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Abstract 

Due to the current growing globalization, it has become even more important for companies to 
optimize the way they work, considering product and service quality, as well as expenditures. For 
these purposes, logistics has proven to be essential. Logistics on its own guarantees that products 
end up being delivered at the right place, on time, in the required amount, under strict quality 
standards.  
As with other areas of business, logistics can be outsourced. This study aims to do further research in 
this subject. S-LOG is a logistics specialist focused on increasing its range of clients, in turn enhancing 
their profits. Consequently, it is crucial to analyze and evaluate logistics outsourcing industry in today’s 
Portugal. So, the main purpose of this study is to examine and understand the reasons why at present 
a company would outsource Logistics in Portugal, and as one end result, to improve S-LOG’s 
approach to the market and to prospective clients. 
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1. Introduction 

With the degree of competitiveness that is 
inherent in modern economies, logistic 
operations play a key role in successful 
companies, allowing for both the creation and 
maintenance of competitive advantages 
(Nemoto & Tezuka, 2002). 
Logistics management is perceived to be the 
branch of management that effectively and 
efficiently plans, implements and controls 
supply chains. It controls the flow and storage 
of materials, parts, goods, services and related 
information, from their origin and through the 
multiple processing processes until they get to 
consumers. Their main purpose is the 
fulfillment of customers’ demand (Vitasek, 
2010). Consequently, logistics adds value for 
clients, suppliers and other stakeholders 
(Ballou, 1997). Globalization tendencies have 
led companies to hire other companies to be in 
charge of their logistics, so that they can focus 
on their core business (Cheong, 2003). This 
approach willturn fixed costs into variable costs 
making  companies and their services more 
efficient. The internet as well as other 
advancements in the information technology 
industry has caused profound changes in 
logistics outsourcing (Regan & Song, 2001).  
 

There are several studies that tried to fully 
understand the reason why companies feel or 
not the need to outsource and how they do it. 
Sahay & Mohan (2003) analyzed the state of 
the logistics service providers industry in India 
and their main focus was the actual services 
provided by logistics companies, the reasons 
to subcontract and the impact in the company 
results. The study was administrated by 
questionnaire and obtains a total of 130 
responses. Most of the companies were 
satisfied with the results of the partnerships 
and the survey results indicated an increasing 
of logistics outsourcing. However, the activities 
with more demand – transportation, custom 
clearing and forwarding – will maintain on the 
top of the most subcontracted activities. The 
main purpose to companies resorting to 
logistics outsourcing is related with cost 
reduction, focus on core business and 
previously partnerships well succeed. 
Rahman & Selen (2010) studied the market of 
logistics services providers in Australia. Their 
study obtained a total of 36 responses and 
approximatelly 86% of the companies were 
satisfied with the results from partnerships with 
logistics operators. The most subcontrated 
activities was warehouse management, order 
fulfillment and freight management. The main 
impacts from companies subcontract logistics 
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services were the performance improvement, 
costs reduction and customer satisfaction. 
Wilding & Juriado (2004) tried to explain the 
perceptions of the clients that subcontracts 
logistics services in Europe. The study 
obtained a total of 50 responses. According to 
this study, the main reasons why companies 
subcontract logistics services were the 
competencies of the providers, the increasing 
in the operational flexibility and the costs 
reduction. The activities most subcontrated 
were tranportation and distribuiton and freight 
and warehouse space management. The main 
reasons to companies didn’t renovate their 
contracts are related with services quality, 
costs issues and problems with comunication 
and trust. 
Barros (2004) explored the state of the 
logistics outsourcing in Portugal with the 
purpose of achieve more opportunities to the 
portuguese companies. The study obtained a 
total of 30 responses. The most subcontrated 
activities were subproducts disposal, 
distribution and information technologies. The 
main reasons to subcontract were the 
increasing of flexibility and time response, 
increasing of supply capacity and the 
possibility of beneficiate of a greater know-
how. The reasons why companies didn’t 
acquire more logistics services were related 
with the associated costs, fear of losing control 
and cultural differences between companies. 
Langley (2011) realise a annual study about 
the state of logistics outsourcing around the 
world. The main objective is to understand the 
impact of the economic situation in the logistics 
outsourcing market and explore the trends, 
issues and opportunities related to the 
industry. In 2011, the survey obtain a total 697 
responses from logistics services providers 
and 1561 responses from companies that 
subcontract that kind of activities. The activities 
with more subcontratation were transportation, 
warehousing and freight forwarding. The 
benefits with more weight perceived by the 
companies are the reduction in costs and fixed 
assets. The main reason to not subcontract 
are: logistics function is the core business, 
logistics function is very importante and the 
expenditures with the partnership. 
The study of Langley (2011) referred 
previously, makes it clear that 88% of the 
interviewed companies were happy with their 
outsourced logistics suppliers. Could logistics 
optimization be a vital aspect in companies’ 
welfare? Would an increase in logistics 
subcontracting in turn decrease the total 
volume of expenditure devoted to logistics 
without compromising, or even increasing, 

