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ABSTRACT

Objective. Goal of the study is to assess the integration potential of supply chain
counterparties using interrelated criteria and develop unified criteria for evaluating
logistical integration potential.

Methods. The authors used methods of grouping, comparative and systematic
analysis, expert assessments, questionnaires, comparison by analogy, and rating
method. The methodological basis of the study is founded on the works of domestic
and foreign specialists in the field of logistics integration, strategic partnership, and
procurement management.

Results. Key criteria for integration potential included joint planning, information
integration, and resource sharing. Approximately 21% of companies showed

significant integration potential, 32% had basic conditions, 28% had minimal potential,
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and 19% had none. Suppliers were categorized into strategic partners, preferred
suppliers, basic suppliers, and one-time contractors, with different interaction
strategies for each.

Conclusions. Optimal integration levels vary by company and depend on factors such
as enterprise type, industry, product specifics, and supplier relationships. While about
20% of companies can achieve high integration levels, most operate at stable or basic
levels due to procurement maturity and transparency issues. Tailored integration
strategies are essential for enhancing sup-ply chain partnerships and sustainability.

Keywords: Supply chains; Integration; Suppliers; Consumers; Procurement; Strategic
partnership.

RESUMO

Objetivo. O objetivo do estudo é avaliar o potencial de integracdo das contrapartes
da cadeia de abastecimento utilizando critérios inter-relacionados e desenvolver
critérios unificados para avaliar o potencial de integracao logistica.

Métodos. Os autores utilizaram métodos de agrupamento, analise comparativa e
sistematica, avaliacGes de peritos, questionarios, comparacdo por analogia e método
de classificagdo. A base metodologica do estudo assenta nos trabalhos de
especialistas nacionais e estrangeiros no dominio da integracéo logistica, da parceria
estratégica e da gestdo de aquisicoes.

Resultados. Os principais critérios para o0 potencial de integracdo incluem o
planeamento conjunto, a integragdo da informacgéao e a partilha de recursos. Cerca de
21% das empresas apresentaram um potencial de integracdo significativo, 32%
tinham condi¢Bes béasicas, 28% tinham um potencial minimo e 19% n&o tinham
nenhum. Os fornecedores foram categorizados em parceiros estratégicos,
fornecedores preferenciais, fornecedores basicos e contratantes Unicos, com
diferentes estratégias de interacdo para cada um.

Conclusdes. Os niveis oOptimos de integracdo variam consoante a empresa e
dependem de factores como o tipo de empresa, a industria, as especificidades do
produto e as relacbes com os fornecedores. Embora cerca de 20% das empresas
possam atingir niveis de integracdo elevados, a maioria opera a niveis estaveis ou
basicos devido a maturidade das aquisicdes e a questdes de transparéncia. As
estratégias de integracdo adaptadas sdo essenciais para melhorar as parcerias e a
sustentabilidade da cadeia de abastecimento.

Palavras-chave: Cadeias de abastecimento; Integragdo; Fornecedores;
Consumidores; AquisicOes; Parceria estratégica.

1 INTRODUCTION

The results of modern research in the field of supply chain management indicate a
steady increase in logistics costs for Russian enterprises, which significantly exceed

the global average. The authors believe that the typical reasons for this situation are:
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e High political and economic instability in domestic and international markets
(Alekseev et al., 2023; Serbina, 2023);

e Economic sanctions (Starovoitov et al.,, 2023; Shugurov & Pechatnova,
2023);

e Consequences of the pandemic (Degtev et al., 2022; Deyev et al., 2024);

e Customs restrictions;

e Lack of transparency in supply and sales systems (Panasenko et al., 2024,
Yessenali et al., 2024);

e Low level of business confidence in almost all areas of the Russian economy
(Kuznetsova et al., 2020).

In these conditions, the classical idea of a systematic approach based on the
principles of integrating SCM patrticipants and implementing the concept of total costs
becomes more relevant than ever. The relevance of applying integration mechanisms
in supply chain management is, to some extent, justified by modern Russian and
foreign experts. At the same time, the relationship between joint activity mechanisms
and assessing the logistic integration potential of supply chain companies according to
comprehensive criteria, regardless of the organizational structure of management, is
not sufficiently reflected in the scientific literature (Sergeeva et al., 2024). These

circumstances determined the choice of direction.

