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Trendy v automobilové logistice
a Uloha poskytovatele logistickych sluzeb

Automobilovy priimysl se stal v globalnim méritku klicovym odvétvim a jeho vyznam pro
ekonomiky jednotlivych statii je zasadni. V poslednich letech je ale patrny trend, kdy do-
chazi k presunu dil¢ich nebo kompletnich procesii do novych teritorii. Napriklad v evrop-
ském regionu postupné rostl podil vyrobcti, montaznich zavodii, dodavatelii a poskytovatel
logistickych sluzeb z vychodni Evropy. Jednim z diivodii tohoto trendu je neustala snaha
vétsiny firem v automobilovém priimyslu minimalizovat své naklady a zaroven zvySovat kva-
litu v oblasti interni a externi logistiky. Tento trend podporovala predevsim existence levnéjsi
kvalifikované pracovni sily ve vychodoevropském regionu, ekonomicka otevienost i viadni
pobidky, napf. ve formé danovych ¢i jinych dlev.

Vzhledem k tomu, Ze globalnim hra¢lim na trhu
uz ale nestaci pouze kratkodobé, v horizontu cca.
péti let, Setfit a kaZdorocné navySovat trzhy,
v ramci dlouhodobého strategického planovani jdou
jesté dal a s ohledem na nové vznikajici koupé-
schopnou zakaznickou zakladnu se orientuji na trhy
Ruska, Indie a Ciny. Asie se tak stava nejvyznam-
néjSim globalnim producentem i spotrebitelem
a prizkumy ukazuji, Ze asijsky trh logistiky proto
v pristich péti letech zfejmé predbéhne svym obje-
mem i Severni Ameriku.

Skutecnost, ktera nep¥imo potvrzuje tento trend,
je opatieni na podporu prodeje automobilli (tzv.
Srotovné), které zavedla po Spojenych statech
a nékterych evropskych zemich rovnéz Cina, kde
celkovy prodej vozidel vcetné nakladnich vozil
a autobusl v Cervenci 2009 meziro¢né vzrostl
0 64 procent na 1,1 milionu voz(i a Cina tak preko-
nala v prodejnosti Spojené staty.

Zajimavym aktualnim dkazem - predevSim
u menSich a strednich dodavatelskych firem - je na-
vrat zpatky domii, na Zapad. Jedna se o malé pro-
cento spolecnosti, které nejsou dostatecné kapitalové
silné nebo nemaji ambice, aby expandovaly dale na
Vychod, pFipadné se pod vlivem krize orientuji na ozi-
veni primyslu v domovské zemi. Dlivodem je tispora
vyrobnich nakladi a redukee logistickych vydaj sni-
Zenim geografické vzdalenosti ke kone¢nym odbéra-
tellim. Zakazniky téchto dodavateld jsou vétsinou
firmy sidlici v zapadoevropském regionu.

Umocnéné svétovou financni krizi, ktera nega-
tivné zasahla poptavku po automobilech, vedla ke
zpomaleni  ekonomiky, obtizngjsi
k Gvérlim a poklesu spotrebitelské diivéry i vydaju,
se na logistickém trhu projevuji jeSté dalSi trendy:

1. mit zasoby podstatné blize k odbératellim Ci
spotrebiteliim a zvysit tak jejich dostupnost,

2. rostouci objemy zboZi se Castéji prepravuji po
mo¥i na Ukor letecké dopravy,

3. z&kaznici pozaduiji, aby jedina firma zajistovala
a kombinovala vice druhtl dopravy a s nimi sou-
visejici logistické cinnosti,