quality? Ultimately, can that be the key to 
success?  
The importance attributed to logistics will 
continue to grow and companies will pursue 
their outsourcing, expanding their international 
operations and developing their business in a 
global economic environment (Ballou, 2007). 
Therefore, it has become imperative for 
logistics providers to be able to predict the 
market needs, thus adding value for their 
clients and enrolling a larger number of clients. 
Logistics firms have several ways of 
demonstrating the advantages of hiring their 
services. They advertise not only cost 
reduction, improvements in service quality and 
flexibility but also other gains such as the ones 
associated with location, human resources and 
certificates.  
Barros (2004) concluded that logistics as a 
branch of management has a substantial  
importance, since 79% of the questioned 
companies considered logistics an element of 
strategic management.  
However, the outsourcing of logistics activities 
by Portuguese companies is scarce, when 
compared to other countries. In Portugal, only 
10 to 12% of companies working on retailing or 
industry are subcontracting this sort of service. 
This is a relatively low percentage when 
compared to countries like Spain (25%), or the 
UK (50%) which has the highest 
subcontracting rate in the world (Domingos, 
2010).  
The main objective of this study is the 
comprehension of the logistics outsourcing 
industry in Portugal. With this, it becomes 
possible to logistics operators create a new 
approach to go to the market achieving in this 
way a greater and more diversified number of 
customers. 
In section 2 we present the case study. In 
section 3 we establish the research method. In 
section 4 we present and discuss the data 
collected, so that strategies can be outlined to 
increase and diversify S-LOG’s clients. Section 
5 presents the conclusions from this research 
study. 
 
2. Case-Study 
S-LOG initiated its activity in the 90’s, focusing 
on logistic services for the Car Industry, 
predominantly for the Grupo Entreposto 
business. S-LOG is a small scale firm, 
employing no more than 15 workers. The small 
staff is only made possible through 
sophisticated software, large investments in 
technology and transport outsourcing.  
The company aims to provide supply chain 
management, adding value for their clients 
through cost reduction of their operations, 
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sharing resources and allowing companies to 
focus on their core business, constantly 
assuring high working standards.  
S-LOG is willing to increase its volume of 
business by improving the quality of its 
services and betting on relationships with 
clients. To that purpose, S-LOG is keen to: 

 Diagnose the reasons behind the current 
scarcity of demand; 

 Define the reasons that cause companies 
to subcontract specialized firms to take 
care of their logistics; 

 Outline the advantages and 
disadvantages of outsourcing of logistics 
activities; 

 Suggesting measures to be adopted by S-
LOG to enlarge their client portfolio 

 
3. Research Methodology 
The data used to produce this study was 
obtained through both online administrated 
questionnaires (54 responses) and in-depth 
interviews (7 interviews). 
Questionnaires have also been the main 
instrument used to gather information in 
analogous studies (Sahay and Mohan, 2003; 
Barros, 2004; Wilding and Juriado, 2004, 
Rahman et al.; 2004; Langley, 2011). The 
process of research by questionnaire is 
presented in the Figure1. In the first phase of 
the research by questionnaire is necessary to 
develop a theoretical background. Then, it is 
possible to proceed with the design of the 
questionnaire. After that stage, is able to test 
the questionnaire with a target sample defined 
with some concerns about the real sample of 
the study. Following validation of the 
questionnaire is it prepared to be sent and 
collect data. Once in possession of the data, it 
becomes possible its handling. 
 