2 LITERATURE REVIEW

The concept of total costs in logistics integration is reflected in the works of
Slone, Dittamann and Mentzer (2010), who believe that integration is the core of an
ideal supply chain, allowing to build productive relationships between the functional
units of a company and determining the ability to cooperate with external partners.

Johnson (1999), Waters (2003), Aryan Van Weele (2014), Robert Monzka
(1993), and Gattorna (2017) emphasize the special role of partnership formation in
supply chains based on an integration approach.

According to Leenders and Johnson (2006), logistics integration provides
communication, coordination, and control necessary to avoid possible conflicts be-

tween physical distribution functions and material flow management.

Revista relagdes internacionais do Mundo Atual.
A Vol.3, n.45|e-7180 | p.93-110|Julho/Setembro 2024.
Esta obra esté licenciada com uma Licenca Creative Commons Atribuicao-NaoComercial 4.0 Internacional.



http://creativecommons.org/licenses/by-nc/4.0/
http://creativecommons.org/licenses/by-nc/4.0/

Submetido em: 02/09/2024
Aprovado em: 18/09/2024

2s Internacionais do Mundo Atual - unicuritiba> 4vatiacao: Double Biind Reviewe

ISSN: 2316-2880

The same idea runs like a red thread through the works of Christopher & Peck
(2003), Kim, Park (2018), Bag (2018), Amoako-Gyampah et al. (2018), Lii (2016), as
well as in the works of modern Russian experts in supply chain management —
Bochkarev (2023), Protsenko (2020), Terenina, Khmelnitskaya (2023), Dubovik (2022)
and others. Considerable attention is paid to building integration relationships between
suppliers and consumers within the framework of SRM, VMI, CRM, SCM, CPFR
technologies, etc. In other words, according to most experts, logistics integration
becomes one of the most effective tools for increasing the sustainability of mod-ern
supply chains.

At the same time, there are warnings in the scientific literature about using an
integration approach without good reason, regardless of the level of economic
development and capabilities of the parties, elaboration of issues related to the
distribution of responsibility, risks, and rewards. In particular, Gattorna (2017) points
out the likelihood of increasing the level of conflict between partner enterprises. Many
experts suggest assessing the integration potential of SCM partners based on a set of
main and secondary criteria that differ depending on the business situation and
specifics of a particular enterprise. The most significant indicators are usually
considered to be the following: perfect order metrics (quality of supplied products,
timeliness of delivery, accuracy, comprehensiveness, level of service, additional
product/service development proposals), prices, production capacity, supplier's
distribution capabilities, financial stability, reputation in their field, etc. (Leenders et al.,
2006).

However, such parameters are often designed for a universal market situation
regardless of environmental factors (Kochetkov et al., 2023), the stage of the relation-
ship lifecycle, and the interaction strategy used by suppliers and consumers. It seems
that taking into account these circumstances require developing more comprehensive
criteria that allow for a balanced assessment of the parties' integration potential.

Thus, goal of the study is to evaluate the integration potential of counterparties

within supply chains by developing and applying a set of interrelated criteria.

3 RESEARCH METHODOLOGY
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The methodological basis of the research was formed by the works of domestic
and foreign experts in the field of logistics integration, strategic partnership, and
procurement management. During the study, we used methods of grouping,
comparative and system analysis, expert assessments, questionnaires, analogy
comparison, and the point method.

This work was carried out based on questionnaires, interviews, expert
evaluations, comparative analysis, and grouping of 276 domestic and foreign
companies operating in the Russian market. The study, which took place from July to
December 2023, involved manufacturing companies, trading enterprises (wholesale
trade in light industry products, pharmaceutical distributors, and online trading
companies), logistics providers, transportation and warehouse operators. Based on
the results of the analysis, a conclusion was drawn about the interdependence of
integration levels and mechanisms of joint activity of suppliers and consumers, which,
in turn, allowed us to draw conclusions about the degree of readiness of enterprises to
form partnerships.

The assessment of the level of integration of study participants was carried out
ac-cording to several criteria for integration that are most important from the point of
view of the authors, allowing to evaluate the prospects for integrating interaction

between suppliers and consumers (Figure 1).

