PUC-Rio - Certificacdo Digital N° 9916614/CA

10

Referéncias Bibliograficas

ANDERSON, J.; NARUS, N. (1991) Partnering as a Focused Market
Strategy, Californian Management Journal, Vol. 33, Spring, p. 95-113.

ARAVECHIA, C.; PIRES, S.R.l. (1999) Avaliacdo de Desempenho de
cadeias de suprimentos . Anais do Enegep, Rio de Janeiro.

ATKINSON, A. A, WATERHOUSE, J.H.; WELLS, R.B. (1997) A
stakeholder appoach to strategic performance measurement, Sloan
Management Review, Spring

BASK, A.H.; JUGA, J. (2001) Semi-integrated supply chains: towards the
new era of supply chain management, International Journal of Logisitcs
Research and Applications, Vol. 4, No. 2, p. 137-152

BEAMON, B.M.; CHEN, V.C.P. (2001) Performance analysis of conjoined
supply chains, International Journal of Production Research, Vol.39,
No.14, p. 3195-3218.

BEAMON, B. M. (1999) Measuring supply chain
performance,.International Journal of Operations & Production
Management, VVol.9, No.3, p.275-292.

BEAMON, B. M.; WARE, T. M. (1998) A process quality model for the
analysis, improvement and control of supply chain systems. International
Journal of Physical Distribution & Logistics Management, Vol.28,
No.9/10, p. 704-715.

BHATNAGAR, R.; VISWANATHAN, S. (2000) Re-engineering global
supply chains alliances between manufacturing firms and global logistics
services providers, International Journal of Physical Distribution &
Logistics Management. Vol. 30, No. 1, p. 13-34

BNDES (2001) O BNDES e a Agroindustria em 2001, Informe setorial,
Rio de Janeiro, Marco, p.1-5.
http://www.bndes.gov.br/conhecimento/publicacoes/catalogo/informe.asp

BNDES (2000) Aspectos atuais do varejo de alimentos no mundo e
no Brasil, Rio de Janeiro, Marco, No. 11, p. 101-122.

BOWERSOX, D. J.; CLOSS, D. J. (2000) Ten mega-trends that will
revolutionize supply chain logistics, Journal of Business Logistics, Vol.
21, No. 2, p. 1-15

BOWERSOX, D. J.; CLOSS, D.J.; THEODORE, P.S.; KELLER, S.B.
(2000) How supply chain competency leads to business success, Supply
Chain Management Review, Set/Oct, p. 70-78

BOWERSOX, D.J.; CLOSS, D.J. (1996) Logistical Management: The
Integrated Supply Chain Process. MacGraw-Hill Companies.

BOWERSOX, D. J.; DAUGHERTY, P. J. (1995) Logistics paradigms: The
impact of information technology, Journal of Business Logistics, Vol.16,
No.1, p.65-80


DBD
PUC-Rio - Certificação Digital Nº 9916614/CA


PUC-Rio - Certificacdo Digital N° 9916614/CA

225

BREWER, P.; SPEH, T.W. (2000) Using the balance scorecard to
measure supply chain performance, Journal of Business Logistics, Vol.
21, No. 1, p. 75-93

BRYMAN, A.; D. CRAMER (1997) Quantitative Data Analysis With
SPSS For Windows: A Guide For Social Scientists, Ed. Routledge,
London.

BUCKLIN, L. P. (1966) A Theory of Distribution Channel Structure,
Berkley, CA, Iber Special Publications.

BURDETT, J. O. (1992) A Model For Customer-Supplier Alliances,
Logistics Information Management, Vol. 5, No. 1, p. 25-31.

CAPLICE, C.; Y. SHEFFI (1994) A review and evaluation of logistics
metrics. The International Journal of Logistics Management, Vol. 5, No.
2, p. 11-28.

CARR, A. S.; PEARSON, J. N. (1999) Strategically managed buyer-
supplier relationships and performance outcomes, Journal of Operations
Management, Vol 17, No.5, p. 497-519, August.

CAVINATO, J.L. (1992) A total cost/value model for supply chain
competitiveness, Journal of Business Logistics, Vol.13, No.2, p.285-301

CHURCHILL, G. A. Jr. (1979) A paradigm for developing better measures
of marketing constructs, Journal of Marketing Research, Vol. 16, Feb.,
p.64-73

COMPETITION COMISSION (2000) A report on the supply of groceries
from multiple stores in the United Kingdom, Competition Commission
Report, U.K.

