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"Logistics Co-opetition" A Case For Strategic 3PL  
Chris Baumann  

 

A discussion on co-opetition, a process to bring together competitors to develop mutually beneficial initiatives that jointly 
improve service, drive revenue and reduce logistics costs  

 
 
Chris Baumann recently joined Transport Systems Inc as a partner in July, 2004.  Transport Systems Inc is a non-asset 
provider of third party logistics services located in Basking Ridge, NJ.  He is responsible for developing the overall strategic 
direction of the company as well as supporting business development efforts. 
 Before joining Transport Systems Inc, he had been with USCO Logistics and now Kuehne & Nagel since March 
1996.  He’s has held a number of senior sales and sales management positions, most recently, as Vice President, Supply 
Chain Solutions – Healthcare. 
  
Under his leadership, he developed and conducted regular “co-opetition” sessions with USCO’s key pharmaceutical ac-
counts. Through the “co-opetition” process, he brought  
pharmaceutical competitors together to develop mutually  
beneficial initiatives that jointly improve service, drive revenue  
and reduce logistics cost. 
  
Chris is actively involved with various industry organizations,  
including the Healthcare Distribution Management Association, 
Health and Personal Care Distribution Conference and National 
Association of Chain Drug Stores. He has also been a presenter  
at the Council of Logistics Management’s annual conference 

Wednesday, March 2, 2005 
      Sponsored by the Central Jersey API 

To register for the PDM call (212) 389-7412 or log 
onto our website at apics-cjer.org and “HIT THE TAR-
GET”.  Professional Development Meetings are 
open to the public. Please reserve in advance. 
Costs with reservations: $30 (Member) 
            $35 (Non Member) 
            $20 (Students) 
Without reservations:     $35 
Unemployed Members   $15 

I N S I D E  
T H I S  

I S S U E  

Location : Embassy Suites Hotel, Piscataway, NJ               
Networking/Cocktails: 5:30—6:30pm    
DEPTCOR presentation, Business Meeting: 6:30– 7:15pm  
Dinner:  7:15—8:30pm 
Keynote Presentation: 8:30—9:30pm  
For directions please log onto www.apics-cjer.org  
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At last. What we all been waiting for: APICS NEW LOGO.   
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A P I C S  I N S I G H T  

Executive Message                                                 

What type of APICS member are you? Active or passive? Looking only to receiving  information or willing to share your 
experience? Why not experience a PDM by attending one and bring a co-worker with you. To busy, maybe it is time to 
stop for a minute and see what new  IDEAS  you can learn. Not only are the topics informative, but  you could also learn 
something new by meeting and talking with some of our PDM attendees. Do you know what a digital dash board is? 
What does P&G, MIT, and Wal-Mart have in common?  Can you really play the “Beer Game” without beer and learn 
something about your Supply Chain?  We all have an accurate inventory, right! Or do we have room to improve? Ever 
meet a Captain Crunch Supervision who is now a Pepsi VP?  And lets not forget our Guardian Angle. You know, the one 
that appeared in December.  Now, if you have experienced all of this, then why not come to the PDM to share your ex-
perience with us. We would really like to hear it.  

I have learned interesting information from my APICS experience. Some job related, some personal development re-
lated, and some just interesting. Why not experience a PDM in March, April or May.?  Come see me, and I will have a 
gift for you. See you at our next PDM!                                                                .                                                                                     

                                                               Art, Shaffer, CPIM 
                                                               Region 9 Vice President & Central Jersey BOD member                           
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Phone: 908-789-3237 

Fax:     208-978-7735 

   ArtShaffer@ITEinfo.com 
APICS Education Classes 
Consulting - 
     Management 
     Project Management 
     Software Management    
     Supply Chain Management 

ART Shaffer, CPIM 

Improving Through Education 

Scotch Plains, NJ 07076 

A P I C S  I N S I G H T  

Top 10 
Benefits for an APICS Member  

 

 10.  Unique Services and Discounts. 

   9.  Educational Events 

   8.  APICS Bookstore 

   7.  Ask APICS 

   6.  Members-Only Content 

   5.  APICS Career Center 

   4.  Electronic Discussion Lists 

   3.  Local Chapters 

   2.  APICS—Magazine 

  1.  Certification Programs 

But then you knew this because you are a member. 

