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Abstract – The purpose of this paper is to give the root 
cause and several strategies as a business solution to 
improve RSS division performance with creating a 
good business model and strategy of supply chain 
operation in terms of effectiveness and efficiency of 
business process division, to improve its operational 
performance in order to meet its customer needs and 
wants. By using The Porter’s 5 Forces analysis to 
examine the fundamental characteristics and 
structures. Five forces model of Porter is a framework 
for evaluating the industrial structure (business threats 
and opportunities) according to: the effects of rivalry, 
threat of entry, supplier’s power, buyer’s power, and 
threat of substitutes. The business issues exploration 
will be carried out by reviewing inbound supply chain, 
outbound supply chain, and business process. The root 
cause analysis of this case study was carried out to 
illustrate the applicabalityt of the framework. The 
findings show that adoption of collaboration in supply 
chain concept facilitates the chain members to have a 
broader view to develop and ensure an effective 
collaboration. The analysis would only cover the time 
period of 2010 to 2012 as the past data because of the 
age of the existing division; The analysis only covers 
in-depth operational performance optimization 
strategy related to business channels performance that 
affects the RSSD profitability. The concept of Supply 
Chain Collaboration can be used by the chain 
members in the discussion forum to (re)design 
appropriate settings of the five elements of the 
architecture that lead to better overall performance. 
 
Keywords:Collaborative Supply Chain System, 
Information Sharing, Incentive Alignment, Decision 
Synchronization, and Innovative Suply Chain 
Processes.  
 

I. INTRODUCTION 
 
The economic is growing related to the 
infrastructure spending from the government 

funds.  Based on Indonesia Infrastructure 
Development Planning 2011 – 2015, there are 
some sectors that will be focused by the 
Government such as water treatments, road 
facilities, bridges, road safety, and energies.  
Road Safety industries provide all products 
related to traffic safety products and 
services.Safety transportation is also related to 
the volume of vehicles. The development of The 
Road Safety Industries comes from several 
aspects that are influenced by various demands 
from external and internal environments.. One of 
the most contrary demands is to increase 
company profits and operational sustainability. 
 
The Company Profile 
 
Titan is fundamentally a science-based 
company. Titan has been operating in Indonesia 
since 1975. Like many other Titan subsidiaries 
around the world, it was established to bring the 
wide range of Titan products and services to the 
local marketplace. The original manufacturing 
facility was located in Cibinong but this was 
relocated to a new manufacturing facility in 
Tambun - Bekasi in 1980. Sales and 
Administration offices were located in Jakarta's 
Central Business District up until 1998 when 
these offices were consolidated with the Bekasi 
factory site. There is also a Branch Sales Office 
located in Surabaya. Titan corporate values are: 
Satisfying our customers with superior quality 
value and services; Providing our customers and 
shareholders return through sustained high 
quality growth;  
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to the product mix that already given from 
APAC RSSD Business Development Manager 
in the end of year 2011. To support the tight 
program, RSSD Channels should be commit as 
follows: Commitment to fulfill minimum 
inventory plan that stated on Authorized 
Distributor agreement and Authorized Reseller 
agreement; Commitment to share the 
information is one of channels performance 
indicator and would be appraise quarterly basis. 
 
Develop Incentive Alignment System 
 
Incentive alignment refers to the process of 
sharing costs, risks, and benefits amongst the 
participating members (Simatupang and 
Sridharan, 2002). This scheme motivates the 
members to act in a manner consistent with their 
mutual strategic objectives, including making 
decisions that are optimal for the overall supply 
chain and revealing truthful private information. 
It covers calculating costs, risks, and benefits as 
well as formulating incentive schemes such as 
pay-for-performance and pay-for-effort 
(Simatupang and Sridharan, 2002).  
RSSD in the middle of 2012 announced 3 
Incentive Program for Channels as follows: 
Channel Bonus Incentive Program; Product 
Warranty Program; and Titan Training 
Program;. 
 