COOPER, M.C.; ELLRAM, L.M.; GARDER, J.T.; HANKS A.M. (1997)
Meshing Multiple Alliances, Journal of Business Logistics, Vol. 18, p.
67-89.

COOPER, M.C.; D ELLRAM, L.M. (1993) Characteristics of supply chain
management and the implications for purchasing and logistics strategy,
The International Journal Logistics Management, Vol. 4, No. 2, p. 13-
24.

COX, A. (1996) Relational Competence and Strategic Procurement
Management, European Journal Of purchasing and Supply
management, Vol. 2, No.1.

DAMME, D. A. VAN; VAN DER ZON, L. A. F. (1999) Activity based costing
and decision support. The International Journal of Logistics
Management, Vol. 10, No. 1, p. 71-82

DAUGHERTY, P.; ELLINGER, A.E. e GUSTIN, C.M. (1996) Integrated
logistics: achieving logisitcs performance improvements, Supply Chain
Management, Vol. 1, No.3, p.25-33

DAVIS, T. (1993), “Effective supply chain management’, Sloan
Management Review, Summer, p. 35-46


DBD
PUC-Rio - Certificação Digital Nº 9916614/CA


PUC-Rio - Certificacdo Digital N° 9916614/CA

226

DE TONI, A.; TONCHIA, S. (2001) Performance measurement systems -
Models, characteristics and measures, International Journal of
Operations & Production Management, Vol. 21 No. 1/2, p. 46-71

DEMO, P. (2000) Metodologia do conhecimento cientifico, Sdo Paulo,
Ed. Atlas.

DUFFY, R. (2002) The impact of supply chain partnerships on
supplier performance: a study of the UK fresh produce industry, PhD-
Thesis, Imperial College at Wye, University of London, U.K.

ELLRAM, L.; HENDRICK, T (1995) Partnering Characteristics: A Dyadic
Perspective, Journal of Business Logistics, Vol 16, No.1, p.41-64.

ELLRAM, L. M. (1991) Supply chain management: the industrial
organization perspective, International Journal of Physical Distribution
and Logistics Management, Vol 21, No. 1, p. 13-22.

EMERSON, R. (1972) Exchange Theory, Part Il: Exchange relations
and network structures, in Sociological Theories in Progress., Houghton
Mifflin: Boston

EVERITT, B. S.; DUNN, G. (2001) Applied multivariate data analysis,
Ed. Arnold, London

EVERITT, B. S. (1977). The analysis of contingency tables. London:
Chapman Hall.

FARES, C. B.; NANTES, J. F. D. (2001) Transag¢des comerciais entre a
industria de vegetais minimamente processados e o setor varejista,
Anais do Ill congresso internacional de economia e gestdo de
negécios agroalimentares, FEA-USP, Ribeirdo. Disponivel em:
www.fearp.usp.br/egna/resumos/art2001.htm

FARINA, E.M.M. Q.; MACHADO, E.L. (1999) Government regulation
and businesss strategies in the Brazilian fresh fruit and vegetable
market. Series de Estudos Tematicos 003/99, USP-Brasil.

FEARNE, A.; HUGHES, D. (2000) Success factors in the fresh produce
supply chain, British Food Journal, Vol. 102, No. 10, p. 760-772

FEARNE, A.; HUGHES, D. (1998) Success factors in the fresh produce
supply chain: some examples from the UK, Food Industry Management
Report, Wye College, University of London

FIDDS, C. (1997) Manufacturer-retailer relationships in the food and
drink industry: strageties and tactics in the battle for power, Financial
Times Retail & Consumer Publishing, U.K.

FISHER, MARSHALL L. (1997) What is the right supply chain for your
product? Harvard Business Review, Mar/Apr, Vol. 75, No. 2, p.105-116

FOOD & DRINK STATISTICS - FDF (1998) A sector by sector guide to
agriculture, fisheries, food & drink statistics in the UK and Europe,
P.A & Associates, U. K.

FOOD TRADES DIRECTORY OF THE UK AND EUROPE (2000) 28th
Edition, Vol.1 - UK, Ed. J. Wheatley, Newman Books, London.