Find a non member today and share this with them! 

Plant Tours 
Is your company interested in hosting a plant tour? 

Contact Nick Sheridan at  
(212) 891-6830 to schedule your event. 

                                                             

 
 
 

Mid Atlantic Supply Chain 
and Resource 

Management Symposium 
 

brought to you by 

 

Congress for Progress 30 
 

and sponsored by the 

 
MID ATLANTIC CHAPTERS of APICS 

 

April 6, 7, 8, 2005 
 

Sheraton Society Hill Hotel 
Philadelphia, Pennsylvania 

 
Our enhanced educational model for CP30 
will provide four special, interactive, full-
day workshops that are focused on In-
ventory Management, Supply Chain Man-
agement, Lean Manufacturing, and Sales 
& Operations Planning. 

 
 Be sure to watch the CP30 web site for 
more details. 

www.cp-apics.org 
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Middlesex County College, Edison NJ (732) 906-7740   Sharon Bryant              www.middlesex.cc.nj.us     

                             
Course      Day               Dates      Instructor    Comments              

Detailed Scheduling & Planning              Mon           3/28-5/23     Randi Klein, CPIM, CPM      

Basics of Supply Chain Mgt    Tues          3/29-5/24     Diane Beni, CPIM 

 

 

Raritan Valley Community College, North Branch NJ   (908) 526-1200  Carol Clark    www.raritanval.edu                    

 

Course                                                                      Day               Dates                  Instructor                                             Comments 

          

Detailed Scheduling & Planning    Mon         4/4-6/6          J. Gary Howarth, CPIM, CPM          

Basics of Supply Chain Management    Mon         4/4 –6/6         Ralph Fariello, CFPIM, CIRM  

Strategic  Mgt of Resources     Thur         3/24-5/19      Jim Donatich, CPIM, CIRM                       

      

CPIM CERTIFICATION COURSE SCHEDULES– Spring 2005 

APICS Central Jersey Chapter  has the following classes beginning in the next month at local community colleges. Sign 
up today to reserve your seat. Contact the school to register. 

Basics of Supply Chain Management; The first course in the series. 

Explore the basic concepts in managing the flow of materials in a supply chain. In the Basics, you get a complete over-
view of material flow, from internal and external suppliers to and from your organization. Topics include: elements of 
the supply chain, Just in Time, Total quality Management, Manufacturing Resource Planning, Demand Planning, Capac-
ity Management. 

Detailed Scheduling & Planning; The third course in the series. 

Focus on the various techniques for material and capacity scheduling. Study detailed descriptions of material require-
ments planning (MRP), capacity requirements (CRP), inventory management practices, and procurement planning. Top-
ics include: recognizing techniques and practices of inventory management, mechanics of detailed material planning 
process, planning operations to support priority plan, planning procurement & external sources of supply. 

Strategic Management of Resources; The fifth in the series 

Explore the relationship of existing and emerging processes and technologies to manufacturing strategy and supply 
chain related functions. The course addresses three main topics: aligning resources with strategic plan, integrating op-
erating processes to support the strategic plan, and implementing change. Topics include: competitive market issues, 
choices affecting facilities, supply chain, information technology, and organizational design, configuring and integrating 
internal processes, and evaluating and managing projects. 
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Reprinted with permission from author 

 Marketing Heresy 

By Ira Smolowitz, Ph.D.  
Professor of Finance and Dean, Bureau of Business Research and Program Development American Interna-
tional College, Springfield, MA. 
 
