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Operator:  
Welcome to On Cloud, the podcast for cloud professionals, where we break down the state of cloud computing today and how you can unleash the 
power of cloud for your enterprise. Now here is your host David Linthicum. 
 
David Linthicum: 
Hey, guys, welcome back to the podcast. We have been looking for people who have expertise in other areas that are related to cloud computing, 
but specialized disciplines. I mean, there's healthcare, the people who deal with the HIPAA stuff. There's the people who deal with some of the 
compliance stuff on the retail side, and some of the financial transactions and compliance issues in that world. And, one of the areas that I really 
wanted to focus on, because I've been working with lots of retail clients lately, is supply chain and really trying to get an expert on the podcast to 
explain, not only supply chain links to cloud computing, you know, someone who's not necessarily leading with technology, but kind of understands 
the way in which we automate these things in the back end, which are becoming more important. So, joining me today is my special guest Bill 
Kammerer. He's a principal with Deloitte out of Iowa City. So, give us kind of the highlights of your career, how you got into supply chain, and also 



explain a little bit about supply chain because, you know, we're a technology podcast. We're not deep in any specific kind of business patterns, at 
least most of the listeners aren't, and we'd love to get an education. 
 
Bill Kammerer: 
Sure, great. Well, thank you. A little – my background, I've spent 29 years now, which makes me feel old, in the supply chain space. I started out, 
like every good supply chain person, in the logistics branch of the military, which is where I cut my chops on how to move product across the world. 
And then I spent time in industry in the 3PL (Third Party Logistics) business. I worked as a supply chain leader in another company, and then I spent 
my time in consulting for probably about 15 years now, across a couple of consulting firms. And in that time, I've focused really exclusively on 
helping clients across the retail and the consumer products, and even some life science clients, how to leverage their supply chain, help create a 
competitive advantage. And then over the last few years it's really been focused on this whole world of digital. 
 
I find it interesting that we now call everything digital. About 15 years ago we used to call everything E, so – electronic, and we talked about e-
fulfillment and e-supply chain. And now we're talking about this digital supply chain, which has been interesting of how it's evolved over the past 
ten years. And I think that supply chain has changed tremendously based on new computing technology, and many of the clients that I'm talking 
with are asking the question of, "How do I digitize my supply chain?" One, because they hear that word and they're hearing it from this digital 
transformation officer that many companies now have, or their technology officer who's talking about digitizing everything from consumer 
experience to the supply chain. And the question has been, one, what does that mean, to digitize my supply chain? And how do I really go about 
doing that? 
 
David Linthicum: 
So, ultimately years and years ago, when I was getting into data integration, I used to write about the frictionless enterprise, the ability to kind of 
have supplies show up just in time, based on electronic triggering—an event, which would kick off another event, which would kick off another 
event. And, basically, everybody who was a supplier in the supply chain would have knowledge of the fact that this demand existed, or this need 
existed, and return information back to whoever is looking to consume the information, as far as when things will show up, how you would 
configure them, to the point of where we can configure very complex things such as jet airplanes and automobiles using kind of this just-in-time, 
frictionless technology. And kind of looking back, in this article I wrote 20 years ago, we're not there yet. You know, what are some of the 
challenges we need to overcome as we digitize our supply chain and get into this event-driven thing where we do have the ability to kind of react 
to demand in something that's near real time? 
 
Bill Kammerer: 
Well, that's a great question, and we – I was talking to a client the other day about collaborative forecasting, or we used to call it CPFR, 
collaborative planning and forecasting, back in the '90s and early 2000s. And I said, you know, all we're really talking about is exactly enabling what 
we've talked about for 20 years, which is sharing that forecast. So, if you think of a retailer, being able to – you know, two things. How do I sense 
demand from all of us as a consumer? But then how do I share that with my suppliers, whether I'm a large grocery chain sharing it back with my 
suppliers, or I'm a footwear apparel retailer sharing that back to my manufacturer? I think we're starting to see that become much more prevalent 
and much more capable. In years past it was all driven by we're going to go down the EDI path and that'll be our connectivity. But now with a lot of 
the open—like APIs that are out there—where you can now connect back to the supplier, I think we're finding that to be much more common. 
 