Criteria for assessing the level of integration of
SC participants

Priority assessment

Integration potential Supplier categories Joint projects indicators
|| Reasons for | | Participant Relations| [ |  Share of integration
integration Strategy mechanisms used

Prerequisites for
integration

Profitable\unprofitable joint

— Share of suppliers projects

Figure 1. Criteria for assessing the level of integration of supply chain participants
(compiled by the authors)
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Based on the accumulated scientific experience, we have identified criteria both
taking into account the share and effectiveness of joint projects with various categories
of suppliers, and from the perspective of forming relationships based on a set of
integration mechanisms. The most significant ones include: joint planning, information
integration, harmonization of governing documents, supplier motivation, coordination

of operational activities, resource integration.

4 RESULTS

4.1. INTEGRATION POTENTIAL

The integration potential of supply chain participants, according to the authors,
should be understood as a set of causes and prerequisites that form an environment
necessary for the formation and gradual development of cooperation between sup-
pliers and consumers. During the study, an expert assessment was carried out of
enterprises in terms of the presence or absence of the necessary causes and
prerequisites for integration in their relationships with suppliers (Table 1).

As a result, several groups of companies were identified that differed in their

integration potential.

Table 1. Assessment of the integration potential of enterprises participating in the

research

Integration potential

Prerequisites

Reasons

Significant integration
potential

The presence of common goals
and interest in the final result, a
shared understanding of the
directions for joint development;
Consistency of expectations
(companies are able to
strengthen each other,
contributing to mutual success,
sharing risks, information,
rewards);

Orientation towards creating
value for the client;

Openness and mutual trust;
Taking into account mutual
preferences when choosing

Coordination has been
achieved between the
enterprise's units, and
further development
requires integration
with external partners;
Improving the quality
of goods/services and,
as a result, increasing
profits per unit of
production while
focusing on
consumers;

Joint research and
development.
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partners;

High infrastructure, scientific and
technical potential for joint
development; an integrated
information network,
benchmarking between partners,
allowing them to start "not from
scratch”;

Orientation towards long-term
prospects;

Compatibility of management
systems;

Comparable level of economic
development of companies;
financial stability.

Elementary level

Initial inter-functional coordination
has been reached and there is an
understanding of the benefits of
integration;

Previous experience of
cooperation;

Equal requirements for quality;
Some harmonization of the
parties' governing documents;
Infrastructure potential for shared
resource use.

Ensuring market
stability (it is no longer
possible to survive
alone):

The company
operates in a mature
market with high
competition;

Entering new markets;
Urgent need to reduce
costs.

Minor potential

favorable geographical location;
close proximity of companies;
common competitors;

common customers.

Ensuring market
stability (it is no longer
possible to survive
alone):

The company
operates in a mature
market with high
competition;

Entering new markets;
Urgent need to reduce
costs.

Analysis showed only a small percentage of the studied enterprises (approximately

21% of the total number of respondents) have significant potential for developing

cooperation with suppliers. Typically, such companies form partnerships with a nar-

row circle of strategic suppliers for the most valuable types of goods/services. At the

same time, the majority of experts from these companies consider the following pre-

liminary conditions conducive to the development of integration: a shared under-

standing of goals and directions for long-term joint development, the necessary

foundation for establishing a system for joint distribution of information, risks, and
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rewards, compatibility of management systems, and comparable levels of economic
development among partner companies.

About 32% of the respondent companies possess only basic conditions for integra-
tion. Their typical approach involves working within a mixed relationship strategy:
collaborating with key suppliers on a commercial basis and adopting a competitive
strategy with others. The main prerequisites for integration include information trans-
parency within specific areas of joint activity, partial harmonization of the parties'
governing documentation, and basic inter-functional coordination between the enter-
prises' supply chain units.

The potential for integration of another 28% of the participating enterprises was
determined to be minimal. These companies operate in a competitive environment,
and only some of them plan to develop cooperation with suppliers. In most cases, the
decision to collaborate is made due to the urgent need to ensure uninterrupted deliver-
les of strategic products (both to overcome shortages and to reduce inventories), low
product substitutability, and the complexity of finding and building relationships with
new suppliers.

The remaining 19% of respondents (according to expert assessment) do not

possess any integration potential at all.

4.2. Supplier categories

In the context of continuous changes in the external and internal environment, the
emergence of new risks, the need to take into account the specifics and volumes of
purchased materials in relation to the level of logistics costs, it is impossible (and simply
uneconomical) for supply chain enterprises to work with all suppliers in the same way.
Neither of the known strategies for interaction can be considered universal today. In
particular, the popular idea of partnering with suppliers implies a whole range of
conditions and limitations and is expensive for both partners. The same applies to the
competitive strategy, which is appropriate far from every situation. Balanced decisions
are usually based on segmentation of suppliers and the use of various interaction
strategies with them.

