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1 Introduction 

The necessity of a long term relationship, close cooperation and data sharing 
between a focal company and their supply chain partners has long been discussed and 
researched [1] [2]. Long term customer - supplier relationship aligned with close 
cooperation should lead to improvement in delivery reliability, higher planning 
compliance rate and lower total logistic costs. From the recent SCM definition “SCM 
encompasses the planning and controlling of all processers involved in procurement, 
conversion, transportation and distribution across a supply chain. SCM includes 
coordination and collaboration between partners, which can be suppliers, 
intermediaries, third party service providers and customers. In essence, SCM 
integrates supply and demand management within a between companies in order to 
serve the needs of the end-customers.”[3]. Fundamental aspect of SCM is an 
establishment of long term relationship ideally the partnership between a customer and 
a supplier. Only then, could supply chain members gain synergic effect and compete 
by the whole supply chain [4] rather than competing solitary against competitors as 
well as against the supply chain members. Such close relationship could be supported 
by relationship concept e.g. Collaborative Forecasting and Replenishment (CPFR) or 
ECR [5]. It is based on involvement of a supplier into a customer process of planning, 
forecasting and replenishment so that material and information flows are optimized 
[6].  Thus, it is obvious that measuring of data about supply chain processes across a 
supply chain and data sharing are both essential for meeting supply chain goals.  

Supply chain requires several unique specifics in the area of performance 
measurements in comparison to standard corporate measurements. Supply chain 
performance metrics should encompass not only focal company but also its partners 
within the supply chain as closer integration enables better performances of a supply 
chain  [7], [8].  

There are numerous of metrics currently measured that could be divided into four 
main groups: costs, time, quality and flexibility [9]. However, each group and their 
granularity have different significance in a particular industrial sector as each could 
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more reflect specific nature of a company sector and a supply chain. Hereinafter, the 
most common metrics out of each sector are provided. 

• Costs: distribution cost, IT cost, inventory cost, total cost, production cost, 
cost of disposal, return on investment, warehousing cost, product lounge 
cost, intangible cost (e.g. good will, ethics). 

• Time: order processing lead time, production lead time, planning 
efficiency, product life cycle, delivery time, average delay. 

• Quality: value of product perceived by customer, customer supplier 
relationship, delivery incompleteness, production accuracy, invoice 
errors.. 

• Flexibility: product and service portfolio, capacity utilization, production 
volume flexibility, company flexibility, work flexibility, modifications 
and expansion [9]. 

However, logistic managers have tendency to use only those metrics that are 
focused on the area that is highly urgent at that time and then shift to a different one or 
ones [10]. However, metrics and the whole system of logistic performance 
measurements have to be aligned with business strategy formulated based on long and 
midterm corporate goals [10], thus, when a company strategy is closer cooperation 
with their supply chain partners it should also be reflected in logistic performance 
measurements. 

Therefore authors of this paper have placed the question if companies in the 
Czech Republic perceive the value of data sharing with their supply chain partners for 
their logistic system competitiveness. 

2 Methodology 

Presented outcome of this paper is based on findings of preliminary research 
conducted by the authors to pre-confirm their conceptual model and its hypotheses 
about the value of data sharing in customer supplier relationship. Preliminary research 
was based on questionnaire survey that was focused on two main areas: supplier 
relationship development and supply chain management performance measurements 
regarding data sharing in customer supplier relationship.  The research team contacted 
800 companies out of the following sector as all of them belong to critical sectors for 
the Czech Economy: automotive, retail, food and beverage, electronics, logistic 
services, fashion, pharmaceutics, other production (e.g. industrial pump 
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manufacturing, manufacturing for energy and utilities, coil spring manufacturing etc.) 
and other (composed of toys, paper-making industry and distribution and office 
supplies) of which annual turnover exceeded 7.5 mil. EUR. Dominating sectors were 
automotive, retail and electronic industry. For more detail structure of sectors see Fig. 
1.   

3 Results and managerial implication 

The structure of respondents corresponds with the initial aim of the authors, thus, 
the presented outcome of the preliminary survey are relevant to middle and large 
companies. Authors wanted to focus on this group as these companies are present in 
complex supply chains comprising of high number of suppliers and subcontractors.  

Majority of respondents, 85% confirmed that actively develop their relationship with 
suppliers. However, only 10% make a contract on long term bases and more than 35% 
make contract with their suppliers for one year. The length of a contract does not 
directly disqualify the partnership or close relationship between customer and 
suppliers as they can cooperate several decades on continuous prolonging of a year 
contracts. The negative aspect lies in uncertainty of a supplier about the contract 
continuation over the next period, hence, it limits its initiatives to highly invest into the 
relationship e.g. into ICT infrastructure needed for data collection, sharing and 
reporting.  

The questionnaire survey showed that the main aim for long term customer supplier 
relationship is a pressure for continuous quality improvement. All relevant reasons 
why respondents focus on development of customer supplier relationship are shown in 
Fig. 2.  
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Fig. 2 Goals of long term relationships 

 

Source: [own research] 

However, the hidden factor causing this orientation is in line with a vision to reduce 
costs achieved by reduction of reworks, duplicity in handling or in some cases even 
costs of disposals, excessive stocks etc. Therefore, supply chain costs are reduced. 
That has been confirmed by results of the questionnaire survey as the significant 
correlation between quality and costs has been identified and results are presented in 
Fig.3  
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Fig.3 Correlation between costs and quality 

 

Source: [own research] 

 

Approximately 14% of the respondents answered that none of the cost or quality issue 
is relevant to their company concerning customer supplier relationship. Quality 
improvement is the main reason for 10% of the surveyed companies regardless cost 
reduction and 7% only focus on cost reduction. Both goals are followed by 69% which 
outlines that they are inevitably related, relevant and considered as complements by 
companies in pursuing development of customer supplier relationship.  