You mentioned something that made me think about this view that we have around digital supply and network. So, at Deloitte we've always 
thought about the old supply chain SCORE model, which if you go look for SCORE online you'll find this information about – it's the supply chain 
model that talks about how do I develop a product, how do I plan for it, how do I source it, how do I make it, I deliver it, and I sell it, which was a 
very traditional, linear chain, if you will, that now we've started to think about it being this connected series of nodes, and I'm going to give you an 
example of what I mean by that. 
 
You think about product development – so, an age-old practice has been, I'm going to bring a new product to the market, so hmm, let me think 
about what the characteristic is of that product, and I've got to put together the specs for it, and then I've got to go find a manufacturer, and then I 
go make it, and then I've got to put it into my production plan, and then maybe I test it into a market, get the result back, redo my forecast, and 
then I'd find a retail – and I'd move it into my retail chain. In some places that's a 12- to 18-month process. But think about new technology, and 
you know, we talk about 3D printing, and I know people think about 3D printing as being somewhere out there. But think of the concept that that 
drives, is I no longer need to have an 18-month long development process. I can now ideate a product, I can develop and fabricate a part for it very 
quickly before I need to go into full-mode production and I can shorten the time. And if I look at – in the past for me to look at retail signal from a 
buyer or a purchaser, a consumer like us, I'd get my point of sale at the register and, somehow, I'd collect that information and then I'd send it back 
to the home office, so that I can compare that to my plan and my forecast. 
 
Well, today, you now have sensor-driven replenishment, which is how do I take capabilities – I can instantly take that information, feed it into my 
planning, and oh, I can now use artificial intelligence and machine learning to start to look for anomalies, so I can create a better plan. Now that's 
all tied together and created – it's taken that long, drawn-out, linear supply chain and it's now created more of a network to where I no longer have 
to do a plan and then source and make. I can go straight from make it to selling it. I can go straight from developing it, into a consumer's hand 
quickly, and then I can react much quicker to consumer demands and their reaction. So, I just think it's really enabled us to get closer to what we 
talked about 20 years ago, about having that frictionless supply chain. 
 
David Linthicum: 
Yeah, I notice a number of manufacturing firms – specifically the market I've been looking at is electric vehicles, and there's an electric truck on the 
market, and there's a bunch of high-performance electric super cars that are being built out of Prague, and it's just exploding right now. And when 
you look at kind of what's changed in the last 20 years, they can get up their manufacturing facilities fairly quickly. So, the ability to go from CAD to 



build, and get the CNC machines cutting metal, and the 3D printers pulling plastic and – it's just almost something that's unreal, science fiction 
compared to even just ten years ago. So, we are going to get this area where we're – you know, our supply chains are getting compressed, not 
because we're doing better at automating the systems, but because the technology that it takes to manufacturing things, whatever those things 
are, is getting better. Am I dreaming? 
 
Bill Kammerer: 
No, absolutely not. I think it is definitely compressing significantly, anything from time to – just think of what you just described and how that 
impacts the time to market of getting a product out, so that I can be much more competitive with that product, and then being able to sense how 
well that product is being leveraged. 
 
David Linthicum: 
Yeah, I mean, and it's almost I don't have to build ahead of – I can react to demands specifically around production, and I can also continuously 
improve my designs. And we're seeing that in the technology business. We're seeing that in how we're building software. We're seeing that in 
retail, continuously improving the supply chain. But you know, what are they doing right? And what advice would you give to people who are 
dealing on the automation side, in this case the cloud architects, the cloud IT-based people that are building the systems up, or on the supply chain 
side, the people who are figuring out the supply chain in their market? 
 