DBD
PUC-Rio - Certificação Digital Nº 9916614/CA


PUC-Rio - Certificacdo Digital N° 9916614/CA

227

FORTUIN, L. (1988), Performance indicators: Why, Where and How,
European Journal of Operational Research, Vol. 34, p.1-9

FRANKFORT-NACHMIAS, C.; NACHMIAS, D. (1996) Research methods
in the social sciences, Ed. Arnold, Fifth ed., London, UK

FRAZIER, G. (1983) On the measurement of interfirm power in channels
of distribution. Journal of Marketing Research, Vol. 20, May, p. 158-66.

FRESH PRODUCE JOURNAL (2001) Fresh produce book 2001,
Lockwood Press, London, U.K.

FRITIFATOS (1999a) O varejo moderno na distribuicao dos
hortifrutis, Brasilia, Dezembro.

FRITIFATOS (1999c) Conhecendo os supermercados, Brasilia,
Dezembro

FRUTIFATOS (1999b) A importancia dos pré-processados, Brasilia,
Dezembro

GARDNER, J. T.; COOPER, M. C. (1994) Understanding shipper-carrier
and shipper-warehouser relationships: Partnerships revisited, Journal of
Business Logistics, Vol. 15, No. 2, p. 121-143

GASSENHEIMER, J.B., STERLING, J. e ROBICHEAUX, R. (1989) Long-
term channel member relationships, International Journal of Physical
Distribution and Material Management, Vol. 19, No. 12, p. 15-28.

GILMOUR, P. (1999) A strategic audit framework to improve supply chain
performance. Journal of Business & Industrial Management, Vol. 14,
No. 5/6, p. 355-363

GRONHAUG, K.; HENJESAND, |. JAN ANB KOVELAND, A. (1999)
Fading relationships in business markets: an exploratory study, Journal of
Strategic Marketing, Vol. 7, No.3, p. 175-190.

GUMMESSON, E. (1999) Total Relationship Marketing, Oxford,
Butterworth-Heinemann.

GUNASEKARAN, A.; PATEL, C AND TIRTIROGLU, E. (2001)
Performance measures and metrics in a supply chain environment,
International Journal of Operations & Production Management, Vol.
21 No. 1/2, p. 71-87

GUNDLACH, G.T; ACHROC, R.S.; MENTZER, J.T. (1995) The structure
of commitment in exchange. Journal of Marketing. Vol. 59, Jan., p. 78-
92.

GUSTIN, CRAIG M.; DAUGHERTY, PATRICIA J. (1995) The effects of
information availability on logistics integration, Journal of Business
Logistics, Vol. 16, No.1, p.1-21

HAIR, J. F.; ANDERSON, R.; TATHAM, R; BLACK, W. (1998)
Multivariate data analysis with readings, Prentice-Hall, New Jersey,
US.A


DBD
PUC-Rio - Certificação Digital Nº 9916614/CA


PUC-Rio - Certificacdo Digital N° 9916614/CA

228

HALL, R.; ANDRIANI, P. (1998) Analysing Intangible Resources and
Managing Knowledge in a Supply Chain Context, European Management
Journal, Vol. 16, No. 6, p. 685—-697.

HANDFIELD, R.B.; NICHOLS, E.L. (1999) Introduction to Supply Chain
Management, New Jersey: Prentice-Hall, Inc.

HAYS, W. L. (1988) Statistics (4th ed.), New York: CBS College
Publishing.

HEIDE, J. B.; STUMP, R. L. (1995) Performance Implications of Buyer-
Supplier Realtionship in Industrial Markets: A transaction cost explanation,
Journal of Business Research, Vol. 32, p.57-66

HEIDE, J.; JOHN, G. (1990) Alliances In Industrial Purchasing: The
Determinants Of Joint Action In Buyer-Supplier Relationships, Journal of
Marketing, Vol. 27, No. 1, p. 24-36.

HILL, T. (1993) Manufacturing strategy: the strategic management of
the manufacturing function, Ed. Basingstoke, MacMillan.

HOBBS, Jill E. e YOUNG, Linda M. (2000) Closer vertical co-organization
in agri-food supply chains: a conceptual framework and some preliminary
evidence, Supply Chain Management: An International Journal, Vol. 5,
No. 3, p. 131-142

HOLMBERG, S. (2000) Supply Chain Integration through Performance
Measurement, PhD-Thesis, Department of Design Sciences-Logistics-
Lund University, Sweden.