4 klade se stale vétsi diiraz na vyuziti informac-
nich technologit.
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Pomérné volny model 2PL se stava ekonomicky
nevyhodnym a model 3PL resp. 4PL je nutnou pod-
minkou Uspéchu. Poskytovatel logistickych sluzeb
musi byt schopen okamzité vymény dat se zakaz-
nikem, ktery chce informace o stavu své zakazky,
o0 aktualni vysi svych zasob, nebo chce detailni pre-
hled o provedenych prepravnich ¢i skladovych ope-
racich. Zakaznik preferuje takového poskytovatele,
ktery za pomoci svych Fidicich pocitacovych sys-
téml mliZze garantovat svoje procesy s vyloucenim
lidské chyby. Atraktivnim se stava ten, kdo dokaze
integrovat systémy zakaznika do svych, zajistit
elektronickou vyménu kompatibilnich dat nebo ales-
pon zpristupnit své systémy zakaznikovi. Dlsled-
kem tohoto trendu je snizovani poctu logistickych
poskytovatelll na trhu, protoze mensi spolecnosti
nejsou schopny - vétsinou z financnich ddvodd -
udrzet krok s pozadavky zakaznikg.

Zajisténi nové vyroby se zasobovanim PbP (Part-
by-Part component shipment - zasobovani jednot-
livymi dily) je velmi komplexni a nakladny proces,
ktery kromé dokonalého logistického FeSeni vyza-
duje na misté urceni plnohodnotny vyrobni zavod.
Proto pro firmy expandujici na vychodni trhy byva
nékdy resSenim zfizeni montazniho zavodu, ktery je
zasobovan formou CKD (Completely Knocked
Down Cars - (plné rozloZzena vozidla) nebo SKD

(Semi Knocked Down Cars - CasteCné rozlozena
vozidla). Zasobovaci retézec je v tomto pripadé
zjednodusen a nedochazi k vypadkiim v pripadé ne-
dodani nékterého jednotlivého dilu.

Na trhu se v posledni dobé Castéji objevuje rela-
tivné novy prvek, a to zakladani spolecnych
podnikdi, tzv. joint-ventures, mezi vyrobcem a po-
skytovatelem logistickych sluzeb. V nékterych pri-
padech dokonce poskytovatel prebira i urcité
Cinnosti zakaznika (napt. predmontaz) a jesté vice
se integruje do jeho struktury. Toto spojeni prinasi
obéma stranam vyhody ve formé (plné transpa-
rentnosti nakladt, urcité garance objemil a trzeb,
minimalizace rizik a vyuziti logistického know-how.

Nizsi formou spoluprace, ktera na trhu nachazi
také stale ¢astgji uplatnéni, je tzv. open-book kon-
trakt, kdy ma zakaznik od logistického poskytova-
tele k dispozici kompletni kalkulaci nakladl za
smluvni ¢innost a predem odsouhlasenou marzi
jako odménu pro poskytovatele.

Dalsim dlivodem, proc je kladen tak velky diiraz
na kvalitu poskytovatele logistickych sluzeb, je sku-
tecnost, Ze se vstupem do nového teritoria se musi
(nejen) automobilovy primysl vyporadavat s rizi-
kovymi faktory, které nemusi byt vzdy v pribéhu
rozhodovaciho procesu zcela zrejmé. Firmy se za-
méruji na kvalitu dodavatelll a vyrobnich procesd,
dokazou vytvorit model, ktery by podle zadanych
parametri mél bezchybné fungovat.

K lokalnim specifikiim, ktera byvaji casto opomi-
jena, patfi napf. nedostate¢né rozvinuta infra-
struktura, zvySena kriminalita, stavky, etnické
nepokoje, ndbozenska omezeni a v neposledni radé
tieba i bezpecnost a ochrana zdravi pfi praci. Kte-
rykoliv z téchto faktoril dokaze narusit cely zaso-
bovaci tetézec a jeho bezproblémovy chod
v konecné fazi mize jesté zachranit pravé kvalitni
logisticky poskytovatel. Ukolem poskytovatele je
ale predevsim prevence mimoradnych udalosti
a minimalizace rizika. Pravé pti lizké a oteviené
soucinnosti obou stran a kvalitnim zpracovani lo-
gistického projektu s jasné definovanymi para-
metry se daFi krizovym situacim (spésné
predchazet.