Bill Kammerer: 
I think that that's a – I'll give you a good example. I think it's a good example, and it ties into what I'm hearing from a lot of clients that I'm speaking 
with around how do I – and specifically retailers. What they're all struggling with, is how am I able to get product to my market as quickly as 
possible and anticipate demand, because customers are requiring every – you know, same-day, next-day delivery. I have this expectation that I 
need to get something to the market immediately, because I want it today. I want it when I want it, where I want it. 
 
So, everyone is now looking at their old distribution networks and how in those distribution networks that they have old facilities that are located 
in remote areas, but yet my major demand is (inaudible) market. So, let's take for example if I'm a – let's say I'm a retailer that is in a market. And I 
need to get my inventory pre-positioned, so that when a consumer looks to put an order online, that it's going to be delivered in the next two days, 
or next day. I can't afford, like I used to be able to, to just wait for my fulfillment center to fulfill that in a three, or four, or five-day timeframe. And 
if my fulfillment center is in the middle of the country, it's going to be significant cost to continually service next-day delivery into that market. 
 
So, what they need to begin to look at is how do I anticipate the demand in my market? How do I then pre-position inventory before it's even 
consumed? And I think about what – when we think about building technology and the infrastructure to manage that, there's a lot of data that 
needs to get (inaudible) added. I need to be looking at my consumer demand. I need to look at my inventory positioning. I need to look at my cost 
of inventory, what we call our variability and velocity of inventory. It's a lot of data, a lot of different algorithms that need to get run. But I need to 
figure out a way to do that in a very near real-time manner, so that I continually look at how do I optimize where I place my inventory, because I 
just can't operate the way I used to in the last ten years, where everything sat in a static inventory pile across the country. I need to be strategically 
placing that. 
 
That's a lot of computing power behind doing that. I mean, I did a network optimization for a retailer and we had the – you know, we were using 
some pretty advanced algorithms to start to compare that data, and we had to have the data set sitting up in the cloud, on the cloud service, just 
so that we could have the computing power. Definitely needed to run a bunch of SQL code to pull the data, and we used R and Python to collect a 
bunch of it. And it – which was great analytics to be done, but then the real question is, all right, once I've done all those analytics to solve that 
problem, how do I put something in place that enables me to do real time decision making on the spot? Not just as an episodic review, but every 
second when an order comes in how do I know where I'm sourcing it from? Where does it need to be deployed to? Is it in inventory? What node in 
the country is it located? And the only way you can do that is having some really sophisticated cloud-based capability that's leveraging all of these 
new cognitive tools. 
 
David Linthicum: 
The thing is, you know, going forward, is – the changes to supply chain that you just mentioned, the ability to have this innovation, is that being 
driven by the disruptors, or is it being driven by the need to do cost reduction, you know, all of the above? You know, because we've seen a lot of 
companies that have been around for hundreds of years that have done supply chain in their own way, you know, suddenly change the emphasis 
on their ability to kind of digitize this stuff, mainly because they see smaller disruptors coming into their space and accelerating the market. 
 
Bill Kammerer: 
I think it's definitely disruptors. I mean, if you think about – just think of in retail. Anybody could stand up a retail shop today, digitally. You know, if 
you go back even 20 years ago, if you were going to go be a shop owner, a shopkeeper, to stand up your own little curated boutique of product, it 
was a little more difficult to do, because I had to go find a spot. I had to curate – where am I going to get all my products? But today – now, I mean, 
you and I, if we wanted to, we could go stand up a website pretty quickly and start selling product through there. So, I mean, that – and I don't 
have – you know, we wouldn't have the barrier of entry that people in the past had to have—this very complex distribution network, because now I 
can piggyback off – in the worst case I can use logistics services. In fact, my neighbor across the street sells fishing lures that he makes in a shop 
here in town, and he does all of his fulfillment through logistics services, which allows him to compete with many of the larger sporting goods and 
fishing tackle companies in the country, because he has a low overhead. He can get them fulfilled and delivered within two days, where – you 
know, you go to look at one of the other sporting goods stores. They're somewhat hindered by their own infrastructure. 
 