 
Figure 1. Stages in questionnaire research 

 
The validation phase, included in the pilot test, 
was the most time consumer stage. First the 
questionnaire was design. Then S-LOG 

members were asked to intervene to make the 
questionnaire more fully meet their 
requirements. Subsequently, five clients of S-
LOG answered the questionnaire to review for 
incongruences and incompatibilities. Finally, 
four specialists on the subject gave the final 
feedback.  
The sample of companies that were supposed 
to answer the questionnaire was provided by 
S-LOG and it is represented in Table 1. Only 
54 questionnaires were sent back filled. This 
means 14.2% of replies based on the total 
amount initially sent. From the 54 replies only 
74.1% completed the whole questionnaire.  
 

Table 1. Sampled sectors (questionnaire) 

Sectors 

Food Industry; 

Clothing Industry; 

Hardware, communications, electronics and optics; 

Electrical equipment; 

Car, car parts, trailers and semi-trailers production; 

Wholesale industry (include agents), apart from the 

cars and motos; 

Retail industry, apart from the cars and motos; 

Editing industry; 

Comunications 

 
In simultaneously with the data collection by 
questionnaire, the interview stage was 
designed and implemented to support and 
sustain the results obtained with the 
questionnaires and their analysis. The in 
depth, semi-structured, interview and the 
structured questionnaire were structured on 
the following sections (difference only in the 
order of presentation): 

 Introduction – intended to frame the 
enquired party within the subject; 

 Current Partnerships – planned to get 
information regarding current 
partnerships with logistics operators; 

 Potential Partnerships – projected to 
gather data on potential partnerships 
which could interest prospective 
customers; 

 Other Questions – not fitting any other 
section; 

 Company’s Profile – aimed to define 
both the enquired company and the 
population involved.  

 
 
 
 
 
 
 
 
 
 

Data Analyze 

Data Collect 

Pilot Test 

Design 

Theorical backgroung 
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In the Table 2 is presented the sample of the 
interviews.  

Table 2. Sampled sectors for interviews 
Company 

 

#Workers Business 

Volume. 

S-LOG 

partner? 

Dermacoconut 2 20m€ Yes 

TargetWay 4 100m€ Yes 

Santo Onofre 2 210m€ Yes 

SpecialGift 3 270m€ No 

Science4You 20 650m€ No 

Comeca 13 6M€ No 

Sonicel 140 25M€ No 

 
 
4. Presentation and Discussion of Data 
In this section, firstly the sample will be 
described, and then we will proceed through 
current partnerships and potential 
partnerships, and finish with other questions. In 
this section it will be used a grade scale 
evaluation. This scale belongs to the 
questionnaire to allow the responses from 
companies and it is from 1 to 7. 
 
4.1 Companies’ Profile Section 
Area of activity 
The wholesale industry (including agents), not 
including cars and motorbikes, accounts for 
41.4% of the replies (12 answers). “Retailing 
other than vehicles and motorbikes” and “Food 
Industry” represented both 24.1% (7 answers 
each). All together, these three sectors add up 
to 90% of all those enquired.  
 
Company Size 
The sample was classified by the size of the 
companies, based on their number of 
employees. It was proven that the majority of 
these could be classified as “small scale”, with 
up to 42.5% (17 answers). The other results 
appeared evenly distributed as follows: 8 
“micro companies”, 9 average sized 
companies, and 6 “large companies”. 
 
