
 

 

Business Process Management Applied  – 

Creating the Value Managed Enterprise 
 

SUPPLY CHAIN SOLUTIONS FROM CSC 

The Route to Higher Earnings via Collaboration and Customer Service 

As efforts to improve business performance through attention to supply chain 

processes have matured, it has become clear that the potential exists to add five to eight 

points of new profit.  It is equally clear that an individual company can secure the first two to 

three points through greater attention to leveraging sourcing across a smaller supply base and 

improving logistics costs through a better focus on transportation and warehousing.  Many 

firms are enjoying those benefits after a three to five year span of attention to supply chain 

management.  What has appeared as the more difficult part of the effort is the ability to 

collaborate to find the higher levels of saving and to use the benefits of the improvements to 

generate new and profitable revenue.  It is simply difficult for the average business to find 

grounds for cooperation and to apply enabling technology consistently across an enterprise, 

even within the internal four walls of the company. 

 

 Suppliers, manufacturers, distributors, retailers, and a host of third-party operators 

constantly struggle with how to find the next level of cost performance, often overlooking 

the better practices and hidden values that could be found through a sensible sharing of what 

has been accomplished by some other member of the extended supply chain.  Indeed, the 

need to insist that external advice is something to be avoided rather than harmonized with 

existing best practices has proven to be the major inhibitor to advanced supply chain 

management.  Now a new business model is emerging, in which the necessity to collaborate 

on a careful basis with willing and trusted business allies is paving the roadway to the higher 

level of savings and generation of new revenues.  This model is steeped in simple business 

principles that call for sharing of vital knowledge across an extended enterprise and creating 

a value managed enterprise, in which all participants add value and the resulting 

improvements are shared across the business network.  The major beneficiary, moreover, is 

the intended end customer or consumer to the network effort.  



 
 

 

 For several decades, businesses around the world have been chasing a singular view 

toward cost improvement in a relentless effort to squeeze the last dollar from operating costs.  

Most firms have attained some measure of improvement and can point to the enhancement to 

earnings.  Others continue to struggle with such an effort, find they are receiving diminishing 

returns on the investment, or have given back much of the savings.  Our personal experiences 

with a large number of major corporations has proven many times over that the lack of 

sharing of best practices and business knowledge within internal supply chains keeps these 

firms from achieving anything close to optimized operating conditions.  They remain stalled 

in the middle of their supply chain effort. 

 

The contemporary business approach is to scale the cultural inhibitors and work 

collaboratively to find optimized solutions to business processing across a full supply chain 

network.  That effort begins internally and requires a merging of supply chain techniques 

with lean principles, a strong and effective quality ethic, a focus on end-to-end processing 

through business process management (BPM) techniques, and careful outsourcing of non-

identity processes to the most capable business partner.  The result leads to the development 

of total enterprise optimization.  When those conditions and the enabling techniques are 

extended to critical suppliers and distributors, and shared with key customers, value is 

created across the end-to-end process.  As the benefits of increased agility, better 

responsiveness, shorter cycle times, and greater visibility into supply and demand are 

brought to bear with improved customer intelligence, the enhancement moves to the top line 

as well as the bottom line, and new revenues are generated, often with the most profitable 

customers. 

 

 Companies like Colgate-Palmolive, Dell Computer, Procter & Gamble, SYSCO, 

Toyota, Hoffman-LaRoche, Nike, Wal-Mart and others have used elements of this 

contemporary business model to realize benefits in the following areas: 

� Forecasting Improvements of 10 to 50 % 

� Inventory Cost Reductions of 20 to 50 % 

� Warehousing Cost Reductions of 5 to 25 % 

� Transportation Cost reductions of 5 to 15 % 

� Customer Service Improvement of 5 to 20 % 



 
 

� Revenue Enhancement of 2 to 10 percent. 

� General, Sales and Administrative Cost Improvement of 3 to 5 % 

 

The roadmap has been established.  Bringing the benefits to your business is on the 

horizon.  We would be pleased to explain the details behind how to create the value managed 

enterprise and how to establish an integrated network business strategy to your attention, if 

you would favor us with sixty minutes of your time.  We ask for that purpose that you 

assemble a small cross-section of your business units and functions, so we might explain 

how internal collaboration followed by careful partnering with selected business allies can 

lead to an additional three to eight points of new profit, depending on your current supply 

chain progress.     


