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Please make sure your mic is muted
when not speaking
Kindly turn your video on during the
session, we highly encourage it
If you would like to contribute, please
use the 'raise hand' function and the
moderator will act accordingly

Welcome to today's

This is a private setting, so kindly
keep all discussion from today
confidential and between the group
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Before we begin: Reminder on Meeting Protocol
Do

Don’t

Ensure strict compliance to the following steps to minimize the
risk of violating competition laws

Discuss, formally and informally, exchange information about or
reach agreement with competitors about:

Prior to meetings:

Prices:

• Draft detailed agenda that accurately reflects what is to be
discussed. Agenda and meeting documents must not include issues
relevant to competition law

• Pricing, price differentials, and pricing strategies

During meetings:

• Individual sales and payment terms, individual discount, credits and
credits conditions
Production:

• Limit discussions to topics included on the agenda
• Take minutes of the full meeting
• In case of spontaneous statements relevant to competition law,
react immediately and actively dissociate yourself from the violation:
o Point out to participants that this issue must not be discussed
o If necessary, postpone the discussion until you have received
relevant legal clarifications
o If the discussion continues, notify your objection in the
protocol, suspend the meeting or leave the meeting space
o Inform the GPCA Secretary-General or your company about
the incident

• Production capacity, design plans, production rates, production
methods and proposed changes thereto
Transportation:

After meetings:

• Matters related to actual or potential suppliers or customers,
particularly if this might have the effect of excluding them from any
market or influencing the business conduct of other companies
toward them

• Minutes of meetings should be short and straightforward

• Rates or rate policies for shipments, including zone prices and
freight charges
Future Market Behavior, in particular:
• Plans of individual companies concerning technology, investment,
design, production, distribution and marketing of certain products
• Agreement on market allocation either geographically or by
costumers
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A series of dialogues to build insight and
understanding on how to lead in the new reality
'Post-COVID' with a focus on tangible
recommendations and next steps that leaders and
CEOs can bring to their business

Leading

Reality

New

A need to adapt and thrive
in the post COVID world

An entirely new context that the
Chemicals ecosystem will have to

Volatility is here to stay, need to deal
with what is now the new reality

Initiative timeline

In numbers…
Session 2
People Priorities for the
New Reality

Initiative Launch
‘Leading in the new
reality’

Sept 2020

28 Sept

Session 1
COVID-19 Impact: How
to lead in crisis

4 Nov 2020

3

9

Sessions

Speakers

20 Jan 2021

54

23

Session 3
Supply Chain: Recovery
Profiles Shaping the Future
Landscape

Attendees

Companies

Today’s session
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With you today

Mathieu Friedberg

Camille Egloff

CEO, CEVA Logistics

Managing Director and
Senior Partner, BCG
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Recovery Profiles Shaping the Future Landscape
Regionalized economy
More intra-regional trade

GLOBAL VS. REGIONAL

DEMAND VS
SUPPLY

CLIMATE ACTION

Demand market: adjust offering to
customers' specific & changing needs

L

L

U

COST VS. RISK

Customers de-risking their supply
chains & seeking reliable logistics
solutions, possibly with a cost
increase

TECHNOLOGY

High need for visibility on cargo
tracking from customers

CONSOLIDATION

Accelerated consolidation

L

L

L

L

U

U

Supply market: winners deploy the
largest, more flexible, cheapest
capacity

V

U

Slow-down path towards sustainable
logistics

Globalized economy
Global trade keeps growing

V

U

Acceleration with regulation,
incentives and public concern

V

U

Customers looking for cost effective
supply chains and logistics solutions

V

V

Low need for cargo tracking

V

Increased chance for local players
and new entrants / disruptors
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Source: BCG analysis and perspectives

L

L-Shape recovery

U

U-Shape recovery

V

V-Shape recovery
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CEVA Logistics – Our Company in a few figures
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CEVA Logistics – Our Reaction to the COVID-19 crisis
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Discussion
• Have any of the examples resonated with your
experience? How has it compared to your circumstances?
• How did your organization adapt to operational challenges and
how will it affect your future ways of working?
• How did your approach to risk management and prioritization
evolve during the past 12 months?
• What is a key learning or experience you would like to share
with the group?
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