Personnel devoted to logistics 
The number of workers within logistics 
operations was also assessed. 37.5% of 
companies have up to 2 workers associated to 
logistics while 32.5% have 3 to 5. Only 30% 
claimed to have more than 5 workers devoted 
to logistics. 
  
Business volume 
Regarding business volume in 2011, 40.5% of 
companies registered less than 2.5 M€ and 
another 18.9% show results between 2.5M€ 
and 5M€. 

 
Variation of business volume 
The mean variation of annual business volume 
in recent years is an important feature of this 
study. The sample mode for this variable was a 
growth between 10 to 20%, for 22.2% of the 
final sample. However, there were also a 
significant number of 16.7% answers whose 
annual business volume variation was a - 30% 
for the last 3 years.  
  
Import/export rate 
The last surveyed factors in this section were 

imports and exports. 68.4% of the enquired 

companies regularly import, but only 33.3% 

export.  

4.2 Current Partnerships Section 
Subcontracting benefits 
There was no big difference between the most 
commonly recognized benefits and the less 
mentioned ones. The highest voted benefit 
was “logistics costs reduction”, with an average 
score of 5.45; on the other hand the less 
referred benefit was stock reduction, with an 
average score of 4.07. The difference between 
both scores is 1.38, on a grading scale of 1 to 
7. However, we chose to discuss the highest 
voted benefits, considering them to be most 
relevant for companies. 
Two issues should be considered regarding 
the first mentioned benefit:  

 Whether logistics operators can effectively 
reduce costs for companies that hire 
them; 

 Whether logistics specialized companies 
do have a market advantage relative to 
their competitors.  

The first problem could be solved by 
presenting successfully handled cases by S-
LOG to the public. To solve the latter question, 
S-LOG should conduct a benchmarking study, 
to ensure a competitive edge.  
The other benefits of outsourcing logistics 
services cited by respondents were the 
increase in operational flexibility and reduction 
in investments.  
Current S-LOG customers defined cost 
reduction to be the main benefit of 
subcontracting logistics activities. Other factors 
considered beneficial varied among 
interviewed companies, with service quality 
and the need of unavailable resources as the 
most commonly cited. 
When interviewing S-LOG’s prospective or 
potential customers, costs reduction topped 
the list of reasons that influenced decision 
making the most. Other top reasons had also 
been listed by S-LOG’s current customers, 
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such as service quality and the need of 
unavailable resources.  
 
Subcontracting and clients satisfaction 
Activities related to transportation and 
distribution are the ones that account for most 
of the subcontracting activities reported with a 
weight of 3.96 and 3.44 respectively. Those 
activities are not provided directly by S-LOG, in 
fact, S-LOG subcontracts other logistics or 
transportation specialized companies to do 
these activities. With that in mind, it was crucial 
to create partnerships in which there is mutual 
trust and both parties share the same amount 
of risk and benefits. Therefore, it is considered 
important to sign long-term contracts with a 
high level of integration and constant output 
measurement, not only costs wise but also 
quality wise. Other activities behind 
subcontracting considered highly relevant were 
picking (3.23) and storage of finished goods 
(3.19), both of which are within S-LOG’s 
specialties.  
Regarding customers’ satisfaction   with 
subcontracting logistics to specialized firms 
combined with their level of outsourcing, 
companies were not entirely convinced with 
inverse logistics, information management 
services, consulting services and sales 
negotiation and execution. These activities 
should be classified as critical, bearing in mind 
that customer companies in general classified 
them as poorly developed by logistics 
specialists. 
On interviews with current S-LOG customers it 
was noted that the three companies 
interviewed subcontract these activities with 3 
main purposes: storage, distribution and 
transport. Potential customers shared the 
same interest and need for transport and 
distribution.  
Bearing these results in mind we conclude 
that: 

 “Storage of sub products” and “Transport 
planning and control” account for the 
biggest success in the market, since both 
have the best combination of level of 
subcontracting services (2.58 and 3.04 
respectively) and resulting satisfaction 
(3.64 and 3.60 respectively); 

 “Inverse Logistics” is the area that pleases 
customers the less and that is less 
frequently hired (2.50 and 2.24 
respectively); 

 “Execution of transport”, “Execution of 
distribution”, “Picking”, “Storage of 
Finished Goods” and “Customs Dispatch” 
are activities with great potential. In spite 
of often being requested by companies 
subcontracting, clients seem to be not 

satisfied (3.00, 2.53, 3.00, 2.21 and 2.64 
respectively).  

