
7 Tips for More Effective 7 Tips for More Effective 
Supply Chain RelationshipsSupply Chain Relationships

Supply chain disruption leads to uncertainty, friction and antagonism between trading 
partners. At a time of heightened market volatility, collaboration is a necessity.

Rising Costs
Fluctuating demand,
 increasing customer

 expectations, inflation 
and outdated processes 
put pressure on buyers 

and sellers

Disruption
Pandemics, inflation, 

wars and extreme 
weather put pressure

 on supply chains

Supplier
Disintermediation

A rise in 
direct-to-consumer 

sales puts pressure on 
customer relationships

Consolidation
Decreased transparency 

and information silos 
amidst rising expectations 

put pressure on trading 
partnerships

In the face of change, stick together: In the face of change, stick together: 
evolve with your trading partnersevolve with your trading partners
4 Key Drivers of Supply Chain Collaboration 

As data becomes increasingly fragmented across a growing number of systems, As data becomes increasingly fragmented across a growing number of systems, 
communication becomes less efficient and transparency declines, leading to communication becomes less efficient and transparency declines, leading to 

significant information silos that can drag supply chains down.significant information silos that can drag supply chains down.

Learn to recognize signs of a silo Learn to recognize signs of a silo 
forming in your supply chainforming in your supply chain
Signs and Risks of Siloed Supply Chain

Signs
• Collaborating with multiple limited or 
outdated tools

• Inability to share vital information      
unavailable in a digital format

• Making decisions based on                  
contradictory, misleading or incorrect 
information

• Unclear, uncommunicated or             
misaligned goals

• Inconsistent (or nonexistent)               
communication with trading partners

Risks
• Time-consuming processes can result in 
lost opportunities

• Fragmented data leads to poor visibility 
and collaboration

• Lack of data insight into opportunities 
for growth

• Inaccurate forecasting
• Unnecessary overhead, redundancies and 
inconsistencies

• Inefficient communication can create an 
adversarial mentality

Give trust to earn trust: practice Give trust to earn trust: practice 
data transparencydata transparency
Silos and friction can slow your business’ growth. Data 
transparency can help rebuild the loyalty and trust 
needed for trading partners to operate as seamless 
extensions of each other. 

Simple Solutions to Simple Solutions to 
Strengthen CollaborationStrengthen Collaboration

Standardize and centralize your dataStandardize and centralize your data
Work with your trading partners to find a mutually agreeable 
format or centralized system to share data in.

Align your strategies and goalsAlign your strategies and goals
Discuss your goals with trading partners to align your strategies 
– practice open communication and data transparency.

Automate and consolidate your Automate and consolidate your 
processesprocesses
When time is money, every second counts. Avoid costly delays 
by handing off time-consuming tasks to a capable software, 
freeing your team to focus on what really matters.

Build A Collaborative Way of ThinkingBuild A Collaborative Way of Thinking
For your collaboration efforts to succeed, 
you need to:

“If we’re able to align our rebate structures in a way that benefits both our vendors and ourselves, then it’s 
in our best interests to deliver for their needs in order to succeed for our business. Therefore, the ability to 
identify areas where there are opportunities to make purchases and push ourselves further into different 

buckets is a level of detail and visibility that is extremely powerful.”

–  Matt Freedman, Director of Finance, GPS

Benefits of Collaborative Rebate ManagementBenefits of Collaborative Rebate Management

• Develop a culture of openness that promotes collaboration
• Check in with suppliers frequently 
• Train employees in supplier relationship skills
• Facilitate the smooth sharing of information with a centralized system
• Help suppliers navigate the current business environment
• Implement a collaborative rebate management tool like Enable

• Increased Revenue and Growth
• Partner Retention
• Joint Visibility
• Lower Costs
• Improved Efficiency
• Consolidated Supply Chain
• Deeper Understanding of the Deal
• More Favorable Contract Terms

Information silos
No standardized language 
for data-sharing = siloed 

or unusable deal 
information

Lack of trust
Reluctance to work as 

partners or share 
sensitive information

Process delays
Manual processes and 

fragmented ERP systems 
= delays in data sharing

According to Gartner, making erroneous business decisions based on old or bad data could 
cost small to mid-sized businesses on average over $15 million per year in losses.

3 Major Obstacles to Effective Supply Chain Collaboration
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https://www.gartner.com/smarterwithgartner/how-to-create-a-business-case-for-data-quality-improvement/