IGD (1999) Grocery Retailing 1999 the Market Review, May, IGD
Business Publication, U.K.

IMRIE, R.; MORRIS, J. (1992) A Review Of Recent Changes In Buyer-
Supplier Relations, International Journal Of Management Science,
Vol.20(5/6), pp. 641-652.

JOSEPH, W.; GARDNER, J.; THACH, S.; VERNON, F (1995) How
industrial Distributors View Distributor-Supplier Partnership Arrangements.
Industrial Markeying Management, Vol. 24, p. 27-36

KAHN, K. B.; MENTZER, J.T. (1996) Logistics and interdepartmental
integration. International Journal of Physical Distribution & Logistics
Management, 1996, Vol. 26, No.8, p.6-15.

KALWANI, M.U.; NARAYANDAS, N. (1995) Long-term Manufacturer-
supplier relationships: Do they pay off for supplier firms, Journal of
Marketing, Vol. 59, No. 1, p.1-16

KAPLAN, R.S.; NORTON, D.P. (1996) Using balanced scorecard as a
strategic management system, Harvard Business Review, Jan/Feb

KAPLAN, R.S.; NORTON, D.P. (1992) The balanced scorecard--measures
that drive performance, Harvard Business Review, Jan/Feb, Vol. 70, No.,
p71-79.

KENDALL, M.; STUART, A. (1979) The advanced theory of statistics
(Vol.2), New York: Hafner.


DBD
PUC-Rio - Certificação Digital Nº 9916614/CA


PUC-Rio - Certificacdo Digital N° 9916614/CA

229

KRAPFEL, R., SALMOND, D.;SPEKMAN. R. (1991) A strategic Approach
to managing Buyer-Seller Relationships, European Journal of Marketing,
Vol. 25, No. 9, p. 22-37.

KUMAR, N. (1996) The power of trust in manufacturer-retailer relationship,
Harvard Business Review, Nov-Dez, p.92-106

KUMAR, N., SCHEER, L.K.; STEENKAMP E.M. (1995) The effects of
perceived Interdependence on dealer attitudes. Journal of Marketing
Research XXXII (August): p. 348-356.

KUMAR, N.; STERN, L.; ANDERSON, J. (1993) Conducting
Interorganisational research using key informants. Academy of
management Journal, Vol. 36, No. 6, p. 13-26.

LA LONDE, B. J.; POHLEN T.L. (1996) Issues in supply chain costing,
International. Journal of Logistics Management, Vol. 7, No. 1, p. 1-12.

LAMBERT, D. M, COOPER, M. C.; PAGH, JANUS D. (1998) Supply chain
management: implementation issues and research opportunities, The
International Journal of Logistics Management, Vol. 9, No. 2, p. 1-19.

LAMBERT, D.M., EMMELHAINZ, M.A.; GARDNER, J.T. (1996)
Developing and Implementing Supply Chain Partnerships”, The
International Journal of Logistics Management, Vol. 7, No. 2, p. 1-17.

LAMEY, J (1996) Supply Chain Management: Best Practice And The
Impact Of New Partnerships, Financial Times Management Reports,
UK.

LAMMING, R. (1996) Squaring lean supply with supply chain
management, International Journal of Operations. & Production
Management, Vol 16, No. 2, p. 183-196

LAMMING, R. (1993), Beyond Partnership, Prentice Hall, New York.

LANDEROS, R.; MONCZKA, R. (1989) Co-operative Buyer-seller
relationships and a firm competative posture. Journal of purchasing and
materials management., Vol. 25, No. 3, p. 9-17.

LANGLEY, C. JOHN.; HOLCOMB, M.C. (1992) Creating Logistics
Customer Value, Journal of Business Logistics, Vol. 13, No. 2, p. 1-17.

LYONS, T., KRACHENBERG, R.HENKE, J. (1990) Mixed Motive
marriages: What next for Buyer-Supplier Relations? Sloan Management
Review, Vol. 31, No.3, p.29-36.

MAFF (1999) Working together for the food chain, Ministry of
Agriculture, Fisheries and Food, U.K.