 
Logistics costs 
The costs in percentage of business volume of 
logistics were only enquired during the 
questionnaire stage (Question: Indicate the 
costs of integrated logistics in percentage of 
the business volume of the company). The 
investments in logistics can reach substantial 
sums. More than 14% of the companies which 
response to this question indicate that have 
more than 15% of the business volume in 
logistics costs. On the other hand, 35% have 
logistics costs below 5% of business volume 
and 29% of the companies have logistics costs 
percentage between 5 and 10% of the 
business volume. 
Accordingly, it becomes possible for those 
companies to reduce the percentage of costs 
relatively to the volume of business that being 
the main reason why companies have chosen 
to subcontract integrated logistics specialists.   

 
Relationship improvement 
Due to the questionnaire results, it was clear 
that companies consider that logistics firms 
work towards constantly improving corporate 
relations between them. The perceived way by 
companies to this improving, with more weight 
is the flexibility in terms of capacity (4.86). 
Then, the second factor with more weight is 
the resolution of problems (4.83). On the other 
hand, the companies give fewer points in mean 
to the continuous improvement (4.38) and 
flexibility in terms of technology (4.58). 
Current S-LOG customers consider that the 
company is putting a real effort on improving 
and maintaining the good corporate relation. 
The same happens with potential customers 
interviewed; the four prospective customers 
that were interviewed also considered that the 
logistics operators they are dealing with worry 
about optimizing business connections. All 
those that were interviewed thought that S-
LOG was already doing a brilliant job on that 
matter and that they should keep current 
standards, ideally using continuous 
improvement methods. 
 
4.3 Potential Partnerships Section 
Reasons for subcontracting 
From the “Current Partnerships” section of the 
questionnaire, it was possible to verify that the 
main reason for subcontracting logistics 
companies is the cost reduction with a weight 
of 5.45. The responses from “Potential 
Partnerships” were in agreement with the 
results obtained in the previous section present 
in this way a weight of 5.46. The biggest 
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differences occurred with the following items: 
“obtaining specialized know-how” (4.81 firstly 
to 5.19), “convert fixed cost into variables 
costs” (5.04 to 5.28) and “enable a better 
performance in logistics” (4.69 to 4.89). These 
factors can be a result of hiring companies was 
not sufficiently aware when they subcontracted 
in the past but to which awareness has grown 
nowadays.  
Once again, we suggest the creation of a 
portfolio of success cases to demonstrate to 
present and potential customers the utility of S-
LOG’s services 
 
Activities to subcontract in the future 
From the questionnaire it could be verified that 
the areas where companies are presenting a 
highest interest in subcontracting from the 
logistics operators are the transport (5.37 to 
the exit of installations and 5.00 to the entry in 
installations) and distribution (5.49) activities.  
This fact corroborates the results obtained in 
the previous section of the current 
subcontracting activities.  
For example, the distribution activity presents a 
score of 4.63 in the “Actual Partnerships” 
section, which was the second highest. On the 
other hand, that same activity had the highest 
score in the section of “Potential Partnerships” 
with 5.49 points. Two different conclusions can 
be drawn when there is a higher score within 
the potential partnerships section: 1) if that 
activity had already a high score on the “Actual 
Partnerships” section, then a high score on this 
section (“Potential Partnerships”) means that 
the company wants to maintain the actual  
subcontract of that activity; 2) if the activity had 
a low score in the “Actual Partnerships”  
section and a high score in the “Potential 
Partnerships” section, that implies that 
although companies do not currently outsource 
that activity, they are willing to do it in the 
future.  
With the intention of analyzing this issue, a 
new measure was computed by subtracting the 
score obtained in the second section from the 
score obtained in the first one. That means 
that: 
The closest that measurement gets to zero, the 
more likely it is that companies want to keep 
their current rate of subcontracting. The more 
positive that measurement is, the lesser 
companies consider hiring that activity. The 
more negative measurement, the more 
companies consider hiring that activity. The 
importance given to the interest in 
subcontracting the activity in the next 3 years 
has to be held into account. To give an 
example, the difference between 1 and 3 is 2 
and that would be a significant difference. 