In this regard, at the next stage of the analysis, an evaluation of the enterprises
participating in terms of the prospects for integrating with different categories of sup-

pliers was carried out. For this purpose, typical categories of suppliers have been iden-

tified like:
@ @ @ Kevista relagoes internacionais ao munao Atual.
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1. Strategic partners - a limited number of major suppliers without close col-
laboration with whom the company's further development is impossible. Suppliers of
the most valuable product groups with significant integration potential, the ability to
exchange key technologies and other resources.

2. Preferred suppliers - stable suppliers of product groups with a sustained de-
mand, high and medium profitability and risk, having basic prerequisites for integration.
Relationship building with such suppliers is focused on a medi-um-term perspective.

3. Basic suppliers - easily replaceable suppliers of non-critical mass products that
make up the company's "defensive brand"”, with whom there is experi-ence of regular
relations.

4. One-time contracts - one-time suppliers of the least important products, ur-gent
supplies, etc.

Table 2 shows the relationship between supplier categories and participant

interaction strategies (Table 2).

Table 2. Relationship between interaction strategies of supply chain participants
using different categories of suppliers

Supplier
categories
1.Strategic
partners

Type of strategy used by

1st group 2d group
Partnership -
strategy:
For the most
valuable
positions:
maximum profit /
high demand,
high risks;
- With suppliers
with high
integration
potential
Mixed strategy:

roups of enterprises
3d group

4d group

2. Preferred Mixed strategy: - -

stable demand;
- With suppliers
with medium
integration
potential

suppliers - For positions -for valuable
with high / positions
medium (profitable / high
profitability and demand)

Revista relagdes internacionais do Mundo Atual.
o Vol.3, n.45|e-7180 | p-93-110|Julho/Setembro 2024.
Esta obra esté licenciada com uma Licenca Creative Commons Atribuicao-NaoComercial 4.0 Internacional.



http://creativecommons.org/licenses/by-nc/4.0/
http://creativecommons.org/licenses/by-nc/4.0/

as Internacionais do Mundo Atual - unicuritiba»

Submetido em: 02/09/2024
Aprovado em: 18/09/2024
Avaliacdo: Double Blind Reviewe
ISSN: 2316-2880

3. Basic Competitive Competitive Competitive -
suppliers strategy: strategy: strategy:
-low profits / for positions for profitable
stable demand; with medium positions with
-high profits / low | profitability and | high and stable
demand,; stable demand | demand
-with suppliers
with low
integration
potential
4. One-time | Competitive Competitive Competitive Competitive
contracts strategy: strategy: strategy: strategy:
-low profits / low | (non-critical For all other For all
demand; positions (low positions positions
-with suppliers profits / low
with low demand))
integration
potential

From the presented table, it is evident that during business activities, the same
en-terprise may use various interaction strategies with suppliers. Determining factors
include supplier category, the specifics of procured and supplied products, the integra-
tion potential of the supplier and customer.

Using the starting points discussed in the analysis and guided by the similarity
of parameters of individual companies across the entire complex of characteristics, all
study participants were segmented into four qualitatively homogeneous groups dif-
fering in the level of integration with suppliers.

The first group includes slightly more than 21% of manufacturing, trading,
transport and forwarding enterprises operating in the Russian market using various
interaction strategies with several categories of suppliers. Enterprises of Group 1 have
a high integration potential and form partnerships with a small circle of reliable sup-
pliers for the most valuable goods/services. According to the analysis over the past
three years, about 50% of the surveyed companies in Group 1 demonstrated an in-
crease in the share of partner suppliers.

On average, the share of partners in the overall pool of suppliers for most Group
1 enterprises is about 16.5%. This statistics confirms the fact that there cannot be many
partners - maintaining close, interdependent relationships with a large circle of
strategic suppliers is too costly. As noted by the respondents, investing substantial
resources in a significant partner base is not effective and cannot be justified either in

terms of the return on investment or from the standpoint of their payback. At the same
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time, in addition to partner relationships, other types of relationships also exist in the
supplier base of Group 1 enterprises - commercial cooperation, as well as rela-
tionships built on a competitive principle (only from an economic feasibility point of
view).