Vybér dodavatelli je ¢asové narocny, probiha
v nékolika fazich a podle pFisnych kritérii, ale kviili
konkurenénimu prostredi na trhu a tlaku na snizo-
vani nakladd jsou firmy nékdy nuceny délat kom-
promisy. Uptednostiuji dodavatele s nizkymi
cenami a v nejhorsich pripadech se dokonce spo-
kojuji s nizsi kvalitou produktu. Dodavatelé, ¢asto
z diivod(i existencnich nebo kvili pfecenéni svych
kapacit, uzaviraji se zakaznikem takové smlouvy,
které je nuti vyrabét na hranici moznosti a pomérné
Casto se dostavaji do potizi pfi pInéni termin(i.

Se vstupem do nového teritoria se také vzdy ne-
podari uplatnit model se zajisténim druhého



(zalozniho) dodavatele stejnych dilli z regionu
a spoléha se na predsunuté konsignacni sklady,
které ale vazou financni prostiedky, nebo astéji na
spolehlivé logistické feSeni garantujici plynuly
vyrobni cyklus.

Jistym paradoxem je, Ze pii vybéru poskytovatele
logistickych sluzeb z(stava tlak na snizovani cen,
ale pozadavek na kvalitu sluzby naopak roste. Za-
kaznik v poslednich letech pouze nebyva uz tak
striktni a umoziuje logistickému poskytovateli vy-
uzivani synergickych efektg.

P¥i uzavirani obchodnich vztah( nejsou ojedinélé
ani pripady, kdy poZzadavky zakaznika na snizovani
cen logistickych sluZeb jsou tak premrsténé, Ze mezi
stranami nedojde k dohodé. Novy logisticky posky-
tovatel, ve snaze ziskat nového zakaznika, pristoupi
na nevyhodné podminky, ale neni schopen dlouho-
dobé dodrzet pozadovanou Uroven sluzeb. To ma
za nasledek vysokou finanéni ztratu u poskytova-
tele (musi zajistit kvalitni sluzbu u treti strany za
zvysené naklady) i u zakaznika, ktery si narusi dlou-
hodobé vytvareny a fungujici dodavatelsky retézec.
Vyjimkou jsou pochopitelné pFipady, kdy si posky-
tovatel zakaznika ,kupuje” dumpingovymi cenami
a planovanou ztratu si kompenzuije jinak.

Poskytovatel logistickych sluzeb se p¥i vykonu své
Cinnosti stretava se dvéma protichlidnymi zajmy.
Na jedné strané zakaznik se svymi vysokymi naroky
(kvalita, cena) a na strané druhé dodavatel, ktery -
kdyz se mu neda¥i plnit smluvni podminky - se snazi
reSit vzniklé problémy a pripadnou odpovédnost za
né prenést na logistického poskytovatele. Pak uz
zaleZi jen na zkuSenostech poskytovatele a na sta-

Trends in Automotive Logistics fj

hilité jeho logistického konceptu, aby takovéto si-
tuace dokazal zvladnout.

Strategicky vztah s kvalitnim poskytovatelem lo-

gistickych sluzeb firmam prinasi i dalsi benefity:

1. Pro své zakazniky vytvari nutné predpoklady
pro dalsi rozvoj jejich Cinnosti.

2. Pokud zakaznik akceptuje jeho aktivni ¢ast
v procesu supply-chain management, dokaze
redukovat dopad cyklickych nebo sezénnich vy-
kyvli na vyrobni (montazni) procesy.

3. Aktivné provadi analyzu a reengineering
stavajicich procest, podili se modelovani a na-
vrhovani novych logistickych konceptii a sys-
tém0 pro konkrétni situace.

