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An Industry-led initiative aimed at 
Representing, Promoting, Developing and 

Connecting Together companies in the 
Shannon Region of Ireland

Supply Network Shannon
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SUPPLY NETWORK SHANNON 
Industry Profile

Over 100 Engineering & Electronics 
Sub-Supply Companies in the Region

Sector Now Employing Over 4500

Focus on Up-skilling from Low-Tech 
Assembly Activity in recent years

Increasing International Export 
Activity

Centered in Limerick Shannon Corridor

Facing Increased Competition from 
Eastern Europe and China
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Electromechanical Assembly / Box Build

Electronic Component / Cable Assembly

Finishing / Coating / Plating

General Engineering / Fabrication

Packaging / Containers / Boxes / Labels

Plastic Moulding

Precision Engineering / Toolmaking

PCB Design / Manufacture / Assembly

Other Activities

SUPPLY NETWORK SHANNON 
- Operating Sectors
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SNS Background
• Strong Tradition of Sub-Contract Manufacturing

• SNS Launched on January 27th 1999

• Industry Led (Agency & Academic Support)

• Promotes networking between companies with similar 
activities and customers, in a range of industry sectors

• Developing capability of members through regular 
networking events and member schemes, etc.

• Website and Email newsletter to coordinate activity

• Coordination of member participation in collaborative 
projects
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To Establish the Shannon Region As THE World 

Class Source of Engineering and Electronics 

Products and Services in Ireland. 

SUPPLY NETWORK SHANNON 
Vision
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SNS Structure

• Steering Committee

• 4 Sub Committees
– Marketing
– Environment
– Training
– Projects

• 40 Member Companies mainly SMEs

• BONUS Network (7 members)
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Common Development Needs

Increased Investment by Sub Supply 
Companies in Process Technologies

Expansion of Regional, National 
and International Markets

Increased Training with Many Common 
Needs among Sub Suppliers

Increased Use of eCommerce & 
IT Integration of Sub Suppliers
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Collaboration Experiences

• Networking
• Cross Selling
• Joint Marketing - Exhibitions
• Customer Managed
• Specific Projects
• Integration
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Collaboration:
Networking
• Ear To The Ground
• Keeping Informed Of Business Environment 
• Informal And Sometimes Unreliable
• SMEs learning from each other
• SNS Website Holds Profiles Of All Member 

Companies In One Place.

Cross Selling
• Passing On Referrals To Other Members
• Greater Awareness Of The Capabilities Of Other 

Member Companies Can Lead To Cross Selling 
Opportunities  (e.g. Portal House)

• Builds Trust Between Companies
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Collaboration:
Marketing/Exhibiting

• Reduce the cost of stand space

• Larger stand size for less cost
• Better preparation for exhibition

• Targets larger group of potential 
customers

• Highlights a Willingness to Partner



13

Collaboration:
Specific Projects

Local, National and EU Projects

• SNS Econet (CER UL)

• Pallet Exchange (EPA) 

• TsunaMat Skillnet (Training Network)

• SMEexcel (Leonardo da Vinci)

• CoDESNet (FP6 CA) 

• ECOLEAD (FP6 IP)
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Collaboration:
Customer Managed

• Based around Supply Chain Management 
or deployment of new systems 

• Managed by Customer 
• Designed to ensure suppliers are capable 

of interfacing with the OEM
• Can be a problem where different 

customer have different system
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Collaboration:
Integration

• Horizontal Integration
– e.g. Toolmakers

• Vertical Integration  (OneStopShop!)
– e.g. Tsunami Network
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Tsunami Network

• Tsunami Network set up in 2003
• Group of 7 companies looking to vertically 

integrate (Design to Delivery)

• Signed agreement to participate
• Each paid €500 per month for 2 years

• Consultant appointed to work with members to:
– Evaluate Competencies of Participants
– Determine Gaps in group competence
– Analyse Job Costing Structures 
– Determine IT Requirements



17Tsunami:
Target Areas

• Network Development To build and maintain an 
effective and cohesive Virtual Organisation that meets 
member expectations and is attractive to new members 

• Market Development To raise the market profile of 
the network companies by marketing as a “virtual 
factory” under a single brand.

• IT Development To ensure that the network 
companies IT capabilities are adequate to meet 
customer needs.

• Supply Chain Development To develop a supply 
chain capability that meets customer requirements 
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Tsunami: IT Requirements

• Customisation
• Ease of Planning
• Easy to Re-schedule
• Reliable
• Production Control
• Adaptable
• Connect to Customer
• Usability
• Cost Effective
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Tsunami Marketing
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Tsunami: Lessons Learnt
• TRUST Is Critical Component To Enable Collaboration 

• A Detailed Understanding Of Combined Capabilities 
And Synergies is Required

• Job Costing and Tracking Information is Difficult To 
Integrate Between Different Organisations

• Needs a ‘Pull’ attitude from all partners to succeed

• Need a ‘Champion’ who can get things to happen on 
the ground in each company (IT & SCM skills)

• ‘The Chain Is Only As Strong As Its Weakest Link’
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• Cost Of Developing New Bespoke IT Systems 
Is Prohibitive

• Common systems in each SME would make 
deployment of IT Management Systems easier

• ‘Coopetition’ Requires Tight Control & 
Transparency

• Legal agreements need to be strong & binding
• Conflict resolution process must be resilient 

(What if it all goes wrong?)

Tsunami: Lessons Learnt 2
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Tsunami: Lessons Learnt 3
• Got to the cliff face needed money to bridge the divide!

• State supports are not geared at virtual organisations

• Activity got diverted into TsunsMat Skillnet training 
network

• 2 members merged into a bigger entity which has since 
become a Supply Chain Management company 
(leveraging China)

• 1 member colocated with supply chain partners 
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Current Status

• New interest in SME Networks from Irish governments 
‘Enterprise Strategy Group’ 

• Network has re-formed with original members and other 
invited members into BONUS (Business Opportunities 
Network Unifying Shannon region companies)

• €20K Facilitation Funding to re-energise the network as 
part of Pilot National Initiative

• Potential to leverage further funding of €200K
• Still needs investment from the SMEs (50%)
• Investigating cost effective internet based systems
• Focusing on growth market in the Renewable Energy 

sector
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BONUS: Issues for the future

• Review group competencies
• Integrate new partners
• Identify Management System (most likely 

Internet based)
• IT Configuration and Compatability
• Legal Agreements?
• Trial Exercise on ‘Rainwater’ System
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End of Presention
Thank you for your attention

Contact Details

Brendan McCormack
Honorary Secretary
Supply Network Shannon
c/o Shannon Development Office
The Granary
Michael Street
Limerick
IRELAND

Tel.:    +353 (0) 61 402228
Fax.:   +353 (0) 61 315634
Mob.:  +353 (0) 86 9786710
Email: secretary@snshannon.com
Web.:  www.snshannon.com

Supply
Network
Shannon