The use of a mixed and competitive strategy by Group 1 companies is
characteris-tic of medium-profit products with stable demand and risk, low-profit
product groups, and situations where replacing products or suppliers is impossible (or
too costly). Un-der these conditions, enterprises interact both with a preferred circle of
stable suppliers and with companies providing supplies under one-time contracts.

The second group consists of companies using a mixed strategy in their relation-
ships with suppliers (slightly more than 30% of the total number of respondents).
According to the analysis, the managers of more than 80% of the enterprises in Group
2 understand the advantages of cooperating with suppliers and plan to devel-op it.
However, this cooperation is based on a commercial basis and applies to the traditional
circle of stable (preferred) suppliers of the most profitable product types. The share of
such suppliers accounts for more than 27% of the procurement portfolio of Group 2
enterprises. Unlike partnership, such interaction does not involve the use of the
concept of shared costs, joint risks, and a single system for distributing profits and
other rewards.

The third group included enterprises operating on the basis of a competitive
strate-gy in their relationships with suppliers (about 28.9% of respondents). These
compa-nies do not have significant integration potential, but they form compromise
relation-ships with basic suppliers for the most valuable items in their assortment. All
other types of goods/services are purchased under one-time contracts. A distinctive
feature of the business of such enterprises is frequent supplier changes.

The structure of the studied companies is completed by enterprises of Group 4.
Their share amounts to 19% of the total number of respondents. These enterprises do
not have any significant potential for integration and do not plan to develop cooper-
ation with suppliers. They operate in the market within a competitive strategy under
one-time contracts, without forming stable relationships with any of the categories of
suppliers. A characteristic feature of this approach is frequent supplier changes, mak-

ing purchases and deliveries from one-time (often random) suppliers.

4.3. JOINT PROJECTS
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Under joint projects, the author understands the use of integration mechanisms
in the relationships of SC participants. As the study showed, the most productive joint
activity is characteristic of enterprises operating in a partnership and mixed strategies
with suppliers.

During the analysis, enterprises using most of the studied integration
mechanisms in relationships with almost all categories of suppliers were first identified
from the general circle of respondents. In this case, the overwhelming majority of joint
projects are related to agreements concluded with strategic and preferred suppliers.

The average share of joint projects for other categories of suppliers of Group 1
en-terprises was: with preferred suppliers - 46%; with basic suppliers - 27.7%.

The average share of joint projects with basic suppliers of Group 2 enterprises
was about 14%.

In addition to analyzing the overall share of joint projects, it is important to
assess the effectiveness of the joint activities of the study participants in terms of
profitable and unprofitable projects. Over the past three years, the following ratios have
been identified: the average share of profitable joint projects in the procurement
activities of Group 1 companies was 46.2% (strategic and preferred suppliers). These
were mainly works in the field of joint procurement planning, harmonization of
governing documentation, and coordination of operational procurement procedures.
11.7% of projects were classified as unprofitable. Mostly, they were related to the joint
use of material and human resources. The remaining 42.1% represents joint activities
that had no significant impact on the main economic indicators of the Group 1 compa-
nies.

As a result of the analysis of respondents according to the parameters of the
share and effectiveness of joint projects, an assessment of the actual level of
integration was made from the position of the priority of using supplier and consumer
joint activ-ity mechanisms. (Table 3.) The assessment was carried out under conditions
of cer-tainty - the market situation that existed at the time of the study. The ordinal
number of priority was distributed from the highest to the lowest: 1 - main priority, 7 -

the least used integration mechanism.

Table 3. The priority of using integration mechanisms by the participating enter-
prises in the study (by groups of companies and categories of suppliers)
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Group of Supplier Integration mechanisms Priority
companies categories

1st group Strategic Joint planning; 1
partners, Information integration 2

Preferred Coordination of operational 3

suppliers procedures; 4

Harmonization of governing o

documentation; g

Joint use of human resources;
Motivation of suppliers;

Joint use of material resources.
Basic suppliers | Coordination of operational
procedures

Information integration;
Harmonization;

Joint planning

One-time Harmonization of operational Idle
contracts procedures

2 group One-time Coordination of operational
contracts procedures

Joint planning

Information integration
Harmonization

Joint use of material resources
Basic suppliers | Coordination of operational
procedures

Information integration

Joint planning

3 group Basic suppliers | Coordination of operational Idle
procedures

A OWNBE

abswnN -

wWN P

Thus, the study of the features of applying integration mechanisms explains the
fact that in modern conditions of Russian business, the most development in the
relationships between companies is joint activity in the directions of joint planning,
information integration, coordination of operational procedures. It is these areas of
interaction that the majority of respondents indicate as the most stable, productive, and

determining minimal losses during joint activities.