MALHOTRA, N.K (1999) Marketing Research: An Applied Orientation.
Third Edition Ed., Prentice Hall Inc. New Jersey.

MALONI, M.J. e BENTON, W.C. (1997) Supply chain partnerships:
Opportunities for operations research, European Journal of Operational
Research, Vol.101, No. 3, p. 419-429.

MANNING, K. H. (1995) Distribution channel profitability, Management
Accounting, January, p. 44-48.


DBD
PUC-Rio - Certificação Digital Nº 9916614/CA


PUC-Rio - Certificacdo Digital N° 9916614/CA

230

MENTZER, J. T.; KONRAD, B.P. (1991) An efficiency/effectiveness
approch to logistics performance analysis, Journal of Business
Logistics, V. 12, No. 1, p. 33-61.

MOHR, J.; SPEKMAN, R. (1994) Characteristics of partnership success:
Partnership attributes, communication behaviour and conflict resolution
techniques, Strategic Management Journal, Vol. 15, p. 135-152.

MOHR, J.; NEVIN, J. R. (1990) Communication Strategies in marketing
Channels: A Theorectical Perspective, Journal of Marketing, Vol. 54,
No.4, p.36-51.

MONCZKA, R. M; PETERSEN, K.J.; HANDFIELD, R. B (1998) Success
Factors in Strategic Supplier Allience: the Buying Company Perspective,
Decision Science, Vol. 29, No. 3, p.553-577

NARUS, J.; ANDERSON, J. (1987) Distributor contributions to
Partnerships with manufacturers. Business Horizons, Vol. 30, p. 34-42.

NEELY, A., GREGORY M.; PLATTES K. (1995) Performance
measurement systems design: a literature review and research agenda,
International Journal of Operations & Production Management,
Vol.15, No.4, p.80-116.

NEVES, M. F. (2000) Marketing e Canais de Distribuicdo de Commodities,
Trabalho apresentado no Xll Seminario Internacional de Politica
Econdmica, Universidade Federal de Vigosa-MG, p. 49-67.

NEW, S. J. (1996) A framework for analysing supply chain improvement,
International Journal of Operations & Production Management, Vol.
16 No. 4, p. 19-34.

NOORDEWIER, T.G., JOHN, G.; NEVIN, J.R. (1990) Performance
Outcomes of Purchasing Arrangements in Industrial Buyer-Vendor
Relationships, Journal of Marketing, Vol. 54, No. 4, p. 80-93.

NOVAES, A.G. (2001) Logistica e gerenciamento da cadeia de
distribuicao, Ed. Campus, Rio de Janeiro, Brasil.

OLIVER, C. (1990) Determinants of inter-organisational relationships:
integration and future directions, Academy of management Journal, Vol.
15, No. 2, p. 241-265.

PARKHE, A. (1998) Building Trust in International Alliances, Journal of
World Business, Winter, Vol. 33, No. 4, p. 417-437.

PIRES, S.R.l; ARAVECHIA, C.H.M. (2001) Measuring supply chain
performance, Proceedings of the Twelfth Annual Conference of the
Production and Operations Management Society, POM-2001, March
30 to April 2001, Orlando, USA.

PLIMSOLL REPORT (1999) Fresh Produce, Part 1 and 2, Plimsoll
Publishing Limited, Middlesbrough, U.K.

PROVAN, K.J. GASSENHEIMER (1994) Supplier Commitment In
Relational Contract Exchanges With Buyers: A study Of
Interorganisational Dependence and Exercised power. Journal of
Management Studies, Jan, Vol. 31, No.1.


DBD
PUC-Rio - Certificação Digital Nº 9916614/CA


PUC-Rio - Certificacdo Digital N° 9916614/CA

231

REVE, T.; STERN, L. (1985) The political Economy Framework of
interorganisational Relations, Revisited. Changing the course of
Marketing: Alternative Paradigms for Widening Marketing Theory,
Research in Marketing, Supplement 2, p. 289-300.

ROBENSON, J. F.; COPACINO W.C. (1994) The logistics handbook,
Ed. The Free Press, New York

RODEGHIER, M. A. (1996) Practical Guide To Survey Research Using
SPSS, SPSS Inc.

SANDY, J. D.(1999) Pie-Expansion Efforts: Collaboration Processes in
Buyer-Supplier Relationships, Journal of Marketing Research, Vol. 36,
No.4, p.461-475.

