
CALLING ALL RELATIONSHIPS
 Episode 2.

Define the Relationship Layer 

A framework for structured and planned execution.
Like our own relationships our business relationships
need structure else they become dysfunctional. What
do these functional relationships look like?  



In 1983 McKinsey consultant Peter Kraljic
suggested corporate buyers needed

to grow more proactive in supply
management

HBR 1983 original article here

https://hbr.org/1983/09/purchasing-must-become-supply-management


Supplier Relationship Management
(SRM) the systematic approach to:

Managing and evaluating a vendor’s
performance

Determining the supplier’s contribution
to the organisation’s overall success

Developing strategies to ensure
progression



Supply chains were invariably seen as
overheads

Contracts were let and managed by
traditional purist procurement  

Early attempts to implement SRM failed
deferred in favour of quicker more
addressable wins

Relationship Management was a loose
term back then: 



What followed was years in the wilderness

The tech (there was no tech!) 
was Excel

SRM was unscalable clunky spreadsheets &
PowerPoint



40 years of slowly evolving SRM. Only in the
last 4 have we really been paying attention

During Covid analysts from McKinsey to Gartner
et al were delivering the same message that:

procurement and supply chain pros should
invest heavily in relationship driven resilience



Having spoken with many CPOs in recent years
they've all said the same thing

 Seen a number of SRM systems
but none of them actually do Relationships

They're all KPI Dashboards



So what exactly is the
Relationship Layer?



At first glance the relationship layer in the supply
chain refers to relationships between the

different entities of the ecosystem, such as
customers suppliers manufacturers distributors

retailers resellers etc



Look closer, and the relationship layer is defined as a type of
relationship engagement that typically involves non-logistics

activities and non-systemic functions 

It comes from a broader definition
of supply chain management, and supports a collaborative

approach to a wider range of business processes
and multi-party disciplines



We humans don’t live and function inside
a legally drafted contract

We operate in the real world where things
don’t necessarily run to order or by clause 

The Challenge



 70% of organisations fail in their digital
transformation strategies

 
Over 90% of organisations fail to execute on their

strategic objectives generally 
 

Source, Intellibridge, The Balanced Scorecard



Why? Well first let’s say what it’s not!

It’s not down to the herculean challenge of integrating an
ever-increasing source of systemic data

Complex yes Insurmountable no

Or the albeit mammoth task faced by co-operating logistical
functions. Supply chain is anything but linear

No, the root of these failures to execute strategy sits higher in
the non-systemic holy grail of the unstructured data layer
in the relationship space. The area where the people are

We at Suppeco call this the digital relationship layer 



 Where are most challenging issues in digital
transformation rooted? 

Reaching alignment, agreeing roles and
responsibilities agreeing which battles, culture

mapping priorities and drivers, unifying
autonomy, timing, deadlines, budget, agreeing
what to measure, translation, ability to course-

correct, siloed thinking, change aversion



Distributing the data to the people that need it

Aligning to plan on all targeted objectives for execution and

management

Sharing and collaborating on priorities widely and in real time

Reviewing activities with agility and measuring outcomes

Assessing engagement cadence and progress

Understanding the narrative as well as seeing red amber

green flags

Developing a continuous learning culture of getting the best

out of the relationship

Meaningful relationship layer execution looks like this



Operationally, what are the
elements a relationship

consists of?



Suppeco's relationship layer, aptly named Four Pillars
follows the logical principle that every supplier

engagement regardless of what’s bought or sold, can be
split across four main categories or “pillars” of

engagement captured each by the following lenses:



Typically focuses on qualities such as
commitment communication, trust flexibility

strategic alignment, objective setting
governance, and other relationship-based

values

The Relationship Lens



Typically focuses on commercial and financial
matters such as actual versus budget reduction

in TCO all aspects of invoicing efficiency, PO
management spend management and

procurement

The Commercial Lens



Emphasises quality and focuses on
environmental standards, audit, process

quality, security, products and product lines
delivery skills, staff & resources

The Projects Lens



Emphasises performance and focuses on
different aspects of project and service
delivery, efficiency across lifecycle, SLA
compliance, performance management

and support
 

The Service Lens



Construction Sample



Operational Covid Impact Sample 



Think digital transformation includes SRM? 

You’d be right! It absolutely does
With upward of 80% of a company’s revenue

generated outside its immediate borders
by its suppliers, how could it not!



Non-stop
business operations

can look like this



One territory
wakes up



Another
goes to sleep



Globally
distributed teams



 Remote functions



Multiple services lines



Operations



Timezones



Languages



    And that's just
the customer...



Now add the supplier
ecosystem and all

its interactions



Explore plan align execute, manage tactical and strategic objectives

Oversee all operational activities

Gain complete visibility of all ongoing as well as any remedial actions

or service improvement activity taken by all parties

Track and audit against regulatory compliance standards

Measure achieved levels of service with performance metrics, levers

and KPIs

Implement and execute contingency plans, mitigation tactics, and

course corrections

Benefit from automated workflows to ease resource constraints and

stay ahead of events as they occur

Today, equipped with a relationship-first, insights-driven
digital platform, Suppeco partners can:



Configurable infrastructures for every
relationship, in areas that previously lacked
measurability now structured to support an

unlimited array of opportunity
for innovation and growth

Four Pillars



Actionable visibility from tier zero deep into
supply chain. The ability to see and do.

To support live assessments continuous
improvements and corrective measures

Actionables



Leverage the power of data deep into the
operational footprint. Data is a valuable

commodity, but it ages fast. We deliver live
interactive measurable insights

Insights



We’ve created an unrivalled frictionless
environment for collaboration at scale across

global territories, distributed multi-party teams
departments and companies

Omni



The golden age of Supplier Relationship
Management

 In what is fast becoming the golden age of
modern SRM technology, those at the forefront

are leveraging the potential in what their
relationships have to offer to solve some of today’s

key challenges facing the customer-supplier
ecosystem



Disclaimer :
Suppeco provides a wide array of presentations and insights.
These presentations and insights are for information purposes
only and do not constitute an offer to buy or sell any of the
products or services mentioned therein. Neither do they
purport to be a complete description of the developments
referred to in the material. While utmost care has been taken in
preparing the material, we claim no responsibility for its
accuracy. We shall not be liable for any direct or indirect losses
arising from the use thereof and viewers are requested to use
information contained herein at their own risk. These
presentations and insights should not be reproduced, re-
circulated, published in any media, website or otherwise, in any
form or manner, in part or as a whole, without the express
consent in writing of Suppeco. Any unauthorized use, disclosure
or public dissemination of information contained herein is
prohibited. Unless specifically noted, Suppeco is not
responsible for the content of these presentations and/or the
opinions of the presenters. Individual situations and local
practices and standards may vary, so viewers and others
utilizing information contained within a presentation are free to
adopt differing standards and approaches as they see fit. You
may not repackage or sell the presentation. Products and
names mentioned in materials or presentations are the
property of their respective owners and the mention of them
does not constitute an endorsement by Suppeco. Information
contained in a presentation hosted or promoted by Suppeco is
provided “as is” without warranty of any kind, either expressed
or implied, including any warranty of merchantability or fitness
for a particular purpose. Suppeco assumes no liability or
responsibility for the contents of a presentation or the opinions
expressed by the presenters. All expressions of opinion are
subject to change without notice.

Thank you
Reach out
and explore

Get in touch

www.suppeco.com

https://suppeco.com/
https://suppeco.com/demo
http://www.suppeco.com/


Making value measurable