4. Optimalizuje logistické toky a prispiva tim ke
shizovani nakladu.

5. Stava se pro zakaznika vyhodou v konkurenc-
nim boji.

Z vySe uvedeného vyplyva, ze tloha kvalitniho po-
skytovatele logistickych sluzeb je nezastupitelna
a se vstupem do novych teritorii a s rozvojem tech-
nologif bude jesté nabyvat na vyznamu. O

Ing. Christian Proios, expert na zahranicni ob-
chod, logistiku, dopravu a zdsobovani s bohatymi
zkusenostmi z CR i ze zahranici (Némecko, Itdlie)
puisobi na dopravnim a logistickém trhu jiz od roku
1987 Béhem této doby pracoval napfiklad jako ve-
douci pro dopravu, Feditel logistickych spolecnosti
v oblasti automobilového primysiu a naposledy
Jako generdini Feditel spolecnosti DHL Exel Auto-
motive s.ro. v Ceské republice.

and the Role of Logistic Provider

The automotive industry has become a key sector globally and its importance to
individual countries is crucial. In recent years, however, there is a trend of shifting partial
or complete processes to new territories. For example in Europe the share of East
European manufacturers, assembly plants, suppliers and logistic service suppliers has
been growing gradually. One of reasons is a continuous effort of automotive companies to
minimise costs and increase quality of internal and external logistics. The trend has been
supported mainly by existence of cheaper qualified labour in the Eastern European region,
economic openness and governmental incentives.

As global market players don't content
themselves with short-term cost savings and
annual revenue increases, they go further in
long-term strategic planning and, in view of an
emerging purchasing power, focus on the
markets in Russia, India and China. Asia has
been becoming the most important global
producer and consumer; surveys indicate the
Asian logistic market will overgrow the North
America in terms of volume in the next 5 years.

The trend is indirectly corroborated by the
scrappage incentive, which was introduced in

China after the U.S. and some European
countries. In China the total car sales (incl.
freight vehicles and buses) showed an annual
growth by 64 % to 1.1 mil. cars in July 2009.
An interesting phenomenon, applying mainly to
smaller and medium suppliers, is return home, to
the West. It concerns a small part of companies
that lack sufficient capital resources or have no
ambitions to expand further to the East, or try
to support industry in their home country. The
reason is reduction of production and logistic
expenses by shortening the geographical

ODVETVOVA LOGISTIKA

S51 SCHAFER

—

i L T—
V3echny vyrobky SSI SCHAFER
tvorf uceleny skladovaci systém

i Sirokysortimentvyrobk(i SSISCHAFER nabizi
vice, nez byste cekali. Diky radé moznosti
kombinovat jednotlivé vyrobky dodéava SSI
SCHAFER feseni na miru jak pro malé, tak
velké firmy s rGzné naro¢nymi predstavami
na skladovou logistiku. Jednoducha
prestavitelnost systému umoznuje rdst
skladu spolecné s vasi firmou.

Diky skladovému systému SSI SCHAFER
vam nasi projektanti navrhnou
nejoptimalnéjsi feSeni, z kombinace
velkého mnozstvi druht prepravek pro 8
kazdé pourziti a rtznych druht regalt az

po vysoce automatizované, pocitacem [
fizené zakladace pro maximalni vyuziti B
kapacity vaseho skladu.

etnéil pozva'i'
terysekona

s e}Srd

. o Vas co NEP

ovolujeme ogistika, K€LY X

?\ave\exrhTrar\Sp‘C;‘:éﬁ 9 ystavisti v Brne
4.-18.

nav
mnspo\‘t ve dnech 14. “
( 35“‘@ gime se N2 shledanou na nasem
a E::ku €52V hale AZ.

SSI SCHAFER s.r.0., Gen. Klapélka 2810, 272 01 Kladno

TEL: +420 312 662 595
FAX: +420 312 662 593
EMAIL prodej@ssi-schaefer.cz

www.ssi-schaefer.cz

{Logistic News [ 03



ODVETVOVA LOGISTIKA

distance to end customers. Customers of those
suppliers are mostly seated in the Western
Europe.

Other trends amplified by the global crisis
have appeared on the logistic market:

@ to have supplies closer to customers and

thus improve their accessibility

@ growing volumes of goods are transported

by sea at the expense of air transport

@ customers require a single company to

arrange and combine multiple transport
means and related activities

@ increasingly bigger emphasis is placed on

use of IT.