 Retailers collectively spend many millions of dollars in advertising/promotion to create/retain customers. An 
emerging logical, but counter-intuitive, strategy is emerging and gaining increased acceptance by firms. This 
strategy is to ‘fire certain customers.’ Consider the following: 
 
 Some retailers are deciding that the customer can be very, very wrong – as in unprofitable. And some, in-
cluding Best Buy Co., Inc., are discriminating between profitable customers and shoppers they lose money 
on. Like a customer who ties up a sales worker but never buys anything, or who buys only during big sales. Or 
one who files for a rebate, then returns the item. “That would be directly equivalent to somebody going to an 
ATM and getting money out without putting any in” Brad Anderson, Best Buy’s chief executive, said in a re-
cent interview… 
 
 “What we’re trying to do is not eliminate these customers, but just diminish the number of offers we make to 
them,” Anderson said. 
 
 …Filenes banned two sisters from all 21 of its stores last year after the clothing chain’s corporate parent de-
cided they had returned too many items and complained too often about services.1 
 
 In an article published in the Harvard Business Review, Cooper and Kaplan reported the astonishing case of 
a heating wire company which analyzed its customer profitability and discovered that the famous 20-80 rule, 
which would suggest that 80% of profits came from 20% of customers, had to be revised. 
 
 “A 20-225 rule was actually operating: 20% of customers were generating 225% of profits. The middle 70% 
of customers were hovering around the breakeven point, and 10% of customers were losing 125% of prof-
its.” 
 
 Even more amazing: it was the largest customers who were producing the biggest losses.2 
 
 Marketing and finance must alter individual departmental goals. Market share is not a desirable goal if it is 
achieved by accepting more and more marginal customers. Likewise, top-line revenue is misleading if the 
associated customers drive up after-sale vendor expense by placing an inordinate burden on vendor person-
nel. 
 
 In essence, some customers have to be ‘fired.’ These customers cost more to retain as customers than to 
no longer accept their business under their current operant condition. 
 
 References: 
 1) Freed, Joshua “The Customer is Always Right? Not Anymore” –  
downloaded 11/16/04 from http://www.sfgate.com/cgi—bin/article, p.1 
 2) Ryals, Lynette “The Customer is Always Right – But Are They Always Worth It?”  
Downloaded 11/16/04 from Database Marketing Institute – http://www.dbmarketing.com/articles/art165/ 
htm,p. 1  
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 EO331: Supply Chain Analyst….4 + years in Hi-Volume Consumer products company. 
EO334: :Project Manager... Hi-Vol North Jersey Mfg needs a manager to direct internal team to identify &  recom-
mend improvements for ERP system upgrade..  
EO335:Manager of Materials & Logistics...Mgmt of forecasting, planning, logistics, warehousing, purchasing func-
tions including supplier selection, certification and negotiation.  
EO337:Production Planner...4+yrs cosmetic, food, pharma or bulk manufacturing process. 
EO338:Customer Service Planner...Cosmetic, food or any related Hi-Volume Consumer product experience 
EO340: Project Leader...Project Leader position in the retail manufacturing sector and located in Florham Park, NJ 
EO343:Project Manager… Prepare ops plan for 100% goal for on time delivery. Working knowledge of  B&P, IR&D, 
Procure, Supply Chain, Manuf Eng. Interface with customer.  
EO344:Materials Planning & Inventory Control...responsible for planning, forecast, production inventory for 5 mfg fa-
cilities. 
EO345:Global Logistics Manager...manage global logistical projects cross all functional lines. 
EO346:Purchasing Agent…develop partnerships with key suppliers to ensure deepest cost savings and design met-
rics to capture vendor performance and quality. 
EO349:Director of Material….Position will have three direct reports. They are the managers of production planning, 
purchasing, the warehouse. 
EO350:Assistant Project Manager...Manage implementation of package and graphics changes and bonus packs. 
EO351:Project Manager...The Project Manager will lead and manage implementation of package and graphics 
changes, special bonus packs. 
EO352::Label Control Coordinator...Responsible for the preparation and control of OTC monograph and NDA labeling, 
ensuring compliance with FDA, GMP, and Bayer guidelines. 
EO358:Material Planner...candidate will identify and implement supply chain improvements in order to provide ap-
propriate level of customer service at lowest cost. 
EO359:Director of Materials...responsibilities include all aspects of material management: production planning, pro-
curement and S&R. 
EO362:Purchasing/Strategic Sourcing...will have global sourcing responsibilities for multiple mfg facilities. 
EO363:Purchasing Manager...Located in Decatur, Il. Manage purchasing department for all steel and aluminum pur-
chases. 
EO364:Director, Worldwide Supply Planning...charged with all aspects of supply planning across worldwide network 
as well as coating operations, sterilization operations and laboratory testing. 
EO365:Project Manager...major consumer products firm seeks 2-8 yrs with contract packaging experience. 
EO367:Production Planner...Mfg seeks 5+ yrs in electronics with good all around material experience.  
E)368:Purchasing Professional...strategic sourcing, electronic components experience with dynamic and creative so-
lutions. 
EO369:Supply Chain Manager...4+ years PP&IC, Whse and Purchasing in Pharma, Food or HBA ingredients. 