5 CONCLUSIONS
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The criterion analysis of the integration level of supply chain participants based
on a comparative study of companies allowed the authors to put forward the hypothesis
about the relationship and interdependence between the levels and mechanisms of
joint activity of suppliers and consumers, to form an ordinal evaluative scale, and, as a
result, to identify four levels of integration of supply chain enterprises. This, in turn, led
to the conclusion about the effectiveness of the use of integration mechanisms by
respondents and, as a consequence, about the readiness of supply chain companies
to form partnerships. In particular, the managers of more than 80% of the enterprises
realize the advantages of integration, the formation of partnerships with key suppli-ers,
and plan to develop it. At the same time, the comparison of the share of effective and
risky projects allows concluding that the effectiveness of joint activities signifi-cantly
exceeds possible losses.

It was revealed that according to the combination of the considered criteria a
high level of integration is typical for about 20% of the respondents. These are, for the
most part, foreign manufacturing enterprises that form end-to-end process processes
and actively develop partnerships with suppliers. For the main share of companies, a
stable and basic level of integration with suppliers is characteristic. These are mainly
Russian manufacturing, transport and forwarding companies, warehouse operators,
wholesale and retail trading enterprises. This can be explained by insufficient pro-
curement maturity, as well as the "opacity" of business, fears of losing commercial
information, orientation of business on a short-term perspective and maximum ex-
traction of current profits, the absence of incentives for working towards a single final
result, etc.

The study allows us to conclude that the optimal level of integration is individual
for each company and depends on the type of enterprise, the industry in which it
operates, the value and specifics of the purchased products, the phase of the life cycle
and the style of relationships with various categories of suppliers, possible losses from
interaction, etc. As a result, one company finds a basic level sufficient, while others
(having the corresponding prerequisites) strive for strategic partnerships with suppliers

at the level of internal and, then, external integration.

REFERENCES

Revista relagdes internacionais do Mundo Atual.
A Vol.3, n.45|e-7180 | p.93-110|Julho/Setembro 2024.
Esta obra esté licenciada com uma Licenca Creative Commons Atribuicao-NaoComercial 4.0 Internacional.



http://creativecommons.org/licenses/by-nc/4.0/
http://creativecommons.org/licenses/by-nc/4.0/

Submetido em: 02/09/2024
Aprovado em: 18/09/2024

2s Internacionais do Mundo Atual - unicuritiba> 4vatiacao: Double Biind Reviewe

ISSN: 2316-2880

Abramova, E., Protsenko, I., Kireeva, N., Terenina, I., & Khmelnitskaya, S. (2023).
Research of a logistics coordination level in procurement. International Journal of
Innovative Research and Scientific Studies, 6, 607-617.
https://doi.org/10.53894/ijirss.v6i3.1643

Alekseev, E. V., Bogdan, V. V., Zakharova, A. N., & Dudynov, S. (2022). Regulation of
environmental safety in the context of geopolitical changes. Revista Relacdes
Internacionais do Mundo Atual, 1(34), 328-340.

Amoako-Gyampah, K., Boakye, K. G., Adaku, E., & Famiyeh, S. (2018). Supplier
relationship management and firm performance in developing economies: A
moderated mediation analysis of flexibility capability and ownership structure.
International Journal of Production Economics, 208, 160-170.
https://doi.org/10.1016/j.ijpe.2018.11.021

Association for Supply Chain Management [ASCM]. (2021). APICS for business.
Retrieved from http://www.apics.org/apics-for-business/

Bag, S. (2018). Supplier management and sustainable innovation in supply networks:
An empirical study. Global Business Review, 19(3 suppl), 176-195.
https://doi.org/10.1177/0972150918760051

Bochkarev, A. (2023). [Managing the sustainability and reliability of supply chains.
Moscow: Lan, 264 p.

Christopher, M., & Peck, H. (2003). Marketing logistics (2nd ed.). Oxford, UK:
Butterworth-Heinemann.