The 3PL or 4PL model has become a
precondition of success. A logistic service
provider has to provide immediate exchange of
data with the customer who wants information
about the status of its order, the current stock
level or a detail overview of executed transport
or warehousing operations. Customers prefer
providers that can guarantee processes and
eliminate human errors. Attractive are those
who can integrate clients’ systems to their own,
assure electronic exchange of compatible data
or at least make their systems available to
clients. It leads to reduction of the number of
logistic providers on the market as smaller-size
companies cannot hold pace with customer
requirements.

Part-by-Part component shipment is a very
complex and costly process that requires
a complete production plant in the point of
destination and a faultless logistic solution. That
is why companies expanding to the eastern
markets sometimes establish an assembly plant
supplied by the CKD (Completely Knocked Down
Cars) or SKD (Semi Knocked Down Cars)
method. In such a case the supply chain is
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simplified and failures due to missing individual
parts are eliminated.

A relatively new element can be seen on the
market: establishing joint-ventures between
manufacturers and logistic providers.
Sometimes the provider takes over some client
activities (for example pre-assembly) and gets
even more integrated into the client's structure.
It is beneficial for both thanks to fully
transparent costs, a certain degree of
guaranteed volumes and sales, minimised risks
and utilisation of the logistic know-how.

A lower form of cooperation is known as an
open-hook contract: the logistic provider
provides the customer with a full calculation of
costs for contractual activities and a certain
margin is approved in advance as provider's
compensation.

Entry into new territory makes the automotive
industry cope with risk factors that needn’t be
fully evident in the decision making process.
Companies focus on the quality of providers and
production processes, and are able to create a
model that should work smoothly in accordance
with the defined parameters.

Local specific features, that are often left out
of consideration, include for example
insufficiently developed infrastructure, higher
crime rate, strikes, ethnic conflicts, religious
constrictions and last but not least safety and
protection of health at work. Any of those
factors can disrupt the supply chain and at the
end it is a quality logistic service operator that
can save its smooth operation. But companies
are sometimes forced to make compromises
due to a competitive environment on the market
and pressure for cost reductions. They give
priority to low-price providers, or put up with
a lower quality of product. Suppliers sign

contracts that push them to the limits of their
possibilities and they cannot meet deadlines.

When entering new territory, companies
sometimes fail to apply the model of having
a backup supplier of parts in the region and rely
on forward consignment warehouses or more
often on a reliable logistic solution guaranteeing
a smooth production cycle.

It is quite paradoxical that there is a pressure
for price, but on the contrary the requirement
for quality increases. Recently clients are not so
strict any more and allow logistic providers to
use synergic effects.

Sometimes client’s price reduction
requirements are so exaggerated that parties do
not reach an agreement. In an effort to win a
new customer, a new logistic provider agrees to
unfavourable terms but isn't able to maintain
the required service level on a long-term basis.
That leads to a high financial loss of the
provider (quality service has to be provided
through a third party for higher cost) as well as
of the customer, whose continuously maintained
and functional supply chain gets disrupted.

A logistic service provider faces two
conflicting interests. There is the customer with
its demands (quality, price), and on the other
hand the supplier that in case of failure tries to
shift responsibility to the logistic provider. The
ability to handle situations like that depends on
the provider's experience and stability of its
logistic concept.

A strategic relation with a quality logistic
service provider brings also other benefits:

It creates necessary preconditions for further
development of client’s activities.

If the client accepts its active involvement in
the supply-chain management process, it can
reduce the impact of cyclic and seasonal
fluctuations on production (assembly)
processes.

It actively analyses and reengineers existing
processes, participates in modelling and design
of new logistic concepts and systems for
concrete situations.

It optimises logistic flows and contributes to
cost reductions.

It becomes an advantage for the customer in
the competitors fight.

The above mentioned facts indicate that the
role of a quality logistic service provider is
indispensable and its importance will grow in
case of entry into new territories and
technological development. O

Christian Proios, a qualified expert in foreign
trade, logistics, transportation and procurement
with extensive experience both in CR and
abroad (Germany, Italy) has been active on the
transportation and logistic market since 1987
Since then, he has worked for example as
a transport manager, managing director of
logistic companies in the automotive industry
and lastly as the managing director of
DHL Exel Automotive s.r.o,, Czech Republic.