EO370:Production Planning Manager...5+ years in Flavors & Fragrances experience with managerial skills. 

EO371:Contract Pkg Planner...4 years planning production with/for co-packers of consumer products. 

EO372:Director of Supply Chain...10 years in aerospace, gov’t contracts or sophisticated electronic hardware. 

EO373:Production Manager...multi-tasking hands on manager with excellent organizational skills & leadership quali-
ties. Manage a wide variety of assemblers and test engineers. 

EMPLOYMENT OPPORTUNITIES 
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Permanent Placement 
Interim Professionals 

Executive Recruiting 
Contract Employee 

Summit Group Consultants, Inc. 
Gary  W. Pezzuti, Senior Partner 

Phone (973) 875-3300 
Fax (973) 875–3248 

 

West Jersey  APICS Chapter:  Logon onto 
www.apics-west jersey.org  for details. 
 
PTMO APICS Chapter:    Log onto 
www.apics-ptmo.org for details. 
 
North Jersey Chapter::  Log onto 
www.apicsnonj.org for details. 

E V E N T S  A R O U N D  T H E  S TA T E  

A P I C S  I N S I G H T  

 

EO374:Director of Dist & Logistics...maintain proper balance between customer service and costs associated with order 
management, warehouse operations, and logistics.. 

EO375: Senior Planner....primary responsibility will be to plan at the customer, weekly, DC level, and integrate that plan 
into OpCo demand supply management processes. 

EO376: CPFR Planner…..primary focus will be inventory management & demand forecasting. Also at the weekly, customer 
DC level and be part of the overall national forecast. 

EO377:Director of Manufacturing….critical position oversees, directs, coordinates, and prioritizes daily activitites of manu-
facturing department and staff. 

EO378:Shift Manager...ensure all raw materials and finished goods are properly stored and inventoried to maintain a high 
level of service and accuracy in processing customer orders. Shipping orders are picked, packed and shipped in a timely 
manner. 

For more details contact Director of Employment, Tom Raimondi at www.apics-cjer/employment.org  

Market Yourself: A Guide to Resume Creation and Job Search for the Resource Management Professional. 

A guide tailored specifically to the APICS audience and contains excellent advice and examples. 
Do you know how to break down a resume, set up your salary history, or choose the best words 
for your cover letter? You will if you read this book! Says Dr. Marilyn Helms, CFPIM, CIRM, Na-
tional Professor of Management, ... “this book is an excellent resource for the APICS professional 
whether for his or her first job search or a midcareer change.” For additional resources, the 
APICS Online Bookstore carries more than 800 publications specifically written for the resource 
management industry, keeping your search focused on the information that will help you stay 
linked to the emerging technologies of the new millennium.  

For more details log onto www.apics.org/career development. 
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Upcoming Chapter Events 

 
Mar 2 Professional Development Meeting 
 
Apr 6 Professional Development Meeting 
Supply Chain Execution: Jane Biddle of 
Biddle Associates. 

 

SEE YOU THERE 
     

Central Jersey Chapter 
16 Central Avenue 
East Brunswick, NJ 08816 

Central Jersey Chapter Mission 

To be the premier provider of supply chain 

education (including: inventory, materials, 

production, and operations management) to 

Central Jersey’s industries and individuals 

10 years……. 


