

Improve:
Efficiency,
reduce costs,
enhance scale.

Share/Manage Risks
Market, financial,
legal, operational,
investment risks

UMTS: R&D:
Partnerships

Redefine/innovate:

[o] New products new services Acc. to: Merchand, Donald A., Hard IM choices for senior
y . o managers, Financial Times Supplement Mastering
new processes, new business ideas Information Management, April 5, 1999, S. 4
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