However, the score of 3 stands for “little 
interest” this is, the different can be large but 
the interest of subcontracting in the future is 
low. Therefore, there are activities that S-LOG 
should regard as critical and to which S-LOG 
should devote itself more, recognizing the 
companies’ interest in subcontracting. Taking 
into account the previously explanation the 
priority activities are: 

 Customs Dispatch – weight of interest 
in subcontract in the future between 4 
and 5 and the difference between -0.9 
and -1.2; 

 Packaging and labeling of finished 
products and cross docking – weight of 
interest in subcontract in the future 
between 3 and 4 and the difference 
between -1.2 and -1.5; 

 Execution of exit transportation – 
weight of interest in subcontract in the 
future between 5 and 6 and the 
difference between 0 and -0.3; 

 Execution of distribution – weight of 
interest in subcontract in the future 
between 5 and 6 and the difference 
between -0.6 and -0.9; 

 Execution of entry transportation, 
picking and storage of finished goods 
– weight of interest in subcontract in 
the future between 4 and 5 and the 
difference between -0.6 and -0.9. 

 
Reasons not to subcontract 
After analysis of the data from the 
questionnaire survey, the main reason why 
companies do not subcontract integrated 
logistics services was that companies to 
consider their present situation as “adequate” 
having this factor a weight of 4.54. The second 
most relevant reason was the high costs that 
they consider with the possible relationship 
with a weight of 4.33. Once again, costs 
appear as crucial in the whole decision making 
processes on outsourcing. The third reason 
was related to the first one, that companies 
considered that there could be no more 
expenditure with logistics given their 
company’s size and scale.  
It is interesting to acknowledge that 
transversely to all in-depth interviews of both 
present and prospective customers, the 
biggest reason why companies do not 
subcontract more of their logistics operations 
was their belief that they were at the right level 
of subcontracting. As a confirmation to that 
result there is the reference of Carlos Costa 
from Sonicel that claims not to subcontract 
more due to “storage and business 
complexity”. Pedro Ferreira from Comeca SA 
states that his company “logistics operations 
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are essentially subcontracted to external 
supplier, with only a residual percentage is 
dealt with in-house”. Miguel Pina Martins 
affirms that his “business plan for Science4You 
is outlined from the moment his company first 
existed”, not showing any signs of a possible 
interest in changing the way his company 
deals with its logistics. This is, if the 
responsible for the logistics function consider 
that his company already outsources a lot or 
which is possible, so the he think the company 
is already in the right level of outsourcing. 
This fact raises seriously important issues in 
the current study. Up until now, it was though 
that costs, although not the only factor 
influencing subcontracting, were the major 
concern. We now know that the belief of being 
in ideal conditions regarding subcontracting 
rates in logistics bears the same deal of 
importance for S-LOG to increase its client 
portfolio. Thus, it appears to be extremely 
important for S-LOG to be able to demonstrate 
and effectively prove that it may still add value 
for their customers or potential customers 
upwards from their current level of outsourcing. 
 
4.4 Other Issues Section 
Logistics activity as a strategic service 
From the sample, 57.5% of companies totally 
agree that logistics activity is a strategic 
service for a company. 35% of companies 
agree with the statement (6 on a scale of 1 to 
7). One company (2.5% of the sample) in the 
present study does not agree or disagree with 
the statement and 5% of all the enquired (2 
companies) do not agree with that. We can 
then conclude that logistics activity stands as a 
strategic sector for almost all assessed 
enterprises. That perspective has spread 
during these last years, most likely as a 
consequence of the current Portuguese 
economic situation and the growing need for 
expenditure reduction and for the increase in 
client portfolio.  
 