SHARMA, S. (1996) Applied multivariate techniques, John Wiley &
Sons, U.S.A

SINCICH, T. (1996) Business statistics by example, Ed. Prentice-Hall,
New Jersey, USA

SONNENBERG, F.K. (1994) The age of intangibles, Management
Review, Vol. 83, No. 1, p. 48-53.

SOUZA, R.A.M de (2001) Comercializagao horticola analise de alguns
setores do mercado varejista de Sao Paulo. Disponivel em:
www.comercilalizacaohorticola.htm

SOUZA-NETO, J. DE; BAKER, G.A.; SOUZA, F. B de (2002) O Método
de Analise Fatorial Aplicado ao Estudo da Exploracao de Pequenos
Ruminantes no Estado do Piaui. Disponivel em:
http://caju.cnpat.embrapa.br/users/jsneto/factor.htm

SPEKMAN, R. (1988) Strategic Supplier Selection: Understanding Long-
Term Buyer Relationships, Business Horizons, Vol. 31, July/August, p.
75-81.

SPEKMAN, R. e SALMOND, D. (1992) A Working Concensus To
Collaborate: A Field Study Of Manufacturer-Supplier Dyads, Marketing
Science Institute, Cambridge, Massachusetts

SPSS MANUAL (1999) SPSS Base 10 Application Guide, SPSS Inc,
U.S.A

STANK, T.; CRUM, M. (1999) Benefits of interfirm co-ordination in food
industry supply chain, Journal of Business Logistics, Vol. 20, No. 2,
p.21-41.

STERN, LW., EL-ANSARY, A.l; COUGHLAN, A.T. (1996) Marketing
Channels, Englewood Cliffs, NJ,Prentice-Hall.

STOCK, G. N., GREIS, N. P., KASARDA, J. D. (1998) Logistics, strategy
and structure. International Journal of Operations & Production
Management, Vol.18, No.1, p.37-52.

STUART, F. (1993) Supplier partnerships: Influencing Factors and
Strategic Benefits. International Journal of Purchasing and Material
Management, Vol. 22, p. 22-28.


DBD
PUC-Rio - Certificação Digital Nº 9916614/CA


PUC-Rio - Certificacdo Digital N° 9916614/CA

232

STUART, F. I.; Mc CUTCHEON, D. M. (2000) The Manager's Guide to
Supply Chain Management, Business Horizons, Vol. 43, No.2, p.35-44.

TABACHNICK, B.G.; FIDELL, L. (1989) Using multivariate statistics,
Harper-Collins Publishers, New York, U.S.A

TAN, K-C.; KANNAM, V.R; HANDFIELD, R.B. e GOSH, S. (1999) Supply
chain management: an empirical study of its impact on performance,
International Journal of Operations & Production Management, Vol.
19, No. 10, p. 1034-1052.

TURNBULL, P., OLIVER, N. E WILKINSON, B. (1992) Buyer-Supplier
Relations In The UK Automotive Industry: Strategic Implications Of The
Japanese Manufacturing Model., Strategic Management Journal, Vol.
13.

VAN der VORST, J.G.A.J (2000) Effective Food Supply Chains -
Generating, Modelling and Evaluating Supply Chain Scenarios, PhD-
Thesis Wageningen University, The Netherlands

VAN DUREN, E.;SPARLING, D. (1999) Supply Chain Management in the
Canadian Agri-Food Sector, Canadian Journal of Agricultural
Economics, Vol. 46, Oct., p. 479-489

VAN HOEK, R.l. (1998) Measuring the unmeasurable - measuring and
improving the performance in the supply chain, Supply Chain
Management, Vol.3, No.4, p. 187-192.

VIEIRA, L.F. (1998) Agricultura e Agroindustria Familiar, Revista de
Politica Agricola. Ano VIl (01), Jan-Mar, p. 11-23

VIEIRA, L.F. (1997) Aspectos dos mercados dos produtos de frutas,
Relatério Embrapa, Rio de Janeiro, Brasil.

VILELA, P.S. (2002) Produtores de hortifrutis devem ficar atentos as
mudancgas no mercado. Disponivel em :
http://www.faemg.org.br/artigos.asp

YIN, R. (2001) Estudo de Caso: Planejamento e Métodos, Ed.
Bookman, 2a. Edic&o, Porto Alegre, RS.