Develop Innovative Supply Chain Processes  
 
Innovative supply chain processes refer to the 
extent the chain members design and implement 
adaptive supply chain processes that deliver 
products to end customers in a timely manner at 
lower costs. Explicit description of this element 
helps the chain members synchronise the entire 
sequence of integrated work activities required 
to deliver products that fulfil customer needs 
(Croxton et al., 2001). The supply chain 
processes need to be as flexible as possible in 
order to respond to the variety of customer 
requirements at minimum costs with respect to 
supply capacity. To create flexibility, the chain 
members can redesign the distribution system, 
product, production process, and inventory 
management to be cost-effective and flexible to 
match supply with different conditions of 
customer demand (Fisher, 1997; Simchi-Levi et 
al., 2003).  
RSSD in terms of leverage a market size must 
innovate in order to improve the business 
performance. Product availability and added 
value of the product  is the critical point for 
division. To support the collaboration program 

from this chapter, there are several innovative 
processes which can be done as follows: Cross 
Selling Price and Enterprise Standard Program. 
 

IV. CONCLUSION AND IMPLEMENTATION 
PLAN  

 
Conclusion 
 
This research was conducted to give a solution 
to improve supply chain process for RSSD 
business in terms of effectiveness and efficiency 
business process. This research founded five (5) 
root causes in the supply chain process which 
are: Incorrect Market Data, Do not have 
Finished Goods product based on Converter 
Request, Inventory Push Program from RSSD, 
No Incentive Program for Converter, and Lack 
of Business Integration among Channels. 
 
The root causes was come from data analysis 
and in depth interview with division and 
channels members. To resolve the root causes 
that founded, the collaboration in supply chain 
theory was adopted and develops five (5) 
elements of collaboration system such as 
collaborative performance system, information 
sharing, decisions synchronization, incentive 
alignment, and innovative supply chain process 
with regards of RSSD as a principal of road 
safety system in the market. 
 
In order to give a comprehensive business 
solution for RSSD, this sub topic would 
formulate an action plan for mid 2012 - 2014. 
Having set the collaboration in the supply chain 
to achieve RSSD operational excellence to 
improving RSSD business performance would 
give sustainability and revenue to division. The 
process of formulating action plan would consist 
of several steps, which are: Set a roadmap to 
Execute the Collaboration Program for Mid 
2012 – 2014; Risk and Mitigation; Scenario 
Planning. 
 
 



R
 

Fi

Figure
(Analysis

F

 
This re
collabora
could re
Moreove
its colla
future b
impleme
could in
and ensu
year. 
 

 

Rahmanda and

igure 13. Road
(Pro

 14. Risk and 
s and in depth

Man

Figure 15. RS
(Pro

esearch sho
ation progra
esolve its g
er, RSSD sh
aboration im
business sus
enting the re
ncrease its e
ure its Oper

REF

d Simatupang / T

 
d Map Plan 20

oposed, 2012) 
 

Mitigation Pl
h interview wit
nager, 2012) 

 

SSD Scenario 
oposed, 2012) 

ows that 
am roadmap
gaps operat
ould be cont

mprovement p
stainability. 

esult of this 
efficiency b
rating Plan d

FERENCES

The Indonesian

012 - 2014 

lan 2012 - 201
th RSSD Divi

Planning 

by implem
p, the divi
ional activit
trol and mon
program for
Hopefully, 

research, RS
business pro
division year

S 

n Journal of Bus

438 

 

 
16 
ision 

 

ment 
sion 
ties. 
nitor 
r its 

by 
SSD 
cess 
r by 

siness Administ

Chase, Rich
Ni
Ma
Ad
Yo

Croxton, K.L
D.M
sup
Int
Ma
36

Fama, E.F
“S
Jou
No

Feitzinger, 
cus
po
Bu
11

Fisher, M.L
cha
Bu
10

Global I
Co
Rep

Hammer, 
Re
Ma
Ha

Jensen, M.
“Sp
org
and
Ec
pp

Keputusan 
Ind
Ma

National P
Mi
Inf
20

Petunjuk Te
Da
Te

Petunjuk Te
Da
Te

Petunjuk Te
Da
Te

Petunjuk Tek
Da
Te
Jal

tration, Vol.1, N

hard B., Jaco
cholas J.,
anagement 
dvantage wit
ork: McGraw
L., Garcı´a-D
M. and Rog
pply chain m
ternational 
anagement, 
. 

F. and Je
eparation of 
urnal of Law
o. 2, pp. 301-

E. and Le
stomization 
wer of po

usiness Revi
6-21. 