The impact of substituting logistics operators  
The answer to this question revealed that the 
majority of companies consider that when it 
comes to monetary and time costs, risks and 
service quality, the impact of changing 
between logistics operators would be neutral. 
This indicates that the offers currently standing 
in the market are perceived as similar to each 
other. However, there are aspects that create a 
positive impact (costs with 4.47 and service 
quality with 4.41) or a negative impact (time 
with 3.92 and risks with 3.80). In order to 
consider changing the logistics operator 
contracted, the anticipated impact on costs 
and/or the service quality would have to be 

significant. Logistics operators must have the 
potential to demonstrate hypothetical winnings 
so that the resistance to change can be 
overcome, from both current and prospective 
customers still managing their logistics in-
house.  
 
Proactivity 
From the final sample, 69.2% of the companies 
have received unrequested proposals and 
offers from logistics services and of these, 
25.9% succeed. Thus, more than 30% of 
companies were never sent or confronted with 
a proposal from logistics services, which is still 
a potentially large number to approach 
(bearing in mind that these conclusions have 
been drawn from a sample and might not be 
representative). Proactivity is thus beneficial, 
resulting in successfully obtaining partnerships 
and the desired enlargement of client portfolio. 
 
Reasons to previous failed partnerships 
The reported reasons for previously 
unsuccessful partnerships were “bad 
performance” and “failure to fulfill the agreed 
terms” with weights of 5.41 and 5.38 
respectively. It becomes clear that logistics 
companies should avoid at all times to 
compromise with unrealistic contractual terms 
and that a real effort should be made to 
optimize the quality of the supplied services. 
Other reasons also deemed relevant were 
“incapacity to adjust procedures” with 5.09, 
“lack of trust” with 4.97 and “lack of 
communication” with 4.88 One suggested way 
of avoid all these letdowns is to frequently 
communicate with customers, constantly 
seeking feedback and quickly solving any 
problems arising to avoid dissatisfaction.  
 
4.5 Categorized analysis 
In this section an analysis was conducted 
dividing the sample into different groups. 
 
6.5.1 Company’s dimension  
It is interesting to observe that in micro, small 
and average sized companies, subcontracting 
is specially related to transportation and 
distribution. Nevertheless, when we look at big 
companies we realize that, apart from 
distribution, storage is the main reason for 
subcontracting. One of the first conclusions to 
be drawn is that there is a link between a 
company’s size and its storage operations.  It 
is possible that smaller companies consider 
transportation more important because they 
have transport operators going to and from 
their own warehouses. Given that bigger 
companies subcontract their storage 
operations they do not think of transportation to 
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be that relevant, paying more attention to 
distribution. With that in mind, S-LOG should 
consider to study and develop a 
special/differentiate approach to larger scale 
clients that focus on subcontracting others to 
manage their storage procedures. 
Relatively to perception of benefits by 
companies, it was noted that there is a 
difference associated with company size. 
While smaller companies attribute a high 
relevance to quantification of costs and service 
level, bigger companies put the stress on 
obtaining specialized know-how and the 
possibility of concentrating on their core 
business. 
On the reasons for companies to subcontract 
again, all kinds of companies agreed that costs 
reduction was one of the most important 
reasons behind that decision, though bigger 
companies had underlined even more the 
flexibility of human resources as a motivation.  
Only micro companies indicated investment 
reduction as a key element in decision-making 
for subcontracting integrated logistics services. 
When addressing the reasons why companies 
do not subcontract logistics services more, one 
can clearly separate micro and small 
companies from medium and big companies. 
The first group affirms that the scale they 
operate in does not allow them to subcontract 
more, that current costs with logistics are high 
and that their present situation is suitable. The 
second group of enterprises refers that the lack 
of resources and lack of reliable logistics 
operators keeps them from subcontracting 
more.  
From one size category to another, the weight 
attributed to each factor changes. The reasons 
pointed out by small and micro companies are 
similar, but entirely different from the ones 
listed by medium and big companies, the latter 
two being similar.  