Degtev, G., Shelygov, A., Lizina, O., Shichkin, 1., & Kochetkov, E. (2022). Impact of
globalization factors on inflation risks during COVID-19 pandemic. Relacoes
Internacionais no Mundo Atual, 4(37), 775-795.
https://doi.org/10.21902/Revrima.v4i37.6047

Deyev, A., Savelev, D., Egorova, Y., Otcheskiy, I., Badenova, L., & Kuprina, L. (2024).
Public health and biopolitics strategy under the COVID-19 pandemic. Revista
Relagdes Internacionais do Mundo Atual, 1(43), 127-152.

Dubovik, S. (2022). Purchases 100%. Experience of 350 companies in reducing prices
and obtaining better conditions from difficult suppliers. St. Petersburg: Peter, 384p.

Gattorna, J. L., Ogulin, R., & Reynolds, M. W. (2017). Gower handbook of supply chain
management (5th ed.). London: Routledge. https://doi.org/10.4324/9781315253855

Heydari, J., Govindan, K., Ebrahimi Nasab, H., & Taleizadeh, A. (2020). Coordination
by quantity flexibility contract in a two-echelon supply chain system: Effect of
outsourcing decisions. International Journal of Production Economics, 225, 107586.
https://doi.org/10.1016/j.ijpe.2019.107586

Johnson, J. C., Wood, D. F., Wardlow, D. L., & Murphy, P. R. (1999). Contemporary
logistics (7th ed.). Upper Saddle River, NJ: Prentice Hall.

Revista relagdes internacionais do Mundo Atual.
A Vol.3, n.45|e-7180 | p.93-110|Julho/Setembro 2024.
Esta obra esté licenciada com uma Licenca Creative Commons Atribuicao-NaoComercial 4.0 Internacional.



http://creativecommons.org/licenses/by-nc/4.0/
http://creativecommons.org/licenses/by-nc/4.0/
https://doi.org/10.1016/j.ijpe.2018.11.021
http://www.apics.org/apics-for-business/
https://doi.org/10.1177/0972150918760051
https://doi.org/10.21902/Revrima.v4i37.6047
https://doi.org/10.4324/9781315253855
https://doi.org/10.1016/j.ijpe.2019.107586

Submetido em: 02/09/2024
Aprovado em: 18/09/2024

2s Internacionais do Mundo Atual - unicuritiba> 4vatiacao: Double Biind Reviewe

ISSN: 2316-2880

Kim, B., Park, K. S., Jung, S.-Y., & Park, S. H. (2018). Offshoring and outsourcing in a
global supply chain: Impact of the arm’s length regulation on transfer pricing. European
Journal of Operational Research, 266(1), 88.

Kochetkov, E., Zhilkina, T., Zudilova, E., Philippov, D., & Popova, L. (2023). Modeling
the Macroeconomic Transmission Environment: Public Sector Impact Using the Money
and Financial Market Model. Relacoes Internacionais no Mundo Atual, 1(39), e06270.

Kuznetsova, |., Okagbue, H., Plisova, A., Noeva, E., Mikhailova, M., & Meshkova, G.
(2020). The latest transition of manufacturing agricultural production as a result of a
unique generation of human capital in new economic conditions. Entrepreneurship and
Sustainability Issues, 8(1), 929-944. https://doi.org/10.9770/jesi.2020.8.1(62)

Lam, M. H., & Chang, W.-Sh. (2020). The effect of information on supply chain
coordination: A model of value discounting. Asia Pacific Management Review, 25(3),
134-141. https://doi.org/10.1016/j.apmrv.2019.06.003

Leenders, M. R., Johnson, P. F., Flynn, A. E., & Fearon, H. E. (2006). Purchasing and
supply management: With 50 supply chain cases. New York, NY: McGraw-Hill.

Lii, P., & Kuo, F. (2016). Innovation-oriented supply chain integration for combined
competitiveness and firm performance. International Journal of Production Economics,
174, 142-155. https://doi.org/10.1016/j.ijpe.2016.01.018

Monczka, R. (1993). Global Procurement and Supply Chain Benchmarking [GPSCBI].
East Lansing, MI: Michigan State University.

Panasenko, S., Fedyunin, D., Osipova, E., Star, |., Zotova, A., & lavdolluk, E. (2024).
Features, factors, and risks of the influence of metaverses on business development
in the digital economy: Russian and international context. Revista Relacdes
Internacionais do Mundo Atual, 1(43), 397-4009.