ZANQUETTO FILHO, H. (1994) O Processo de Planejamento nas
pequenas e médias empresas: um estudo de caso em duas
empresas do setor de confecgoes do Espirito Santo - Dissertacdo de
Mestrado, DEI-PUC-Rio, Rio de Janeiro

ZYLBERSTAJN, D. (2000) As oportunidades para as frutas, vegetais e
flores, Feira Internacional de Horticultura, Floricultura e Fruticultura,
USP, Sao Paulo.



DBD
PUC-Rio - Certificação Digital Nº 9916614/CA


PUC-Rio - Certificacdo Digital N° 9916614/CA

Glossario

Cliente final: pessoas ou empresas que fazem o uso final de determinado bem ou

Servico.

Comprador intermediario chave: comprador intermediario mas que € parceiro.
Ou seja, compradores estrategicamente importantes para a sobrevivéncia e

crescimento dos fornecedores.

Comprador intermedidrio: empresa que compra bens ou servicos de outras
empresas, porém ndo sdo os consumidores finais dos produtos, ou seja, usaram
estes produtos ou servigos para fornecer para outras empresas ou diretamente ao

cliente final.
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Supply Chain Partnerships in the Fresh Produce Industry
Centre for Food Chain Studies

A =k arieny
T = P
T T

Imperial College at Wye

February 1*, 2002
Dear Sir/Madam

In recent years the issues surrounding the trading relationships in the food chain
have attracted growing interest and attention from all parts of the food industry.
The MMC enquiry into relationships between supermarkets and their suppliers
highlighted some of the problems that exist in this highly competitive sector and
the recently published report from the Food Commission highlights the need for
greater co-operation and vertical co-ordination throughout the food supply chain.
This survey is part of our on-going research into supply chain partnerships and
builds on an earlier study, a summary of which is enclosed for you information.
The results will provide further insights into the benefits of supply chain
partnerships and the key factors necessary to make them work.

In order for our results to be meaningful it is essential that we obtain the views of
a significant proportion of fresh produce suppliers, so we sincerely hope you will
find time to complete the questions overleaf and return the questionnaire in the
pre-paid envelope provided. We are well aware of the pressures on your time and
we have designed the questionnaire with ease of completion foremost in our
minds. The questionnaire has been rigorously piloted with a sample of fresh
produce company chief executives. It should take no more than ten minutes to
complete. Your responses will be treated in strict confidence and only aggregate
responses will be reported.

We look forward to receiving your views.
Yours sincerely

Dr Andrew Fearne Helio Zanquetto Filho
Senior Lecturer PhD Candidate
a.fearne@jic.ac.uk h.zanquetto@jc.ac.uk
Tel. 02075942862 Tel. 02075942971

Fax. 02075942838 Fax..02075942838
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This questionnaire is concerned with your commercial relationship(s) with your key customer(s), of which you may have
just one or several.

Q1 - In you opinion, which of the following statements best describes the term ‘key customer’ for your business (Please
tick one only).

The best way of describing a key customer for our business is one who...

Enables us to make efficient use of our production capacity

Provides us with essential cash flow to sustain the business

Gives us the confidence to invest in the long term development of the business
Has a significant share of the market we serve

Contributes a significant proportion of our sales revenue

Offers the potential for sales growth in the long term

Provides us with above-average profit margins

Jogodou

Offers the potential for increasing our profit margins

Q2 — Please answer the following questions regarding your customer base

How many customers do you have in total: Retail: |:| Food service: |:| Other: |:|
How many would you regard as key customers: Retail: |:| Food service: |:| Other: |:|

Approximately what proportion of your revenue comes from your key customer(s)?

|:| 0-25% |:| 26-50% |:| 51-75% |:| 76-100% |:| Don’t know

Approximately what proportion of your management time is dedicated to your key customer(s)?

|:| 0-25% |:| 26-50% |:| 51-75% |:| 76-100% |:| Don’t know

Approximately what proportion of your capital investment is dedicated to your key customer(s)?
|:| 0-25% |:| 26-50% |:| 51-75% |:| 76-100% |:| Don’t know

Q3- In your opinion, how important are the following requirements for suppliers who want to develop sustainable
partnerships with their key customers