 
4.5.2 Volume of business vs. Reasons for 
subcontracting 
Another interesting analysis focused on the 
reasons for subcontracting considering the 
companies volume of business. Once again, 
costs reduction appears as one of the most 
influential reasons but not for companies with a 
volume of business over 50M€. It appears 
easy to conclude that companies with a 
smaller volume of business (from 0 to 2.5M€) 
underline costs more. From the five main 
reasons that make companies outsource for 
logistics, four are related with cost control: cost 
reduction, investment reduction, converting 
fixed to variable costs, and easier 
quantification of costs. It is only in upper 
categories that issues such as service quality 

are taken into consideration. In the previous 
analysis we observed that micro companies 
are the only ones considering reduction of 
investments when deciding to subcontract 
integrated logistics services. As previously 
concluded, we observed that companies with a 
smaller volume of business and smaller staffs 
regard outsourcing as way of avoiding the 
need for investments in internal processes of 
logistics. 
Companies presenting a volume of business 
over 50M€ were the only ones regarding 
flexibility of human resources as influential in 
their decision of outsourcing.  
 
5. Conclusions 
S-LOG believes that it remains feasible to 
expand the number of partners and their 
current level of activity and that it possesses 
the knowledge and competencies needed to 
achieve that goal. The company insists that to 
face Portuguese lower rates of outsourcing 
when compared to countries such as Spain or 
the United Kingdom, research work such as 
this, are crucial for better understanding 
logistics outsourcing in Portugal. That in turn 
will guide future measures and initiatives to 
enlarge S-LOG’s customer portfolio.  
The, research was conducted with a structured 
questionnaire and in-depth interviews. Yet 
there was a big difference in this study 
compared to its predecessors referred 
previously: the interviews supported the data 
gathered with the questionnaires.  After putting 
together all of the data obtained, results were 
discussed.  
The results obtained seldom differ between 
questionnaire and interviews. Cost reduction 
stood out as the main benefit of outsourcing 
logistics services. Other key issues stated by 
companies were improvement of the service 
quality and lack of resources to manage 
logistics. The most often demanded services 
were related to transportation and distribution. 
During the interview stage, storage also proved 
to be a highly demanded activity. Generally 
speaking, companies feel that logistics 
operators continuously care about improving 
corporate relations. The main reason why 
companies opt not to hire logistics services is 
that they feel to be already doing an adequate 
job in-house.   
A number of initiatives and/or strategies were 
progressively listed throughout the discussion, 
so that S-LOG can put them to practice and 
effectively increase its client portfolio: 

 Maximize the efficiency of the services 
supplied; 
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 Keep communication as frequent as it 
appears viable to win and maintain the 
customers’ trust; 

 Constantly improve business relations;   

 Not to set unrealistic goals; 

 Demonstrate that companies can 
subcontract different kinds of activities 
or intensify currently hired levels of 
subcontracted services; 

 Doing benchmarking analysis and 
defining a competitive position in the 
market; 

 Proactivity, meaning to approach 
potential customers without being 
requested to do so;  

 Present successful case-studies to 
both present and prospective studies; 

 Doing long-term partnerships and 
maximizing the sharing of benefits and 
risks with operators that conduct 
transportation and distribution. 

Before concluding this paper, it is important to 
signal the most challenging difficulty faced 
throughout this study. The biggest challenge 
was related to the commitment of company 
managers to cooperate with the study. This 
study was affected in several ways by this lack 
of availability. Firstly, just a small number of 
questionnaires were sent back answered. 
Secondly, the number of conducted interviews 
was also small when compared to the number 
of contacts established. Thirdly, the process of 
validating the questionnaire was exceedingly 
time-consuming.   
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