The third significant reason for customer supplier relationship development is 
stabilization of material flow of a strategic material. This supports the idea that quality, 
cost and stability of the relevant processes are focal areas as variability of e.g. 
replenishment process could induce additional costs and endanger performances of 
subsequent processes such as customer order fulfilment.  

Minority of respondents 14.7% expressed that they don´t initiate establishment and 
development of customer supplier relationship and all of them don´t constantly 
measure performances of their logistics processes. Customer supplier relationship 
development is one of the stimuli why they monitor and assess performances in their 
logistic processes. Over 76% of respondents having partnering with their suppliers do 
systematically appraise their logistic process performances and 86% out of them use 
reporting system for that. 
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Nonetheless, just 20% of companies share data with their suppliers and additional 17 
% are considering initiating such step. Majority of surveyed companies 54% have no 
concern  and even will not in close future about data sharing with their suppliers as 
they don´t see any value and possible benefits for them. Majority of companies 52% 
that don´t share data with their suppliers have proclaim that they have close 
relationship with their suppliers and their main incentive is either delivery cost 
reduction or delivery quality improvements. Concerning the Tab. 2 in which 
relationship between data sharing and goals for cooperation with suppliers are 
expresses and above mentioned it is obvious that companies still don´t share data with 
supply chain partners as only quarter of companies confirmed that and half of them 
refused that.  

 

Tab. 3 Relationship between data sharing and goals for cooperation 

 

 

Source: [own research] 

 

Preliminary survey has showed that 14% of companies that developed close 
relationship with their suppliers intensively use data gained from their suppliers. 
Hence, almost 86% of companies cannot use advantage of their close customer 
supplier relationship within measuring and appraising of their supply chain 
performances as they use only their internal data. Thus, supply chain performance 
neglect performances of focal company suppliers.  
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Only 42% of companies realize benefits from data sharing with their suppliers 
and their possible usage within supply chain performance measurements. Additionally, 
one third of companies really takes advantage of that and intensively uses the data. 
Almost two third (60%) stated that they are convinced that there are no possible 
relevance of suppliers data in apprising supply chain performances thus they don´t see 
any sense in monitoring and reporting them. Less than one fifth (18%) are convinced 
that customer supplier data sharing leads to  more accurate and better visibility in 
supply chain performances.  However 50% of those that utilise data from their 
suppliers have confirmed that it has direct positive impact on performance 
measurements and evaluation. 

Concerning aforementioned, it is clear that majority of companies focus primarily on 
measuring of their internal process performances and supplier’s data is neglected. 
Nonetheless, the inclination to suppliers’ involvement and ideally commitment on 
supply chain process appraisal correlates with the closeness and length of customer 
supplier relationship.  

The fact that importance and beneficiary of supplier’s data are overlooked outlines 
insufficient communication which is being considered as pivotal aspect of effective 
and competitive supply chains. 

4 Conclusion 

Although, 85% of respondents cited that they have established partnering with 
their suppliers the deeper analyses have shown that it doesn´t fully meet the 
requirements on partnering but it more represents that companies have long but 
shallow relationship with their suppliers. As it lacks integration of both parties 
especially in the area of information flow. Thus, the preliminary survey hasn´t confirm 
that the full integration of customer suppliers would prevail. Essential reason for 
building long term supplier customer relationship is in replenishment cost reduction 
and improvements of delivery quality. Both aspects are considered to be inseparable 
and are monitored together. 

Findings of the preliminary survey indicate confirmation of hypothesis H1: Companies 
in the Czech Republic establish long term relationship with their suppliers and 
systematically appraise supply chain performance, nonetheless, hypothesis H2: 
Companies establishing long term relationship with their suppliers do share data with 
them as well hasn´t been confirmed by the preliminary survey as only one fifth of the 
companies confirmed that they have built up partnering with their suppliers. Similarly 
to H2 even H3: Companies establishing partnership with their suppliers perceive 
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added value in sharing of data with their suppliers hasn´t been confirmed as only 40% 
consider benefits of suppliers data and only 20% can identify its positive impact on 
measuring of performances within supply chain. Hence, findings of the preliminary 
questionnaire research outline that companies insufficiently recognize possible 
benefits of cooperation in customer supplier partnering and mainly underestimate 
importance and of suppliers’ data for measuring of supply chain performances. 
Moreover, it indicates overlooking of importance of supply chain performance 
measurements and appraisal on supply chain competitiveness. 

 

This article and associated research was carried out as a part of the project financed by 
Internal Grant Agency of University of Economics, Prague, IG305025 
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Resume 

The article is focused on the value of data sharing in customer supplier relationship that 
is assigned to that by companies in the Czech Republic. The main aim is to analyse if the 
companies prone to cooperate with their suppliers on long term partnership and what value is 
associated with data sharing and their usage within monitoring and measuring of supply chain 
process performances. The presented outcomes in the article are based on preliminary 
questionnaire survey conducted among companies. Authors have identified a concern of 
companies to establish long term relationship with suppliers but still are not prepared to share 
data and use them in appraisal of supply chain performances. 
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