Protsenko, I. O., & Abramova, E. R. (2020). Mechanisms of logistic coordination and
their role in supply chain management. Risk: Resources, Information, Supply,
Competition, 1, 40-44.

Serbina, A. S. (2023). Economic instruments of the EU's political influence in Central
Asia. Conflict Studies / Nota Bene, 4, 1-22. https://doi.org/10.7256/2454-
0617.2023.4.68783

Sergeeva, S., Belova, N., Shichiyakh, R., Bobrova, A., Vaslavskaya, |., Bankova, N.,
Vetrova, E., & Hajiyev, H. (2024). Implementation of lean manufacturing principles and
fast structured logic methods in the organizational culture: Addressing challenges and
maximizing efficiency. International Journal of Sustainable Development and Planning,
19(3), 1195-1201. https://doi.org/10.18280/ijsdp.190337

Shugurov, M. V., & Pechatnova, Y. V. (2023). The sanctions regimes of Germany and
Great Britain in the field of international scientific cooperation with the participation of
Russia: The political and legal nature and consequences. International Law, 4, 1-35.
https://doi.org/10.25136/2644-5514.2023.4.44106

Revista relagdes internacionais do Mundo Atual.
A Vol.3, n.45|e-7180 | p.93-110|Julho/Setembro 2024.
Esta obra esté licenciada com uma Licenca Creative Commons Atribuicao-NaoComercial 4.0 Internacional.



http://creativecommons.org/licenses/by-nc/4.0/
http://creativecommons.org/licenses/by-nc/4.0/
https://doi.org/10.9770/jesi.2020.8.1(62)
https://doi.org/10.1016/j.apmrv.2019.06.003
https://doi.org/10.1016/j.ijpe.2016.01.018
https://doi.org/10.7256/2454-0617.2023.4.68783
https://doi.org/10.7256/2454-0617.2023.4.68783
https://doi.org/10.18280/ijsdp.190337
https://doi.org/10.25136/2644-5514.2023.4.44106

Submetido em: 02/09/2024
Aprovado em: 18/09/2024

2s Internacionais do Mundo Atual - unicuritiba> 4vatiacao: Double Biind Reviewe

ISSN: 2316-2880

Slone, R. E., Dittmann, J. P., & Mentzer, J. T. (2010). The new supply chain agenda:
The 5 steps that drive real value. Boston, MA: Harvard Business Press.

Starovoitov, V. G., Krupnov, Y. A., & Lapenkova, N. V. (2023). Investment activity in
Russian regions under sanctions and restrictions. Security Issues, 4, 1-14.
https://doi.org/10.25136/2409-7543.2023.4.44135

Van Weele, A., & Van Raaij, E. M. (2014). The future of purchasing and supply
management research: About relevance and rigor. Journal of Supply Chain
Management, 50(1), 56-72.

Waters, D. (2003). Logistics: An introduction to supply chain management. New York,
NY: Palgrave Macmillan.

Yessenali, A., Azretbergenova, G., Izatullayeva, B., Baibosynova, G., Zhetibayev, Z.,
Myrzaliev, B., Biryukov, V., & Shichiyakh, R. (2024). Conceptual platform and applied
aspects of interaction between government and business agencies in the Republic of
Kazakhstan. Journal of Infrastructure, Policy and Development, 8(5).
https://doi.org/10.24294/jipd.v8i5.3396

Zhang, Q., & Cao, M. (2018). Exploring antecedents of supply chain collaboration:
Effects of culture and interorganizational system appropriation. International Journal of
Production Economics, 195, 146-157. https://doi.org/10.1016/|.ijpe.2017.10.014

Revista relagdes internacionais do Mundo Atual.
o Vol.3, n.45|e-7180 | p-93-110|Julho/Setembro 2024.
Esta obra esté licenciada com uma Licenca Creative Commons Atribuicao-NaoComercial 4.0 Internacional.



http://creativecommons.org/licenses/by-nc/4.0/
http://creativecommons.org/licenses/by-nc/4.0/
https://doi.org/10.25136/2409-7543.2023.4.44135
https://doi.org/10.24294/jipd.v8i5.3396
https://doi.org/10.1016/j.ijpe.2017.10.014