Not All Quite Very Critically
important | Important | important | important

Structured processes to meet key customer needs L] L] [] L]

Ability to measure the costs of improving customer service

Staff commitment to meeting key customer needs

Strategic orientation in line with key customers

Understanding of the needs of final consumers

Integrated electronic communication systems with key customer

Ability to develop innovative new products

Ability to improve service levels with key customers

NN I O s O s O
N T O A
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Structured approach to measurement of relationship performance
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Please indicate your level of agreement/disagreement with the following statements

Q4 - The relationships we have with our key customers help us to achieve:

237

Neither

Strongly

a)  Lower costs of production (] (] [] [] (]
b) A higher percentage of successful new products (] (] [] [] (]
¢)  Lower cost of warehousing and transportation L] L] [] [] L]
d) A higher return on assets L] L] [] [] L]
e)  Less product waste (] (] [] [] []
f) A higher percentage of on-time product deliveries (] (] [] [] (]
g)  Shorter order cycle times L] L] [] [] L]
h)  More flexible production schedules L] L] [] [] L]
i) Lower stock levels (] (] [] [] []
j)  Aproduct mix that more effectively meets consumer needs (] (] [] [] (]
k)  Better knowledge about the needs of final consumers L] L] [] [] L]
1)  Higher sales volumes L] L] [] [] L]
m) Less price volatility (] (] [] [] []
n) Higher average prices (] (] [] [] (]
0) Higher margins L] L] [] [] L]

QS5- To capture the benefits of partnerships with their key customers suppliers must:

Strongly
disagree

Disagree

Neither
Agree or
Disagree

Agree

Strongly
agree

a)  Measure all the costs associated with servicing customer needs [] (] [] [] (]
b)  Measure the full cost of increasing customer service [] (] [] [] (]
¢)  Measure the direct profitability of individual product lines [] (] [] [] (]
d)  Measure the benefits and costs of new product development [] L] [] [] L]
e)  Develop new products faster than their competitors [] L] [] [] L]
R I R
D elovartconsumer mfomation et g 0 0 OO
h) 5;,;‘;?12 training for their staff in the use of their business ] [ ] ] [
i) Add value to the sales data they receive from their customers [] L] [] [] L]
j)  Make strategic investments in computer hardware technology [] (] [] [] (]
k)  Make strategic investments in integrated computer software [] (] [] [] (]
1) ?I/lltoetrz:ltli, their staff to be innovative in the way they work ] [ ] ] [
m) Develop strategic alliances with other companies to improve ] u [ [ u

logistics



DBD
PUC-Rio - Certificação Digital Nº 9916614/CA


238

Q6- Sustainable partnerships between suppliers and their key customers require both suppliers and their key customers to:

Strong]; Neither Strongl:
disa rgc}c] Disagree | Agree or Agree a c%: Y
g Disagree er

a)  Share information for accurate demand forecasting

]
]

[]

]
]

b)  Use demand forecasts to minimise stock levels

¢)  Share information on consumer preferences for specific product
attributes (e.g. pack size, quality, price, provenance)

d) Have an effective traceability system

e) Have compatible business processes

f)  Motivate their staff to be innovative in the way they work
together

g) Have compatible approaches to management

h)  Encourage staff from both businesses to spend time with each
other

i)  Have young people with open minds in management positions

j)  Discuss training needs for management staff

k)  Discuss their capital expenditure plans

1)  Work together to develop new products

m) Share the costs associated with new product development

n)  Work together in the strategic planning process

0)  Share financial information relating to costs and margins

p)  Work together to formulate production plans

q) Evaluate the performance of the partnership in a structured
manner

r)  Discuss the measures to be used for the evaluation of the
partnership’s performance

NN I T Y A Y O
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s)  Discuss openly the strengths and weaknesses of the partnership

on a continuing basis ] ] [] [] []
t)  Make investments on the basis of the performance evaluation to

improve the performance of the partnership ] ] [] [] []
u)  Use the performance evaluation to avoid unwarranted price

pressure [ [ [ [ [

Q7- Finally, what is the approximate annual turnover of your business?

|:| <=£10m |:| £11-25m |:| £26-50m |:| £51-100m |:| > £100m

Thank you for your co-operation

Please return the completed questionnaire in the pre-paid envelope provided

This ID Number will enable us to send you a summary of the results:
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