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An innovative international logistics and supply chain solutions provider with a strategy to 
quickly grow revenue, geographical coverage and capability was keen to partner with an 
organisation who could help them realise their strategy. 

6 Group worked closely with the CEO to develop a business model that could support their 
ambitious plans. A key element to the successful delivery of this strategy would be the 
identification and attraction of high quality potential joint venture partners.

THE CONTEXT

We suggested an approach which was tailored to meet the short and also longer term aims of 
the CEO and Board.

In order to understand the receptiveness of the target audience to the concept of this particular 
Joint Venture Partner model; a pilot project was agreed upon. 

A Non - disclosure Agreement would be utilised to maintain a discreet and confidential approach 
to the market place.

Belgium, Netherlands, Luxembourg and Germany were identified as the initial countries to 
explore owing to their mature markets and major economic contribution overall in GDP terms 
within the European Logistics industry in addition to the strength of 6 Group’s existing networks 
already established in these areas. 

The concept of the Joint Venture Partner operating on an exclusive and commission only basis 
was deemed to be new for Logistics and Freight Forwarding sectors by the CEO and also to us at 
6 Group. Whilst the idea of Business Introducers, Agents and Franchises in general are not new, 
this specific model was untested within this target area so the outcome and yield with respect to 
a ‘Talent Pool’ was not absolutely certain. 

Despite this, we specified that we would provide the following:

• A list of individuals who were interested in the opportunity of operating as a JV Partner on an 
exclusive basis with significant profit potential from realised contracts.

• Accompanying information on location, achievements, motivation, personal circumstances 
and other pertinent information would also be provided. 

• A report of market intelligence gathered as a result of conducting the exercise. This would 
include views on topics such as our client’s growth strategy, perception of their EVP, risk 
factors as well as a potential employment for future in-house appointments. 

THE APPROACH



TARGET COMPANY
& PERSON PROFILE
To yield optimal results, 6 Group engaged in the following activities: 

• Identification of relevant individuals undertaking Business Development activities with 
experience of the provision of freight forwarding and logistics products and services. 

• Target the individuals with customers possessing asset light requirements - primarily in 
air, warehousing, road transportation, supply chain solutions, 4pl, control tower, customer 
brokerage, repair and maintenance services. 

• Industry sectors of interest included FMCG, lifestyle, technology, automotive/machinery 
parts. This was not an exhaustive list but was to exclude bulk liquid/powders, temperature 
controlled transportation, heavy and oversized cargo.

• Companies of interest in the target locations were identified. This list comprised a 
combination of local, national, international and global logistics providers. 

PROJECT PLAN
A time-line of 8 weeks was agreed to allow for both client and prospects’ summer vacations.

Week 1-4:   Project briefing and commencement of research activities around   
   identification of targets, leveraging existing networks and creating new ones,  
   contacting industry sources and prospect identification and ‘first contact’ 

Week 4:   Interim progress update and review meeting 

Week 5-7:   On-going research activities, approaches to and management of prospects in  
   the process including relevant commercial and personal due diligence

Week 8:   Presentation of final mapping report and project review

KEY FINDINGS
• A report was provided summarising the trends in response from approximately 350 

individuals. These were then mapped across the breadth of company types and geographies. 

• This information also incorporated frequently asked questions, objections and feedback 
regarding some of the key aspects of the JV arrangement.

• The trends identified across the target JV partners were incorporated to improve and develop 
future projects



THE JOINT VENTURE
PARTNERS
Our priority was to present those who were most excited and driven by the possibilities and 
potential of working in collaboration with our CEO and helping him to realise the company’s 
objectives. These also had to be people with sufficient experience and expertise to bring ideas to 
the table and take on the responsibility should the enterprise grow and develop into something 
more elaborate.

Most of the individuals we approached possessed very relevant experience as new business 
developers, relationships managers and negotiators, with suitable and fitting networks and 
customer bases; however, their motivation to take a level of risk and work independently was not 
evident. 

In addition to proactively approaching potential target individuals we leveraged our network 
of industry experts, senior leaders and business affiliates in all locations for referrals. In some 
instances, they nominated themselves.

The range of individuals put forward was very broad and diverse, offering a wide variety of 
experience, sector knowledge and also personal circumstances and background.

OUTCOME
The CEO and Board are delighted with the outcome of the project which has exceeded their 
expectations and they have been able to accelerate the growth of their business as a result by 
forming three new JV relationships. 

6 Group has been re-engaged to manage a similar project with a different geographical focus 
during 2018

To find out how 6 Group could support your organisation's growth plans, contact Isobel 
Lepist: +44 (0)161 926 4330  |  IsobelLepist@6-group.com