David Linthicum: 



Yeah, they are, and that kind of leads to the next question. Are we becoming more centralized in how we do logistics and supply chain? Are we 
outsourcing things more to people who are specializing in that? And is this something that should be done on our own technology, our own cloud 
computing-based systems, or done in some sort of a centralized way? And I don't even know how to approach the answer to that. I'd be interested 
in your response. 
 
Bill Kammerer: 
You know, for years everyone has always – at least from a logistics perspective—has always said, "Oh, we should centralize the control because we 
need to leverage our spend. We need to leverage our scale. I need access to the data, and if I've centralized it, then I have all the data, so I can 
make these decisions." So, a lot of companies went down that path. But I think, now, what you're seeing a lot more is being able to decentralize the 
execution of that. I mean, somewhat you still centralize your planning, so that you can still maintain some sense of control, still can maintain some 
sense of – you know, from a retail perspective I still need to protect my brand image, and I can't just let someone else do my fulfillment with no 
control. And I think what many of the cloud capabilities is just the ability to have data at multiple locations and being able to take data from – I 
used to have to consolidate to one logistics provider; now I can use a hundred logistics providers. I get their data feed, and I can harmonize that 
data myself, and I can get a better view of what's going on in my network, and I can control it. 
 
So I guess a long-winded answer of saying I think you're seeing much more of the decentralization of the execution but I'm still controlling it 
through the view of data, and being able to have access to that data so I can ensure that whoever my provider is – you know, take any of the large 
– I'll use a sporting good example just because they're an interesting company that is a wholesaler and a retailer. But if you look at the markets that 
they really focus in, each market – just think of the sporting goods that they create. Well, I've got to make sure I've got the right material for each 
sporting event. But I'm probably going to use the local companies to do the distribution of that, because they know that market better. They're 
going to be able to service that market better than me sitting back at a corporate headquarters to begin to control that. So, I do think it enables a 
lot more of the pushing it out closer to the consumer, but yet leveraging that data to then be able to command and control from a central spot. 
 
David Linthicum: 
So, do you think these larger enterprises are looking to optimize their supply chain system, digitization of my supply chain system – they're 
considering cloud as a way in which they can punch above their weight? Or they're looking at cloud as a way in which they're disruptors, can get in 
and disrupt the space? So, you know, how do they consider it as a technology in the marketplace, or does it have the duality? 
 
Bill Kammerer: 
Oh, I think it has duality in there, because I think you're – disruptors are forcing them into it as well, but I think it's – yeah, so I can't – it's kind of 
hard. I wouldn't separate the two. I think it does on both of the fronts. 
 
David Linthicum: 
That's awesome. Well, if you are looking for supply chain and cloud computing, you know, make sure you consider some of the lessons learned 
here. And I think that it's important as technologists. As we move into any current technology, we understand the problems that we're solving, and 
I'm finding that more and more the deeper I get in my career. So, Bill, where can we find you on the web and do you have anything you want us to 
look at specifically around this topic? 
 
Bill Kammerer: 
Oh, sure. I think you can hit me up on LinkedIn for sure. I've got some things that we've posted out there, particularly around the digital supply 
network. I've pushed a few things out there on the connected consumer which is a whole other discussion around the blurring of consumer 
products and retailers and the future based on this digitization, so I would certainly go out there. You can always catch me on my e-mail – happy to 
always respond back to folks that are interested, and that's WKammerer@Deloitte.com. 
 
David Linthicum: 
So, reach out to Bill. Man, he knows his stuff around supply chain stuff and also how it meets cloud. Bill, thank you very much for being on the 
podcast. Hope to get you on at some point in the future. 
 
Bill Kammerer: 
Great, thanks, David. Everyone, have a great day. 
 
Operator: 
Thank you for listening to On Cloud for Cloud Professionals with David Linthicum. Connect with David on Twitter and LinkedIn and visit the Deloitte 
On Cloud blog at www.deloitte.com/us/deloitte-on-cloud-blog. Be sure to rate and review the show on your favorite podcast app. 
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