L. (1997), “W
ain for yo

usiness Revi
5-16. 
Insights, 
ompetitivenes
eport, Euro M
M. and 

eengineering 
anifesto for
arper Busines
C. and M
pecific and 
ganizational 
d Wijkande

conomics, B
. 251-74. 

Menteri P
donesia Nom
arka Jalan. 
lanning Ins
inistry of W
frastructure 
11-2015. 

eknis Direktu
arat Repub
entang Deline
eknis Direktu
arat Repub
entang Paku J
eknis Direktu
arat Repub
entang Ramb
knis Direktu

arat Republik
entang Spesif
lan 

No.7, 2012: 430

bs, F. Rober
, 2006. 

for 
th Global C

w-Hill / Irwin
Dastugue, S.
gers, D.S. (2
management
Journal of

Vol. 12 No

ensen, M.C
f ownership a
w & Econom
-25. 
ee, H. (19
at Hewlett-P

ostponement
ew, Vol. 75

What is the 
ur product?
ew, Vol. 75

2010-2011.
ss Report , 

Monitor Inter
Champy, 

the Corp
r Business 
ss, New Yor
eckling, W
general kno
structure”, i

er, H. (Eds
asil Blackw

Perhubungan
mor 60 19

stitution of 
Works, 2011

Developme

ur Jendral P
blik Indone
eator. 
ur Jendral P

blik Indone
Jalan. 
ur Jendral P

blik Indone
u Lalu Linta

ur Jendral Per
k Indonesia, 
fikasi Teknis

0-439 

rt, Aquilano,
Operations

Competitive
Cases. New
n. 
.J., Lambert,
2001), “The
t processes”,
f Logistics
. 2, pp. 13-

C. (1983),
and control”,

mics, Vol. 26

97), “Mass
Packard: the
t”, Harvard
5 No. 1, pp.

right supply
?”, Harvard
5 No. 2, pp.

. Global
World Bank
rnational. 
J. (1993),

poration: A
Revolution,

rk, NY. 
W.H. (1992),

owledge and
in Werin, L.
s), Contract

well, Oxford,

n Republik
93 Tentang

f Indonesia,
1. Indonesia
ent Sectors

Perhubungan
esia, 2011

Perhubungan
esia, 2011

Perhubungan
esia, 2011

as. 
rhubungan 
2011 

s Marka 

, 
s 
e 

w 

, 
e 
, 
s 
-

, 
, 

6 

s 
e 
d 
. 

y 
d 
. 

l 
k 

, 
A 
, 

, 
d 
. 
t 
, 

k 
g 

, 
a 
s 

n 
 

n 
 

n 
 



Rahmanda and Simatupang / The Indonesian Journal of Business Administration, Vol.1, No.7, 2012: 430-439 
 

439 

POLRI Indonesia, 2011. Vehicle Volume Data in 
2004-2009. 

POLRI Indonesia, 2011. Accident Effects Data 
in 2004-2010. 

 POLRI Indonesia, 2011. Accident Data in 
2004-2010. 

Simchi-Levi, D. Kaminsky, P. and Simchi-Levi, 
E. (2003), Designing and Managing 
the Supply Chain, 2nd ed., McGraw-
Hill, Boston, MA. 

Simatupang, T.M. and Sridharan, R. (2002), 
“The collaborative supply chain”, 
International Journal of Logistics 
Management, Vol. 13 No. 1, pp. 15-
30. 

Simatupang, T.M. and Sridharan, R. (2008), 
“The Architecture Of Supply Chain 

Collaboration: The Interplay Between 
Its Five Elements”, Business Process 
Management Journal, Vol. 14 No. 3, 
pp. 401-418. 

The Ministry of Public Works, 2011. 
Association of Indonesia Automotive 
Industries. 

Titan Indonesia, 2011. Business Result of RSSD. 
Titan Gobal Network, 2011. The 9 Building 

Blocks of Business Model.  
Titan Indonesia, 2011. Titan Technology 

Platform. 
Titan Indonesia, 2011. Titan Indonesia Planning 

2012 – 2016. 
Titan Indonesia, 2012. Non Working Inventory 

of RSSD . 

 


